Northeastern State University

College of Business and Technology

Tahlequah, Oklahoma

	INSTRUCTOR
	James I. Phillips, Ph.D., SPHR

	Office:
	Business and Technology 221A

	Office Hours:
	9-10 MWF, 8-12 Noon TTh

	
	And by appointment

	Phone:
	918-456-5511 ext. 2909

	FAX:
	918-458-2337

	Email:
	philljam@nsuok.edu

	URL:
	http://arapaho.nsuok.edu/~philljam/


COURSE TITLE AND NUMBER
CLASS DAYS & TIME
Management 4223 - Labor-Management Relations
8:00-9:50 a.m., MWF, BT 101 Section 0629   Fall 2008

PREREQUISITES

MGMT 3183 – Principles of Management

MGMT 3253 – Organizational Behavior 

MGMT 4113 – Human Resource Management

CATALOG DESCRIPTION OF COURSE

Emphasizes labor-management cooperation. Includes the history, application, and interpretation of labor laws; contract negotiation and administration; behavioral issues in labor-management relations; and comparisons with European industrial relations

COURSE PURPOSE

This course focuses on the management of labor relations.  Being mostly practitioner-oriented, the course will attempt to provide a no-nonsense approach to key labor relations functions.  A major focus of the course is helping the student to identify the choices that need to be made in order to develop strategically designed labor relations approaches.  Inasmuch as the successful application and the management of labor relations requires a broad range of skill and perspectives the course will use hands on and experiential methods in combination with a historical labor relations perspective.  The course will explore the major concepts and theories of bargaining and negotiation, and the dynamics of interpersonal and inter-group conflict and its resolution.  Students pursuing careers in sales, marketing, merger and acquisition, banking, purchasing, real estate, entrepreneurship and other areas that require skill in negotiation and persuasion should find the course useful and relevant.

EXPECTED OUTCOMES

1. To demonstrate competence with state of labor relations management from a historical perspective.

2. To be able to explain the legal environment governing labor relations applications. 

3. To know the current state of labor relations in the US and other developed market economies.

4. To know the concepts and theories of bargaining and negotiation, and the dynamics of interpersonal and inter-group conflict and its resolution.

5. To develop the sophistication to be able to analyze bargaining and conflict relationships, and to know (through class discussion and self-assessment) about their "bargaining styles."

6. Through negotiation role-plays and experiential exercises demonstrate competence in the negotiation process.

INSTRUCTIONAL MATERIALS (Required Textbook)

Labor Relations: Striking a Balance 

by John W. Budd (Current Edition)

McGraw-Hill, ISBN: 0-07-284221-0

NOTES FROM:

The Fast Forward MBA in Negotiating and Deal Making (Fast Forward MBA Series) 
by Roy J. Lewicki, Alexander Hiam 

Paperback - 288 pages (October 1998) 

John Wiley & Sons; ISBN: 0471256986

Additional readings will be provided as needed  

Supplementary Readings for Book Reports: (A short list)

Man’s Search for Meaning, (first publication in 1946), by Vicktor Frankl

Getting Together, 1988, by Roger Fisher & Scott Brown

Getting to Yes, 2nd Edition, 1991, by Roger Fisher & William Ury

Getting Past No, 1992, by William Ury

Difficult Conversations: How to Discuss what Matters Most, 2000, by Douglas Stone, Bruce Patton, Sheila Heen, Roger Fisher

Bargaining for Advantage, 1999, by G. Richard Shell

The Overworked American, 1992, by Juliet B. Schor

The Jungle, 1965 or 1981 editions, by Upton Sinclair (First published: 1906)

Creating a New Civilization: The Politics of the Third Wave, 1995, by Alvin and Heidi Tofler

The 21 Irrefutable Laws of Leadership, 1998, by John C. Maxwell

Global Paradox: The Bigger the World Economy, the More Powerful its 



Smallest Players, 1994, by John Naisbitt
Overcoming Organizational Defenses: Facilitating Organizational Learning, 


1990, by Chris Argyris
Man’s Search For Meaning, 1959, 2006 by Viktore Frankl

Technopoly: The Surrender of Culture to Technology, 1993, by Neil Postman

The Work of Nations, 1991, by Robert Reich

Future Edge: Discovering the New Paradigms of Success, 1992, by Joel Barker

Principle-Centered Leadership, 1992, by Stephen R. Covey

The Human Side of Enterprise, 1960, by Douglas McGregor

The Fifth Discipline, 1990, by Peter Senge

Open Book Management, 1995, by John Case 

The Great Game of Business, 1992, by Jack Stack

The New American Workplace, 1994, Appelbaum & Batt

Winners Never Cheat, 2005, by John M. Huntsman
Accountability in HRM, 1996, Phillips

Futures That Work, 2002, Rehm

The Four Agreements, 1997, Ruiz

The Search Conference, 1996, Purser & Emery

Building Wealth: The New Rules for Individuals, Companies, and Nations in a Knowledge-Based Economy, 2000, by Lester C. Thurow
INSTRUCTIONAL PROCEDURES

The expected course outcomes will be realized through a variety of instructional strategies to complement the students, life experiences.  Those strategies include, but are not limited to the following:  discussions, videos, and role plays/simulations, or experiential exercises, group activities, readings, cases, group quizzes, and guest speaker(s). 

Discussions will provide analytical concepts that will integrate the readings and serve as useful frameworks for a richer understanding of role-plays.  Cases, videos and the role-plays themselves will provide the "application" aspects of this course.  

You will be placed in a "D-Group." The purpose of the D-Group is to create an opportunity for students to talk with other students, in an organized manner, about events in the course.  There will be a weekly D-Group meeting and there will often be "out of class" work that must be completed before the next class begins.  The D-Group and these meetings will be described in extensive detail.

STUDENT PERFORMANCE ACTIVITIES: (Attendance/Punctuality)

Inasmuch as this course is approached using andragogical and experiential approaches, much learning will be derived from in-class role-plays, simulations, discussions and presentations.  Thus, it is vital to the success of the course that each class member be prompt, attend regularly, and be adequately prepared to respond in a professional manner.

There will be a number of labor relations applications and exercises accomplished in class during the duration of the course.  Each student is expected to fully participate in course activities.  Missing a role-play or simulation is not acceptable except for medical emergencies. You are also expected to attend weekly D-Group sessions unless otherwise noted by the instructor.  

I would prefer students who are committed to the intellectual analysis of bargaining problems (even, perhaps when the applicability of those ideas is not readily clear).   I would also want the student to be committed to actively participating in the simulations, willing to have others constructively critique his/her behavior, and willing to try to learn from the feedback as well as the behavior of others in the course.  I believe that a commitment to the goals of the course will provide the ingredients to effectively maximize student learning.

It will be considered a violation of the honor code of this class to engage in the following activities:

1. Misrepresenting the written work of others as your own written work for all assignments.

2. Reading, viewing or discovering the confidential information held by your opponents in any role play scenario, by gaining access to that information from your opponent directly or from others who may be playing your opponent's role.

3. Discussing confidential information about simulations or role-play scenarios that may have been used in previous offerings used by Prof. Phillips.

ASSIGNMENT DUE DATES

All assignments are due as of the start of the class period specified. Late assignments will be assessed a penalty of 50% of the total possible points. No assignment will be accepted more than one week after the due date.

STUDENT EVALUATION

Student evaluation will be based upon standard definitive grade values as indicated below:

Grading policy:


A - 90% to 100%


B - 80% to  89%


C - 70% to  79%


D - 60% to  69%


F - 59% and below

20% Quizzes

All quizzes will utilize the same format.  They will be approximately 10-15 questions in length and will be composed of multiple-choice questions. The same quizzes will be given to both individuals and groups.  The content of the quizzes will come from assigned readings, movies assigned, and in-class discussions.  No make-up quizzes will be given.  If it is impossible for you to be in class during the date of a quiz, be sure to see the instructor before the quiz.

5% Case Analysis

Each student group will prepare a written analysis of one case, which will be presented in class.  A criteria sheet will be handed out in class previous to assigning the case.  Your analysis should be at least three pages but not to exceed six pages in length, and must be typed (double spaced). Late reports will be worth no more than 50% of the possible points.
5% Book Report
Each student will be required to read an additional book, which will bring us into more specific labor relations’ issues and strategies.  Student reports on the supplementary readings will be oral and written.  The suggested readings provide recommendations of several books, which students may choose from.  Any other books need to be approved by the instructor.  The written portion of the book report is due at the beginning of class on the due date.  Late reports will be worth no more than 50% of the possible points.
10% Final Simulation Exam

A comprehensive simulation will be given which will test your knowledge and application of course learning.

10% D-groups

The purpose of the D-Group is to create an environment in which you can talk about events in the course, your own personal reaction to them, and the ways those events are affecting your view of yourself as a negotiator.

D-groups will be composed of 3-4 members. The group is to meet once a week for one hour. You must find a time to meet when all members can, as a rule, get together. During the meeting, discussion might focus on:

* the content of the course or any other course related topic;

* cases and exercises that may have been done, and your personal reactions to them;

* personal "negotiations" you have had outside the course, and how you have conducted yourself;

* issues that are arising for you in the course and their implications for your own learning and development as a negotiator.

You should spend a few minutes preparing for your D-group meeting each week. Preparation might include reviewing your answers to the following questions:

* what happened in the role-play simulations this week?

* what strategy/tactics did I use, and what strategy/tactics did my opponent use?

* what did I learn from this activity? what do these activities say about my strengths/weaknesses as a negotiator?

* how do these activities relate to the ways I have negotiated, or will negotiate, "real" situations outside of the course?

Each group will submit a 1 page statement each week, indicating group name and members in attendance, summarizing the topics of the group discussion, and raising any questions or concerns that should be brought to the attention of the instructor or class. The instructor will review all D-Group input, and will meet with any D-Group if requested.

With the exception of this written summary, and information shared with the instructor, IT IS ASSUMED THAT ALL D-GROUP DISCUSSIONS WILL BE CONFIDENTIAL. Students must be able to assume that information shared within a D-group will not work its way into the gossip network.

 Suggested topics for D-Group discussion:

Week 1 Course expectations, past negotiation experiences

Week 2-3 Cooperation and competition

Week 4-5 Distributive negotiation

Week 6-7 Integrative Negotiation 

Week 8-9 Integrative Negotiation

Week 10-11 Dealing with Difficult Negotiators

Week 12-13 Group negotiations, ethics

Week 14-16 Self-Assessment Summary: General reflections
10% Self Assessments (Thought Papers - 2-3 pages each)

· Completed after each exercise or role play answer the following questions:

· What happened?

· Why do you think it happened the way it did?

· What did you learn from it?

· Do the above assessment at each level (..  ..  as much as possible): 

1) you; 2) your D-Group; and 3) thoughts from the in-class debrief and discussion 

· Integrate the readings with each thought paper

5% Conducting Class Exercises by Groups 

Each group will have the opportunity to conduct one to two experiential exercises for the class to participate in.  After each exercise feedback will be provided to the group from the class and the instructor.  Individuals from the group conducting the exercise need not do a self-assessment for the exercise, but at the conclusion should discuss in their D-Group the aspects of their exercise that went well and how they could have improved it.

10% Live Negotiation Analysis

You will each conduct one “real life” negotiation during the semester that involves matters of real importance and relevance to you. In the past, for example, some students have negotiated actual pay raises, purchased a used car, or dealt with important work or family issues. You will then write and a term paper that describes, analyzes and critiques this “live negotiation.” The following guidelines apply:

1.  You must negotiate about something non-trivial. To help evaluate here, a Proposal of your topic (1 page) will be due.

2.  The people involved in the live negotiation cannot be associated with this course - or even know that the negotiation is for one of your courses.

3.  You must develop goals, expectations, and strategy prior to the negotiation, employing the principles we discuss in class.

4.  The negotiation must occur in entirety during this semester. Prior negotiations are not acceptable, and you must plan your process accordingly to ensure conclusion prior to the end of the semester (and with time to analyze and write it up).

5.  If possible, after the negotiations have concluded, interview the other party(ies) afterward to supplement and inform your perceptions of the process and outcome.

In this paper (up to 10 pages) I am less concerned with “success” (in terms of getting what you wanted in the end) than I am with your ability to analyze, prepare for, and execute an effective negotiation. I will be looking for you to clearly explain why this negotiation was important, how you prepared for the negotiation, which options and alternatives you considered, how you developed sensible strategies and tactics to pursue your goals, and how well you’ve applied course concepts and techniques. I will also be particularly interested in your learning from this experience; how you can be more effective in the future on the basis of your analysis. The paper can be submitted to me anytime during the second half of the semester (obviously, following the conclusion of your negotiation), but is ultimately due at the final class. 

5% Video Reaction Papers (5 papers)

We learn in many ways. In the spirit of thinking outside of the box a little, we will watch and discuss the movies listed below. Each student needs to watch and write a reaction paper on five movies with at least two movies in each of the following categories: 1) Negotiation & 2) Labor relations.

The movies contain many powerful examples of interpersonal dynamics, dramatic illustrations of labor issues, and examples of different negotiating tactics, with unpredictable consequences. A short paper (2 pages) is due in which you will select aspects of the movie, link them with course concepts, and explain how this has impacted your ideas about negotiations and labor relations.
Negotiation Movies

12 Angry Men (1957 – Not Rated or 1997 – PG-13 rated) - Twelve men must decide the fate of one when one juror objects to the jury's decision.  (You may select either one of two versions. The main actors are either Henry Fonda in the 1957 version, or Jack Lemon in the 1997 version),

The Negotiator (1998 – R rated) - A skilled police negotiator accused of corruption and murder takes hostages

The Flight of the Phoenix (1965 version only – PG rated) - WW II time frame; 

plane crash in the Sahara

Thirteen Days (2000 - PG-13 rated) - Cuban Missile Crises in October of 1962 

with JFK as President

Labor Relations Movies

Norma Rae (1979 – PG rated) - A young single mother and textile worker tries 

to help unionize her mill.

Hoffa (1992 – R rated) - Early days of Teamsters union

The Molly Maguires (1970 - PG) - Militant minors battling exploitation 

by management in 1876 Pennsylvania

Newsies (1992 - PG) - Union organizing at the Turn of the century 

(1900's). This is a Disney musical.
10% Participation

The quality of this course and, more importantly, your learning from it, depends upon the input and engagement of all members. Each week we will be participating in simulations, case studies, exercises, and discussions to build negotiating awareness and expertise. We will also watch a number of “clips” from contemporary films in class and discuss the links to negotiating concepts. Your active involvement throughout all this is critical to enhance your individual development as well as the growth and development of the class as a whole. I hope that you will be pleasantly surprised at how much we will learn from each other throughout the semester. Accordingly, being here - physically and mentally - is essential. I will be evaluating both the quantity and the quality of your ongoing contributions to the class. Remember, it is up to you to come prepared and to make the best of it.

10% Reputation Index

Your reputation as a fair, effective, and trustworthy negotiator is important in real-world business settings. A Reputation Index will be developed at the end of the term, which will reflect your negotiating reputation with your classmates on the basis of their experience with you over the semester. The index can be thought of as a proxy for the long-term effect of one’s reputation in an organization, where future relationships may depend on how others perceive you.

ADA STATEMENT

If any member of the class feels that he/she has a disability and needs special accommodations of any nature whatsoever, the instructor will work with you and the University’s Office of Student Affairs to provide reasonable accommodations to ensure that you have a fair opportunity to perform in this class.  Please advise the instructor of such disability and the desired accommodations at the first class attended.

INCLEMENT WEATHER / DISASTER POLICY:

The following website provides basic premises for the inclement weather policy at Northeastern State University: http://arapaho.nsuok.edu/~cbi/iwp.html 

COURSE SCHEDULE & READING ASSIGNMENTS (Tentative)

Week     

Activities


1

course introduction




assign supplementary readings (book reports)




Power
 Simulation exercise

2

movies and discussion,




assign movies (at least a copy of each on reserve -  Dr. Jim Phillips):




NEGOTIATION MOVIES




12 Angry Men (G) (old version with Henry Fonda)




12 Angry Men (G) (new version with Jack Lemon)




Flight of the Phoenix (G)




Thirteen Days (PG-13)




The Negotiator (R)




LABOR RELATIONS MOVIES




The Molly Maguires (PG)



Norma Rae (PG)




Hoffa (R)



Newsies (G)







Chapters 1 & 2 Quiz

3 

assign written cases, movies and discussion, Chapter 3 Quiz 


4

movies and discussion, live negotiation proposal due




Prisoner's Dilemma exercise, Chapter 3 Quiz


5 

movies and discussion, Chapter 4 Quiz


6

Collective Bargaining exercise, Chapter 5 Quiz


7

Exam #1 Due, Quiz #6: Chapter 6


8

Negotiation Exercise, Chapter 7 Quiz


9

Participative Design Workshop,



all book reports due, Chapter 8 Quiz

10

Participative Design Worksho, Chapter 9 Quiz

11

book reports, Chapter 10 Quiz


12
 
book reports, Chapter 11 Quiz


13

book reports, Chapter 12 Quiz 


14

book reports, Chapter 13 Quiz


15

finish-up book reports, Chapter 14 Quiz


16

written cases due and presentations & final discussion


17


Final Exam

2

