
Public Policy 209: Management in the 21st Century 
UCLA School of Public Affairs - Spring 2013 
 
 
Instructor: Kimberly Ling Murtaugh, PhD 
kimberlylingmurtaugh@gmail.com 
Office hours: by appointment 
 
Course TA: Ryan Donaghy 
Ryan.J.Donaghy@gmail.com  
 
Course Goals & Objectives  
        

Learning how to manage others is an invaluable skill. This course will give you the expertise and tools 
to execute this skill in ways that you will be able to implement immediately.  In the first half of the 
course, we will examine the design, management, and leadership of teams in organizational settings. 
The focus is on the interpersonal processes and structural characteristics that influence the 
effectiveness of teams, individual behavior in face-to-face interactions, and the dynamics of 
interpersonal relationships. You will understand the theory and processes of group and team 
behavior so that you can successfully work with teams.  
 
In the second half of the course we will focus on negotiation.  We negotiate every day.  We negotiate 
with co-workers, bosses, subordinates, clients, salespeople, romantic partners, and many others.  
This section is designed to build your understanding, skill, and confidence so that you achieve better 
outcomes for all your negotiations—large and small.  You will learn how to increase the quality of the 
deals you negotiate so as to maximize the potential value of any deal, and also how to claim and as 
much of that value for yourself as you can.  You will learn to see opportunities to negotiate where 
you had never seen them before.  You will gain a deep understanding of the strategic structure of 
negotiations.  It is critical to learn to think rigorously about the strategic aspects of negotiations such 
as interests, goals, positions, rights, and power.  You will improve your ability to understand the 
behavior of individuals, groups, and organizations in competitive situations.  Further, the exercises in 
class will provide experience in negotiation, including learning to evaluate the costs and benefits of 
alternative actions, how to manage the negotiating process, and develop your confidence as a 
negotiator. 

 
Much of the learning that occurs in the course will involve exercises, simulations, and cases that draw 
on students’ current experiences in the class as well as their previous experiences in teams and 
organizations.   It is imperative that you attend class in order to get the most out of the class but also 
to be fair to your fellow students.  Many of the exercises must be done in groups, and if you do not 
show up to class, it ruins the experience for the other members of your team.   
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Course Requirements: 
Participation          Grade % 

Attendance         see notes below 
Class discussion         10% 
Teamwork participation        10% 
Negotiation Plans (1 per negotiation)      10% 

 
Deliverables 

1. Written case analysis (group paper)      15% 
2. Orally presented case analysis (group presentation)    15% 
3. Negotiation reflective analysis (student chooses 1 of 3 negotiations) 15% 
4. Real World Negotiation Paper      25% 

 
Participation (30% of grade) 
Your participation grade consists of four components:  
 
Attendance 

The structure and content of the class exercises makes it extremely important that you participate in 
all team and negotiation exercises and discussions.  The course attendance policy requires that if 
you must miss a class, it is your responsibility to contact me and the course TA and get approval to 
miss class at least 48 hours before the class session by email.   In the case of a class with a 
negotiation or group exercise, failure to contact me and make arrangements for your negotiating 
partner (either by providing a substitute or rescheduling to negotiate outside of class) will result in a 
drop of 1/3 of a grade (A to A- or A- to B+) for the course.  In the case of a discussion class, an 
absence without prior approval will result in a drop of 1/6 of a grade for the course. 

 
Class Discussion (10% of grade) 

Contributions to class discussions should raise relevant points and move the conversation forward.  
Comments should be constructive and thoughtful.  Simply talking when it does not contribute in a 
positive way to the topic under discussion does not represent a contribution to class discussion.  But 
you should certainly feel free to question what I say or the conclusions I draw.  Your criticisms, 
questions, and suggestions are positive contributions to class discussion, especially when you can 
offer evidence, from your own experience or from research, which can help inform the discussion.   

 
Negotiation Planning Preparation (10% of grade) 

Preparation is probably the single most important thing you can do to improve your performance in 
any negotiation.  In class, it is essential that you read and prepare for every negotiation exercise.  
Lack of preparation destroys the value of in-class negotiations, not only for you, but also for your 
negotiating partners.  Participation in the weekly negotiation exercises necessitates full preparation, 
and lack of preparation will be treated as an absence.   
 
You will be required to turn in a planning document for each negotiation.  You may use the planning 
document found in this syllabus, or you may create your own.  I encourage you to create your own.  
It should include the things you find to be most useful.  Your customized planning documents can 
and should be different for each different negotiation, and may be as long or as short as you need it 
to be.  Planning documents must be handed by the end of the class session on the day you complete 
the negotiation for which you prepared them.  Paper copies are strongly preferred.   

 



 
Teamwork Participation (10% of grade) 

 
Working in your team is an important aspect of the course. As such, there are several 
teamwork related requirements. 
 
a) Team contract: Each team will be expected to complete a team contract.  This contract 

lays out expectations the team holds for team members. There are several steps in this 
process.  First, team members should individually identify their own expectations of 
other team members.  Second, share these expectations with one another at your first 
meeting.  Third, develop a team contract to which all team members can agree (all group 
members should sign off on it). Fourth, turn in your contract by April 5, 2013.  I will not 
grade this for content, but rather look to make sure it’s complete. 

b) Peer feedback: Group members will evaluate and provide feedback to one another. 
Team members will be asked to rate one another in terms of (a) teamwork, (b) quality of 
work, (c) motivation, (d) reliability, and (d) fulfillment of the team contract.  These ratings 
will be aggregated and anonymously shared with your teammates. It will also be used to 
determine the teamwork aspect of your grade. 

 
Written or Oral Presentation Deliverables 
 
Problem Focused Management Case Analyses 
Students will work in groups to analyze two cases in this course. The cases focus on a management 
dilemma or issue commonly encountered by managers and based on a real world example.  For each 
case, half of the teams will present a ten minute case framing presentation while the other teams 
complete a written case analysis, evaluate the presentation and ask questions of the presenters.  The 
roles will be switched for the second case.  The cases can be found in the course reader.  The case 
analyses have three purposes: 
 
 a) To give you the opportunity to apply the class concepts in the solution of practical problems. 

 
 b)  To provide your group with a common task through which you can learn to be more effective 

group members. 
 
 c)     To provide students an opportunity to learn from the feedback received from others regarding 

their contributions to the team. 
 
1. Case Written Analysis (15% of grade) 

Each team will complete a written analysis of one of the two cases using the general guidelines for 
analyzing cases. We will discuss general guidelines designed to help you structure your analyses that 
can be applied in the future to gain insight into your own future management dilemmas. 
 
The written case analysis will be evaluated based on how well you identify and analyze problems in 
the case (including how thoroughly and appropriately course concepts are used in the analysis), the 
adequacy of and support for the recommendations made, and the identification of potential 
downsides to your solutions.  In addition, written case analyses will be judged based on the clarity 
and technical quality of the writing and report presentation.  The main text of the analysis should not 



exceed 7 double spaced pages.  Appendices containing relevant charts, figures, or other material may 
be included in addition to the 7 pages, if needed. 
 

2. Case Framing Presentation (15% of grade) 
Each team will make a 10 minute presentation of the other case.  The teams that are not presenting 
the case (but have handed in a written case analysis) will evaluate the quality of the presentation and 
will ask questions of the presenting teams.  Be creative, present the case, problems, and solutions in 
your own way!  Be aware that there will be several presentations on the same day, stand out from 
the crowd with your group’s unique skills. 
Below are the steps to follow in preparing the framing presentation. 
 

1. Follow the outline for case write-ups. 
• Case write-up constitutes the knowledge base for framing 

2.  Develop sequencing of context, issue, strategy and action 
• See below 

3.  Rehearse for time, content, flow (transition), pace, intensity and outcome 
4.  Find comfort level with speakers in sequencing, make sure team members have equal 

opportunity to frame 
5.  Maximum time is ten minutes 

 
3. Negotiation Reflective Analysis (15% of grade) 

This course will offer you the opportunity to receive more information and feedback about your 
negotiations than is ever likely to be available in your negotiations in the real world.  Take advantage 
of this opportunity by giving you a chance to think and reflect on your negotiations, your actions, 
your opponents, and yourself.  In addition, reading your opponents’ analysis allow you a rare insight 
into the minds of those with whom you negotiate.   
 
You must turn in one negotiation analysis.  You may choose which negotiations you complete 
journal entries for - don’t leave this until the last negotiation!  The negotiation analysis should be 
less than two pages in length, and are due at the very latest, before class 7 days after the 
negotiation exercise is completed.  When it is complete, e-mail copies of it to all the people involved 
in your negotiation, and also send copies to me  and to Ryan (addresses at the top of the syllabus).  
Late journal entries will not be accepted.   
 

HOW TO WRITE A NEGOTIATION ANALYSIS 
The analysis should not be a blow-by-blow account of what happened in the negotiation, 
but should focus on what your approach was to the negotiation, how it worked, how it 
didn’t and what you would have done differently.  The journal entries should be useful to 
both you and your opponent(s).  They should help you clarify what you learned and give 
feedback to your negotiating opponent(s).  Your analysis might address some of the 
following: 

• What might you have done differently that would have improved your outcome? 
• What might your opponent have done differently that would have improved 

his/her outcome?  What did your opponent overlook? 
• What did you learn about negotiation, bargaining, or conflict from this exercise? 
• What did you learn about yourself from this experience? 
• What did you learn about the behavior of others? 
• How do the concepts presented in lectures or readings enrich your 

understanding of the process of this negotiation, its outcome, or your own style? 
 



4. Real World Negotiation (25% of grade) 
Sometime during the class, you will plan and execute a negotiation outside of class for something 
and report your strategy and negotiation results in a paper.  You can negotiate for anything you 
like—a good or service, salary, whatever.  Be creative!  The only requirement is that the negotiation 
is real and it happened during the course. The paper is not due until the end of the quarter, so you 
should have plenty of time to find an interesting negotiating opportunity.  The paper should be no 
more than 2000 words of text (about 6 pages of double-spaced text in 12-point font, with one-inch 
margins all around).  I will give you more details about this paper later in the quarter. 

 
Laptops 

There will be a few opportunities where it will be necessary to use laptops in class, which I 
will let you know in advance.  Otherwise, please do not use laptops during class.   
 

Extra Credit 
You can earn up to three extra credit points in the course. 
Bring in articles on negotiations from the popular press or examples of interesting negotiations from 
movies, magazines, newspapers, etc.  All you need to do is bring me a copy of the article if it is from 
a magazine, newspaper, etc.  If you see a noteworthy negotiation in a movie, you just need to write 
a description of it, the name of the movie, and where it occurred in the movie.  If you can provide 
the clip, please do.  Be certain to know the facts about the negotiation examples that you turn in 
because we will sometimes discuss these examples in class.  You will earn one extra-credit point for 
each example you turn in.   



 
Course Schedule 

Class 
Session Dates Case/Course 

Exercise Readings Course Objective Assignments Due 

Week 1 
April 1   Introduction  

April 3 Tanagram Optional: Meyer “How the right 
measures help teams excel” Team Communication  

Week 2 

April 8 IDEO Hargadon & Sutton “Building an 
Innovation Factory” Innovation and Creativity Team Contract (due 

Monday, April 8) 

April 10 Satera Case 

Gratton, Voigt, and Erickson “Bridging 
Faultlines in Diverse Teams” 

 
Eisenhardt, Kahwajy & Bourgeois  “How 

management teams can have a good 
fight” 

Diversity and Conflict in 
Teams 

Satera Written Case 
Analysis 

 
Satera Case Presentations 

Week 3 

April 15 Satera Case 
Debrief 

Optional: Edmondson & Smith “Too hot 
to handle? How to manage relationship 

conflict” 

Diversity and Conflict in 
Teams  

April 17 Everest Leadership 
Exercise 

Wittenbaum, Hollingshead & Botero 
“From Cooperative to Motivated 

Information Sharing in Groups: Moving 
Beyond the Hidden Profile Paradigm”  

Leadership Come Prepared for Everest 
(bring laptop, watch video) 

Week 4 

April 22 Everest Leadership 
Exercise Debrief 

Optional: Edmondson, Bohmer, & 
Pisano “Speeding up Team Learning” Leadership  

April 24 Jay Walder and the 
MTA Case 

Garvin & Roberto “What you don’t 
know about making decisions” 

Resource Distribution & 
Public/Private 
Intersection 

Jay Walder and MTA 
Written Case Analysis 

 
Jay Walder and MTA 

Presentations 

Week 5 
April 29 Jay Walder and the 

MTA Case Debrief  
Resource Distribution & 

Public/Private 
Intersection 

 
 

May 1 Explorer Fisher & Ury: Getting to Yes: Chapter 1 
Optional: the rest of Getting To Yes Negotiation Basics  



Week Date Class Activity Readings Due Topic Assignments DUE 

Week 6 
May 6 Viking Austin: Friendship and Fairness 

 Integrative bargaining 

Viking Plan Due (in class) 
 

Complete Peer Evaluations 
(due Friday, May 10) 

May 8 Viking Debrief Brodt & Tuchinsky: Good Cop/Bad Cop Integrative bargaining Explorer NRA Due (before 
class) 

Week 7 

May 13 Bullard 

Lax and Sebenius: Three Ethical 
Issues in Negotiation 

Bazerman: The effect of agents and 
mediators on negotiation outcomes 

 

Distributive bargaining 

Bullard Plan Due 
 

Viking NRA Due (before 
class) 

May 15 Bullard Debrief 

Shell: When is it legal to lie in 
negotiation? 

Malhotra: Smart alternatives to 
lying 

Distributive bargaining  

Week 8 
May 20 The Offer Galinsky: Should you Make the First 

Offer? Package Offers 

Offer Plan Due 
 

Bullard NRA Due (before 
class) 

May 22 The Offer Debrief Robinson: The Farpoint Gambit Package Offers  

Week 9 
May 27 NO CLASS – MEMORIAL DAY 

May 29   Special Topic Offer NRA Due (before 
class) 

Week 
10 

June 3  Mullainathan & Thaler “Behavioral 
Economics” Behavioral Economics  

June 5 Wrap Up  Job Negotiations  

Finals June 10&12   Finals Week Real World Negotiation 
Paper Due June 12 

 


