
PASSPORT MEMBERS' WORKSHOP D 4 credits

（Fall（Intensive Course））

Ｐａｓｓｐｏｒｔ　Ｍｅｍｂｅｒｓ’　Ｗｏｒｋｓｈｏｐ　Ｄ 4 単位

（秋学期集中）
Negotiation & Persuasion

Guest Professor POKARIER, CHRISTOPHER J.
特別招聘教授 ポカリア， クリストファー Ｊ.

Course Description：

Modern prosperous liberal societies give us great scope to pursue our own 
conception of ‘the good life’: to make our own career and lifestyle choices 
and freely collaborate with others. However this means we each need to 
be effective in communicating our interests, values and aspirations, 
influencing others positively so that wish to work with us for mutual gain, 
and confident in exercising persuasion. We are routinely subjected to 
influence techniques by organisations and individuals that we interact 
with. Many negotiations between individuals, or representative teams 
from organisations, fail to realise win-win outcomes through poor 
negotiating processes, psychological and perceptual traps, ineffective 
sharing of information, or a lack of creative problem-solving. This 
workshop will undertake an intensive study of effective negotiation, 
including through regular role-playing exercises that simulate real life 
negotiation scenarios, and also explore the sources of effective inter-
personal influence and persuasion. Negotiation and persuasion are daily 
features of our personal and professional lives. It is hoped that through 
academic and practical study of both, students will come a step closer to 
being ‘the master of one’s own destiny’.
Textbooks：

Roger Fisher, William Ury & Bruce Patton (2012) Getting to Yes: 
Negotiating agreement without giving in, New York: Penguin. A 2011 
edition is similar.
Reference Books：

Additional reading materials will be distributed in class and I will also 
share visual and supplementary reading materials through a dedicated 
website, which can found at the following URL: 
gppworkshop.wordpress.com
Course Plan：
1 Joint workshop orientation

Introduction to negotiation 
2 The art & science of persuasion

Negotiation exercise
Self-knowledge for influence

3 Avoiding positional bargaining
Distinguishing problem from people 

4 Interests: Integrative and distributive bargaining
Creating options and setting objective criteria

5 Negotiation exercise: a group crisis
Know your BATNA + walking away 

6 Engaging the other party & breaking impasses
Dealing with ruthless people

7 Major negotiation exercise: Palm Island  
8 Tactics and principles

Exercise: ethics in practice
Initial group presentation planning

9 Test & review
Making a pitch & ‘self branding’

10 Negotiation exercise: compromise with dignity
Group presentation planning

11 Major negotiation exercise: Study abroad program
12 Persuasive public communications

Review of presentation planning
13 Presentation session
14 Presentation session
Other Review
Lecturer's Comments to Students：

In addition to the weekly topics shown above, which mostly reflect the 
titles of assigned text chapters, we will have a number of small practical 
exercises and supplementary materials and activities each week. There 
will be plenty of opportunity for student interaction. Students who don't 

yet feel comfortable discussing and negotiating in English need not worry: 
quality of ideas and negotiating insight matters much more than English 
fluency.
Method of Evaluation：

Preparation & participation                         20%
Negotiation exercises                                  20%
Group presentation                                      30%
Short test on key concepts in the text       30%
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