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NEGOTIATION BOOT CAMP 
3-day Training Workshop (9:00am-4:00pm, December 2, 9, and 16, 2020) 

https://mitchellhamline.zoom.us/j/96446875841 (passcode 601271) 
 

“You can be completely right, and you still are going to have to engage folks 
who disagree with you.”1  

 
Workshop Outcome: 
Negotiation is a constant in our professional and personal lives. Trainees come to the workshop 
with negotiation skills and approaches that they think have (or have not!) worked for them in the 
past. The workshop is designed to help them improve upon these skills and approaches and, 
perhaps more importantly, learn to use different skills and approaches that may be more suitable 
for the negotiation contexts within which they most commonly work. 
 
The workshop will be highly interactive, with a heavy emphasis on participant self-reporting and 
reflective practice. Using multiple exercise and role-play simulations, as well as “fishbowl 
activities” (where individual participants, while observed and constructively supported by the 
trainer and their training cohort, practice utilizing newly acquired skills to address specific 
negotiation challenges), we will explore how best to: 

• Prepare effectively for any negotiation; 
• Understand when a particular negotiation approach is appropriate; 
• Employ and critique effective and ineffective distributive and integrative negotiation 

techniques;  
• Maintain genuine curiosity and constructive distance when engaged in difficult 

conversations; 
• Increase self-awareness of negotiation strengths and weaknesses; 
• Develop a post-workshop plan for improvement of negotiation skills. 

 
 

DAY ONE AGENDA (WEDNESDAY, DECEMBER 2, 2020) 9:00am-4:00pm 
 

BLOCK ONE: 9:00-10:30am 
PROGRAM INTRODUCTION; CONFLICT THEORY OVERVIEW 
Primary Activities: Short exercises to illustrate key conflict resolution themes; complete and 
discuss a conflict style self-assessment  
Module Objectives: 

• Illustrate wide range of conflict resolution strategies; and 
• Gain awareness of each participant’s “default” approach to conflict engagement 

 
[MORNING BREAK: 10:30-10:45am] 

 
1 President Barak Obama, Spring 2016 Commencement speech at Howard University. 
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BLOCK TWO: 10:45-11:30am 
INITIAL NEGOTIATION IMMERSION  
Primary Activities: Multiple short negotiations in dyads; Post-negotiation reflection and debrief  
Module Objectives: 

• Gain awareness of individual bargaining strengths and weaknesses; 
• Compare and contrast interest-based and positional bargaining (sometimes referred to 

as Integrative/Distributive or Creating/Claiming Value dichotomies); and 
• Explore common barriers to successful negotiation. 

 
BLOCK THREE: 11:30am-12:15pm 
BUILDING THE NEGOTIATOR’S TOOLBOX PART 1: LISTENING AND QUESTIONING 
Primary Activities: Listening and questioning drills and exercises 
Module Objectives: 

• Increase awareness of barriers to effective listening; 
• Apply lessons from contemporary cognitive science on perception and decision-making 

to improve listening and avoid common biases that compromise rational judgment when 
in conflict situations; and 

• Appreciate the importance of “interests” and the constructive role of information 
gathering throughout the negotiation process. 

 
[LUNCH BREAK: 12:15-1:15pm] 

 
BLOCK FOUR: 1:15-4:00 (with break from 2:30-2:45pm) 
BUILDING THE NEGOTIATOR’S TOOLBOX PART 2: INTEGRATIVE BARGAINING 
Primary Activities: Negotiation in dyads; Post-negotiation reflection and debrief; Fishbowl -- 
strategies to Break Impasse 
Module Objectives:  

• Recognize that even in highly polarized conflicts, negotiation counterparts will often have 
different preferences (or different ranking of preferences) than one’s own; 

• Examine a wide array of strategies to generate multiple solutions to identified problems; 
and 

• Practice applying objective criteria to evaluate options. 
 

DAY TWO (WEDNESDAY, DECEMBER 9, 2020) 9:00am-4:00pm 
 
BLOCK ONE: 9:00-10:30am 
BUILDING THE NEGOTIATOR’S TOOLBOX PART 3: USING POWER, INFLUENCE AND COMPETITIVE 
NEGOTIATION TACTICS TO IMPACT THE BARGAINING ZONE; THE INFLUENCE OF FAIRNESS AND 
SOCIAL NORMS 
Primary Activities: Negotiation in dyads; Post-negotiation reflection and debrief; Fishbowl -- 
dealing with the “Prince/Princess of Darkness” counterpart 
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Module Objectives: 
• Explore effective methods for persuading a negotiation partner and how the concept of 

power operates in the context of negotiation; 
• Consider the role of fairness and other social norms in evaluating negotiation outcomes; 

and 
• Expand options to deal with a hostile (or even irrational) negotiating counterpart. 

 
[MORNING BREAK: 10:30-10:45am] 

 
BLOCK TWO: 10:45am-12:15pm 
BUILDING AND MAINTAINING TRUST/NEGOTIATION ETHICS  
Primary Activities: “Vote with your feet” on ethics challenges; Fishbowl -- dealing with deception 
and breach of trust 
Module Objectives:  

• Understand the importance of trust to negotiation success; 
• Develop practical tools to build and maintain trust during negotiations, as well as 

strategies to repair trust once breached;  
• Explore how “good people” can endorse very different resolutions of ethical questions in 

negotiation; and 
• Offer applied practice opportunities to respond to unethical negotiation behavior. 

 
[LUNCH BREAK: 12:15-1:15pm] 

 
BLOCK THREE: 1:15-4:00pm (with break from 2:30-2:45pm) 
MANAGING DIFFICULT CONVERSATIONS AND HIGH EMOTION; DELIVERING BAD NEWS 
Primary Activities: Interactive exercises to illuminate the task of translating hostile and 
adversarial communication into building blocks of collaborative dialogue 
Module Objectives: 

• Illustrate how thinking like a mediator can improve conflict engagement; 
• Develop strategies to maintain “genuine” curiosity and constructive distance when 

engaged in difficult conversations; and  
• Practice alternative approaches to communicating “bad news” so that it can be heard by 

negotiation counterparts. 
 

DAY THREE AGENDA (WEDNESDAY, DECEMBER 16, 2020) 9:00am-4:00pm 
 
BLOCK ONE: 9:00-10:30am 
THE COMPLEXITY OF MULTI-LATERAL NEGOTIATION; COALITION BUILDING  
Primary Activity: Multi-party negotiation; Post-negotiation reflection and debrief 
Module Objectives: 

• Recognize the similarities and difference between “simple” and “complex negotiations; 
and 

• Increase ability to form and maintain coalitions in multi-lateral negotiations. 
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[MORNING BREAK: 10:30-10:45am] 
 
BLOCK TWO:  10:45am-12:15pm 
GROUP MEMBERSHIP: THE IMPACT OF GENDER, CULTURE AND RACE ON NEGOTIATION 
Primary Activity: Short exercises in partisan perceptions; Multi-party negotiation; Post-
negotiation reflection and debrief 
Module Objectives: 

• Recognize how your own beliefs, values, and life experiences inform the way you 
experience, relate to and explain conflict; and 

• Explore a basic triad framework for dealing with difference: 1) avoiding judgment and 
stereotyping (cultures are not monolithic); 2) self-awareness (your own upbringing and 
“baggage”); and 3) be at peace (but willing to challenge RESPECTFULLY). 

[LUNCH BREAK: 12:15-1:15PM] 
 
BLOCK THREE: 1:15-2:30pm 
NEGOTIATING REMOTELY (PHONE, EMAIL, ZOOM): CHALLENGES AND OPPORTUNITIES  
Primary Activity: Self-reports – what’s worked; what hasn’t worked; Interactive exercises to 
illuminate challenges and opportunities inherent in remote negotiation; Quick survey/overview 
of empirical research “best practices” recommendations  
Module Objectives: 

• Examine challenges (and advantages) of remote negotiation 
• Explore generational differences in use of remote platforms for negotiation 
• Implement research-based strategies for success in remote negotiation 

 
[AFTERNOON BREAK: 2:30-2:45pm] 

 
BLOCK FOUR: 2:45-4:00pm 
WORKSHOP CLOSE: SHARING INSIGHTS; DEVELOPING A PERSONALIZED IMPROVEMENT PLAN 
(SETTING GOALS) 
Primary Activity: Group reflection on lessons learned; Individual completion of a post-workshop 
negotiation improvement plan 
Module Objectives: 

• Demonstrate ability to assess one’s own work and translate self-reflection and self-
evaluation into personal and professional growth 

 
WORKSHOP LEADER 
James Coben is a professor at Mitchell Hamline School of Law and a senior fellow in the law 
school’s internationally acclaimed Dispute Resolution Institute (DRI), which he directed from 
2000-2009. He teaches civil procedure, trial advocacy, negotiation, and a wide variety of 
alternative dispute resolution (ADR) courses. He is a co-author of the Thomson Reuters trial 
practice series treatise Mediation: Law, Policy & Practice (2019-2020), a co-editor of the four-
volume Rethinking Negotiation Teaching Series (DRI Press 2009-2013), a founding editor of Tán 
Pàn: The Chinese-English Journal on Negotiation (CHH Hong Kong), and a former editorial board 
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member of the American Bar Association’s Dispute Resolution Magazine, for which he continues 
to co-write a “Research Insights” featured column. From 2003-2007, Professor Coben served as 
project director for a European Union/U.S. Department of Education funded project to develop 
transnational ADR curriculum and promote transatlantic student mobility. During his tenure as 
DRI director, he helped create and co-directed three ADR study abroad programs–an 
international commercial arbitration program in London, an international business transactions 
negotiation program in Rome, and a program in democratic dialogue and mediation in Budapest. 
He also pioneered a variety of innovative ADR clinical opportunities for law students, including 
mediation advocacy on behalf of clients in employment and family law cases. He has authored 
numerous articles on ADR topics and made more than 150 presentations at conferences and 
training events in the United States and abroad, including China, England, France, Hong Kong, 
Hungary, India, Italy, and Spain. 
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