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Negotiation in Sports 
Course Syllabus 
 
 
 
Instructors Contact Information 
 
Jim Lawrence 
jelawren@Central.UH.EDU  
 
 
Karen L. Jones 
kjones15@central.uh.edu 
 
 
 

Course Overview 
This Negotiation course is intended to expose law students to the technical and practical skills 
involved in negotiation – and how traditional negotiation techniques overlay into the world of 
sports. Law students will learn various aspects of negotiation by exposure to different 
negotiation techniques and negotiation. A significant portion of the course will focus on students 
actively engaging in negotiation exercises and role-play. By the end of this course, students 
will have a better understanding of the connection between legal theory of contracts and the 
negotiation of contract terms and conditions, the impact of sport in contract negotiation, deeper 
understanding of negotiation techniques, strategies and approach, and feel comfortable 
engaging in the contract negotiation process. 

 

Course Objectives and Learning Outcomes 
At the end of this course, students will be able to: 

• Explain the negotiation process; 
• Define and determine your BATNA; 
• Identify non-verbal negotiation communication; 
• Identify negotiation styles; 
• Develop effective negotiation strategy and approach; 
• Recognize the different types of negotiations that are specific to sports; 
• Engage in effective and successful negotiation outcomes. 

 
 
 

https://webmail.rice.edu/imp/dynamic.php?page=mailbox
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Required Texts 
 
Two (2) Required Course Text 
 
Skills & Values 
Legal Negotiating 
Third Edition 
Charles B. Craver 
LexisNexis 
 
 

 
 
ISBN-13: 978-1632847638 
ISBN-10: 1632847639 
 
Getting to Yes! Negotiating Agreement Without Giving In 
Roger Fisher and William Ury 
 
 

 
 
 
Also, cases, sports contracts examples, materials, and other handouts relevant to the weekly 
class focus. 

https://www.amazon.com/Skills-Values-Negotiating-Charles-Craver/dp/1632847639/ref=pd_lpo_sbs_14_img_1?_encoding=UTF8&psc=1&refRID=69KVQJWPTE4WN0H6Y7A0
https://www.amazon.com/Getting-Yes-Negotiating-Agreement-Without/dp/0143118757/ref=pd_lpo_sbs_14_img_0?_encoding=UTF8&psc=1&refRID=69KVQJWPTE4WN0H6Y7A0
https://www.amazon.com/Skills-Values-Negotiating-Charles-Craver/dp/1632847639/ref=pd_lpo_sbs_14_img_1?_encoding=UTF8&psc=1&refRID=69KVQJWPTE4WN0H6Y7A0
https://www.amazon.com/Getting-Yes-Negotiating-Agreement-Without/dp/0143118757/ref=pd_lpo_sbs_14_img_0?_encoding=UTF8&psc=1&refRID=69KVQJWPTE4WN0H6Y7A0
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Course Weekly Topics  
 
Note: Skills Assessments are turned in by students and reviewed for feedback by instructors; 
Scored Assignments are submitted, reviewed and graded either with a score or rank. 
 

 Topic Reading Skills Practice 
Exercises 

Assessments/ 
Assignments 

Week 1  
(T) 

Jan 14 

Course introduction; 
Introduction to 
Sports Negotiation; 
Negotiation Process 

Chapters 1, 
2, 3 

Ice Breaker 
Exercise 

-- 

Week 2  
(T) 

Jan 21 

 
Ethics 
 

 
Chapters 21 

 
Exercises  

 
Davidson 
Problem (Skills 
Assessment 1) 

Week 3 
(T) 

Jan 28 

 
Negotiation Styles 
 

Handouts, 
Chapters 7 
 

 
Styles Surveys 

Conflict 
Management 
Styles (Skills 
Assessment 2) 

Week 4 
(T) 

Feb 4 

 
BATNA 

 
Getting to 
Yes; 
Chapters 4-6 

 
Exercises 
 

BATNA 
exercise 
assigned (1st 
Scored 
Assignment) 
 

Week 5 
(T) 

Feb 11 

 
No class Meeting 

  
Complete BATNA 
exercise 
assignment 
 

 

Week 6 
(T) 

Feb 18 

e-Mail 
Communication/ 
Negotiation 

Handouts 
Chapters 8, 
9, 10, 14 

 
Exercises 

Students turn 
in BATNA 
exercise for 
feedback 
____________ 
 
Collective 
Bargaining 
Agreement 
(CBA) 
Negotiation/ e-
mail 
assignment 
(2nd Scored 
Assignment) 
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Week 7 
(T) 

Feb 25 

Impacts on 
Negotiation 
(anchoring; 
psychological; 
gender)  

Handouts 
Chapters 11-
13  

Exercises 
 

 
-- 

Week 8  
(T) 

Mar 3 

Negotiation Plan  Handouts 
 

Exercises Students turn 
in e-Mail 
assignment 

Week 9 
(T)  

Mar 10 

Spring Break – NO 
CLASSES 

-- -- -- 

Week 10 
(T) 

Mar 17 

Negotiation Plan Handouts 
 

Exercises Negotiation 
Plan – 3rd 
Scored 
Assignment  

Week 11 
(T) 

Mar 24 

Multi-party sports 
deals, potential 
players  
 

Handouts 
Chapters 18 

 
Exercises 

Students turn 
in Negotiation 
Plan 
Assignment 
____________ 
Handout Final 
Negotiation 
Scenario – 
Assessment 4 

Week 12 
(T) 

Mar 31 

Negotiation Strategy Handouts Exercises 
 

Students turn 
in Negotiation 
Plan 
Assignment 
____________ 
STUDENTS 
PREPARE & 
CONDUCT 
FINAL NEGO 

Week 13  
(T) 

Apr 7 

Negotiation Strategy --  
Review Nego Plan 

STUDENTS 
PREPARE & 
CONDUCT 
FINAL NEGO 

Week 14 
(T) 

Apr 14 

Negotiation Practice Handouts Questions/Input 
on: 
-BATNA 
-List of prioritized 
interests  
OR draft Nego 
Plan for review 

STUDENTS 
PREPARE & 
CONDUCT 
FINAL NEGO 

Week 15 
(T) 

Final Class – 
Debrief; Wrap up 

-- [Turn in Final 
Negotiation Plan, 

-- 
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Apr 21 post video 
negotiation – 
before class] 

 

 
 
 

Students should refer to the UHLC catalogue and student handbook for information on 
the law school’s policies and grading scale. 

 
Plagiarism  
 
Plagiarism is an extremely serious offense that may result in disciplinary action. There 

are two major types of plagiarism: 
1. Failure to cite the source of an idea; and 
2. Failure to use quotation marks around a direct quote. 
 
Use of an idea: If you use the idea (or an organization) of another author, you must 

attribute that idea to the other author. Merely paraphrasing the other author’s words is not 
sufficient. You must also cite to the other source. 

 
Use of the same words: If you use the idea and the words of another author, you must 

put quotation marks around those words and cite to the source. Both are required. If either the 
quotation marks or the citation is missing, you have plagiarized the other author’s work. 

 
Intent is not required for a writing to be plagiarized.  Using the ideas or words of another 

student may also be plagiarism. 
 
Regardless of what rules you may have followed on this subject before law school, or 

what practices you may observe elsewhere, this is the standard that you must adhere to in all 
of your Lawyering Skills classes, in all seminar papers, in all Moot Court briefs, and in all Law 
Review or Computer Journal papers. This definition may be supplemented for Lawyering Skills 
classes. 

 
 
Attendance Policy 
 
The Board of Law Examiners in each state requires a certificate of attendance from the 

law schools attended by the applicant in order to take the bar examination. To execute this 
certificate faithfully, the school must insist on regular attendance. Therefore, students are 
required to attend all classes scheduled.  A student absent for more than 25 percent of the total 
number of class meetings will not be allowed to write the examination and will receive a grade 
of WF (withdraw/fail) for the course, unless permission has been granted by the Assistant Dean 
for Academic Services. The number of absences permitted may be reduced by the professor 
on notice to the class. The John Marshall Law School recognizes the diversity of religious 
practices of its students, faculty, and staff.  Therefore, we have established a new policy of 
attendance to accommodate religious observance. In addition to the 25 percent allowed, 
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students are excused for religious observance from two class sessions in each course enrolled 
in every semester. 

 
 
Recording 
 
This course may be recorded (audio, video or digital) and your attendance represents 

your consent to be recorded. 
 

 
UH Sexual Misconduct Policy 
 
The University is committed to maintaining and strengthening an educational, working 

and living environment where students, faculty, staff, and visitors are free from discrimination 
and sexual misconduct. If you have experienced an incident of discrimination or sexual 
misconduct, there is a confidential reporting process available to you. For more information, 
please refer to the University system’s Anti-Discrimination Policy SAM 01.D.07 and Sexual 
Misconduct Policy SAM 01.D.08, available here: 

 
http://www.uhsystem.edu/compliance-ethics/uhs-policies/sams/01-general-
information/index.php 
http://www.uhsystem.edu/compliance-ethics/_docs/sam/01/1d7.pdf (antidiscrimination) 
http://www.uhsystem.edu/compliance-ethics/_docs/sam/01/1d8.pdf (sexual misconduct) 
 
Please be aware that under the sexual misconduct policy, SAM 01.D.08, faculty are required 
to report to the University any information received regarding sexual misconduct as defined in 
the policy. Please note that the reporting obligations under the sexual misconduct policy 
reach to employees and students. Also, as a required reporting party, Law Center employees 
and faculty members are not a confidential resource. 
 

 
 
Grading: 
 
The grading for this course will be based upon the following: 

 
15% on class participation & professionalism 
15% First Scored Assignment (BATNA) 
10% Second Scored Assignment (e-Mail Negotiation) 
15% Third Scored Assignment (Negotiation Plan) 
35% Final Scored Negotiation (Negotiation Plan, Video and Agreement) 
10% (5X2) – Two Skills Assessments 

  _________________________________________________________ 
  . 
  100% - Total 
 

http://www.uhsystem.edu/compliance-ethics/uhs-policies/sams/01-general-information/index.php
http://www.uhsystem.edu/compliance-ethics/uhs-policies/sams/01-general-information/index.php
http://www.uhsystem.edu/compliance-ethics/_docs/sam/01/1d7.pdf
http://www.uhsystem.edu/compliance-ethics/_docs/sam/01/1d8.pdf

