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Whether in a business environment or in personal life, negotiating and influencing play a key role. It is undeniable that some are better than others at getting what they want with less loss involvement on their part (Fisher et al, 2011). 
Negotiating and influence are two similar but separate topics that can help individuals in everyday life. Coffin (2018) states that influence is affecting ‘the development or behaviour’ of those around you, whereas negotiation is a discussion aimed at reaching an agreement.’ Based on this, successful negotiation is dependent on the influencing skill, meaning that both skills are intertwined.
Research has shown that, in the business world, understanding the principles and differences of negotiation and influence can help individuals further their career success (Lax and Sebenius, 2006). Kolb and Porter (2015) have shown how individuals can use these skills to help in an array of ways, ranging from solving workplace disputes or requesting additional resources to complete a task within a group.
Despite having knowledge and understanding of these methods, negotiation and influence tactics may not produce the result that the individual initially sought, control of emotion, and better understanding of the negotiation procedures are just two examples of how to proceed past this point (Ury and Fisher, 1991).
Emotional intelligence plays a key role for negotiators to succeed, as they must be able to control their emotions, as well as understand the emotions of others (Voss, 2017). However, emotional intelligence is only a part of the puzzle of developing an individual’s success. Shell (2010) shows how success is reliant on being prepared, and Diamond (2010) supports this theory and states that preparation can help to achieve ‘more’ from negotiations.
Supporting Coffin (2018)’s definition, University of Florida OHRS, 2018) defines influencing as ‘having an impact on the behaviours, attitudes and behaviours of others,’ To gain a better understanding of this concept, the Push-Pull method of learning has been used (Tewes, 2015). This model focuses on the ‘give and take’ and uses statements and demands for push and probing and listening for pull.
Cao et al (2018) and Dima and Vladutescu (2018) define negotiation as ‘using communication to reach a mutually beneficial agreement.’ For the development of this portion, the RADPAC model has been used (Janse, 2019). This model outlines the various stages of negotiation, attempting to provide the learner with a better understanding of proceedings.
This session is aimed at adult learners; thus, the andragogy concept (Knowles, 1978) was used and combined with the Blooms Taxonomy model (David, 2005). This was to better understand how the learners differentiated from younger counterparts, and to provide an engaging learning environment for them. The lesson combines theory with role play and simulation to maintain this engagement.
For the activities, there is a hybrid design between theory developed through Van Den Assem et al (2011) research and Otten’s (2018) The Bluff Game. The game was designed to assess learner’s knowledge of the principles, providing real-time feedback through class discussion. The knowledge will be tested through provided scenarios, which will assess the learner’s knowledge, which will then be evaluated through a wrap up discussion with questions.
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	TOPIC:  Introduction to Negotiation and Influencing 
	Intended learners: Students at all levels


	DATE: TBC
	LENGTH OF LESSON: 40 minutes
	NO IN CLASS: 8

	AIM OF LESSON
The aim of this lesson is to provide an understanding of negotiation and influencing within a business environment. 

	LEARNING OBJECTIVES
At the end of this session, learners should be able to:
· Understand what negotiation and influencing is and the difference between the two.
· Identify the pros and cons of each method.
· Decide the best method for certain situations.

	LOCATION & ROOM LAYOUT
The session will be held in a University seminar room.
The room should be laid out in the following style:  
[image: ]
This style is best for this session because, as Weinstein (1981) states, “group row arrangements” facilitate teacher-centred lessons and yet “small group arrangements” are better from classwork which requires interaction between students. The combination of the two, as shown above, allows the focus to be on the teacher when needed, and yet still easily participate in class discussions and activities without the need for movement.   


	PREVIOUS KNOWLEDGE:
The session does not assume any prior knowledge of negotiation or influencing. A basic understanding of business principles is expected. 

	HEALTH & SAFETY:
There are no identified risks to the learners from carrying out any of the tasks associated with the learning plan. 

	RESOURCES REQUIRED:
Overhead projector, Smartboard, PowerPoint, Post-It Notes. 



	Timing
	Intentionality
	Content & Activity
	Resources

	2 minutes
	Welcome and explanation of the lesson objectives.
	Teacher centred. 
Go through and explain each objective. 

	Overhead projector, Smart Board and PowerPoint, main slide and bubble 1.

	10 minutes
	Explanation of definition of terms. 
	Teacher centred with student involvement. 
Explanation of terms and their first subcategories (RADPAC and Push and Push Model).
Ask for suggestions of Pros and Cons of each term before entering the sub-bubble on the PowerPoint.  
Open involvement by students.
	Overhead projector, Smart Board and PowerPoint, main slide, bubble 2 and sub-categories. 

	15 minutes
	“The Bluff Game.”
	Student centred, led, monitored, and controlled by the teacher. 
Play YouTube video to students (length - 1:42). Video explains how “The Bluff Game” works.
Teacher to explain the logistics of the game:
Students work in pairs with the person sat opposite them. Each student must write either Split, Steal or You’re a Stealer on a Post-It note. 
· If both students write Split – Each student receives 1 point.
·  both students write Steal – No-one receives a point.
· If one student writes split and the other writes steal – The student who wrote Steal receives 2 points.
· If one student writes split and the other writes You’re a Stealer – The student who wrote Split receives 2 points.
· If one student writes Steal and the other writes You’re a Stealer - The student who wrote You’re a Stealer receives 2 points.
Round One of the game: 
· Students have 30 seconds to discuss which option they will choose. Split, Steal or You’re a Stealer and to write their choice on a Post-It note.
· Each pair reveal their choices in turn.
Class Discussion: Which tactics were used? Were they successful? Did both parties have to use the same tactic?  
Students on the left-hand side of the room, move one seat to the right.
Round Two of the game, using the tactics which were just discussed. 
	Overhead projector, Smart Board and
YouTube Video, PowerPoint, main slide and bubble 3.
Post-It notes. 

	10 minutes
	Application of methods to scenarios.
	Class discussion.
A scenario from a business environment will be displayed on the board. 
· If students think that negotiating would be best for the given scenario – move to the left of the room. 
· If students think that influencing would be best for the given scenario – move to the right of the room.
· Teacher led discussion regarding why students made their choices – choose random students to give their opinions. One or two students from each side. 
· Present theory behind each scenario on the board.  
Repeat for second scenario.
Third scenario is available if time allows.
	Overhead projector, Smart Board and PowerPoint, main slide, bubble 4 and sub-categories.

	3 minutes
	Conclusion.
	Teacher centred.
Go through each objective and answer any questions students have.  
Randomly select students to answer the following questions:
· What is the definition of negotiating?
· What is the definition of influencing?
· What does RADPAC stand for?
· What is the Push Pull model?
· Give one scenario (other than the ones previously given) where negotiating would be an appropriate method.
· Give one scenario (other than the ones previously given) where influencing would be an appropriate method.
· Give two pros and two cons of each method. 
	Overhead projector, Smart Board and PowerPoint, main slide, and bubble 5.
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Every teachers ambition is to make learning as impactful and engaging as it possibly can be. To be able to do this we need to understand how the learner’s minds work, this is where the adult learning theory is used which is also known as andragogy.  This is a concept that has been around for years where it looks at the very key differences in the way adults best respond to any type of learning, it is a must-know for anyone who is teaching or training.  Adult learning is simple theory to understand and use.  The theory was developed by Malcolm Knowles in 1968, it is the concept or the study of how adults learn and how it then differentiates from how children learn.  It looks to show how adult learning is distinct and to identify what styles of learning suit adult learners the best.  Over the past few years, the theory has been adopted and parts have been added to the theory.  The core parts of the theory have five key assumptions relating to adult learning as well as four principles of andragogy. (Knowles 1978) 
 
These assumptions each outline the general ways in which adults perceive the learning and how they want to be taught or trained.  The first assumption is self-concept, as we get older we change from being dependent on people to be independent, meaning the way we want to learn also changes in the same way from being instructor-lead to being more self-directed in our learning and have a more independent approach.  Another assumption is adult learner experience as adults have varied experiences that they can use to draw knowledge and references from as well as learning from these experiences.  Adult learners also have the readiness to learn which is another assumption set out by Knowles where he says that adults want to learn and are ready to learn especially when there is a reason for it, for example if it is directed towards growth and development in their work.  The 4th key assumption is orientation of learning because as adults, what we are learning we want it to be relatable and applicable to our everyday lives rather than it being just general learning of a topic.  Adults want to learn practical skills that will benefit them in the future.  The last key assumption is the motivation to learn as from when we are children we have external factors that help us keep focus and learn like teachers and parents but as adults we want to learn for our own individual reasons, for this we need to self-motivate ourselves to work and progress. (Pappas 2013) 
 
There are also 4 principles of andragogy where it considers that adults have their own way of learning that is unique.  There are four main principles, the first one being that adults want to and need to be involved in how their learning is planned, delivered and executed.  Adults want to be able to control how they learn and when they learn it.  Another principle is that adults gain more from the learning when they can use past experiences into their learning, where they can pull things from what they previously know and then add that to add greater content to their learning.  For adults memorising facts and information is not the best way for adults to learn information.  Adults need to be able to solve the problems and then use justified reasoning to be able to take in all the information needed.  The final principle about andragogy is that adults like to know how they can use the information in the present tense and in the future, adult learners like the learning to be relatable which can be implemented in their lives immediately. (Kenner, Cari, Weinerman, Jason. 2011)  
 
Blooms Taxonomy theory is another theory that justifies the methods that we have chosen of negotiation and influencing, the 1956 blooms taxonomy theory is a framework of a way of classifying educational end goals in the terms of complexity.  The intellectual capabilities and skills of any comprehension, analysis, synthesis, and application as well as evaluation are also applied to build up knowledge.  This theory was created by a group of colleges and universities examiners with the aims of promoting the ideas of stimulation by exchanging test materials, the broader aims was to improve communication and practices within educator.  They claim that the taxonomy was a way of classifying intended behaviors in relation to mental acts or thinking that occurs from great educational experiences.  The Bloom’s taxonomy has six major categories, the first one being the ‘remember’ category which recognises and recalling facts, the next category is about understanding what the facts mean.  The next step is applying the facts, rules, concept, and an idea gained which then leads on to breaking down the information into component parts.  The next category is evaluating where they will look at the information and evaluate and judge the idea and the last part is create where you use all the combining parts and put them all together to create a whole new one.  According Bloom the reason for ordering the categories by complexity means that it created a hierarchy, meaning that each section had classifications which demanded certain skills and abilities, but certain skills and abilities that was needed was lower in the classification order.  The Blooms taxonomy framework is based on clear definitions and gives a very good understanding of classifying thinking and learning outcomes. (David  2005)  
 
One method that has been used in adult learning and teaching in relation to negotiating and influencing is simulation and role play which has become such a widely used tool in teaching especially conflict and resolution.  Role plays and simulation are also used in international relations where crisis decisions are needed to be made for example, Hermann 1969 and Lantis 1998 (Hermann, C 1969) (Lantis, S 1998) however it is the skills training aspects of the conflict resolution field that motivates teachers who teach adult learners to relay greatly on simulations and role play as a form of teaching.  Simulations can take form in many different forms but as Alexander and LeBaron (2009) has said that the bottom line of learning activities is that when participants are asked to play a role where the characteristics are also given to them when they then play out a negotiation or a section of the negotiation with other people who have assumed the roles too. (Alexander and LeBron 2009)   
 
Even though there is extensive use around this method, its effectiveness and the relevance of simulation has only been assessed in a systematic manner.  Most of the evidence which looks at how effective using the simulation method is on an individual basis and based on their experiences, this relates back to adult learning assumptions from the Knowles theory where the adult learner likes to experience more but also be independent when learning.  Krain and Lantis 2006 (Matthew, K and Lantis, J. 2006) say that active learning with simulation increases student performance, where simulation is specifically more effective at is in knowledge acquisitions rather than the traditional lecture based methods Krain and Shadle 2006. (Matthew and Shadle 2006)   
 
There are a few studies that look at incorporating technology  when using simulation methods such as Artificial intelligence and decisions support system technologies in negotiation simulation such as the ICONS which is the computer assisted international communication and negotiations simulation (Torney-Purta 1998; Wilkenfeld et al. 2005) There are also studies that show the effectiveness of using games and computer-based games that are designed to teach particular conflict and the negotiation process where then the students actually get involved and interact with the computer whilst using a game where they then go and negotiate and conflict with the aid of the computer.  The ICONS project at University of Maryland first starting using simulation in the 1980s where they were used to assess the effectiveness of a few simulation methods (Torney-Purta 1998; Wilkenfeld et al. 2005).  ICONS  involve human based simulation of negotiation where the participants were given a role play of negotiation and influencing, to help with their skills, there is a computer based decision support system, this system was used to improve the performance of negotiators as well as giving them more advanced knowledge on negotiation and influencing people.  (Judith-Purta 1998) (Wilkenfeld, Jonathan ,Young, Queen,  and  Assal,  2005) Negotiation role-play is a common root to take as a method for teaching negotiation as it allows students to part take and practice this skill in a low risk environment which then requires them to confront the common negotiation problems directly. (Shonk  2019) 
 
Decision making style usually adopts as a normality, but there are many methods of reaching group decisions where each one have their advantages in different circumstances.  Negotiation is one of the types of methods used, it involves bargaining amongst other members that comes to a solution that honors every person who’s in that position on that particular issue.  One member of the group will negotiate their view and try to get their point across in exchange for others agreement that will lead to a particular plan for implementing recommendations.  Negotiation on a particular solution usually takes a lot less time than other methods of group discussion, it could also lead to bolder decisions because not all members have to agree with all of the aspects of the solution.  The key advantage of negotiating and influencing in group discussions is that it accommodates members of the group with conflicting goals and then allows those to come up with a reasonable adjustment that everyone can agree on and accept. (Young,  Wood, Phillips, Pedersen 2007)  The idea of negotiating and influencing in group discussions goes hand in hand with adult learners as adult learners like to be heavily involved with their learning as well as contributing in all areas.  It also goes well with adult learning as they like to be learning skills that can be used straight away and in their future careers, being able to negotiate and influence in group discussions is a skill that is needed in all aspects of job roles but can also be used straight away in everyday life.  This method also can be used in relation to Blooms taxonomy theory as when you plan to negotiate in a group discussion you need to be able to use all categories of Blooms framework such as recognising and recalling facts from the discussion then apply facts and concepts to get your own point across as well as then being able to break down all of the information and then use it to make judgments and then use all of those to come up with a strong argument in the negotiation task of group discussion.  
 
It is important to evaluate learning for two main reasons, the first one being that it measures how effective the instructor is on increasing people’s knowledge and changing their attitudes. If hardly any learning has taken place, then little too hardly any change in behavior and attitudes can be expected.  It is also important to look at the specified information that the evaluation of the learning will provide.  By analysing the changes in the answers individually means that the instructor can see where they succeed and the areas in which they have failed especially when they are planning to reuse the teaching again. (Kirkpatrick  2007) 
 
We chose to use the Prisoners Dilemma Theory to base our game on as we used the Bluff game as a base which we heavily adapted on, the bluff game was developed to test someone skills in negotiation and influencing with measurable outcomes which shows which learners have actually gone one and developed better understanding of negotiation and influencing.  We have used the Prisoners Dilemma Theory because this theory generally has Nash Equilibria.  If there are common knowledge of any rationality or if any of the social evolution has had enough time to act, then the equilibria will be played.  However, you can’t be sure what equilibria can be used without information about the intentions of any of the other players.  The information becomes abundantly free if you learn that within the group of the people you play with through the game.  The way that we chose to adopt our game was to include evaluation as we went through the game. (Peterson  2015). The first round is for the assessment, which then follows on to the definitions as well as advantages and disadvantages of both models.  We will then assess if the learners have any understanding after the first round is completed, the evaluation will show what methods the learners have chosen to achieve their aims.  The game will also allow the tutor to evaluate the learners understanding too.  
 
We chose not to use any assessment of learning such as Kahoot as it does not guarantee understanding as it is a multiple-choice quiz meaning that the answers that are given could be guessed.  Kahoot is also times which could make people rush answers which could lead to people pressing the wrong answer.  The benefit of using scenario discussion is that ensures understanding, where you can also monitor discussions as opposed to having to take variables into account.   
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	Student 
	Student Number
	Distribution of Work

	Mark Byard
	P151235
	Contributed to:

· The Introduction
· The Lesson Plan
· How We Achieved the Task writing and research
· Research into the Game Design
· Why we should use Scenarios instead of a Kahoot quiz
· The Game and Wrap Up section of the PowerPoint presentation and the notes
· Format and structure of documents

	Emma-Lisa Beaumont
	1804423
	Contributed to:

· The Creation of the PowerPoint presentation.
· Notes of the PowerPoint presentation (1600)
· Research into the Game Design
· Why we should use scenarios instead of a Kahoot

	Samuel Lockley
	1704902
	Contributed to:

· Scenarios for the PowerPoint presentation
· Notes creation for the PowerPoint presentation (900)
· How We Achieved the Task research
· Why we should use scenarios instead of a Kahoot

	Alexandra Williams
	1708454
	Contributed to:

· Justification of Methods


Figure 1. Allocation of Work Table.
Approaching the task
Barton (2017) shows how work distribution should be based on three aspects: Allocation based on skill, Allocation based on availability, and Allocation to enhance personal development.
When the task was first assigned, we believed that distributing the work based on word count would provide a fair approach. However, as time went by, we realised that there were areas where some were stronger than others. This led to us deciding that allocation based on skill would be the best method, all contributing where we could regardless of word count. Using this approach, we all maintained regular contact to ensure that work was completed efficiently and kept consideration if anyone was becoming overwhelmed by the task. As we are all the same level students in university, with similar experience levels, allocation to enhance personal development was not considered.
	Supporting the decision to allocate based on strengths, a report, conducted by Gallup (Sorenson , 2014), shows how spending more hours working in areas where an individual is at their strongest reduces worry, stress, sadness, anger, and pain. Fig. 2 shows how these emotions are relieved the longer an individual works to their strengths. 

[image: ]
Fig. 2. Using Strengths Counteracts Negative Emotions. (Sorenson, 2014).
	Using the research that was provided, we believed, that allocation based on strengths would not only reduce these emotions but increase our creativity levels for the project. Work allocation has been identified in Fig.1 Allocation of Work table.
		O’Daniel and Rosenstein (2008) and Leenders et al (2003) state that for teamwork to be cohesive, regular communication is required. As the Coronavirus has impacted our ability to attend university for collaboration, we implemented online methods to assist us. Facebook messenger was used for instant messaging and video calling. Microsoft Teams was used for document sharing.
	Lee et al (2010) shows how important it is for groups to maintain constant communication when remote working, as it provides a platform for colleagues to provide real-time feedaback and be able to contribute towards edits. All the documents that were being worked on were available through Microsoft Teams document sharing feature. This enabled all members to not only provide edits and feedback but provided a location where all research was collated for all team members to access. This allowed for more efficient collaboration, allowing each member of the team to feel constantly involved with the overall project.
	The technology of Facebook and Microsoft allowed seamless communication and sharing of work. One area that the Coronavirus has affected the project is that some members are key workers. this led to childcare issues and created an unprecedented learning environment. Despite the Coronavirus pandemic, we all fell that we have been able to collaborate efficiently and have each contributed to the overall project.
As the project was based on strengths, it was crucial that we all kept everyone engaged 
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