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1. NEGOTIATOR INSTRUCTIONS: RECRUITER

Whether we like it or not, we are all negotiators. We negotiate with friends where to go out, with family members about where to go on vacation, with professors and teachers about grades and deadlines. Today we would like you to use the same negotiation skills you use in everyday life to negotiate in a fictitious workplace situation. 
We would like to ask you to play the role of a recruiter (Human Resources representative) who is negotiating with a new employee who was recently offered a marketing manager position at a national company. Your task is to negotiate with the candidate a start-up package, which involves the salary, signing bonus (a one-time bonus given when signing the contract), vacation days, and the location of your work. 	

Your goal is to reach an agreement with the other person on all four issues. You should strive to reach the best possible agreement for yourself. Basically, THE MORE POINTS YOU EARN, THE BETTER FOR YOU. In fact, your employer will evaluate you and assign you a raise based on the points you get in this negotiation. 

Use the PAY-OFF SCHEDULE on the next page to see what type of agreement earns you the most/least points. When you look at the pay-off schedule, notice that each issue is listed separately. Along the left-hand side under each issue are five different agreement options.  The number of points you will receive for agreeing to that level of the issue is in the right-hand column. As a negotiator, you and the other party may match any of the five levels for each of the four issues.  Thus, there are a huge number of potential agreements.

You should note that each issue has a different degree of importance to you, as indicated by the magnitude of the number of points you could gain or lose by settling at that point on the issue.  For example, you can earn more points by negotiating the ideal salary compared to the ideal signing bonus. You will have 20 minutes to reach agreement on all four issues. When you have reached an agreement, please fill in together the employment contract on the table. 

Please become very familiar with your PAY-OFF SCHEDULE. Feel free to make notes or write on these materials. The highest possible number of points you can obtain in this negotiation is 2,000 and the lowest possible number of points is 0. These possible point totals were calculated by adding up the highest number of points for each of the four issues and the lowest number of points for each of the four issues:

	Issue
	Lowest number of possible points you could earn
	Highest number of possible points you could earn

	Salary
	0
	800

	Signing Bonus
	0
	600

	Vacation Days
	0
	400

	Location
	0
	200

	Total
	0
	2000



2. NEGOTIATOR INSTRUCTIONS: CANDIDATE
Whether we like it or not, we are all negotiators. We negotiate with friends where to go out, with family members about where to go on vacation, with professors and teachers about grades and deadlines. Today we would like you to use the same negotiation skills you use in everyday life to negotiate in a fictitious workplace situation. 

We would like to ask you to play the role of a candidate who was just offered a job as a marketing manager at a national company. Your task is to negotiate with the recruiter a start-up package, which involves the salary, signing bonus (a one-time bonus given when signing the contract), vacation days, and the location of your work. 	

Your goal is to reach an agreement with the other person on all four issues. You should strive to reach the best possible agreement for yourself. Basically, THE MORE POINTS YOU EARN, THE BETTER FOR YOU. Use the PAY-OFF SCHEDULE on the next page to see what type of agreement earns you the most/least points.  

When you look at the pay-off schedule, notice that each issue is listed separately. Along the left-hand side under each issue are five different agreement options.  The number of points you will receive for agreeing to that level of the issue is in the right-hand column. As a negotiator, you and the other party may match any of the five levels for each of the four issues.  Thus, there are a huge number of potential agreements.

You should note that each issue has a different degree of importance to you, as indicated by the magnitude of the number of points you could gain or lose by settling at that point on the issue.  For example, you can earn more points by negotiating your ideal salary compared to your ideal number of vacation days. You will have 20 minutes to reach agreement on all four issues. When you have reached an agreement, please fill in together the employment contract on the table. 

Please become very familiar with your PAY-OFF SCHEDULE. Feel free to make notes or write on these materials. The highest possible number of points you can obtain in this negotiation is 2,000 and the lowest possible number of points is 0. These possible point totals were calculated by adding up the highest number of points for each of the four issues and the lowest number of points for each of the four issues:

	Issue
	Lowest number of possible points you could earn
	Highest number of possible points you could earn

	Salary
	0
	800

	Vacation Days
	0
	600

	Signing Bonus
	0
	400

	Location
	0
	200

	Total
	0
	2000



3. RECRUITER PAY-OFF SCHEDULE
	SALARY
	POINTS

	$ 50, 000
	0

	$ 45, 000
	200

	$ 40, 000
	400

	$ 35, 000
	600

	$ 30, 000
	800

	SIGNING BONUS
	POINTS

	10%
	0

	8 %
	150

	6 %
	300

	4 %
	450

	2 %
	600

	VACATION DAYS
	POINTS

	30 days
	0

	25 days
	100

	20 days
	200

	15 days
	300

	10 days
	400

	LOCATION
	POINTS

	Philadelphia
	200

	New York
	150

	Boston
	100

	Chicago
	50

	Atlanta
	0



Do not let the other negotiator see your Pay-Off Schedule.



4. CANDIDATE PAY-OFF SCHEDULE

	SALARY
	POINTS

	$ 50, 000
	800

	$ 45, 000
	600

	$ 40, 000
	400

	$ 35, 000
	200

	$ 30, 000
	0

	VACATION DAYS
	POINTS

	30 days
	600

	25 days
	450

	20 days
	300

	15 days
	150

	10 days
	0

	SIGNING BONUS
	POINTS

	10%
	400

	8 %
	300

	6 %
	200

	4 %
	100

	2 %
	0

	LOCATION
	POINTS

	Philadelphia
	200

	New York
	150

	Boston
	100

	Chicago
	50

	Atlanta
	0


Do not let the other negotiator see your Pay-Off Schedule.

5. EMPLOYMENT CONTRACT 
						Participant numbers _______ and _______


Negotiation Date
Negotiation Start Time: _______________________
Negotiation End Time: ________________________


We have reached an agreement on all four issues:   YES ____         NO _____

------------------------------------------------------------------------------------------------

Please circle the outcomes that reflect your agreements in this negotiation:


	SALARY
	$50K
	$45K
	$40K
	$35K
	$30K     (dollars)

	VACATION
	30
	25
	20
	15
	10
	          (days)

	BONUS
	10
	8
	6
	4
	2
	     (percent)

	LOCATION
	Philadelphia
	New York
	Boston
	Chicago
	Atlanta        (city)



------------------------------------------------------------------------------------------------

Please sign this agreement 


RECRUITER: ______________________________________

CANDIDATE: ______________________________________
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