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COURSE:  HOSP 1144 – Hospitality Contracts & Negotiations

CREDITS:  3 		CLASS HOURS PER WEEK:  3		PREREQUISITES:  None

Semester:  		
Instructor:  			
Phone:  				
E-Mail:			
Mailbox:  		 
Office:	  		
Course Title:		Hospitality Contracts & Negotiations
Course Number:	HOSP 1144
Section Synonym:     	
Class Meeting Times:	 

DESCRIPTION OF COURSE 

Negotiation is a critical factor in business success. This course provides hands-on experience in negotiation in the hospitality context. Through the use of role-play exercises, discussions, and writing exercises, students develop into tough negotiators with whom people will want to continue doing business. Students become more comfortable with negotiations and develop their own personal negotiating style. Students also learn how to adjust their negotiating style to respond appropriately to others' different personalities and negotiation tactics. This course provides an in-depth analysis of the concepts and paradigms that are most often encountered in real estate development. 

HOSPITALITY PROGRAMS MISSION STATEMENT:
 
The School of Hospitality Management & Culinary Arts provides students from diverse backgrounds with innovative, applied quality education in preparation for leadership roles in hospitality, travel/tourism, hotel/lodging, nutrition, culinary arts, baking, & pastry arts and restaurant management.

VISION STATEMENT:

The School of Hospitality Management & Culinary Arts at Columbus State Community College will be a leader in developing our students in the hospitality industry through teaching excellence, community engagement and industry partnerships.


PROGRAM LEARNING OUTCOMES 
1. Identify and apply the knowledge and skills necessary for your hospitality and tourism operations.
2. Develop and integrate a core set of business skills necessary to successfully operate a hospitality and tourism organization.
3. Demonstrate competence in the communication skills necessary for hospitality and tourism management.
4. Formulate business decisions in hospitality and tourism management
5. Evaluate leadership principles necessary in the diverse and global hospitality and tourism industry.

STUDENT LEARNING OUTCOMES (SLO’s)

1. Explain the basics of contract law. (PLO #2)
2. Explain and define a contract and the foundation elements of a valid and enforceable contract.  (PLO #2)
3. List and explain the necessary elements of an enforceable contract. (PLO #2)
4. Explain the types of remedies available for dishonored event sales contracts. (PLO #1)
5. Explain the difference between “contract implied in fact” and “contract implied by law.” (PLO #2)
6. Explain the required parts of a valid event sales contract. (PLO #3)
7. List and explain the five changes affected by use of UCC Article 9 form. (PLO #2)
8. Explain the appropriate language used in various event sales contracts types. (PLO #3)
9. List and explain the various legal forms of negotiable instruments used for event contract negotiations. (PLO #2)


















	Course Learning Outcomes
	Teaching & Learning Activities
	Method of Assessment
	Alignment of SLO’s w/ACHPA PLO’s

	Explain the basics of contract law.
	Lecture Material on basics of contract law.
	Course Assignments
	SLO #1 & PLO #2

	Explain and define a contract and the foundation elements of a valid and enforceable contract.  
	Lecture Material defining the foundation elements of a valid and enforceable contract.  
	Course Assignments
	SLO #2 & PLO #2

	List and explain the necessary elements of an enforceable contract.
	Lecture material to list and explain the necessary elements of an enforceable contract.
	Course Assignments begin the Contract Design project.
	SLO #3 & PLO #2

	Explain the types of remedies available for dishonored event sales contracts.
	Lecture material explaining the types of remedies available for dishonored event sales contracts.
	Finalization of Contract Design project.
	SLO # & PLO #1 

	Explain the difference between “contract implied in fact” and “contract implied by law.”
	Lecture material & Course Assignments.
	Midterm Exam
	SLO #5 & PLO #2

	Explain the required parts of a valid event sales contract.
	Lecture Material explaining the required parts of a valid event sales contract.
	Sales Agreement project
	SLO #6 & PLO #3

	List and explain the five changes affected by use of UCC Article 9 form.
	Lecture material by listing and explaining the five changes affected by use of UCC Article 9 form.
	UCC Article 9 form completion project.
	SLO #7 & PLO #2

	Explain the appropriate language used in various event sales contracts types.
	Lecture material & Course Assignments.
	Course Assignments
	SLO #8 & PLO #3

	List and explain the various legal forms of negotiable instruments used for event contract negotiations.
	Lecture material & Course Assignments.
	Course Assignments and Legal Definitions
	SLO #9 & PLO #2











INSTITUTIONAL LEARNING GOALS

Columbus State Community College's Institutional Learning Goals are an integral part of the curriculum and central to the mission of the college. The faculty at Columbus State has identified the following institutional learning goals:
· Critical Thinking 
· Ethical Reasoning 
· Communication Competence


COURSE MATERIALS REQUIRED
TEXTBOOK, MANUALS, REFERENCES, AND OTHER READINGS

Frye, Martin, A., Essentials of Contract Law. Cengage Publising, 2nd Edition (2016).

Reference:

Baldwin, D. M. & Whiteside, F.B., “Introduction to Contracts”. 4th edition.  Prentice Hall. Upper Saddle River, NJ. (2000).
GENERAL INSTRUCTIONAL METHODS

ASSESSMENT
Columbus State Community College is committed to assessment (measurement) of student achievement of academic outcomes.  This process addresses the issues of what you need to learn in your program of study and if you are learning what you need to learn.  The assessment program at Columbus State has four specific and interrelated purposes: (1) to improve student academic achievements; (2) to improve teaching strategies; (3) to document successes and identify opportunities for program improvement; (4) to provide evidence for institutional effectiveness.  In class you are assessed and graded on your achievement of the outcomes for this course.  You may also be required to participate in broader assessment activities.

STANDARDS AND METHODS FOR EVALUATION

	Point System
	Letter Grading
	Point Breakdown

	Course Assignments = 600   
	90-100 = A
	A- 716 - 800

	Midterm test.= 100
	80-89 = B
	B- 636 - 715

	Final Exam = 100
	70-70 = C
	C- 556 - 635

	
	60-69 = D
	D- 476 - 555

	Total = 800
	50 & Below = E
	E- 475  & Below



GRADING SCALE

100%-90% = A,
80%-89% = B, 
70%-79% = C 
60%-69% = D 
59% or below = E

SPECIAL COURSE REQUIREMENTS

None

choice for the individual.  The effective date for the tobacco free policy was July 1, 2015.

ATTENDANCE POLICY
COLLEGE SYLLABUS STATEMENTS
Columbus State Community College required College Syllabus Statements on College Policies and Student Support Services can be found at www.cscc.edu/syllabus or on the College website Quick Links “Syllabus Statements”.

WEATHER RELATED DEPARTMENT SPECIFIC POLICY (If necessary)
If not covered by College Policy, relative to clinical, practicum, of other missed time due to weather related college closings.





[Type text]	[Type text]	[Type text]
2025


 UNITS OF INSTRUCTION

Week 1
- Unit of Instruction: Introduction to Contract Law and Dispute Resolution
- Learning Objectives/Goals: Gain understanding of the basics of contract law. Discuss the methods of dispute resolution
- Assignment: See Blackboard for Course Assignment, under “Course Assignments” tab.
- Assessment Methods: Successful completion of course assignments.   


Week 2
- Unit of Instruction: Foundation of Contracts
- Learning Objectives/Goals: Explain the foundation of contracts.
- Assignment: See Blackboard for Course Assignment, under “Course Assignments” tab.
- Assessment Methods: Successful completion of course assignments.

Week 3
- Unit of Instruction: Contract Enforceability
- Learning Objectives/Goals: Explain the aspects of contract enforceability.
- Assignment: See Blackboard for Course Assignment, under “Course Assignments” tab.
- Assessment Methods: Successful completion of course assignments.

Week 4
- Assignment: Midterm Exam
- Assessment Methods: Successful completion of Midterm Exam 1

Week 5
- Unit of Instruction: Breach of Contracts.  Plaintiff and Defendant’s.
- Learning Objectives/Goals: Distinguish among breach by anticipatory repudiation, nonperformance, or nonconforming performance.  Differentiate among the four responses to allegations of breach.  Explain the remedies for breach of contract.
- Assignment: See Blackboard for Course Assignment, under “Course Assignments” tab.
- Assessment Methods: Successful completion of course assignments.

Week 6
- Unit of Instruction: UCC Article 9 & Magnuson-Moss Act
- Learning Objectives/Goals: List and explain the five changes accomplished with the UCC
Article 9 form. Explain the Magnuson-Moss Act and how it applies to sales contracts
- Assignment: See Blackboard for Course Assignment, under “Course Assignments” tab.
- Assessment Methods: Successful completion of course assignments.



Week 7
- Unit of Instruction: Contract Language & Negotiable Instruments
- Learning Objectives/Goals: Understand the appropriate contract language to be used for
Various types of contracts. List and explain the various form of negotiable instruments used while formulating a contract.
- Assignment: See Blackboard for Course Assignment, under “Course Assignments” tab.
- Assessment Methods: Successful completion of course assignments.
 
Week 8
- Assignment: Comprehensive Final Exam.
- Assessment Methods: Successful completion of Final Exam DUE: TUESDAY, 

image1.jpeg
COLUMBUS
STATE

COMMUNITY COLLEGE




