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Division: Supply Chain Management
Department: Engineering Technology and Transportation

COURSE NUMBER: SCM-2460 			COURSE TITLE: Procurement Planning and Negotiation

INSTRUCTOR: Jeff Brown			CONTACT: jbrown455@cscc.edu (614) 230-3841

CREDITS: 3		CLASS/CONTACT HOURS PER WEEK: 3		PREREQUISITES: SCM-1510

DESCRIPTION OF COURSE 
SCM 2460 is a capstone course designed for the purchasing major.  It focuses on the skills required to prepare for and conduct purchasing negotiations, and it utilizes a case study approach to be used to understand purchasing as the primary materials procurement activity while integrating purchasing with other materials management activities.  Topics covered include legal considerations, public purchasing, the acquisition planning process, customer relations and control functions such as inventory control, budgeting, and production in today's business environment.

COURSE STUDENT LEARNING OUTCOMES 
At the completion of this course of study, students must be able to
· Develop process of procurement plans.
· Explain the analytical skills required for the development of a product sourcing report.
· Explain and comprehend the purchasing responsibilities in specialized product lines.
· Identify and comprehend the negotiation strategies & sub-processes in a local, national and global business environment.
· Develop Purchasing and negotiation principles in the workplace.
· Discuss and explain roles, tenets, and principles of procurement and negotiation.

PROGRAM OUTCOMES 
At the completion of this program of study, students must be able to
· Earn a degree and/or certificates in Supply Chain Management
· Continue their education in Supply Chain Management
· Gain employment in Supply Chain Management or related career field


OUTCOMES BASED ASSESSMENT OF STUDENT LEARNING 

For this course, students are expected to demonstrate the skills associated with the Institutional Learning Goals (ILG) identified below: 
1. Critical Thinking 
2. Ethical Reasoning 
5. Technological Competence 
6. Communication Competence 
7. Cultural and Social Awareness 
8. Professional and Life Skills 

In class students are assessed on their achievement of these outcomes. Names will not be used when reporting results. Outcomes-based assessment is used to improve instructional planning and design and the quality of student learning throughout the college.

COURSE MATERIALS REQUIRED
· Textbook
· Computer along with Web Access  
· Software Compatible with Microsoft Office Word, PowerPoint, and Excel

TEXTBOOK(S), MANUALS, REFERENCES, AND OTHER READINGS
· Negotiation, 6th Edition, by Roy J.  Lewicki, McGraw-Hill, ISBN 978-0-07-338120-6, 2010. 
· This book is your source for all readings and exam contents.

GENERAL INSTRUCTIONAL METHODS
· Self-study of text; ten open-book quizzes; final exam; email Q&A with instructor; internet research for written assignments, and periodic optional tours.

STANDARDS AND METHODS FOR EVALUATION
	Quizzes (20 quizzes at 100 each)
	2000 Points

	Report Assignments
	

	       •	Interview of VP Purchasing
	  50 Points

	· Product Sourcing Report
	 100 Points

	· Area of Specialization Report
	 100 Points

	· Course Project
	 250 Points

	TOTAL
	2500 Points



GRADING SCALE
	A
	2250 - 2500

	B
	2000 - 2249

	C
	1750 - 1999

	D
	1500 - 1549

	E
	0 - 1499



· [bookmark: _Hlk205324194]Assignments are normally due on Tuesdays by MIDNIGHT. Exceptions will be annotated as needed and communicated separately. Late assignments are accepted, but with a grade penalty:

· 1 day late 		90% of the Maximum Grade
· 2 days late 		80% of the Maximum Grade
· 3 days late 		70% of the Maximum Grade
· Greater than 3 days 	No Credit
· Exceptions to the late policy are possible to accommodate extenuating circumstances, but must be coordinated and approved by the instructor in advance. 

SPECIAL COURSE REQUIREMENTS
· None

ATTENDANCE POLICY
· N/A

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 
· N/A

UNITS OF INSTRUCTION 
	WEEK
	UNIT OF INSTRUCTION
	LEARNING OBJECTIVES/GOALS
	ASSESSMENT METHODS
	ASSIGNMENTS
	ASSIGNMENT DUE DATE

	Week 1
	YOUR FIRST ASSIGNMENT:

Send me a confirmation email (using the properly formatted subject line noted in the syllabus) by MIDNIGHT on the due date confirming you have done the following:

1) Obtain Book
2) Do Blackboard Orientation
3) Understanding Course Website
4) Print Syllabus & Assignment Sheet
	
Email instructor – confirm having read the Syllabus & Assignment Schedule

Learn the Blackboard website which is the basis of the class; read the syllabus; study the assignment sheet; and confirm all this back to the Instructor.


	Email Receipt
	Email confirmation
	Due 1/27 at MIDNIGHT

	Week 2
	Chapter 1:  The Nature of Negotiation

Chapter 2:  Strategy and Tactics of Distributive Bargaining
	Understand the nature of negotiation and identify the strategies and tactics used in distributive bargaining

	Quizzes

	Reading

Chapter 1 Quiz 
Chapter 2 Quiz

	Quizzes Due 2/3 at MIDNIGHT

	Week 3
	Chapter 3:  Strategy and Tactics of Integrative Negotiation

Chapter 4:   Negotiation: Strategy and Planning


	Identify the strategies and tactics for successful integrative negotiation and be able to develop negotiation strategies and plans
	Quizzes

	Reading

Chapter 3 Quiz 
Chapter 4 Quiz 
	Quizzes Due 2/10 at MIDNIGHT

	Week 4
	Interview Questionnaire – Case Study #1
	See Note 1 below
	Written Papers/Project
	Interview Questionnaire – 50 Points 

	Case Study Due 2/17 at MIDNIGHT

	Week 5
	Chapter 5:   Perception, Cognition, and Emotion

Chapter 6:   Communication
	Recognize the effects of perception, cognition and emotion on negotiation; develop tools for effective communication; 
	Quizzes

	Reading

Chapter 5 Quiz 
Chapter 6 Quiz 
	Quizzes Due 2/24 at MIDNIGHT

	Week 6
	Product Sourcing Report – Case Study #2
	See Note 2 below
	Written Papers/Project
	Product Sourcing Report due
	Case Study Due 3/3 at MIDNIGHT

	Spring Break
	
	
	
	
	3/9-3/15

	Week 7
	Chapter 7:   Finding and Using Negotiation Power
Chapter 8:   Influence 


	Practice finding and using negotiation power; recognizing the positive and negative effects of influence on negotiations


	Quiz

	Chapter 7 Quiz 
Chapter 8 Quiz
	Quizzes Due 3/17 at MIDNIGHT

	Week 8
	Chapter 9:  Ethics in Negotiation
 
Chapter 10:   Relationships in Negotiation
	Understand the importance of ethics in negotiation; developing relationships as part of the negotiation process;
	Quizzes

	Chapter 9 Quiz 
Chapter 10 Quiz 
	Quizzes Due 3/24 at MIDNIGHT

	Week 9
	Area of Specialization Report – Case Study #3
	See Note 3 below

	Written Papers/Project
	Area of Specialization Report – 100 Points 

	Case Study Due 3/31 at MIDNIGHT

	Week 10
	
Chapter 11:   Agents, Constituencies, Audiences
Chapter 12:  Coalitions
	Identify agents, constituencies, audiences and coalitions
	Quizzes

	Chapter 11 Quiz 
Chapter 12 Quiz 
	Quizzes Due 4/7 at MIDNIGHT

	Week 11
	Chapter 13:  Multiple Parties and Teams

Chapter 14: Individual Differences I: Gender and Negotiation
	Understand the differences in negotiations when dealing with multiple parties or working in teams; recognize negotiation differences as a result of gender 
	Quizzes

	Chapter 13 Quiz 
Chapter 14 Quiz 
	Quizzes Due 4/14 at MIDNIGHT

	Week 12
	Chapter 15:  Individual Differences II: Personality and Abilities
 
Chapter 16:  International and Cross-Cultural Negotiation
	Recognize negotiation strategies as affected by personality and ability differences; Identify complex subtleties inherent in international and cross-cultural negotiations
	Quizzes





Start Course Project
	Chapter 15 Quiz 
Chapter 16 Quiz 
	Quizzes Due 4/21 at MIDNIGHT


	Week 13
 
	Chapter 17:  Managing Negotiation Impasses
Chapter 18:  Managing Negotiation Mismatches
	Develop strategies for managing negotiation impasses and mismatches
	Quizzes

	Chapter 17 Quiz 
Chapter 18 Quiz
	Quizzes Due 4/28 at MIDNIGHT

	Week 14
	Final Course Project 
	See Note 4 below
	Written Papers/Project
	Course Project – 250 Points

	Case Study Due  at 5/9 MIDNIGHT

	Week 15
	Chapter 19:  Third Party Approaches to Managing Difficult Negotiations

Chapter 20:  Best Practices in Negotiations
	Identify third party approaches to managing difficult negotiations; explain best practices in negotiations
	Quizzes

	Chapter 19 Quiz 
Chapter 20 Quiz 
	Quizzes Due 5/9 at MIDNIGHT
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