
LAW UNPLUGGED - NEGOTIATION SKILLS
 

PREREQUISITES

SUBJECT DESCRIPTION

OBJECTIVES AND SKILLS

METHODOLOGY

IE University
Professor: PAULA ALMANSA LAPEIRA

E-mail: palmansa@faculty.ie.edu

Academic year: 21-22
Degree course: FOURTH

Semester: 2º
Category: COMPULSORY

Number of credits: 3.0
Language: English

There are no mandatory prerequisites for this course.

This course is part of the Law Unplugged group of courses. It mixes theory and practical cases with
emphasis on conflict resolution abilities and Negotiations. During the class we will cover concepts
such as the impact of personality in negotiations, the importance of assertive communication and
the difference between competitive and cooperative negotiations.  

To improve participants’ knowledge in the area of conflict resolution and negotiation, by combining
theoretical instruction and practical exercises, as well as practice and development of conflict
resolution capabilities and skills. This program has been designed so that participants may learn
the “art of resolving conflict” as an effective tool that they will be able to use throughout their
professional careers and personal lives.

This program is intended to improve participants’ effectiveness in dealing with and resolving conflict
and in negotiating by participating in relevant practical cases and by discussing these cases with
the instructors. The program applies the negotiation methodology developed by the Negotiation and
Mediation Center of the IE Business School.

At the end of the program, participants will understand how to identify and prepare for conflict
situations, how to achieve objectives more effectively, how not to hurt others in the negotiation and
conflict resolution process, and how to reach agreements and compromise that may later be carried
out.

The methodology for this course will be an active one. Students are expected to participate actively
in each one of the sessions. The classes will consist in a combination of class debate, individual
and group exercises and simulations.

For each class the students will be required to prepare individual or group exercises.
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PROGRAM
 
 

SESSIONS 1 - 2 (LIVE IN-PERSON) 
Introduction to the course

Basic elements and definition of conflict

Ways to address conflict: negotiation, mediation, arbitration, adjudication

Basic elements and introduction to the concept of Negotiation

Practical case

Practical Case: Buying a House (buyer and seller role) (KELL) (See Additonal Documentation

Folder) 

 

SESSIONS 3 - 4 (ASYNCHRONOUS) 

Personality types and relation with conflict

Basic methods of resolving conflict: competing, collaborating, avoiding, accommodating,

compromising

Advantages and disadvantages of each approach and when to use each

Negotiation role-plays practice and debate

 

SESSIONS 5 - 6 (LIVE IN-PERSON) 
Communication: Effective communication: Assertiveness and listening abilities

Communication behaviors: passive, aggressive, passive-aggressive, assertive

Negotiation case: Lending Limit case

Negotiation in groups of three followed by a debate and debriefing

Practical Case: Lending Limit (3 roles) (KELL) (See Additonal Documentation Folder) 

 

SESSIONS 7 - 8 (LIVE IN-PERSON) 

Negotiation process and stages

Teaching methodology Weighting Estimated time a
student should
dedicate to prepare for
and participate in

Lectures 20.0 % 15 hours
Discussions 20.0 % 15 hours
Exercises 20.0 % 15 hours
Group work 20.0 % 15 hours
Other individual studying 20.0 % 15 hours
TOTAL 100.0 % 75 hours

In class practice and debate

 

In class practice and debate
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Negotiation: position vs. interest-based negotiation

 Conflict escalation

Practical case: KMH1

Negotiation in pairs followed by a debate

Practical Case: Keep my house Part 1: Shareholders´agreement Role: Matias Johansen (engineer)

(NEG010032-U-ENG-WOD) 

Practical Case: Keep my house Part 1: Shareholders´agreement Role: Mario Sánchez (Marketing)

(NEG010033-U-ENG-WOD) 

 

SESSIONS 9 - 10 (LIVE IN-PERSON) 
Practical Case: Keep my house Part 2: Negotiation of a term sheet. Role Entrepreneur

(NEG010035-U-ENG-WOD) 

Practical Case: Keep my house Part 2: Negotiation of a term sheet. Role Investor (NEG010036-U-

ENG-WOD) 

Practical Case: Appendix Case: Keep my house  Part 2.  Complex VC Term Sheet (NEG010037-U-

ENG-WOD) 

 

SESSIONS 11 - 12 (ASYNCHRONOUS) 

Practical Case: the Mouse Case

Negotiation in groups of 7 parties followed by in class debate and debriefing of the case

Practical Case: The Mouse Case (7 roles)  ENGLISH VERSION (HLS) (See Additonal

Documentation Folder) 

 

SESSIONS 13 - 14 (LIVE IN-PERSON) 

Course Wrap-up and Q&A

Impact of emotions in conflict situations and negotiations

Impact of culture in negotiations

Case: All In The Family

Negotiation in pairs

Practical Case: All In The Family case - ENGLISH VERSION - Part 1, two roles (KELL) (See

Additonal Documentation Folder) 

 

SESSION 15 (LIVE ONLINE) 

BIBLIOGRAPHY

Recommended

 - Daniel Kahneman. Thinking, fast and slow. ISBN 9780374275631 (Digital)

In class practice and debate

 

In class practice and debate

 

In class practice and debate

Final exam
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 - Gerd Gigerenzer. Gut Feelings: The Intelligence of the Unconscious. ISBN

9780143113768 (Digital)

   

 - Fisher, Roger and Willian Ury. Getting to Yes: Negotiation agreeement without

giving in. Penguin Books.. ISBN 1844131467 (Digital)

   

 - Fisher, Roger and Saphiro. Beyond Reasons: Unsing Emotions as you

Negotiate.. Penguin Books. ISBN 9780143037781 (Digital)

   

 - William Ury.. Getting Past No: Negotiating with Difficult People. Bantam Books.

ISBN 9780553755589 (Digital)

   

 - Christopher Voss and Tahl Raz. (2016). Never Split the Difference. Harper Collins

Publ. USA. ISBN 0062407805 (Digital)

   
 

EVALUATION CRITERIA
 

Students failing the course in the ordinary call (during the semester) will have to re-sit

evaluation for the course in June / July (except those students who do not comply with the

attendance rule, and therefore will not have that opportunity, since they will fail both calls and

Your final grade in the course will be based on both individual and group work of different
characteristics that will be weighted in the following way:

Criteria Percentage Comments
Class Participation 30 %
Individual or groupwork 35 %
Final Exam 35 %

RE-SIT / RE-TAKE POLICY

Each student has four (4) chances to pass any given course distributed over two (2) consecutive
academic years. Each academic year consists of two calls: one (1) ordinary call (during the
semester when the course is taking place); and one (1) extraordinary call (or “re-sit”) in June/July.

Students who do not comply with the 70% attendance requirement in each subject during the
semester will automatically fail both calls (ordinary and extraordinary) for that Academic Year and
have to re-take the course (i.e., re-enroll) during the next Academic Year.

Regarding to the newly implemented ´liquid learning´ model, all students must still abide by the
same IEU attendance policy, including those students who are connecting remotely to class
sessions and not physically in the classroom because they are unable to be physically in Spain, on
campus.  During the sessions, students connecting remotely are required to fully connect their
camera and microphone at all times, and must actively participate during the sessions (using all
necessary audiovisual equipment), just as their fellow peers who are physically present in the
classroom on campus.

The Extraordinary Call Evaluation criteria will be subject to the following rules:
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must directly re-enroll in the course during the next Academic Year).

It is not permitted to change the format nor the date of the extraordinary call exams or

deadlines under any circumstance.  All extraordinary call evaluation dates will be announced in

advance and must be taken into consideration before planning the summer (e.g. internships,

trips, holidays, etc.)

The June/July re-sit will consist of a comprehensive evaluation of the course. Your final grade

for the course will depend on the performance in this exam or evaluation only. I.e., continuous

evaluation over the semester (e.g. participation, quizzes, projects and/or other grade

components over the semester) will not be taken into consideration on the extraordinary call.

Students will have to achieve the minimum passing grade of 5 and the maximum grade will be

capped at 8.0 (out of 10.0) – i.e., “notable” in the extraordinary call.

Re-takers: Students who failed the subject on a previous Academic Year and are now re-

enrolled as re-takers in a course will need to check the syllabus of the assigned professor, as

well as contact the professor individually, regarding the specific evaluation criteria for them as

re-takers in the course during that semester (ordinary call of that Academic Year). The

maximum grade that may be obtained as a retaker during the ordinary call (i.e., the 3rd call) is

10.0 (out of 10.0).

Students failing more than 18 ECTS credits after the June/July re-sits will be asked to leave the

Program. Please, make sure to prepare yourself well for the exams in order to pass your failed

subjects.

In case you decide to skip the opportunity to re-sit for an exam or evaluation during the

June/July extraordinary call, you will need to enroll in that course again for the next Academic

Year as a re-taker, and pay the corresponding tuition fees. As you know, students have a total

of four (4) allowed calls to pass a given subject or course, in order to remain in the program.

 

PROFESSOR BIO
 

After exams and other assessments are graded by the professor (on either the ordinary or
extraordinary call), students will have a possibility to attend a review session (whether it be a final
exam, a final project, or the final overall grade in a given course). Please be available to attend the
session in order to clarify any concerns you might have regarding your grade. Your professor will
inform you about the time and place of the review session.   

Professor: PAULA ALMANSA LAPEIRA

E-mail: palmansa@faculty.ie.edu

PAULA ALMANSA LAPEIRA
E-mail: palmansa@faculty.ie.edu 

Paula is an adjunct professor of Negotiations and Conflict Resolution Abilities at IE Business
School and Director of the IEU Strategy Lab.

Paula has extensive experience in investment banking and entrepreneurship. She worked more
than 12 years in Mergers & Acquisitions for Merrill Lynch and Greenhill in London and Credit
Agricole in Madrid advising in many multinational M&A cross-border deals and corporate
restructurings.
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OTHER INFORMATION

She is co-founder of several companies in the coworking and technology field such as LOOM,
Impact HUB Madrid and FromTheBench games performing several managerial roles such as CEO,
CFO and VP of Strategy. She serves as board member in various companies and NGOs and acts
as mentor and advisor to CEOs and executives.

Paula holds degrees in Business Administration, Law and Psychology and an MBA from The
Wharton School of Business, which she studied with a Fulbright and Ramón Areces scholarships.

She is Director of the IEU Strategy Lab and Adjunct Professor at IE Business School, IE Law
School and IE University where she teaches courses in Negotiations and Conflict Resolution
Abilities to graduate, postgraduate, executives and board members. She has recently been
awarded 11 IE Teaching Excellence Awards plus several recognitions from IE University.

She specializes in Advanced Negotiation, Conflict Resolution, Mediation, Persuasion and Building
Empathic Assertiveness.

Office hours, time and location, will be announced during the course. 

Prof. Almansa is available on email palmansa@faculty.ie.edu  
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