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Hospitality & Tourism Management
Winter Quarter 2025

HOST 104 : The Art of Negotiation

Instructor:   		 Justin Taillon (jtaillon@highline.edu)

Office: 			 26-322

Student Hours:	              Campus or Zoom: 
 Monday & Wednesday (12p-1:20p & 4:10p-5:30p) 

Appointments: 		 https://bit.ly/2QT47Cq (I recommend pre-booking appointments)

Class Schedule:               Wednesday 1:30p-3:50p

Text required:	 HOST courses do not rely on textbooks. All materials for this course will be  
 provided to you electronically on Canvas 

Highline College: 	 2400 South 240th Street
 Des Moines, WA 98198
 P: (206) 878-3710

COURSE DESCRIPTION
We negotiate daily. Some of us negotiate during morning rush hour traffic when we are switching lanes and others negotiate at work with our colleagues. How are you faring in these negotiations? Learn to effectively negotiate with a toolbox that gives you the advantage. Learn the intricacies of negotiation theory and gain results in your day-to-day exchanges. 

LEARNING OUTCOMES
Being aware of the course learning outcomes is paramount to success in all your coursework. The learning outcomes guide the material each of your courses covers and the way the material is covered. Please make yourself aware of the elements of this course and all other pertinent courses. The course learning outcomes for all HOST classes can be viewed at this web address: http://catalog.highline.edu/

The Student Learning Outcomes for this course are as follows:
· Learners will apply best practices in negotiation situationally including the usage of correct terminology.
· Learners will explain negotiation as a component of a holistic organizational strategic management plan.
· Learners will assess negotiation tactics in the context of specific case studies.
· Learners will apply their tactical negotiation skills during unilateral situations.

PARTICIPATION
Hopefully participation is fun in our course together this quarter! Participation does not mean only one thing. You are a unique individual and your approach to participation can be as unique as you are. 

Participation is technically graded. You can lose or gain up to 10% of your final grade in the course. If you are going to lose more than 3% of your final grade due to a lack of participation, then a meeting will be requested beforehand. You will not lose more than 3 points without being notified in advance and being given a chance to meet with your instructor(s). No student will lose more than 10% of their final grade due to a lack of participation. It is also possible to gain a maximum of 10% toward your final grade based on participation.

Losing points occurs primarily through cheating such as plagiarism, not attending class when enrolled on campus, treating members of our class poorly, or submitting multiple assignments after the due date. So long as you put forth a positive effort, we will have fun and your participation will likely be seen in a positive light.

ASSIGNMENT PROTOCOLS
All final exams take place face-to-face in courses that are scheduled face-to-face. Hybrid and online courses have final exams that take place online. The time and location of your final exam will be dictated by the College. Instructors cannot move final exam locations or times. You are responsible for knowing the time and location of your final exam. This can be located on Highline.edu. 

You are eligible for an Incomplete if you complete the course except for the Final Exam and the instructor agrees to an Incomplete. Incompletes can be made up later in agreement with the instructor. You will not be given an Incomplete if you choose to depart campus early. For example, flight dates are not a reasonable excuse for missing a final exam.

Assignment Grading

	Table I. Assignment Grading

	Assignment
	No.
	%/ea.
	Total

	Pre-Negotiation
	7
	5
	35

	Post-Negotiation
	3
	9
	27

	Quizzes
	3
	9
	27

	Peer Review
	1
	11
	11

	TOTAL
	 
	 
	100



All submission and quiz assignments will be submitted on Canvas. The instructor will not micro-manage your submissions. Do not expect to be notified of your failure to keep up in the course unless you fall behind drastically. 

Assignment Explanations
Quizzes: There are three quizzes. Each quiz is cumulative to the date in which you complete the quiz. The quizzes will be taken in Canvas.

Pre-Negotiations: You will complete a pre-negotiation for each negotiation you are involved in. Homini Lime is our first negotiation. This is an ungraded assignment. All seven pre-negotiations count toward your final grade. All pre-negotiations will be submitted in Canvas. Although these are submitted in Canvas, you should bring a pre-negotiation plan to each negotiation exercise.

Post-Negotiations: You will complete a post-negotiation for 3 of the 6 negotiations you are involved in this quarter. If you complete more than 3 then your lowest grade(s) will be dropped. Homini Lime is our first negotiation. This is an ungraded post-negotiation assignment. Yet, this is the post-negotiation I will provide extensive feedback on. I therefore recommend completing this post-negotiation. Extensive notes may help you earn a higher grade in the course. All pre-negotiations will be submitted in Canvas.  

Peer Review: You will negotiate with many partners throughout the tenure of this course. You will grade each partner you negotiate with using a rubric. Each partner will grade you as well. Your submission will be made in Canvas upon completion of the course.
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