McGill Simulator Assignment - 2018
This is an individual negotiation assignment.  The entire assignment will take approximately six hours, spread over the next several weeks.  You will role-play a salesperson for an aircraft manufacturer.  Your goal is to sell an airplane to a Mr. Pavros, an on-screen buyer, representing Olympic Airways.
Step #1, Option “a.”  Preparation using the computers in one of two roll-top desks.  

These computers are in 327 Wimberly Hall (the Student Lab), which is locked most of the time. Arrange for me to let you into room during the daytime. I can let you into the room during my office hours: MTuThF around 10 a.m.; see syllabus for exact times) – meet me at my office, Wimberly Hall room 416-A and I will go with you to 327).  I can also let you into the room right after class ends on MW (ask me before we leave our classroom).  At the far end of the room, you will see two McGill Negotiation Simulator computers.  They are stand-alone computers (i.e., not connected to the Internet or to other UW-L networks) and each is in a roll-top cabinet.  Don’t be deterred if others are studying or doing some Finance activity on another computer; just walk in and go to the computer.  You won’t disturb them and, unless they start shouting excitedly about their class (e.g., “Hedge funds!”), they probably won’t disturb you.  
*Put on the headphones, found to the right of the monitor.  
*Turn on the monitor by pressing the appropriate button if the monitor is turned off (the computer stays on all the time and the software is always on the McGill Simulator).  If the monitor is turned on, you will see a “screen saver” feature that says something like “Welcome to the McGill Negotiation Simulator.” Thus, you either have to turn the monitor on or move the computer mouse to see the ‘start’ screen of the software.

*You will have access to a mouse but NOT to the keyboard (the keyboard and CPU are locked in the lower cabinet).  That is OK – the software works just fine with only the mouse. 
*You will see a list of student names.  Click on your name.

*You will be asked to give a password by clicking on the appropriate letters and numbers of an “on-screen keyboard.”  It is sort of like a visual representation of a typewriter keyboard in the middle of the screen. Your password is the three-digit number of this course (hint: it starts with a “4”). Click on the “Enter” button at the lower right corner of the on-screen keyboard.
Step #1, Option “b.”  Preparation using one of the other computers in room 327.

In addition to the two roll-top desks, a slightly different version of the McGill Negotiation Simulator is loaded onto the two computers along the wall next to the roll-top desks (but NOT the other computers in the room).  These do not have headphones, but if you bring your own headphones or ear buds, you may feel free to use either of these computers.  Click on the desktop icon for the McGill Negotiation Simulator (Aircraft Sale).  The software will ask for a login (unlike the version on the roll-top computers, you will NOT see a list of student names).  The login is your last name (plus your first initial if there are two people with the same last name in the class) – all in lower case letters.  Your password is the three-digit number of this course (hint: it starts with a “4”).  The remaining steps are the same as described below, except you will only have 45 minutes to play the simulator.

Step #2:  Preparation for Bargaining

*The computer will ask you whether you want to play “Aircraft Sales Program #1” or Program #2.  Always select Program #1.  The McGill people never made Program #2 so don’t choose it!
*The software will present you with a menu of options.  
--Option #1 is an overview of the software that takes about 10 minutes; you may enjoy watching that the first time you use the simulator; otherwise you can skip to Option #3.  

--Option #2 allows you to review any previous negotiation sessions you may have completed.  

--Option #3 is a combination “research” and “negotiation” option.  If you click this, then you can research the topics that will be discussed in the simulation.  Click on a topic and watch the tutorial.  You have 45 to 55 minutes to research and negotiate over all of the topics for your negotiation.  Feel free to take notes on a piece of paper if you wish. Your entire first session may be spent doing research; that is OK.  After nearly an hour of research, you probably are ready to turn off the monitor and go home.  Do not try to turn off the roll-top computer; it always stays on with the McGill Negotiation Simulator software always at the ‘start’ menu.  (If you only needed 20 minutes of research, you may have time to negotiate before you leave.)
Step #3.  First Negotiation.  

Go to room 327 and log onto the simulator.  When you get to the “research” and “negotiation” option,  you can briefly review some of your research if you wish.  Then select the “enter negotiation” option in the upper right-hand area of the screen.  You will see a man, named Mr. Pavros, sitting behind a desk with his notes before him.  Attempt to sell the airplane to Mr. Pavros, the on-screen opponent.  Generally, he will make a statement, and then the simulator will present you with on-screen multiple-choice response options.  Please “click” the option that is closest to what you would actually say.  For the first five exchanges, the simulator may give you advice if you are selecting poor options; after that you are “on your own.”

You will have 45 to 55 minutes to do research and ‘make the sale.’  Did you reach an agreement?  On a piece of paper, write down what the terms of your agreement were, if you reached an agreement.  If not, what were your last offers?  Please remember to turn off the monitor before you leave. 
Write a one-page typed summary of your experience bargaining against Mr. Pavros.  Include the terms of your agreement.  Include a summary of the strategies you used.  What worked?  What didn’t?  What did you apply from this course to your sales negotiation?  How did you feel about the negotiations?    The typed summary is due Wednesday, October 17th.
Step #4.  Using an On-line Negotiation Tutorial.
Using any computer with internet access (not the simulator terminal – it does not have Internet access), go to the UW-L website.  At your professor’s “faculty web page” website 
http://websites.uwlax.edu/wross/mgt485.htm   is a three-part on-line tutorial  (Note:  This is NOT the Canvas or D2L website). Complete each part to the tutorial (they may be done at different times and in any order).  Each part takes less than one hour.  Take some notes!  Don’t forget to provide the information requested at the end of each part so that you can get full credit. 

Step #5.  Second Negotiation.

Return to room 327 and log onto the simulator.  Bring your on-line tutorial notes and use them to help you as, once again, you attempt to sell the airplane to Mr. Pavros, the on-screen opponent.  You may try more than once if you wish (I once had a student who enjoyed the challenge of bargaining with Mr. Pavros so much, he played twelve times! He never did sell the plane…See if you can out-negotiate my son who, as a 13-year-old, played the simulator about ten times, eventually making $1.2 million in profit). 

Did you reach an agreement this time?  On a piece of paper, write down what the terms of your agreement were, if you reached an agreement.  If not, what were your last offers?

Type a one-page typed summary of your experience bargaining against Mr. Pavros.  Include the terms of your agreement.  Summarize your strategies: What worked?  What didn’t?  What did you apply from this course to your sales negotiation?  What did you apply from the notes you took from the on-line tutorial?  How did you feel about the negotiations?    Typed summary due: Weds., November 14th.  (Warning: Several things are due for the course at about the same time; sorry, but that is just the way it works out with Thanksgiving in the calendar; perhaps you can plan ahead and get this assignment done early!)
