UPP 535 – Deal Making and Negotiation Analysis

Fall 2008

Thursdays, 12:30-3:30 pm

Professor Rachel Weber

Office Hours: By appointment

Room 236, CUPPA Hall, 412 South Peoria

Tel: 312.355.0307

Fax: 312.413.2314

Email: rachelw@uic.edu

In the last few decades, local governments have moved away from command-and-control-style regulation at the same time as they have vigorously pursued entrepreneurial strategies intended to attract investment.  Private real estate developers have come to expect public assistance in matters of development.  Community groups, labor unions, and other third-sector organizations have demanded more participatory processes and material benefits in exchange for their support.  As a result of these three trends, planning increasingly takes place through new forms of partnerships that bring these interests together – often in tense, adversarial contexts – around large, complicated projects and problems.  Planners need the skills to participate effectively in brokering these partnerships and implementing plans.
This class will focus on the art of negotiating public-private development agreements that govern changes to the built environment. Stakeholders encounter each other in the process of collective problem-solving—whether building large-scale downtown mega-projects or affordable housing in neighborhoods.  Through extensive bargaining processes, these actors negotiate deals that allocate the respective rights and obligations of interested parties.  Who has power and relevant information in these situations?  How do mechanisms for mediation and negotiation get established and sustained? Can these deals effectively balance competing public, private, and community interests and lead to joint gains?  What are the problems associated with regulatory regimes that rely heavily on negotiated agreements?
This course introduces students to the theory and practice of deal making and negotiation around issues of contemporary planning import: commercial and residential development, public land disposition, land use changes.  Through case studies, take-home exercises, guest lectures, and role-playing, the course stresses the acquisition of analytical and communicative skills -- such as coalition building and spreadsheet analysis -- to help understand the structure of negotiation situations, the interests of parties, opportunities and challenges, and the range of strategies both at and away from the bargaining table.  
Requirements:

Weekly Readings: Students are expected to read the required materials listed in the syllabus and to come to class prepared for discussion.  

Role-Playing Exercises: Students will prepare for and participate in group and one-on-one simulation exercises to experiment with different forms of persuasive argumentation and negotiating tactics.  The exercises draw from different real-world development scenario and will require students to interpret financial statements, such as capital budgets and operating pro forma.  
Assignments: Students will write three papers - two of them on their own, and one as an analysis of a group project.  Guidelines for the papers will be distributed later in the term.  

The weight of each of these components in the final grade will be as follows:



Role Playing Exercises  



10 points


Assignment One



20 points


Assignment Two 



20 points


Assignment Three (half indiv/half group)
40 points


Class Participation



5 points



Attendance




5 points

The participation grade is based on informed participation in class discussions.  You will have an opportunity at the end of the semester to identify fellow students who contributed to your learning process.

One point will be deducted from the attendance grade for the first class missed, two points will be deducted for the second class missed, etc;  Final letter grades will be assigned according to a standard ten-point scale (A = 90 to 100; B = 80 to 89, etc.).
Incompletes: Students are expected to complete all graded work by their due dates and within the semester.  Incompletes will only be granted under emergency circumstances (not because of a lack of foresight) and provided that the student contacts the instructor at least two weeks before the end of the term. 

Ethics: Some of the exercises will involve confidential information and instructions provided to one member of a negotiating team.  If this information is shared and/or members of different teams copy each other, the purpose of the exercises is defeated.  Please follow all and instructions, and refrain from behavior that puts you at an unfair advantage vis a vis your fellow students.

Required Texts:

Roger Fisher and William Ury, Getting to Yes Penguin Books, 1991.
Supplementary articles are available on the UIC “electronic reserve” (ERes) system.  You can access the course page at  http://uic.docutek.com/eres/coursepage.aspx?cid=1464 with the password “strategies.”  All readings can be conveniently downloaded from the website at no cost.

Schedule of readings

August 28: Introduction 
Module I: The Players

September 4:  The Rise of Public Private Partnerships
· Lynne Sagalyn “Longer View: Public Private Development: Lessons from History, Research and Practice” Journal of the American Planning Association 73:1(2007)

· Robert Beauregard “Public-Private Partnerships as Historical Chameleons: The Case of the United States” In Jon Pierre, ed. Partnerships in Urban Governance (Macmillan, 1998), 52-70.

· Bernard Zyscovich, “Midtown Miami”, Urban Land, February 2006, pp. 70-73

September 11: Who Are the Players, and What Are Their Interests?
· Ferdinand Schoettle, "What Public Finance Do State Constitutions Allow?" In Sammis White, Richard Bingham, and Edward Hill, eds. Financing Economic Development in the 21st Century. ME Sharpe, 27-50 (2003)

· Stephen Friedman “Public incentives for development: Responding to fiscal constraints” Real Estate Issues,  August 1995 http://findarticles.com/p/articles/mi_qa3681/is_199508/ai_n8728030

· Greg LeRoy “Fantus and the Rise of the Economic War among the States.” The Great American Jobs Scam, Berrett Koehler, 68-91 (2005)

· The Historic Duluth Armory and Adjacent Property Request for Proposals http://www.armorycenter.org/media/Revised%20RFP%20102006.pdf
Module II:  The Content 

September 18: Land -- Disposition, Incentive Zoning, and Infrastructure Improvements
· Lynne Sagalyn, “Negotiating for Public Benefits: The Bargaining Calculus of Public-Private Development” Urban Studies, v34, n12 (December 1997): 1955-70

· Michael Peddle and Roger Dahlstrom, “Development Exactions” In Sammis White, Richard Bingham, and Edward Hill, eds. Financing Economic Development in the 21st Century. Armonk, NY: ME Sharpe, 92-110 (2003)

September 25: Capital -- Financial Incentives
· Karl Siedman, “Municipal Finance Tools” Economic Development Finance, Sage 2005 341-358

· Donald Schunk and Douglas Woodward, “Incentives and Economic Development: The Case of BMW in South Carolina” In Sammis White, Richard Bingham, and Edward Hill, eds. Financing Economic Development in the 21st Century. Armonk, NY: ME Sharpe, (2003)

October 2: Labor --- Jobs and Workforce Development

· Stephanie Luce, “The US Living Wage Movement” In Lowell Turner and Dan Cornfield, eds. Labor in the New Urban Battlegrounds, Cornell University Press (2007)
· Michael Stoll “Workforce Development in Minority Communities” In P. Ong & A. Loukaitou-Sideris Eds. Jobs and Economic Development in Minority Communities. Philadelphia: Temple University Press (2006)

· Jacqueline Leavitt “Linking Housing to Community Economic Development with Community Benefits Agreements: The Case of the Figueroa Corridor Coalition for Economic Justice.” In P. Ong & A. Loukaitou-Sideris Eds. Jobs and Economic Development in Minority Communities. Philadelphia: Temple University Press (2006)

· Front Range Economic Strategy Center. 2008a. First Source Local Hiring: Overview & History of Denver’s First Source Policy. Retrieved 7/20/08 from http://www.fresc.org/downloads/First%20Source%20Local%20Hiring%20-%20Overview%20and%20Denver%20History.pdf.

October 9: NO CLASS

Module III: The Deal

October 16: What’s a Good Deal?  Reading Redevelopment Agreements

· Rachel Weber and David Santacroce, Negotiating the Ideal Deal. Good Jobs First and UIC Center for Urban Economic Development, 2007

· Zenia Kotval and John Mullin, Fiscal Impact Analysis: Methods, Cases, and Intellectual Debate. Lincoln Institute of Land Policy Working Paper, June 2007 http://www.lincolninst.edu/pubs/PubDetail.aspx?pubid=1252

October 23: Negotiation Preparation and Tactics

· Roger Fisher and William Ury, Getting to Yes Penguin Books (1991), pp.3-98
· Joseph Byrnes, “Ten Guidelines for Effective Negotiating” In Lewicki, Litterer, Saunders, and Minton (eds) Negotiation: Readings, Exercises and Cases. Irwin, 1993, pp. 25-32.

October 30: Distributive Bargaining 

· Roger Fisher and William Ury, Getting to Yes Penguin Books (1991), pp. 101-154.

· Frank Acuff and Maurice Villere “Games Negotiators Play” In Lewicki, Litterer, Saunders, and Minton (eds) Negotiation: Readings, Exercises and Cases. Irwin, 1993, pp. 218-226

November 6: Interests, Values, and Relationships 
· John Forester, “Dealing with Deep Value Differences” In Susskind, McKearnan, and Thomas- Larmer (eds) The Consensus Building Handbook, pp. 463-494

· Grant Savage, John Blair, and Ritch Sorenson, “Consider Both Relationships and Substance when Negotiating Strategically” In Lewicki, Litterer, Saunders, and Minton (eds) Negotiation: Readings, Exercises and Cases. Irwin (1993), pp. 25-32.

November 13: Power Dynamics and Leverage
· David Reynolds, “Building Coalitions for Regional Power: Labor’s Emerging Urban Strategy” In Lowell Turner and Dan Cornfield (eds), Labor in the New Urban Battlegrounds, Cornell University Press (2007)
· Murtaza Baxamusa. “Empowering Communities through Deliberation: The Model of Community Benefits Agreements.” Journal of Planning Education and Research 27: (2008) 261-276.

November 20: The Challenge of Implementation
· William Potapchuk and Jarle Crocker, “Implementing Consensus-Based Agreements” In Susskind, McKearnan, and Thomas- Larmer (eds) The Consensus Building Handbook, pp. 527-555

November 27: NO CLASS 
December 4: Final Negotiation Exercise

December 11: Final Analysis Due -- Late papers will not be accepted!
PAGE  
4

