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Structure of presentation 

•  Case topic: Win-win negotiations 
•  What are Group Support Systems (GSS)? 
•  Case exercise process 
•  Demonstration of a GSS: FacilitatePro 



Course information 

•  27C02000 Negotiation Processes (6 cr) 
•  Bachelor level course in Business Technology program 

https://noppa.aalto.fi/noppa/kurssi/27C02000  
•  Limit of 80 students 
•  12 hours lectures     Exam     4 case exercises  
•  This case exercise is conducted together with Pirkko 

Lahdelma (main lecturer of the course) 
–  The case is conducted in 2 parts (2,5 hours each) + individual 

preparations 



Case topic: Win-win negotiations 
(integrative / mutual gains / principled negotiations) 

•  Parties exchange relatively openly information  
–  to identify their interests and values and possible solutions for 

increased mutual gain. 

•  Recommendable to hold brainstorming sessions for 
inventing novel options for solutions 
–  Process of inventing options has to be separated from the 

process of judging and selecting among them! 

Raiffa, H., Richardsson, J., & Metcalfe, D. (2002). Negotiation Analysis. The Science and Art of Collaborative 
Decision Making. Harvard University Press, Cambridge, Massachusetts. 
 
Fisher, R., Ury, W., & Patton, B. (1991). Getting to Yes: Negotiating Agreement Without Giving In. (2nd ed.) 
Houghton Mifflin, Boston. 
 
Lewis, L.F., & Spich, R.S. (1996). “Principled Negotiation, Evolutionary Systems Design, and Group 
Support Systems: A Suggested Integration of Three Approaches to Improving Negotiations”. Proc. Of HICSS. 



Goal of the case 

•  To provide the students with hands-on experience on 
–  brainstorming alternative options and reaching agreement in 

multi-party “win-win” negotiations using a facilitated process.  

•  We have planned a 2-part facilitated group process for 
rehearsing multi-party win-win negotiations.  
–  teams of 6 students (including international students)  
–  case problem is genuine for students:  

How to shorten the prolonged studying times in European 
universities?  

–  as a result, each student team prepares its own suggestion to 
be addressed for the Ministry of Education and Culture 



Group Support Systems (GSS)  
(Electronic Meeting Systems) 
•  Selected as the media for our case 

–  GSS are IS that support task-oriented collaboration: group 
discussions, brainstorming, voting, and decision-making 

•  GSS were developed in the 1980’s by U.S. universities’ 
IS scholars to reduce “group process losses”, such as 
–  domination, waiting to speak, groupthink, fear of speaking, etc. 

•  Current GSS software are fully  
web-based 
–  no need to install software on  

client computers like before 



Main modes of GSS sessions 

                         Time 
 
Place 

SAME TIME DIFFERENT TIME 

SAME PLACE Decision-room / iLab / 
computer-class session 
 

(not applied) 

DIFFERENT PLACE Virtual synchronous 
session 

Virtual asynchronous 
session 
 



Strengths of  
Group Support Systems (GSS) 

•  Structured process according to a predefined agenda 
•  Anonymity of contributions (when wanted) 
•  Simultaneous, written communication via computers, also 

verbal discussion allowed!  
•  Voting possibilities (single and multi-criteria) that enable 

immediate discussion of results (finding out disagreements) and 
focus of efforts into essential matters 

•  Group memory (in digital form) helps during and after meetings 
(reports can be automatically created of everything handled) 



Univ. Essex 

Univ. Essex 

LUT 

Aalto ECON / C331 Aalto ECON / Tieto hall 

Source: https://ilabnet.essex.ac.uk/mod/data/view.php?id=48 

Examples of GSS facilities / iLabs 



Virtually – from anywhere! 



Process of the case exercise 



1st part of the case meeting (2,5 hrs) 

0.   Informal icebreaker exercise (verbally) 
1.  Brainstorming the reasons for prolonged studies  

–  as a warm-up task for getting acquainted with the tool 

2.  Disclosing fundamental values and interests 
regarding the issue (and foreseeable solutions) 
–  for aiding in inventing novel solutions in the next phase 

3.  Brainstorming for solutions  
–  Osborn’s seminal rules are applied: do not criticize, go for wild 

ideas, focus on quantity & build synergy by combining ideas  
–  a critical discussion commenting on the brainstormed solution 

ideas is held after the ideation phase. 



2nd part of the case-meeting (2,5 hrs) 

•  Consists of negotiating and reaching a joint agreement 
on the previously brainstormed measures how to 
shorten university studies  
–  Only 30% of the measures can be included in the agreement.  

•  The teams have freedom to choose on  
①  how to divide the time for the final tasks, and  
②  whether to apply the GSS tool also in this phase, e.g. by 

arranging a quick vote or additional e-discussions on the 
solutions.  



General information on the arrangements 

•  8 of the 12 teams in total use the electronic GSS tool in 
a large computer class setting 
–  4 teams brainstorm non-anonymously with their name attached 

to each idea or comment submitted electronically, and 4 teams 
anonymously (for research purposes).  

•  4 teams use paper flipcharts and Post it -notes and 
verbal discussions (in another large classroom)  
–  using exactly the same facilitated process for completing the 

case exercise (as a control group for research purposes). 



Each student logs in with her/his team’s 
shared user ID and password to enter the 
team’s own meeting area at FacilitatePro  



Agenda screen 



Brainstorming screen 



Voting (results table) screen 



Voting results (single item graph) screen 



Learning and feedback (1) 

•  Negotiating (including brainstorming) with multiple 
parties is impossible to learn just by reading from the 
book – real hands-on experience is necessary!  

•  We also believe that a genuine case problem for the 
students enhances their learning experience.  
–  In typical negotiation cases, students need to learn somebody 

else’s interests and values from paper instructions first.  
–  In this case exercise, students represent themselves and use 

their own fundamental values and interests as such. 



Learning and feedback (2) 

•  The students complete three web questionnaires during 
this case exercise (pre-, middle- and post-negotiation) 
that help them in preparing for & analyzing the 
negotiations or their personal conflict management style.  

•  We also provide feedback vie e-mail on their personal 
conflict management style based on their answers 
(whether their style can be described as contending, 
yielding, avoiding, problem solving or compromising).  



Learning and feedback (3) 

•  After the exercise, the students write a personal 
analysis (5-6 pages) of their team’s negotiations. The 
essay is graded, providing students feedback from their 
learning on the topics lectured earlier.  

•  The analysis should address the following issues: 
–  Was the negotiation outcome successful or not? Why/Why not? 
–  What kind of process resulted in the outcome? What choices did they make 

and how regarding the process? 
–  Were the negotiations integrative (win-win) or distributive in nature? Why? 
–  What tactics were used during the negotiations?  
–  What did they learn from the exercise that they might want to apply to future 

negotiation situations or problems? 



Evaluation 
and analysis 

alone 
 
 
 

Preparing 
together 

 =  
Option 

generation 
phase 

Preparing 
alone 

 
 
 
 

Negotiating 
together and 
reaching a 

joint 
agreement 

 

Integrative negotiation (following Raiffa et al. 2002) 
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Raiffa, H., Richardsson, J., & Metcalfe, D. (2002). Negotiation Analysis. The Science and Art of Collaborative 
Decision Making. Harvard University Press, Cambridge, Massachusetts. 
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Future 

•  Evident that meeting culture and work processes, including 
negotiations, are about to change with younger workforce!  

•  Organizations should be proactive in adopting structured 
negotiation and group decision-making processes  
–  Especially with geographically distributed participants, the added 

efficiency and cost benefits of web-based GSS are evident.  
–  The role of well-structured and facilitated processes with 

appropriate team building activities cannot be underestimated. 

•  The case exercise is planned to be repeated for the 3rd  time 
in Fall 2012. 



Questions or comments? 

Johanna Bragge, Ph.D., Asst. Professor 
E-mail: johanna.bragge@aalto.fi    twitter: johannabragge 
Mobile: +358-40-5301 032   
Websites: http://people.aalto.fi  
http://www.mendeley.com/profiles/johanna-bragge/    
 
Links for further information on GSS / FacilitatePro: 

http://www.facilitate.com 
http://global.facilitate.com/Aalto/ (User ID: TestUser1) 
 
http://aisel.aisnet.org/ecis2011/130/ 
http://www.springerlink.com/content/374h873545241367/  
https://ilabnet.essex.ac.uk/mod/data/view.php?d=2&rid=1 
https://wiki.aalto.fi/pages/viewpage.action?pageId=63548740  
 

 


