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	Partnership in real estate: Negotiation of agreements in development phase

	
	Type


	Semester
	ECTS
	Code

	
	ELECTIVE (E)


	2
	6
	REM-M-Z-008

	Course Lecturer
	Assistant professor Dr. Egzona Osmanaj

	Course Assistant
	Dr. Arzu Tuncer

	Course Tutor
	

	Aims and Objectives
	The objective of this course is for students to understand the negotiation techniques in relation to site control, entitlement, capitalization, and construction phases of a real estate development venture.  The objective of the course is to expose students to negotiating right-of-entry and purchase and sale agreements with a landowner, negotiating a development agreement with a municipality, negotiating equity joint-venture and a construction loan agreements, and negotiating a construction contract with a general contractor.

	Learning Outcomes
	Upon the completion of the course students will be able to:
· Critically understand basic concepts for preparing and planning a successful negotiation;

· Critically review the theories and best practices of effective negotiations related to real estate sector;

· Evaluate the different categories of real estate negotiation agreements and differences between cultures in negotiations;

· Manage teams in  achieving win-win situation between parties involved in negotiation agreements;
· Advance problem-solving skills in addressing ethical dilemmas in the application of negotiation techniques.
· Plan and carry out research about various negotiation techniques  with landowners, municipality, banks, and general subcontracting company;

	Course Content
	Course Plan
	Week

	
	Introduction
	1

	
	Right of entry agreement
	2

	
	Negotiation with landowners
	3

	
	Purchase and Sale Agreement
	4

	
	Negotiation with landowners of purchase and sale agreement
	5

	
	Development Agreement
	6

	
	Negotiation of Development Agreement with municipality
	7

	
	The politics of land use: Elite struggles over land utilization
	8

	
	Overview of construction contract types, potential areas of conflict
	9

	
	Negotiation of Equity Joint-Ventures Agreements
	10

	
	Negotiation of construction loan agreements and guarantees
	11

	
	Negotiation of agreement with general sub-contractor
	12

	
	Case study team presentations
	13

	
	Case study team presentations
	14

	
	Final examination
	15

	Teaching/Learning Methods
	Teaching/Learning Activity
	Weight (%)

	
	1. Lectures
	20%

	
	2. Exercises 
	20%

	
	3. Research
	30%

	
	4. Case study team project  
	15 %

	
	5. Role plays in negotiation
	15 %

	Assessment Methods
	Assessment Activity
	Number
	Week
	Weight (%)

	
	1. Attendance
	15
	1-15
	10 %

	
	2. Research assignment
	1
	15
	30 %

	
	3. Case study team project
	1
	14
	15 %

	
	4. Critical review
	1 
	15
	30 %

	
	5. Role plays 
	2
	7,14
	15 %

	
	
	
	
	

	Course resources
	Resources
	Number

	
	1. Lectures
	1

	
	2. Exercises
	1

	
	3. Negotiation techniques documentary
	1

	
	4. Projector
	1

	ECTS Workload
	Activity
	Weekly hrs
	Total workload

	
	· Lectures
	2
	30

	
	· Exercises
	2
	30

	
	· Case study presentation and role plays
	1
	15

	
	· Research
	2
	30

	
	· Independent study
	            2                                 
	               30



	
	· Critical review preparation
	1
	15



	Literature/References
	· David S. Hames, Negotiation: Closing Deals, Settling Disputes, and Making Team Decisions 1St Edition, SAGE Publications, 2011. 

· Michael Beloniel, Negotiation Excellence: Successful Deal Making, 2nd Edition, World Scientific Publishing Company, 2014

· J. Scott and M. Fergusson, The Book on Negotiating Real Estate: Expert Strategies for Getting the Best Deals When Buying & Selling Investment Property, Flip Press, 2017

	Contact
	Assistant Professor Dr. Egzona Osmanaj – egzona.osmanaj@eukos.org  and Dr. Arzu Tuncer – arzu.tuncer@eukos.org  




