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Objective of the course is to help develop the students skills necessary for
conducting and taking part in the international negotiations. Course has an aim
of making students aware of the theoretical preconditions necessary for the
negotiator in order to achieve his/her goals. During the course students will
have an opportunity to study several important cases of negotiations on the
international diplomatic arena. Students will also be exposed to the main
factors, which affect the success and failure of the negotiations. During the
course students will have an opportunity to take part in the simulation
exercises, which will be modelled around the real issues of importance in
Georgia and current international stage.
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1. Learning: Students will be able to analyze those factors, which facilitate
success or failure of the negotiations. Graduates will be able to learn the
components of which the negotiation cycle consists, as well as understand the
idiosyncrasies of the negotiations within bilateral and multilateral formats. Also
students will become aware of the psychological and cultural aspects, that affect
the outcome of the negotiations and the behavior of the negotiators. Students
will familiarize themselves with the obstacles that negotiators face during the
process of negotiations. Students will learn about the concrete historical
negotiations, which will be used to illustrate the aforementioned aspects.

2. Ability to apply the knowledge in practice: Students will become exposed to




the practicalities of the negotiations, as they will take part in several simulation
exercises during the course.

3. Communication skills: students will learn how to effectively communicate
their positions during the negotiations. Students will learn which tactics to
choose in order to defend their positions to the maximum extent.

4. Ability to make conclusions: students will learn how to differentiate different
styles of negotiations from each other. Students will also learn the so-called
Harvard model of negotiations.
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Methods of teaching and

learning Discussions/debates; seminars; group work; role and situation games; in class
presentations
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Lecture-Seminar

Students will attend three hour long seminars regarding each topic During each
of such contacts, first part of the lecture will be devoted to the discussion of the
readings that students were supposed to do for the particular lecture as well as
for the presentations, that students are due to deliver. During the second part of
the lecture, professor will dicuss new material with the students.)
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Students have to prepare the in-class case presentations, which they will have to
submit before the class to the lecturer and present in the class starting from the
week 2. They will have to present the case of one of the outstanding
international negotiations in the context of the particular topic of the day. For
instance, if the students present the Oslo Peace Talks in the week 3, they will
have to present the negotiations in terms of the Forums for Negotiations. This
exercise will be evaluated with the 30 % of the total grade. Additional
information regarding this exercise will be provided to the students in the
beginning of the course.

During the course there will be many simulation exercises, but there will only
be one major exercise - in the end of the course, which will last for three hours
and will be evaluated as the 30 % of your total grade. I will assign the roles in
the class and you will have to perform during this simulation exercise. Details of
the exercise will be provided later.

In the end of the course students will write a final exam, which will be in-class
closed book exam lasting for two hours. During this period students will be
checked for their analytical skills and their ability to utilize practically what
they had learnt in the class. This exercise will have a value of 30 % of the total
grade.

Attendance and participation during the classes will be graded with 10 points.
Here I will mainly look at how active you were during the classes and how well
did you perform during the in-class simulation exercises.

Distribution of grades:

" Excellent 191-100 I
3; Very good 1'81-90 :3
" Good 71-80 i
}l Average 161-70 i
b Satisfactory 151-60 i
. Not Satisfactory 141-50 I
! Totally Unsatisfactory 10-40 |

You are expected to be honest and honorable in your fulfillment of assignments
and in test-taking situations. Plagiarism and cheating are serious forms of
academic misconduct. Any student caught plagiarizing, or cheating on an
examination will receive a score zero for the component in question.
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Mandatory Literature

- Alexandra Iragorri, “Negotiations in International Relations”,
Revista de Derecho, Universidad del Norte, 19, 91-102, 2003

- Raymond Cogen and Paul Meerts, “The Evolution of International
Negotiation Processes”, International Negotiation, 13 (2008)




- Rubin, Jeffrey, 2002. “The Actors in Negotiation”, chapter 7 in V.
Kremenyuk, ed., International Negotiation: Analysis, Approaches,
Issues, 2nd edition (Jossey-Bass, 2002).

- Putnam, Robert, 1988. "Diplomacy and Domestic Politics: The
Logic of Two-Level Games." International Organization, 41:427-60

- William Shawcross, Deliver us from Evil;

- Conferences and Organizations, pp. 196-237, in Alain Plantey,
International negotiation in the 21* century, Routledge Cavendish,
2007

- Jonathan Wilkenfeld and Kathleen ]. Young, The Role of
mediation in managing international crises”, in Mediating
International Crises, Routledge, 2005

- Lederach, John Paul. (1995). Preparing for Peace: Conflict
Transformation Across Cultures. Syracuse: Syracuse University
Press.

- Mitchell, Christopher. (1993).
Mediation: The Sudanese Case.” In
Smock, David. Ed. Making War and Waging Peace. Washington
D.C.: United States Institute of Peace.

- Rosenberg, Marshall B. (2005): Nonviolent Communication: A
Language of Life, Encinitas, PuddleDancer Press.

- Hart, Tobin (2000): “Deep Empathy,” in: Tobin, Hart, Peter L.
Nelson and Kaisa Puhakka: Transpersonal Knowing. Exploring the

“The Process and Stages of

Horizons of Consciousness,

- Kahane, Adam (2004): Solving Tough Problems. An Open Way of
Talking, Listening, and Creating New Realities, San Francisco,
Berrett-Koehler Publishers.

- Lederach, John Paul (2003): Preparing for Peace. Conflict
Transformation across Cultures, Syracuse, Syracuse University
Press.
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Supplementary Materials can be accessed through the consultation with the
lecturer regarding a particular topic of interest.
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As a result of individual consultations lecturer will do his/her best to create
favorable conditions for the students with disabilities.
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Introduction: International Negotiations; Mandatory Readings:
theory and practice

- Alexandra Iragorri, “Negotiations in

International Relations”, Revista de Derecho,
Universidad del Norte, 19, 91-102, 2003

- Raymond Cogen and Paul Meerts, “The
Evolution of International Negotiation
Processes”, International Negotiation, 13 (2008),
pp- 149-156
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Participants of the Negotiations: State and
non-state actors

OB JOHSGHOS:
Mandatory Readings:

- Rubin, Jeffrey, 2002. “The Actors in
Negotiation”, chapter 7 in V. Kremenyuk, ed.,
International Negotiation: Analysis,
Approaches, Issues, 2nd edition (Jossey-Bass,
2002).

- Putnam, Robert, 1988. "Diplomacy and
Domestic Politics: The Logic of Two-Level
Games." International Organization, 41:427-60.

L59OMSINOHOLM
B06Owdgd0:
Various fora for international negotiations:

935653909d0L

WoBIMOGHMOS:
Mandatory Readings:

- William Shawcross, Deliver us from Evil; 33

- Conferences and Organizations, pp. 196-237, in
Alain Plantey, International negotiation in the
21% century, Routledge Cavendish, 2007

LogODsTMOOLM  3MHODOLYdIOL  FgE0s3E0s
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dbs9gdol doge

Mediation of international crises by
international actors and third parties

WoBIMGHMOS:
Mandatory Readings:

- Jonathan Wilkenfeld and Kathleen ]J. Young,
"The Role of mediation in managing
international crises”, in Mediating International
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Crises, Routledge, 2005, pp. 1-14
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Phases and stages in international
negotiations

OB JOHSGOS:
Mandatory Readings:

- Zartman, I. William, 2001. “Timing of Peace
Initiatives: Hurting Stalemates and Ripe
Moments.” Global Review of Ethnopolitics,
2001, available at
http://www.ethnopolitics.org/archive/volume I
/issue_1/zartman.pdf

- Zartman, I. William, 1989. “Prenegotiation:
phases and functions”, pp. 237-253 in J. Gross
Stein, ed., Getting to the Table: The Processes of
International Prenegotiation. Baltimore, MD:
The Johns Hopkins University Press.

- Jonsson, Christer and Jonas Tallberg, 1998.
“Compliance and Post-Agreement Bargaining”
in European Journal of International Relations,
4, 19989, pp. 371-408.

65 5803653900 IMT3565390¢gdL?

What Drives the Negotiators?

OB JOHSGHOS:
Mandatory Readings:

- David Lax and James Sebenius, “Interests: The
Measure of Negotiation” pp. 161-180 in William
Breslin and Jeffrey Rubin, eds., Negotiation
Theory and Practice. 12

- Zartman, I. William and Jeffrey Rubin, “The
study of power and the practice of negotiation”,
chapter 1 in I. W. Zartman and J. Z. Rubin, eds.,
Power and Negotiation. University of Michigan,
2000.
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How to negotiate? Methods of Negotiations
(Harvard School)

WOoGIMOGHMMS:
Mandatory Readings:

- “Alternative Approaches to Negotiation”, pp. 9-
26. in Eric Evans, Mastering Negotiations,
Thorogood, 1998

- Dave Lakhani, Persuasion, the art of getting
what you want, John Wiley and Sons, Inc, 2005,
“Persuasive Negotiating”, pp. 218-226

- Roger Fisher and William Ury, Getting to Yes,
"The Method", pp. 15-55
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Methods of Negotiations (Harvard School)

WoBIMOGHMOS:
Mandatory Readings:

- Roger Fisher and William Ury, Getting to Yes,
"The Method", pp. 56-94

9 | bEOGIOUWO ©d HoJGHOZ®O @OoGHIOGYOS:
1530bHgd0 LEGOMSTMOHOLM
I535653909080 Mandatory Readings:
Issues related to the strategy and tactics in
international negotiations “System and Strategy”, pp. 464-489 in Alain
Plantey, International negotiation in the 21+
century, Routledge Cavendish, 2007
- Dean G. Pruitt, "Chapter 6: Strategy in
Negotiation", in Victor A. Kremenyuk,
International Negotiation: Analysis,
Approaches, Issues, 2002, pp. 85-96
10 | LogOmsIMEOLM 9035653909d0L WOoGIMOGHMMS:
RLOJME®a0MM0o SB39dGHgd0
Psychological aspects of international Mandatory Readings:
negotiations
- Francesco Aquilar, Psychologifal processes in
International Negotiations: Theoretical and
Practical Perspectives, Springer, 2009. Chapter
2. Peace Psychology, War Prevention: Coping
with psychological elements. pp. 15-43
- Jeffrey Z. Rubin, "Chapter 15: Psychological
Approach", in Victor A. Kremenyuk,
International Negotiation: Analysis,
Approaches, Issues, 2002, pp. 256-269
- MouwkaHues P. [llcuxonorMa neperoBopos:
Yueb. nocobue.- M: UHOPA, 2002; pp. 147-
175
11 | 3e@wcol  Gowwo  LsgmhmsdmGolbe ©WoGIMoGHMo:
35653909030
Role of culture in international negotiations Mandatory Readings:

- Nikolaev, Chapter 8: Culture and Negotiations,
International Negotiations: Theory, Practice
and the Connection with Domestic Politics, pp.
251-288

- Jeswald Salacuse, "Negotiating: the top ten ways
the culture can affect your negotiation", /vey
Business Journal, September/October 2004, pp.
1-7

- Wendi Lyn Adair and Jeanne M. Brett, “Culture
and Negotiating Processes”, in Michele Gelfand
and Jeanne M. Brett, The Handbook of

10




Negotiation and Culture, Stanford University
Press, 2004

- Jean Brett and Michael Gelfand, “Lessons from
Abroad: When Culture affects negotiating
style”, Negotiation, January 2005

- Peter Corne, “The Complex Art of Negotiating
between different cultures”, Arbitration
Journal, December 1992, pp. 46-50

12
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Different styles of negotiations: East (China
and Japan)
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Different styles of negotiations: West (US
and Europe)

WoGIMOGHMMS:
Mandatory Readings:

-  Terry Hird, founder of Negotiation
International, available on  video at
http://video.google.com/videoplay?docid=46343
63396909200237

- Kirkbride, Paul, Sara Tang and Robert
Westwood, “Chinese conflict preferences and
negotiating behaviour: cultural and

psychological influences”, Organization Studies,
1991, 12/3, pp. 365-386

- Ghauri, Pervez and Tony Feng, “Negotiating
with the Chinese. A Socio-Cultural Analysis”,
Journal of World Business, Fall 2001, Vol. 36/3

- Michael Kublin, “The Japanese Negotiating
Style”, Cultural and Historical Roots”, Industrial
Management, May/June 1987, Vol. 29, Issue 3,
pp- 18-24

OB JOHSGHOS:
Mandatory Readings:

- United States Institute for Peace, “French
Negotiating Style”, avialable at
http://www.usip.org/files/resources/sr70.pdf

- John W. McDonald, “An American’s view of a
us Negotiating Style”, International
Negotiation, 1, 323-326, 1996

- Daniel Druckman, “Is there a US Negotiating
Style?”, International Negotiation, 1, 327-225,
1996

- Tommy Koh, “American Strengths and
Weaknesses”, International Negotiation, 1, pp.
313-319, 1996

Jonathan M. Lourie, "Negotiation American Style",

The Practical Lawyer, September 2002, pp. 57-61
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WoBIMOGHMOS:

Mandatory Readings:

Alice C. Gorlin, “The Soviet Negotiating Style
in East-West Commercial Negotiations”, ACES
Bulletin, Fall/Winter 1979, Vol. 21, Issue 3/4,
pp- 85-118

Wass and Vale, "Soviet negotiating tactics in
trade with the West", Sovietr and Eastern
European Foreign Trade, Vol 19, No 1, Spring
1983, pp. 32-54

Roemer et al, "A Comparison of American and
Russian patterns of behaviour in buyer-seller
relations using observational measures”,
International Negotiation 4, 37-61, 1999

Jerrold Schechter, "Introduction" in Russian

Negotiating behavior, 1998, pp. 3-13
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Role of Mediation in negotiations
Mandatory Readings:
- Lederach, John Paul. (1995). Preparing for Peace: Conflict
Transformation Across Cultures. Syracuse: Syracuse
University Press.
- Mitchell, Christopher. (1993). “The Process and Stages of
Mediation: The Sudanese Case.” In
Smock, David. Ed. Making War and Waging Peace.
Washington D.C.: United States Institute of Peace.
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Non-violent communication Mandatory Readings:
Rosenberg, Marshall B. (2005): Nonviolent Communication:
A Language of
Life, Encinitas, PuddleDancer Press. Chapter 1 ‘Giving from
the Heart’ p. 1-
14. Chapter 7 ‘Receiving Empathically’ p. 91-111. Chapter 8
‘The Power of
Empathy’ p. 113-127.
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Inter-cultural communications and solving of Mandatory Readings:

tough problems during the talks

Hart, Tobin (2000): “Deep Empathy,” in: Tobin, Hart, Peter
L. Nelson and Kaisa
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Puhakka: Transpersonal Knowing. Exploring the Horizons of
Consciousness, p.

253-270.

Kahane, Adam (2004): Solving Tough Problems. An Open
Way of Talking, Listening, and

Creating New Realities, San Francisco, Berrett-Koehler
Publishers.

Lederach, John Paul (2003): Preparing for Peace. Conflict
Transformation across

Cultures, Syracuse, Syracuse University Press.
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