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International Negotiation Pedagogy

Christopher T. Timura
Akin Gump Strauss Hauer & Feld LLP, 1333 New Hampshire Ave., NW, Washington, DC 20036 USA  (Email: ctimura@akingump.com)

This collection of articles on international negotiation pedagogy compares and contrasts a range of training methods and theories employed by scholars who teach international negotiation from different disciplinary backgrounds and in diverse institutional settings.  Notwithstanding this variation, the contributors share a focus on enabling students to engage in negotiation and conflict analysis by teaching a set of core heuristics, to better understand interpersonal behavioral dynamics and learning certain interpersonal skills, and to practice negotiation and conflict analysis and develop negotiation skills through the use of role plays and simulations.  The contributors make different observations about the impact of students' personal knowledge and experiences on their ability to learn negotiation skills, and have developed different ways of incorporating student backgrounds in their approaches to negotiation training.  The development of more complex and student-tailored simulations is a necessary model for incorporating student knowledge and experience. 
------------------------------------------------------------------------------------------------------------

Frameworks, Cases, and Experiments: Bridging Theory with Practice

Daniel Druckman
Department of Public and International Affairs, George Mason University

Fairfax, VA 22030 USA and Australian Centre for Peace and Conflict Studies, University of Queensland, Brisbane, Australia (E-mail: dandruckman@ yahoo.com)
A theory-oriented approach to teaching and training about negotiation is discussed in this article. Following the flow of a course taught on several continents, I emphasize the value of conceptualizing about the negotiating experience. This is done with concepts, metaphors, frameworks, and research findings summarized in the form of a set of narratives. A series of exercises bring the concepts to life. These include the difference between negotiating values and interests, designing scenarios, and enacting the negotiating functions of analyst, strategist, and designer. Students are also given an opportunity to perform as negotiators and observers in a complex multi-issue negotiation involving security issues similar to those discussed recently between the U.S. and Iraq. They are provided with a research experience that entails coding selected peace agreements for distributive and procedural justice as well as for the durability of those agreements. Lessons learned are generated in de-briefings of the exercises. They are also discussed in a final class where students’ insights, gained from comparative case analyses, are organized by the framework introduced during earlier classes.   

Teaching International Business Negotiation: Reflections on Three Decades of Experience

Jeswald W. Salacuse
The Fletcher School of Law and Diplomacy, Tufts University, 160 Packard Avenue, Medford, MA 02155 USA  (Email: Jeswald.Salacuse@Tufts.edu)

The author has taught international business negotiation in a wide variety of university courses and executive training programs throughout the world during the last three decades. He has taught international business negotiation both as an end in itself and as a means to teach law, an approach that he calls “the law in the shadow of negotiation.” This article examines three fundamental dimensions of that experience: pedagogical goals, course content and teaching methods. His principal pedagogical goals in international business negotiation courses have been three-fold: better negotiation analysis,improved negotiation skills, increased international business knowledge. Depending on the time available, the content of his international business negotiation courses covers three broad areas: he fundamentals of conflict analysis and the negotiation process, basic themes in international negotiation, such as the importance of negotiation preparation and the management of internal negotiations,and the special obstacles faced in international business negotiation, such as cultural differences among the parties, the actual or potential role of governments in the negotiation process, and challenges to the stability of negotiated agreements. The author’s teaching relies heavily on experiential methods and materials, such as exercises, simulations and cases, although more didactic methods also have a role.
Negotiation Pedagogy: International Relations

I. William Zartman
School of Advanced International Studies, The Johns Hopkins University, 1740 Massachusetts Avenue NW, Washington DC 20036 USA.

(E-mail: zartman@jhu.edu)

Negotiation is less taught than might be expected in International Relations (IR) programs. Yet an upper-level university course is needed to address three audiences: future citizens, diplomats, and scholars. Since there is no single theory of negotiations, such a course needs to address the various conceptual approaches, grouped as Behavioral, Processual, Integrative, Structural, and Strategic. Conceptual presentations need to be supplemented with practitioners’ testimonies, simulations, and case studies, the latter using participants’ accounts as well as analyses. Games and a sample syllabus are presented.

Training the Warrior-Diplomat: Enhancing Negotiation and Conflict Management Skills through Experiential Learning

Ulrich Mans

The Hague Center for Strategic Studies / University of Amsterdam, Loudonstraat 53, 593RV The Hague, The Netherlands (Email: ulrichmans@hcss.nl and u.mans@uva.nl)

and

Gideon Shimshon

The Pax Ludens Foundation / Accenture, Zeestraat 100, 2518AD, The Hague, The Netherlands (Email: gshimshon@paxludens.org and gideon.shimshon@accenture.com)

and
Leonard Suransky

The Pax Ludens Foundation / Webster University, Zeestraat 100, 2518AD, The Hague, The Netherlands (Email: lsuransky@paxludens.org and Suransky@webster.nl)

Despite the wealth of experience among simulation scholars, there is still little consensus on how to link gaming attributes to specific learning objectives. This article aims to contribute to this discussion and argues that specific simulation design can lead to reaching pre-defined learning objectives. The authors present a teaching project developed and executed for the Netherlands Defense Academy, how it was set up in 2005, and the way it evolved over time. The authors discuss how the methodology fits into the academic debate on the strengths of experiential learning. The simulation methodology used is rooted in experiential learning and typically supports standard learning goals and styles. When dealing with a specific target group, it is possible to pinpoint one specific, overarching learning objective. This allows trainers to link each individual aspect of the simulation design to that particular learning goal and, in turn, provides a valuable framework to develop, run and evaluate simulation exercises. The authors discuss how two innovative elements in simulating gaming can help to make such an approach work: combining closed and open scenarios, and new communication software that allows for continuous supervision during the game. The conclusions discuss how students respond to the challenges during the game and what the data from debriefings tells us about the methodology’s learning appeal for a military target group. 

Negotiating Toward Peacemaking: Experience of the U.S. Institute of Peace

Michael Lekson and Pamela Aall
United States Institute of Peace, 1200 17th Street, NW, Washington, DC 20036 USA 
(Emails: mlekson@usip.org and paall@usip.org)
This article outlines the approach of the United States Institute of Peace (USIP) to training in negotiation and associated skills. USIP has provided such training for over a decade to a wide array of international practitioners, both those who are in some way directly engaged in, or at least affected by, a conflict, and international third parties from outside the conflict zone. USIP concentrates in its negotiation training on building an understanding of the negotiating environment as well as on building specific negotiation strategies. In addition to skill-building, the training programs focus on developing an understanding of the nature and dynamics of conflict and of the overlapping and interlocking nature of actors, issues, and interests in a conflict situation. The article points out five elements of content that must be included to ensure a successful program, providing illustrative examples from actual workshops. These elements include helping participants to establish effective relationships with negotiating counterparts; presenting basic concepts; acquiring and improving skills; practicing through simulations; and working together on how best to apply these skills to the real world conflicts with which they are dealing. The two case studies describe training programs for Serbian and Albanian leaders in Kosovo, and for Iraqi civil servants.

Case Study:

Teaching European Negotiations: The EU Chocolate Directive Simulation

Lionel Bobot 

NEGOCIA Business School (CCIP), 8, avenue de la Porte de Champerret, 75838 Paris cedex 17 France (Email: lbobot@advancia-negocia.fr)

and

Andreas Goergen

16, av de Flandre, esc B, F-75019 Paris, France (Email: andreas.goergen@siemens.com)
The European Union is probably the most complex political and institutional decision-making structure known to humankind. Nowadays, scholars increasingly agree that no single theory can explain all the mechanisms at work in the system of EU governance and decision-making at all levels in any satisfactory way. Even for trained experts and specialists, the complexity of the EU machinery is extremely difficult to grasp. The extensive academic debate in this area is an indicator for both the sophistication of the scholarly discussion and the uncertainty of those who are trying to understand and explain the European integration project. For students who are just learning about the field, trying to untangle that complexity is even more challenging. The difficult task for teachers and instructors is finding ways to introduce students to the institutional framework and the related legislative processes of EU decision-making, and thereby help to facilitate their understanding of the nature of the Union. The purpose of this study is to suggest an alternative teaching method. The simulation “EU Chocolate Directive,” can provide participants with the tools necessary to negotiate more effectively at the EU level.




