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Course Description and Objectives
International actors- states, non governmental actors, firms, and their representatives- often negotiate to settle their differences, to build new systems of interactions, and to renew trust.  This course is designed to provide the students with the essentials of the art and science of negotiation. The course will introduce basic components, concepts and contexts of international negotiation.  The nature of negotiation, power, strategies, and tactics, the impact of culture, multilateral negotiation will constitute some of the issue areas to be discussed.  Another goal  of the course is to  furnish students with practical skills of negotiation. The course will be conducted through lectures, participatory discussions,  hands-on negotiation games simulation exercises.
Course Material
We will be using most of the chapters from the following books:
Bercovitch J. and Rubin J.Z., (eds.)  (1992) Mediation in International Relations N.Y.: St. Martin’s Press.
Cohen R., (1997) Negotiating Across Cultures, Washington D.C.: USIP Press.
Druckman, D., (2008)  Negotiation,  in N. Young (ed.) International Encyclopedia of Peace. New York:  Oxford University Press. (e mail attachment)

Druckman, D., (2007) “Negotiating in the International Context”, in I.W. Zartman (ed.)Peacemaking in International Conflict, 2nd Edition. Washington, D.C.: U.S. Institute of        Peace. Press. (e mail attachment)

Dupont C. Faure G., (2002) The Process of Negotiation in in Kremenyuk B. A. International Negotiation: Analysis, Approaches, Issues, San Fransisco: Jossey- Bass. 39-64
Hopmann T. P., (1998) The Negotiation Process and the Resolution of International Conflicts, South California: University of South California Press
Kremenyuk  B. A., (2002)  The Emerging system of International Negotiation in Kremenyuk B. A. International Negotiation: Analysis, approaches, issues San Fransisco: Jossey- Bass, p. 22-38
Lewicki R. J., Bary B. and Saunders D. M., (2007) Essentials of Negotiation N.Y.: McGraw-Hill.
Pfetsch F. R., (2007) Negotiating Political Conflicts, N.Y: Palgrave.
Starkey B, Boyer A. M., Wilkenfeld J. (2005) Negotiating a Complex World: An Introduction to International Negotiation, MD: Rowman and Littlefield.
Walker A. R., (2004) Multilateral Conferences: Purposeful International Negotiation
Additional Readings:

Cohen R., (2001) Negotiating Across Cultures in  C. Crocker, O. Hampson, and P. Aall  Turbulent Peace, the challenges of international conflict Washington D.C.: USIP Press p. 469-481.
Kriesberg L., (1996) Varieties of Mediating Activities and Mediators in International Relations in Bercovitch J and Rubin J.Z. (eds.)   Mediation in International Relations N.Y.: St. Martin’s Press.
Hopmann T. P., (2001) Bargaining and Problem Solving: Two perspectives in international negotiation, in  C. Crocker, O. Hampson, and P. Aall  Turbulent Peace, the challenges of international conflict Washington D.C.: USIP Press p. 445-468 
Bercovitch, J.,(ed.) (1996) Resolving International Conflicts: The Theory and Practice of Mediation. Boulder, CO: Lynne Reinner Publishers. 
Touval S. and Zartman W. I., (2001) International Mediation in the Post-Cold War Era in C. Crocker, O. Hampson, and P. Aall  Turbulent Peace, the challenges of international conflict Washington D.C.: USIP Press p. 427-444.
Suggested readings:

Berton P., Kimura H. Zartman W. I., (1999) International Negotiation, N.Y.: St. Martin’s Press.
Ikle C. F., (1982) How Nations Negotiate, N.Y.: Harper and Row.
Kremenyuk B. A., (2002) International Negotiation: Analysis, Approaches, Issues
San Fransisco: Jossey- Bass.
Watkins M. and Resgrand S., (2001) Breakthrough International Negotiation, San Fransisco: Jossey-Bass.

Zartman W. I., (2008) Negotiation and Conflict Management, London: Routledge.
Course Grading and Requirements:
The following will constitute the final grade of the course.  
Participation and Index Card Questions: Attendance in all class and lab sessions, and informed participation. Also, please return a question each week about the readings of that week written on an index card…………………………………………….. (20%) 
Adopt a case: Students will select an international negotiation case, and present the case at the end of the course. ……………………………………………………… (30%)   
Midterm exam…………………………………………………………………………(30%)
Participation in Simulation Sessions and Reaction Paper:  We will be conducting a series simulated negotiation sessions, and you are expected to be present and actively participate in all sessions.  
 Based on your experience in the simulation games, you will be asked to write a 2 page paper in which you apply the course readings to the process and products of the simulated sessions.  Your paper should demonstrate both your ability to insightfully observe the dynamics of the sessions and your knowledge of the course readings……………………………………………………………………………….. (20%)
Weekly Reading and Assignment Schedule
Week1/ Sept  28   INTRODUCTION
Introduction, overview of the course content
  
--------------------------------------------------------------------------------------------------------------
Week 2/ Oct. 5  ~ will be away for a conference (the 2009 Berlin Roundtable on Diplomacy). We’ll have a make up class  in the following week.
 What is negotiation? The nature of negotiation.
 Components, concepts, context of international negotiation

Druckman, D. (2008)  Negotiation. 

Druckman, D. (2007) “Negotiating in the International Context.” 

Starkey  et. al (2005) chpt. 1, (1-30) and chpt. 3 (59-83)
Kremenyuk B. A, (2002) in Kremenyuk B. A chpt. 2 (22-38)
----------

The instruments of negotiation

Pfetsch (2007)  chpt. 5, (67-86) 
Pfetsch (2007) chpts. 1,2,3 (1-39)
----------------------------------------------------------------------------------------------------

NEGOTIATION PROCESS
Week 3 / Oct 12     

Strategy and tactics of traditional bargaining (distributive negotiations)  
Dupont C. Faure G. . (2002) in Kremenyuk B. A chpt. 3 (39-63)
Lewicki et. al (2007) chpt 2 (27-55)
Hopmann T. P. (2001) in  Crocker et. al chpt 27 (445-468) 
--------------------------------------------------------------------------------------------------------------
Week 4/ Oct. 19 Distributive negotiations (cont.)
 Lewicki et. al (2007) chpt 4,5 (85-132)
Role playing exercise

                                                                                                                     Case selection due

--------------------------------------------------------------------------------------------------------------
Week 5/ Oct. 26  

Strategy and tactics of problem solving negotiations (integrative negotiation)
 Pruitt G. D. (2002) in  Kremenyuk B. A chpt. 6 (85-96)
Lewicki et. al (2007) chpt 3 (58-83)
Lewicki et. al (2007) chpt 6 (135-147)
--------------------------------------------------------------------------------------------------------------
Week 6/ Nov 2                (integrative negotiations cont.)
 Lewicki et. al (2007) chpt 8,9  (167-2007)
Role playing exercise                
-----------------------------------------------------------------------------------------------------------

INFLUENCES ON NEGOTIATION
Week 7/Nov 9 The role of Power
    Lewicki et. al (2007) chpt 7 (149-164)
                        Pfetsch (2007) chpts. 6,7 (89-124)
Pfetsch (2007) chpts. 8,9 (125-138)
--------------------------------------------------------------------------------------------------------------
Week/  8 Nov 16  Context of international negotiation
Starkey  et. al (2005) chpt.2 (31-57)
Hopmann T. P. (1998) chpt. 11 (195-220)
--------------------------------------------------------------------------------------------------------------
Week 9/Nov. 23  The role of third parties
Pfetsch (2007) chpts. 10(141-158)
Bercovitch  and Rubin 1992 chpt. 1 “The Structure and Diversity of Mediation in International Relations” 
Kriesberg (1996) chpt. 10  “ Varieties of Mediating Activities and Mediators in International Relations” (219-234)
Touval S. and Zartman W. I. (2001) in  Crocker et. al chpt 26 (427-444).
          
                                                                                 
--------------------------------------------------------------------------------------------------------------
Nov 30 -No class,  Holiday ~Kurban Bayrami

----------------------------------------------------------------------------------------------------------

Week 10/ Dec7  Cross-cultural negotiations                                    Midterm exam
Cohen (1997) chpt. 3 (25-45)
Lewicki et. al (2007) chpt 11 (229-246)
Pfetsch (2007) chpts. 4 (42-63)
Cohen R. (2001) in  Crocker et. al chpt 28 (469-481).
--------------------------------------------------------------------------------------------------------------
Week 11 /Dec 14  Multilateral negotiations
December 24 Lewicki et. al (2007) chpt 10 (229-246)
Walker A. R. (2004) chpt.  2 (16-22), 6, 7, (87-126)
 Walker A. R. (2004) chpts.  8, (127-144) 11 (173-194)
                                                                                                                      Draft papers du
--------------------------------------------------------------------------------------------------------------
Week 12/ Dec 21  Multilateral negotiations (cont.)
December 31 Walker A. R. (2004) chpts.   12, 13 (195-227)                                                                                                                       
---------------------------------------------------------------------------------------------------------=--

Week 13 / Dec 28 OUTCOMES
Pfetsch (2007) chpts. 11-12 (159-187)
Walker A. R. (2004) chpt. 9 (145-158)
 Role playing exercise

--------------------------------------------------------------------------------------------------------------
Week 14/ Jan 4 Final wrap up.                                                                          Papers due                                                         
--------------------------------------------------------------------------------------------------------------
