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Foreword
by the Rector of the MGIMO University,

Member of the Russian Academy of Sciences
Anatoly V. Torkunov

Theory without practice and practice without theory is nothing.
Protagoras

Professional diplomatic training is acquiring an ever-increasing impor-
tance in the modern world. The tasks that diplomats are facing amid the 
formation of  the multipolar world order require complex knowledge and 
skills. MGIMO University is the centre of  the professional diplomatic 
training in the Russian Federation and has a long educational tradition in 
teaching in international negotiations, which refl ects classical approaches 
in this area, as well as current technological trends.

Teaching international negotiations is an important part of  the profes-
sional training of  diplomatic staff . Research and teaching in the fi eld of  
international negotiations at MGIMO has a long history. Back during the 
Cold War, the MGIMO Problem Research Laboratory of  the Ministry 
of  Foreign Aff airs of  the Soviet Union studied the negotiation process. 
Researcher working in the Laboratory identifi ed certain constants of  inter-
national negotiations – the main stages and other structural features of  the 
negotiation process. Research focused on negotiations technologies, which 
involve negotiation strategies as well as the advantages and limitations of  
various tactics. Another fi eld of  research was the analysis of  personal and 
national negotiating styles. In addition, MGIMO Laboratory was the fi rst 
to create a computer model of  the negotiation process in the CSCE back in 
the 1980s. The main results of  the research have been widely disseminated 
in the academic community.

However, negotiators face new tasks in the modern digital age: 
mastering big data; understanding the role of  data and artifi cial intelli-
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gence in the negotiation process; and assessing how digital technologies 
infl uence public opinion at various stages of  the negotiation process. 
Digital transformation breeds new forms of  diplomatic work, including 
the use of  social media in public diplomacy, the analysis of  data in the 
course of  foreign policy planning, etc.

Global and ubiquitous digitalization requires the formation of  new 
skills for diplomats and professional negotiators, which include knowing 
the basics of  negotiating technologies, understanding the nature of  the 
modern digital revolution and the ability to use digital technologies in 
diplomatic work. This textbook is aimed at the formation of  these profes-
sional skills.

Introduction

Research on international negotiation has a long history. However, 
the study of  confl icts, both in terms of  the number of  works and how long 
the issue has interested researchers, surpasses international negotiations 
research. In other words, the phenomenon of  confl icts initially attracted 
more research attention than confl ict resolution.

A surge in the study of  negotiations took place in the second half  of  
the 20th century, when the dramatic events of  the bipolar confrontation 
were fi nally resolved. The need to deal with a vast number of  local and 
regional confl icts, as well as issues of  international security and interna-
tional cooperation, stimulated the negotiation practice, and as a  result, 
spurred research in the fi eld of  negotiations. The second half  of  the 20th 
century is marked by a  signifi cant increase in multilateral negotiations 
within international organizations and unions, as well as conferences to 
solve international problems and ad hoc multilateral meetings. As a result, 
a special diplomatic practice was formed, termed conference diplomacy. In 
the second half  of  the 20th century, negotiations were actively used in trade 
and business relations, and in tackling social disputes.

In the 20th century, interest in negotiations research increased during 
periods of  detente and declined during periods of  increased tension 
in relations among superpowers. Studies of  international negotiations 
developed according to these fl uctuations in practice. However, in the 
1990s, the issue of  international negotiations fell into the shadows. There 
seem to be two reasons for this: fi rst, researchers made inroads into the 
analysis of  negotiations, new topics and, perhaps most importantly, new 
ideas did not appear; second, and this is apparently key, a kind of  euphoria 
from the pseudo ‘end of  history’ emerged, which made international 
negotiations ‘not particularly necessary.’ The situation has changed in the 
21st century. It became obvious that the contradictions had not disappeared 
and the confl icts had not ceased. At the same time, the world has entered 
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approaches to the study of  negotiations and transformation of  negotiation 
practice under the infl uence of  digitalization into account.

At the end of  the last century, M.M. Lebedeva identifi ed a number of  
constants of  negotiation activity, which were used in teaching the negoti-
ation process based on the theory of  the preeminent Russian psychol-
ogist Piotr Galperin. The study of  constants in negotiation is refl ected in 
a number of  books and articles, including textbooks. Guided by research 
into the study of  negotiations, as well as simulation games as a method-
ology for teaching negotiations, M.M. Lebedeva prepared a  textbook 
for bachelor and master’s students on the technology of  international 
negotiations.

Given the changes caused by the digital age, the task to develop 
new competencies among future negotiators is gaining importance. 
E.S. Zinovieva explored the main directions of  the transformation of  inter-
national negotiations under the infl uence of  digital technologies, as well as 
the new phenomenon of  digital public diplomacy in the context of  modern 
negotiation practice. In this context, the manual describes the advantages 
and limitations of  the use of  digital technologies in negotiations.

The textbook Technology of  International Negotiations in the Digital Age is 
aimed at providing students with an accurate understanding of  and profes-
sional skills in international negotiation practice in the new technological 
conditions.

Literature:
Galperin, P.Y. Introduction to Psychology. Moscow: Moscow University Press, 

1976.
Zinovieva, E.S. ‘Digital Diplomacy, International Security and Opportun-

ities for Russia.’ Security Index, no. 1 (2013): 213–228.
Lebedeva, M.M. ‘Some Psychological Aspects of  Conducting Simulation 

Games.’ Moscow State University Bulletin. Series 14. Psychology, no. 3 
(1980): 72–78.

Lebedeva, M .M. Technology of  International Negotiations. Moscow: Aspect 
Press, 2016.

Schwab, K. The Fourth Industrial Revolution. Moscow: Eksmo. 2016.
Kaufmann, J. Conference Diplomacy: An Introductory Analysis. Third revised 

edition. N.Y.: St. Martin's Press, 1996.
Manor, I. The Digitalization of  Public Diplomacy. London: Palgrave 

McMillan, 2019.

the Fourth Industrial Revolution, and one of  the most important trends in 
the new technological reality is digitalization.

Throughout history, technological innovations have always changed 
economic, social and political relationships. The beginning of  the 21st 
century is no exception. Modern society is undergoing a  stage of  large-
scale digital transformation, which has been accelerated by the COVID-19 
pandemic. Even such a  traditional and conservative fi eld of  activity as 
international diplomacy is undergoing digitalization. The practice of  
digital diplomacy, that is, the use of  information and communications 
technologies, primarily social networks, in diplomatic work and interna-
tional negotiations is becoming widespread.

The scale of  digitalization is unprecedented. At the end of  2021, 
approximately 66% of  the world’s population had access to the internet.* 
The popularity of  social networks soared during the pandemic – according 
to the Digital 2021 Report, 53.6% of  the world’s population, or 4.2 billion 
people, have an account on at least one social network, which is 13% more 
than in 2020. On average, people spend more time watching the news on 
social media than they do on television.**

The dynamics and trends in the use of  social media, in turn, determine 
the directions and tendencies of  diplomacy and international negotiations. 
Diplomats and employees of  international organizations cannot ignore the 
new digital reality and are expanding their presence on various internet 
platforms.

Today, diplomats run entire digital empires. Ambassadors to the UN use 
instant messengers to coordinate voting on various issues on the agenda 
of  the organization, and press attaches of  states to international organiza-
tions publish information about international agreements on their social 
media pages and use them to communicate with journalists.

In addition, in the era of  the COVID pandemic, international video 
conferencing, as well as the use of  collaborative text editing technologies, 
have become widespread, which are also transforming the established 
negotiation practice.

The current situation raises the need to develop new competencies 
among diplomats and professional negotiators, one that takes classical 

  *  Internet Usage and Population Statistics. Internet World Stats 2021. Usage and 
Population Statistics, https://www.internetworldstats.com/stats.htm.

**  Digital 2021: Global Overview Report. Datareportal. 2021, https://datareportal.com/
reports/digital-2021-global-overview-report.
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Section 1
International Negotiations: 

General Characteristics

Chapter 1
International Negotiations Research

1.1. Major aspects of the analysis 
of international negotiations

Negotiation is one of the oldest types of  human activity, which is 
aimed at solving problems in organizing cooperation or settling confl ict 
situations. Negotiations have a history as old as confl icts and wars, and 
have been used in practice long before the advent of  legal procedures. 
Of  course, in the modern world, international negotiation practice has 
become much more complicated, acquired various forms, expanded the 
range of  problems, etc. That said, negotiations continue to be a kind of  
‘bridge’ between two other types of  political activity identifi ed by David 
Held – confl ict and cooperation.1

Indeed, international confl icts, cooperation and negotiations are inter-
connected. ‘Struggle and cooperation are two sides of  the same coin, it 
is a dialectical community of  two opposite principles.’2 Each side of  this 
coin contains an element of  the other. Even in the harsh conditions of  
war, elements of  cooperation can appear – for example, the exchange of  
prisoners of  war. It was only in the 1960s that scholars noted the fact that, 
in international relations confl ict, is never ‘pure’ and implies that cooper-
ation is not possible. First, Anatol Rapoport showed that all international 
confl icts can be split in three types, refl ected in the title of  his book Fights, 
Games and Debates. Only ‘fi ghts,’ where opponents are divided by irrecon-
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cilable contradictions, are aimed at victory. Other types of  confl icts imply 
diff erent degrees of  cooperation.

Thomas Schelling, who was awarded the Nobel Memorial Prize in 
Economic Sciences in 2005 (shared with mathematician Robert Aumann) 
for research on confl icts, further limited the possibility of  confl icts with 
absolutely incompatible interests. He wrote that a  ‘pure’ confl ict ‘may 
arise in a war aimed at mutual destruction, although even in a war, it is 
unlikely.’3 Modern studies have promoted the understanding that interna-
tional confl icts are not ‘pure’ confl icts, but represent situations where the 
parties have mixed interests that simultaneously coincide and diverge.

In turn, there is always an element of  competition in cooperative 
relationships, when parties have to defend national interests, have diff er-
ences in approaches to assessing the international situation, and so on. 
In the 2000s, for example, serious disagreements arose within NATO 
regarding the invasion of  Iraq. And in 1992, friction between the United 
States and the European Union over trade and tariff s even led to talk of  
a ‘trade war,’ although, of  course, it was obvious that it would not come to 
a real war. There are many such examples. In the early 2020s, the trade and 
political confrontation between the United States and China has worsened, 
although this does not prevent the two countries from negotiating.

Negotiations are in a dialectical relationship with confl ict and cooper-
ation. In the history of  international relations, wars ended with peace 
negotiations, forceful pressure was often used as an incentive to start 
negotiations, and negotiations were undertaken to prevent or resolve 
confl icts, or, on the contrary, were conducted for tactical purposes in order 
to temporarily divert attention and further use military actions. At the 
same time, cooperation is unfeasible without negotiations. Many examples 
of  this kind can be seen in the medieval history of  Western Europe. It is 
through negotiations, as noted by Victor M. Sergeev, that parties build 
a foundation for joint activities in the future.4

Important

International negotiations are used to promote cooperation and resolve 
confl icts. They always contain elements of  both competition and cooper-
ation.

International negotiations are the object of  many sciences: world 
politics and international relations, the history of  international relations, 
international law, psychology, etc. Accordingly, research tasks are set diff er-

ently and various aspects of  international negotiations are studied. Within 
the framework of  world politics – understood as a scientifi c discipline that 
analyses international political activities of  state and non-state actors on 
the world stage, as well as the processes generated by this activity5 – inter-
national negotiations represent one of  the most important and widely 
used types of  such activity. Therefore, the study of  international negotia-
tions involves an analysis of  three groups of  issues: substantive aspects (the 
subject of  the negotiations, analysed by the scientifi c discipline History of  
International Relations); technological aspects (how they are conducted, 
analysed by the scientifi c discipline World Politics); and procedural aspects 
(the rules they follow, including international public law, the rules of  
decision-making, etc., which are analysed largely within the legal disci-
plines and is of  particular signifi cance in multilateral negotiations).

Important

In international negotiations, the following aspects should be distinguished:
1) substantive aspects (what the negotiations are about)
2) technological aspects (how they are conducted)
3) procedural aspects (the rules under which they are conducted).

Henry Kissinger once remarked that the way negotiations are conducted 
is almost as important as what they are about.6 There is a vast body of  
research on substantive aspects as well as on procedural issues. The same 
cannot be said about the technological side of  international negotia-
tions, which forms the basis of  practical activity. The present manual is 
dedicated to this particular aspect. However, it is impossible to ‘remove’ 
the technology of  negotiation from all negotiation activities. In this case, 
the general logic of  its construction is lost. Therefore, the emphasis of  this 
textbook is on the technological aspect of  negotiation, but other aspects 
are also aff ected. With this remark in mind, let us consider how the trend 
in the study of  international negotiations was formed.

1.2. Foreign studies of the international negotiations

Monuments of  philosophical and political thought of  the countries of  
the East, such as The Art of  War by Sun Tzu and Arthashastra by Chanakya, 
touch upon the issues of  negotiation, but they are not directly devoted to its 
understanding. The study of  international negotiations as an independent 
subject area originated in Western Europe.
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Attempts of  the fi rst approaches to the description of  the process 
of  international negotiations are associated with the names of  French 
authors: the 18th century diplomat François de Callières7 and the abbot 
Gabriel Bonnot de Mably.8 After two hundred years of  practically no work 
in this area, the attention of  researchers again turns to this issue in the fi rst 
half  of  the 20th century. Harold Nicolson’s works have become classics.9

Interesting

Harold Nicolson’s defi nition of  diplomacy through negotiations has 
become a classic.

‘Diplomacy is the management of  international relations by negoti-
ation; the method by which these relations are adjusted and managed by 
ambassadors and envoys; the business or art of  the diplomatist.’

Nicolson, H. Diplomacy. Moscow: OGIZ, 1941, 20.

In modern conditions, when relations between Russia and the countries 
of  the collective West are especially complex, it is important for future 
diplomats to understand the logic of  academic approaches to international 
negotiations that have developed in these countries. The scientifi c disci-
pline of  studying the negotiation process only started to take shape in the 
second half  of  the 20th century, mainly in the United States. Its formation 
dates back to the 1950s – early 1960s. It was during this period that not 
only international negotiations, but also trade negotiations, negotiations 
between entrepreneurs and trade unions, and other types of  negotiation 
began to be actively studied through comparative analysis, which allows 
us to identify the general patterns of  building negotiation activities. This 
research period is associated with such names as S. Siegel and L. Fureker; 
C. Osgood; A. Lol. In the 1950s and 1960s, the study of  the negotiation 
process was greatly infl uenced by the behaviourist paradigm, and the main 
problem was the analysis of  how negotiating behaviour should be struc-
tured so as to gain the maximum ‘benefi t’ from. At this time, many works 
appeared that attempted to identify the behavioural patterns of  the negoti-
ation process based on experimental game models. A lot of  empirical 
material was accumulated, but no signifi cant theoretical conclusions were 
made. This is no coincidence. The very raising of  the question of  winning 
the negotiations turned out to be unjustifi ed.

In the late 1970s and early 1980s, new trends emerged in the study of  
the process of  international negotiations. In many ways, these trends are 
due to events taking place on the world stage, primarily the processes 

of  detente in international tension and the strengthening of  European 
integration. As a result of  international developments, the focus of  negoti-
ation research has shifted to the development of  issues related to negoti-
ation as joint problem-solving with a partner. ‘Benefi t’ began to be considered 
to a  large extent from the point of  view of  mutual satisfaction of  the 
partners’ interests. One of  the fi rst such approaches to negotiations was 
proposed by Harvard University Economics Professor Howard Raiff a, who 
summarized his research in the book The Art and Science of  Negotiation.10

In 1972, the International Institute for Applied Systems Analysis was 
opened in Laxenburg near Vienna. The idea behind it was to provide 
a platform for scientists from diff erent countries, primarily from the Soviet 
Union and the United States (the two superpowers), to cooperate in the 
study of  global problems – the environment, energy, disease control, etc. 
Raiff a, was named its fi rst Director, thus determining the development of  
further negotiation issues. The Institute launched a project to study the 
processes of  international negotiation (PIN – Processes of  International 
Negotiation).

Taking Raiff a’s ideas as a basis, Harvard University Law School Professor 
Roger Fisher, in collaboration with William Ury, determined that the main 
aspect of  negotiations was to fi nd a joint solution to a problem, pointing 
out that the parties are guided by interests, and not by the way they formu-

Professor Howard Raiff a
http://www.iiasa.ac.at/docs/

history.html

Professor Roger Fisher
http://www.harvardsquarelibrary.org/

cfs/images/Fisher_Roger.jpg
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lated them in their positions. Fisher and Ury’s book Getting to Yes went 
through many editions, and was translated into more than 30 languages, 
including Russian under the title Negotiating Agreement Without Giving In.11 
Presented in a popular form in the book, the idea of  principled negotia-
tions became widely known in various countries.

Further studies by Robert Axelrod showed that in the conditions of  
constant (‘endless’) interaction of  participants, the orientation towards 
a one-time gain becomes meaningless.

At the same time, in the 1970s and 1980s, researchers became partic-
ularly interested in the structure of  the negotiation process, highlights 
various components of  it – stages, tactics, conditions for the fl ow of  activ-
ities, etc. At the same time, they turned to the practice of  real negotiations 
to a greater extent than in the previous period.12

On the whole, negotiation projects are being actively and successfully 
developed in various countries during this time, primarily in the United 
States. The study of  negotiations is facilitated by negotiation practice, 
which has intensifi ed signifi cantly since the late 1980s. It covers both the 
sphere of  international negotiations (political, commercial) and the sphere 
of  negotiations between trade unions and employers, the development of  
negotiation practice in everyday life. All this contributes to the fact that this 
period was called the ‘era of  negotiations.’

Important

Research on negotiation was in its heyday in the 1980s. It was at this time 
that the main results on negotiation technology were obtained.

The 1990s proved to be a rather controversial time for research in the 
fi eld of  negotiations, although it did bring a lot of  new things. After the end 
of  the Cold War, the expansion of  international cooperation, on the one 
hand, and the emergence of  many ethnic confl icts that required peaceful 
settlement, on the other, heightened interest in national negotiating styles.13 
The development of  negotiation topics led to research on international 
negotiations in various fi elds – the environment, economics, etc.14

The strengthening of  the role of  non-state actors on the world stage 
and the participation of  a  large number of  people who are not profes-
sional diplomats or politicians in confl ict resolution contributed to the 
strengthening of  unoffi  cial diplomacy, called ‘Track Two diplomacy,’ 
which, unlike traditional diplomacy (Track One diplomacy) was focused 

on the negotiation procedures of  unoffi  cial persons. Former US Ambas-
sador John McDonald, who worked in the Department of  State for over 
40 years and then took up teaching and research work, defi ned ‘track two’ 
diplomacy as a non-governmental, informational and unoffi  cial interaction 
between private citizens aimed at reducing tension and resolving confl ict 
by improving communication and understanding between the parties.15 
One of  McDonald’s most active adherents, Joseph Montville, has a similar 
understanding of  ‘track two’ diplomacy, as ‘unoffi  cial, informal interaction 
between members of  adversary groups or nations that aim to develop 
strategies, to infl uence public opinion, organize human and material 
resources in ways that might help resolve their confl ict.’16

Finally, in connection with the processes of  globalization and the need 
to solve global problems, multilateral negotiations – as well as negotiations 
at the highest level – are developing. And this is also refl ected in research.17

Interest in negotiations waned in the mid-1990s, when it became 
apparent that many badly managed confl icts had emerged, including on 
European territory, where they had previously seemed impossible. All 
this forced many researchers to switch their attention from negotiation 
problems to issues related to the prevention and resolution of  confl icts.

The fact that many confl icts of  the 1990s did not respond well to 
the negotiation method also had a negative impact on the development 
of  work on the study of  negotiations. Confl ict situations usually either 
escalated rather quickly and entered the stage of  open armed confron-
tation, or were ‘frozen,’ with the lingering risk that they could suddenly be 
resumed.

Another reason that prompted researchers from various countries 
to study confl icts was the change in their specifi cs. Confl icts essentially 
acquired an intrastate character in which other states, international organi-
zations and non-state actors were involved in the settlement process. This 
trend partly stimulated negotiation issues, forcing researchers to take 
a closer look at national styles of  negotiating, as well as the interaction 
between offi  cial and unoffi  cial representatives in negotiations.

Finally, at the beginning of  the 21st century, such problems as inter-
national terrorism, the manifestation of  US unilateralism in the interna-
tional arena, the growth of  nationalism, etc., began to displace research on 
negotiations.

The launch of  Russia’s Special Military Operation in Ukraine on 
February 24, 2022 marked the need for a restructuring of  Western-centric 
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institutions of  international security and global governance. The formation 
of  a new international order will take place through negotiations, and in 
this context, it is especially important to know the basics of  theory and 
history, the technology of  conducting international negotiations. 

1.3. Russian research of international negotiations

Russian studies of  negotiations have their own logic of  development. 
In the Soviet Union, the study of  negotiations was limited to the foreign 
policy sphere, since there were no negotiations within the country in the 
absence of  a market-driven economy and in the conditions of  a one-party 
political system. However, the Soviet Union had its own coordination 
procedures that require separate consideration.

The fi rst research on negotiations, which considered the process of  
conducting them in a  generalized form, and not just an analysis of  the 
position of  the parties (many such studies already existed), appeared in 
Russian in the fi rst half  of  the 20th century – translated works that were 
devoted to the problems of  diplomacy.18 International negotiations in 
them serve as the basis of  the method of  conducting interstate aff airs.

Important

The beginning of  the study of  negotiations in Russian science had its own 
specifi c features, in particular: they were limited to the international sphere 
and were concentrated in Moscow. These studies then formed the basis 
of  a broader analysis of  negotiations, including business negotiations and 
negotiations inside the country.

After the end of  the Second World War and the establishment of  the 
United Nations, research on the features of  multilateral negotiations, as 
well as negotiations in the framework of  international organizations 
started to appear in the Soviet Union. The focus of  these works was on 
procedural issues (the procedures for conducting multilateral negotiations 
and conferences, presiding over them, etc.).19 Later, procedural issues 
would be developed within the legal discipline.20

The détente of  international tensions in the 1970s stimulated the devel-
opment of  Russian research on international negotiations. Soviet scien-
tists analysed Western conceptual approaches to international relations 
in general, and to negotiations in particular, as well as the experience of  
research on negotiations.21

The next step was the formation of  a  ‘Russian school’ in the study 
of  international negotiations. Research was concentrated at MGIMO 
University, and later at the Institute for US and Canadian Studies of  the 
Academy of  Sciences of  the Soviet Union, and the Institute of  Scientifi c 
Information for Social Sciences of  the Russian Academy of  Sciences. The 
research was mainly carried out in Moscow, where were foreign policy 
structures interested in negotiation issues were located.

The Problem Research Laboratory at MGIMO, headed by Ivan Tyulin, 
published several collections containing in numerous articles on negoti-
ation issues.22 Two areas of  research were pursued. The fi rst direction 
involved studying the positions of  parties in negotiations and developing 
a computer model to assess them.23 These works were lauded by foreign 
authors, in particular the Swiss researcher Daniel Frei.24

Another area of  research developed at MGIMO is related to the analysis 
of  negotiation tactics. The negotiation process consists of  structural 
elements, such as the methods used to present one’s position, negotiation 
stages and tactics.25 A proposal was put forward to monitor the progress 
of  negotiations according to the structural elements used.26 This line 
of  negotiation research has also received high praise. For example, the 
American researcher P. Benett noted that Soviet research into the tactical 
methods of  negotiation is more advanced than that of  American scholars.27

At the Institute for US and Canadian Studies, V.A. Kremenyuk put 
forward the idea of  forming a  system of  international negotiations that 
combines formal and informal confl ict resolution procedures. It includes 
certain rules of  conduct focused on non-violence, the joint search for 
solutions, and cooperation.28

Professor Ivan Tulin
http://www.eurasia.msk.ru/img/pir/6_resize.jpg
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At the same time, during this period, the Soviet Union continued 
studying foreign experience in the analysis of  negotiations,29 as well as 
research into negotiations within the framework of  historical science.30

The end of  the 1980s and the beginning of  the 1990s in the Soviet 
Union was marked by the removal of  many restrictions that had previ-
ously existed: a departure from rigid Marxist dogma, an active interest in 
Western works in the fi eld of  the humanities, and so on. We can add the 
rapid development of  entrepreneurship in the country, which is unfeasible 
without negotiations, as well as the emergence of  open internal confl icts 
on ethnic and social grounds. The latter demanded that peaceful means for 
the settlement of  such confl icts be found. In the international realm, the 
new phase of  openness and detente also gave impetus to the development 
of  research into the phenomenon of  negotiations.

It was those researchers who had previously worked in the fi eld of  inter-
national relations who were the fi rst to respond to these practical demands 
in the study of  negotiations. Journals specializing in international issues, 
for example, International Aff airs, World Economy and International Relations 
and USA: Economics, Politics, Ideology published articles on the topic of  
negotiations, in which they made attempts to transfer the experience 
accumulated by Russian authors in the study of  international negotiations 
to a wider area.31 Articles by leading foreign scholars also started to appear 
in journals.32 A number of  books by foreign authors on negotiations were 
also translated.33

Studies of  international negotiations in the late 1980s and early 
1990s continue to dominate domestic science, despite the emergence 
of  other types of  negotiations in Russia. At the same time, the research 
potential laid down in previous periods is actively used. Researchers try to 
comprehend international negotiations in the broader context of  interstate 
relations, not limited to the purely technological framework for developing 
a particular position, as well as the strategies and tactics of  negotiating.34 
Emphasis is placed on the analysis of  world development trends and, in 
this regard, the specifi cs of  the negotiations. Russian authors actively 
participate in international negotiation projects. One work of  particular 
note is the widely known collective monograph edited by V.A. Kremenyuk 
International Negotiations: Analysis, Approaches, Problems.35

Finally, the publication of  monographs and manuals by Russian 
researchers on negotiations was an important step.36 The inclusion of  
a  course on negotiation in the curricula of  a  number of  universities 

turned research on negotiations not only into a scientifi c, but also into an 
academic discipline.

It seemed that the study of  the problems of  negotiations in Russia was 
gaining momentum, and that we should have expected rapid development 
in this area, similar to what happened in the United States. However, after 
the mid-1990s, there has been a  clear decline in interest in negotiation 
analysis in Russia, although there are many proposals for teaching the art 
of  negotiation on a commercial basis.37 Most of  these courses are held at 
a rather basic level. The same can be said about the literature on negoti-
ations, which in recent years has been replete with retellings of  other 
authors, compilations and outright plagiarism.

The foreign policy factor played an important role. After the collapse of  
the Soviet Union and the Warsaw Pact, the problem of  negotiations in the 
fi eld of  disarmament lost its urgency. Only recently have these issues been 
revisited. As a result, there was a certain decline in interest in the study of  
negotiations, which, perhaps, did not only aff ect the problem of  national 
negotiating styles. All this infl uenced the development of  Russian research 
in a new context, taking the multipolar nature of  the new world order into 
account. 

The foregoing, however, does not mean that interest in negotiations 
has long since passed its peak. On the contrary, many issues that are 
becoming more and more acute today do not have forceful solutions. Nor 
can they be resolved unilaterally. All this means that demand for negoti-
ations will increase sharply moving forward, and that it is thus necessary 
to learn how to conduct them now. Western countries cannot impose 
their own rules of  the game on the whole world, although such a trend 
can clearly be seen. Thus, despite the diffi  culties of  its development, the 
European Union pays great attention to negotiation mechanisms, and 
this, in turn, stimulates scientifi c research. European researchers have 
published a lot of  work analysing how the process of  agreeing on certain 
specifi c issues went.38 Interesting studies on international negotiations 
have also appeared in the countries of  Central Asia, most notably the 
works of  A.A. Fayzullaeva.39

Finally, the practice of  negotiating is developing and becoming more 
complex. What we are increasingly seeing today, in addition to multi-
lateral negotiations with the participation of  diff erent countries, is multi
-level negotiations, where, along with states, non-state actors – business 
structures, NGOs, etc. – are involved in the negotiation process. Examples 
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of  such negotiations are those on the regulation of  the internet, climate 
issues and many others.

All these facts give hope for the revival of  negotiation issues in scien-
tifi c research. At present, there are many applied, training and consulting 
centres, as well as research projects on negotiations around the world. It is, 
of  course, impossible to list even a small number of  them. Nevertheless, 
a  few leading centres should be named: the Program on Negotiation at 
Harvard Law School (Harvard Negotiation Project, Harvard Law School, 
United States), whose status as a leading centre is thanks mainly to Roger 
Fisher; the Negotiation Programme of  the International Institute for 
Applied Systems Analysis (Laxenburg, Austria), which unites the eff orts of  
scientists from diff erent countries in the analysis of  negotiations; and the 
Netherlands Institute of  International Relations Clingendael, known for 
its training programmes in international negotiations. In Russia, MGIMO 
University examines international negotiations, and the discipline is also 
being develop at Lomonosov Moscow State University and in a number of  
other universities and centres.

Negotiation is a  multidimensional and multifaceted activity. A  brief  
overview of  how the study of  negotiations in Russia and abroad developed 
gives us an idea of  the issues that are especially relevant for practice and 
when they emerged as such.

Questions for discussion:
1.  What is the link between international confl icts, cooperation and 

negotiations?
2.  What were the reasons for the formation of  the negotiations research 

discipline in the second half  of  the 20th century?
3.  What periods can be distinguished in foreign studies of  negotiations?
4.  How did Russian research on negotiations develop? How do they diff er 

from foreign studies?
5.  What is the current state of  and what are the prospects for the devel-

opment of  the practice of  international negotiations and research in 
this area?

Practical tasks:
1. Collective research projects

1) The contribution of  negotiation research to negotiation practice.
2)  Possible new research areas in international negotiations to improve 

the effi  ciency of  their conduct.

Methodological recommendations: groups three to four students should 
work on the project. The work is carried out by the group independently 
outside of  classroom hours. The main results are reported in the classroom 
in the form of  a presentation, followed by a group discussion.

2.  Project ‘Creation of  a Centre for International Negotiations’
Methodological recommendations: groups three to four students should 

work on the project. Their task is to justify the need form and main activ-
ities of, the scientifi c and practical Centre for International Negotiations. 
The students prepare a presentation of  the project and answer questions 
from the student audience.
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Chapter 2
International Negotiations as a Practice

International negotiations have always been considered the basis 
of  diplomacy, its main component, as well as the main mechanism for 
conducting international aff airs in general.

Speaking about the negotiation process, it is necessary to highlight 
those features that distinguish negotiations from other types of  activity 
and are specifi c to them, and in this case, not only in the sphere of  interna-
tional relations, but also in a broader sense. But for this, it is fi rst necessary 
to understand the conditions under which the parties enter into negotia-
tions, and the reasons for which negotiations are and can be used.

2.1. Conditions necessary for negotiations to start

Given the variety of  international negotiations and the wide range of  
parameters they encompass – the areas they aff ect (political, trade, etc.), 
the conditions under which the parties enter into negotiations, the number 
of  parties participating in them (bilateral or multilateral), the status of  
the negotiations (offi  cial or unoffi  cial), the level of  competence (experts, 
foreign ministers), etc. – their main task is to tackle a problem that cannot 
be solved unilaterally, or if  any unilateral solutions turn out to be more 
costly than joint ones. In the event of  a confl ict, unilateral actions involve 
various forms of  confrontation; in the event of  cooperation, they involve 
the search for another partner.

Roger Fisher and William Ury introduced the special term BATNA (Best 
Alternative To a Negotiated Agreement).40 The absence of  a BATNA is one 
of  the most important conditions for the start of  the negotiation process. 
Here it is necessary to emphasize the word ‘best,’ because, entering into 
negotiations on the settlement of  a  confl ict or cooperation, the partici-
pants still have alternatives to them. Therefore, in addition to the existing 
concept of  the best alternative, it is advisable to introduce one more thing: 
alternatives to a  negotiated solution. To make this concept comparable 
with the one proposed by Fisher and Ury, we will use the abbreviation 
ATNA (Alternatives To a Negotiated Agreement).

The absence of  BATNA is not enough for participants to abandon 
unilateral steps and move towards joint action. They still need to identify 
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an area where an agreement can be reached, an area of  overlapping 
interests of  the parties. At the same time, the parties, taking into account 
their interests, understand that they cannot be fully satisfi ed with the result 
of  the negotiations. Each party determines for itself  the boundaries of  
acceptable solutions, i.e. the terms to which it will eventually agree. To 
start negotiations, it is necessary that these zones of  acceptable decisions of  
the negotiators overlap. If  there is no overlap, then implementing BATNA 
will be more benefi cial. ‘Overlapping’ zones of  acceptable solutions forms 
a negotiation space.

If  negotiators defi ne the boundaries of  their acceptable solutions as 
shown in Figure 1, then this means that they do not have a negotiating 
space. In this case, negotiations can take place, for example, if  the parties 
incorrectly assess the balance of  interests between them. However, an 
agreement is unlikely to be reached. If  one side still manages to impose 
a decision, then, as P. Terrence Hopmann notes, it will not be perceived 
as ‘fair’ or ‘honest,’ since it lies in an area that is assessed by the other 
participant as less preferable compared to BATNA. As a  result, the 
solution will perform poorly.41 A similar assessment is given by Diana 
Panke42 and Sebastian Rosato,43 who distinguish the phase of  the negoti-
ations themselves and the phase of  the implementation of  decisions. In 
the case of  an imposed solution, obviously, there will be problems with 
implementation.

When the areas of  acceptable decisions overlap and there is thus space 
for negotiation (Fig. 2), agreements are more likely to be implemented, 
since they are perceived by the parties as mutually benefi cial.

It is necessary to note that we are talking about a balance of  interests, 
not values. Values are non-negotiable. Thus, Jean-Marie Guenno noted 
that the participants in the negotiations at the signing of  the Peace of  
Westphalia, which marked the end of  the Thirty Years’ War, were well 
aware that the world order they were forming could not be based on value 

Figure 1. Lack of
negotiation space

Figure 2. Presence of
negotiation space

orientations, in particular, religion. No concessions could be made on 
values.44 This is why the Westphalian system of  the world, the foundation 
of  which was laid in 1648 and in which we still live, was based on national 
interests, not values. They can be used to fi nd compromise solutions.

Sometimes the negotiation space is characterized as a bargaining space. 
Indeed, it is common for negotiators to ‘bargain’ over mutual concessions, 
trying to take the toughest possible position. However, the term is not 
very successful, because, as we will demonstrate below, there are various 
strategies in negotiations, including those where bargaining is practically 
reduced to zero. Therefore, the term ‘negotiation space’ is broader and 
more accurately describes the area of  possible agreement.

It is important to keep in mind that, like BATNA, the negotiation space 
is, fi rstly, not fi xed. It can change in the course of  the interaction of  partic-
ipants – it can appear, expand, narrow, concretize and even disappear. In 
the latter case, the parties will be forced to return to unilateral actions. 
Secondly, the negotiation space is also evaluated by the negotiators 
themselves (in this sense, the negotiation space, like BATNA, is a subjective 
category), so mistakes are possible in its defi nition, which, of  course, will 
aff ect the negotiation process itself.

The presence of  a  negotiating space in the absence of  BATNA is the 
basis for negotiating. Nevertheless, sometimes, the participants do not see 
the possibility of  solving problems through unilateral action and enter 
into negotiations, even if  there is no negotiating space, in the hope of  
determining its possible framework during the discussion. This discussion 
is preliminary. Its result could be either the start of  real negotiations, if  
a negotiating space is found, or a return to unilateral action. If  the parties 
have a better alternative should a negotiation space not be found, then, 
certainly, there is no need to develop it, since BATNA will be implemented.

Situations may also arise where there neither negotiating space nor 
BATNA. In this case, the parties develop options for both. In a confl ict, as 
a rule, the parties fi rst try to develop their own ATNAs and then search for 
the best among them, realizing that the mere fact of  entering into negoti-
ations will impose restrictions on them in achieving their maximum goals 
and in developing alternatives in the future.

In the lack of  BATNA, the parties begin to search for a negotiating space, 
while often continuing to search for the best alternative, i.e. they act in both 
directions at once: they look for opportunities for a  joint solution while 
at the same time taking unilateral steps. Negotiations and armed struggle 
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also go in hand in hand. As a result, the confl ict and its settlement acquire 
an undulating and often protracted character, accompanied by other forms 
of  activity, some of  which contribute to the search for peaceful solutions, 
others hinder them. This may be an appeal for support to international 
organizations, the purchase of  weapons, the use of  the media, and various 
kinds of  diplomatic steps. Participants in the confl ict test the possibility 
and eff ectiveness of  various options for themselves. As the situation 
evolves, one or more alternatives to negotiations may turn into a better 
alternative than a negotiated solution, i.e. in BATNA. In this case, negoti-
ations are interrupted, and the parties proceed to unilateral actions. They 
can return to negotiations at a later time, although these will already be 
diff erent negotiations under new conditions. This has happened more than 
once, for example, in confl icts on the territory of  the former Yugoslavia, 
as well as in many others. In this sense, the well-known expression ‘when 
guns speak, diplomats are silent’ is relative, as often they ‘talk simultane-
ously’ or ‘alternately.’

It is also common for participants to have both a  negotiation space 
and BATNA. This often happens during cooperation and means that, 
in principle, joint activities are possible, and both parties will benefi t. 
However, at least one of  the participants has a  better alternative  – for 
example, in terms of  cooperation, this may be another partner with whom 
cooperation would be more profi table.

Table 1 shows the dependence between the behavior of  a negotiator and 
the presence or absence of  a negotiating space. According to this Table, 
the absence of  BATNA is an indispensable condition for the negotiation 

Table 1

Behaviour of Participants Depending on Whether or Not They Have 
BATNA and Negotiation Space.

BATNA exists BATNA lack

Presence of a negotiating 
space

Implementation 
BATNA

Development of alterna-
tives in order to turn them 
into BATNA and search for 
a negotiation space

Absence of a negotiating 
space

Implementation of 
BATNA

Negotiations

process, and since negotiations involve at least two parties, this means that 
none of  them should have BATNA.

It is easy to note that the negotiations the participants enter into, 
depending on whether they have a  negotiation space and BATNA, are 
diff erent in essence, although outwardly they may look the same. For 
one, neither party has a best alternative and there is a negotiation space. 
And second, the participants develop alternatives and a negotiation space 
directly during the negotiations. In the fi rst case, the parties aim to fi nd 
a joint solution to the problem through negotiations. At the same time, it is 
necessary to emphasize the word joint solution, since with unilateral steps, 
the participants also tackle the problem or try to solve it, but in a diff erent 
way. In the second case, the focus on a joint solution is not so obvious. It is no 
coincidence that the French diplomat Jules Cambon noted that anyone who 
utters the word ‘negotiations’ at least partly implies that an agreement can 
be reached.45 But only partly, because, entering into negotiations, the parties 
to the confl ict do not yet assume any obligations regarding their successful 
completion. The start of  negotiations does not mean that the parties will be 
willing and eventually able to fi nd a mutually acceptable solution.

2.2. Functions of international negotiations

The focus on a joint solution to a given problem is the main function of  
negotiations. This is the main reason why negotiations are held. All other 
functions are not solely inherent in negotiations and can be implemented 
through other activities. It is the impossibility or complexity of  unilateral 
solutions that prompts the parties to enter into negotiations. At the same 
time, they may, to varying degrees, be interested in fi nding a  mutually 
acceptable solution. The American scholar and participant in many inter-
national forums J. Dean, proposed a classifi cation of  international negotia-
tions based on the degree of  interest in reaching an agreement. He divides 
negotiations into three groups. The fi rst includes negotiations in which 
a participant shows an indiff erent attitude towards reaching an agreement, 
or even seeks to prevent one. Such negotiations are conducted mainly in 
order to create the appearance of  negotiations, i.e. they lack the leading 
function of  negotiations – the search for a mutually acceptable solution. 
The second group includes negotiations in which the state strives to 
achieve positive results, but does not appear to be especially interested 
in this. Finally, the third group includes negotiations that are extremely 
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important for the participant. In other words, the main function of  negoti-
ations is realized to the fullest extent.46

An important clarifi cation in understanding just how interested the 
parties are in reaching an agreement is introduced by M.A. Khrustalev, 
who proposed distinguishing three types of  interest depending on their 
signifi cance: principal, main and secondary.47 Interest in negotiations will 
be diff erent in cases where principal interests coincide and secondary ones 
diverge, or when the secondary interests coincide and the principal ones 
diverge.

Important

Negotiations are multifunctional, but the main function of  negotiations 
consists in reaching a  joint solution to a given problem. An activity that 
lacks this function may look like a negotiation, but in fact it is not.

It should be noted here that the implementation of  the function 
of  a  ‘joint solution to a  given problem’ through negotiations does not 
necessarily mean its fi nal resolution. There are various options here. 
For example, parties that are in a  confl ict relationship grasp the danger 
posed by unilateral steps and enter into negotiations. But at this stage, for 
example, they do not see possible outcomes and understand that they are 
not ready for joint actions and decisions, or consider them unprofi table or 
premature, for example. The function of  such negotiations is to ‘freeze’ 
confl ict, and the negotiation process is seen as deterring unilateral actions 
by creating interdependence between the parties to the confl ict by the very 
fact of  their implementation.

International negotiations are always included in a  broader political 
context that goes beyond the immediate subject of  negotiations, and 
serve as a tool for solving a whole range of  domestic and foreign political 
tasks. Therefore, almost all international negotiations include additional 
functions in addition to the main function. In some cases, these additional 
functions are well aligned with their main purpose – to solve the problem 
together with the opposite side. In other cases, they clearly contradict their 
main function. This latter fact prompted Russian researcher and diplomat 
V.L. Israelian to introduce the term ‘anti-negotiations.’48

The most signifi cant and frequently implemented functions of  interna-
tional negotiations, in addition to the main function, are the following:

• information and communication
• regulation

• solution of  problems
• image function (propaganda).
The information and communication function is present in almost 

all negotiations. An exception may be negotiations that are held only to 
demonstrate negotiating activity. Khrustalev called such negotiations 
‘imitation.’49 However, the communication aspect is still present in them, 
although to a minimal extent.

The meaning of  the information and communication function is to 
learn about the opposite side’s point of  view, and to obtain information 
about their interests, concerns and approaches to solving the problem at 
hand, etc., before the parties enter into an agreement. Gilbert Winham 
attached great importance to this function in his research. He empha-
sizes that negotiations are a  process of  removing information uncer-
tainty through the gradual understanding of  each other's positions.50 This 
process is particularly intense at the beginning of  negotiations.

When the parties have an understanding of  the various approaches to 
solving the problem at hand, they are in a better position to come up with 
a fi nal solution and better implement the main function of  negotiations – 
the joint search for a solution to the problem.

However, we should also keep in mind that the information and 
communication function can be used to give false information, to mislead 
the opposite side. In this case, the solution of  the problem through negoti-
ations will most likely be blocked.

Occasionally, parties to a confl ict enter into negotiations with the sole 
purpose of  exchanging opinions and points of  view. Such negotiations are 
often considered by the parties as preliminary, and their function is purely 
informational. The results of  preliminary negotiations serve as the basis 
for developing positions and proposals for the next, main round. Prelim-
inary negotiations are not negotiations in the strict sense of  the word. 
Nevertheless, they can outline a certain approach to solving the problem. 
Therefore, if  such negotiations are considered in the context of  the general 
nature of  the relationship between the parties, then one should recognize 
their rather positive role in the search for a mutually acceptable solution by 
the parties.

Close to informational function is the communicative function, which 
involves establishing and maintaining ties and relations between partici-
pants in the confl ict. Its main tasks are to establish permanent channels 
of  communication, exchange points of  view and discuss approaches to 
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solving the problem. Both functions – informational and communicative – 
are as a rule implemented simultaneously and together not only in negotia-
tions, but also in other areas of  communication, which makes it impossible 
to distinguish between them and thus label them as a single information 
and communication function of  negotiations.

In recent years, the information and communication function has come 
to acquire an independent and especially important role. In this context, 
the System of  International Political Consultations could be a real alter-
native to the negotiation process. In particular, it should be noted that the 
System of  International Political Consultations is the basis for the activ-
ities of  the NATO–Russia Council formed in 2002. The main advantage 
of  political consultations over international negotiations is the ability of  
the participants of  the System of  International Political Consultations to 
infl uence the positions of  their opponents/supporters through the use of  
information infl uence in the consultation process.51

In 2021, Russia froze the work of  the diplomatic mission to NATO in 
response to NATO’s unfriendly actions against Russia. The formal reason 
was a  signifi cant reduction in the number of  Russian diplomats within 
the mission, which demonstrated a lack of  interest on the part of  NATO 
in an equal dialogue and joint work to de-escalate military and political 
tensions in Europe. The real reason for the rupture of  relations was 
NATO’s aggressive line towards Russia, which eff ectively created an image 
of  Russia as the ‘enemy,’ which is necessary to maintain internal unity in 
NATO. 

The next important function of  negotiations is regulatory, which is 
used to regulate, control and coordinate the actions of  the participants. 
This function is close to information and communication, though it has 
its own characteristics. First, it is often used if  there are already agree-
ments in place, and negotiations are under way on the implementation of  
previously reached decisions. Secondly, the regulatory function is used for 
control. If  a  truce has been established and peace talks have just begun, 
then the meaning of  control is to discuss controversial cases of  violations 
of  truce agreements. If  the parties to the confl ict have already reached 
agreements on peace, then subsequent negotiations can be used to clarify 
questions about compliance with these agreements.

The regulatory function also provides for the elaboration of  more 
general solutions for the purpose of  their specifi c implementation. The 
role of  negotiations where this function is to ‘fi ne-tune’ relations between 

the parties. If  the negotiations are multilateral, then a kind of  management 
of  the relations of  the participants takes place. Examples of  this include 
any negotiations that take place at regular intervals.

Finally, the regulatory function is used to prevent the situation from 
getting out of  control, especially at the most critical moments in the devel-
opment of  the relations of  the participants. In such cases, it is closely inter-
twined with information and communication function: the participants 
regulate their relations precisely by providing information to each other 
about their intentions.

Negotiations can be used by parties to resolve issues not related to the 
problem under discussion. This function of  negotiations is very common 
and manifests itself  in diff erent ways, but usually it is this kind of  negotia-
tions that form the fi rst type of  Dean’s classifi cation, when the parties have 
little interest in fi nding a  joint solution of  the problem. Participation in 
negotiations may be benefi cial to one side – as a demonstration of  a desire 
for peace, for example, in an in election campaign. In other cases, negoti-
ations are launched in order to infl uence the positions of  third parties, for 
example, to convince them to lift sanctions. Finally, a party may consider 
participation in negotiations useful in terms of  increasing its international 
prestige, granting it a certain political status, and so on.

Negotiations often act as a kind of  ‘camoufl age’ (a ‘distraction’), when 
in fact agreements are not needed at all, since completely diff erent tasks 
are on the agenda. "Camoufl age" negotiations are conducted only for 
the sake of  appearance. In this case, their functional purpose turns out 
to be far from the main one (the joint solution of  problems), and the 
negotiations cease to be negotiations in the purest sense of  the word. The 
party that uses the distraction function tries to disguise this fact in every 
possible way, at least outwardly. It may put forward proposals that are 
outwardly attractive, but absolutely impossible in terms of  their imple-
mentation. Israelyan refers to an example when in 1984 the United States 
introduced a draft treaty on the prohibition of  chemical weapons to the 
Conference on Disarmament, which contained a provision whereby inter-
national inspectors would be granted free access to any objects suspected 
of  violating the rules. But this provision only applied to state-owned 
enterprises, and not to private ones. Obviously, back then, all enterprises 
were owned by the state in the Soviet Union, and the proposal was thus 
unacceptable for Moscow. Incidentally, the US Department of  State 
initially spoke out against this project, precisely because it would not 
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be accepted. However, one of  its authors, former Assistant Secretary of  
Defense Richard Perle, insisted on it in order to prevent agreements and, 
ultimately, to avoid inspections in the United States. He admitted later 
that he proceeded from the fact that it would be impossible to reach an 
agreement on such a basis.52 There are many such examples of  the use of  
negotiations to divert attention, and this function was fully implemented 
by various states.

In its most obvious form, the ‘camoufl age’ function of  negotiations is 
often used to launch an armed off ensive. The point of  such negotiations 
is merely to hold them and perhaps even conclude agreements in order to 
gain time, ‘lull’ the attention of  the enemy, and, at the start of  hostilities, 
to be in a more advantageous position.

History also knows examples when negotiations began only in order 
to later blame the opposite party for their failure, accuse them of  being 
unwilling to solve problems through negotiations, and launch armed 
actions against it.

The image function (propaganda) of  negotiations is to actively infl uence 
public opinion in order to demonstrate their position to a wide audience, 
justify one’s actions, make claims against the other party, accuse the enemy 
of  illegal actions, attract new allies to their side, etc. In this sense, it can be 
considered as a derivative or concomitant of  the previous function.

The signifi cant role of  the media in the negotiations also contributes to 
the widespread dissemination of  false information and fake news, which 
also have an impact on the negotiation process. The Minister of  Foreign 
Aff airs of  the Russian Federation Sergey Lavrov has noted that provoc-
ative dramatizations aimed at infl uencing public opinion are an important 
instrument of  US foreign policy. In particular, the demonstration in 2003 
by UN Secretary of  State Colin Powell of  a test tube with white powder, 
which, according to him, contained anthrax spores produced in Iraq as 
a biological weapon. This became a pretext for the United States and its 
allies to launch the invasion of  Iraq in 2003. 

At present, with the widespread involvement of  the media, almost any 
negotiations have, to a greater or lesser extent, an image function. This 
function is used especially intensively at major international conferences 
with the extensive involvement of  the press. Participants usually try to 
resort to the image function of  negotiations as fully as possible. For these 
purposes, press conferences are convened, briefi ngs are held, press releases 
are issued, interviews are organized (including in electronic media), the 

possibilities of  the internet are used, etc. This activity is very important. 
For example, holding a  press conference immediately after successful 
negotiations, when the other party chooses to be ‘silent,’ may result in the 
general opinion that the success of  the negotiations were thanks to the fi rst 
party, despite the fact that the other party played an equally important, or 
perhaps even more signifi cant, role.

Interesting

The problem of  the openness of  international negotiations has been 
discussed rather intensively since the beginning of  the 20th century. While 
the 28th President of  the United States, Woodrow Wilson, saw a new stage 
in the development of  diplomacy in the openness of  negotiations, the 
famous American diplomat George F. Kennan, was very sceptical about 
such negotiations, pointing out that the open negotiations often leads 
to them being less eff ective. Later, the researchers William Zartman and 
Maureen Berman would express this scepticism very aphoristically, stating 
that the desire of  negotiation participants to address speeches to the masses 
pulls them rather to the windows than to each other. Consequently the 
positions of  the participants turn out to be ‘fettered’ by the expectations of  
the masses.53

In general, we should bear in mind that the degree of  openness of  
negotiations depends on many factors, and in each case should be assessed 
separately.

Another important point is that negotiations invariably involve the 
simultaneous implementation of  several functions, usually forming 
a  hierarchy in which one function is more important for one or more 
of  the participants in the negotiations, while the other is less important. 
Moreover, the hierarchies of  each participant may change in the course of  
the negotiation process. At the same time, the main function still remained 
the joint solution of  the problem. Other functions implement what Fred 
Iklé called ‘side eff ects.’54

2.3. Features of human activity in negotiation

Negotiations are a joint practical activity of  two or more participants 
amid the simultaneous coincidence and divergence of  interests of  the 
parties, mediated by communication and aimed at solving a  particular 
problem.
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Willem Mastenbroek writes: ‘The parties are interdependent. They 
need each other. Their interweaving of  interests connects.’55

Important

Negotiations always include a partial coincidence and a partial divergence 
of  interests of  the participants.

Negotiations take place if  the interests of  the parties partially coincide, 
and partially diverge. This is the most important condition of  the negoti-
ation process that authors typically pay attention to. In other situa-
tions  – when the interests of  the parties either coincidence or diverge 
completely – we are dealing with other types of  interaction between the 
participants, which are organized diff erently. When the interests of  the 
participants coincide completely and they agree on ways to achieve their 
goals, the parties move on to joint actions, to cooperation. Where interests 
diverge completely, there is competition, contest, struggle, confrontation 
and, fi nally, war. It is the coincidence of  interests that makes negotiations 
possible, and their divergence encourages the parties to negotiate.

The simultaneous coincidence and divergence of  interests of  the parties 
to negotiations makes negotiations a contradictory activity, since there are 
always some reasons to move either to competition or to cooperation with 
the partner. But as soon as this happens, the negotiations disappear, even if  
they retain their former name. In the event that an agreement is concluded 
based solely on a coincidence of  interests, negotiations are not expected at 
all, since in the absence of  disagreements, reaching an agreement becomes 
a formality.

Let us consider the issue of  the balance of  interests of  the participants 
in negotiations in more detail. Fig. 3 shows the partial coincidence and 
partial divergence of  interests that form a negotiation space.

Of  course, interests are not defi ned in the form of  a  rigidly defi ned 
‘circle.’ The boundaries of  this ‘circle’ actually turn out to be ‘blurred.’ In 
addition, the parties formulate their interests in a certain way and present 
them in a negotiating position to expand their space for concessions in the 
future. As a  result, the negotiating space narrows (shown by the dotted 
line in Fig. 3). In reality, it is quite diffi  cult to accurately determine the 
percentage and essence of  the coincidence of  interests. In fact, a signifi cant 
part of  the negotiation process is devoted to this, especially at the initial 
stages. In addition, in the course of  negotiations, the balance of  interests, 

or at least the assessment of  this balance by the participants, can change, so 
it would be more accurate to speak not just about the balance of  interests, 
but about the balance of  perceived interests.

It should be emphasized that, just as coinciding interests can be hetero-
geneous (principal, main, and secondary, according to the scheme outlined 
by M.A. Khrustalev), diff erent interests do not necessarily have to contradict 
each other. V.  Udalov identifi es mutually exclusive and non-overlapping 
interests. The presence of  mutually exclusive interests means that the parties 
want the same thing, for example, they claim the same territory. Non-over-
lapping interests are those when the realization of  the interests of  one of  the 
parties does not aff ect the other participant in any way, in other words, these 
interests of  the participants are neutral with respect to each other.

At the same time, it is important that all interests in the negotiations 
should be considered as a  whole. Thus, it is meaningless to talk about 
non-overlapping interests outside of  coinciding and mutually exclusive 
interests, since in this case the participants do not need to enter into any 
negotiations at all: each participant can promote non-overlapping interests 
alone. However, fi rst, globalization trends mean that there are fewer 
non-overlapping interests in general. Second (and this is fundamental 
for negotiations), it is possible to ‘connect’ non-overlapping interests 
to coinciding ones. The parties may agree on mutual assistance in satis-
fying these interests. For example, it turns out that a partner can do this 
at a  lower cost than a directly interested party. As a  result, according to 
V. Udalov, non-overlapping interests are transferred to the category of  
coinciding interests.56

Regardless of  which functions dominate the negotiations, there is 
nevertheless a convergence of  interests. Even if  in the future the negoti-
ations turn into anti-negotiations or quasi-negotiations, the participants 
are at least interested in seeing these negotiations take place. However, the 
very fact of  partial coincidence and partial divergence of  interests makes 
the negotiation process a contradictory activity.

Fig. 3. Balance of interests of the parties in the negotiations
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An important conclusion follows from the nature of  the balance of  
interests of  the participants in the negotiations: since the interests are inter-
twined, the only way one party can fully achieve its interests is if  the other 
party fully realizes its interests too. Otherwise, one or both of  the parties 
will take unilateral action. In this sense, we can talk about the interdepen-
dence of  the interests of  the negotiators. This phenomenon, in particular, 
is indicated by the Dutch author and specialist in the fi eld of  negotiation 
theory Willem Mastenbroek, who defi ned it as the most important feature 
of  the negotiation process.57

The next feature of  negotiating activity is that it is a  joint practical 
activity of  two or more participants. The statement seems obvious. It is 
unthinkable to negotiate alone. But it has a  number of  very important 
implications. First, it is the activity of  two subjects, each of  which has its 
own goals, interests, intentions, strategies, etc., i.e. activity in the system 
of  subject–subject, rather than subject–object relations. Insuffi  cient 
consideration of  the fact that the negotiating partner actively infl uences 
the situation and changes it in a direction that suits them leads, at the very 
least, to a decrease in their eff ectiveness.

Second, practical activity, as opposed to theoretical activity, means that 
the situation is constantly changing. In this sense, it imposes certain require-
ments on the participants in the negotiations: they have to quickly respond 
to a situation that is constantly changing; act in conditions of  insuffi  cient 
and incomplete information, often partly deliberately distorted by the 
opposite side; and cannot play ‘out of  turn,’ because any action, including 
the wrong one, will change the situation. Those involved directly in the 
talks pay special attention to these points, citing specifi c episodes from their 
practice. Once a ‘move’ is made, the situation has already changed, and any 
new actions will already take place in a new situation. At the same time, it is 
necessary to pay attention to how the partner perceives the steps you have 
taken, how they assess them, and what move they will make in response.

This is how A. Kovalev describes it in the book A to Z of  Diplomacy: 
practical Activities at Negotiations: ‘Meetings today, meetings tomorrow. 
More conversations and meetings. You need to take a position on them, 
express appropriate considerations. You will have to speak during the 
meeting, without a  text drawn up in advance. All you have to do is ask 
the chairperson to speak, press the green button and express the delega-
tion’s opinion into the microphone: agreement, semi-agreement, reser-
vations, doubts, objections. Of  course, this should be done in a reasoned, 

correct way. And these statements are simultaneously translated into other 
working languages. Other delegations listen to them, respond to them. 
And again it is necessary […] to fi nd additional arguments and justifi ca-
tions, to parry the statements of  opponents, to make proposals.’58

Third, the decision made by the participants in the negotiations is always 
a joint decision in the sense that it implies the consent of  both parties, even if  
one of  the participants believes that the decision is unfair, more benefi cial to 
the partner, etc. Thus, it is not only the interests of  the parties that are inter-
dependent – their activities and the outcome of  the negotiations are too.

The principle of  the equality of  partners in negotiations follows from 
the interdependence of  the participants and their joint decision-making. 
Equality of  the participants does not mean that the positions of  the parties 
in the negotiations are equal. To be objective, the position of  one of  the 
parties can be much stronger, although one should not forget the fact 
that negotiators prefer joint activities to unilateral decisions, as well as 
their interdependence, which is due to the overlapping of  their interests. 
Equality implies equal or identical rights of  the participants to agree or 
reject a given proposal, to proceed to unilateral actions, in other words, 
equal rights to the negotiations themselves.

Finally, the last feature of  the negotiating activity is that this process is 
heterogeneous and consists of  several stages that diff er in the tasks that the 
negotiator solves. Moreover, each of  the stages has its own characteristics, 
and at the same time, it is a  single process in the sense that any of  the 
stages cannot be considered independently, regardless of  the others.

Many researchers point to the staging of  the negotiation process. For 
example, the Canadian author Gilbert Winham identifi es three stages in 
negotiations:

1) searching for a problem that can be solved;
2) developing a programme of  action;
3) reaching an agreement.59

American researcher Michael Blaker describes three stages of  negoti-
ations. The fi rst stage is related to the preparations for negotiations, the 
main task of  which is to make the situation negotiable, i.e., to bring such 
issues for discussion and formulate a position on them in such a way that 
facilitates further discussion. The second involves negotiations, the third 
implies the achievement of  agreements.60

The works of  other authors also note the presence of  stages in the 
negotiation process, in particular, William Zartman, Dean Pruitt, Jeff rey 
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Rubin, Diana Panke, Sebastian Rosato and others. Summarizing the stages 
of  negotiation given by various researchers, we can single out the following:

1.  Preparation for negotiations (the pre-negotiation stage);
2.  Conducting the negotiations and reaching agreements, if  the negoti-

ations ended with the signing of  agreements (the interaction stage);
3.  Analysis of  the results of  negotiations and implementation of  the 

reached agreements (the implementation stage).
The selection of  these stages is primarily due to diff erences in the nature 

of  activities at each of  them, the tasks and type of  interaction between the 
participants in the negotiations, i.e. whether they act mainly within their 
delegation, their country (the fi rst and last stages), or jointly with a partner 
(the interaction stage).

2.4. Approaches to the classification 
of international negotiations

International negotiations can be categorized based on various criteria. 
Traditionally, it is done according to the area in which international negoti-
ations take place. International negotiations are thus typically divided into 
various categories: political, diplomatic, trade, etc. Negotiations also diff er 
in terms of  the issues they address. For example, we can single out negoti-
ations on disarmament, the environment, trade and tariff s, etc. From the 
point of  view of  how negotiations are conducted, such a  classifi cation 
does not give us much. The technology of  negotiating is not particularly 
dependent on the subject area and the nature of  the negotiations. At the 
same time, the classifi cation of  negotiations by procedural parameters can 
be useful. There are several such parameters. Moreover, as the negotiation 
practice develops, the variability of  the process of  conducting international 
negotiations expands. For example, relatively recently, from the point of  
view of  a  historical scale, regular meetings of  the heads of  the world's 
leading states (for example, negotiations within the G20), or multi-level 
negotiations, when non-state participants take part in them along with 
states, have been introduced into practice.

Currently, among the most signifi cant procedural parameters of  inter-
national negotiations, the following stand out:

•  the level at which they are conducted their management (expert, 
heads of  state, etc.)

•  the number of  parties involved in the negotiation process (bilateral or 
multilateral)

•  who represent the parties in the negotiations (negotiations are 
conducted between states, between state and non-state actors, 
between non-state actors)

•  how homogeneous the negotiators are in terms of  belonging to the 
state (single-level and multi-level negotiations)

•  the nature of  the interaction between the participants (direct negotia-
tions or conducted with the help of  third parties)

• the frequency of  meetings of  participants (one-time or regular)
• the nature of  the negotiations (formal or informal negotiations).
Obviously, the parameters listed above are independent of  each other. 

For example, G20 talks are simultaneously talks between heads of  state, 
multilateral talks, direct talks, regular talks and offi  cial talks. At the same 
time, informal meetings on a  bilateral and multilateral basis are also 
possible within the framework of  these meetings, which makes the negoti-
ating mechanism very fl exible.

It should be noted that regular negotiations, as well as multilateral 
negotiations, are widely used in modern international practice. However, 
though multilateral negotiations have been studied quite extensively, 
research on regular negotiations that examine the features of  their conduct 
is far less common. This is explained by the fact that, after the Second 
World War, the number of  multilateral forums increased signifi cantly, 
which, according to Israelyan, is related to the increase of  states on the 
world stage in the second half  of  the 20th century as well as to the strength-
ening of  interdependence and interconnectedness of  modern international 
problems and to the fact that they have acquired a global character.61

Resuming negotiations, relatively little studied from a procedural point 
of  view compared to multilateral negotiations, make the negotiation 
process virtually permanent, strengthening agreements that have already 
been reached with new ones.

Finally, multi-level negotiations, which involve representatives of  state 
structures, as well as other actors (TNCs, NGOs, etc.), which gained 
popularity at the end of  the 20th century, have received little attention 
from scholars. Such negotiations are increasingly being used to fi nd 
solutions to complex global problems that aff ect the interests of  various 
actors. Examples of  multi-level negotiations are environmental forums, in 
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particular, the World Summit on Sustainable Development, which took 
place in Johannesburg in 2002, or the World Summit on the Information 
Society (fi rst phase – Geneva, 2003; second phase – Tunisia, 2005).

Created at the initiative of  Russia at the United Nations General 
Assembly First Committee (which deals with security and disarmament 
issues), the Open-Ended Working Group on International Information 
Security refl ects Russia’s approach to multi-level negotiations: it is 
important to take the opinion of  all interested parties –states and non-state 
actors – into account, but states must take a leading and coordinating role 
in such negotiations. This is because states make decisions and have legal 
personality under public international law to sign international agree-
ments, while non-state actors should be endowed with advisory functions. 

Such negotiations are characterized by the fact that the interests of  
the participants are very intricately intertwined, so the coordination takes 
place immediately on many aspects. All this makes such negotiations very 
diffi  cult in terms of  fi nding mutually acceptable solutions. However, if  
such solutions are found, the probability of  their implementation is high: 
the parties, as a rule, tend to follow them, because otherwise, the so-called 
‘domino eff ect’ is triggered, implying that the withdrawal of  one partic-
ipant from the agreements destroys their entire structure.

The negotiation process also depends on the goals set by their partici-
pants. Fred Iklé proposed a classifi cation of  international negotiations, in 
which he identifi es:

•  Negotiations aimed at the continuation of  existing agreements, or 
the extension of  previously reached agreements (e.g., the extension 
of  tariff  agreements). An important characteristic of  these negoti-
ations is the presence of  previous agreements, and typically result 
in a confi rmation of  the status quo, or small, minor changes in the 
relations of  the parties.

•  Negotiations with a  view to normalizing relations. These negoti-
ations involve a  transition from confrontation to the establishment 
of  normal relations. These include, above all, negotiations between 
confl icting countries on a ceasefi re. However, such negotiations also 
exist in the fi eld of  social, economic and other relations.

•  Negotiations to reach a  redistributive agreement. The meaning 
of  such negotiations is that one of  the parties, taking an off ensive 
position, requires changes to be made for its benefi t at the expense of  
the other parties.

•  Negotiations in order to reach a new agreement. These negotiations 
are aimed at establishing new relationships and obligations between 
the parties involved.

•  Negotiations focused on getting additional benefi ts that are not 
refl ected in the agreements (if  an agreement has been reached). Such 
‘side’ results may include establishing contacts, identifying the points 
of  view of  partners, infl uencing public opinion, and others  – for 
example, the implementation of  other negotiation functions that are 
not directly related to the problem under discussion.62

International negotiations aimed at normalizing relations will likely 
diff er from negotiations directed towards continuing existing agreements. 
In the fi rst case, negotiations are likely to be more complex and tough, and 
they might well require mediators; in the second case, if  both parties are 
satisfi ed with the existing agreement and do wish to change it, the negoti-
ations will be symbolic.

Finally, another classifi cation that is signifi cant for the negotiation 
process is based on how the interests of  the participants are set, and the 
nature of  relations in which they are conducted: confl ict or cooperation. In 
other words, whether the negotiations are aimed at resolving confl ict and 
crisis situations, or whether the parties are entering into negotiations to 
organize joint activities in the future. This, in turn, is determined, fi rst of  
all, by the structure of  the interests of  the parties (the extent to which they 
coincide or diverge and in what ways). Of  course, negotiations within the 
framework of  cooperation do not exclude so called ‘competition within 
the framework of  cooperation.’

Confl ict negotiation is more often described as a zero-sum matrix game 
in which the participants share the object of  dispute. Collaborative negoti-
ations assume that the parties are creating something new, i.e., it is not 
about how to ‘split the cake,’ but rather about how to ‘bake it.’ However, 
just because a  situation may seem like a  zero-sum game, this does not 
mean that it is always the case. To illustrate this point, Roger Fisher and 
William Ury give a somewhat playful example of  a dispute between two 
sisters about how to share an orange. Each seeks out arguments justifying 
why she should get, if  not the whole orange, then at least most of  it. In 
the end, they decide to split the orange in half. The decision seems to be 
fair. However, it turns out that one sister wanted to eat it, while the other 
needed only a peel from it to make a cake.63 At fi rst glance, this example 
may seem rather simplistic. And yet, paradoxically, it is a good illustration 
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of  what happens in real life: the situation is formulated as a  zero-sum 
game, but in reality, it is not.

In addition to the fact that in a  situation of  cooperation, the negoti-
ators produce a new product, and in a situation of  confl ict they share the 
existing one, there are at least two more points that determine the nature 
of  negotiations. First, since in crisis and confl ict situations, armed actions 
are, as a rule, an alternative to negotiations in international relations, this 
imposes a  special responsibility on the participants in negotiations for 
the decisions they make. Secondly, in times of  crisis and confl ict, when 
communication channels are not established or work poorly, the parties 
sometimes have to resort to the services of  mediators, holding informal 
meetings and adopting other measures.

Considering that international negotiations are classifi ed depending on 
the relations between the participants, it should be emphasized that, since 
these relations are not set in stone, one type of  negotiation can be changed 
to another. For example, negotiations initiated within the framework 
of  cooperation can develop into negotiations between the confl icting 
parties, if  one of  the participants fails to fulfi l its preliminary obligations. 
Conversely, negotiations to resolve confl icts can give rise to further negoti-
ations within the framework of  cooperation.

Questions for discussion:
1.  Under what conditions are negotiations more benefi cial than unilateral 

action?
2.  How and by what means can you strengthen your BATNA in negotia-

tions, and should you do it?
3.  What are the possible results of  participants having greater negotiating 

space?
4.  What does the multifunctionality of  negotiations mean?
5.  Should all international negotiations be accompanied by image support?
6.  What does the classifi cation of  international negotiations off er us in 

terms of  understanding the process of  their conduct?

Practical tasks:
Select any current or past example of  international negotiations. Analyse 
the BATNA of  their parties and their negotiation space. What advice can 
you give to the negotiators?

Methodological recommendations: divide the group into subgroups of  
three to four people. The groups analyse the same examples outside of  
class. During the lesson, the groups take turns to report on the results 
obtained. The work of  the groups is analysed and compared.

Main literature:
1. Lebedeva, M.M. ‘The Process of  International Negotiations.’ In World 

Politics: Theory And Practice, edited by I.G. Tyulina. 18–28. Moscow: 
MGIMO, 1997.

2. Mastenbroek, W. Negotiations. Kaluga: Kaluga Institute of  Sociology, 
1993.

3. Fisher, R., and W. Ury. Getting to Yes: Negotiating Agreement Without 
Giving In. Boston: Houghton Miffl  in, 1981.

Additional literature:
1. Kovalev, A.G. A to Z of  Diplomacy. 5th ed., revised and amended. 

Moscow: International Relations, 1977.
2. Nicolson, G. Diplomacy. Moscow: OGIZ, 1941.
3. Iklé, F.C. How Nations Negotiate. N.Y.: Harper & Row, 1976.
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Chapter 3
Communication During 

International Negotiations

3.1. The importance of communication

Communication is an integral part of  international negotiations. Roger 
Fischer and William  Ury defi ne communication as one of  the seven 
elements of  the negotiation process, noting that there are no negotiations 
without communication. And negotiation is a process of  communication 
to reach a joint solution.

This understanding of  international negotiations is shared by Janice 
Stein, who notes that the essence of  international negotiations lies in 
communication The Swedish researcher Christer Jö nsson devotes an entire 
monograph to the communicative aspect of  international negotiations.64

It is through communication, through a  discussion of  the problem, 
that negotiators look for eff ective, mutually acceptable solutions, as John 
Burton writes, when they are preceded by preliminary interaction of  the 
parties aimed at fi nding such solutions.65

Interesting

‘One of  the great secrets of  diplomacy is to sift the real from the trivial, and 
so to speak, to distil drop by drop into the minds of  your competitors those 
causes and arguments which you wish them to adopt.’66

It is important to keep in mind that what distinguishes negotiations 
from other types of  communication is the presence of  a  problem that 
needs to be solved by joint eff orts. If  this is not the case, then communi-
cation is reduced to discussions, consultations, and talks.

Communication opens up wide opportunities for negotiators. It allows 
them not only to better understand the essence of  the problem at hand, 
but also to go beyond it – to discuss a wider range of  issues. However, this 
is only possible if  communication at the negotiations is built on the basis 
of  dialogue. Obviously, the negotiation process does not always involve 
a  dialogue, and the mutual development of  the parties is by no means 
an obligatory characteristic of  negotiations. But, if  this still succeeds, 

negotiations become one of  the most constructive elements of  political 
development.

It is necessary to distinguish so-called ‘silent bargaining’ from negoti-
ations. Silent bargaining is marked by the use of  various kinds of  signals. 
With their help, participants make their intentions clear to one another. 
The nature of  such signals can be completely diff erent. For example, one 
of  the participants in a confl ict may reduce the level of  confrontational 
rhetoric in offi  cial speeches or in the media. This is a signal that opens the 
way to dialogue. It does not matter whether or not the participants have 
direct or indirect channels of  communication. For example, such channels 
existed between the United States and the Soviet Union in October 1973. 
However, the Soviet Union chose to ‘send a signal’ indicating that it would 
not be a direct participant in the Syria–Egypt confl ict by withdrawing its 
personnel from these countries. Participants in the ‘silent conversation’ 
choose this as the path of  least risk and with the least obligations, as it is 
always possible to say that the signals had been misunderstood.

Not only does communication in the course of  the joint work lead 
to a solution of  a specifi c problem, but it also allows the parties to gain 
a deeper understanding of  each other. In this sense, the process of  negotia-
tions to a large extent shapes their participants, changing their perceptions 
about the subject of  the negotiations, and about each other. As K. Jonsson 
writes, the participants in international negotiations create a  kind of  
unifi ed ‘culture,’ as a  result of  which it is sometimes easier for them to 
understand each other than their own governments.67

Roger Fischer also pays attention to this phenomenon, seeing its origins 
in the fact that negotiators have to play a dual role: on the one hand, they 
have to defend the interests of  the state they represent, while on the other, 
they need to act as intermediaries between their own government and the 
government of  another state.68

This phenomenon was analysed in detail by Robert Putnam, who 
showed that participants in international negotiations actually negotiate 
at two levels: with a partner and with their own government.69 It is this 
dialogue that makes it possible to reach a mutually acceptable solution in 
seemingly completely hopeless situations. An important point is contained 
here, one which was developed in the works of  Mikhail Bakhtin. Bakhtin 
stated that it is only in the process of  communication, built on the 
principle of  dialogue, that the real development of  subjects take place.70 
Hence, the communicative and informational function of  negotiations can 
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become more important than simply ensuring the search for a mutually 
acceptable solution, specifi cally when it comes to generating a new vision 
of  the situation, a new level of  relations between the participants, etc. It is 
no coincidence that talks sometimes touch upon issues that go beyond the 
scope of  the existing agenda. At the same time, it is obvious that it is not 
always possible to build a negotiation process on the principle of  dialogue. 
Therefore, the mutual development of  the parties is not at all a mandatory 
characteristic of  the negotiations, but the opportunity is always there.

Communication in negotiations can be direct or it can be mediated 
by a  third party. Direct communication in negotiations is characteristic 
of  most international negotiations. It acquires special signifi cance in cases 
where negotiations are conducted at the highest level. At such meetings, 
it is possible to quickly obtain the necessary information ‘fi rst hand,’ so 
the information and communication function of  negotiations is particu-
larly important for them. Moreover, a prompt exchange of  views on the 
widest range of  problems that often go beyond the initial agenda makes 
it possible to link various issues that cannot be linked at negotiations at 
other levels, since the nature of  the issues discussed there is more strictly 
limited.

Important

In an acute confl ict, direct communication between the participants can 
lead to an aggravation of  the situation, so it is mediated by a third party.

At the same time, there are situations when direct communication 
between participants is inappropriate. These are, fi rst of  all, negotiations 
that are necessary to resolve acute confl icts and crisis situations. In these 
cases, all or almost all channels through which information can be trans-
ferred from one side to the other, as a rule, are interrupted. Consequently, 
the participants do not have the opportunity to discuss the problem. But 
this is not even the point. The parties in a situation of  acute confl ict have 
a distorted perception of  events. This leads to strong emotional reactions 
and irrationality when discussing the problem.

According to research by American authors Robert Kraus and Moran 
Deutsch, direct communication in negotiations can be used by partici-
pants to level accusations and threats at one another, often accompanied 
by strong emotional reactions. All this will only contribute to the intensifi -
cation of  the confl ict or crisis. In addition, it is direct communication that 

can give rise to a situation where the information provided by the opposite 
side may be unreliable and inaccurate.71

In the event of  an acute confl ict, communication through an interme-
diary who helps to establish communication by ‘mitigating’ the negative 
eff ects of  stereotypes, is more eff ective. In addition, communication 
through an intermediary allows the leaders of  the confl icting parties to 
‘save face,’ that is, to make sure that the peaceful end of  the confl ict does 
not look like a defeat or a sign of  weakness for any of  the parties.

A good example of  such mediated communication is the diplomatic 
activity of  Algeria during the confl ict between the United States and Iran 
following the capture of  US Embassy employees in Tehran in 1979. The 
American researcher Rada Slim described this situation in detail.72 She 
showed that, passing messages from one side to the other, the Algerian 
delegation was forced to shuttle between Tehran and Washington. The 
emotional component of  the messages was very strong, especially from 
the Iranian side. Under these conditions, the Algerians acted as a kind of  
‘cooling screen’ between the two parties to the confl ict.

One of  the serious problems that Algeria faced in mediating between 
the United States and Iran was the diff erence in the political cultures of  the 
two countries, which also interfered with direct dialogue. As one member 
of  the Algerian delegation later noted, the mediation was more like 
a seminar. In Tehran, they had to explain the specifi cs of  American legis-
lation, the political and banking systems (Iran demanded the unfreezing of  
all Iranian accounts in the United States), and in Washington, they had to 
explain the specifi cs of  Iran’s political culture.

The Algerians managed to switch the discussion from general issues, 
covering the 15-year period of  Iranian–American relations, directly to 
the issue of  releasing the hostages. At the same time, it was extremely 
important for the participants in the confl ict to ‘save face,’ something 
that especially worried Iran, which could not allow concessions to ‘Satan.’ 
This would greatly damage the image of  the Iranian leaders in the eyes 
of  the Iranian people. For the American side, it was unacceptable that the 
agreement might look like a ransom had been paid for the release of  the 
hostages. They fi rmly insisted that the behaviour of  the Iranians was illegal 
and violated all international norms. The Algerians were well aware of  
the concerns of  each side. As a result, the fi nal agreement took the form 
of  a declaration, which was presented by the Government of  Algeria and 
which both parties undertook to follow.73
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3.2. Non-verbal means of 
communication in negotiations

Non-verbal components include gestures, facial expressions, vocal 
intonation, the distance at which the participants in the conversation are 
sat from each other, etc. It is the most important part of  business commu-
nication, including the negotiation themselves. Edward T. Hall was one 
of  the fi rst to draw attention to the role that context plays in communi-
cation in diff erent cultures (high- and low-context cultures).74 For the fi rst 
type of  cultures (in particular, Russian, Egyptian and Japanese cultures), 
the meaning of  context is extremely high, to the extent that the meaning 
of  what has been said can be completely reversed. Moreover, information 
‘said’ in a non-verbal manner is usually far more credible, especially when 
there is a contradiction between two sources of  information (verbal and 
non-verbal): a person says one thing, but something completely diff erent 
is written on his or her face. This is due to the fact that gestures, facial 
expressions, etc., are perceived, and therefore, are more diffi  cult to control. 
In other words, people reveal their true attitudes and emotions non-ver-
bally. However, in any case, even in so-called low-context cultures, such as 
the United States, much attention is paid to non-verbal aspects of  commu-
nication. In her fascinating political and psychological portrait of  US 
President George W. Bush Sr., E.V. Egorova notes that, as President, Bush 
attached great importance to a smile, facial expressions, look, and manner 
of  speaking.75

Interesting

The importance of  facial expressions and gestures in practical terms can be 
judged by the following example. During the 1960 presidential campaign 
in the United States, there were televised debates between two candidates, 
John F. Kennedy and Richard Nixon. Most of  those who only listened to 
these debates or read them later in the newspapers were sure that Nixon 
had performed far better than Kennedy. The exact opposite opinion was 
held by those who saw the debates on TV.76

We should keep in mind that gestures, facial expressions and vocal 
intonation are often diffi  cult to interpret unambiguously. What is 
important is the complex of  the elements of  the situation, the general 
atmosphere of  the conversation, and fi nally, its content. It is for this reason, 

attempts to compile a dictionary of  gestures, containing a large number of  
‘terms’ have been unsuccessful.

Interesting

Seven percent of  information is transmitted through words; 38 percent 
is transmitted through sound means (including tone of  voice, intonation, 
etc.); and 55% is transmitted through facial expressions, gestures, 
posture, etc.77

The non-verbal components of  communication are of  particular signif-
icance in the fi rst minutes of  acquaintance. American researchers Leonard 
and Natalie Zunin believe that the fi rst four minutes of  the meeting are 
the most important.78 Other authors allot a little more or a little less for 
the partners to form images of  each other, but in any case, this is a rather 
short time.

Openness to new ideas and proposals, and a  readiness to listen to 
a partner help make negotiations more constructive. Conversely, closeness, 
expressed in a  stiff  posture, alertness, dark glasses, etc. makes dialogue 
diffi  cult, especially at the beginning.

Posture refl ects the subordination of  the participants: the desire to 
dominate, or, conversely, to obey. Further, importantly, it refl ects psycho-
logical subordination, which may not coincide with the real hierarchy of  
statuses. For example, interlocutors occupy an equal position, but one of  
them seeks to show their superiority, the other sees themselves rather as 
subordinate. In terms of  body positioning, this is manifested in one partic-
ipant sitting on a  chair, lounging, casually crossing their legs, while the 
other sits on the edge of  a chair, hands on knees. The relationship of  these 
people is easily understood, even if  you do not hear what is being said. The 
desire for dominance is evidenced by such postures as: 1) both hands on 
the hips, legs slightly apart; 2) one hand on the hip, the other leaning on 
the door frame or wall; 3) the head is slightly raised, with arms folded at 
the waist.

To emphasize agreement with a partner, mirroring of  their gestures 
often occurs. For example, in his book Getting Past No: Negotiating with 
Diffi  cult People, William Ury notes that if  one of  the partners in a friendly 
conversation sits with his head resting on his hand, the other almost 
automatically does the same, as if  to say ‘I’m just like you.’ Such synchro-
nization of  a partner’s actions is especially noticeable if  you watch a video 
recording of  the conversation at a faster speed.79
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Seating during negotiations and business conversations is not only 
a matter of  protocol, as it also has psychological signifi cance. This is noted in 
particular by Allan Pease and Michael Argyle. Thus, the person at the head 
of  a T-shaped table will dominate any conversation held there. A round table 
emphasizes the equality of  the participants, removes the diff erences in status 
between the participants in the negotiations or conversation. It also often 
involves informal conversation, a  free exchange of  opinions and views. In 
other words, the head of  the delegation and its members are, psychologically, 
mostly at the same level. When seating at a round table, it is important to 
ensure that its space is equally distributed among the participants. A square 
table, according to Pease, can create an atmosphere of  competition or cause 
defensive reactions. It is good for short business discussions. However, parties 
mostly sit at rectangular tables when negotiating.80

The English researcher Michael Argyle noted that the size of  the negoti-
ating table can be very important. The larger the table, the greater not only 
the physical, but also the psychological distance between the participants. 
This means that the easier it is to express disagreement, to say ‘no.’

If  the table is rectangular or square, and the participants are seated 
opposite each other, this indicates the offi  cial nature of  the negotiations. 
The location of  the interlocutors along the two sides adjacent to each 
other sets up cooperation and less formal relations.81

Gestures are very informative in negotiations. They can be, as Pease 
shows, a  signal to end the meeting (for example, the readiness of  one 
of  the interlocutors to get up from the table – the body is slightly tilted 
forward, while the hands rest on something) – or have the exact opposite 
meaning and indicate interest in conversation (the hand is under the cheek, 
but does not prop it up).82

David Lewis distinguishes four types of  gesture depending on their 
purpose. The fi rst type of  gesture is symbolic gestures to indicate any 
state or objects. Symbolic gestures are largely limited to the framework 
of  a particular culture or locality, which manifests itself  in diff erent ways 
and often causes misunderstanding between interlocutors. For example, 
one culture may use a symbol that does not even exist in another culture 
to represent a  given concept. In addition, national features manifest 
themselves in the fact that diff erent cultures use diff erent symbolic gestures 
to denote the same or similar concepts.

Finally, the same symbols can mean diff erent things in diff erent cultures. 
For example, the American symbol for ‘OK’ is quite common today in 

many countries of  the world, meaning ‘everything is fi ne,’ ‘everything is 
in order’ and is transmitted using the thumb and forefi nger to form the 
letter ‘O’ (Fig. 1.). However, this gesture, as noted by Allan Pease, is not 
used everywhere to denote this meaning. In France it can mean zero, and 
in Japan it can mean money.83

Not only do diff erent cultures use diff erent symbolic gestures, but the 
number and frequency with which they are used also diff er. According to 
Lewis, approximately 100 symbolic gestures are actively used in the United 
States, compared to 250 in Israel.84

The second type of  gesture is illustrative gestures (Fig. 2), which are 
used to help clarify what is being said. These kinds of  gesture are typically 
employed to amplify certain points of  the message and emphasize key 
points of  the conversation, making them easier to remember. A perfect 
example of  this kind of  gesture is pointing out directions. Individuals, as 
well as national cultures, vary greatly in the intensity of  gesticulation. For 
example, people living in the Mediterranean, unlike the peoples of  central 
or northern Europe, use such gestures far more actively. However, it is still 
easier to ‘read’ illustrative gestures than it is symbolic gestures, since they 
explain what is said in words. Although this does not eliminate the feeling 
of  awkwardness that is felt when the gestures used vary in intensity – even 
if  the parties are not quite sure why they are feeling inconvenienced and 
irritated.

Fig. 1. Symbolic gestures to indicate a state or object
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The third group consists of  regulatory gestures (Fig. 3). One such 
gesture is the handshake. This is a traditional and ancient form of  greeting. 
It is also used as a  symbol of  reaching agreements, a  sign of  trust and 
respect for a  negotiating partner. A key parameter is the intensity and 
duration of  the handshake. For example, a short, sluggish handshake may 
indicate indiff erence. A slightly elongated handshake, along with other 
non-verbal means (a smile, a  look), demonstrates friendliness. An exces-
sively long handshake causes the interlocutor to feel that they are ‘falling 
into a trap,’ which, of  course, causes irritation.

Regulatory gestures also serve to keep a  conversation going or, 
conversely, send a  signal that it is time to fi nish a  conversation. For 
example, frequent head nods mean the need to speed up the conversation, 
not be distracted by particulars and explanations, while slow nods show 
interest in the conversation, agreement with the partner. A slightly raised 
index fi nger indicates the desire to interrupt the partner at this particular 
point, voice an objection, return to another topic, etc.

Finally, the fourth group consists of  adaptive gestures that usually 
accompany feelings and emotions. Often reminiscent of  children’s 
reactions, these gestures appear in situations of  stress, excitement and are 
one of  the fi rst signs of  emotion. According to Lewis, if  a person is upset, 
he or she may fi ddle with their earlobe or clothes, and in diffi  cult situa-
tions, scratch their head.85

In negotiations, the point at which certain gestures appear is signifi cant, 
as is the general context of  the conversation. Allan Pease notes that the 
‘spire-like gesture’ (fi ngers touching each other, forming a spire, which can 
be pointed up or down) can carry diff erent information. For example, if  
a buyer expresses agreement with the partner with slow nods of  the head, 
etc., then makes a ‘spire-shaped gesture’ towards the end of  the negotia-
tions and, in response to the seller’s off er to express his opinion, demon-

Fig.3. Regulatory gesturesFig. 2. Illustrative gestures

strates more positive gestures, then this behaviour should be interpreted as 
acceptance of  the order. If, However, the ‘spire-shaped gesture’ is accom-
panied by a number of  negative gestures, such as crossed arms, shifting 
eyes, crossed legs, etc., then this indicates an imminent refusal to place 
an order and a desire to end the meeting. Interestingly, in both cases, the 
‘spire-like gesture,’ according to Pease, demonstrates self-confi dence (in 
this case, on the part of  the buyer). In a diff erent context, however, it may 
have a  completely diff erent meaning: consent to purchase a product or, 
conversely, the decision not to make a purchase.

The distance at which the interlocutors talk is also of  great importance. 
Edward T. Hall distinguishes four types of  distance: intimate, personal, 
social and public. Intimate and personal distance are often combined. 
As a result, we can highlight the close, medium or far distance at which 
people talk.86

Interesting

For Americans, close distance is considered to be from 15 cm to 1.20 m, and 
a far distance is considered to be from 1.20 m to 3 m or more.87

Each culture has its own norms of  distance in business conversations. 
Russians, for example, hold a  closer distance than Americans. In other 
words, social distance for Russians, in Hall’s defi nition of  the term, is 
less than for Americans, and coincides with what Americans would call 
personal or even intimate distance. Such a  decrease in what Americans 
would see as social distance to what they would call ‘intimate’ distance may 
be interpreted as a kind of  violation of  their ‘sovereignty,’ an expression of  
excessive familiarity. Meanwhile, a Russian person may see an increase in 
distance as the other person being cold or excessively offi  cial. Usually, after 
a  few meetings, this misinterpretation of  each other's behaviour disap-
pears. However, at fi rst, it can set a certain psychological background for 
the conversation.

Interesting

Roger Fischer gives a vivid description of  a curious scene that he observed 
during a conference. An American was conversing with a Japanese partner. 
The two moved slowly around the room as they talked. The American, who 
was accustomed to a distance of  about 90 cm in business conversations, 
kept taking a step back, while the partner from Japan, where a distance of  
25 cm is typical in such situations, kept moving closer to narrow the space.88



Chapter 3. COMMUNICATION DURING INTERNATIONAL NEGOTIATIONSSection 1. INTERNATIONAL NEGOTIATIONS: GENERAL CHARACTERISTICS

5756

Lewis gives the following comparative data on the distance that people 
prefer to keep during conversations in diff erent cultures (Table 1).89

In addition to national characteristics, the distance between speakers 
depends on many other factors: the gender of  the interlocutors, their 
relationship and status, whether they live in rural or urban areas. Thus, 
social distance for person who lives in a city may be perceived as personal 
distance by a person who lives in the countryside.

The last component of  non-verbal means of  communication that is 
important in negotiating is facial expressions. Facial expressions convey 
the smallest shades of  emotions. For example, a  smile can be friendly, 
ironic, mocking, contemptuous, ingratiating, shy, etc. Even the same smile 
sometimes carries the most complex range of  feelings and moods ( just 
look at da Vinci’s Mona Lisa).

Another facial expression – the look – is no less complex in non-verbal 
communication. It can be tough, prickly, kind, joyful, open, hostile, etc. 
Usually, upon meeting, people look directly into each other’s eyes for 
a short moment, and then look away. The explanation for this behaviour 
is ambiguous. One of  the possible readings of  this signal is as follows: eye 
contact means the interlocutors trust each other (they are being open). 
However, holding a  gaze indicates a  desire for dominance. In general, 
a  slight delay in looking at the interlocutor, especially at the end of  the 
meeting or in its most acute moments, can mean ‘I trust you’ (in this case, 
the look is usually accompanied by a slight nod of  the head). Interestingly, 
a smile from a woman may be an invitation for a man to look her in the 
eyes a  little longer. A reciprocal look into the eyes, according to Julius 

Tabl. 1

Preferred talking distance

Preferred talking distance
National cultures for which these norms

are typical 

Close Arabs, Japanese, South Americans, French, 
Greeks, African Americans and Spaniards living 
in North America, Italians, Spaniards

Medium Brits, Swedes, Swiss, Germans, Austrians

Far White population of North America, Austra-
lians, New Zealanders

Fast, has a similar eff ect. However, the abuse of  such ‘permission’ leads to 
a rather aggressive reaction.90

According to Leonard and Natalie Zunin, people tend to look at the 
person they are talking to less than when there are listening to them during 
conversations. The speaker sometimes averts their eyes in order to collect 
their thoughts. Looking away during a pause usually means: ‘I have not 
said all I want to say; don’t interrupt.’91

However, looking away, as Lewis points out, can take on quite diff erent 
meanings when the person is listening, for example, such as ‘I do not quite 
agree with you; I have objections; this is not obvious; I doubt that; this 
must be considered.’ Excessive looking away during a conversation may 
indicate that a person is nervous, or the conversation is of  little interest to 
them, and they seek to end it as soon as possible.

Questions for discussion:
1.  What are the restrictions when conducting international negotiations 

in the format of  audio/video conferences, i.e. without direct communi-
cation between the participants?

2.  Why does a third party contribute to better communication between 
negotiators in situations of  acute confl ict? What other negotiation 
situations may benefi t from building communication through an 
intermediary?

3.  How does communication aff ect the relationship of  participants in 
international negotiations? Use examples to illustrate.

4.  What non-verbal means of  communication can be used in negotia-
tions? How can the ability to understand non-verbal communication be 
improved?

5.  What non-verbal means can contribute to the search for a  mutually 
acceptable solution in negotiations, and in what situations? Which ones 
cannot?

6.  How signifi cant are cultural diff erences in the use of  non-verbal means 
in negotiation?

7.  What are the dangers of  using gestures when negotiating?

Practical tasks:
1. Role reversal exercise.

Methodological recommendations: Select a  well-known confl ict situation 
in relations between the two countries. Divide the group into pairs. Each 
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of  the students in the pair takes the role of  one of  the parties. Have the 
students hold a  15-minute ‘mini-negotiation,’ where each of  the parties 
presents and argues their position. Then have the participants switch 
roles and conduct another 15-minute ‘mini-negotiation.’ At the end, hold 
a general discussion for the entire group. Ask the students to answer the 
following questions: Does changing roles give a better understanding of  the 
other side’s position? Did any stereotypes arise? What commonalities and 
diff erences were found in the negotiation of  diff erent pairs of  students?

2. Video training
Methodological recommendations: Divide the group into pairs for inter-

views. Interviews are recorded on a video camera, and then reviewed by 
a teaching assistant (postgraduate students can also be used) in terms of  
the use of  non-verbal communication components. The most interesting 
examples are selected to show to the group.

Note.  Video training requires a signifi cant amount of  time for individual work 
with students. This should be taken into account in advance when drawing 
up the curriculum.

Main literature:
1. Fisher, R., and S. Brown. The Path to Unity, or from Negotiations to Close 

Cooperation. Moscow, 1992.
2. Ury, W. Getting Past No: Negotiating in Diffi  cult Situations. Moscow: 

Nauka, 1993.
3. Non-Verbal Communication. Facial Expressions, Gestures, Movements, 

Postures and their meaning. The Complete Guide to Nonverbal Communic-
ation. M.: Prime-Eurosign, 2007.

4. Pease, A. Body language. Nizhny Novgorod: IQ, 1992.
5. Fast, J. Body language. Moscow, 1997.

Additional literature:
1. Ivanova, E.N. Communication in the Training Course for Mediators. 

St. Petersburg: St. Petersburg State University, 2006.
2. Nirenberg, J. Maestro of  Negotiations. Minsk: Paradox, 1996.
3. Lewis, D. The Secret Language of  Success: How to Read and Use Body-Talk. 

London, 1990.
4. Jonsson, C. Communication in International Bargaining. London: Pinter 

Publishers, 1990.

Chapter 4
Perception and Decision Making 

in International Negotiations

4.1. The role of perception in negotiations

One of the serious obstacles to the implementation of  the main 
function of  negotiations  – jointly solving problems with a  partner 
and searching for mutually acceptable solutions  – is the diff erence in 
the perception of  the situation by the participants in the negotiations. 
Depending on their respective interests, the parties focus on its various 
aspects. These diff erences can be due to both real and imaginary diff er-
ences in interests. All this gave Dean Pruitt and Jeff rey Rubin grounds to 
consider confl ict as one of  perceived interests, bearing in mind that, in 
a confl ict, the parties necessarily see their interests as contradictory to each 
other, regardless of  what their real ratio is.

Important

‘Countries may objectively have no cause for confl ict separating them, 
but will act as if  there is a confl ict. Similarly, parties to a confl ict may be 
separated by deep objective diff erences, yet believe they do not exist and 
act on their own (albeit illusory) views of  reality, avoiding obvious confron-
tation.’92

The American researcher Kenneth Boulding, who helped lay the 
foundation for the study of  the perception of  participants in a  confl ict 
in the international arena, emphasized that perception is not only 
a refl ection of  external reality, but it also develops according to its own 
laws. Images of  perception can strengthen or weaken each other, appear 
and disappear.

The German researcher Dieter Senghaas introduced the concept of  
political autism, borrowing the word ‘autism’ from psychoanalysis.93 
Political autism, is Senghaas’ defi nition, means a manner of  perception 
and thinking based on it, the logic of  which tends to fulfi l the ‘desired.’ 
The result is a  loss of  a  sense of  reality, with the perception of  the 
other side as ‘hostile’ or ‘friendly’ being based on a  purely subjective 
judgement.
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In its extreme expression, diff erences in perception are relatively rare, 
but it is precisely the diff erences, although in a somewhat softened form, 
according to some authors, that give rise to many diffi  culties in preparing 
for negotiations and in the process of  conducting them.

Interesting

‘History shows that wars are started for ideological or political reasons, and 
also because of  psychological attitudes rather than because of  the huge 
accumulation of  weapons.’94

Nowhere does the problem of  diff erences in the perception of  negoti-
ators manifest itself  more acutely then when they have confl ict relations. 
And it is here where these diff erences become especially signifi cant at the 
level of  mass consciousness. Roger Fisher gives a particularly vivid illus-
tration of  such diff erences using the example of  the confl ict in the Middle 
East. Based on surveys of  the population of  Syria and Israel, he showed that 
the parties see the causes of  the confl ict, and evaluate its consequences, 
in a  diametrically opposing manner  – their views essentially ‘mirror’ 
each other. A similar situation was observed in the mutual perceptions of  
natives and national minorities in the Soviet Union in the late 1980s and 
early 1990s, a situation that was refl ected in the media.

An example from history

An example of  ‘mirror images’ of  representatives of  natives and national 
minorities in the Soviet Union in the late 1980s  – early 1990s (based on 
media materials)

Natives National minorities

They live in our republic, so they 
should speak our language.

We have our own language and we 
want to speak it.

This is our original land. We have lived on this land for gener-
ations. Our children were born here.

They infl ate national strife. They infl ate national strife.

We will do everything to protect 
our newfound independence.

We will do everything to protect our 
rights.

Their leaders strive to win cheap 
popularity, it is impossible to 
conduct a dialogue with them.

Our leaders represent our interests.95

In his work on the problems of  perception of  the two superpowers 
during the Cold War, the American researcher Urie Bronfenbrenner notes 
the mirroring phenomenon: how each side presented a detailed argument 
in support of  its image, which further strengthens the existing negative 
images.96

Perception in a  confl ict is also characterized by phenomena that are 
typical of  social stereotypes: simplifi cation of  information, schematism, 
strong emotional colouring, ‘selectivity of  perception’ (only information 
that is consistent with the existing stereotype is perceived), and ‘attributing 
distortion’ (any actions of  the opposite side are explained by its evil intent).

Interesting

‘The Devil's Image of the Enemy’

‘The enemy's good deeds correlate with his aspirations to achieve some 
selfi sh goal […], while his own good deeds are committed because of  
a  peaceful and kind character, and his very dubious deeds are explained 
by circumstances or the behavior of  another person, which caused a rude 
response.’97

The perception of  confl ict relations that exists at the level of  public 
consciousness aff ects the process of  preparing for and holding negotia-
tions by offi  cial representatives, who, to one degree or another, are carriers 
of  this perception. As a  result, when preparing for negotiations, the 
parties focus on their own interests and goals in the position. A simplifi ed 
perception of  information  – its selective nature  – leads to a  narrowing 
of  the range of  possible solutions. When preparing an argument, the 
signifi cant emotional colouring of  stereotypes means that the percentage 
of  evaluative arguments focused on accusations and reproaches increases 
in comparison with causal arguments. According to research conducted by 
the American political psychologist Philip Tetlock, the greater the degree 
of  confrontation between the parties, the less complex the arguments used 
by each side become.98

In 2022, after the launch of  Russia’s Special Military Operation in Ukraine, 
relations between Russia and Western countries, primarily the United States, 
began to cool signifi cantly, which many analysts, including Fyodor Lukyanov, 
refer to as a  ‘hybrid war.’ Under these conditions, the United States 
continued its earlier line of  demonizing Russia, including in the media. In 
2022, Western politicians and diplomats and the leading media blame Russia 
for global problems in the fi eld of  military and food security, not taking into 
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account the role that Western governments have played in global destabili-
zation, the food crisis and the growth of  military and non-military security 
threats in Europe and in the world. The main goal of  Russia's Special Military 
Operation was to protect the population of  Donbass.

In addition, under these conditions, the image function of  negotia-
tions increases, so the parties are actively preparing appropriate arguments 
for public opinion. In turn, similar actions to ‘protect one’s position’ are 
expected from the partner. All this ultimately limits the possibility of  
reaching an agreement, even in those cases where it objectively exists.

The negative consequences associated with the ‘image of  the enemy,’ as 
well as the image itself, are well described in the scientifi c literature. The 
same, however, cannot be said about the ‘image of  a disinterested friend.’ 
Despite the fact that such an image appears less frequently in international 
relations in general, it nevertheless gives rise to just as many problems 
in the preparation and conduct of  negotiations. Usually, the ‘image of  
a friend’ is formed when one of  the participants in upcoming negotiations 
only sees a commonality of  interests, and does not pay attention to their 
divergence (the reasons here can be completely diff erent, for example, 
a  weak position). Therefore, in its essence, the nature of  the ‘image of  
a friend’ is the same as the ‘image of  the enemy’ – that is, it is a distorted 
perception of  reality: expectations from negotiations ‘with a friend’ turn 
out to be greatly overestimated. As a result, the position is often worked 
out poorly, and limited number of  solutions are prepared.

At the same time, stereotypes perform the function of  quick adjustment 
precisely due to schematism. Therefore, with a  suffi  cient degree of  
adequacy of  the stereotypes of  the real situation, they can contribute to 
the quick search for a solution, especially if  we take the fact that negoti-
ations take place when the parties have incomplete and inaccurate infor-
mation about each other into account. In this regard, many researchers pay 
attention not only to diff erences in the perception of  participants, but also 
to possible ways and methods of  changing distorted perceptions, bringing 
the closer to reality. John Burton, and Herbert Kelman were among the 
fi rst to draw attention to the need to change mutual images.99 These 
researchers, who carried out their work independently of  each other, 
proceeded from the fact that preliminary meetings between the parties to 
a confl ict – even before negotiations have offi  cially been launched – can 
play a positive role in the confl ict resolution process. The purpose here 
is to alter the images of  the warring parties. To this end, they organized 

meetings of  people who are capable of  infl uencing public opinion – repre-
sentatives of  the media, the academic community, and public fi gures. 
Burton and his colleagues set up one such a  meeting in 1969 between 
representatives of  the Greek and Turkish communities of  Cyprus in 
order to establish a dialogue between them and try to remove the sharply 
negative images of  each other. Similar work to organize meetings between 
the opposing sides in the Horn of  Africa, and then in other confl ict regions, 
was carried out by L.  Dub and his colleagues. Herbert Kelman set up 
meetings between Palestinians and Israelis in order to soften their mutual 
negative images. As G. Kelman and Stephen Cohen would later write, this 
approach is unique because it is capable of  bringing about changes at the 
political level through changes in individual perceptions and attitudes.

We should bear in mind here that meetings between representatives 
of  diff erent groups can also reinforce negative stereotypes. Therefore, in 
order to make images refl ect reality more accurately, it is important to 
examine the nature of  the organization of  joint activities of  members of  
delegations of  opposing groups to clarify their ideas.

There are other ways to increase the degree to which images accurately 
refl ect reality in preparation for negotiations. First, a detailed analysis of  
the interests of  the negotiating partner is required. Such an analysis helps 
correct the image of  the partner. Simulation games are also used for these 
purposes. Participation in them allows the other parties to better under-
stand each other’s interests, possible solutions and arguments. In addition, 
to make the image more refl ective of  reality, they resort to the services 
of  a  third party. These methods are related directly to the participants 
of  the meetings. At the same time, the problem of  changing stereotypes 
at the level of  mass consciousness remains. Even where political leaders 
recognize the need to end violence and open a dialogue during a confl ict, 
it is often diffi  cult to achieve. The agreements reached are often violated 
in practice precisely because of  the presence of  sharply negative images. 
Many modern confl icts provide countless examples of  the resumption of  
hostilities after the signing of  ceasefi re agreements.

Close to the problem of  perception is the issue of  establishing a working 
relationship between the parties. Often, the relations of  the negotiators are 
considered either as friendly (where they should be built on an altruistic 
basis) or, conversely, hostile. In the second case, the opposite party is neces-
sarily regarded as an ‘enemy’ with whom one must be tough in negoti-
ations. Such a dichotomy in assessing the relations of  the negotiators is 
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especially typical for the media. A distinctive feature of  both approaches to 
relationships is an uncritical perception of  the other side. In the fi rst case, 
the opinions and proposals of  the partner in the negotiations are almost 
unconditionally accepted so as not to ‘off end’ them. In the second case, 
the opposite is true – everything or almost everything that is off ered by the 
opposite party is rejected in advance.

There is a third way to build relationships. This is when the participants 
have converging interests. Roger Fisher and Scott Brown identifi ed them 
as partnerships. The idea is to behave rationally and not concentrate on 
emotions, but rather on fi nding a solution to the problem.100

As a  rule, the successful completion of  negotiations leads to an 
improvement in relations, while failure, especially the withdrawal of  one 
or more parties from the negotiations, entails a deterioration in relations. 
In some cases – for example, in large-scale international negotiations – the 
change in relations is not limited to the direct participants, but also aff ects 
international relations and world politics in general. In this sense, they are 
a continuation of  the past relationships of  the participants and at the same 
time shape the future.

The importance of  the problem of  the formation of  working relations 
prompted Fisher and Brown to address the analysis of  this issue in 
particular. They proceed from the fact that relationships penetrate all 
business relationships. And it is always a  relationship. It is thus strategy, 
according to Fisher and Brown  – the willingness to take the fi rst step 
towards establishing or improving a relationship – that acquires particular 
signifi cance. This gives rise to the special task of  forming relations between 
the parties before starting a direct negotiation process.

According to Fischer and Brown, the only constructive relationships 
are partnerships. It is through partner relations that joint solutions can 
be found, in spite of  existing disagreements. The authors also identify 
six main elements that make up a  relationship bases on partnership: 
naturalness, understanding, communication, presence, lack of  instructive 
tone, openness to diff erent points of  view.

Analysing Fisher and Brown’s thoughts, it is necessary to address the 
characteristics and functions of  negotiations. Since negotiations are an 
activity where the interests of  parties simultaneously coincide and diverge, 
neither purely friendly relations (where interests converge on all points), 
nor purely hostile ones (where the focus is exclusively on the divergence of  
interests), can be considered representative of  the negotiation process. It is 

for this reason that we can say it is only partnerships that correspond to 
negotiations. Considering that the main function of  the negotiations is the 
joint solution of  a problem, we cannot but agree with Fischer and Brown 
when they say that constructive relations between participants in negoti-
ations should be aimed at the implementation of  this function. However, 
there is a caveat here: when implementing other functions of  negotiations, 
for example, gathering information, the constructiveness of  relations does 
not necessarily imply the achievement of  agreements. In other words, the 
absence of  an agreement does not mean that relations are not constructive.

4.2. Decisions in international negotiations

Finding ways to get consent is one of  the most diffi  cult and time-
consuming activities in negotiations. At the same time, reaching an 
agreement constitutes the central meaning in the negotiations. Regardless 
of  what kind of  negotiations we are dealing with  – whether they are 
conducted within the framework of  cooperation or confl ict  – the main 
question is how to solve the problem at hand.

Important

As a result of  the negotiations, the participants can reach agreements that 
are based on three types:

•  a  fundamentally new solution, thus ‘removing’ the contradictions 
between the parties;

•  a  middle-ground solution, which involves linking interests and 
compromises;

•  an asymmetric solution that largely satisfi es the interests of  one 
participant in the confl ict and ignores most of  the interests and goals 
of  the other.

The distinctive characteristic of  a fundamentally new solution (innova-
tion) is that the diff erences in the interests of  the participants, which always 
exist, are removed. More often this type of  solution can be observed in the 
conditions of  cooperation when new projects appear. Less often, a funda-
mentally new solution can be obtained in a confl ict, although this happens, 
for example, when the warring parties unite in the face of  a  common, 
much more serious danger. Former contradictions become irrelevant. In 
this case, the decision turns out to be outside the framework of  the initial 
negotiation space, which, however, the parties might not have had.
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A fundamentally new solution in negotiations in confl ict relations can 
be found in two ways:

•  on the basis of  a careful analysis of  the balance of  interests of  the 
parties;

•  as a result of  a change in interests or an assessment of  these interests 
(for example, as a result of  a change in value systems).

The fi rst implies that the confl ict was the result of  an erroneous 
or incomplete perception of  each other’s interests. The clarifi cation 
of  interests leads to the ‘removal’ of  contradictions. Sometimes this 
method ‘works’ even in cases when, it would seem, the confl ict is close 
to a  zero-sum situation. A similar solution was found, for example, at 
the 1978 Camp David talks between Egypt and Israel. As you know, in 
1967, as a result of  the six-day war, Israel occupied Egyptian territory in 
the Sinai Peninsula. Israel insisted on part of  Sinai, and Egypt demanded 
the full return of  the occupied territory. No compromise solutions suited 
either side. Many then assessed the confl ict as a  zero-sum situation. 
However, a  careful analysis of  the interests of  the parties showed that 
Israel was worried about its security and did not want Egyptian military 
equipment to stand directly at its borders. For these purposes, it needed 
Sinai. Egypt, on the other hand, could not accept the fact that the land 
that had belonged to it in antiquity and which it had recently regained 
after long, hard years of  struggle with the Greeks, Romans, Turks, French 
and British, suddenly turned out to be Israeli territory. A resolution 
became possible on the condition that the Sinai Peninsula be returned to 
the full sovereignty of  Egypt, and its demilitarization would guarantee 
the security of  Israel. As a  result, the confl ict, which was previously 
presented as a zero-sum situation, turned out to be a non-zero-sum game 
whereby the interests of  both parties were satisfi ed.101 However, this 
particular example comes with a disclaimer: the contradictions here were 
indeed ‘removed,’ but only conditionally. The ‘withdrawal’ referred to 
that specifi c situation only, and did not touch on the more global aspects 
of  the Middle East confl ict.

A possible option for fi nding a  fundamentally new solution within 
the second paradigm off ered above may be to include the problem 
under discussion in a  broader context. For example, the emergence of  
global problems and the strengthening of  interdependence present more 
specifi c questions relating to bilateral relations between states. One option 
for changing value systems is through domestic political changes in 

a particular country, which can lead to a reorientation in the international 
arena as well.

Certainly, having removed some contradictions, the parties may face 
others, but these will be the subject of  other negotiations. Let us emphasize 
that our use of  the Hegelian term ‘removal’ of  contradictions is deliberate 
here, implying their resolution at this particular level. We should also note 
that completely new solutions in the settlement of  confl icts are all but 
impossible. Usually they include elements of  compromise (which was also 
the case with the agreements at Camp David).

Most of  the agreements reached in negotiations are based on ‘middle-
ground solutions’ (or compromise solutions). It would thus seem that this 
type of  solution is designed better than others. We should stress here that 
we are talking about more or less equal satisfaction of  the interests and 
equal losses of  the participants in the negotiations. It is in this sense that 
the term ‘middle-ground’ is used.

A middle-ground solution implies reaching an agreement within the 
negotiating space. To fi nd such a solution, the Italian researcher Vilfredo 
Pareto developed a principle in 1904 that would later be named after him. 
Let us explain this principle with the help of  a graph (Fig. 1). The degree 
of  satisfaction of  the interests of  Party A (in percentage terms) is plotted 
on the x-axis, and that of  Party B is plotted on the y-axis. Point C is the 
lower boundary for Party A (i.e., the party cannot agree to a solution that 
satisfi es its interests less than C), and Point D is the lower boundary for 
Party B. The MNO sector is the ‘negotiating space’ for these negotiators.

The Pareto Principle states that only a point that lies on the curve MN 
should be chosen as a solution. A negotiating outcome that corresponds, 
for example, to point P on the xy plane, is not optimal, because, theoreti-

Fig. 1. The Pareto Principle
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cally, it is possible to satisfy the interests of  parties A and B more fully. The 
Pareto Principle does not imply a single solution; it merely narrows the set 
of  alternatives within the negotiation space.

There have been repeated attempts to develop a  mathematical 
apparatus to optimize the decision-making process in disputable situa-
tions in order to remove the negative aspects associated with the irratio-
nality and impulsiveness of  the parties. Practical application was found in 
research on the coordination of  interests of  various countries in the fi eld 
of  maritime law conducted at the Massachusetts Institute of  Technology 
in the United States under the direction of  J. Nyhart. However, there are 
few such positive examples in this area. Member of  the Russian Academy 
of  Sciences N.N. Moiseev, who for a number of  years headed the work 
on the use of  mathematical methods for reconciling interests in confl ict 
situations at the Computing Centre of  the Academy of  Sciences, noted 
that the main problems and diffi  culties in fi nding a compromise did not lie 
in mathematical calculations. They are generated by the subjective factor 
associated with the assessment by each participant of  the confl ict of  their 
own interests, the alleged concessions and the benefi ts obtained as a result 
of  the agreement.102

In any case, when talking about ‘middle-ground solutions,’ we should 
stress that such a  solution does not necessarily mean fi nding the arith-
metic mean. The fact that the parties have diff erent degrees of  interest 
on diff erent issues provides opportunities for fi nding complex options for 
middle-ground solutions. By making large concessions on one issue that is 
less signifi cant for itself, but more signifi cant for the partner, the negotiator 
gets more on another, subjectively more important issue. This opens 
up wide opportunities for all sorts of  ‘exchanges’ in the negotiations, as 
a result of  which both sides ‘win.’

When making ‘middle-ground (compromise)’ decisions, the fact 
that the acceptability of  a compromise is assessed diff erently in diff erent 
cultures should be taken into account. In some cases, compromise is 
perceived as a  loss. Then a  separate task will be to interpret the agree-
ments reached.

The third type of  decision is asymmetric decision, in which the conces-
sions of  one of  the parties signifi cantly exceed those of  the other. This 
usually happens when resolving confl icts in conditions of  unequal power. 
A party that objectively receives less than half  within the negotiation 
space deliberately aims for this, since it does not have a better alternative 

to a negotiated solution (BATNA). In other words, according to estimates 
made by the party, if  it refuses the proposed solution, it will suff er even 
greater losses. Usually, asymmetric solutions are accepted only as a  last 
resort.

The degree of  asymmetry can be diff erent, with the most extreme 
example being almost complete disregard for the interests of  one of  the 
participants (for example, during capitulation). The asymmetric solution is, 
as a rule, the least stable. The losing party, despite the signed agreements, 
sometimes continues the struggle using guerrilla or terrorist methods.

In large negotiations with a large agenda, several types of  decisions on 
diff erent issues can be made simultaneously.

Questions for discussion:
1. What positive and negatives role do stereotypes play in negotiations?
2.  How do stereotypes manifest themselves in the process of  international 

negotiations?
3.  What are the mechanisms for the formation of  a more perception that 

more adequately refl ects reality?
4.  What is the relationship between perceptions and attitudes of  

negotiators?
5.  What are the types of  negotiation decisions? What is their heuristic 

function?

Practical tasks:
Formation of stereotypes.

Methodological recommendations: Divide the group into two subgroups. 
Each subgroup forms stereotypes based on texts or pictures (the ambiguous 
image ‘My Wife and My Mother-in-Law’ by Edwin Boring from the book 
by Gregory R.L. Reasonable Eye: How We Know 
What We Are Not Given in Sensations. Editorial 
URSS, 2003)

The picture can be seen as either a  young 
girl or an old woman. For the fi rst subgroup, 
a  picture is prepared in such a  way that the 
girl’s face is more clearly visible, while the 
second group is given a  version where the 
old woman’s face is more visible. Thus, 
a  stereotype of  perception of  the original is 
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formed. The groups are invited to discuss and come to a common decision 
regarding the age of  the woman depicted in the original picture (the 
pictures are taken from Roger Fisher’s negotiation course at Harvard Law 
School).
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Section 2
Preparing for and Holding 
International Negotiations

Chapter 5
The Main Parameters of Preparation 

for Negotiations

5.1. Conditions for the start of negotiations 
in conflicts and crisis

Negotiations are especially difficult when they are preceded by a confl ict 
or crisis. Before starting negotiations, the participants must make the situa-
tion negotiable, i.e. make sure that neither partner has a better alternative 
to negotiations. In addition, it is necessary to defi ne the negotiation space.

It should be noted here that both situations, despite their external 
similarity, are fundamentally diff erent in terms of  the technology for 
preparing a negotiated decision. In the event of  a confl ict, the task is to 
put an end to hostilities and reduce the level of  confrontation. Under these 
conditions, the parties have already tried to implement their BATNA. In 
a crisis, BATNAs are just beginning to be developed and it is important 
to move the situation towards a negotiated settlement before one of  the 
participants decides to implement their BATNA.

As former US Assistant Secretary of  State for Near Eastern Aff airs 
Harold Saunders noted, most modern confl icts force their participants 
to spend most of  their time creating a  situation where negotiations can 
take place.103 The preparatory period can take months or even years. It 
is quite controversial and is characterized by two diff erent tendencies. 
On the one hand, the parties are trying to take the most advantageous 



Chapter 5. THE MAIN PARAMETERS OF PREPARATION FOR NEGOTIATIONSSection 2. PREPARING FOR AND HOLDING INTERNATIONAL NEGOTIATIONS

7372

‘starting positions’ for themselves. On the other hand, they are interested 
in a peaceful settlement and take actions to help make this happen.

The point of  getting the most profi table ‘starting positions’ is to 
strengthen one’s negotiating stance from the onset. As a result, negotiations 
are often preceded by peculiar ‘manoeuvres’ of  the participants. These 
include, fi rst, putting forward preconditions for starting a discussion of  the 
problem. For example, one of  the parties may declare that it is prepared 
to discuss some of  issues, but not others. This is a condition for starting 
negotiations. One precondition for negotiations may concern the framing 
of  the participants or the subject of  the confl ict. For example, the status 
in which the parties take part in negotiations can be extremely important. 
Discussion of  this point can become the cornerstone of  negotiations.

In some cases, the preconditions are met, in others they are not, and 
a counterproposal is put forward – ‘negotiations without preconditions.’ 
It may also happen that the other side wishes to ‘add’ its own preliminary 
conditions for the start of  negotiations.

An example from history

At the United Nations Conference on the Law of  the Sea, the Iceland’s 
Minister of  Foreign Aff airs said in 1975 that he would discuss the problem 
of  restricting fi shing only after the withdrawal of  British naval forces from 
Icelandic waters. This condition was met, and negotiations took place.

Other pre-launch manoeuvres include intensifying diplomatic activity 
to win over allies, obtain fi nancial assistance, etc. Actions such as a demon-
stration of  strength are also possible in order to frighten a partner, to force 
them to lower their requirements.

Interest in the negotiation process is manifested in the formation of  
the trust of  the parties. A confl ict, especially a protracted one, makes the 
participants suspicious of  any statement and action of  the opponent. More 
importantly, it exposes whether or not the other side really seeks to solve 
the problem through negotiations, or whether they are pursuing other 
avenues in order to achieve this.

The level of  trust can be increased. An important factor here is the 
choice of  representatives for establishing contacts and negotiating. 
Obviously, these representatives cannot be the same people who took the 
decision to launch hostilities, for example, those who had been openly 

and vocally critical of  the other side, fallen for bluff s, etc. The infl uence 
wielded by these representatives is also important. The more infl uential 
they are, the more likely that this party is really interested in a dialogue. 
At the same time, infl uence should not be identifi ed with offi  cial status. 
A representative may not hold an offi  cial post (and in some cases it is even 
better that he or she does not hold one and has not been involved in devel-
oping policies in the past on the confl ict), but they must be able to directly 
contact decision makers. Finally, a  professional or other community of  
representatives of  both parties may turn out to be a signifi cant factor.

To build trust, the initial proposals of  the parties at preliminary meetings 
must be reasonable and exclude various forms of  direct pressure on the 
opposite party. Applying pressure immediately makes the other party 
doubt the sincerity of  their negotiating partners in their desire to reach 
an agreement. In addition, if  the parties are able to verify the information 
received from each other (they are given suffi  cient time to do so, there is 
a channel for verifi cation, etc.), then this also helps to increase the level of  
trust of  the parties. In many cases, an intermediary serves to increase the 
level of  credibility and reliability of  information, acting as a kind of  fi lter 
that does not allow false information to pass through.

The confi dence of  the parties in steps taken by the other side to ease 
tensions increases if  these steps are comprehensible. Additional explana-
tions about the other side’s peaceful intentions are often required when it 
is not clear.

An example from history

Egyptian President Anwar Sadat publicly explained his actions in 1977 and 
1978 to fi nd a peaceful settlement to the Egypt–Israel confl ict by the inter-
dependence of  the two countries, which meant that both would win in the 
event of  peace, and both would lose if  the confl ict were to continue.

It is important to keep in mind that if  the people want to continue 
a war, agreements concluded at the level of  leaders on a truce or peaceful 
settlement often turn out to be diffi  cult to implement. In this case, fi eld 
commanders begin to play the main role, and hostilities go beyond the 
control of  the central command. The situation becomes poorly managed, 
even in the military sense, while the political leaders who have decided on 
peace may be removed from their posts, or even simply killed.
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An example from history

Prime Minister of  Ceylon (Sri Lanka) Sirimavo Bandaranaike was actively 
involved in the signing of  a peace agreement between the warring sides 
in 1957. Under this agreement, Tamil became the offi  cial language in the 
Tamil area; local self-government bodies were created there; and migration 
to the region was controlled in order to keep a  Tamil majority there. 
However, discontent among the Sinhalese forced Bandaranaike to cancel 
the agreement shortly after its signing. She was assassinated in 1959.

Thus, before starting negotiations, it is necessary to make sure that the 
situation, in the words of  William Zartman, is ‘ripe for resolution,’ i.e. 
the parties must not have BATNA, and they must also have a negotiating 
space. In this case, the parties move onto establishing mutual contacts and 
agreeing on the issues of  the upcoming negotiations.

The main diffi  culty in starting a negotiation process during an armed 
confl ict lies in the fact that it generates a number of  changes both at the level 
of  the masses and at the level of  political elites, forming distrust towards 
the opposite party. When a crisis situation develops, the population is often 
not aware of  what is happening at all, because things move very quickly. 
As a result, it is leaders who are responsible for how relations will develop: 
will they be able to ‘put out the fl ames’ of  an impending crisis through 
negotiation? Or will the situation develop into armed clashes? In general, 
unlike in a confl ict situation, subjective factors acquire special signifi cance 
during a crisis – in particular, the orientation of  political leaders towards 
unilateral or joint actions to overcome the confl ict. The infl uence of  proce-
dural factors is quite clearly manifested, for example, when comparing 
how the confl ict situations developed in Chechnya and Tatarstan in 1994. 
In the fi rst case, the actions of  political leaders led to armed confl ict, while 
in the second, they brought about a peaceful resolution.104

Important

William Ury and Richard Smoke showed that, in a  crisis, politicians are 
infl uenced by four main factors when making decisions: high stakes set by 
the participants; lack of  time; high degree of  uncertainty; and the need to 
make a choice from a limited number of  alternatives.105

Crises diff er from situations of  normalcy in that the stakes are higher – 
the potential to lose or gain an excessively signifi cant amount. Moreover, 

a crisis aff ects the vital interests of  the parties, or at least what the parties 
perceive as such. Consequently, the losses that they may incur will be 
irreplaceable. Hence the high stakes of  the parties.106

The second factor aff ecting the decision-making process in a  crisis 
is lack of  time. Events in international crises develop like an avalanche. 
Accordingly, it is necessary to react to the development of  the situation 
very quickly, meaning that there is practically no time left to analyse what 
is happening. This is the parameter that, perhaps, to the greatest extent 
distinguishes a crisis situation from a confl ict situation.

A high degree of  uncertainty in a crisis is nurtured by the fact that the 
parties do not have suffi  ciently accurate and reliable information about 
each other’s real goals and plans. In addition, when planning certain actions 
in a crisis, the leadership seeks to limit the circle of  people who have access 
to information, i.e. to increase the level of  secrecy. As a result, it turns out 
that a number of  offi  cials whose actions infl uence the course of  a crisis 
are not familiar with the situation. For example, Soviet ambassador to the 
United States Anatoly Dobrynin was unaware that Soviet missiles had been 
deployed in Cuba before the start of  the Cuban Missile Crisis.107

In other situations, there may be too much information, obtained from 
diff erent sources, that is contradictory. The problem consists in the analysis 
of  information. It is necessary to select key points from the entire infor-
mation fl ow. Given the importance of  the time factor (the decision has to 
be made quickly), information uncertainty increases stressful moments 
for those who are called upon to study the information received, and this 
increases the likelihood that it will be interpreted incorrectly.

Finally, in a  crisis, the participants experience a  sharp narrowing of  
the fi eld of  possible solutions. Many of  the possible solutions are not 
even considered, a consequence of  how perception is aff ected in times of  
confl ict and crisis, as well as of  the time factor. As an example of  what 
this could lead to, we will return to the Cuban Missile Crisis, where, by 
the end of  the fi rst day of  the crisis, the US administration was seriously 
considering only two alternatives: to set up a blockade Cuba, or to launch 
military operations.

In addition to the factors mentioned by Ury and Richard Smoke, we 
should also note that random factors can often appear during crises. When 
a rational decision is diffi  cult due to a lack of  information and time, the 
most unexpected events or phenomena can be signifi cant.
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Interesting

Robert Kennedy recalls that shortly before the Cuban Missile Crisis, his 
brother, President John F. Kennedy had expressed his shock after reading 
the book The Guns of  August about the crisis of  the summer of  1914 at how 
quickly and easily politicians lost control of  the situation. In the midst of  
the Cuban Missile Crisis, President Kennedy announced that he would 
not follow a course that would allow anyone to write a similar book called 
October Rockets in the future.108 It is diffi  cult today to say how seriously The 
Guns of  August infl uenced the decisions he made then, but it is known that 
he spoke out against the use of  force during the discussions.

Another factor that infl uences those responsible for making decisions 
in a  crisis is the strong emotional impact that the entire crisis situation 
has on them. Moreover, this eff ect usually occurs against the background 
of  signifi cant physical exertion and even overload (lack of  sleep and rest, 
possibly for several days). Decisions made in such conditions can be ill-con-
ceived and irrational.

Decisions to resolve a crisis are usually discussed and made by a small 
group of  politicians. At the same time, it is only two or three participants 
in the discussion who actually develop a  solution, while everyone else 
merely expresses their support. The size of  the group may be small, but 
the decisions nevertheless have a group rather than an individual character. 
Despite the obvious positive aspects of  working out a solution in a group 
(the possibility of  considering a  larger number of  ideas, discussing 
critical comments on a  particular option, etc.), in this case, especially 
during a crisis, there are signifi cant disadvantages. The group nature of  
decision-making gives rise to a number of  problems that were analysed 
and described in detail by the American researcher Irving Janis in his 
work Victims of  Groupthink: A Psychological Study of  Foreign-Policy Decisions 
and Fiascoes, and later in a book written jointly with Leon Mann Decision 
Making: A Psychological Analysis of  Confl ict, Choice, and Commitment.109

One of  the most signifi cant phenomena of  decision-making is the 
‘shift in choice.’ This is because, when making a  decision in a  group, 
people tend to either take more risky decisions compared to the average 
individual decisions of  members of  the same group, or, conversely (and 
far less commonly), take less risky ones. In other words, a decision made 
in a group is likely to be more risky than if  each member of  this group 
makes a decision on the same issue separately, and then they work out 
some average option.

There is no single explanation for this phenomenon. According to many 
researchers, it is connected with the fact that the responsibility for the risk 
is psychologically shared with the other members of  the group. As a result, 
everyone comes up with a  riskier decision than he or she would have 
made outside the group. However, this does not explain why in other cases 
(although less often) the shift in choice occurs in the opposite direction.

Janis and Mann also pay attention to the fact that groups are often not 
sensitive to information that does not fi t into the framework of  the concept 
it is developing. As soon as the decision-makers have come to a conclusion 
regarding the crisis situation or how to behave in it, any information that 
contradicts their ideas is simply ignored. As a result, the participants in the 
discussion become hostage to their own speculative constructions, which 
can signifi cantly distort reality.

Janis and Mann developed procedures that make it possible to reduce 
the negative impact of  the group decision phenomena somewhat. In 
particular, they suggest that one of  the members of  the group should play 
the role of  critic. This person should act as a kind of  ‘devil’s advocate,’ 
looking for weaknesses in any proposed solution. Another way to identify 
criticism is to carry out a  survey of  each participant in the discussion, 
looking for objections.110

However, criticism also has a downside. It can lead to the number of  
alternatives put up for consideration narrowing even further. Participants 
in the decision-making process may not be able to off er any options at 
all, since all of  the alternatives has negative aspects. In order to avoid this, 
the ‘brainstorming’ technique can be used. This involves each participant 
off ering as many solutions as possible during the discussion. All these 
options are written down so that they are clearly visible to all participants in 
the brainstorming session, but without indicating who wrote what. Thus, 
ideas become impersonal. This is necessary in order to avoid reducing 
the creative potential of  the participant who proposed a given idea if  it 
turns out to be of  little use. The most important condition for method of  
developing a decision is that the proposed options should not be discussed 
immediately. No initial criticism is allowed, even if  the idea appears to 
be ‘crazy.’ After all options are written down, they are evaluated. Only at 
this stage is an analysis (including criticism) of  the ideas and proposals put 
forward carried out.

‘Selection bias’ can also be corrected by forming two or more panels 
of  experts, who are invited to independently work out a solution. Subse-
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quently, their solutions are compared. It is generally considered more 
reliable if  both groups come up with the same or similar conclusions.

An important point that reduces the negative impact of  the ‘shift in 
choice’ phenomenon is the conscious rejection of  group responsibility 
for the decision taken. It is emphasized that the leader is responsible 
for the decision. The use of  such a method is possible when it comes to 
preparing decisions at the expert level, but not if  the decision is developed 
by a political leader and advisers close to them and/or senior offi  cials.

In general, it must be emphasized that knowledge of  the phenomena 
of  decision-making in a  crisis situation greatly contributes to reducing 
the negative impact they may have. And this, in turn, makes it possible to 
increase the rationality of  the decisions-making process and, as a result, to 
transfer the crisis situation into a negotiation channel.

Consultations and an exchange of  views with the opposite side is 
another step that needs to be taken in order to start negotiations. Diffi  -
culties here may arise due to the fact that in a  crisis, all (or almost all) 
channels through which information can fl ow from one side to the other 
are typically interrupted. The importance of  communication channels is 
clearly demonstrated by the events of  the Cuban Missile Crisis of  1962. 
Researchers, as well as direct participants in the decision-making process 
from both the Soviet and American sides, agree that consultations and an 
exchange of  views between the top leadership of  the two countries, which 
was carried out through diff erent channels, played a crucial role. It is no 
coincidence that the result of  the practical conclusions drawn by both sides 
from the events of  those years was the establishment of  a direct telephone 
connection (a ‘hot line’) between the leaders of  the two states.

One more task needs to be carried out before starting negotiations in 
a confl ict or crisis situation, and that is to think over options for ‘saving 
face.’ An important point for each participant is the opportunity to get out 
of  the confl ict with dignity. Often the lack of  such a solution forces the 
parties to continue the confl ict. The American researcher Robert Jervis 
gives a very characteristic example of  such behaviour. He writes that the 
Japanese Prime Minister responded to the American demand to withdraw 
troops from China, made shortly before the attack on Pearl Harbor, by 
saying that the Japanese side had invested too much money and eff ort 
in this (tens of  billions of  yen, with more than 100,000 people killed or 
wounded), and they must therefore achieve a  satisfactory result by any 
means.111

Moran Deutsch presented similar evidence regarding a  diff erent 
confl ict. He notes that previous decisions obligated the United States to 
continue military operations in Vietnam.112 

An example from history

The end of  the Cuban Missile Crisis allowed Nikita Khrushchev and John 
F. Kennedy to ‘save face’: Khrushchev presented himself  as a defender of  
Cuba, and Kennedy as a  defender of  the interests of  the United States. 
Soviet missiles were withdrawn from Cuba (which was fundamentally 
important for the Americans). In return, Khrushchev received assurances 
from Kennedy that the United States would not attack Cuba, and that 
American missiles would be withdrawn from Turkey.

5.2. Organizational issues in the preparation 
for negotiations

The question of  preparatory work for negotiations was on the periphery 
of  scientifi c interest for a  long time. Two reasons can explain this, First, 
there is an insuffi  cient amount of  information related to the preparatory 
stage of  the negotiation process and issues of  making internal political 
decisions. Although there is material that analyses the direct process of  
interaction at negotiations, in particular, during negotiations – transcripts 
of  their progress are often kept, or proposals, statements, speeches, and 
fi nal documents made by participants are recorded – there is practically no 
data on how to get ready for negotiations. Moreover, the participants try 
not to reveal the whole ‘kitchen’ of  the preparatory work, since it touches 
upon more general issues related to decision-making. The preparation for 
the negotiations is thus hidden from the eyes of  ‘strangers.’ Second, for 
an outside observer, negotiations are perceived, fi rst of  all, as a process of  
interaction between the parties, so little attention is paid to preparation.

But it is preparation that largely determines both the format and 
outcome of  negotiations. Roger Fischer and Danny Ertel see lack of  prep-
aration as the most serious shortcoming of  most negotiations.113 Howard 
Raiff a’s research provides interesting results in this regard. A survey of  
people involved in international banking negotiations asked respondents 
to evaluate, on a 5-point scale, the importance of  various actions, qualities 
and skills necessary for negotiating – for example, negotiating experience, 
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persuasion skills, the ability to inspire respect, etc. A score of  5 was given if  
this quality was considered by the respondents to be extremely important. 
A total of  32 people were interviewed. It turned out that actions related to 
preliminary preparation for negotiations received the highest total scores, 
with 26 saying that preparations were extremely important for successful 
negotiations (a score or 5), and six saying it way very important (a score 
of 4).114

Preparations for negotiations involves:
• Finding solutions to organizational issues;
• Preparing important points.
Some of  the tasks are solved jointly with a partner (largely organizational 

issues) and are ‘negotiations about negotiations.’ The other part consists of  
independent preparation for the upcoming meeting and includes coordi-
nating the side’s position with various departments (‘internal negotiations’), 
formulating this position, developing proposals etc.

Highlighting these two aspects of  preparatory work is, in general, condi-
tional, since they are interrelated. The way ‘negotiations about negotia-
tions’ are carried out infl uences the formulation of  one’s own proposals 
and positions in the upcoming negotiations. In turn, a number of  prelim-
inary ‘home-made preparations’ are already during the fi rst contacts of  the 
parties.

After the decision to conduct negotiations is made, the parties proceed 
to the ‘negotiations on negotiations,’ during which they must agree on the 
following issues:

−  The time and venue of  the meeting, as well as procedural and 
protocol issues (the arrival of  delegations, accommodation, seating 
at the negotiations, etc.).

− The agenda and, if  necessary, name of  the negotiations.
−  The level of  negotiations, the approximate number of  participants 

and other issues related to the format of  the negotiations.
When choosing a venue for negotiations, in principle, there are three 

options: one’s own territory; the territory of  the opposite party; a neutral 
territory. This seemingly simple question can cause long disputes, since 
it aff ects not only issues of  protocol, prestige etc., but also substantive 
aspects. Thus, negotiations on the settlement of  an armed confl ict in the 
enemy’s capital – if  it is not under occupation – may, at least in part, testify 
to the recognition of  defeat. For this reason, a  neutral country is often 
chosen for negotiations.

An example from history

Russian diplomat V.V. Karyagin gives an example of  a  discussion on 
the issue of  the venue for negotiations. In late 1953, representatives of  
the Soviet Union, the United States, France and Great Britain agreed to 
convene a meeting of  their respective foreign ministers early the following 
year. The parties held preliminary discussions to resolve a  number of  
organizational issues, including the question of  where the meeting would 
take place. Western countries suggested using the building of  the former 
Allied Control Council, a kind of  symbol of  Allied cooperation. However, 
this building was located in the American sector of  Berlin, to which the 
Soviet Union objected. Moscow, in turn, suggested the residence of  the 
High Commissioner of  the USSR in Germany. After lengthy disputes, the 
Western countries suggested that since there are four parties involved 
in the negotiations, three meetings should be held in the building of  the 
Control Council, as proposed by the United States, France and Great 
Britain, and one, as the Soviet Union had suggested, in the building of  the 
High Commissioner. The Soviet Union objected, that the West is eff ectively 
united. Therefore, as a compromise option, two meetings should be held 
on one territory, and two on the other. Finally, the parties decided to hold 
two meetings in the building of  the former Allied Control Council and one 
in the residence of  the High Commissioner of  the USSR in Germany.115

Alternate negotiations in the settlement of  confl icts are quite common 
in diplomatic practice. For example, the meetings of  the Joint Commission 
for the Settlement of  the Namibian Problem in the late 1980s and early 
1990s were held alternately on the territory of  Angola, Cuba, Namibia 
and South Africa. In other cases, a neutral territory is chosen. This path 
was taken, in particular, when choosing the venue for the negotiations that 
resulted in the end of  the Vietnam War, which were eventually held in 
Paris (1968–1973). They were fi rst attended by delegations from the United 
States and the Democratic Republic of  Vietnam, then they were joined by 
representatives of  the National Liberation Front of  South Vietnam (later 
the Provisional Revolutionary Government of  South Vietnam) and the 
Saigon administration. Quite often, the territory of  the mediator is chosen 
as the place of  meeting, as was the case, for example, during the settlement 
of  the Indo-Pakistani confl ict (the Tashkent Conference in 1966).

The issue of  selecting a  venue is not particularly important when it 
comes to negotiations between sides that enjoy cooperative relations. 
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However, there are certain advantages and disadvantages to negotiating on 
one’s own territory. Roy Lewicki and Joseph Litterer note that the positive 
aspects of  negotiations on one’s own territory are due to the following 
psychological factors:

1)  People feel more confi dent and comfortable in one’s own territory. In 
addition, it is possible to infl uence the situation through the details, 
for example, the internal environment of  where the meetings will 
take place (the kind of  room, its décor, etc.).

2)  When holding a  meeting, it is customary to follow the rules and 
norms of  communication (the pace of  negotiations, the time of  day 
in which they are held, etc.) of  the country in which the negotiations 
are held. This facilitates the negotiation process for the host party. 
Moreover, the greater the cultural diff erences, the more signifi cant 
this factor is. It is more diffi  cult for the visiting delegation to adapt.

However, Lewicki and Litterer also point out a number of  diffi  culties 
that arise when negotiating on one’s home turf:

1)  The host party cannot ‘take a break,’ claiming that they do not have 
certain information ‘to hand.’

2)  The organizational and technical aspects of  the meeting, for which 
the host is responsible, may distract from the essence of  the issues 
discussed and create a sense of  unease. All this aff ects the process 
and outcome of  the negotiations.

3)  The host party often has obligations to the guest. As a consequence, 
unjustifi ed concessions are possible.116

When determining the dates for the start of  negotiations, as a rule, parties 
proceed from the real possibilities of  preparing for them. Disagreements 
can arise if  one of  the participants is not interested in a real solution to the 
problem, but tries to achieve other goals through negotiations, i.e. fi nding 
a joint solution to the problem at hand is not its main goal.

Important protocol issues include the order in which the members of  
the delegations enter the negotiating room and how they are seated. This 
issue is especially acute in multilateral negotiations. A classic example here 
is the negotiations to the Thirty Years’ War, which ended with the signing 
of  the Peace of  Westphalia in 1648. It took half  a year just to agree on 
where the representatives of  the parties at the talks would be seated. Chris-
topher Mitchell notes that this issue was resolved rather quickly at the 
Yalta Conference, with Stalin, Roosevelt and Churchill, along with their 
respective delegations, each entering through their own door.117

Setting the agenda is usually the most diffi  cult issue. What should be 
included on the agenda? In what order should the issues be discussed? 
What regulation should be proposed? The solution of  all these issues 
largely determines the outcome of  the talks. For example, at the Paris talks 
on the end of  the Vietnam War, the United States insisted on an initial 
discussion of  a military agreement, which, in its opinion, was supposed 
to give guarantees to the government of  South Vietnam. In turn, North 
Vietnam suggested discussing political issues fi rst. When it seemed that 
negotiations would not take place at all, it was agreed that both sets of  
issues would be discussed simultaneously.

Sometimes, in order to avoid lengthy preliminary talks about the issues 
to be discussed, a  loose agenda is adopted. For example, before the fi rst 
offi  cial meeting of  the talks on intermediate-range nuclear forces (INF) in 
the autumn of  1981, the head of  the Soviet and American delegations, Yuli 
Kvitsinsky and Paul Nitze, agreed not to fi x an agenda, so that each of  the 
parties could raise issues that it considers necessary at any time.118

Disputes can even arise regarding the name of  the negotiations. One 
example is the diffi  culty in naming the 1981 talks on intermediate-range 
nuclear forces. Paul Nitze recalls that initial names for the talks, which 
were then widely used by the media, included: ‘Euromissile Negotiations’ 
and ‘Negotiations on the Nuclear Forces of  the Theater of  Operations.’ 
However, the United States’ European allies in NATO objected to these 
names, because, in their opinion, in such a case, a distinction would be 
made between a nuclear war in Europe and nuclear exchanges between 
the United States and the Soviet Union. In order to remove this objection, 
the parties agreed that the negotiations would be offi  cially called ‘negotia-
tions on intermediate-range nuclear forces.’119

The level of  negotiations (at the level of  the leaders of  the opposing parties, 
their representatives, etc.) can also become a subject of  disagreement. For 
example, in 1994, before the introduction of  federal troops into Chechnya, 
the proposal was made to hold negotiations to resolve the situation 
between the Chechen side and the federal authorities. The parties failed 
to agree on a  number of  other issues and, consequently, negotiations 
never took place. One of  these issues was the level at which negotiations 
should be held. The Chechen side insisted that it should be a meeting of  
the Chechen and Russian presidents. The Russian authorities did not agree 
to this, arguing that such an approach would already mean recognition of  
Chechnya’s independence.
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The main issues when forming a delegation are how big the delegation will 
be, and who will be in it. As a rule, the composition of  the delegation largely 
depends on the level of  representation of  the delegations, as well as on the 
number of  issues to be tackled and which ones need to be resolved as a result 
of  the negotiations. Finally, the composition of  the delegation depends on 
whether or not experts in specifi c fi elds need to be present, and how likely 
it is that various committees and commissions need to be set up to hold 
meetings at the same time. Keep in mind that excessively large delegations 
create a number fi nancial and organizational problems. The head of  such 
a delegation runs the risk of  being involved in resolving many issues that 
arise within it, instead of  actually negotiating with the opposite party.

Usually parties proceed from an approximately equal number of  
members participating in the negotiations on each side. However, this 
principle is less strictly adhered to in multilateral international negotia-
tions, in which larger countries are often represented by a large number of  
people (they also have the fi nancial means to do this). This can sometimes 
lead to episodes that border on the farcical. Former US Ambassador 
John McDonald recalls one international conference where the Japanese 
delegation was represented by 93 participants, which signifi cantly exceeded 
the number of  other delegations. The reason was that six ministers took 
part in the conference from the Japanese side, each of  whom had their 
own employees. As a  result, the work at the negotiations, as McDonald 
writes, was paralyzed. The six ministers sent six diff erent messages and 
proposals to Tokyo. The rest of  the participating countries were at a loss 
as to who in the Japanese delegation would make the fi nal decision, and 
who they should negotiate with. McDonald mentions another conference 
where, for the entire three weeks, the West German delegation was led by 
three diff erent ministers who could not agree on who would be respon-
sible for the decisions taken.120

An important point in the formation of  a delegation is to determine 
who will be in it and what their functions will be. These functions may vary 
depending on the nature of  the negotiations. The defi nition of  functions is 
of  particular importance in the case of  large negotiations involving a large 
delegation. Israelyan identifi es the following most typical functions of  
negotiators: working in a group on a specifi c issue; maintaining relations 
with representatives of  other delegations  – informing them on certain 
points and clarifying the points of  view of  other parties (especially if  
these are large forums with a  large number of  delegations); working 

with the media, the public, non-governmental organizations etc.; records 
management.121

Finally, questions may arise as to who you are supposed to be negoti-
ating with. This is typical of  multilateral negotiations. Some of  the partic-
ipants may object to inviting additional participants to the negotiating 
table, believing that this will strengthen the position of  the parties already 
present at the negotiations.

5.3. Preparation for negotiations

As part of  the preparatory work, each of  the parties solves a number 
of  tasks independently, which constitutes the actual preparation for the 
upcoming meeting. These tasks include:

• analysing the problem and developing possible alternatives;
•  determining the negotiating position, concept and possible solutions 

to the problem;
• formulating proposals and preparing the main arguments;
•  developing instructions for negotiators, and preparing necessary 

documents and materials.
Analysing the problem is the basis of  preparation for negotiations. In 

a situation of  confl ict and crisis relations, the solution of  this problem is 
extremely diffi  cult due to the specifi cs of  perception, which was touched 
upon in the fi rst part of  this manual. Analysing the problem involves, 
fi rst of  all, identifying the interests of  all participants – not just one’s own 
interests, but those of  the opposite party too. The last point is often ignored 
by negotiators. Fischer and Ury give a vivid illustration of  how insuffi  cient 
study of  the interests of  the opposite party can lead to the breakdown of  
negotiations, even in conditions of  cooperation. In the late 1970s, negotia-
tions were held between the United States and Mexico regarding the sale of  
Mexican gas. The American side sought the lowest price possible. Mexico 
had no other potential buyers at the time, so the United States assumed 
before the negotiations that Mexico would to agree to a price reduction 
with little fuss, so it adopted a tough stance during the talks. However, in 
reality, Mexico was not interested solely in profi ting from the sale of  gas; it 
also wanted to be treated as an equal partner. However, as a result, instead 
of  selling the gas to the United States at the price off ered and making at 
least a minimal profi t, the Mexicans began to burn it. In this case, political 
interests turned out to be more signifi cant for Mexico than economic ones, 
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which the representatives of  the United States clearly did not take into 
account.122

In addition to studying the interests of  the other side, parties need to 
look at alternatives to a negotiated agreement (ATNA) – both their own 
and those of  the negotiating partner. It is important to develop potential 
scenarios for action in the event that a negotiated solution is not reached. 
This creates the confi dence of  the parties in the negotiations themselves 
and facilitates the process of  conducting them.

The next element of  preparation for negotiations is to defi ne a negoti-
ating position. When we say ‘position,’ we should keep in mind that the 
word has various meanings. According to Fischer and Ury, a position is 
what a decision is made about (as opposed to interests that are motivators 
or grounds for making a  decision).123 Negotiators themselves usually 
imply that a position is an offi  cial view of  the problem formulated in the 
form of  proposal and statements, or in another offi  cial form. V.B. Lukov 
and V.M. Sergeev defi ne the negotiating position in another way.124 They 
consider it as a system of  the constituent elements, such as the goals of  
the participants, the proposals put forward by them, and the evaluation 
of  these proposals by other participants. And yet more often, position is 
associated with the offi  cially declared point of  view.

Sometimes, a  negotiation concept is also identifi ed and prepared. This 
is also ambiguous. For example, An. V. Zagorsky understands a concept 
as a more complex formation than a position, and includes in it the main 
goals, a scale of  priorities and a number of  other components.125 In other 
words, it is a general approach to negotiations.

Identifying a  negotiation concept when preparing for negotiations 
seems to be justifi ed. It forces us to look at the problem more broadly and 
not to limit the preparation for negotiations to the mere formulation of  
offi  cially declared points.

An essential element in the preparation of  the concept of  negotiations 
is the analysis of  possible solutions. The importance of  this element follows 
from the main function of  the negotiations – the joint search for solutions 
to the problems. Solutions are not equivalent for the negotiators: one 
solution may be more acceptable for one party, but not the other. Zagorsky 
paid special attention to the need to prepare several possible solutions, 
since almost every option has both benefi ts and costs for the negotiators. 
At the same time, there are conditions where a variation on a suggested 
solution is acceptable. This, according to the defi nition given by Zagorsky, 

involves compensation for the costs of  one or another option. As an 
example, he cites the discussion in the countries of  Western Europe after 
the signing of  the 1987 Intermediate-Range Nuclear Forces (INF) Treaty 
by the United States and the Soviet Union. Despite the fact that the treaty 
itself  was viewed positively, talk of  ‘compensation’ – the modernization of  
the remaining NATO nuclear potential in Europe in order to restore the 
eff ectiveness of  the deterrence policy – soon began.126

At the preparatory stage, the parties also formulate possible proposals 
that correspond to a given version of  the solution. This often involves the 
preparation of  the main argument to substantiate proposals.

Robert Axelrod identifi es two types of  arguments: 1) evaluative – when 
a negotiator expresses his or her attitude to events or facts (for example, 
the phrase ‘Disorder in Iran harms the UK’ can be an evaluative argument); 
and 2) causal arguments.127 However, we should make the reservation here 
that we are talking about Western political culture.

Since negotiations have many functions, not all proposals and arguments 
can correspond to their main function – the search for a solution to the 
problem. In this regard, when preparing proposals and arguments, it 
is extremely important to understand what function they perform and 
who they are addressed to: directly to partners, to their own public, or, 
for example, to the public of  a third country, etc.; what are the cultural, 
psychological and other characteristics of  the respondent.

Before a  negotiation concept is developed and a  position, solutions, 
proposals and main arguments are prepared, an agreement is made within 
each party. These are the so-called ‘internal negotiations.’ Former United 
States Ambassador to the European Union J. Robert Schaetzel noted that 
about 90% of  the time is spent on discussing the problem ‘inside,’ with 
only 10% being spent in negotiations with the partner. Often ‘internal 
negotiations’ create more serious problems than ‘external’ negotiations – 
they are diffi  cult and demand a lot of  time and eff ort.128

Internal negotiations do not always end successfully, with the devel-
opment of  a  single platform. Israelyan cites the example of  the 1985 
session of  the Conference on Disarmament, where the countries had not 
reached an agreement on the draft directives of  the delegation at the talks 
on the prohibition of  chemical weapons. As a result, the Soviet delegation 
was asked to act according to the old position.129

Another example related to agreements in the military-political area is 
given by A.L. Adamishin, who writes that, during the Conference on Disar-
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mament, the Dutch side proposed a variant whereby they would refuse to 
deploy 48 missiles on Dutch territory and then simply remove 48 Russian 
missile from combat duty. The proposal, Adamishin notes, was not of  
great military importance, but the political advantages were obvious. The 
Russian side refused this proposal because of  the position of  the military.130

The American delegation has also faced the problem of  internal 
approvals on more than one occasion. For example, the American diplomat 
Raymond Garthoff , who was one of  the participants in the negotiations on 
SALT 1, noted that the biggest problem for the American side was the lack 
of  a common understanding of  the goals of  the negotiations.131

We should note here that the process of  internally coordinating 
a  position is especially diffi  cult during a  confl ict. As a  rule, the opinion 
of  the political elite is far from unanimous in such cases. In general, the 
presence of  a well-coordinated position allows for more successful negoti-
ations. For example, V. Chernavin draws attention to this fact, noting that 
during the negotiations on the Black Sea Fleet in the early 1990s, Russia 
did not have a unifi ed position on the problem, while Ukraine did, which 
essentially boiled down to the fact that it needed own fl eet in Sevastopol. 
This undoubtedly made it easier for Ukraine to negotiate.132

Meetings are often held to harmonize positions within each side, where 
a range of  approaches to solving a problem is identifi ed, and arguments in 
favour of  specifi c approaches are evaluated.

In terms of  content, the preparatory work ends with the defi nition of  
instructions to the participants, in which the main elements of  the position 
are formulated, as well as its nature, and the main ways of  realizing the 
tasks set. When defi ning the main canvas, it is important that the instruc-
tions are suffi  ciently fl exible. Otherwise, the negotiators will have to 
constantly coordinate their actions with the centre. As a general rule, the 
higher the level of  delegation, the more fl exible the instructions are.

All this preliminary work results in the preparation of  a  dossier for 
negotiations. The dossier includes reference materials (references, including 
on the implementation of  previous agreements, if  needed; materials for 
conversations; possibly excerpts from media reports related to these negoti-
ations) and documents (texts of  key speeches, drafts proposals, proposed 
fi nal documents, etc.).

Various kinds of  meetings and information and analytical work are 
widely used as methods of  preparation for negotiations. One type of  
meeting, called ‘situational analysis,’ was developed by a group of  Russian 

researchers in the 1970s under the leadership of  Yevgeny Primakov, 
for which its creators were awarded the State Prize. The essence of  the 
methodology is to organize the work of  experts with maximum effi  ciency. 
Representatives of  various departments and analysts from the academic 
sphere act as experts. A script is preliminarily written in the form of  
questions compiled in a  logical sequence, to which it is necessary to 
prepare answers and express them in the course of  a situational analysis. 
Experts prepare these elements in advance on a particular issue. During 
the situational analysis, the expert summarizes his or her analysis. If  one of  
the participants in the situational analysis does not agree with the speaker, 
then an alternative point of  view is recorded. Situational analysis requires 
a lot of  skill from the person preparing the script and the person leading 
the meeting. An ill-prepared script can divert the attention of  experts, 
perhaps to interesting questions, but secondary ones, nevertheless. The 
same can be said about the course of  ‘situational analysis.’ The facilitator 
must not allow the discussion to fl ow spontaneously and deviate signifi -
cantly from the prepared scenario.133

Questions for discussion:
1.  What diff erences are signifi cant in preparing for negotiations during 

a confl ict, during a crisis, and in a cooperative relationship?
2.  How are the organizational and content aspects of  training connected?
3.  How important is the preparation for negotiations? What are the signs 

of  insuffi  cient preparation for negotiations?
4.  Why can the choice of  venue for negotiations and their title cause 

objections?
5.  What considerations are usually used when determining the quanti-

tative and personal composition of  delegations at negotiations?
6.  How does identifying such positions as ‘negotiation concept,’ ‘accept-

ability conditions,’ and ‘solution options,’ help preparations for 
negotiations?

7.  What are ‘internal negotiations’? Do they diff er in diff erent countries 
in terms of  their signifi cance for negotiation and the ‘technology of  
conduct’?

Practical tasks
1)  Watch the fi lm Thirteen Days. USA, 2000, historical drama. Director: 

Roger Donaldson. Cast: Kevin Costner, Shawn Driscoll, Bruce 
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Greenwood, Drake Cook, Stephen Culp, Lucinda Jenney, Caitlin Wachs, 
Jon Foster, Matthew Dunn, Stephanie Romanov.
Assignment: Discuss the decision-making process for a  peaceful 

resolution of  a crisis situation.
Methodological recommendations: When watching the fi lm, special 

attention should be paid to what infl uences decision-making in a  crisis 
relationship. What are the subjective and objective factors that infl uence 
the nature of  the decision: a  peaceful settlement or a  military confron-
tation. How does the US population react to the crisis in relations with the 
Soviet Union?

2)  Watch the movie The Negotiator. Germany, USA, 1998 Director: F. Gary 
Grey. Actors: Samuel L. Jackson, Kevin Spacey, David Morse and others.
Methodological recommendations: When watching the movie, pay 

attention to the situation of  stress in which negotiations are conducted.
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Chapter 6
Structure of the International 

Negotiation Process

From the moment the parties meet at the table, the actual negotiation 
process begins to unfold. What elements does it consist of ? In what order 
do they follow each other? What are the patterns of  the use of  various 
elements? All this constitutes the structure of  the negotiation process. 
The following main structural elements of  the negotiation process can be 
distinguished:

• Negotiation approaches (negotiation strategies)
• Stages of  negotiation
• Ways of  presenting a position by negotiators
• Tactical tricks

6.1. Two basic negotiation strategies

There are diff erent views in the negotiation literature about what 
negotiating strategy or approach actually mean. These are often referred to 
as a cooperative, collaborative approach, on the one hand, and a compet-
itive, opposition-oriented approach, on the other. Other authors prefer 
to speak in terms of  ‘hard’ and ‘soft’ approaches, which are comparable 
to the dichotomy of  behaviour. Then there is the altruistic approach to 
negotiation, which some regard as a separate category.

If  we talk about interaction in general, then, for example, Charles 
McClintock identifi es fi ve possible approaches:

•  the altruistic approach – aimed at providing the maximum benefi t to 
the partner

• the cooperative approach – focused on maximum mutual gain
•  the competitive approach – focused on maximum gain for one’s own 

side, with minimum gain for the partner
• the individualistic approach – aimed at maximizing one’s own gain;
• the aggressive approach  – aimed at minimum payoff  for the 

partner.134
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A. Fayzullaev also presents a common idea of  fi ve options for negoti-
ating approaches, which follow from the structure of  the balance of  
interests of  the participants:

1.  A focus on the maximum satisfaction of  one’s interests with the 
minimum satisfaction of  the interests of  the opposite side (compet-
itive strategy).

2.  A focus the minimum satisfaction of  one’s own and other people’s 
interests (care strategy).

3.  The desire to satisfy both one’s own interests and the interests of  the 
opposite party to a certain extent (compromise strategy).

4.  A focus on satisfying both one’s own interests and the interests of  
the opposite party (cooperative strategy).

5.  The desire to maximize the satisfaction of  other people’s interests and 
minimize the satisfaction of  one’s own interests (altruistic strategy).135

In fact, a  similar classifi cation of  approaches is proposed by J. Hall, 
who organizes them on two grounds: 1) a  focus on the implementation 
of  substantive goals; 2) an orientation towards establishing relationships. 
Thus, focusing on creating and developing partnerships rather than on 
achieving one’s own goals is the result of  an altruistic approach. The 
opposite approach produces tough, aggressive behaviour. Minimum focus 
on partnership and achieving one’s goals leads to the parties walking away 
from negotiations. Maximum focus on these aspects creates integrative 
behaviour that focused on a joint search for a solution to the problem. And 
fi nally, a  middle-ground focus on partnership and achieving one’s goals 
moves the parties towards compromise.136

It is not diffi  cult to see that all of  the above approaches are actually 
combined into two, since the altruistic approach does not correspond to one 
of  the main characteristics of  negotiations – the simultaneous presence of  
coinciding and confl icting interests of  the parties – as the confl icting interests 
of  the parties are completely ignored. As for the individualistic and aggres-
sive approaches, they are, in fact, an expression of  two variants of  a competi-
tive strategy that diff er in the degree of  rigidity. Compromise behaviour, 
according to Hall’s classifi cation, can be attributed to the same category.

Important

The approach to international negotiations is understood as the basic 
principle from which participants proceed when determining actions in 
negotiations.

Thus, based on the analysis of  the literature on the negotiation process, 
two main approaches (strategies) to negotiations can be distinguished: 
bargaining and joint analysis of  the problem with a partner in order to fi nd 
a mutually benefi cial solution.

In the fi rst case, the negotiator considers them as one of  the means and 
one of  the opportunities to achieve victory in realizing their own goals and 
position. They seek, through ‘bargaining,’ to obtain the most profi table 
fi nal document for themselves, while assuming that the partner will suff er 
losses. When the parties are oriented primarily towards their own victory, 
the very entry into negotiations is in fact a continuation of  the struggle 
and confrontation, only by other means. The title of  the monograph by 
the Hungarian author János Nergesh The Battlefi eld of  the Negotiating Table 
clearly refl ects the essence of  this approach.137

An example from history

Bargaining strategy used by the Athenians in negotiations with the Melians.
‘Athenians […] we have a right to our empire because we overthrew the 

Mede […] since you know as well as we do that right, as the world goes, is 
only in question between equals in power, while the strong do what they 
can and the weak suff er what they must.

Melians. As we think, at any rate, it is expedient – we speak as we are 
obliged, since you enjoin us to let right alone and talk only of  interest – that 
you should not destroy what is our common protection, the privilege of  
being allowed in danger to invoke what is fair and right…

Athenians. The end of  our empire, if  end should it, does not frighten us 
[…] we would fain exercise that empire over you without trouble, and see 
you preserved for the good of  us both.

Melians. And how, pray, could it turn out as good for us to serve as for 
you to rule?

Athenians. Because you would have the advantage of  submitting before 
suff ering the worst, and we should gain by not destroying you.

Thucydides. Book 5. Athens vs Melos. In Historians of  Greece.
Herodotus, Thucydides, Xenophon. Moscow: Fiction, 1976, 221–222.

With a  partnership approach, the focus is on solving the problem. 
Victory is understood diff erently, that is, as the resolution of  contradic-
tions and the maximum mutual satisfaction of  interests. This approach 
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is sometimes called ‘solving the problem jointly with a partner,’ which is 
not entirely accurate, since if  a decision is made at the negotiations, it is 
necessarily taken jointly: this is the main function of  negotiations. ‘Joint 
problem-solving’ sounds more accurate, as it places an emphasis on the 
process, and not on the fi nal product.

However, it is not only the understanding of  the victory or success of  the 
negotiations that underlies the diff erence between these two approaches. 
The way they are conducted is also diff erent. When bargaining, the parties 
strive to give as little information as possible about their true interests 
and intentions, signifi cantly overestimate the initial requirements, use 
various methods of  exerting pressure and blackmail in order to achieve the 
desired agreement. The approach to negotiations – and to a joint search 
for a solution to the problem – proceeds from other principles and implies, 
to a  large extent, the openness of  both participants, the formation of  
dialogue relations between them, understood as a mutual change between 
the subjects during negotiations. It is through dialogue that participants 
try to see the problem and its solution in a diff erent way. In the dialogue, 
new relations are formed between the parties, based on cooperation 
and mutual understanding. In other cases, bargaining that is focused on 
manipulating the behaviour of  the partner does not imply dialogue, and 
none is expected. Bargaining in this sense is an expression in international 
negotiations of  what the American researcher James Der Derian called 
‘antidiplomacy.’138

Let us emphasize that both approaches  – confrontational and 
partnership – involve joint decision-making by the participants. In one case 
through dialogue, in the other through manipulation.

The concepts of  bargaining and joint analysis of  the problem have been 
central to the theoretical work of  researchers in the fi eld of  negotiation 
problems, especially in the last 10–15 years. However, both approaches 
have long philosophical, historical, and experimental traditions, and have 
been analysed and implemented in practice for years, since they both have 
a  broader meaning that goes beyond the scope of  negotiations proper 
and well-known history. In general, it is important to keep in mind that 
‘struggle and cooperation are two sides of  the same coin, it is a dialec-
tical commonality of  two opposite principles. Both the means of  struggle 
and the forms of  cooperation changed, they became more complicated, 
improved as society developed, new forms of  struggle and new forms of  
cooperation appeared.’139 Therefore, the problems of  struggle and cooper-

ation have been the subject of  research in many scientifi c disciplines: 
history, philosophy, mathematics, psychology, etc.

The Russian expert on Chinese history and diplomacy of  the Middle Ages 
S.N. Goncharov points to the presence of  two approaches (or doctrines) to 
international relations and diplomacy that were common in China during 
this period: ‘peace-building monarchy,’ according to which the emperor 
punished recalcitrant barbarians and thereby ‘brought the world into 
harmonious order’; and contractual relations. The latter implied that China 
was ‘one of  the two sovereign States (partners)’ in foreign policy.140

In the history of  diplomacy, bargaining is well illustrated by the 
description of  negotiations conducted by people whom Harold Nicolson 
calls ‘warriors.’ The negotiations of  the ‘warrior school’ are reminiscent of  
a ‘military campaign or, at best, autumn manoeuvres; and the means which 
such negotiators employ are more akin to military tactics than to the give 
and take of  civilian intercourse.’141 ‘Fundamental to such a conception of  
diplomacy,’ Nicolson continues, ‘is the belief  that the purpose of  negotia-
tions is victory, and that the denial of  complete victory means defeat.’142 
He contrasts the ‘warrior school’ of  negotiating with the ‘shop-keeper 
theory’ based on ‘the assumption that a compromise between rivalries is 
generally more profi table than the complete destruction of  the rival. That 
negotiation is not a  mere phase in a  death-struggle, but an attempt by 
mutual concession to reach some durable understanding.’143

Both approaches also have their roots in philosophy. In philosophical 
terms, the approach to negotiations, focused on a  joint analysis of  the 
problem with a  partner, is largely based on the theory of  ‘reasonable 
egoism,’ the origins of  which date back to the era of  antiquity, and received 
further development from the French enlighteners in the 18th century. One 
of  the central links of  this theory is the need to correctly understand one’s 
own interests. The development of  the ideas of  reasonable egoism can 
be found in the works of  Nikolay Chernyshevsky, whose version of  the 
theory states that it is the conscious subordination of  one’s own interests 
to a  common cause, so that the common ‘win’ would allow personal 
interests to be achieved.

Two main ideas of  the concept of  reasonable egoism formed the 
basis of  the approach to solving problems in negotiations through a joint 
analysis of  the problem with a partner: 1) the need to analyse interests, 
including one’s own interests; 2) one’s own interests can be implemented 
more fully if  the partner also implements their interests.
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The relativity of  placing these approaches in opposition to each other 
follows from the dual nature of  the negotiation process  – the presence 
of  partial coincidence and partial divergence of  interests of  the parties. 
It should be assumed that in the real practice of  conducting negotiations 
we rarely see ‘pure’ bargaining or ‘pure’ analysis of  the problem jointly 
with a  partner. Both of  these approaches are simultaneously present 
in the negotiations. What matters is the main focus of  the participants. 
For clarity, both of  these approaches should be represented as two points 
located on a straight line (Fig. 1).

Accordingly, any negotiation can be placed within this straight line. In 
situations of  confl ict relations (in particular, regarding a ceasefi re between 
parties), negotiations will more likely gravitate towards bargaining. 
Examples of  recent negotiations are analysed in detail, for example, in the 
works of  L. Jensen.144 With the cooperation of  the parties (for example, 
when signing inter-state agreements on scientifi c and technical cooper-
ation or cultural exchanges), negotiations will be more focused on a joint 
analysis of  the problem. Thus, the nature of  the relationship of  the 
parties is one of  the most important factors determining the choice of  the 
approach.

The nature of  the relationship is, in turn, aff ected by the extent to 
which the objective situation itself  suggests the possibility of  joint gain, i.e. 
how, fi rst of  all, the interests of  the participants are correlated. Specialists 
in the fi eld of  labour dispute settlement Richard E. Walton and Robert 
B. McKersie proposed to distinguish between two types of  negotiations: 
distributive and integrative.145 In the fi rst case, the initial situation is set 
so that it is close to a  zero-sum game; in the second case, it is close to 
a non-zero-sum game. Distributive negotiations involve the formation of  
confl ict relations, while integrative negotiations involve the formation of  
cooperation relations between the participants. An example of  distributive 
negotiations is dispute settlement negotiations when the parties claim the 
same territory (in particular, many modern confl icts).

In the scientifi c literature, integrative negotiations are often identifi ed 
with an approach focused on a joint analysis of  the problem with a partner, 
while distributive negotiations are marked by bargaining.146 Despite the 

Bargaining joint problem analysis
(partner approach)

Fig. 1.

fact that, in practice, the situation that is closest to a zero-sum game does, 
as a rule, involve bargaining, it is not entirely correct to identify distrib-
utive negotiations with bargaining. The approach to negotiations from 
the positions of  bargaining or joint analysis of  the problem are more 
‘subjective’ categories, refl ecting both the nature of  the situation, and the 
main orientation of  the participants. Therefore, for example, despite the 
existence of  an objective possibility of  integrative negotiations, the parties 
can nevertheless try to bargain, in order to get the maximum gain.

Most negotiations involve fl uctuations between direct ‘bargaining’ 
and the ‘joint analysis of  the problem with a partner.’ In other words, the 
degree of  bargaining or joint analysis of  the problem with a partner is not 
set throughout the entire negotiation process. In the course of  negotia-
tions, participants may be more focused one of  the two approaches. This 
depends on a whole range of  reasons – both external and internal to the 
negotiations – although in general one approach tends to dominate. An 
analysis conducted by the author of  the transcripts of  the negotiations of  
the Convention for a  Democratic South Africa (CODESA) showed that 
the desire of  one of  the participants to bargain entails similar behaviour 
of  the partners. As a result, the entire negotiating spectrum shifts towards 
bargaining.

Despite the fact that a  joint analysis of  the problem with a partner is 
theoretically more justifi ed in today’s global and interdependent world, it 
should not be seen as a cure-all. The dual nature of  the negotiation process 
means that this approach is rather a kind of  ‘ideal’ standard. In addition, 
there are a number of  diffi  culties in the practical implementation of  such 
an approach. First, one side cannot decide unilaterally that joint analysis of  
the problem should be the main approach.

In the autumn of  2021, Russia, as part of  a  partnership strategy, 
proposed signing agreements with the United States and NATO on 
security guarantees. Russia requested that NATO:

–  eliminate the possibility of  NATO’s further expansion, and of  
Ukraine joining the organization;

–  refuse to conduct any military activity in Ukraine, Eastern Europe, 
the South Caucasus, and Central Asia;

–  provide guarantees that it would not to create conditions that could 
be regarded as a threat;

–  develop an agreement to peacefully resolve all disputes and refrain 
from the use of  force;
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–  confi rm that NATO and Russia do not see each other as opponents;
–  not deploy medium-range and shorter-range missiles in areas that are 

within striking distance of  each other’s territory;
–  not deploy additional military and weapons outside the countries 

where they were located in May 1997 (before the countries of  Eastern 
Europe joined NATO), except in particular cases with the consent of  
Russia and NATO members.

Russia’s proposals to the United States:
–  that neither side use the territory of  other countries to prepare or 

carry out an attack on each other;
–  that the sides not conduct military exercises involving scenarios 

where the use of  nuclear weapons may be put forward as an option;
–  that the United States will not prepare military non-nuclear countries 

to use nuclear weapons;
–  that the sides not deploy nuclear weapons abroad, and that they 

return those already deployed and eliminate the infrastructure for the 
deployment of  nuclear weapons outside their respective territories;

–  that the sides not deploy intermediate and shorter-range missiles 
abroad and in areas that are within striking distance of  each other’s 
territory.

However, NATO and the United States rejected Russia’s proposals. This 
shows that partnership negotiations are necessary and possible only if  all 
parties are interested in solving the problem – in this case, in the fi eld of  
ensuring global and European security. By agreeing to discuss Russia’s 
proposals but formally refusing its demands, the United States and NATO 
were in actual fact conducting quasi-negotiations. 

When one of  the parties follows the concept of  bargaining, its partner 
will somehow be forced to accept the proposed rules of  the game (unless, 
of  course, they succeed in convincing the other party to refuse to bargain 
during the negotiations).

Important

In real conditions, there is practically no situation in which negotiations ca 
be conducted exclusively within the framework of  bargaining or exclusively 
within the framework of  a joint analysis of  the problem with a partner.

Secondly, a joint analysis of  the problem is tricky when the parties are 
in confl ict relations, or if  armed hostilities have already broken out. The 

diffi  culty lies in the fact that a  sharp transition from forceful methods 
to partnership is almost impossible. It takes time to change the political 
consciousness – not only of  the leaders, but also of  the masses involved in 
the confl ict. This problem is especially acute, for example, when dealing 
with local and regional confl icts or resolving internal disputes, i.e. when 
the political consciousness of  the masses for a long as long been developed 
on the basis of  a confrontational vision of  the world. According to these 
notions, even the transition from armed actions to negotiations can cause 
dissatisfaction among the masses who support one side or another in the 
confl ict. As a result, even when the leaders of  both sides realize the need to 
abandon confrontation and fi nd a solution to the problem during negotia-
tions through joint analysis, they are faced with the fact that their actions 
are perceived by the forces supporting them as ‘surrendering,’ conciliatory, 
etc. This may lead to any agreements that are signed being denounced or 
disavowed.

Thus, neither of  the two approaches to negotiations can be seen as 
a cure-all. In this regard, Harold Nicolson’s remarks on the behaviour of  
‘warriors’ and ‘shop-keepers’ in the negotiation process are interesting. He 
writes: ‘Each of  these two theories has its peculiar dangers and its peculiar 
illusions. Yet the greatest danger of  all is the inability of  the military school 
to understand the sincerity of  the civilian school and the failure of  the 
shop-keepers to realize that the warriors are inspired by a totally diff erent 
idea of  the means and purposes of  negotiation. The former believe far too 
much in the ability of  force to produce intimidation; the latter believe far 
too much in the ability of  the credit idea to produce confi dence […] In 
each of  the two tendencies there exists both idealism and realism.’147

6.2. Stages of negotiation and ways to submit 
one’s position

The process of  direct interaction of  the parties in negotiations is hetero-
geneous in its tasks, and includes several stages. Despite the fact that 
almost all authors studying the negotiation process note the presence of  
stages, they use diff erent grounds to determine these stages. Generalizing 
these grounds allows us to dwell on the following sequence in solving 
problems (or stages of  negotiation):

•  mutual clarifi cation of  interests, points of  view, concepts, positions, 
etc.;
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•  discussion stage, involving the development of  the main parameters 
of  a joint solution to the problem;

• the fi nal stage, consisting in the work on the agreement.
No matter how well the negotiations are prepared, the parties, having 

sat down at the table, still have only a  general idea of  each other’s 
positions. The fi rst stage of  the negotiation process – the mutual clarifi -
cation of  interests, points of  view, concepts and positions of  the partic-
ipants – implies that the parties learn about each other’s points of  view 
on the existing problem before they start to develop any agreements. 
Therefore, they begin by presenting positions and listening to each other. 
It is at the stage of  clarifi cation that the information and communication 
function of  negotiations is most fully performed. If  this function turns 
out to be central – and indeed the only – function of  the negotiations, 
then they end at this stage and eff ectively turn into consultations. The 
main function of  negotiations in this case remains unfulfi lled. However, 
this does not necessarily mean that the negotiations have failed. The 
parties can approach a  mutually acceptable solution by identifying 
a negotiating area within which a solution can be developed and adopted 
in the future. If  the parties conclude that a  joint decision is impos-
sible, they, as a rule, return to unilateral steps. In this case, the confl ict 
continues.

At the stage of  clarifying positions, the participants state their stances, 
make proposals, and provide the necessary explanations. Proposals serve to 
further clarify positions, as they help the parties determine their priorities 
and understand possible ways to solve the problem. Certainly, proposals 
can also be made at later stages of  the negotiation, but in this case, they 
often perform a diff erent function. For example, compromise proposals 
at the fi nal stage of  negotiations are usually aimed at agreeing on the 
positions of  the participants.

The stage of  clarifi cation of  positions is particularly important in 
confl ict relations between the parties, and even more so during an armed 
confl ict. In these cases, special attention is paid at this stage to the devel-
opment of  ‘common ground.’ When discussing issues, it is necessary to 
make sure that the parties mean the same thing when various terms are 
used. A.A. Obukhov, who has taken part in many international negotia-
tions, writes: ‘It was not easy to fi nd common ground, since the termi-
nology, the concepts that the parties operated on were diff erent; they did 
not coincide in meaning.’148 In this case, we are referring to the Strategic 

Arms Limitation Talks (SALT I), but this could – and does – happen in 
almost every negotiation. We are not talking so much about poor trans-
lations of  certain terms (although this cannot be ruled out; therefore, 
it is advisable to discuss all the basic terminology with the translator in 
advance). Even when the parties speak the same language, the parties may 
have completely diff erent things in mind, put diff erent meanings into the 
same concepts.

Parties to negotiations should not be afraid to spend an excessive 
amount of  time clarifying each other’s views. These costs will pay off  later. 
It is far worse if  the parties, having come to an agreement, continue to 
interpret it in diff erent ways or, as a result of  diff erences in understanding 
the problem due to terminology, are unable to fi nd a mutually acceptable 
solution. However, such an approach, in principle, does not rule out the 
possibility of  tacking a  clause onto the end of  an agreement  – particu-
larly one that ‘rests’ on a single paragraph or wording – stating that the 
agreement is executed in two languages, each of  which having equal legal 
force. Naturally, there are limits to this ‘linguistic fl exibility,’ and each 
such discrepancy is specially stipulated. And yet, in general, the described 
method is still an exception rather than the rule.

In the practice of  negotiating, the stage of  clarifying positions is also 
manifested in the presentation by the parties of  their positions (making 
proposals) and providing necessary clarifi cations on them. When is the best 
time to put a proposal forward at the negotiating table? This is a question 
that all participants in negotiations faces. In its most general form, the 
recommendation here can be formulated as follows: do not rush to make 
proposals until the parties are convinced that they have a sound grasp of  
each other’s points of  view; but do not delay either. This can lead to a loss 
of  pace, a decrease in interest in negotiations, and fatigue on the part of  
those involved. As soon as the negotiators realize that the conversation has 
come full circle and the same points are being re-introduced, it is necessary 
to introduce new, fresh ideas into the discussion process. These fresh ideas 
may be proposals.

Here, proposals serve to further clarify positions. By making proposals, 
the parties determine their priorities, their understanding of  possible ways 
to solve the problem. Certainly, proposals can also be made at the later 
stages of  the negotiation, but in this case they perform diff erent functions. 
For example, compromise proposals can be aimed at coordinating the 
positions of  participants.
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At some negotiations, especially if  they are conducted within the 
framework of  regular talks, including a  number of  separate forums, 
questions may arise at the initial stage about the implementation of  previ-
ously reached agreements. In this case, the parties also have to clarify 
positions and remove uncertainty in the interpretations of  previous 
agreements.

In a confl ict, participants proceed from completely diff erent defi nitions 
and ideas about how to solve the problem, and sometimes the termi-
nology they use does not match. As noted by American researchers Daniel 
Druckman and P. Terrence Hopmann, the main diffi  culties in the negoti-
ations on the limitation of  strategic arms arose in connection with the 
defi nition of  what can be considered ‘common security,’ since the United 
States and the Soviet Union attributed diff erent meanings to this concept. 
This gave rise to completely diff erent proposals from the parties.149

When the parties are oriented towards a  partnership approach, the 
clarifi cation stage tends to be much closer to what Gilbert Winham called 
‘research work.’ However, bargaining is quite typical of  the initial stage 
of  negotiations in confl ict relations. Thus, the defi nition of  this stage as 
diagnostic, proposed by William Zartman and Maureen Berman, more 
accurately refl ects its essence. The parties try to obtain as much infor-
mation as possible to reveal the real interests of  the partner.

Often, in an attempt to bargain during a confl ict, participants will put all 
their requirements forward at the beginning of  negotiations. The danger 
here is that such negotiating behaviour can ‘frighten’ the opposite party, 
thus disrupting the negotiations.

The second stage of  the negotiations is discussion. At this stage, the 
negotiators focus on discussing and arguing options for solving the problem, 
as a result of  which they determine the possibility of  a joint solution.

The second stage is typically the most diffi  cult and lengthy in condi-
tions of  confl ict relations. It often happens at this stage that participants 
repeatedly insist on the full implementation of  their proposals. They sharply 
criticize each other’s positions, seeking to exert pressure on the opposite 
party, including through the media. At the same time, the media is also used 
extensively to justify the actions of  the parties. As a result, the discussion 
often goes around in circles, and the negotiations lead to a dead end.

This is followed by a period which, according to the defi nition of  the 
Russian diplomat A.G. Kovalev, is the period of  ‘dead space.’ The natural 
course of  negotiations is suspended, and partners begin to lose interest in 

business meetings and contacts. Disturbing rumours about the possibility 
of  postponing negotiations or their failure are beginning to spread in the 
lobby.150

There are two possible ways out of  the period of  ‘dead space.’ The fi rst 
is for the parties to move to unilateral action by implementing their alter-
natives to a negotiated agreement (BATNA). The second option is to fi nd 
a positive way out and continue negotiations. In order to fi nd a positive 
way out of  the period of  ‘dead space,’ the participants usually resort to 
a technicality – they announce a break in the negotiations. This gives the 
participants an opportunity to hold consultations within their delegations 
and contact their respective leaders. During the break, informal meetings 
with the opposite party can also play a positive role helping to clarify the 
possibility of  various solutions. Informal meetings have the advantage 
that statements made by the participants do not carry the same obliga-
tions that they would during the formal negotiation process. Therefore, 
such contacts make it much easier to ‘exhaust’ all possible options for 
overcoming the impasse, can be discussed later in an offi  cial setting (and 
some of  them most likely will be).

If  the parties actually intend to solve the problem through negotiations, 
the result of  the second stage is the identifi cation of  approaches or frame-
works for such solutions. In this case, the participants proceed to the third 
stage, which involves the development of  agreements.

Despite the fact that the third stage can be diffi  cult and cause disputes 
and discussions, in most cases it is still not as critical as the second. If  the 
participants have managed to start developing agreement documents, this 
indicates their great interest in settling the confl ict by peaceful means. 
Although, of  course, it is possible that in this case, one of  the participants 
only needs a pseudo-agreement.

William Zartman and Maureen Berman proposed identifying two 
phases in the negotiation process. The fi rst phase is the development of  
a general formula for the solution. This is, in fact, the result of  the discussion 
stage. The second phase is the development of  the details of  the agreement, 
which covers the third, fi nal stage of  negotiations.151 Many practitioners, 
when developing fi nal documents, also tend to focus on two phases of  the 
negotiation process, believing that the existence of  common agreements 
encourages negotiators to develop the documents themselves.

It is important to remember that negotiations are not always conducted 
according to a two-phase scheme. In a number of  cases, it is possible to 
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coordinate issues sequentially, so that they immediately take the form of  
detailed agreements. It all depends on the nature of  the issues discussed, 
how many issues need to be tackled, the traditions that exist in the 
respective negotiation cultures, and many other factors. If  the negotiators 
follow a two-phase scheme, this does not contradict the stages of  negoti-
ating. In this case, both in the fi rst and in the second phase, the participants 
go through all three stages sequentially.

Often, the parties will ‘go backwards’ during the second or third stage. 
However, the general logic of  the sequence of  stages in solving problems 
should still be preserved. If  it is not respected, the negotiations drag on, 
and often fail. This happens most often in cases where at least one of  the 
parties has limited experience in participating in negotiations, or none 
whatsoever (this happens in situations of  internal confl ict). In the absence 
of  experience, there is an illusion that negotiations can be carried out 
quickly. The participant tries to start negotiations ‘from the end,’ i.e. right 
from the drafting of  the text of  the treaty. As a result, negotiations often 
break down, or the parties return to the fi rst stage, but having lost time 
and, potentially, with their positions having diverged even further, since 
the reactions to each other’s initial proposals were negative.

Depending on the priority of  the negotiation functions, one of  the 
stages can be reduced, while the other, on the contrary, can take centre 
stage. If  the propagandistic function is most important for the participants, 
the discussion stage will most likely take the main place in the negotiation 
process. At the same time, it is unlikely that the parties will move on to the 
third stage – agreeing on the text of  the fi nal document. If  the main task 
of  the negotiations is to clarify the points of  view of  partners, then the 
fi rst stage – the clarifi cation of  interests and positions – will be the most 
important. The last stage here will also be shortened, but for a diff erent 
reason, namely, due to the fact that the parties can only indicate areas of  
mutual interest in the fi nal document, but not develop it in detail. Thus, 
the nature of  the passage of  these stages by the participants in the negotia-
tions demonstrates their signifi cance for the parties.

Upon successful completion, negotiations end with the development of  
fi nal documents: treaties, agreements, memorandums etc. It is important 
that the agreements be formalized legally. Politically, the existence of  only 
verbal agreements makes the agreement fragile and creates the basis for 
diff erent interpretations and, consequently, for new confl icts or, at least, 
disagreements.

An example from history

Former Soviet Ambassador to the United States Anatoly Dobrynin gives an 
example of  negotiations based exclusively on oral agreements. Specifi cally, 
the agreements reached between Nikita Khrushchev and John F. Kennedy 
to resolve the 1962 Cuban Missile Crisis were not formalized in writing 
in the same year. The American side avoided doing so, citing the fact that 
Cuban leader Fidel Castro did not have the necessary authority to order the 
removal of  Soviet weapons from Cuban territory. As a result, despite the 
fact that the agreements were mostly implemented, attempts were made to 
broaden their interpretation.152

Negotiations do not always end in agreement. What is important here 
is how the participants react to failure. Various options are possible. In 
some cases, they try to lay the blame on the opposite party; in others, they 
seek to discuss the question of  what to off er the media about the negoti-
ation; in yet others, they try to agree on signing a document that, although 
not obliging either side to do anything, does not closes the door to possible 
subsequent negotiations.

Another structural element of  the negotiation process is how the 
sides present their positions. This is determined by the logic of  the 
relationship between the interests of  the parties (where they coincidence 
and where they diverge), as well as by the assessments of  this relationship 
by the participants in the negotiations. The fact is that, in negotiations, the 
parties do not ‘show their hand’ completely, regardless of  how the negoti-
ations are conducted. There is always an area that is a state, commercial 
or other secret. Even if  there is no outright disinformation, something 
remains unspoken. Based on this, there are four main ways to submit 
a position:

1. Opening a position.
2. Closing a position.
3. Emphasizing commonality in positions.
4. Highlighting diff erences in positions.
The negotiating situation (the presence of  converging and diverging 

positions, as well as known and unknown components in the positions 
of  the partners) involves the use of  four diff erent ways of  presenting 
a position at all stages of  the process. Therefore, we can only talk about 
the proportional relationship between these methods.
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It is obvious that an imbalance in the use of  methods to present one’s 
position can lead to the negotiations turning into a completely diff erent 
type of  activity. For example, closing a position completely and empha-
sizing diff erences will reduce the negotiations to a  confl ict situation. 
The opposite behaviour  – opening one’s position completely  – will not 
contribute to eff ective negotiations either. In this regard, Willem Masten-
broek, for example, writes that ‘sometimes the opening of  the position 
of  the negotiator is of  an extreme nature […] If  in an open position the 
choices are very unrealistic, such a  situation is usually called ‘blue-sky 
bargaining’ […] Generally speaking, this is not very sensible because it can 
erode credibility, and is felt to be opportunistic.’153

At the same time, it is impossible to determine a  certain ‘universal’ 
ratio of  ways of  presenting a position, as it will be diff erent in each case 
depending on the specifi c balance of  interests, the goals of  the parties, 
and the hierarchy of  the negotiating functions of  each participant in the 
negotiations. In confl ict relations, as a  rule, the method of  emphasizing 
diff erences dominates, and the method of  closing a position is also quite 
intensively used.

Even in confl ict relations, when the parties want to reach an agreement, 
they should nevertheless start by emphasizing common points. This 
improves the overall atmosphere of  the negotiations. Otherwise, there is 
a  risk that agreements will not be reached at all. The Russian diplomat 
V.V. Shustov noted, for example, that at the Vienna talks on the reduction 
of  conventional arms and armed forces in Central Europe, the parties 
opened discussions by considering those points on which the positions of  
the parties did not coincide. This, in his opinion, was the main reason for 
the delay in negotiations.154

6.3. Tactics in international negotiations

Another structural element of  negotiations, in addition to the stages 
of  talks themselves and the manner in which the positions of  the sides 
are presented, is negotiating tactics. Tactics are complex formations. 
As a  rule, they refer to several actions, although individual tactics may 
occasionally be revealed in the form of  written responses to proposals. 
Tactics are employed when carrying out the functions of  negotiations, 
pursuing the goals of  each stage, implementing the main approaches of  

the participants, and developing the focus of  the talks  – bargaining or 
a joint analysis of  the problem.

Important

Tactical negotiations correlated with strategy give an idea of  the nature of  
the ongoing negotiations.

Fred Iklé has written extensively about the negotiating tactics of  
states.155 Among the main tactics employed are warnings and threats to 
the opposite side that if  an agreement is not reached, this will put it in 
an extremely disadvantageous position. The Hungarian author J. Nergesh 
also pays great attention to tactics.156 While both Iklé and Nergesh, as well 
as other researchers who touch upon the problem of  tactical methods 
in negotiating,157 give a  detailed description of  numerous tactics their 
variants, they fail to classify them. At the same time, the need for such 
a classifi cation is extremely acute, since it allows us to consider tactics in an 
interconnected manner, as well as to correlate them with other categories 
of  the negotiation process. In addition, the development of  negotiation 
techniques leads to the emergence of  new tactics, as well as variants and 
modifi cations of  them, which are diffi  cult to analyse without an appro-
priate classifi cation ‘grid’.

This ‘grid’ (or ‘coordinate system’) can be fi lled with the stages of  
negotiation or the main approaches (strategies for their conduct)  – 
bargaining (confrontational approach) or joint analysis of  the problem 
with a partner (partnership approach) – within which the techniques are 
applied. In the second case, a ‘coordinate system’ makes it possible to link 
strategic and tactical tasks (although, of  course, there may be cases when 
strategy and tactics begin to contradict each other). The classifi cation of  
tactics, depending on the stage at which they are used, can be useful in 
teaching the technology of  negotiation.

Bargaining tactics are typical of  cases where the parties have entered 
into negotiations to ease confl ict relations. In general, these techniques 
are better developed in negotiation practice and are more diversifi ed, i.e. 
they have many options. Similar techniques are used in other types of  
activity, for example, dispute resolution, polemics, etc. Accordingly, they 
have been studied and described by experts in fi elds other than negoti-
ations, primarily in logic and rhetoric (S.I. Povarnin), in praxeology 
(Tadeusz Kotarbiński).
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In the case of  bargaining, one of  the most commonly used tricks is to 
put pressure on the partner, which is carried out through threats, ‘squeezing,’ 
bluffi  ng, and other similar actions. The purpose of  ‘applying pressure’ is 
to force the opposing party to agree to a proposed solution. Sometimes 
purely psychological methods are used to increase pressure. Charles de 
Gaulle, recalling the negotiations with the British in late 1940 – early 1941, 
says that the ‘pressure machine’ acted constantly at offi  cial and informal 
meetings. The French delegation was also infl uenced by the English press, 
which created an atmosphere of  intolerance and censure.158

In a  rather harsh form, pressure is carried out through ultimatums. 
One such example is the hostage-taking at the residence of  the Japanese 
ambassador in Peru in late 1996, when the terrorists issued an ultimatum 
to release their supporters from prison. Only on this basis were they ready 
to conduct further negotiations on the release of  the hostages.

Pressure and threats do not necessarily have a  real basis. Sometimes, 
nothing comes from threats. If  it becomes obvious that these threats will 
not be carried through, then the threats lose their force and can hardly 
be used a second time. In general, the side that uses threats that it cannot 
put into action fi nds itself  in an awkward position, and sometimes simply 
at a loss. Thus, during the 1954 Geneva talks between China and France 
regarding a  ceasefi re, the French Prime Minister stated that he would 
either make peace within 30 days or resign. Later, during the negotiations, 
Chinese representatives resorted to this threat to gain advantages.

The technique of  ‘exerting pressure’ is aimed at obtaining the consent 
of  the negotiating partner, but these decisions are forced and therefore 
fragile. Pressure can be counteracted, for example, by negotiating through 
an intermediary. Publicly, or at least in the presence of  a third party, this 
technique is used less frequently.

Agreeing to signifi cantly overestimated initial requirements always accom-
panies the bargain. The essence of  this technique is that the participants, 
when opening negotiations, ask for much more than they really hope to 
receive. As the American researcher Otomar Bartos showed, the fi nal 
decision in negotiations conducted through bargaining largely depends on 
the initial proposals and turns out to be approximately in the middle. In 
an eff ort to shift the point of  a  ‘middle-ground solution’ in their favour, 
participants ask for much more than they really hope to get.159

In the practice of  international negotiations, the method of  ‘overstating 
initial demands’ within the framework of  bargaining was intensively 

used during the Cold War. V.L. Israelyan stated that negotiations during 
this period were often based on putting forward proposals that were 
obviously unacceptable to the other party. ‘Then there was a long period 
of  mutual criticism, when everyone tried to convince the partner of  the 
groundlessness of  his position. When the arguments of  the parties were 
exhausted, the negotiations inevitably came to a standstill. New instruc-
tions were requested to continue them.’160

Certainly, using this technique, the participant runs the risk of  going 
beyond the negotiation space and forcing the other party to implement its 
BATNA. To counteract the ‘initial overstatement’ approach, the opposing 
side will demand that that claims made be substantiated. In general, the 
degree to which initial requirements can be overstated largely depends on 
cultural norms.

Another tactic is to express a false position. The point here is to convince 
the partner that you are exceedingly interested in resolving a given issue, 
an issue that is in fact secondary. In future, the requirements regarding this 
issue are removed without much damage to the interests of  the party that 
made them, since they do not aff ect its main interests. At the same time, 
the very withdrawal of  any points is presented as a concession, in return 
for which they demand reciprocal steps from the opposite party.

In a more severe version, the technique of  expressing a false position may 
resemble extortion. Opposing to the use of  this technique is similar to 
opposing to the technique of  ‘signifi cantly overestimating initial require-
ments’: a  request to justify all the demands put forward may limit the 
scope of  its use.

Another method similar to the ones mentioned is making demands at 
the last minute. This tactic consists of  one party putting forward new 
demands at the end of  negotiations, when it appears that they will end 
successfully. The idea here is that the partner, being extremely interested 
in signing the preliminary agreements reached, will make concessions. 
This tactic a special case of  putting forward ultimatum demands.161 The 
risk that agreements will not be reached at all is quite high here, and the 
reputation of  the party using this technique suff ers as well. However, the 
party is likely to get a signifi cant concession at the end of  the negotiations. 
Rejection of  last-minute demands can still lead to successful negotiations 
in many cases.

When bargaining, negotiators also resort to the technique of  putting 
forward demands in order of  signifi cance. When a negotiating partner agrees 
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to proposals made, the other side puts forward more and more new 
demands. This tactic was used, for example, by the Prime Minister of  Malta 
in negotiations with Great Britain in 1971 regarding the deployment of  air 
and naval bases in Malta. Each time the United Kingdom believed that an 
agreement had been reached, new conditions were put forward. Attached 
to these conditions were threats to off er up these bases to the Soviet Union 
or Libya. In the end, these new claims amounted to £10 million for the 
United Kingdom, or to job security for dock workers and work bases for 
the duration of  the deal.162 In order to limit the possibility of  using this 
technique, it is important, as soon as the partner begins to put forward 
demands in increasing order, to draw his attention to this.

In a broader context, the methods of  ‘extortion,’ ‘making demands at 
the last minute,’ and ‘making demands in order of  signifi cance’ are variants 
of  another technique – putting a partner in a hopeless situation or the ‘take 
it or leave it tactic,’ as defi ned by Roger Fisher and William Ury. As these 
authors note, this tactic strengthens one’s own position by weakening 
control over the situation, since the partner can break off  negotiations 
and move to unilateral actions.163 Tactics associated with threats, pressure, 
bluff s, and ultimatums requirements have similar characteristics, according 
to the principle: either agreement or break in negotiations.

‘Double interpretation’ of  the text is quite typical for bargaining. It 
assumes that, when developing the fi nal document, one of  the parties 
manages to get clauses included in it that can have a  double meaning, 
so that it can interpret the agreement in its own interests in the future, 
without formally violating it, i.e. following the agreement ‘to the letter,’ as 
it understands the ‘letter.’ It is necessary to work very carefully on the text 
of  the agreement in order to avoid ‘double interpretation.’

Another bargaining tactic is called the salami technique.164 The name 
comes from how salami sausage is cut into very thin slices. The technique 
consists in providing information to the negotiating partner in very small 
portions. The same, but to an even greater extent, applies to concessions – 
they are made in very small steps. The idea is to get the maximum possible 
from the opposite side, and to act extremely slowly and carefully. It is 
based on the premise that the partner will ‘surrender fi rst.’ The use of  this 
technique, as a rule, leads to a signifi cant delay in negotiations, and even to 
their breakdown.

A similar technique is that of  waiting or silence. Its meaning is the same, 
namely, to force the partner to be the fi rst to give information. As in the 

previous case, the main disadvantage is that it can cause a delay in negoti-
ations. In addition, the party using the ‘waiting’ technique is passive, the 
initiative belongs to the opposite party. Skilful use of  this fact will ensure 
that the negotiations proceed according to the proposed scenario.

Note that ‘waiting’ or being ‘silent’ in negotiations is not always the 
result of  tactical calculations. It is possible that a representative of  one of  
the parties in the negotiations does not have suffi  cient independence to 
make decisions and is forced to constantly seek advice from the ‘centre.’

Bargaining is not necessarily associated with ‘strong-arm’ techniques. 
One of  the parties may decide to ‘fl atter’ the other. Usually they are used 
by the weaker party in the hope of  getting at least minimal concessions 
from the partner.

In general, it is important to keep in mind that the use of  bargaining 
techniques in some cases leads to the achievement of  goals. However, 
there is the risk of  a  breakdown in negotiations, and secondly, there is 
a  high probability that the partner will not comply with an agreement 
signed under pressure. Finally, trust is lost between the negotiators.

Another group of techniques is focused on a partnership approach. 
It includes, for example, the technique of  gradually increasing the complexity 
of  the issues under discussion. This implies that negotiations begin with the 
easiest issues, i.e., those that cause the least disagreement. Then the partici-
pants move on to more complex problems. At the same time, they proceed 
from the fact that the achievement of  agreements on a number of  issues 
will have a positive impact (in particular, psychological) on the participants 
in the negotiations, demonstrates the fundamental possibility of  reaching 
mutually acceptable solutions, and forms the trust between the parties. 
This technique can have the same eff ect on public opinion. In addition, 
it strengthens the interdependence of  the parties through the agree-
ments reached. As Christopher Mitchell notes, the technique of  gradually 
increasing the complexity of  the issues under discussion was very success-
fully used by Ireland in 1921 in negotiations with Great Britain, as a result 
of  which an agreement was reached on the creation of  an independent 
Irish state.165

However, the ‘gradual increase in complexity’ approach has its drawbacks. 
In particular, it does not for issues of  varying importance to be linked. Conse-
quently, it limits the possibility of  a mutually benefi cial ‘exchange of  conces-
sions.’ It also makes a two-phase solution – developing a ‘general formula’ 
and then agreeing on the details – more diffi  cult to implement.
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In complex confl ict situations, the partnership approach may include 
the use of  a  technique that involves dividing the problem into separate 
components and ‘bracketing’ controversial issues. In other words, an 
agreement is reached not on the entire range of  problems, but only on 
a part of  them, while controversial issues are not considered. The weakness 
of  this technique is that not all issues are resolved. However, partial agree-
ments are often preferable to no agreements at all. This path was followed, 
for example, in the settlement of  the Afghan and Namibian confl icts at 
the end of  the Cold War. In both cases, the foreign policy context of  the 
problems was discussed at the talks, while the internal aspects were taken 
out of  the equation. In Afghanistan, they subsequently surfaced, and in 
extremely acute forms, which cannot be said, for example, about Namibia.

When resolving controversial issues that involve an equal division of  
functions – powers, territory etc. – one of  the participants can propose 
dividing the problem into separate components and presenting a  list of  
them, while the other can select which components will be the subject of  
negotiations. Allegorically speaking, one party divides the ‘pie,’ while the 
other chooses which piece it wants to eat. The idea here is that the fi rst 
party dividing the pie will strive to make the pieces as equal as possible, so 
as not to get a smaller piece.

Another technique is to increase the number of  possible negotiation 
decisions when developing a  large number of  diff erent options. This 
technique presupposes a creative attitude to negotiations and has practi-
cally no restrictions. The only problem with its use may be the delay in 
negotiations when there are a huge number of  options or alternatives for 
a solution.

In the course of  negotiations, several techniques close in their charac-
teristics and focus are often used at once. For example, after ‘dividing the 
problem into separate components’ and bracketing some of  them, the 
technique of  ‘gradually increasing the complexity of  the issues under 
discussion’ is used for the rest: fi rst, the parties agree upon issues on which 
their positions coincide or are close, then the negotiators move on to more 
diffi  cult problems.

Other tactics used as part of  the partnership approach include: drawing 
attention to those points that were not taken into account by the partner, 
but which can help in fi nding a mutually acceptable solution; appealing 
to the need for joint problem solving; explaining to the partner what the 
errors of  perception are, etc.

Some tactics in negotiations are ambivalent. The duality lies in the 
fact that they are similar in terms of  how they manifest themselves, but 
have a diff erent meaning and, accordingly, refer either to bargaining or to 
a partnership approach. When describing such tactics, we do not typically 
pay attention to their potentially dual nature; each author cites them at 
his or her own discretion in one form or another. However, it is precisely 
the duality inherent in them that sometimes makes these techniques more 
diffi  cult to recognize.

One of  these dual techniques is the package or, as it is also called, tie-in 
approach, which consists in the linking of  several proposals or issues to 
be put forward for consideration together (in the form of  a  ‘package’ – 
hence the name). As a result, it is not individual proposals or issues that 
are subject to discussion, but a complex of  issues and proposals. Usually 
proposals are linked, although sometimes, for example, agenda items may 
be linked as well.

The use of  a  ‘package’ within the framework of  bargaining involves 
linking attractive proposals that meet the main interests of  the other 
party with proposals that are hardly acceptable to it in a single ‘package.’ 
According to Fred Iklé, this is a  ‘package deal.’ At the same time, 
unacceptable proposals often have a very distant relation to the topic of  
discussion. The party off ering the ‘package’ assumes that the partner, being 
extremely interested in several proposals from the ‘package,’ will accept the 
rest.166 If  the partner refuses to accept them, the participant who proposed 
the ‘package’ has the opportunity to implement the propagandistic 
function of  negotiations, accusing the opposite party of  being unwilling 
to approach the solution constructively, while focusing on proposals that 
are acceptable to the partner. One example of  a ‘package deal’ within the 
framework of  bargaining using propaganda is the statement of  the Iraqi 
leader Saddam Hussein in August 1990 about his readiness to withdraw his 
troops from Iraq-occupied Kuwait in response to the withdrawal of  Israeli 
troops from the West Bank and the Gaza Strip, as well as Syrian troops 
from the Lebanese Beqaa Valley. It was obvious that Israel would not agree 
to such an exchange, that this was an extreme form of  a  ‘package’ for 
bargaining. More often, proposals are tied into a  ‘package,’ which, with 
a certain amount of  ‘pressure,’ can be accepted by the opposite party.

Another kind of  ‘package deal’ is used as part of  a  joint search with 
a partner for a solution to a problem. The essence of  such a ‘package deal’ 
is that it links the interests of  partners so that they all potentially benefi t, 
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or at least the party off ering the ‘package deal’ evaluates it as mutually 
benefi cial. The advantage of  the ‘package solution,’ as Paul Nitze, the 
head of  the American delegation at the 1981 talks on intermediate-range 
nuclear forces (INF) noted, is that it immediately gives a certain formula 
for a solution, and does not involve a debilitating and lengthy exchange of  
concessions.167

At the same time, the ‘package deal’ has its drawbacks, even when 
applied to the partnership approach. If  the negotiations cover a  wide 
range of  problems, then the bulkiness of  the ‘package deal’ can lead to 
a signifi cant decrease in the eff ectiveness of  the negotiations.

Negotiators can strengthen confl ict or weaken relations by varying the 
number and nature of  ‘questions for discussion.’ This technique can be 
considered as a kind of  ‘package deal.’

The method of  coalition or bloc tactics also has a dual character. It is used 
in multilateral negotiations and consists in coordinating one’s actions with 
coalition partners acting as a single bloc. The idea is that the large number 
of  parties to the negotiations may be able to fi nd solutions to some issues, 
thus facilitating the search for a fi nal decision. In this case, the technique 
of  ‘coalition’ tactics is used in conjunction with an analysis of  the problem 
jointly with the partner. When bargaining, the technique of  ‘bloc tactics’ is 
aimed at combining eff orts to block the implementation of  the interests of  
the opposite party.

One of  the most common double-edged tactics is withdrawal (‘avoidance 
tactics’). This technique is close to the actions that are described by the 
Polish praxeologist Tadeusz Kotarbiński, whole called it ‘avoidance of  the 
struggle.’168 In principle, ‘withdrawal’ is used more often in the framework 
of  bargaining, and less frequently in the partnership approach. In the 
second case, the constructiveness of  this approach lies in the fact that is 
provides an opportunity to think about the proposed solution, to hold 
consultations or informal meetings.

In a  bargaining situation, withdrawal is associated with closing 
a  position. At the stage of  clarifi cation of  positions, ‘avoidance’ is used 
to give the partner accurate and defi nite information on certain points 
of  its position. At the stage of  discussion, it is used in order not to enter 
into a discussion (for example, in cases where the position on this issue 
is poorly developed or the participant is not interested in discussing it). 
When negotiating positions, the withdrawal technique is used to indirectly 
reject undesirable proposals.

Withdrawal can come in many forms: a request to postpone the consid-
eration of  an issue problem; a  response that does not actually answer 
question asked; or simply ignoring the question asked. It is necessary to 
distinguish between direct and indirect types of  withdrawal. In the fi rst 
case, the request to postpone this issue, to transfer its discussion to another 
meeting is direct. Indirect withdrawal is done in a veiled form, sometimes 
in such a way that it is not immediately obvious to the other side that is 
has been employed (for example, an answer is given, but it is extremely 
vague). Sometimes, in order to avoid having to look for excuses, ‘leaving’ 
the negotiating table may be used in the form of  a  joke. Of  course, the 
joke can be more or less successful, but it is important that the partner 
accept it. Here is an example given by the Yugoslav author Predrag Micic. 
For a long time, his colleagues did not prepare a document for the director. 
In response to his question, ‘You still haven’t sent the protocol to the 
director?’ they answered, ‘Really. We drew it up really quickly.’ The author 
concludes that he had no choice but to smile.169

The direct type of  withdrawal typically occurs as part of  the partnership 
approach (the party applying it asks the partner to give time to think about 
the decision). When bargaining, an indirect type of  withdrawal is more 
often used.

In addition to its many varieties, the act of  withdrawal also contains 
a number of  off shoots. One example is the technique of  returning to the 
discussion, when one of  the parties returns to the discussion stage after the 
participants have already agreed on the fi nal decision. This technique can 
be used to avoid signing agreements, or to additionally identify interests in 
order to develop the most balanced fi nal document.

The withdrawal mechanism is used with particular frequency when 
neither party is particularly interested in solving the problem in negoti-
ations (for example, they expect favourable shifts in the position of  
the opposite party as a  result of  upcoming elections), when its position 
is poorly developed, or if  the negotiators do not have the right to make 
decisions. In fact, negotiating behaviour in these cases consists of  a series 
of  withdrawals. However, in such a  situation, there is a  danger that the 
negotiation process could break down and the partner sets about imple-
menting its alternative to a negotiated solution (ATNA).

Somewhat less common than withdrawal is the similarly double-edged 
trial balloon technique, where a proposal is put forward not as a proposal 
as such, but as an idea that does not oblige the other party to do anything. 
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One way to do this is to ask, ‘what if…?’ Often, the opposing party begins 
to react to this wording as a  proposal and discuss the prospects for its 
implementation or, on the contrary, reasons why the proposal should be 
rejected. Having worded the proposal in this manner, the initiator now 
has the opportunity to ‘take it back,’ without the risk of  losing face, since 
a proposal was not technically made.

Within the framework of  the partnership approach, this technique 
makes it possible to indirectly clarify the position of  the partner in order 
to fi nd a mutually acceptable solution. It is eff ective if  the partner appears 
more willing to bargain and proceeds with caution. As part of  the confron-
tational approach, the trial balloon method allows you to get information 
that can be used later to further your interests.

A tactic return to discussion. This can also be considered as closing 
a position if  it is used to avoid signing agreements. But there is another 
meaning to this approach. If  one of  the participants has any questions that 
still need clarifying, they can again propose to return to the discussion. 
Thus, in this case, the return to the discussion technique can be used as part 
of  an approach focused on analysing the problem together with a partner 
in order to fi nd a solution. The above example illustrates the fact that an 
outwardly identical action can have a completely diff erent meaning for the 
participants in the negotiations, and is therefore a diff erent tactic, imple-
mented in a diff erent context.

Tactics help to both implement the main function of  negotiations, 
and to carry out other functions. Therefore, it is possible to compare the 
negotiation functions with the most characteristic negotiating tactics for 
them:

Function of 
negotiations

Tactics typical for negotiation

Solving the 
problem by 
bargaining

The stage of discussion and coordination of positions 
becomes hypertrophied if drawn out. These stages take up 
almost the entire negotiations. The most frequently used 
methods of presenting one’s position include ‘identifying’ 
diff erences and ‘closing’ positions. The following tactics are 
actively used: ‘package deals,’ ‘extortion,’ ‘making demands 
at the last minute,’ ‘increasing demands,’ ‘pointing out the 
partner's weaknesses,’ and various types of ‘withdrawal.’

Function of 
negotiations

Tactics typical for negotiation

Solving the 
problem by 
analysing it 
together with 
a partner

The stage of clarifying and coordinating positions is the 
most important. The main methods of presenting a posi-
tion are opening the position and emphasizing common-
ality. The most common ways to present a position are: 
‘direct opening of a position,’ ‘the search for a common 
solution zone,’ ‘making mutually acceptable proposals,’ 
and ‘making compromise proposals.’

Information and 
communication

Particular attention is paid to the stage of clarifying each 
other’s positions and existing ideas. The most commonly 
used methods of presenting one’s position are ‘opening 
a position’ and, in cases where the information is undesir-
able, ‘closing a position.’ The following tactics are involved: 
‘direct opening of positions’ and ‘indication of possible 
actions in a certain area.’ Parties can also use techniques 
associated with closing a position, albeit to a lesser extent.

Regulatory The main stages here are clarifying and coordinating posi-
tions. Among the methods, the most signifi cant is ‘opening 
a position.’ Tactics used to implement this function include 
‘direct opening of a position’ and ‘indication of possible 
actions in a certain area.’

Image The main stage here is the discussion of positions (discus-
sion). Argumentation and counter-argumentation are widely 
used. The stage of discussion and coordination of positions 
is limited. Highlighting diff erences is often used as a way 
to present one’s position. The following tactics are typical: 
‘pointing out the weaknesses of the partner,’ ‘pre-emptive 
argumentation’ and various types of ‘withdrawal.’

6.4. The problem of flexibility and strength of 
positions in negotiating

Why do participants sometimes tend to be fl exible and take the interests 
of  the opposite side into account, while in others they do not? How can 
partners be encouraged p to be more fl exible when negotiating? Many 
studies have been devoted to these questions.170
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First of  all, it is necessary to pay attention to the fact that the term 
‘negotiation fl exibility’ is used by diff erent authors to mean completely 
diff erent things. This explains William Zartman’s assertion that ‘fl exi-
bility is a term that can be interpreted so fl exibly as to have no meaning 
at all.’171

Flexibility in negotiations is often associated with the presence of  
strength, or, more precisely, with an imbalance in power (asymmetric 
power), when one of  the participants is stronger than the other, i.e. it has 
more opportunities to implement its position. This means there are some 
‘objective’ grounds for being infl exible, not making concessions, and trying 
to fully realize one’s interests. Although it is known that a weak partic-
ipant, protecting his own interests, can also exhibit extremely infl exible 
behaviour.172 However, this behaviour is less common, so the main focus 
in the study of  asymmetric negotiations is on the development of  technol-
ogies that allow the weak side to confront the stronger one.

First, it should be noted that there are limits to the projection of  power. 
This follows from the very defi nition of  the negotiation situation, under-
stood in such a way that the problem does not have a unilateral solution, 
which means that the strong side depends on the weak and is interested in 
a joint solution.

In order to avoid reducing the eff ectiveness of  asymmetric negotia-
tions, recommendations are being developed on how to limit the strength 
of  a more powerful participant and increasing that of  a weaker one. For 
example, the weaker side can increase the strength of  its position and 
thereby resist the partner in the following ways:

• By building a coalition with other participants.
• By playing on contradictions between stronger sides.
•  By including issues it needs to discuss in the agenda, and discussing 

them during the negotiations.
• By appealing to public opinion.
•  By referring to law, as well as to possible precedents in the history of  

relations between these partners or in history in general (the main 
problem that arises here is which principle to take as a basis. Often 
the parties proceed from diff erent principles, depending on which is 
more benefi cial to them).

•  By appealing to a  long ‘historical relationship’ with this party (the 
weaker party emphasizes the duration of  a good relationship with 
a partner and asks the partner to take this into account).

•  By pointing to the future fruitful relationship between the two sides, 
and using this perspective as a basis for calling for a more reasonable 
agreement at this stage;

•  By tying diff erent issues into one ‘package’: being weaker on one 
issue, a negotiator may be stronger on another. Linking such issues 
in the negotiations allows the parties to be ‘balanced’ in terms of  
strength.173

What these and other recommendations for strengthening bargaining 
power have in common is that the proposed methods are aimed at limiting 
the stronger party’s ability to take unilateral action (there is no better 
alternative to a negotiated agreement, or BATNA). This limitation, which 
makes the negotiators dependent on one another (neither can solve the 
problem through unilateral action), is the most signifi cant parameter 
in determining negotiation fl exibility. The absence (or limitation) of  
BATNA forces the parties to be fl exible. On the contrary, the presence of  
a fairly attractive BATNA – the opportunity to solve the problem unilat-
erally – gives rise to rigidity in the participants in their conduct and the 
desire to fully implement their position. In the latter case, since the risk of  
a breakdown in negotiations is not particularly dangerous, it is possible to 
use various kinds of  threats, ultimatums, and other means of  pressure.

Thus, the manifestation of  fl exibility in the negotiations is connected 
with the implementation of  the main function of  the negotiations – the 
joint solution of  the problem. This is the reason why many direct negoti-
ators emphasize the need for political will, i.e. a focus on reaching agree-
ments. This is the main condition for fl exible negotiation.

Separately, there is the question of  assessing the manifestation of  fl exi-
bility in negotiations, in particular, the possibility of  identifying quanti-
tative indicators of  negotiation fl exibility. Based on these indicators, it is 
possible to assess the nature of  the negotiations and predict their further 
development. Otomar Bartos proposed to defi ne fl exibility as the number 
of  concessions and the speed with which they are made: the greater the 
number of  concessions and the faster they are made, the more fl exibility 
the participant shows and the weaker their position is.174

It is debatable whether or not this criterion is true in all cases, since it 
is quite diffi  cult to determine how many concessions a party makes, for 
a number of  reasons. For example, a negotiator may use ‘false emphasis’ 
or ‘extortion’ techniques. In this case, the concession is a  ‘pseudo 
concession.’ In addition, the signifi cance of  a concession may be diff erent 
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for the two participants. The next point of  contention is the identifi cation 
of  two related, but still essentially diff erent concepts: negotiating fl exibility 
and negotiating weakness. As noted above, it is not necessary for a weak 
participant to be fl exible in negotiations. Finally, the last problem is that 
Bartos’ model of  negotiation fl exibility is focused solely on the concept of  
bargaining, which involves the exchange of  concessions, while a negotiated 
solution can be achieved by implementing two diff erent approaches: 
bargaining or analysing the problem jointly with a partner. Moreover, it 
is precisely the orientation towards a  joint analysis of  the problem with 
a partner, to a much greater extent than bargaining, that implies a focus on 
a solution, and hence fl exibility in negotiations.

Since in practice both approaches (bargaining and a joint analysis of  the 
problem with a partner) are usually used simultaneously (with one being 
used more than the other), it is advisable to use a quantitative criterion that 
would allow us to describe how fl exibility is demonstrated in both cases. 
We could use the percentage of  the structural elements of  the negotiation 
process (methods of  presenting a position, tactics) related to bargaining 
and to a  joint analysis of  the problem with a partner. If  participants are 
oriented towards a joint analysis of  the problem, the percentage of  using 
such methods of  presenting a position as opening a position and empha-
sizing commonality will be higher than when bargaining, which means 
that participants are more willing to solve the problem through negotia-
tions. Accordingly, such calculations can be carried out for each participant 
separately.

At the same time, speaking of  quantitative indicators of  fl exibility, we 
should stress that, fi rstly, it is hardly necessary to build an analysis using 
only one indicator. Several indicators should be used simultaneously. For 
example, in addition to the frequency of  using the methods of  opening 
a  position and emphasizing commonality, the nature of  the tactics 
used can serve as an indicator of  fl exibility. Thus, the use of  various 
heuristics, typical for a  joint analysis of  a problem with a partner and 
aimed at fi nding a solution, indicates a manifestation of  fl exibility, while 
the use of  threats and pressure indicates rigidity. Secondly, the quanti-
tative indicators of  fl exibility cannot be absolute, external manifestations 
fl exibility can diff er. For example, concessions (or a large proportion of  
the use of  the method of  opening a position) are in some cases signs of  
a  tactical manoeuvre and do not imply a  joint search for a  negotiated 
solution as their ultimate goal.

In addition, fl exibility can be situational in nature, caused by the 
peculiarities of  the interaction of  the parties. For example, fl exibility is 
largely infl uenced by how its participants build interaction. In particular, 
if  they do not follow the sequence of  stages of  negotiation and the 
proportionality of  the ways of  presenting a position, the tactics used can 
disrupt the activity itself, thus leading to a decrease in the fl exibility of  its 
participants.

Questions for discussion:
1. What does the structure of  the negotiation process include?
2. How are negotiating strategies related to their tactics?
3.  What tactics are dual in nature, and how can you determine which 

method they belong to?
4.  What are the diff erent ways of  submitting a  position? How do they 

relate to the characteristics of  negotiation activity?
5.  Through what structural elements are the various functions of  negoti-

ation performed?
6.  What is the trade-off  between fl exibility and strength in negotiation?
7.  How can a negotiating position be strengthened?

Practical task 1.
Game situation 1: cooperative and competitive behaviour.175

Oil market: price competition

Alba and Batia are two developing countries. Each produces oil at 
production costs of  less than $10 per barrel. Their neighbouring country, 
Capita, is landlocked and is a  highly developed country that consumes 
large amounts of  oil. Capita is forced to buy all of  its oil from Alba and 
Batia, or else overpay to transport oil through their territory.

Both Alba and Batia are now selling oil to Capita at $20 per barrel. As 
long as they sell oil at the same price, each country can count on approxi-
mately half  of  Capita’s oil market. If  one of  the countries sells at a lower 
price than the other, it will increase its market share and its income at the 
expense of  the other side. But none of  the countries has been able capture 
the oil market completely.

You are the representative of  Alba or Batia responsible for setting oil 
prices. Every eight months, you are asked about the prices at which your 
country will sell oil to Capita. Your goal is to get as much profi t as possible 
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from the sale of  oil. You do not care about the profi t margins of  the other 
country.

Market research shows that your country’s monthly profi t depends on 
the price set by your country and that set the other country. However, $30 
per barrel is simply impossible, because, in this case, it would be more 
profi table for Capita to buy oil from third countries.

By agreement with Capita, the price that both countries can set should 
be $10, $20, or $30. The profi t that Alba and Batia receive in millions of  
dollars by setting certain prices is shown in the table.

Alba
Batia

$30 $20 $10

$30 A:$11 / B:$11 A:$2 / B:$18 A:$2 / B:$15

$20 A:$18 / B:$2 A:$8 / B:$8 A:$3 / B:$15

$10 A:$15 / B:$2 A:$15 / B:$3 A:$5 / B:$5

Batia and Alba are warring states. Each country sets prices without 
knowing the decision of  the other. They learn about the choice of  the 
opposite side after the choice is made by both participants.

During the game, you set prices eight times (in eight rounds). After the 
third round, Alba and Batia meet, where they can agree on a price. The 
same meeting will take place after the sixth round. Profi ts are doubled in 
the seventh and eighth rounds, for example, setting a price of  $30 will give 
Alba and Batia a profi t of  $22 per barrel.

Record the following: Round number, Alba’s profi t, Batia’s profi t.
Calculate the profi t of  each country for all eight rounds.

Methodological recommendations: Divide the group into several 
subgroups, so that there are Alba 1, Alba 2, etc., Batia 1, Batia 2, etc. Inter-
action is conducted between Alba 1 and Batia 1, Alba 2 and Batia 2, etc., 
in parallel. Each team must consist of  at least two people (three to four is 
best). Teams are seated in a large hall at diff erent ends so that they cannot 
hear the discussions of  their opponents in the game. After each team 
has made a choice, it is written down on a piece of  paper, and the team 
members raise their hand so that the instructor or the instructor’s assistant 
can approach. The paper is passed to the instructor, who waits for the 

opposing team to make its choice. Only then does the instructor pass the 
choices to the opponent.

When analysing the results, compare how the selection process went 
in diff erent subgroups – the fi rst, second etc. You can introduce additional 
parameters, for example, declare that the team that ‘earns the biggest 
profi t’ will get a prize and see how this aff ects the results.

Practical task 2.

Instructions to a representative
of a Russian company abroad

You are a representative of  a large Russian company abroad. The repre-
sentative offi  ce was opened recently. You have found an offi  ce space and 
signed a contract to purchase it. Now you need to fi nd housing. However, 
for the foreseeable future, you can only rent. The housing should be 
good and in a prestigious area. After quite a long search, you have found 
a house that is ideal for your purposes. According to the information you 
have from the intermediary company, the owner of  the house is moving 
to another city and is ready to rent the house from January 1 (we are in 
the middle of  December right now). He is asking 8500 per month for rent 
(in the local currency). As of  the beginning of  January, your company can 
only allocate a maximum of  96,000 per year for these purposes (the annual 
interest on deposits in local banks is approximately 2.5%). You plan to rent 
for a number of  years (at least three). You have arranged to meet with the 
owner of  the house. You can look for a solution based on the amount you 
have. You are, of  course, interested in spending as little money as possible. 
You will live in the house with your wife (husband) and your 15-year-old 
daughter. Even if  you have to leave for a day or two on business, someone 
will defi nitely be in the house.

In all calculations, the share of  the intermediary fi rm is not taken into 
account.

Owner’s Instructions

You are moving to another city for work, where you will be for at least 
three years (this is how long the employment contract you have signed is 
for). You want to rent out your house, which is located in one of  the most 
prestigious districts of  the capital. The house has expensive furniture, 
equipment, and paintings. The initial rental price that you reported to the 
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intermediary fi rm was 8500 per month in local currency. For this price, in 
principle, you can fi nd a tenant, but it will take time to fi nd him. You are 
in a situation where you urgently need to move, and you intend to rent 
your house from January 1 (we are in the middle of  December right now), 
which limits your choice to the two off ers you have today. Yesterday you 
met with one of  the potential tenants. He is willing to rent your house for 
two years and pay 8200 per month, paying the monthly fee in advance. The 
downside here is that the lease term is limited to two years. You would 
prefer to rent the house for at least three years, so that you do not need 
to look for a tenant for another year. In addition, the person who wants 
to rent your house is single. Due to the nature of  his work, he will often 
be away from home. Although the house has an alarm system, you still 
would prefer to not leave it unattended. However, at present you are in 
dire need of  money (and a lot of  it) and do not intend to lose a cent on 
this transaction. In other words, you have decided to rent to someone who 
is prepared to pay more. Everything else being equal, you would prefer 
to rent the house to someone for three years and will live in the house 
permanently.

In all calculations, the share of  the intermediary fi rm is not taken into 
account.

Methodological recommendations: When playing the game, it is necessary 
to pay attention to how the stages of  negotiations went, what the main 
strategy was, and what tactics were used.

Game situation 3

Instructions to a representative of a construction company

The management of  your company has instructed you to buy 
a  minibus to transport a  team of  workers to your place of  work. A 
new car costs at least $40,000, but you have been allocated a maximum 
of  $25,000. Therefore, a new car is out of  the question. You contacted 
a number of  used car dealers, but it has been several weeks now and you 
have found nothing. The cars were either in poor condition, or cost more 
than $25,000. You could not buy a minibus directly. You are in time trouble 
now, because the car is needed within the next fi ve to six days. Finally, 
today you learned that a government agency is selling a car, which is in 
fairly good condition, for $25,000. This price is fi nal and non-negotiable. 

You have already decided to buy the vehicle. However, in the evening, 
a  friend who knows about your problem calls you at home to tell you 
that he has found a company that is selling its minibus. The vehicle is in 
good condition. As for the price, since the sale is direct, the price will be 
lower than at a used car lot. However, you need to talk specifi cally about 
the price directly with a representative of  the company. He also said that 
he has another buyer who is interested. The bottom line is you need to 
go there by 9 am tomorrow to work out a deal. The parameters of  both 
cars (mileage, year of  manufacture, etc.) are about the same, so you have 
decided to buy the one that costs less.

During the negotiations, only the price of  the car is discussed.

Minutes of the negotiations
(to be completed during the negotiations)

Contributed by Price Comments

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

Final price (if  a deal was made):  _____________________________
Your profi t in $ (if  the deal went through):  _____________________

Instructions to the representative of  the company selling the minibus
The management of  your company has instructed you to sell its 

minibus. Moreover, this must be done as quickly as possible, since 
the company urgently needs additional funds. The minibus is in good 
condition. A brand new minibus would go for $40,000. Certainly, you 
can contact companies that sell used cars, but then the amount that your 
company will receive will be lower due to the need to pay for intermediary 
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services. Obviously, it would be more profi table to sell directly. Today you 
have two proposals. You have already negotiated with the fi rst potential 
buyer. He is ready to buy the minibus for $20,000. This is the minimum 
amount you can sell the vehicle for. You told him that you would give 
him a fi nal answer tomorrow afternoon. You have arranged to meet with 
another potential buyer at 9  am tomorrow. Since the money is needed 
urgently, you do not have time to look for other options. You will sell the 
car to the highest bidder.

During the negotiations, only the price of  the car is discussed.

Minutes of the negotiations
(to be completed during the negotiations)

Contributed by Price Comments

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

Final price (if  a deal was made):  _____________________________
Your profi t in $ (if  the deal went through):  _____________________

At the discretion of  the instructor and students, you can play one, two, 
or all three of  the games.
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Section 3
Features of Conducting Various Types 

of International Negotiations

Chapter 7
High-Level and Multilateral Negotiations

7.1. Organization and conduct of negotiations 
at the summit and high levels

The tradition of holding talks at the highest level – between heads 
of  state, monarchs, etc. – is rooted deep in history. Many examples of  such 
negotiations can be found in Russian history: the meeting between Peter 1 
and the King of  England, William of  Orange, in Utrecht; or the personal 
negotiations between Napoleon and Alexander I in 1807, which resulted in 
the signing of  the Treaties of  Tilsit. There are numerous other examples 
of  such negotiations in ancient history.

After the Second World War, negotiations held at the high (between 
foreign ministers) and summit (heads of  State) levels began to develop 
especially intensively in the international arena. They have taken various 
forms:176

− regular meetings (eg. G8 and BRICS meetings)
− bilateral summits
− during conferences
−  high-level negotiations during festivities (for example, at celebrations 

of  the 50th anniversary of  the founding of  the UN; the inauguration 
ceremony of  the fi rst president of  South Africa, Nelson. Mandela, 
elected by popular vote in 1994, etc.) or funerals, which provides an 
opportunity for informal discussions of  problems with leaders with 
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whom, under other circumstances, negotiations are complicated by 
political and ideological considerations.177

What is the reason for such a rapid development of  negotiations at the 
high and summit levels in the modern world? The main reason is that this 
type of  negotiation allows heads of  state to make decisions and thereby 
fundamentally change a given situation. The higher the level of  negotia-
tions, the more important they are in terms of  the nature of  the problems 
discussed and the decisions taken. Such negotiations, in which the agree-
ments are sealed by the signatures of  the highest offi  cials of  the respective 
states, provide additional guarantees for the implementation of  the results 
of  the agreement. All this is especially important in the modern world, 
which is marked by a high degree of  uncertainty, and is very dynamic and 
interdependent.

Top-level talks often become a turning point in the relationship between 
the parties. One example is the Moscow Summit of  the leaders of  the 
United States and the Soviet Union in 1972, which marked the beginning 
of  the era of  detente.

The main reason for the increased popularity of  holding negotiations 
at the summit and high levels is because they off er the opportunity to fi nd 
a quick and principled solution to a problem. But there are other reasons 
as well. At such meetings, it is possible to quickly obtain the necessary 
information ‘fi rst hand,’ so the information and communication function 
of  negotiations is of  particular importance at them. A quick exchange of  
views on the widest range of  problems that often go beyond the scope 
of  the initial agenda and makes it possible to link various issues, which 
cannot be done at negotiations at other levels, since the nature of  the 
issues discussed at them is far more limited. This kind of  linking together 
various problems was typical, for example, of  many of  the talks held by 
Henry Kissinger when he served as US Secretary of  State.

The exchange of  views at the summit level also contributes to a kind of  
‘transfer of  experience’ between leaders. For example, former British Prime 
Minister Margaret Thatcher recalls telling President of  the United States 
George Bush Sr. during an August 1990 meeting, citing her experience 
of  the confl ict with Argentina over the Falkland (Malvinas) Islands, that 
there was no time for dilly-dallying in making a decision on what to do 
about Iraq’s invasion of  Kuwait. Certainly, such ‘advice’ may not always 
be successful, as it may serve diff erent political ends, but the very fact that 
advice is given is important.

When negotiations are held at the summit level, mediation at the highest 
level is also possible. This makes it possible to fi nd solutions in particularly 
diffi  cult confl ict situations. One example is the negotiations on the settle-
ment of  relations between Israeli Prime Minister Menachem Begin and 
Egyptian President Muḥammad Anwar Sadat at Camp David in the United 
States, where US President John Carter played an active mediating role.

The rapid resolution of  problems and the exchange of  views between 
leaders have become possible in recent years thanks to the development 
of  technical means of  communication and transportation. US Secretary 
of  State Alexander Haig covered some 32,000 miles in fi ve days trying to 
mediate in the confl ict between Argentina and the United Kingdom over 
the Falkland (Malvinas) Islands.178 The advent of  such means of  technical 
communication as telephone, facsimile, e-mail, video communication and 
others, which were impossible in past centuries, also contributes to the 
intensifi cation of  dialogue at the highest level. For example, Assistant to 
US President John Carter for National Security Aff airs Zbigniew Brzezinski 
recalls that he often witnessed the president talking on the phone with the 
British prime minister or the German chancellor. As a result, some issues 
were resolved much more quickly than through traditional diplomatic 
channels.179

Let us note that the factors noted above, among others, which make 
it easier to resolve issues at the summit level, may also have a downside. 
A  collection of  works edited by David Dunn is dedicated to this very 
issue.180 Thus, personal characteristics can have diametrically opposite 
eff ects on the negotiation process – they can help resolve the most acute 
problems, or even aggravate them. Margaret Thatcher’s words after 
meeting with Mikhail Gorbachev, for example, have been cited countless 
times, when she described the Soviet leader as a  ‘man one could do 
business with.’ Subsequently, personal contact between the two leaders 
contributed to fi nding solutions on complex issues of  bilateral relations 
and foreign policy. At the same time, Thatcher spoke rather cooly about 
the French President Valéry Giscard d'Estaing.181

The scale of  decisions at high- and summit-level negotiations entails 
a sharp increase in the cost of  a possible mistake. Of  course, it is diffi  cult to 
measure such errors, but the consequences of  the signing of  the Munich 
Agreement of  1938 by Great Britain, France, Germany and Italy, and the 
Molotov-Ribbentrop Pact of  1939 on the further course of  history are well 
known.
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There is another point related to the negotiations held at high and 
summit levels. If  the agreements are suddenly considered wrong, then it is 
far more diffi  cult to abandon them, which also imposes restrictions on this 
type of  negotiation.

As a rule, summit-level talks receive close attention and great hopes are 
pinned on them. Therefore, in a confl ict situation, the failure of  negotia-
tions can cause extreme disappointment, and overall loss of  faith in the 
possibility of  fi nding a  peaceful solution. Therefore, good preliminary 
preparation is especially important for these negotiations. If  the negotia-
tions are not a success, the parties sometimes sign a symbolic document, 
thereby leaving the possibility for further joint steps towards a settlement. 
Joint press conferences are common. Often, the parties specifi cally 
agree on what should appear in the media following the results of  the 
negotiations.

Perhaps, in the most concentrated form, various aspects of  negotiations 
at the summit level are expressed in the work of  groups of  club formats 
(G7/G8/G20, BRICS, etc.), which is a mechanism for informal interaction 
between leaders of  the leading countries of  the world. Having started out 
by tackling economic problems, these groups subsequently expanded their 
agendas signifi cant to include the most pressing problems of  our time.

7.2. Multilateral and multi-level negotiations

Multilateral international negotiations involve more than two parties 
in the discussion. Accordingly, such negotiations are necessary if  the 
problem to be solved aff ects the interests of  several participants at once. 
Currently, this type of  negotiations is widely used on the world stage and 
in recent decades there has been a tendency to increase their number, both 
in the settlement of  confl ict and crisis situations, and in the framework of  
cooperation. All this refl ects the main trends in the development of  the 
modern world and, in particular, diplomacy, which is largely focused on 
multilateralism in solving problems.182

A huge amount of  research on multilateral negotiations183 can be found 
on the problems of  the European Union, the WTO, etc.184

The rapid development of  multilateral negotiations is primarily due 
to the process of  globalization of  the modern world, in which various 
problems aff ect the interests of  many parties, especially if  issues related to 
the environment, terrorism and other global problems arise.

On the world stage, multilateral negotiations can also take place within 
the framework of:

−  international universal organizations (UN) and regional international 
organizations (for example, the Organization for Security and Coop-
eration in Europe, the Organization of  American States, and others);

−  conferences on any issue (for example, negotiations within the 
framework of  the Paris Conference on Vietnam);

−  summit meetings to discuss the possibilities and ways to solve 
a particular problem.

In some cases, the institutionalization of  negotiation forums is possible, 
i.e. an organization may be established on the basis of  regular negotia-
tions. One example of  such institutionalization is the Organization for 
Security and Cooperation in Europe (OSCE), created on the basis of  the 
Conference on Security and Cooperation in Europe (CSCE).

It is not uncommon for smaller states or weaker parties to seek multi-
lateral negotiations. Such negotiations give them the opportunity to use 
‘bloc tactics,’ which help them strengthen their positions. This factor also 
contributed to the increase in the number of  this type of  negotiation.

In turn, multilateral negotiations infl uence the processes taking place in 
the world, increasing globalization and interdependence through collective 
obligations. If  one party violates the agreements, it will have to answer to 
not one, but several opponents. Thus, multilateral negotiations increase 
the likelihood that the agreements reached will be implemented.

Multilateral negotiations essentially proceed in the same way as bilateral 
negotiations, but they have a number of  peculiarities, or, as the authors of  
the Encyclopædia Britannica note, ‘multilateral negotiations demand the same 
skills but are more complex.’185 Thus, an increase in the number of  parties 
leads to a complication of  the overall structure of  interests. An example of  
a rather complex interweaving of  interests are the negotiations within the 
UN Preparatory Committee in August 1945, and then in November of  the 
same year, when specifi c questions were discussed about the location of  the 
UN Headquarters, the appointment of  its Secretary General, the structure 
of  its bodies and the rules of  procedure, funding for the organization, etc.

Important

One of  the participants in the negotiations on the creation of  the United 
Nations, A.A. Roshchin, writes in his memoirs that a divergence of  interests 
immediately appeared between the Soviet side and the Western powers, as 
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well as between the United States and Great Britain, Australia, and China. 
The latter were dissatisfi ed with the policy of  the United States in the Far 
East, namely, that they had determined their relations with Japan without 
consultation. The Soviet and British sides were not happy that the United 
States had terminated the Lend-Lease Act. Similar, and perhaps even more 
complex interweaving of  interests of  the participants are found in the 
course of  all multilateral negotiations.186

Coalitions are often formed in multilateral negotiations. This allows 
you to structure interests, thereby reducing the degree of  their ‘dispersion.’ 
Moreover, in the case of  ‘intersecting’ coalitions, i.e. in coalitions where 
the same negotiator is part of  two or more groups, the negotiation process 
may be less rigid than in bilateral negotiations, as it reduces the possibility 
of  direct confrontation between the parties. However, it is important that 
the very method of  ‘coalition or bloc tactics’ has a dual character and can 
be used not only to facilitate a negotiated solution, but also to do the exact 
opposite, i.e. to block it.

A ‘softening’ eff ect, similar to the one occurring during the creation of  
overlapping coalitions to fi nd a mutually acceptable solution, can be caused 
by the mediation activity of  a group of  states participating in the negotia-
tions. An example here is the activity of  neutral and non-aligned states in 
the search for compromise options between East and West at the initial 
stages of  the development of  the Conference on Security and Cooperation 
in Europe.

At the same time, the intertwining of  interests in multilateral negotia-
tions opens up opportunities for various ‘manoeuvres’ by the participants 
and for playing on contradictions. For example, during the Congress of  
Vienna (1814–1815) Charles-Maurice de Talleyrand-Périgord skilfully used 
the contradictions of  the coalition of  European powers – Russia, Prussia, 
Austria, and England, who opposed France, and accelerated the collapse of  
the anti-French coalition.

In multilateral negotiations, many problems arise in connection with 
the drafting and editing of  the texts of  the fi nal documents. For example, in 
the early stages of  the CSCE, the smaller countries expressed the fear that 
they would have to face compromises that had already been negotiated by 
the big powers. This led to texts being edited jointly by representatives of  
all delegations in formal meetings, and not in drafting groups, as is often 
the case.

The organizational structure of  multilateral negotiations is more 
complex than that of  bilateral ones. Often, several commissions, 
committees and other working bodies work on them simultaneously. 
A.G. Kovalev gives an example of  the second stage of  the CSCE, during 
which work was carried out in three commissions. The fi rst commission 
had two subcommittees, the second had fi ve, and the third had four. 
Working groups were also created. The total number of  commissions, 
subcommittees and working groups was 20.187

Sometimes an informal secretariat is created at multilateral negotiations 
with the involvement of  external experts. This was the case, for example, 
at the Third UN Conference on the Law of  the Sea.

Given the complex structure of  multilateral negotiations, the 
preparatory stage of  negotiations is particularly important. Usually it takes 
more time and requires serious approvals. Often special preparatory bodies 
are set up to tackle all these problems.

The problem of  who will take part in multilateral negotiations 
occasionally arises. One or more parties may object to the participation 
of  others or their status. There are also problems with coordinating the 
agenda, choosing a  meeting venue, rules, seating arrangements and 
other issues. Typically, multilateral negotiations involve more issues than 
bilateral negotiations, as each side seeks to include ‘its own issues’ on the 
agenda.

Multilateral negotiations require special attention to the development 
of  rules for their conduct. The most important questions here are:

−  general organizational issues of  the meeting (offi  cial languages, 
keeping minutes, public or open nature of  meetings etc.);

−  competence of  the chairperson (maintaining the order of  giving the 
fl oor, decisions on issues of  regulations, etc.);

−  the procedure for holding meetings (participation in the discussion, 
making proposals, the right to respond);

−  the decision-making procedure.188

Organizational issues occupy a  signifi cant part of  the time of  multi-
lateral negotiations. However, the further fate of  the negotiations largely 
depends on their decision. In addition, a large number of  purely technical 
problems arise in multilateral negotiations: the accommodation of  delega-
tions, providing them with the necessary means to carry out their work; 
providing copying and other equipment; organizing transportation, etc.
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If  in bilateral negotiations the heads of  delegations themselves lead 
and direct the discussion, in multilateral negotiations there is a need for 
a chairperson. He or she must know the procedures and regulations well, 
be able to distinguish between procedural and substantive issues, organize 
a constructive discussion of  the parties, etc. It is clear that the role of  chair-
person is especially diffi  cult in confl ict situations. Sometimes, the chair-
person holds preliminary consultations with the negotiators (or at least 
with the main ones) in order to outline a  possible zone of  agreement. 
Israelyan refers to the statements of  Andrew Young, former US permanent 
representative to the UN Security Council, who said that when he chaired 
the Security Council, he spoke confi dentially with the participants in the 
confl ict even before informal meetings. This helped him at the meetings to 
perform, in part, intermediary functions.189

The chairperson in multilateral negotiations often uses various 
techniques to steer the discussion in the right direction. For example, he or 
she can ‘summarize’ the main arguments. With the help of  this technique, 
the chairperson determines the areas of  convergence of  interests and 
outlines the general framework for future agreements. In a  confl icting 
relationship, the chairperson is often forced to appeal to the partic-
ipants to exercise restraint in the discussion. Finally, he or she can off er 
a compromise version of  the fi nal document. One such example is given 
by Israelyan in connection with the organization of  the fi rst conference 
to review the validity of  the Treaty on the Non-Proliferation of  Nuclear 
Weapons in 1975. The positions of  the parties were so diff erent that 
failure seemed inevitable. However, on the last day, when the participants 
intended to accept only a small report on the conference, its chairperson, 
Inga Thorsson, introduced the text of  the fi nal document for consider-
ation by the participants. Proposing this document, the chairperson of  the 
conference warned that it had been drawn up on the basis of  the agreed 
and inconsistent points of  the discussion and should not be changed, 
otherwise the balance of  interests of  the negotiators would be violated. 
In fact, the participants were asked to either sign the proposed version or 
end the negotiations with nothing. As a result, the conference participants 
accepted the proposed document, although it was not ideal, since the alter-
native – the failure of  the negotiations – was less satisfying to them.190

The chairing of  multilateral negotiations requires a  very high level 
of  professionalism and good preparation. ‘The chairperson must know 
the subject of  the negotiations and the positions of  the parties in order 

to be able to fi nd common interests. Ideally, the chairperson should have 
a draft agreement before negotiations begin. However, it is not enough 
to know the positions of  the parties. Information about their needs, basic 
arguments, possible concessions, and specifi c problems associated with the 
‘home front’ of  the negotiators is signifi cant as well.’191

Certainly, the chairperson’s activity is not always constructive and 
aimed at fi nding a  mutually acceptable solution. The chairperson may 
very well act in the interests of  his or her side, exercising a kind of  dictate 
during the negotiations. His activity can be subordinated even to purely 
personal motives – the desire for self-realization and domination. In such 
cases, the chairperson risks both their reputation and the reputation of  the 
party they represent.

The choice of  chairperson may give rise to a separate discussion, since 
a  lot depends on his or her activities. There are various principles on 
which a chairperson is elected or appointed. Previously, the most common 
principle, primarily in international practice, was the election of  a repre-
sentative of  the country hosting the negotiations. This was the case, for 
example, at the Congress of  Vienna of  1814–1815, convened by the allies 
after the defeat of  Napoleon, as well as at the Paris Peace Conference in 
1919–1920, and after the end of  the First World War.

Today, the principles of  presiding over multilateral negotiations are 
more varied. In addition to the above-mentioned territorial principle (of  
the host country), presidency is possible on a rotational basis. For example, 
negotiations were held at the Paris Peace Conference after the end of  
the Second World War in 1946, then representatives of  the Soviet Union, 
France, Great Britain, the United States, and China alternately chaired. On 
the basis of  a diff erent principle, namely the principle of  one chairperson, 
the meetings of  the heads of  state of  the United States, the Soviet Union 
and Great Britain were held in Tehran and Yalta, and were always chaired 
by President of  the United States Franklin D. Roosevelt. The principle 
of  a single chairperson is appropriate if  the chairperson partly performs 
the functions of  a  kind of  mediator between other participants in the 
negotiations.

The procedure for holding meetings is an essential element of  multi-
lateral negotiations: In what order should the participants speak? What is 
the procedure for exercising their right of  reply? How should amendments 
be introduced? All these questions are not only organizational in nature, 
they primarily determine the outcome of  the negotiations.
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The decision-making problem also has its own characteristics when 
several parties are involved in the negotiations. In bilateral negotiations, 
a decision is made if  both parties agree to it.

Important

When conducting multilateral negotiations, the following decision-making 
methods are possible:

− consensus
− a qualifi ed majority of  votes
− a simple majority of  votes192

The consensus method means that all participants in the negotiations 
agree on a solution. This principle is applied, in particular, in a number 
of  UN bodies, as well as in negotiations within the framework of  the 
Conference on Security and Cooperation in Europe (CSCE, later the 
OSCE), and in negotiations within the framework of  the Non-Aligned 
Movement. Consensus is needed if  the participants consider it necessary 
to avoid imposing the will of  the majority on the minority. Decisions 
made by consensus are the most durable, and this is the strength of  the 
consensus model. Almost all multilateral international negotiations of  the 
last century used consensus voting.

However, consensus also has its downsides. It is obvious that it is 
diffi  cult to reach a common agreement, especially when the parties are in 
confl ict. If  at least one of  the participants objects, then no agreement will 
be reached. This factor signifi cantly slows down the negotiation process 
and often leads to deadlocks. For example, at the Geneva Conference on 
Disarmament, which used the principle of  consensus, the United States 
did not give its consent for several years. In order to ‘soften’ the action of  
consensus and avoid deadlocks, one can use the tactic of  ‘putting contro-
versial issues into brackets,’ when controversial issues are initially excluded 
from discussion, and the remaining issues are decided by consensus.

The method of  a  supermajority/qualifi ed majority (two-thirds) or 
simple majority (more than 50% or 50% plus one vote) make it easier 
to reach an agreement than consensus, but create more problems with 
the implementation of  agreements, since the interests of  the minority 
are not taken into account. This method is appropriate in cases where it 
is important to state the position of  the majority, or make a recommen-
dation. The majority principle is used, for example, in the case of  voting on 
UN resolutions.

Important

Each method of  decision-making in multilateral negotiations has its own 
advantages and limitations, so the following general rule is usually taken 
into account: the more binding decisions are, the more appropriate the 
principle of  consensus is.

Less common are multilevel negotiations, but they are being used with 
increasing frequency. Multilevel negotiations involve the participation 
not only of  representatives of  various countries, but also of  businesses, 
non-governmental organizations, intergovernmental organizations, etc. 
The development of  multilevel negotiations is due to the fact there has 
been a sharp increase in the number of  non-state actors in world politics 
since the second half  of  the 20th century, all of  whom have their own 
interests, goals, activities, etc.193 An example of  multi-level negotiations 
is the World Summit on the Information Society, convened in accordance 
with the resolutions of  the UN General Assembly. Some 11,000 people 
took part in the second stage of  the Summit in the autumn of  2005 – repre-
sentatives of  government agencies, business circles and civil society from 
175 countries, as well as a number of  international organizations. Approxi-
mately 50 delegations were led by heads of  state.

However, it is important to understand that non-state actors are 
extremely heterogeneous, have diff erent resources and potential for 
exerting their infl uence, and their interests and areas of  activity diff er 
signifi cantly, which complicates the negotiation process within multi-level 
formats. 

Questions for discussion:
1. What are the features of  high-level negotiations?
2. When is it appropriate to resort to negotiations at the summit level?
3. What are the diffi  culties in conducting negotiations at the summit level?
4.  What is the reason for the increase in the number of  multilateral and 

high-level negotiations in the late 20th and early 21st centuries?
5.  What are the possible forms of  negotiation at the summit level and in 

multilateral negotiations?
6. What are the specifi cs of  multilateral negotiations?
7.  What are multi-level negotiations? Give examples of  multi-level negoti-

ations in various areas. What caused the development of  this type of  
negotiation?
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Practical tasks:
1)  Conduct the ‘Pollution of  the Rhine’ business game. Game description: 

Mastenbroek, W. Negotiations. Kaluga: Kaluga Institute of  Sociology, 
1993, 153–159.
Methodological recommendations: Divide the group into two subgroups, 

so that two games can be played in parallel. When discussing games, it is 
necessary to pay attention to the peculiarities of  multilateral negotiations: 
what are their diffi  culties and features? Compare the results obtained in the 
two groups. Explain the reasons for the diff erences in results.
2) Conduct the ‘Pandoria’ business game (See Appendix 1).
3) Conduct the ‘Trumbleland’ business game (See Appendix 1).

It is possible to conduct one, two, or three games, depending on the 
main objectives of  the course.
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1990.
3. Kissinger, H. Diplomacy. Moscow: Ladomir, 1997.
4. Kovalev, A.G. A to Z of  Diplomacy. 5th ed., revised and amended. 

Supplement. Moscow: International Relations, 1988.
5. Larionova, M.V. ‘The Role of  the G8 and G20 in the Development of  

Forms of  Global and Regional Collective Regulation.’ International 
Organisations Research Journal, no. 2 (2012).

6. Popov, V.I. Modern Diplomacy. Theory and Practice. Moscow: Scientifi c 
Book, 2000.

Additional literature:
1. Brzezinski, Z. The Grand Chessboard: American Primacy and Its Geostra-

tegic Imperatives. Moscow: International Relations, 1998.
2. Zohrabyan, A.G. ‘Decision-Making at Multilateral Negotiations.’ 

Russian Diplomacy in the Light of  World Historical Experience. Moscow: 
MGIMO, 1998.

3. Berridge, G.R. Diplomacy: Theory and Practice. Fifth edition. N.Y.: 
Palgrave Macmillan, 2015.

4. Kaufmann, J. Conference Diplomacy: An Introductory Analysis. Third 
revised edition. N.Y.: St. Martin’s Press, 1996.

Chapter 8
National and Personal Styles 
of International Negotiations

8.1. National negotiating styles

The British diplomat Harold Nicolson noted that ‘there exist certain 
standards of  negotiation which might be regarded as permanent and 
universal. Apart from these standards, which should be common to 
all diplomacy, there are marked diff erences in theory and practice […] 
These diff erences are caused by variations in national character, tradi-
tions and requirements. One can thus distinguish types, or species 
of  diplomacy and it is important that these distinctions should be 
recognized.’194

Direct participants in negotiations always emphasize the diff erences in 
the nature of  negotiations between representatives of  diff erent countries 
and peoples. Moreover, they try to take these features into account in 
practice. In memoirs, we can fi nd many descriptions of  the infl uence of  
national characteristics on the negotiation process. For example, the Singa-
porean diplomat Tommy Koh cites a curious case of  how national diff er-
ences caused misunderstanding between the parties. In the early 1990s, 
Jeane Kirkpatrick travelled to the ASEAN countries, where she met with 
foreign ministers and asked them the same question: ‘Do you think the 
Cambodian problem will be resolved soon?’ Everywhere she received 
the same answer: this issue will be resolved very soon. When she asked 
when exactly, she was amazed to hear that this would happen in fi ve years. 
According to American concepts, fi ve years cannot in any way be regarded 
as a quick solution to the problem.195 Former American representative at 
the negotiations on strategic off ensive arms (START) between the Soviet 
Union and the United States, Edward Rowny, made a similar observation: 
he noted that, while the Soviet participants saw the negotiation process as 
a game of  chess, preferring to think over decisions and make them sequen-
tially one after another, the American side looked at it are like a  video 
game, which are typically fast paced.

Analysing the characteristics of  various countries in the conduct of  
negotiations is important not only from a, but also from a theoretical point 
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of  view, since national characteristics are one of  the main parameters that 
distinguish international negotiations from other types.

Interesting

The negotiators repeatedly pointed out the diff erences in the nature of  the 
negotiations between representatives of  diff erent countries, and moreover, 
they took these features into account in practice. A.B. Davidson notes that, 
in the era of  the colonization of  South Africa, the British tried to send 
people well acquainted with local customs, traditions and language to 
negotiations with representatives of  African tribes.196

Researchers, unlike practitioners, paid little attention to this issue 
for many years. The situation began to change from the late 1970s and 
early 1980s, primarily in connection with the development of  negoti-
ations between the Soviet Union and the United States in the fi eld of  
disarmament.

The greatest interest was shown in the specifi cs of  the negotiations of  
the Soviet Union as the main American partner in talks on the international 
stage. In 1979, by order of  the United States House Committee on Foreign 
Aff airs, an employee of  the Research Service of  the Library of  Congress, 
J. Whelan compiled an analytical review of  the works of  American authors 
that examined the organization, composition and forms of  activity of  
the Soviet foreign policy apparatus in 1971–1978, as well as the charac-
teristic features of  the Soviet style of  negotiation. This was followed by 
a second, and then a third edition.197 Other researchers and diplomats have 
also dedicated works to the Soviet negotiating style. Some other national 
styles also started to be actively studied, and the new journal International 
Negotiation: A Journal of  Theory and Practice devoted two of  its issues to 
an analysis of  the American negotiating style and the style characteristic 
of  Eastern European countries in 1996. In the 1990s, interest in national 
styles grew as a result of  the emergence of  many internal confl icts. Their 
peaceful settlement required an understanding of  national specifi cs.

Speaking about national features, we should emphasize that, in this 
case, we are talking about styles that are characteristic of  certain countries, 
and not of  certain ethnicities or nationalities. In English literature, the 
term national negotiating styles is used, which is diff erent from the term 
‘ethnic styles.’

Despite the reasonably long history of  studying national opinions on 
national styles of  negotiating, they are rather contradictory in nature. 

This is partly explained by methodological diffi  culties. It is not clear, for 
example, what exactly a national style is. To what extent is the national 
style related to the ethnic style of  negotiating: for example, will a Chinese 
person living in the United States negotiate ‘American style,’ or will his 
or her style be infl uenced by ethnic characteristics? In addition, national 
styles are fi xe. They change, develop, and enrich themselves. Incidentally, 
Whelan drew attention to the fact that, due to cultural traditions, one can 
distinguish relatively conservative, as well as more mobile, components in 
negotiating styles that can be put down to political and ideological norms 
that change rather quickly. Strictly speaking, they can only conditionally 
be attributed to national characteristics.198

Diffi  culties also arise in connection with the fact that the analysis of  
national characteristics is carried out through the prism of  one’s own 
negotiating style, most often the American style, since most works in this 
fi eld are by American authors. This undoubtedly leaves a certain imprint 
on the description of  other styles.

Finally, we should keep in mind that, when talking about the national 
style, we assume the most characteristic attitude to negotiations, how the 
party will behave, etc. A specifi c negotiator may ‘fall out’ of  the typical 
behavioural pattern.

One of  the fi rst questions that causes controversy is: What is the 
general role of  national styles in the negotiation process? There are two 
main points of  view here. Both of  them recognize the existence of  national 
characteristics. However, according to the fi rst, national characteristics 
refl ect rather insignifi cant characteristics of  the negotiation process. The 
opposite point of  view is that national or cultural (in the broad sense of  
the word) specifi city should be given, if  not decisive, then at least one of  
the main values in the negotiation process.

The fi rst line of  research is represented, in particular, by William 
Zartman and Maureen Berman, who, in their joint work The Practical 
Negotiator, admit that many works, including those focused on the use of  
quantitative analytical methods, show diff erences in national characteristics 
of  negotiation; however, these national diff erences reside mostly on the 
periphery. The argument here is that negotiation is a universal process that 
allows participants to speak the ‘same language.’ The authors use a vivid 
metaphor, saying that you can fl y, for example, from New York to Boston 
on various fl ights, but passengers invariably have to take off , fl y, and land. 
Also, the negotiation process consists of  common structural elements. 
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Elaborating on their position, Zartman and Berman note that the world is 
increasingly forming a single subculture for negotiators with its own rules 
of  conduct, language, symbols, etc., especially in recent decades. This is in 
connection with the development of  international negotiations. Although 
this subculture may diff er signifi cantly from the accepted national 
norms and rules of  conduct, it is accepted by all members of  the world 
community. This process is facilitated by the exchange of  students, study 
programmes, etc. As a result, a citizen of  France or China, for example, 
who has been educated in the United States will in one way or another 
follow the American type of  thinking and behaviour.199

Thus, according to the fi rst line of  research, the intensifi cation of  
negotiations leads to a ‘blurring’ of  national boundaries. With the devel-
opment of  integration processes and globalization, the interpenetration of  
national styles and the formation of  common parameters for negotiating 
will play an increasing role in the negotiation process.

Representatives of  the second line of  thought, on the contrary, accord 
a central role to national specifi cs in the negotiation process. For example, 
the American authors R. Cohen and G. Fisher proceed from the fact that 
the diff erences in cultures are too great, and that the diffi  culties that arise 
in the course of  negotiations between representatives of  diff erent cultures 
are largely due to these diff erences. Those who object to the fi rst line of  
research regarding the formation of  a unifi ed negotiation culture cite the 
following arguments:

•  People are primarily infl uenced by the values, traditions, customs, 
etc., learned in childhood. It is thus these parameters that have the 
biggest infl uence when negotiating in critical situations (which are 
especially important), rather than some ‘single negotiation culture’ 
formed in a later period.

•  The participants in the negotiations do not represent themselves 
personally, but specifi c states, national movements, etc., and, 
therefore, they cannot ignore their cultural, ideological and other 
characteristics.

•  Negotiations are a  form of  interaction between diff erent cultures, 
and, consequently, they are a kind of  ‘test’ of  the norms of  behaviour 
and traditions. Each party to the negotiations seeks not only to 
preserve them, but also to consolidate them.

•  Currently, negotiations are widely conducted not only by diplomats, 
but also by people with far less experience in international commu-

nication, for example, representatives of  public, religious organ-
izations, industry, etc. These participants, being unable to develop 
a  ‘single negotiation culture’ on the basis of  past experience, 
introduce a signifi cant element of  national specifi cs into the negoti-
ation process.200

All this, according to researchers who emphasize the special impor-
tance and signifi cance of  national characteristics in negotiations, indicates 
the impossibility of  artifi cial universalization of  styles.

Which point of  view is more justifi ed? Perhaps none of  them should 
be seen as a cure-all, especially since they agree in that they recognize the 
existence of  national diff erences in the conduct of  negotiations.201 Inciden-
tally, William Zartman would ‘soften’ his position in later works regarding 
national styles of  negotiating. As for the degree of  signifi cance of  national 
characteristics, it may be diff erent in each specifi c case. Moreover, the 
relations within which negotiations are conducted play a signifi cant role. 
According to the Swedish researcher Christer Jonsson, a ‘single negotiation 
subculture’ manifests itself  to the greatest extent when the interests of  
the parties in the negotiations essentially coincide, i.e. in the context of  
cooperation. In confl ict situations, we can expect the opposite – national 
characteristics will take on a greater role.202

How exactly do national styles manifest themselves in the negoti-
ation process? Diff erent authors answer this question in diff erent ways. 
Back in the 1930s, Harold Nicolson stressed that peoples diff er both in 
their theoretical approaches to negotiations and in how they conducting 
them. He saw the roots of  diff erences in the peculiarities of  the national 
character, culture, and traditions. He believed that this is one of  the most 
inert components of  the negotiation style.

Raymond Cohen proposes to consider the national characteristics of  
negotiation in each of  the four phases: pre-negotiation, initial, middle and 
fi nal. At the same time, he highlights various parameters of  each phase, 
depending on the diff erence in their tasks.203 In turn, the diplomat and 
researcher Glen Fisher off ers the following fi ve parameters that charac-
terize the national style of  negotiating:

−  features of  perception and understanding of  the very situation of  
negotiations (whether negotiations are considered as a method of  
solving problems; the tendency to compromise at the initial stage; 
the principles of  forming a delegation at the negotiations, etc.);
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−  features of  decision-making (for example, how independent the 
participants in the negotiations are in decision-making; how 
decisions are generally made in the negotiations);

−  features of  the national character (how one’s own culture and other 
cultures are perceived; value orientations; specifi c logic in negoti-
ating, etc.);

−  non-verbal characteristics (the role of  gestures, facial expressions, etc.);
−  linguistic features (in particular, the presence in the language of  

certain concepts, their relationship with similar concepts in other 
languages).204

There are no single parameters on the basis of  which negotiation 
styles can be analysed. In each case, the choice of  parameters refl ects the 
theoretical ideas of  specifi c researchers on the nature of  the negotiation 
process. In addition, when describing national styles, the memoirs of  the 
participants in negotiations – or even common stereotypes about certain 
countries  – are often cited. All this undoubtedly complicates the scien-
tifi c description of  national negotiating styles. Nevertheless, taking into 
account the comments made, it seems important to turn to a brief  compar-
ative analysis of  various negotiating styles in order to trace the features of  
building the negotiation process in diff erent cultures: American, French, 
Japanese, Chinese, Russian and others. In addition, the following must be 
taken into account:

1)  the main value systems, as well as features of  perception and under-
standing of  the role of  negotiations for solving problems;

2)  the organization of  the negotiation process;
3)  behavioural features of  negotiating (strategy and tactics of  negoti-

ating, the role of  non-verbal means of  communication, etc.).

1) Basic value systems, understanding the role of  negotiations, as well as 
features of  perception and thinking in negotiations.

The formation of  this sphere, fi rst of  all, is infl uenced by historical 
traditions and approaches to negotiations, as well as common values and 
ideological attitudes. For example, the traditions and features of  Russian 
culture, which have evolved over millennia, have been and still are of  
great importance for the formation of  the Russian style of  negotiating. 
Commenting on Russian culture and the Russian national character, 
D.S. Likhachev emphasized that ‘Russian culture, by the mere fact that 
it includes the cultures of  a  dozen other peoples and has long been 

associated with the neighbouring cultures of  Scandinavia, Byzantium, the 
southern and western Slavs, Germany, Italy, the peoples of  the East and 
the Caucasus, is a universal culture that is tolerant of  other cultures.’205 In 
relation to negotiations, this feature means that the Russian negotiating 
style demonstrates a high adaptive capacity. However, at the same time, 
Likhachev also names another feature of  the Russian national character – 
the desire to bring everything ‘to extremes, to the limits of  the possible.’206 
In negotiations, this manifests itself  in diff erent ways: both as an oppor-
tunity to constantly follow a very tough line of  behaviour, and vice versa, 
as complete acceptance of  partner’s proposals, which is unexpected for 
the partner. It is precisely this feature that explains the peculiarities of  
the behaviour of  Soviet participants in negotiations, which the American 
author Raymond Smith described as frequent mood swings and changes in 
attitudes towards the partner: either an extremely friendly disposition, or 
suddenly a manifestation of  offi  ciality, with no excessive familiarity.207

Other factors infl uence the formation of  attitudes towards international. 
For example, the manner in which the Egyptians negotiate has received 
special attention. Thus, the American researcher and former participant in 
the negotiations at Camp David W. Quandt, identifi es three main features 
characteristic of  the Egyptian participants in the negotiations:

1)  the perception of  Egypt as one of  the oldest centres of  human civili-
zation and the desire to continue the historical traditions of  their 
country;

2)  acceptance of  the need for strong government;
3)  rigid and rather developed administrative rules of  conduct.208

These features of  the Egyptians, in the opinion of  Quandt, aff ect their 
negotiations to a large extent. In particular, they are very sensitive to issues 
related to national independence and interference in their internal aff airs.

The type of  argumentation, namely, whether the arguments are mainly 
causal or evaluative, is one of  the essential characteristics of  national 
peculiarities of  perception and thinking.

According to some studies, arguments based on causal relationships 
hold greater signifi cance for representatives of  Western countries than for 
representatives of  the East.209 M. Harrison pointed out that the French, 
when discussing issues, were traditionally guided by logical evidence and 
proceed from ‘general principles.’210 Charles Cogan also notes this, empha-
sizing the huge infl uence of  cultural traditions on the formation of  the 
French style of  negotiating.211
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In turn, the following types of  argument are noted among the causal:
−  Inductive, which implies a  conclusion based on factual evidence. 

This is characteristic of  the Anglo-Saxon negotiating style (the 
English and American styles of  negotiating).

−  deductive, which is based on starting from a certain principle, and 
proof  is built as a demonstration of  the application of  this principle, 
which is typical, for example, for the traditions of  Roman law.212

2) Organization of  the negotiation process
This group of  indicators refl ects the features associated with the nature 

of  the formation of  a delegation and the mechanisms of  decision-making 
in international negotiations, i.e. the organizational issues of  the prepar-
ations for and holding of  negotiations. These aspects are considered in 
detail, for example, by H. York with regard to the United States.213

The same group of  indicators includes the extent to which the members 
of  the delegation are independent in making decisions at the negotiations: 
whether they need to request instructions every time the slightest change 
in the situation happen; whether these instructions tend to be rigid, or 
whether they allow for considerable leeway. In other words, how fully the 
centre delegates the right to make a decision directly to the participants in 
the negotiations.

As noted by a  number of  authors, American representatives have 
a much greater degree of  freedom in international negotiations compared 
to representatives of  France, Japan, China, Russia, and others.214 The 
Singaporean diplomat Tommy Koh also draws attention to this feature 
of  the American negotiating style.215 Once a  position is agreed upon, 
members of  an American delegation have powers broad enough to act 
within its framework. As a  result, the pace of  negotiations is high. The 
decision-making process is built diff erently in Chinese and Japanese deleg-
ations. For example, the Chinese side usually makes fi nal decisions not at 
the negotiating table with a partner, but outside of  the meeting room. It 
is essentially mandatory for the delegation to approve agreements reached 
by the ‘centre,’ even if  these agreements are within the framework of  
instructions that have already been.216 All this can take considerable time 
and drag out negotiations.

Organizational issues involve questions on the composition of  the 
delegation, how the responsibilities will be distributed among its members, 
the degree of  hierarchy among the members of  the delegation, the nature 

of  their formal and informal relationships, etc. For example, Chinese 
delegations are unique in terms of  how they are made up. As a rule, they 
are composed of  many experts, including an expert on fi nancial issues, 
technical issues, etc.217

The organization of  interaction is also an important point that distin-
guishes national styles of  negotiating. The previously mentioned American 
researcher M. Harrison, describing the French style, emphasizes that the 
French usually try to avoid formal one-on-one discussions with a partner.218

From the point of  view of  organizing the negotiation process, it is also 
important how complicated the process of  preliminary approvals within 
the country is. Fred Iklé wrote that Americans always face the problem of  
coordinating their internal interests between various departments, which 
implies a careful attitude to the conduct of  ‘internal negotiations.’219

3) Behavioural features of  negotiations.
This group of  parameters is determined by: the specifi cs of  each stage 

of  the negotiation; the focus on the sequence of  the negotiating stages; 
the tactics used most frequently; the non-verbal components of  commu-
nication and their role in the negotiation process. These components have 
been and it is described in detail by researchers and practitioners.

For example, the Germans pay great attention to the preparatory 
stage of  the negotiations, carefully working out their position. Unlike the 
Germans, the British pay less attention to the issues of  preparation for 
negotiations. At the same time, they approach negotiations with a greater 
degree of  pragmatism, believing that the only way to arrive at the 
optimum solution is at the negotiations themselves, depending, of  course, 
on the position of  the partner.220

According to the American researcher R. Solomon, the Chinese style 
of  negotiation is characterized by a clear distinction between individual 
stages: the initial clarifi cation of  positions; discussion; and the fi nal stage 
of  negotiations. At the same time, at the initial stage, great attention is 
paid to the appearance of  partners, their behaviour.221 Chinese represent-
atives prefer their negotiating partners to be the fi rst to ‘show their hand,’ 
to express their point of  view, make proposals, and so on. The Chinese 
themselves try to make concessions, usually at the end of  negotiations, 
after they have assessed exactly what the opposite side is capable of. At 
the second stage, Chinese participants may suddenly make new proposals 
containing concessions if  they feel that there is ‘dead space.’222
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As for Japanese negotiators, Michael Blaker notes that they respond to 
concessions with concessions of  their own. The Japanese often tend to 
avoid discussions and clashes of  positions during offi  cial negotiations, as 
well as in in multilateral negotiations. When negotiating with a weaker 
partner, Japanese participants may show a tendency to resort to threats. 
At the same time, Michael Blaker notes that using threats against Japanese 
partners in negotiations is ineff ective. In general, Japanese negotiators 
do not tend to shift position or suddenly switch tactics in the conduct of  
negotiations.223

Some negotiating tactics are unmistakably American. For example, 
American negotiators are less inclined to strictly follow the steps. At the 
same time, they prefer to discuss the general framework of  a  possible 
agreement fi rst, and then move on to the details.224 This typically involves 
off ering ‘package’ solutions at the negotiations and accepting a  ‘trial 
balloon.’225 At the same time, Richard H. Solomon and Nigel Quinney note 
that there are four features to the American negotiating style: considering 
negotiations from a business point of  view; determining the legal grounds 
for their conduct and decisions; moral considerations; and the position of  
the United states as a superpower.226 In addition, many authors point to 
the tendency of  American negotiators to set an extremely fast pace for the 
discussion of  the relevant issues.

When considering the behavioural features that are typical for 
a  particular culture, it is important to distinguish them depending on 
what role the context plays in these cultures. When studying negotiations, 
researchers often refer to two types of  cultures according to the distinction 
in political science: high- and low-context cultures. Low-context cultures 
contain little to no hidden meaning. These include, for example, American 
and German culture. In other cultures (in particular, Russian, French, and 
Japanese), the meaning of  the context is extremely high, to the extent 
that the meaning of  what has been said can be completely reversed. In 
the second type of  culture, non-verbal factors of  communication are of  
particular importance.227

In this regard, there can be situations that lead to misunderstandings 
during negotiations. For example, in Japanese culture, refusal cannot be 
expressed directly. During a meeting in 1969 between US President Richard 
Nixon and Japanese Prime Minister Eisaku Sato, the latter responded to 
Nixon’s proposal on the export of  textiles with words that can literally be 
translated: ‘I will do my best.’ Nixon understood this to mean that work 

would be carried out in this direction, although in essence the Japanese 
Prime Minister was saying the opposite.

To wrap up our discussion of  national negotiating styles, we ought 
to stress how important it is to know these styles and be able to spot the 
diff erences between them. However, this does not mean that one should 
blindly adopt the partner’s style in the hope that a better outcome can be 
reached. As Roger Fisher fi guratively notes, if  the Japanese negotiators, 
knowing that their partners prefer to be quite informal, open and always 
in a hurry, attempted to act like their American partners, and, in turn, the 
Americans side, aware of  the fact that the Japanese tend to act measuredly, 
within a  fairly offi  cial framework etc., opt to use the Japanese style of  
negotiating, the result will be lamentable. Moreover, the better each side 
understands and tries to adopt the style of  the other, the worse the negoti-
ations will go. The result of  the negotiations will be no more successful 
than if  a Viennese waltz player tried to dance an American folk dance, and 
his partner, an American folk dancer, begins to waltz.228

8.2. Personal negotiation style

In international negotiations, States or organizations pursue their 
interests and goals through their representatives. In this sense, a negotiator 
acts in two ways: on the one hand, as a person called upon to carry out the 
interests of  the institution he or she represents (state, international organi-
zation, etc.); on the other, as a negotiator with his own national-cultural 
and individual style and skill. In this regard, the question about personal 
characteristics that aff ect the process of  negotiating arises.

In methodological terms, the study of  the personal characteristics 
of  the participants in the negotiations is no less diffi  cult than that of  
national characteristics. Access to information and research is extremely 
limited here.

Experts are also divided on just how important personality traits are 
in the negotiation process. For example, a number of  authors note that 
personality played an important role in the past, but today the negotiator 
acts witthin a rather strict framework of  objective factors. For example, 
Gilbert Winham believes that it is hardly worth paying much attention 
to the personal characteristics of  the participants in international negoti-
ations.229 Researchers such as Howard Raiff a, Roger Fisher, William Ury, 
L. Jensen, D. Laks, James Sebenius, P. Terrence Hopmann and many others 
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practically do not consider issues related to the personal characteristics of  
negotiators.

The second point of  view, which is that personal characteristics are 
important in negotiations, is perhaps more shared by practitioners who 
are directly involved in negotiations. Harold Nicolson wrote, for example, 
that the basis of  successful negotiations is moral infl uence, which rests 
on seven specifi c virtues, namely: 1) truthfulness; 2) precision; 3) calm; 
4) good temper; 5) patience; 6) modesty; and 7) loyalty.230 The Hungarian 
negotiator J. Nergesh highlights a strong character, determination, purpose-
fulness, willingness to make a decision, ambition, and conscientiousness 
as personality traits necessary for negotiating.231 In his description of  
political and diplomatic negotiations, Fred Iklé points out that the personal 
qualities of  the diplomats participating in them can have a strong infl uence 
on how they go: their way of  thinking, character, political and personal 
ambitions, emotions, etc.232 Singaporean Ambassador Tommy Koh shares 
these opinions. He writes that the nature and personal characteristics of  
the negotiator aff ect the success of  his activities, with the most signifi cant, 
in his opinion, being the ability to establish trusting relationships with 
a  partner.233 At the same time, charisma is not an essential component 
for successful negotiations. For example, according to David Dunn, while 
Henry Kissinger was not the most charismatic of  people, he was never-
theless able to successfully conduct a many negotiations.234

Obviously, the list of  all the qualities that a  participant in interna-
tional negotiations should possess and which, to one degree or another, 
infl uence the process of  international negotiations, can be signifi cantly 
extended. You can negotiate in diff erent ways: in a fi rm manner (and be 
known, for example, as ‘Mr. No’) or in a  soft one (becoming Mr. ‘Yes’); 
you can be open, friendly, or withdrawn, and still be a  professional 
negotiator. Jeff rey Rubin and Bert Brown, summarizing various studies 
devoted to the analysis of  the personal characteristics of  negotiators, 
compiled a rather lengthy list of  such traits.235 It would perhaps be best, 
therefore, to agree with the opinion of  Israelyan, who wrote that: ‘it is 
diffi  cult to draw a portrait of  an ideal negotiator, and even more diffi  cult 
to name a specifi c person.’236 There are numerous examples in history of  
heads of  delegations and participants in international negotiations being 
completely diff erent people, character-wise, and it was thanks to a unique 
combination of  various personal qualities and traits that made them 
famous. Moreover, each historical period requires its own, special qualities 

from participants, and these qualities can be evaluated in diff erent ways. 
For example, O.A. Grinevsky writes that Minister of  Foreign Aff airs of  the 
Soviet Union Andrei Gromyko was a good negotiator, especially for the 
times of  the Cold War. If  he had a Plan B position up his sleeve, he would 
reveal it at the precise time that the partner, having lost all the remnants 
of  patience, was about to get up from the table in anger and suspend the 
negotiations. Gromyko kept dates, facts, and positions in his head, which 
he would skilfully introduce into the negotiations, without using ‘cheat 
sheets’ prepared by experts. For these reasons, Western partners called 
Gromyko ‘Mr. No.’ But those were the general ‘rules of  the game’ during 
the Cold War.

However, the most important question that arises in connection with 
an analysis of  personal characteristics is: Under what conditions do the 
personal characteristics of  the negotiators become the most signifi cant? 
American researcher Daniel Druckman devoted an entire study to this 
question. Based on experimental research, he comes to the following 
conclusions regarding the role of  personality factors in negotiations:

−  the clearer the defi nition of  roles in a  negotiation situation, the 
less likely it is that personal (not national) factors will signifi cantly 
infl uence the course of  negotiations;

−  the more ambiguous the negotiation situation and the more 
uncertain the intentions of  the partner are, the greater the infl uence 
of  personal factors on the negotiation process;

−  in a complex and ambiguous situation, those parameters that aff ect 
the processes of  perception of  the negotiators or are easily interpre-
table are of  the greatest importance.237

In confl ict situations, the question is, fi rst of  all, whether the negoti-
ators will be guided by negotiated solutions or unilateral actions when 
developing their BATNA. In this regard, the results obtained by the 
American authors Charles and Margaret Hermann are interesting. They 
analysed the personal characteristics of  the heads of  state involved in 
the First World War, and then conducted the following experiment. Two 
groups of  students were formed. The fi rst was formed randomly, while the 
second included students selected on the basis of  personality tests so that 
their personality traits were similar to those of  the leaders of  the states 
that took part in the First World War. The groups were then presented 
with a situation that mirrored the one that led to the outbreak of  the war 
and asked, independently of  each other, to play out the further course of  
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events. At the same time, real countries and events in the scenario were 
encrypted in such a way that the participants would not see the connection 
with the real situation as it unfolded.

It turned out that the situation in the second groups developed in 
a manner that largely resembled the actual course of  events.238

The same researchers carried out a similar study with Robert Cantor. 
This research examines the importance of  personal characteristics when 
making a decision in the case of  an ‘unidentifi ed attack.’ The participants 
were divided into groups of  fi ve (there were 65 groups in total), who 
simulated the decision to start hostilities, launch a  ‘retaliatory nuclear 
strike,’ or set up negotiations. The participants had to make this decision 
within ten minutes, following consultations. As a result, 26% of  the groups 
decided to negotiate; 33% opted for a counterattack; and remaining groups 
made no decision at all. To analyse the infl uence of  the personality factor 
on the decision-making process (the decision to negotiate or retaliate), the 
authors tested the players using the self-assessment method: the smaller 
the discrepancy between the description of  the ideal and real ‘I,’ the higher 
the self-assessment. In addition, the cognitive complexity of  the negoti-
ators was assessed. As a  result, the authors of  the study concluded that 
individuals with high self-esteem and high cognitive complexity were more 
likely to make the decision to negotiate.239

Turning to the question of  how personal characteristics can manifest 
themselves in the course of  the negotiation process, the indicators that 
exist here, it should be noted that, fi rstly, it is quite diffi  cult to single out 
a ‘purely’ personal component. As a rule, it is superimposed on many other 
features of  specifi c negotiations. Secondly, the manifestation of  personality 
is diverse and can be shown, for example, in a greater tendency to focus 
on bargaining or on a  joint analysis of  the problem with a partner; the 
use of  a diff erent ratio of  ways to present a position; the use of  the most 
common tactics; the nature of  argumentation, etc.

One of  the signifi cant manifestations of  personality, according to Jeff rey 
Rubin and Bert Brown, are the attitudes of  the negotiators. They can be 
of  two types depending on whether the negotiators are more focused 
on the situation or on interpersonal relationships. Negotiators who are 
focused mainly on the situation act, paying little attention to the personal 
characteristics of  their partner. In general, they are inclined to see more 
of  the objective side in the negotiation process: the balance of  forces, the 
parameters of  the situation, and so on. The other type of  negotiator, on 

the contrary, attaches great importance to interpersonal relationships with 
a partner. Here, in turn, there are those who are focused on cooperation 
and expect similar behaviour from the partner (signifi cant focus on a joint 
analysis of  the problem with the partner) and those who prefer compet-
itive relations with the opposite side, i.e., those who are more focused 
on bargaining. According to Rubin and Brown, the type of  interpersonal 
orientation is largely a characteristic of  the person and to a lesser extent 
depends on specifi c negotiations.240 In other words, this indicator practi-
cally does not change from one negotiation to another.

At the same time, we should note that the orientation to the objective 
parameters of  the situation or interpersonal relations is not only a personal 
characteristic, but also largely depends on the national style. For example, 
Lucian Pye notes that during negotiations, the Chinese are largely guided 
by people with a higher status, both offi  cial and unoffi  cial. What is more, 
people who express an understanding of  the Chinese position stand out in 
the partner’s delegation. It is through these people that the Chinese then 
try to exert their infl uence on the position of  the opposite side. At the 
same time, the ‘spirit of  friendship’ is of  great importance to the Chinese 
during negotiations.241

To analyse personal style, we can also resort to various psychological 
techniques developed for a large class of  situations, and not just negotia-
tions. For example, William Kitchin identifi ed the ratio of  the emotional 
and cognitive spheres as one such indicator. He noted that argumentation 
can be evaluative or causal. Accordingly, in the fi rst case, it is the emotional 
sphere that plays an important role, while the cognitive sphere is most 
important in the second. To describe the relationship of  these areas in the 
negotiations, we can use the parameters identifi ed by Kitchin:

− the general degree of  emotionality
− the ratio of  the number of  positive and negative emotions
− the number and frequency of  fi gurative comparisons used
− whether the focus in on the past, present or future.
Kitchin proceeds from the fact that a low level of  emotionality, coupled 

with the low frequency use of  fi gurative comparisons and a well-developed 
speech structure indicate that the negotiator is assessing the situation ratio-
nally, rather than emotionally.242

To conclude our discussion of  the personal aspects of  the negotiation 
process, we should emphasize that these indicators are probabilistic in 
nature and cannot be unambiguously interpreted independently of  each 
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other. A holistic analysis of  the manifestation of  personality in the course 
of  negotiations is important. In practical terms, knowledge of  the specifi cs 
of  the negotiation tactics and styles of  specifi c participants makes it 
possible to predict the most probable nature of  their interaction.

Questions for discussion:
1.  What is a  negotiating style? How can it be defi ned? How does style 

infl uence the nature of  negotiations and their outcome?
2.  In what kind of  negotiations and under what conditions do personal 

and national negotiating styles manifest themselves most clearly?
3.  What methodological diffi  culties arise when identifying negotiating 

styles? What methods are applicable for studying styles?
4.  What parameters can be used to describe and analyse national negoti-

ating styles?
5. What are the indicators of  personal negotiation style?

Practical tasks:

BUSINESS COMMUNICATION: YOUR SELF-VALUE243

From each pair of  statements, choose the one that you think is most 
consistent with your behaviour. But be careful: you can only choose one 
option, and you cannot skip any of  the pairings. Try to respond sponta-
neously. The test is structured in such a way that none of  the following 
statements is wrong.

 1. I like acting.
 2. I work on problem solving in a systematic way.

 3.  I fi nd that working in teams is more eff ective than working on an 
individual basis.

 4. I really like various innovations.

 5. I am more interested in the future than in the past.
 6. I really like working with people.

 7. I like to take part in well-organized meetings.
 8. Deadlines are very important to me.

 9. I am against procrastination.
10.  I believe that new ideas should be tested before they are put into 

practice.

11.  I really like to interact with other people. It stimulates and 
inspires me.

12. I always try to look for new opportunities.

13. I like to set goals, plans, etc., by myself.
14. If  I start something, I make sure I fi nish it.

15. I usually try to understand the emotional reactions of  others.
16. I create problems for other people.

17. I like to see the reactions of  others to my behavior.
18. I fi nd that step by step actions are very eff ective.

19.  I think I am good at understanding the thoughts and behaviour of  
others.

20. I love creative problem solving.

21. I make plans for the future all the time.
22. I am sensitive to the needs of  others.

23. Good planning is the key to success.
24. Excessively detailed analysis annoys me.

25. I remain unperturbed when pressure is put on me.
26. I place a high value on experience.

27. I listen to the opinions of  others.
28. It is said that I think quickly.

29. Collaboration is a key word for me.
30. I use logical methods to analyse alternatives.

31. I like it when I have diff erent projects going on at the same time.
32. I constantly ask myself  questions.

33. I learn by doing.
34. I believe that I am guided by reason, not emotions.

35. I can predict how others will behave in a given situation.
36. I don’t like to go into details.

37. Analysis must always precede action.
38. I am able to assess the climate in the group.

39. I tend to not fi nish what I started.
40. I see myself  as a determined person.
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41. I look for things that challenge me.
42. I base my actions on observation and facts.

43. I can openly express my feelings.
44. I like formulating and outlining new projects.

45. I like reading.
46.  I see myself  as a person capable of  intensifying and organizing the 

activities of  others.

47. I do not like dealing with several issues at the same time.
48. I like achieving my goals.

49. I like learning about other people.
50. I like variety.

51. The facts speak for themselves.
52. I use my imagination as much as possible.

53. Long, painstaking work annoys me.
54. My brain never stops working.

55. An important decision is preceded by preparatory work.
56. I deeply believe that people need each other to get the job done.

57. I usually make decisions without much thought.
58. Emotions only create problems.

59. I love being the same as others.
60. I can’t quickly add two and two.

61. I try my new ideas on people.
62. I believe in the scientifi c approach.

63. I like it when the job is done.
64. Good relationships are essential.

65. I am impulsive.
66. I can usually see the diff erences in people.

67. Communication with other people is signifi cant in itself.
68. I like being intellectually stimulated.

69. I like organizing things.
70. I often jump from one thing to another.

71. Communication and work with others is a creative process.
72. Self-actualization is extremely important to me.

73. I really like playing with ideas.
74. I don’t like wasting time.

75. I love doing what I can do.
76. I learn by interacting with others.

77. Abstractions are interesting to me.
78. I like details.

79. I like summarizing briefl y before coming to any conclusion.
80. I am quite confi dent in myself.

Now, on the scales below, circle numbers to which you answered yes 
and count the number of  points you scored for each of  the four styles (one 
positive answer equals one point). The maximum number of  points for 
each style can be 20. If  you got more than 20 points for one or another 
style, then you made a mistake somewhere in the calculations. Your total 
score should add up to 40.

Style 
1

1 8 9 16 17 24 25 32 33 40 41 48 49 56 57 64 65 72 73 80

Style 
2

2 7 10 15 18 23 26 31 34 39 42 47 51 55 58 63 66 71 74 79

Style 
3

3 6 11 14 19 22 27 30 35 38 43 46 51 54 59 62 67 70 75 78

Style 
4

4 5 12 13 20 21 28 29 36 37 44 45 52 53 60 61 68 69 76 77

Style Description:

Style 1 focuses on action (action-oriented).

People who demonstrate this negotiating style typically discuss:
− Results
− Specifi c questions
− Behaviour
− Productivity
− Effi  ciency
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− Moving forward
− Responsibility
− Receiving confi rmations
− Experience
− Obstacles
− Achievements
− Changes
− Decisions

Such people are:
− Pragmatic
− Forthright
− Easily agitated
− Resolute
− Fast (switching from one question to another)
− Energetic (which is sometimes a problem for the partner).

Style 2 focuses on the process (process-oriented)

People who demonstrate this negotiating style typically discuss:
− Facts
− Procedural issues
− Planning
− Organization
− Control
− Checks
− Approbation
− Analysis
− Observations
− Evidence
− Details

Such people are:
− Focused on consistency
− Causal relationships
− Honest
− Articulate
− Unemotional
− Careful
− Methodical

Style 3 focuses on human relationships, problems (people-oriented)

People who demonstrate this negotiating style typically discuss:
− People in general
− Human needs
− Human motives
− Team work
− Communication problems
− Feelings
− ‘the spirit of  teamwork’
− Understanding
− Self-development
− Susceptibility
− Awareness
− Cooperation
− Beliefs
− Values
− Expectations
− Relationships

Such people are:
− Spontaneous
− Empathetic
− Warm
− Psychologically oriented
− Emotional
− Perceptive
− Sensitive

Style 4 focuses on ideas (idea-oriented)

People who demonstrate this negotiating style typically discuss:
− Concepts
− Innovations
− Creative approaches
− Opportunities
− Expectations
− Big plans
− Various issues
− New developments in the area in question
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− Interdependence
− New paths forward
− New methods
− Improvements
− Problems
− Potential
− Alternatives

Such people are:
− Imaginative
− Charismatic
− Sometimes diffi  cult to understand
− Egocentric
− Not particularly realistic
− Creatively minded
− Full of  ideas
− Have a stimulating eff ect on others

HOW TO BUILD BETTER BUSINESS COMMUNICATION IF:

1. Your partner is a Style 1 negotiator:
−  fi rst of  all, focus on the results (formulate a conclusion immediately 

after stating your position);
− formulate your proposals (do not off er too many alternatives);
− be as brief  as possible;
− emphasize the practical focus of  your proposals;
− use visual aids (graphs, charts, tables, etc.).

2. Your partner is a Style 2 negotiator:
− be precise (rely on facts);
− use the following logical order in your presentation:
introduce the background to the issue
outline the current state of  the issue
explain what outcome you expect to achieve
− break down your recommendations into component parts;
− suggest alternatives, indicate the positive and negative consequences;
− do not rush your partner;
− order your sentences (1, 2, 3…).

3. Your partner is a Style 3 negotiator:
−  open the proceedings with a small conversation (do not immediately 

start talking about business);

−  emphasize the connection between your proposals and the needs 
and problems of  people;

− show how what you are off ering has worked in the past;
−  indicate that you have the support (or will have the support) of  all 

respected people;
− use an informal style in your business communication.

4. Your partner is a Style 4 negotiator:
− allow suffi  cient time for discussions;
−  do not get annoyed if  your partner, instead of  discussing the essence 

of  the problem, beats around the bush;
−  in your opening remarks, try to fi t the issue in a broader conceptual 

context;
− emphasize the uniqueness of  your idea or topic;
−  at the beginning of  negotiations, highlight the key concepts that 

underlie your ideas and proposals in writing; start with generalities 
and then move on to specifi cs.

Methodological recommendations: In order to obtain more reliable results, 
it is advisable to warn from the very beginning that the results will not be 
collected by the teacher.
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Chapter 9
Mediation in International Negotiations

9.1. Challenges facing the mediator

Mediation in negotiations has been widely used from ancient times to 
the present day to resolve confl icts between parties. It is used in a wide 
variety of  situations, all over the globe, with no regional exceptions. In 
this regard, William Ury’s writings about mediation in traditional cultures, 
in particular, in the Bushmen tribes living in southwestern Africa, are 
interesting. Ury notes that traditional cultures have various procedures 
and mechanisms for avoiding violence and resolving confl icts peacefully, 
including through negotiations mediated by elders.244 Russia has rich 
mediation experience. M.V. Mayorov provides interesting material on 
mediation in Russian diplomacy, including experience before 1917.245

In the modern world, in the vast majority of  cases, mediation is used 
when negotiations proceed in conditions of  confl ict relations between 
the participants. There are several reasons for this. First, mediation is 
a relatively cheap (compared, for example, to the introduction of  peace-
keeping forces) and fl exible way of  resolving a confl ict by peaceful means. 
In most cases, it is accepted by the population and does not cause negative 
reactions, unlike sanctions or the introduction of  peacekeeping troops.

Second, despite the fact that mediation does not exclude the use 
of  means of  pressure (threats, refusal to provide economic assistance 
in the event of  a continuation of  the confl ict, etc.), in general, it is still 
focused on a dialogue between confl icting parties, and between each of  
the parties and an intermediary. This favourably distinguishes mediation 
from the unilateral steps of  a third party in relation to the participants in 
a confl ict (its ‘monologues’) when bringing in peacekeeping forces or using 
sanctions.

Is a mediator always needed in negotiations? In principle, even a very 
acute confl ict can be resolved by the participants without the need for 
a  mediator, but they are highly likely to make a  signifi cant number of  
mistakes, and the settlement process will drag on for a  long period. 
Mediation is necessary in the following cases: if  the parties are involved 
in a prolonged confrontation; if  they do not recognize each other; if  the 
parties have bound themselves with many obligations and it is extremely 
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diffi  cult for them to make concessions without ‘losing face’; and fi nally, if  
there are signifi cant diff erences in culture, ideology or religion that create 
additional communication barriers.

If  the forces of  the parties are unequal, the weaker side is usually 
inclined to enter into negotiations through an intermediary, hoping to 
strengthen its position, while a party that is objectively winning a confl ict 
tends to go for direct negotiations.

In general, the most typical motives for contacting an intermediary are:
•  the parties to the confl ict consider settlement with the help of  a third 

party as the path of  least risk and the most fl exible form of  confl ict 
resolution;

•  one or both participants in the confl ict hope that a third party will 
infl uence the other side in a way that favours them;

•  the parties consider the participation of  a  third party in resolving 
the confl ict as an opportunity to publicly formulate obligations for 
settlement, which then gives them the opportunity to force the 
opponent to fulfi l them;

•  if  the settlement fails, blame can be placed on a third party;
•  the hope that a third party can provide real assistance as an interme-

diary in fi nding a solution and guaranteeing the implementation of  
agreements.

The listed motives and conditions for contacting an intermediary are 
not mandatory. For example, mediation is not necessarily requires when 
two parties do not recognize each other. As an example, the English 
researcher G.R. Berridge refers to direct contacts between the United States 
and China in the 1960s and 1970s, when there were no offi  cial relations 
between the two countries, but they still did not need an intermediary, as 
direct negotiations were held.246

The motivation to resort to direct negotiations may be the desire to 
maintain confi dentiality, fear of  pressure from the mediator, etc.

When trying to achieve a peaceful settlement, the mediator deals with 
a  number of  problems that are determined by the complexity of  the 
situation, which is diff erent every time and depends on the nature of  the 
confl ict. James A. Wall counted approximately 50 such problems.247 Gener-
alizing them, we get fi ve main types of  tasks that the mediator must solve 
(or fi ve functions he or she must perform):

•  Convincing the participants that they want to fi nd a  mutually 
acceptable solution to the problem, both at the level of  leaders and at 

the level of  public consciousness, and getting them to hold on to this 
desire.

•  Creating conditions in which the participants in the confl ict can 
exchange information and points of  view (providing communication 
channels); helping the parties form adequate images of  each other’s 
interests and goals, and fi nd common ground.

•  Providing assistance in diagnosing the situation and fi nding mutually 
acceptable solutions; assisting participants in interpreting infor-
mation, evaluating proposals, identifying possible solutions and 
agreements; acing as an additional source of  ideas for participants in 
the confl ict; helping the parties improve their negotiation skills and 
abilities.

•  Helping the sides exit the confl ict while at the same time ‘saving face.’
•  Regulating and controlling the interaction of  the parties, as well as 

the implementation of  agreements reached between them; acting as 
a guarantor of  the implementation of  the agreement.

These tasks are performed both before and during negotiations, or even 
outside of  them. The most important task in mediating the negotiations 
themselves is to provide an opportunity for the parties to the confl ict to 
discuss the problem. For this purpose, the intermediary creates channels of  
communication. These can be direct or indirect (i.e., through an interme-
diary). Establishing direct channels of  communication at the offi  cial level 
makes it possible to quickly contact the other side quickly in the event of  
a crisis. This is especially eff ective in a crisis caused by random factors (for 
example, an emergency launch of  a missile with nuclear warheads).

At the same time, direct communication channels have a number of  
disadvantages. According to research conducted by Robert M. Kraus and 
Morton Deutsch, the establishment of  direct channels of  communication 
can be used by participants to level accusations and threats at the other 
side, which contributes to the intensifi cation of  the confl ict or crisis.248 In 
addition, participants are not convinced that the information given by the 
opposite party is reliable and accurate. Negative emotions that manifest 
themselves in direct communication with the enemy are also signifi cant 
for establishing and maintaining a dialogue.249

The use of  indirect communication channels, which make it possible 
to remove a number of  negative aspects associated with direct contacts 
(in particular, the presence of  negative emotional reactions of  the warring 
parties towards each other), also generates problems, the most serious of  
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which is that the communication between the two parties loses its eff ec-
tiveness, sometimes being reduced completely to zero due to the delay.

First, as a  rule, indirect communication channels are formed  – that 
is, parties to the confl ict exchange information through an intermediary. 
The mediator can ‘soften’ the harshest statements made by the confl icting 
parties and their emotional reactions to each other. In addition, the 
mediator can help focus attention on the essence of  the problem, rather 
than on feelings and grievances. They also act as a kind of  guarantor of  the 
reliability of  the information provided. This is explained by the fact that 
the exchange of  information takes place ‘with a witness’ – the mediator. 
In such a situation, the parties, in order not to discredit themselves, avoid 
giving false information.

In order to minimize the negative aspects of  using two types of  commu-
nication channels, the mediator does not normally move to direct inter-
action between the parties after establishing indirect channels. Rather, he 
or she guides the parties in this direction gradually through a discussion of  
the problem in his or her presence. This increases eff ectiveness of  the talks, 
and at the same time reduces the likelihood of  information distortion. It 
also helps the parties fi nd common ground. The latter implies, fi rst of  all, 
that the parties apply the same terminology. Then, when the necessary 
level of  trust is established and the parties have found common ground, the 
meetings can take place without the direct participation of  the mediator, 
i.e. using direct communication channels.

Having created channels of  communication, the mediator often 
suggests a venue for the meeting. In a confl ict and crisis situation, this may 
be the territory of  the mediator. For example, in 1966 the Soviet Union 
acted as a mediator in the settlement of  the Indo–Pakistani War, providing 
its territory for negotiations, which ended with the signing of  the Tashkent 
Declaration. In 1978, the United States provided its territory at Camp 
David (the country residence of  American presidents in Maryland) for 
negotiations between Egyptian President Muhammad Anwar Sadat and 
Israeli Prime Minister Menachem Begin.250

Providing assistance in evaluating the situation and fi nding mutually 
acceptable solutions is the key to mediation, its primary meaning. 
Ultimately, it is for this purpose that the mediator tries to steer the partic-
ipants towards joint solutions and creates channels of  communication. 
It helps the parties to the confl ict overcome negative stereotypes and get 
a  realistic assessment of  the situation. The mediator also helps identify 

facts that, due to the selective nature of  the participants’ perception of  
the confl ict, may not have even occurred to them. Through these actions, 
the mediator forms a more complex and at the same time more adequate 
picture of  reality among the participants in the confl ict.

The mediator helps the parties fi nd a mutually acceptable solution. It is 
important to emphasize that the mediator helps the participants fi nd a way 
out of  the confl ict, encourages them to end it peacefully, but does not solve 
the problem for them. The fi nal decision depends on the participants.

If  necessary, the mediator provides training in negotiating skills for 
representatives of  one or both parties. This is especially necessary when 
the parties have no experience in negotiating or in the settlement of  
confl icts by peaceful means. Such a need often arises in the settlement of  
ethnic or other internal confl icts.

The mediator helps the parties to the confl ict ‘save face,’ i.e. to make sure 
that the peaceful end of  the confl ict does not look like a defeat or a manifes-
tation of  ‘weakness’ for any of  the parties. To this end, he or she can act as 
the initiator of  a peace agreement, or propose a specifi c wording of  the fi nal 
document. Sometimes a party to a confl ict refuses to even consider an off er 
(including a negotiation off er) on the sole ground that it has come from the 
adversary, but a similar off er made by a mediator might be easily accepted. 
In other cases, the mediator only needs to slightly reformulate the proposal 
made by one of  the parties in order for it to be accepted by the other.

If  the meeting ends unsuccessfully, the mediator can take responsibility 
for this, acting as a kind of  ‘scapegoat,’ and thus give the parties the oppor-
tunity to ‘save face.’ This leaves the parties with the opportunity to return 
after some time to the search for a peaceful solution without damaging 
their own reputation.

The regulatory and control function of  mediation is aimed at devel-
oping rules for the interaction of  the parties, including procedural issues, 
as well as ensuring the implementation of  the agreements reached. The 
mediator monitors the observance of  the norms of  relations accepted by 
the participants. In fact, it is often the mediator who proposes these rules 
for consideration by the parties.

Mediation does not necessarily involve the full implementation of  all 
fi ve of  these functions. For example, the mediator may focus on assisting 
in obtaining and evaluating information (information assistance), or on 
creating communication channels for the exchange of  views, opinions, 
judgments, etc., between the participants in the confl ict.



Chapter 9. MEDIATION IN INTERNATIONAL NEGOTIATIONSSection 3. FEATURES OF CONDUCTING VARIOUS TYPES

171170

These are the main tasks of  negotiating with an intermediary. However, 
each of  them consists of  a number of  more fractional tasks. Thus, assisting 
the parties in fi nding mutually acceptable solutions involves an analysis of  
their interests, and the search for solutions often requires confi dentiality 
when discussing certain issues with a mediator. Therefore, even when the 
activities of  intermediaries are limited to one or two functions, this still 
implies, at least indirectly, the performance of  other actions as well.

Intermediary functions are usually carried out in a certain sequence. In 
this regard, it is customary to distinguish between the following stages of  
mediation:

− initiating the search for consent;
− setting up the negotiations;
− participating in the negotiation process;
− monitoring the implementation of  agreements.
Mediation can end at any of  these stages. In this case, the result will be 

either further joint actions by the parties, independently of  the mediator 
(in this case, the tasks of  the mediator are fully completed), or the return 
of  the confl ict participants to unilateral steps.

9.2. Mediation techniques

Intermediaries use various strategies when performing their functions. 
Among them, we can distinguish the following strategies:

−  strategies related to providing assistance in fi nding a solution;
−  strategies aimed at ensuring the interaction of  the parties and 

maintaining a working relationship between them;
−  strategies designed to manipulate the behaviour of  the participants 

in the confl ict.
Strategies for helping to fi nd a  solution are focused on reaching an 

agreement and ensuring that the participants ‘save face’ when they exit the 
confl ict. These strategies are central to mediation, they represent its essence. 
The main means of  infl uence in this case is assistance  – not economic, 
military, etc., but intellectual.

When using this group of  strategies, the mediator, as a  rule, partici-
pates in the negotiation process. During negotiations, he or she empha-
sizes the common points in the interests of  the participants, and in some 
cases initiates and creates such a community. Sometimes this is done by 
forming goals of  a higher order, allowing the confl icting parties to unite 

their eff orts in order to achieve them. This may be a proposal for a large-
scale economic or social joint project. The intermediary participates in 
such a project as well.

The formation of  higher-order goals is possible when the confl ict is not 
particularly signifi cant, or when the main issues regarding its settlement by 
peaceful means have already been resolved. In the latter case, joint activ-
ities to implement the super-goals make it possible to strengthen peaceful 
relations between the parties.

The mediator is able to increase the negotiation space by drawing the 
attention of  the parties to certain aspects of  the problem that seem to 
have ‘fallen off ’ their grid. In the same way, a fundamentally new solution 
can be found to ‘remove’ the contradiction without concessions from the 
opposing sides.

When implementing this group of  strategies, the mediator also 
generates new ideas, puts forward new proposals for fi nding mutually 
acceptable options and off ers a  formula for a  possible agreement. For 
example, in the settlement of  the confl ict between Israel and Egypt, the 
United States, acting as a mediator, put forward its proposals to the parties, 
then received comments and proposals from them, and fi nally formulated 
them so that the parties could discuss them among themselves.

However, the negative aspects of  the intermediary’s behaviour should 
not be ignored. By making proposals, the intermediary may unwit-
tingly limit the search fi eld of  the participants themselves, who thus fi nd 
themselves ‘captive’ to the mediator’s existing ideas and proposals.

Another strategy aimed at helping fi nd a  solution is the ‘single text’ 
approach. According to this approach, the mediator proposes the text 
of  a possible agreement and asks each party to the confl ict to make any 
comments on the draft text if  it does not satisfy their main interests. The 
fi rst draft proposed by the mediator is usually objected to by the parties. 
The point here is psychological  – the confl icting parties do not make 
concessions at this point, only comments. In addition, the ‘single text’ 
forces both sides to focus on the most important demands, rather than on 
defending their position. This encourages the participants to avoid extreme 
positions during the discussion. Finally, the comments of  each participant 
on the ‘single text’ help the mediator to better understand the essence of  
the contradictions, which is important in terms of  being able to carry out 
their work eff ectively moving forward. This strategy was used in the 1979 
Iranian–US hostage talks mediated by Algeria.251



Chapter 9. MEDIATION IN INTERNATIONAL NEGOTIATIONSSection 3. FEATURES OF CONDUCTING VARIOUS TYPES

173172

On the whole, the strategies used to help fi nd a solution to the problem 
involve a  wide variety of  mediator actions: brainstorming techniques, 
computer technology, etc. One widely used practice within the scope of  
Track II diplomacy is for non-offi  cial representatives of  the confl icting 
parties to hold seminars in order to discuss possible ways to ease confl ict 
relations.

Strategies aimed at ensuring the interaction of  the parties and 
maintaining a working relationship between them are implemented in one 
way or another in almost all mediation tasks. But they are key when creating 
communication channels. These strategies are applied when the parties 
agree in principle to seek a negotiated solution to the problem, but they are 
not particularly useful when it comes to fi nding ways to start a dialogue. 
In such a situation, the mediator can organize informal meetings (they are 
especially intensively used in Track II diplomacy) or provide their territory 
for offi  cial meetings. The mediator maintains contacts with the leaders 
of  the opposing sides, and seeks to persuade them to agree on a peaceful 
solution, often using the methods of  ‘shuttle diplomacy.’

When employing this particular set of  strategies, the mediator is less 
engaged in terms of  fi nding ways to settle a given confl ict, rather, they 
create the conditions for this. As a  rule, these strategies are used most 
intensively by those who do not have great economic or political opportu-
nities to infl uence the participants in the confl ict. These may be small states 
acting as intermediaries, non-governmental organizations or individuals.

It is important for the mediator to develop a trusting relationship with 
the confl icting partners if  he or she wishes to exert infl uence over the 
negotiating process. In the presence of  such relations, the parties respond 
more easily to the requests and appeals of  the mediator.

Finally, the mediator often uses manipulative strategies that involve 
various forms of  coercion and pressure on the confl icting parties. Manipu-
lative strategies are mainly focused on the implementation of  the function 
of  convincing the confl icting parties that they want to search for a peaceful 
settlement, as well as, to some extent, on the implementation of  the 
regulatory and control function. Such tactics are used when the parties 
do not appear particularly interested in fi nding a peaceful solution to the 
confl ict. In order to stimulate this desire, the mediator uses various means 
of  exerting political, economic, diplomatic, moral and other kinds of  
pressure, including threats of  expulsion from international organizations, 
boycotts, the refusal to provide economic assistance, the introduction of  

a number of  restrictive measures on trade, etc. If  during the negotiations 
the parties do not comply with the norms for their conduct – to which 
they previously agreed – mediators apply the same strategies.

Manipulative means of  infl uence are also aimed at encouraging the 
parties to the confl ict to fi nd possible alternatives to their initial positions, 
namely those that would be more acceptable to the opposite side, or which 
at least would help the parties to follow more clear-cut and generally 
accepted rules in their demands and proposals.

Another tactic used by mediators in addition to pressure, threats, and 
manipulation, is to give the confl icting parties a  limited timeframe in 
which to make a  decision. Such a  deadline can incentivize the sides to 
search for a solution. The danger here is that if  the sides do not reach an 
agreement within the given timeframe, the parties may break off  negoti-
ations, and relations will exacerbate once again. According to Dean Pruitt 
and Jeff rey Rubin, the deadline set by US President Jimmy Carter at the 
negotiations at Israel–Egypt negotiations at Camp David was a  crucial 
factor in reaching an agreement.252 The same restriction was applied by 
American mediators to infl uence the sides in the Bosnian War during the 
Dayton peace talks in 1995.

Manipulative strategies are used to not only ‘punish’ those who have no 
intention of  seeking a mutually acceptable solution or who demonstrate 
little desire to do so in a proactive manner, but also to ‘reward’ participants 
who take real action to resolve a  confl ict. Often both of  these means – 
‘punishment’ and ‘reward’ – are used in parallel. For example, in the late 
1970s, the United States widely practiced the ‘carrot and stick’ approach 
in settling relations between Israel and Egypt. On the one hand, they used 
pressure in the form of  threats to publicly accuse Israel of  being unwilling 
to resolve the problem peacefully; on the other hand, as a  reward, they 
promised to provide the country with fi nancial assistance.

Creating conditions for isolating confl icting parties from the media, 
ensuring the secrecy of  negotiations or, on the contrary, making the actions 
of  one of  the sides public  – these are all manipulative tactics too. The 
confl ict resolution process usually takes place behind closed doors, which 
allows the negotiators to focus on fi nding a solution to the problem and not 
be subject to fl eeting infl uences. For example, Henry Kissinger launched 
negotiations on the Middle East in an atmosphere close to secrecy.

Strictly speaking, the results of  the negotiations are subject to broad 
discussion; how the sides came to these results is not. For this reason, as 
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a rule, the way the mediation is carried out is not subject to public discussion 
in the media. However, there are exceptions to this rule. In rare cases, the 
mediator may leak information in order to force the parties to work harder. 
For example, in the confl ict over the Falkland (Malvinas) Islands, UN Secre-
tary-General Javier Perez de Cuellar repeatedly spoke in public, which made 
it possible, to a certain extent, to ‘expose the positions’ of  the parties.253 
Sometimes, the very threat of  information getting into the press is enough 
to stimulate the participants to a peaceful end to the confl ict. Still, using the 
press as a means of  pressure is quite risky. It may lead to the disruption of  
the settlement process and the discrediting of  the mediator. Therefore, this 
method of  exposure should be used with extreme caution.

Often, manipulative strategies are used indirectly. For example, regional 
powerhouses can exert indirect infl uence on a confl ict by threatening to 
isolate the participants in the event that confl ict relations continue.

All manipulative strategies involve limiting the alternatives to 
a negotiated agreement (ATNA) of  the parties. In order to use these manip-
ulative strategies, the intermediary must have the appropriate capabilities 
(economic, political, etc.). If  they do, then they possess a weapon powerful 
enough to infl uence the confl ict.

However, the weak link when using manipulative strategies is that agree-
ments often turn out to be ‘artifi cial,’ supported by external infusions or 
the threat of  punishment, which means that it can be short-lived. Another 
negative point is that the parties to the confl ict are afraid of  pressure from 
a mediator who is too ‘strong.’ As a result, they may lose their indepen-
dence in making decisions. It is for this reason that the confl icting parties are 
usually reluctant to agree to the mediation of  the ‘strong’ side, sometimes 
believing that ‘freedom to decide’ is a higher priority.

9.3. Requirements for a mediator and the major 
difficulties they may face

Mediation is usually used when there are no simple solutions to 
confl ict situations. This means that, when embarking on a  settlement, 
the mediator faces many diffi  culties, problems and dangers that he or she 
needs to overcome. The latter can be divided into two main groups:

−  problems caused by diffi  culties of  resolving the confl ict that do not 
depend on the activities of  the mediator;

−  problems related to the activities of  the mediator.

A typical problem when it comes to settlement is that it takes 
a  signifi cant amount of  time to resolve a  confl ict situation. Confl icts, 
by their very nature, are in constant development, and while one of  the 
parties may be searching for a peaceful solution to the problem, the other 
participant may be taking actions to change the initial situation. Coordi-
nation has to be started anew, in diff erent, often more diffi  cult conditions. 
At the same time, the mediator faces the risk of  one of  the parties violating 
its preliminary promises (an ‘accidental violation’ intended to provoke the 
other side, or as a result of  the development of  ATNA), which generally 
leads to the disruption of  mediation eff orts.

Time is required not only for the fi nal resolution of  contradictions, 
but also for the solution of  individual problems, which may be in confl ict 
with the ultimate goal of  mediation – confl ict resolution. For example, the 
mediator almost always faces a dilemma: on the one hand, he or she needs 
to ensure mutual understanding between the parties to the confl ict in 
order to fi nd a peaceful solution, which includes establishing channels of  
communication, fi nding common ground, etc. (this takes a lot of  time); on 
the other hand, he or she needs to prevent further violence as quickly as 
possible and fi nd a peaceful way out of  the confl ict. If  the solution of  the 
fi rst group of  tasks is delayed, then the confl ict will get out of  control, and 
if  it is forced, the agreements reached may turn out to be fragile. In such 
a situation, it is important for the mediator to fi nd the necessary balance.

Serious diffi  culties also arise from the fact that mediation in and of  itself  
does not guarantee the resolution of  the confl ict. There are a number of  
circumstances that may cause mediation eff orts to fail, and the participants 
may thus lose faith in the possibility of  resolving the confl ict by peaceful 
means. The confl icting parties will then be forced to return to unilateral 
steps again, often in a tougher and more aggressive form.

Being engaged in the settlement of  the confl ict, the mediator, to one 
degree or another, is involved in it. There is a risk that the mediator will 
be drawn into the confl ict as a direct participant. The confl ict will expand 
as a consequence. But even if  this does not happen, the mediator may well 
face the fact that the participants, when trying to implement their BATNA, 
will accuse them of  disrupting the negotiations. This is often painfully 
refl ected in the reputation of  the intermediary.

Finally, people who are directly involved in confl ict resolution 
sometimes become victims of  the confl ict themselves: attempts may be 
made on their lives, they may fi nd themselves in the zone of  fi re. They 
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can also be taken hostage. In particular, representatives of  the UN mission, 
as well as the Red Cross and other organizations, have repeatedly found 
themselves under fi re and taken hostage.

The most common problems caused by the activities of  the mediator 
are the incorrect assessment of  various parameters of  the confl ict situation, 
as well as determining the most favourable moment for intervention. The 
mediator can simply not have the necessary knowledge and skills, which 
may lead to mistakes.

These diffi  culties and problems often encourage mediators to refuse to 
intervene in complex, protracted confl icts, or to wait for the conditions for 
settlement to be ‘ripe’ in order to take the correct action.

The complexities of  mediation impose extremely high requirements 
on the third party. The criteria for choosing a  mediator depend on the 
confl ict itself. However, the sides typically proceed from the following 
considerations:

−  The mediator must be a  competent person (possess the relevant 
knowledge and skills).

−  They must be independent, neutral and objective, and not favour 
either of  the sides.

− They must have infl uence, prestige and authority.

Important

Jeff rey Rubin notes that there are two components to the mediator’s 
expertise: 1) the mediator’s knowledge of  the problem underlying the 
confl ict and its context; 2) knowledge and ability to implement interme-
diary functions.254 In the absence of  the necessary knowledge and skills, the 
mediator may only exacerbate the confl ict.

Often, when choosing a  mediator, parties pay attention to how well 
he or she is acquainted with the problem. However, in some cases, the 
second component of  the mediator’s expertise  – mastery of  mediation 
techniques  – may turn out to be more important. The Singaporean 
diplomat Tommy Koh, who worked in the United States for many years, 
refers to such an episode from his career. In 1976, negotiations at the Third 
Conference on the Law of  the Sea reached an impasse. The positions of  
industrialized and developing countries seemed incompatible. Henry 
Kissinger, who at that time was the US Secretary of  State, was not familiar 
with the problem in detail. After spending the morning with the American 

delegation and meeting with other delegations in the afternoon, by evening 
he was able to present a completely new scheme for solving the problem, 
taking the interests of  various countries into account, and convince the 
participants of  its expediency.255

The requirement for the mediator to be disinterested, neutral and 
objective mean that they should not support any of  the parties involved 
in the confl ict. The slightest suspicion that the mediator favours one of  
the participants in the confl ict may lead to the other side refusing his or 
her services, which sometimes negatively aff ects not only the settlement 
process, but also the reputation of  the mediator.

Importantly, this is not so much about the actual neutrality or objec-
tivity of  the mediator, but about how he or she is perceived by the parties 
to the confl ict. After all, the confl icting parties can proceed from various 
criteria of  neutrality and objectivity (as well as competence), sometimes 
unfairly accusing the mediator of  not possessing one or all of  these 
qualities.

There is no shortage of  examples of  a party to a confl ict objecting to 
mediation on the grounds that they do not believe the mediator to be 
neutral.

An example from history

In the autumn of  1990, the Inkatha Freedom Party in South Africa refused 
to negotiate a peaceful settlement of  the situation in the country with the 
African National Congress (ANC). Bishop Desmond Tutu was supposed to 
mediate the talks, but the Inkatha Freedom Party objected to his partic-
ipation on the grounds that he was not impartial and had repeatedly 
expressed his sympathy for the ANC. The attempts of  the United Kingdom 
in 1967 to mediate the Vietnam confl ict failed for essentially the same 
reason: North Vietnam and the National Liberation Front of  South 
Vietnam saw this country as an ally of  the United States.

It is diffi  cult to remain neutral and, therefore, to mediate if  the mediator 
has previously taken a certain position on the issue under dispute. In such 
case, the mediator cannot be considered impartial. For example, in 1964 in 
Cairo, the Organisation of  African Unity (OAU) decided that the borders 
of  African States were to be recognized in their current confi guration. 
This created a problem for those countries that had territorial disputes (for 
example, Somalia and Morocco) in terms of  agreeing to OAU mediation.
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Mediators can be seen as biased if  they make mistakes when exercising 
their mediation functions, including the techniques of  mediation. One 
example is the attempt of  deputies of  the former Supreme Soviet of  the 
Soviet Union to mediate the confl ict in Moldova in 1990. The confl ict 
arose as a result of  the adoption of  a law in Moldova on the transition to 
writing based on the Latin alphabet. The Russian-speaking population and 
the Gagauz people objected to the law. The Soviet mediators decided to 
hold negotiations on the issue in the Moldovan city of  Bender, which at 
that time appeared to be neutral. The delegation of  the Supreme Council 
truly wished to resolve the confl ict, and the participants, in turn, hoped 
that the mediator would be able to help. There was no direct fl ights at the 
time between Moscow to Bender, so the mediators fl ew from Moscow to 
Chisinau, where they were met by the Moldovan delegation. Together, 
they drove to the negotiating venue. This gave the impression that the 
mediators were on the Moldovan delegation’s side, and the mediation 
mission naturally failed.

Note that the concept of  the ‘neutrality’ of  the mediator is relative. The 
mediator always has interests of  their own or, as Thomas Schelling refers 
to it, their own ‘payment matrix.’256 The mediator is already interested in 
at least one thing – the confl ict being resolved by peaceful means. They 
are also aware that their reputation hinges on a successful resolution to 
the confl ict. Sometimes third parties directly declare their interests. Thus, 
when negotiations between Holland and Indonesia were in danger of  
collapsing, President John F. Kennedy met with the Indonesian Foreign 
Minister in Washington and stressed that the United States could not 
remain neutral if  a confl ict were to break out, as innocent lives were at 
stake. Indonesia ignored this statement. The retired American Ambassador 
Ellsworth Bunker was invited to take part in the talks, and it was he who 
was able to convince the Indonesian side to continue negotiations. Another 
example: in late 1995, US President Bill Clinton openly stated that the 
successful completion of  the trilateral negotiations between Serbs, Croats 
and Muslims on Bosnia, which were organized by the American side at the 
US Air Force Base in Dayton, meant a lot to the Americans.

The mediator’s interests are the reason why they sometimes perceive 
the problem and the attitude of  the parties to the confl ict diff erently than 
the participants. This is explained by the phenomenon of  ‘attribution 
error’ – the tendency of  an outside observer (including a mediator) to see 
the participants, and not the circumstances, as responsible for the confl ict, 

while the participants blame each other or the circumstances. As a result 
of  this phenomenon, misunderstandings may arise between the mediator 
and each of  the confl icting parties.

The very fact that the mediator has their own interests, which may 
develop in the course of  confl ict settlement or even turn into new interests, 
is a  signifi cant factor that can lead to various consequences for further 
settlement.

Given that the concept of  mediator ‘neutrality’ is rather diffi  cult to 
defi ne, some authors suggest that the ‘acceptability’ of  the mediator for 
the parties to the confl ict is more important than his or her neutrality. For 
example, in the confl ict between India and Pakistan that fl ared up in the 
1960s over Kashmir, the United Kingdom, the United States and the United 
Nations were named as potential mediators. The natural choice here would 
be the United Kingdom, since both India and Pakistan were members of  
the British Commonwealth. But India believed that the United Kingdom 
favoured Pakistan. The United States, as a superpower, had close contacts 
with both countries, but US representatives refused to provide economic 
assistance to them, and even cancelled invitations to Indian and Pakistani 
offi  cials to visit the United States. All this caused resentment and irritation 
among the confl icting parties. The United Nations was also rejected as an 
intermediary, as Pakistan believed that US infl uence in the organization 
was too great. India, on the other hand, was afraid that the United Nations 
would forcefully impose its decision on the parties. In the end, it was the 
Soviet Union, which sought stability in the region, took the initiative to 
mediate. While continuing to maintain friendly relations with India, the 
Soviet Union was able to establish good contacts with Pakistan. As a result, 
Moscow received the consent of  both countries to carry out intermediary 
functions.257

Important

In order to successfully carry out its functions, the mediator must:
− be infl uential
− have prestige
− have authority.

Jeff rey Rubin names such sources of  intermediary infl uence as the 
presence of  expert knowledge; the right to mediate (the consent of  both 
parties to mediation); the possibility of  obtaining information from both 
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parties (when each participant only has the information they have accumu-
lated); good relations with the parties to the confl ict; and the ability to 
‘reward’ and ‘punish’ participants.258

The requirement for a mediator to have infl uence, prestige and authority 
is largely derived from the previous two requirements and determines the 
degree to which they are able to infl uence the confl icting parties. Expert 
knowledge leads to competency on the part of  the mediator, and therefore 
encourages the parties to listen to them. If  the parties to the confl ict 
agree to mediation, they thereby gave the mediator the right to mediate 
and, on this basis, agree to satisfy his or her requests and carry out their 
instructions. Possessing information from both sides puts the mediator in 
a position that is ‘above’ the participants in the confl ict, which allows them 
to strengthen their infl uence. Finally, good relations between the mediator 
and the confl icting parties help create a high level of  trust in the mediator. 
In turn, a high level of  trust gives creates opportunities for the mediator to 
infl uence the participants. He or she can also exert their infl uence by using 
manipulative leverage, encouraging or punishing the confl icting parties.

The infl uence of  an intermediary can be symmetrical, i.e. approxi-
mately equal in relation to the confl icting parties. Thus, in the settlement 
of  the Indo–Pakistani confl ict by the Soviet Union, its infl uence can in 
principle be considered symmetric. In other cases, the infl uence of  the 
mediator is asymmetric, i.e. stronger on one side and less on the other. For 
example, when resolving the issue of  the Sinai Peninsula, Henry Kissinger 
had a  strong infl uence on the Israeli government and only negligible 
infl uence on the Egyptian leadership.

Mediators with asymmetric infl uence became the norm in the latter 
half  of  the 20th century. Such mediation services typically entailed fi nding 
two (sometimes more) mediators whose ability to infl uence each of  the 
participants diff ered. For example, the Namibian problem in the late 1980s 
was resolved thanks to the asymmetric infl uence of  the mediators – the 
Soviet Union and the United States. As a condition for granting Namibia 
independence, South Africa demanded that Cuban troops be withdrawn 
from Angola. The Soviet Union had greater infl uence on both Angola and 
Cuba, while the United State had more sway over South Africa. Another 
example of  cooperation between the two countries is the Bosnian War of  
the early 1990s, in which Russia was in a better position to infl uence the 
Serbs, while the United States could exercise infl uence over the Muslims 
and Croats.

Talking of  infl uence, it is important to note that the participants 
in a confl ict can also infl uence the mediator. In this case, it is extremely 
important that the mediator does not fall under the infl uence of  one of  the 
parties to the confl ict and thereby lose the trust of  the other.

Other requirements of  a mediator include such aspects as his or her 
personal characteristics, patience, perseverance in fi nding solutions, and 
high intellectual capacities. The Russian diplomat M.V. Mayorov also 
outlines the personal qualities of  a mediator: professionalism, truthfulness, 
impartiality, patience, calmness, perseverance, neutrality, modesty, and 
self-control.259 The former relations of  the mediator with the confl icting 
parties are also very important: the better they have been in the past, the 
more infl uential the mediator will be.

Questions for discussion:
1.  In what cases do the parties resort to the services of  mediators in 

negotiations?
2. What are the pros and cons of  negotiating through a mediator?
3. What are the functions of  a mediator?
4.  What are the challenges faced by the mediator in carrying out their 

functions?
5. What qualities should a mediator have to be successful?

Practical task 1.

Game situation* ‘Law Library’
Confi dential Instructions for the Seller

of the Company Burns & Burns

You are in your second year at the well-known law fi rm Burns & Burns 
in Washington. The company is undergoing major changes. In three 
weeks, the fi rm will be divided into two parts. You will be staying with the 
smaller division, Burns & Allen.

Burns & Allen will get half  of  the old and very good library currently 
owned by Burns & Burns. Although most of  the contracts and documents 
in these 300 volumes are up-to-date and useful, they are generally related 
to Japanese commercial law, an area that your fi rm does not intend to focus 

*  The game is taken from Roger Fisher’s negotiation course at the Law School, Harvard 
University, USA.
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on. The new fi rm needs more legal literature of  a slightly diff erent profi le. 
In this regard, Burns & Allen has decided to sell 300 volumes of  books 
from its share and replace them with microfi lm and computer services. 
This decision fi ts in well with the fi rm’s overall focus on modernization 
and innovation of  its legal practice.

You know that after looking at the descriptions of  these books, Jones & 
Solomon (a law fi rm in San Francisco) has expressed interest in purchasing 
all 300 volumes. You have been assigned to negotiate. It is fairly obvious 
that Jones & Solomon intends to acquire these books in order to replenish 
its library with material on Japanese law.

This collection contains many books that are necessary for practical 
work in the fi eld of  trade with Japan. In addition to the usual collection 
of  treaties, there are General Agreement on Tariff s and Trade (GATT) 
documents, Fundamentals of  Commercial Law (a collection in nine volumes), 
as well as Japanese yearbooks for the last 15 years. These yearbooks are 
English translations of  all legal cases in the fi eld of  Japanese commercial 
law. The book collection also includes a  12-volume translation of  the 
Japanese commercial and tax codes.

About 40% of  these books are reports and contracts. The latter are 
especially useful. Half  of  the books are materials on international law with 
pages replaced by more up-to-date information. This is a very expensive 
type of  legal service, but it is widely used in legal practice, including inter-
national law.

Most of  the 300 books are in very good condition, since a signifi cant 
number of  them are from an area that has ‘never been looked into.’ About 
30% of  the books were never used at all. The negotiations will take place 
in your offi  ce, so you will be able to demonstrate that the books are in 
excellent condition.

Your fi rm’s librarian reported that the total value of  the books was 
$6,000. Some of  the books were purchased ten or more years ago. Approxi-
mately 10% of  books were bought 20 or more years ago; 20% were bought 
between 10 and 20 years ago; and the remaining 70% were purchased 
within the last 10 years. Thus, if  these books were bought today, they 
would probably cost somewhere in the region of  $8,000. Of  course, the 
latter fi gure does not fully refl ect the possible price for which these books 
can be sold.

Unfortunately, your fi rm has been unable to sell these books to any 
fi rm in Washington. There was interest in relation to small parts of  this 

collection, but the few buyers who were interested in it tried to acquire 
the rest at bargain prices. For example, one second-hand legal bookshop 
off ered your fi rm $3,000 for all the books, but off ered to pick them up from 
your library on the day the deal was off ered. Burns & Allen decided to look 
for better off ers.

When you left your boss’ offi  ce today, you were told, ‘Sell the books 
and try to get good money for them. Also try to have the buyer pay all 
shipping costs. Otherwise, we will have to spend an additional $200. But, 
most importantly, this will cause unnecessary problems for the librarian, 
who will have to get the books ready for shipment, and he’s already got 
a lot of  work to do as it is.’ A few minutes later, the fi rm’s librarian turns 
to you and says, ‘Please get these books out of  here. If  the issue with these 
books is not resolved before we move to our new offi  ce, I will go crazy 
with them. I’ll also have to spend the fi rm’s money. You know, we only 
have two weeks left.’

Game situation ‘Law Library’
Confi dential Buyer Instructions – Jones & Solomon

You are one of  the leading employees of  Jones & Solomon, a small but 
rapidly growing law fi rm based in San Francisco.

You recently learned that the Washington law fi rm of  Burns & Burns 
has split into two fi rms, each receiving half  of  the books owned by the 
former fi rm. You also learned that the smaller fi rm is off ering 300 volumes 
for sale from its portion of  the library. You suspect that this fi rm will be 
dealing with issues related to the capital, and the books that it intends to 
sell are not in the area of  legal practice it intends to practice.

You have reviewed the proposed list of  books and decided that they 
may be useful to your company in the future. There are many books on 
this list that are necessary for practical work related to trade with Japan. 
In addition to the usual collection of  treaties, there are GATT documents, 
Fundamentals of  Commercial Law (a collection in nine volumes), as well 
as Japanese yearbooks for the last 15 years. These yearbooks are English 
translations of  all legal cases in the fi eld of  Japanese commercial law. The 
book collection also includes a  12-volume translation of  the Japanese 
commercial and tax codes.

About 40% of  these books are reports and contracts. The latter are 
especially useful. Half  of  the books are materials on international law with 
pages replaced by more up-to-date information. This is a very expensive 
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type of  legal service, but it is widely used in legal practice, including inter-
national law.

Certainly, at least three-quarters of  these books will be a  very good 
addition to your fi rm’s library. You do not know what the remaining books 
are, but you believe they will be a valuable acquisition. None of  the books 
is of  particular collector’s value in terms of  bibliography.

The Board of  Jones & Solomon has appointed you to negotiate 
with a  representative of  the newly formed fi rm for the purchase of  all 
300 volumes. (The fact that the choice would fall on you was quite obvious, 
which is why you are in Washington.)

Jones & Solomon, of  course, is not a  metropolitan fi rm. However, 
you have been instructed to spend up to $8,000 to purchase these books. 
This amount, according to your estimates, corresponds to the amount for 
which these books can be purchased individually today. Note that $8,000 is 
your entire annual budget for books.

You also know that, although you can purchase these books individ-
ually through the respective second-hand bookstores, it is almost impos-
sible to collect all of  these books without considerable searches and a lot 
of  patience. However, you have estimated that if  you can purchase all 
300  volumes through these stores, it will cost you somewhere between 
$5,000 and $6,000, which does not include shipping costs.

You know that the books were purchased over the course of  a number 
of  years. Approximately 10% of  books were bought 20 or more years ago; 
20% were bought between 10 and 20 years ago; and the remaining 70% were 
purchased within the last 10 years. You do not know how much was paid for 
them then, but you know that the books are in good and excellent condition.

If  Jones & Solomon acquires these books, then the library will need 
expanding immediately. Therefore, the books cannot be shipped from 
Washington for at least the next fi ve weeks. Book storage in San Francisco 
will cost approximately $10 a  week, or $30 a  month. Transporting the 
books from Washington to San Francisco will cost approximately $200.

In principle, there is no need to buy all 300 volumes, but your company 
requires its lawyers to study Japanese law as quickly as possible and at the 
lowest possible cost. The acquisition of  these books will also increase the 
prestige of  your fi rm.

You believe that you are a good negotiator. And, given that you may 
be made a partner in the fi rm, success in these negotiations will certainly 
boost your chances.

Practical task 2.
Simulation game to resolve one of  a  modern international confl icts 

with the help of  a mediator.
Methodological recommendations: Divide the group into several 

subgroups of  two and three people. The subgroups consisting of  two 
people negotiate directly. Accordingly, the subgroups consisting of  three 
people negotiate with the help of  a mediator. At the end of  the game, the 
results of  direct negotiations and negotiations with the help of  a mediator 
are compared.

Two games or one can be chosen at the discretion of  the teacher and 
students.

Main literature:
1. Zonova, T.V. The Modern Model of  Diplomacy: Formation and Development 

Prospects. Moscow: Aspect Press, 2013.
2. Kats, D.V. Negotiation and Mediation: Tools for the Daily Activities of  Inter-

national Aff airs. St. Petersburg: St. Petersburg State University, 2005.
3. Lebedeva, M.M. ‘Development of  informal mediation in the modern 

world: trends, problems, prospects.’ Moscow State University Bulletin. 
Series 18. Sociology and Political Science, no. 3 (1998): 28–35.

4. Mayorov, M.V. Peacekeepers. From the experience of  Russian diplomacy in 
mediation. Moscow: International Relations, 2007.

5. Mastenbroek, W. Negotiations. Kaluga: Kaluga Institute of  Sociology, 
1993.

6. Fayzullaevm A. A. Diplomatic negotiations. Tashkent: University of  
World Economy and Diplomacy, 2007.

Additional literature:
1. Bercovitch, J., and J.Z. Rubin, eds. Mediation in International Relations: 

Multiple Approaches to Confl ict Management. N.Y.: St. Martin's Press, 1992.
2. Berridge, G.R. Talking to the Enemy: How States without Diplomatic 

Relations Communicate. N.Y.: St Martin's Press Inc., 1994.
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Section 4
The Impact of Global Digital 

Transformation on International 
Negotiations

Chapter 10
Digital Technologies in International 

Negotiations

10.1. Trends in the digitalization 
of international negotiations

The most important feature of the current stage in the development 
of  world politics is widespread digitalization. Statistics show that 60% of  
the world’s population was online as of  2021, with 53% of  the population 
having a  social media presence. On average, people around the world 
spend just under three hours a day on social media. At the same time, the 
widespread use of  mobile phones has led people to spend approximately 
seven hours a day on the internet, using various mobile apps.260 People 
primarily use the internet for communicating with each other and to fi nd 
out information. Given all this, the large-scale digitalization of  interna-
tional negotiations and diplomatic practice is only natural.

Today, ambassadors to the UN use messengers to coordinate voting 
on various issues on the agenda, and press attaches of  states to interna-
tional organizations publish information about international agreements 
on their pages on social networks and use this network to communicate 
with journalists.

The rapid development of  digital technologies has signifi cantly trans-
formed diplomatic practice and the negotiation process, but this is not the 
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fi rst example of  such large-scale changes. The development of  communi-
cation technologies has always had an impact on diplomacy.

Interesting

When the fi rst telegram was received by the British Foreign Offi  ce, Lord 
Palmerston, who served as Foreign Secretary, exclaimed: ‘This is the end 
of  diplomacy!’ but subsequently a pragmatic approach to new technology 
prevailed.

The telegraph, as subsequently the telephone and other information 
and communication technologies, changed negotiation practice, primarily 
through the creation of  new forms and channels of  communication. But 
could not eliminate negotiations per se or signifi cantly change their nature, 
due to the fact that negotiations represent, fi rst and foremost, interaction 
between people, albeit mediated by technology.

The current stage in the development of  information and communi-
cation technologies in the academic literature is increasingly called the 
‘digital revolution,’ in order to highlight its diff erence from the earlier 
information revolution, which dates back to the 1990s and is charac-
terized by the spread of  home computers and the internet. The digital 
revolution is characterized by a growing amount of  data transmitted over 
global information networks, especially social networks such as Telegram, 
TikTok, and Vkontakte. It is data and social networks that have a transfor-
mative impact on the world economy and politics, as well as all spheres of  
life of  the individual, society and the state.

Diplomacy and international negotiations are adapting to the new 
technological reality. The governments of  189 countries, that is, 98% of  
the total number of  UN member states, have social media accounts.261 
Increasingly, the possibilities of  video conferencing are applied for 
negotiations, even at the summit and high levels. Under the infl uence 
of  digitalization, the role of  public opinion in the course of  negotia-
tions and the offi  cial language of  diplomatic communication are under-
going changes. New questions arise from the point of  view of  interna-
tional law and legal customs that regulate negotiation activities at the 
international level.

Initially, the term ‘digital diplomacy’ was used to refer to the changes 
that digitalization brings to international negotiations and diplomacy, 
which meant the widespread use of  social networks to interact with 

domestic and international audiences in order to form a positive image of  
the country in the international arena, strengthen soft power, cover inter-
national negotiations and form of  a  loyal public opinion. Other terms, 
such as ‘cyber diplomacy,’ ‘internet diplomacy’ and ‘network diplomacy’ 
gradually appeared. In the broadest sense, they refl ect the digitalization of  
modern diplomacy and negotiation practice.

The COVID-19 coronavirus pandemic, which erupted in 2019 and has 
not yet been fully overcome in 2022, contributed to accelerated digital-
ization – forced self-isolation, which aff ected both diplomats and employees 
of  international organizations led to greater use of  digital technologies 
began in negotiations.

Amid these conditions, a signifi cant number of  scientifi c papers were 
published in the late 2010s and early 2020s on the problems of  the digital-
ization of  diplomacy and negotiation practice.

To date, a  single term that would describe the ongoing changes has 
not been developed, nor is there a single theoretical approach to under-
standing the new digital diplomatic practice and the negotiation process. 
New terms appear – ‘data diplomacy,’ ‘cyber diplomacy,’ etc. – all of  which 
refl ect the changes that have taken place in diplomatic practice and interna-
tional negotiations under the infl uence of  the digital revolution, primarily 
the growing impact of  social networks on the transparency of  negoti-
ation practices and the increasing infl uence of  public opinion, as well as 
the widespread practice of  using remote communication technologies in 
negotiations and diplomacy.

In Russian academic discourse, the term digital diplomacy is most 
often used. It is also widely used in journalistic publications. As a rule, 
we are talking about digital public diplomacy, which implies the use 
of  social networks by representatives of  state and non-state actors to 
interact with foreign audiences and promote the country’s foreign 
policy goals, primarily strengthen its soft power and form a  positive 
image.

Approaches to the study of  this issue have evolved. Initially, the 
attention of  researchers was focused on the features of  adapting the 
Ministries of  Foreign Aff airs to digital technologies and social media (Ilan 
Manor, Corneliu Bjola262), as well as to the features of  the interaction 
of  diplomats and political leaders with a  wide international audience 
through social networks (N.A. Tsvetkova263). The next step was the 
formation of  theoretical concepts that explain the trends and concep-
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tualize the experience of  the digitalization of  diplomacy. In particular, 
researchers underscored the importance of  digital diplomacy as a  tool 
of  ‘soft power’ (Ilan Manor, D. Zakharna, I. Melissen264). At the present 
stage, new concepts are gaining popularity that refl ect the growing role 
of  data in diplomacy, as well as approaches focused on the methodology 
of  data analysis for a better understanding of  current trends in diplomacy 
(Y. Kurbalia,265 N.A. Tsvetkova266).

The digitization of  diplomacy is not a revolutionary transformation, 
but a  gradual, evolutionary expansion of  the practice of  using digital 
technologies in diplomacy and international negotiations infl uenced 
by the development of  technology. The term ‘digital diplomacy’ takes 
its origin in the diplomatic practice of  the United States. Back in 2003, 
the Digital Outreach Center was created in the United States to interact 
with bloggers, spread American values and popularize the US foreign 
policy position among bloggers in various regions of  the world. Hillary 
Clinton began to deal with systemic digital transformation of  diplomacy 
in 2009, when the term ‘digital diplomacy’ was proposed. However, the 
role of  digital technologies in the Arab Spring forced the United States 
to abandon this term in foreign policy rhetoric, so today US offi  cial 
documents more often include the term ‘strategic communication.’ At 
the same time, the practice of  digitalization continues to evolve and be 
supplemented with new tools, and today it is an integral part of  the diplo-
matic routine and negotiation work in the vast majority of  countries of  
the world.

Today, digital diplomacy is perceived not only as a tool for promoting 
soft power, but also as a  tool for exerting pressure on opponents. In 
addition, the range of  digital diplomacy tools has expanded signifi -
cantly, which has resulted in the emergence of  new terms and concepts, 
in particular, the approach of  data diplomacy – the use of  Big Data and 
Artifi cial Intelligence technologies as part of  diplomatic activity and 
negotiation practice.

In addition, social networks are becoming tools of  information confron-
tation. On March 21, 2022, social networks owned by Meta, a company 
based in the United States, were blocked in Russia for extremist activities, 
calls for violence against and the killing of  Russians. Their activities have 
become part of  the US information campaign to ‘cancel’ Russian culture 
and discredit its foreign policy, which is aimed at ensuring Russia’s national 
security and protecting key national interests.

10.2. The digital dimension of negotiation practice

There are three main areas of  digitalization of  international negotia-
tions and diplomacy:

1.  The Digital Revolution aff ects the tools and tactics used in 
negotiation.

2.  Digitalization becomes the subject of  negotiations; new topics of  
negotiations (such as cyber security and international internet gover-
nance) appear; and new, multi-level formats of  interaction become 
widespread during such negotiations.

3.  The Digital Revolution is changing international politics, that is, the 
environment in which international negotiations are conducted.

1. Digitization aff ects the tools and tactics used in negotiation

As digital technologies develop, new tools are emerging that are 
widely used in diplomacy and negotiation and which complement 
existing tactics. New tools include videoconferencing, which allows for 
multilateral and bilateral negotiations without being physically present; 
technologies for collaborative remote work with texts; the use of  Big 
Data to develop negotiating positions and strategies; and the use of  social 
media to infl uence public opinion domestically and on international 
arena as an instrument of  negotiation tactics. These are discussed in more 
detail below.

Technologies for collaborative remote work with texts

In the course of  multilateral and bilateral negotiations, including in 
the work of  the United Nations and its specialized agencies, technologies 
for remote access to documents and making corrections to them using 
computers and mobile devices are widely used.

Such technologies contribute to accelerating work on texts, as well as 
to increasing the visibility of  the positions of  various countries. Each of  
them makes changes to the published document so that it is available to all 
other participants. At the same time, a signifi cant number of  negotiators 
can work on the text at the same time.

On the one hand, joint remote work on the text increases the trans-
parency of  the negotiation process, contributes to the rapid coordination 
of  positions, including within the framework of  multi-level negotiations, 
and creates an atmosphere of  cooperation and involvement. However, 
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the rapid pace of  changes dictated by modern digital culture may limit 
the opportunities to take a break in the negotiations to further elaborate 
positions. The text is the most important component of  international 
negotiations. Previous chapters have already shown that a signifi cant part 
of  the negotiation process revolves around the content of  the texts of  fi nal 
documents. Thus is why during negotiations it is extremely important to 
be cognizant not only of  the advantages that simultaneous remote work 
with a text aff ords in terms of  speed and transparency, but also of  the costs 
of  such work, namely the time pressure that such technology creates for 
negotiators.267

Collaborative remote work with a  text can be used as an element of  
a bargaining strategy, when the speed of  decision-making becomes one of  
the forms of  pressure on negotiating partners, forcing them to make quick 
and possibly rash decisions, and as an element of  a partnership strategy, 
within which transparency of  various parties’ positions is increased, which 
is necessary for the formation of  an atmosphere of  trust and the devel-
opment of  joint decisions.

Remote negotiations via video conferencing

During the coronavirus pandemic, diplomacy was limited to the 
extensive use of  online conferencing platforms. These technologies have 
been applied before, the fi rst example of  the use of  remote communi-
cation for international negotiations was in 1963 in the ITU. Since then, 
the application of  ICTs to enable remote participation and a number of  
platforms used has grown signifi cantly. The use of  such technologies 
spread as a  result of  forced self-isolation in the context of  COVID-19, 
which also aff ected diplomats.

The practice of  videoconferencing at high and summit levels is 
expanding. There are two options: participating and negotiating in 
real time; or recording a video message. In 2020, for the fi rst time ever, 
a meeting of  the UN General Assembly was held without the direct partic-
ipation of  diplomats. Rather, it was held remotely, with the heads of  many 
states sending video messages. Another example of  remote negotiations 
is the Climate Adaptation Summit, which was held online in real time in 
April 2021 at the initiative of  the United States and was attended by the 
leaders of  Russia and China.

Online negotiations have many pros and cons. Their main advantage is 
uninterrupted participation in conditions of  closed borders and reduced 

transport costs. The number of  participants in the negotiation process can 
thus be expanded, as can the size of  the delegations of  the parties repre-
sented at the negotiations. Diplomats from developing countries and 
non-state participants in multi-level negotiations benefi t most from remote 
access technologies, as they often lack the fi nancial means to participate in 
multilateral conferences and diplomatic forums. Remote participation can 
signifi cantly reduce costs.

The main costs of  distance diplomacy include the lack of  physical 
contact  – a  necessary condition for creating an atmosphere of  trust 
and empathy, which is very important when solving complex political 
problems. In addition, direct meetings of  the confl icting parties or their 
representatives are always a  gesture of  great symbolic value, a  demon-
stration of  goodwill. It is also important to note that virtual diplomacy 
does not provide the opportunity to establish informal contacts during 
multilateral negotiations, which signifi cantly contribute to building 
trusting relationships.

Important

A signifi cant part of  the information in the course of  communication is 
transmitted through non-verbal channels, this is intonation, gaze, facial 
expressions, posture, and gestures. During videoconferencing communi-
cation, some of  this information is lost, and some may be misinterpreted.

Given these advantages and limitations, so-called hybrid formats are 
increasingly used, which combine actual and remote participation. For 
example, part of  the delegation (especially those members who have the 
right to vote) takes part in the negotiations in person, while another part 
joins in by video conference.

UNECE staff  member Paola Deda notes that ‘Digital technology is very 
useful for the sessions during which information is shared, where topics 
of  interest and relevance to people’s lives are being examined.’ But, she 
continues, ‘Making decisions is another story, and when the intergovern-
mental processes require negotiations and exchanges between delegates, 
online meetings don’t make the diplomats’ task any easier.’268 To sum up, 
we can say that the development of  remote communication cannot replace 
personal communication during negotiations. Rather, like earlier ICTs (for 
example, the telephone), it will supplement the negotiation process with 
new tools, but will not transform it radically.
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Remote participation technologies pose a number of  technical and legal 
challenges for negotiators and diplomats. They require the development of  
technologies for scheduling and organizing meetings, including those that 
take privacy and data security issues into account.

Important

Information leaks during remote negotiations, for example, as a result of  
a hacker attack, can lead to the breakdown of  negotiations or the discred-
iting of  participants. For this reason, many countries are developing their 
own digital platforms for use in online negotiations to ensure the confi den-
tiality of  information and the continuity of  communication.

The development of  distance diplomacy creates new challenges and 
new opportunities in terms of  international law and the procedural aspects 
of  the negotiation process.

Interesting

During the remote work of  the UN Security Council, the Russian 
delegation insisted that the negotiations be held not in the format of  video 
conference calls, but by correspondence via email, as the UN Charter does 
not provide for the possibility of  holding remote meetings, and that could 
set a precedent. Given this, all remote meetings of  the UN Security Council 
were considered as informal meetings. The Secretariat staff  was responsible 
for ensuring the confi dentiality of  correspondence and voting, taking into 
account that, before the announcement of  the voting results, information 
on how the participants voted may not be available to those who have not 
yet voted.269

Big Data Analysis as an opportunity to better understand
negotiating positions

The main trend of  modern digitalization is the development of  ‘Big 
Data.’ As the United Kingdom’s The Economist notes metaphorically, ‘data 
is the new oil’ that defi nes the face of  modern digital society. According 
to UNCTAD statistics, the amount of  data transferred over networks is 
growing exponentially. As the authors of  the UNCTAD 2021 report note, 
the main factor determining the face of  the modern digital revolution is 
the growing volume of  data, which in turn is changing the negotiation 
practice and becoming the object of  international agreements.

The use of  Big Data and artifi cial intelligence technologies in the foreign 
aff airs departments of  a signifi cant number of  states gave grounds for the 

emergence of  a new term, ‘data diplomacy.’ Big Data and artifi cial intelli-
gence technologies based on their use are widely used by the foreign aff airs 
departments of  most countries, including in consular work. But within 
the framework of  negotiations, the analysis of  Big Data can be especially 
useful at the stage of  preparation for negotiations, as they provide oppor-
tunities to gain a better understanding of  one’s position and the position 
of  opponents, allow governments to gauge public opinion, and can also be 
used to attract new arguments and evaluate the eff ectiveness of  a foreign 
policy strategy.

Modern Big Data capabilities allow negotiators to make more informed 
decisions based on data analysis. In particular, the analysis of  discussions 
on social networks in the United Kingdom and the European Union made 
it possible to identify the positions of  the parties during the Brexit negotia-
tions and had a signifi cant impact on the course of  those negotiations.

Moreover, the analysis of  Big Data can be used by negotiators in the 
course of  developing common, objective arguments in negotiations that 
can infl uence their outcome. As Roger Fisher and William Ury noted 
in their work Getting to Yes: Negotiating Agreement Without Giving In, the 
presence of  objective criteria for evaluating the arguments of  the parties 
makes it possible to reach an agreement quickly and fi nd a solution that 
meets the needs of  each of  the parties. The analysis of  Big Data based on 
machine algorithms enables parties to fi nd such objective criteria for evalu-
ating negotiation decisions.

The data provided by the United Nations Satellite Center (UNOSAT) 
can be used as objective arguments that infl uence the positions of  the 
parties. In particular, the analysis of  satellite data can be useful during 

Fig. Volumes of data transmitted over the global internet
Source: UNCTAD Digital Economy Report. For Whom the Data Flow. 2021.
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negotiations on climate change, since it allows an objective assessment of  
the level of  rise in the world’s oceans, as well as the number of  climatic 
and natural disasters on the planet.

However, in order for the data to be perceived as objective, it is 
important that all parties to the negotiations recognize its signifi cance.

Important

Data is not always neutral and may contain hidden bias, for example, at 
the stage of  collecting data or developing criteria for its evaluating. These 
elements of  data diplomacy are important to discuss with all participants in 
the negotiation process.

Speaking about the predictive value of  data in the course of  analysing 
positions in negotiations, it is important to note that data does not help to 
predict the behaviour of  negotiating partners. Rather, it helps to identify 
certain patterns of  behaviour and better understand one’s interests and the 
interests of  partners.

Examples of  data analysis: Harvard University’s Dataverse project, 
which analyses voting patterns in the UN General Assembly from 1946 
to 2015. The analysis shows that voting patterns refl ect the preferences 
and positions of  countries within bilateral relations, and to a much lesser 
extent, depend on the subject of  discussion.

It seems that the results of  the research project confi rm the conclusions 
of  James Fearon, whose study of  the dynamics of  international negotia-
tions showed that the nature of  negotiations is aff ected not so much by the 
specifi cs of  the subject of  discussion as it is by the structure of  relations 
between countries, which refl ects, fi rst of  all, their position in the interna-
tional system.

At the present stage, the researchers of  the Swiss project Diplo off er the 
following models of  data analysis in social networks:

−  Analysis of  opinions: identifying diff erent opinions on a particular 
agenda item based on the analysis of  publications in social networks 
(for example, the identifi cation of  diff erent opinions in the United 
Kingdom regarding Brexit).

−  Analysis of  perception: identifying the features of  the subjective 
perception of  a certain situation based on the analysis of  publica-
tions in social networks (for example, identifying attitudes towards 
the economic policy pursued by Nicolás Maduro’s government in 
Venezuela).

−  Network analysis: identifying a network of  key participants in the 
discussion on a social network, as well as assessing the nature and 
density of  connections between them. The most important nodes of  
networks are individuals who have a dense system of  ties with other 
participants on social networks that unite various groups and play an 
important role so that a certain topic of  discussion spreads among 
various groups of  the population.

−  Analysis of  hashtags: analysing hashtags in social networks, as well 
as the distribution of  hashtags across networks; identifying the 
dynamics of  their popularity allows us to assess the popularity of  
a particular topic in society.270

Using social media to infl uence public opinion domestically 
and internationally

Initially, digital diplomacy was associated precisely with the use of  social 
networks to convey information to a  wide international audience. The 
United States was one of  the fi rst countries to introduce this practice. Back 
in 2003, it created a special department within the Department of  State 
that promoted the US position on major foreign policy issues on blogs and 
social networks. A particularly stark example of  this was connected to the 
keynote speech delivered by Barack Obama in Cairo outlining the new 
priorities for US foreign policy in the Middle East, when, in order to secure 
support for the new policy, diplomats began to initiate discussions in the 
Arab blogosphere to popularize the main ideas of  US foreign policy in the 
region.

Later, this practice was adopted by almost all states, as well as by inter-
national organizations, and has become an important component of  
modern international politics.

Social media is used in diplomacy to infl uence public opinion within the 
country and in the international arena for the following purposes:

−  Delivering information and negotiating position to a wide audience;
−  Obtaining and evaluating feedback, and possible adjustment of  the 

political course or negotiation strategy;
−  Involvement in the dialogue of  opponents, taking the arguments put 

forward by them into account.
At the same time, a signifi cant part of  social media is cross-border in 

nature, which creates new opportunities, but also new restrictions for their 
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use during negotiations. In particular, the importance of  internal support 
for foreign policy decisions is growing, which gives rise to the need to 
expand communication between diplomats and domestic audiences. 
A new term, ‘internal digital diplomacy’ is emerging. Given that interna-
tional negotiations, according to Robert Putnam’s theory, are a game on 
two levels, the impact on public opinion in one’s own country and the 
country of  the negotiating partner is an important element of  the negoti-
ation strategy and can create additional tactical advantages and room for 
manoeuvre during the negotiations.

Social media can be used as part of  a bargaining strategy to infl uence the 
position of  the domestic audience in order to show that there is no room 
for concessions on a particular issue. In addition, following the same logic, 
it is also possible to infl uence the position of  the audience within another 
state, and the international audience as a whole, in order to support the 
promotion of  a  negotiated solution. As part of  a  partnership strategy, 
domestic public opinion is usually formed in support of  the adopted 
decisions, while in a bargaining strategy, public opinion is infl uenced in 
such a way that it corresponds to the position of  one of  the parties.

Example: During the Iran nuclear deal negotiations, the Obama admin-
istration launched the @IranDeal Twitter channel aimed at boosting 
domestic support for the ratifi cation of  the deal, thus increasing the 
likelihood of  an agreement.271

At the same time, external players can also infl uence public opinion. 
In particular, Israel made attempts to infl uence public opinion in the 
United States through social media in order to reduce the likelihood of  the 
agreement being ratifi ed.

2. Digitization creates new topics for negotiations

The development of  digital technologies creates new areas of  world 
politics that need international solutions for their regulation. Thus, new 
topics for international negotiations are emerging, including the formation 
of  an international regime in the fi eld of  cybersecurity, international 
internet governance, the protection of  human rights in the digital age, the 
international ethical regulation of  artifi cial intelligence technologies, etc.

It is signifi cant that, due to the technical complexity and novelty of  these 
problems, negotiations on their regulation are carried out in a multi-level 
format, with the involvement of  representatives of  various stakeholders – 
states, civil society, and the scientifi c community.

Example: the Internet Governance Forum is a platform for multi-level 
dialogue established in 2006 under the auspices of  the United Nations. The 
Forum brings together representatives of  states, business, civil society and 
the academic community. What this format off ers that others do not is 
that it takes the concerns of  all stakeholders into account and makes use 
of  their unique competencies (the expertise of  the academic community, 
legitimacy and understanding of  the needs of  a wide audience on the part 
of  civil society, fi nancial resources and competencies o business, which is 
also the operator of  most platform solutions). One of  its biggest short-
comings, however, is that it is diffi  cult to reach a  consensus, since the 
number of  participants in the negotiations increases and the balance of  
interests becomes more complicated. The Forum managed to sidestep 
this problem by limiting its work to ‘developing solutions, not making 
decisions’ – that is, it focused exclusively on the information and commu-
nication function of  negotiations.

It is telling that other formats of  negotiations in the fi eld of  cyber 
diplomacy also rest on multi-level models of  cooperation. The Open-Ended 
Working Group (OEWG) on ICTs, set up at the initiative of  the Russian 
Federation in 2021, is granted a mandate to conduct intersessional consul-
tations with representatives of  business and civil society, with the leading 
and coordinating role of  states. However, within the framework of  the 
OEWG, only states are authorized to make decisions and sign interna-
tional instruments.

3. The digital revolution has an impact on international politics, 
creating a new environment for negotiation

A popular approach to studying the impact of  digital technologies on 
social processes, including world politics, is the theory of  the ‘technology 
aff ordances’ of  technologies. According to this theory, technologies 
themselves are not neutral, but have a  certain set of  inviting qualities 
that determine the main directions of  their use. For example, the inviting 
quality of  a mobile phone is the ease of  communication it off ers in any 
place at any time. The inviting qualities of  social networks are their cross-
border nature, distributed structure and interactive nature of  communi-
cation. It is in this context that we should consider the infl uence of  the 
digital revolution on world politics. The network cross-border nature of  
information technologies contributes to the strengthening of  global inter-
dependence and the expansion of  the number of  participants in interna-
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tional politics and the expansion of  multi-level negotiation formats, in 
which both representatives of  states and non-state actors of  world politics 
participate.

The networked nature of  digital technologies also contributes to the 
democratization of  the negotiation process through accessibility and 
inclusiveness. In addition, digital technologies easily cross state borders; in 
these conditions, the boundaries between the domestic and international 
political dimensions of  international negotiations are blurred.

Important

Digital technologies are becoming an important factor determining the 
position of  a country in the international arena and the range of  foreign 
policy opportunities available to it. A Valdai Club report point out that 
today digital technologies occupy the niche that was previously occupied 
by nuclear weapons – this is the most important factor in modern geopol-
itics that determines the country's off ensive potential and its place in the 
international arena.272

Experts today talk about technological bipolarity – the United States 
and China are the countries with the most developed digital technologies, 
they act as poles of  power in the global digital society. In these conditions, 
the European Union claims the role of  a  normative force in the digital 
society, putting forward initiatives in the fi eld of  conceptualization, and 
Russia can act as a leader in the digital non-alignment movement, uniting 
the positions of  states that do not accept the leadership of  the United 
States and China.

Questions for discussion:
1.  How have theoretical approaches to the study of  digital diplomacy 

evolved?
2.  What are the main directions of  the infl uence of  the digital revolution 

on modern diplomacy?
3.  How do digital tools complement existing tactics in international 

negotiations?
4.  What is internal digital diplomacy? How does it aff ect the course of  

international negotiations?
5.  How can technologies of  joint remote work with a text be used as part 

of  a bargaining/partnership strategy in international negotiations?

Task for independent work:
Use the website of  the UN OEWG on ICT to analyse the multi-level 

format of  international negotiations and strategies used. The site presents 
the positions of  states, business and the academic community in written 
form. Identify the positions and interests of  various actors, as well as 
evaluate the negotiation tactics and strategy used.
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Chapter 11
Social Media in Modern Diplomacy

11.1. Digital public diplomacy

The current norms, principles and practices of  the digital society have 
an impact on diplomatic practice and, in turn, aff ect the success of  inter-
national negotiations. The most important characteristic of  the modern 
digital society is the widespread and growing popularity of  social media, 
which acts as a platform for communication, news sources, and the search 
for information.

Amid these conditions, foreign affairs departments, diplomats, 
employees of  international organizations, and other participants in inter-
national negotiations actively use social media for internal communi-
cation, interacting with a  wide audience, getting feedback, and looking 
for and analysing information. This practice in the academic literature has 
been given various names – network diplomacy, strategic communication, 
etc. The broadest and most commonly used term is ‘digital diplomacy’ or 
‘digital public diplomacy.’

Digital diplomacy is a kind of  public diplomacy focused on interaction 
with a broad international audience and based on the capabilities of  infor-
mation technologies, primarily social networks. At the same time, it diff ers 
from traditional public diplomacy primarily in that it allows diplomats 
to create and maintain long-term interactive relationships with foreign 
audiences in real time.

Important

A feature of  modern digital technologies is their focus on dialogue rather 
than monologue, in contrast to earlier mass communication technologies 
such as radio and television. Other participants in communication do not 
just receive information, they comment on it, edit it and distribute it among 
their subscribers, which signifi cantly changes the traditional practice of  
public diplomacy.

A vivid example of  successful dialogue-oriented digital diplomacy is the 
work of  the Russian embassy in the United Kingdom, which actively used 
humour and irony to raise issues of  concern to British society in its social 
media accounts, which allowed it to gain wide popularity and responses 
among audiences in the United Kingdom and the European Union. The 

Russian Embassy in the United Kingdom developed its own unique digital 
brand, which led to the popularity of  messages that went viral – that is, 
they received a large number of  views and responses.

Corneliu Bjola identifi es two stages in the digitalization of  public 
diplomacy. At the fi rst stage, diplomats opened accounts on social networks 
where they started to comment on various topics on the international 
agenda. Initially, they underestimated the interactive nature of  this new 
media and the need to adjust messages depending on the specifi cs of  the 
target audience. Bjola calls the fi rst stage of  digital diplomacy problem-ori-
ented, and the second stage narrative-oriented.273

At the second stage, diplomats sought to build a long-term strategy for 
using social networks not around any particular issue, but for the purpose 
of  long-term digital infl uence and the formation of  certain narratives (in 
the United States, this approach was called ‘strategic communication’). 
At this stage, diplomats were fully cognizant of  the interactive nature of  
social media, and adjusted their digital diplomacy strategy depending on 
the feedback, as well as the characteristics of  the audience. Foreign aff airs 
departments create accounts on various social networks, and are also 
actively involved in the dialogue and take the preferences of  the online 
audience into account.

A feature of  modern digital diplomacy is the use of  a signifi cant number 
of  diff erent platforms. In the course of  digital diplomacy, it is important to 
take the eff ect of  fragmentation of  public opinion on issues of  the global 
agenda, as well as the specifi cs of  the audience of  various social networks, 
into account.

Ilan Manor notes that in 2015, 85% of  all messages written by employees 
of  the foreign aff airs departments of  various countries were published 
simultaneously on Facebook and Twitter. Today, messages are tailored 
to the specifi cs of  the audience of  various social networks. Twitter is 
considered by foreign aff airs departments as a channel of  communication 
with journalists, politicians and fellow diplomats.274 Facebook is used to 
interact with a wider audience. Today, diplomats and representatives of  
international organizations maintain accounts on TikTok, a social network 
designed for sharing short videos that is popular among young people. 
Taking the preference and age of  the audience into account, content 
published on such networks is mainly educational. The educational videos 
published by the World Health Organization (WHO), for example, are 
particularly popular.
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An example of  digital diplomacy focused on diversifying the use of  
diff erent platforms: The UK Mission to the United Nations in Geneva used 
social media to publish ambassadorial speeches during the UN Human 
Rights Council. On social networks, it publishes announcements about the 
ongoing projects of  the mission, organizes Q&As, and also describes the 
activities of  the United Kingdom in international forums.

At the present stage, Manor identifi es two strategies for digital public 
diplomacy:275

1. Interaction with opinion leaders and other prominent fi gures in 
the global digital space. This approach implies the active involvement of  
opinion leaders in promoting the country’s foreign policy agenda, which 
can be used both to form a positive image of  the country and to promote 
certain negotiation decisions.

Example: Poland’s digital diplomacy is focused on interacting with the 
accounts of  major cultural centres in social networks in order to emphasize 
Poland’s role in the cultural heritage of  Europe and form a certain foreign 
policy image of  the country, as well as use its advantages in negotiations 
on related issues.

2. Interaction with ‘digital gatekeepers’ – namely, large digital platforms.
Example: Israel’s digital diplomacy, whose diplomats specifi cally search 

social media for posts that justify anti-Semitism and then interact with 
digital platforms to have that information deleted.

The digitalization of  international negotiations and the institutional-
ization of  digital tools by the diplomatic departments of  most countries 
have led to the fact that diplomacy has become more public and open, 
and public opinion has begun to have a signifi cant impact on the course of  
international negotiations, including those held within the framework of  
international organizations, which have become more transparent.

Examples of  the growing public nature of  diplomacy and negotiations: 
diplomats who took part in he the Geneva II Conference on Syria Geneva 
negotiations in 2014 posted about the course of  talks on social media. 
Another example: the text of  Iran nuclear deal was published immediately 
after its signing.

The introduction of  the culture of  the digital society into diplomatic 
practice has resulted in diplomacy becoming more open and capable of  
exerting a diff erent kind of  infl uence on public opinion. One of  the values 
of  the digital society is openness and sincerity – the more sincere users 
of  social networks are, the more information they give about themselves 

(which in turn is in the interests of  large digital platforms). In these condi-
tions, diplomats use various methods to expand the audience: sharing 
personal information on social media; using non-traditional forms of  
communication; and disclosing as many details as possible about the 
results and progress of  international negotiations. All of  this becomes an 
indispensable requirement for expanding the popularity of  their pages on 
social media.

From the point of  view of  diplomacy, the possibility of  communicating 
informally with an external audience is something very new. Historically, 
diplomats and employees of  international organizations have been forced 
to adhere to strict diplomatic etiquette, but in the new digital environment, 
informal communication is proving to be a more eff ective and attractive 
form of  communication with the audience.

Scholars and diplomats are divided about the trend towards increasing 
openness of  negotiation practice, noting that confi dentiality is very 
important during negotiations. The growing public attention to inter-
national negotiations often puts pressure on diplomats and does not 
contribute to the development of  mutually acceptable solutions. In 
addition, publicity promotes competition for attention during negotia-
tions, and as a result, it can facilitate the choice of  various, often very risky, 
negotiating strategies.276

An example of  the use of  social media as part of  a bargaining strategy 
is the negotiations between the United States and North Korea on the 
denuclearization of  the Korean peninsula. Thus, in 2018, US President 
Donald Trump and North Korean leader Kim Jong-un publicly exchanged 
threats and insults on their social media accounts ahead of  bilateral talks 
on the denuclearization of  the Korean peninsula, going as far as saying 
using nuclear weapons were not out of  the question. The threats were not 
put into action, but this situation has set a dangerous precedent for the 
escalation of  confl ict between nuclear powers due to careless and harsh 
statements on social media.

Researchers believe that the specifi cs of  communication on social 
media contribute to the polarization and radicalization of  opinions, 
which in turn narrows the room for manoeuvre in international negoti-
ations and does not help the search for compromise. Digital polarization 
(the term was proposed by D. Sunstein in 2000) is the identifi cation of  
user preferences in order to ensure that users only see information that 
supports their preferences or beliefs on their social media accounts. 
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Such a policy has been called a ‘fi lter bubble,’ as a result of  which ‘echo 
chambers’ are formed.277

Interesting

The concept of  an echo chamber comes from media theory. According 
to this concept, certain ideas and beliefs are reinforced and radicalized, 
receiving positive reinforcement within closed communities that do not 
receive alternative information (in the case of  social networks, we are 
talking about closed internet communities, including those devoted to the 
discussion of  international political problems).

A fi lter bubble is a consequence of  the policy of  internet platforms to 
personalize the delivery of  content to the user based on his or her location, 
previous search history and preferences, which leads to the user only being 
exposed to information that confi rms his or her pre-existing beliefs and 
preferences, and access to alternative information is closed.

Another consequence of  the digitalization of  diplomacy is that a new 
diplomatic language has been created. Harold Nicolson went further, 
stating that a unique language has been formed in international negoti-
ations that has opened up possibilities for reaching compromises and 
avoiding the escalation of  confl icts. In modern conditions, when interna-
tional negotiations are becoming an object of  close public attention, and 
the image of  states in the international arena depends on the popularity 
of  political leaders on social media, the language of  diplomatic communi-
cation is also democratizing, becoming closer to the spoken language, and 
harsh, often even outrageous language is increasingly being used to boost 
popularity in social media.

Important

Ministry of  Foreign Aff airs of  the Russian Federation spokeswoman Maria 
Zakharova notes that ‘diplomatic language is now diff erent. Those who 
cannot quickly, easily and colourfully comment on this or that event on the 
internet are simply late – they cease to exist. This network phenomenon 
can be fi guratively called the era of  offi  cial criticism turning into trolling.’

In many ways, the transformation of  the language of  diplomacy is due 
to the fact that diplomats compete for attention with NGOs, business struc-
tures and other opinion leaders, each of  whom off er their own vision of  
events on the international agenda. Diplomats are forced to adopt a more 
democratic manner of  communication, as well as to take the preferences 

of  various target audiences into account in the course of  posting about 
events or the country’s position on current issues on the international 
agenda.

In addition to the polarization of  opinions, a signifi cant disadvantage of  
communication on social media is the widespread dissemination of  false 
information. The fake news factor was especially signifi cant during the 
coronavirus pandemic. The World Health Organization even proposed the 
special term ‘infodemic,’ since a lot of  false information about the origin 
and treatment of  the virus is being circulated on social networks.

Under these conditions, users lose confi dence in information, and the 
line between truth and falsehood is blurred. This phenomenon has been 
termed ‘post-truth’ in the media and individual scientifi c works, accord-
ingly, the decline in user confi dence in information has a  signifi cant 
impact on diplomatic practice, creating both new opportunities and new 
challenges for digital diplomacy.

In an environment where trust in information is declining, one of  the 
strategies for negotiators and diplomats on social media to increase public 
support for a  particular decision is to depoliticize it and provide scien-
tifi c assessments, or work together in the fi eld of  public diplomacy with 
opinion leaders, best of  all, scientists.

Ilan Manor and Corneliu Bjola give an example of  the US domestic 
diplomacy strategy under the Obama administration in relation to the Iran 
nuclear deal. The United States has depoliticized the issue and brought in 
infl uential scientists (including a Nobel Prize winner) as opinion leaders 
in order to increase the public’s confi dence in its foreign policy and secure 
domestic support. This strategy was successful, as the treaty was ratifi ed.278

Given this, one strategy that diplomats and negotiators may use is to 
try to become an opinion leader. Diplomats become a source of  reliable 
information about the events of  world politics for their audience on social 
media. They interpret events, talk about the news, and recommend trusted 
and reliable sources of  information. This is the strategy chosen by WHO 
staff  during the acute phase of  the COVID-19 pandemic.

11.2. Digital tools in mediation

Digital tools are becoming an important factor in international politics 
and have a signifi cant impact on modern international confl icts, and can 
potentially be used in mediation.
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Thomas Zeitsoff  highlights the following parameters of  the impact of  
social networks on confl icts:

1. Social networks reduce communication costs.
2.  Social networks increase the speed and breadth of  information 

dissemination.
3.  New data available on social networks signifi cantly changes the 

information available to the participants in the confl ict, thereby 
infl uencing the confl ict itself.279

Politicians, rebels, leaders of  confl icting parties use social media as 
a  means of  communication. At the same time, scientists have turned 
to social media as a  tool for studying confl icts, as well as for assessing 
the eff ectiveness of  confl ict resolution tools and infl uencing confl ict in 
mediation.

Digital tools make it possible to more eff ectively solve a  number of  
mediation tasks, including the use of  social media in mediation activities to 
support civil initiatives by building trust at the level of  societies in confl ict 
states, create new channels of  communication between confl icting parties 
and use public opinion as a  tool pressure on the parties to the confl ict. 
It  is  important to note that, in order to successfully conduct mediation 
activities using digital tools, such activities must be supplemented not only 
with virtual, but also with face-to-face interaction between the parties. 
Thus, digital tools complement the tools of  mediation, but do not replace 
face-to-face meetings between the parties and personal communication 
during negotiations.

Important

The fi rst example of  successful remote mediation in the settlement of  
an armed confl ict are the negotiations that took place on November 9, 
2020 via video link between Prime Minister of  Armenia Nikol Pashinyan, 
President of  Azerbaijan Ilham Aliyev and President of  the Russian Feder-
ation Vladimir Putin. As a result of  the negotiations, the leaders adopted 
a  joint statement on a  ceasefi re in Nagorno-Karabakh. The negotiations 
were held via video conference because of  the isolation regime caused by 
COVID-19.

According to M.M. Lebedeva, structural factors (objective factors that 
set a  certain threshold, which is critical in the development of  confl ict 
relations) have the greatest infl uence at the pre-confl ict stage; procedural 
factors (subjective factors, expressed in the willingness of  the parties to 

either continue hostilities or resolve the confl ict) are especially signifi cant 
at the stage of  an acute confl ict; and structural factors that determine the 
nature and prospects for long-term confl ict resolution are again important 
at the post-confl ict stage.280

Accordingly, the nature of  the digital tools used by the mediator at 
various stages of  the confl ict will depend on the stage itself  and the oppor-
tunities presented for structural and procedural factors to play a role.

At the stage of  acute confl ict confrontation, the main task of  the 
mediator is to put pressure on the confl icting parties to change their 
decisions, primarily to limit the possibilities for implementing their 
BATNA. For this purpose, digital diplomacy provides tools to infl uence 
public opinion, including global opinion, by forming a  certain attitude 
towards the actions of  the confl icting parties. Digital technologies create 
the information context in which the confl ict unfolds. Therefore, using 
social networks and other digital tools, mediators can appeal to global 
public opinion as an external arbiter.

For example, social media played a signifi cant role in the coverage of  the 
2009 Iran protests at the global level, which essentially shaped the attitude 
towards the events and generated worldwide support for the protesters. 
This, in turn, put pressure on government policy towards protesters.

Another example of  this kind of  digital diplomacy is the mediation 
of  the confl ict between Israel and the Palestine Liberation Organization 
(PLO) in the Gaza Strip in 2012. Among the mediators were the United 
Nations, the European Union and Egypt, which actively published infor-
mation about the course of  the confl ict on social media, including civilian 
casualties as a result of  Israel shelling the Gaza Strip. According to Thomas 
Zeitzoff , the level of  social media coverage of  the confl ict was unprece-
dented in 2012. At the same time, the level of  violence from the Israeli 
side dropped with every social media post about the events. Social media 
had no infl uence on the actions of  the PLO, or it was insignifi cant. This 
shows that not all countries are equally sensitive to pressure from world 
public opinion; this is largely determined by the degree of  involvement 
of  the country in world trade relations and its participation in Western 
institutions of  global governance. Twitter (banned in Russia) is, of  course, 
based in the United States.281 However, the episode serves as a signifi cant 
precedent for the use of  social media in mediation.

Big Data and artifi cial intelligence technologies are widely used by 
diplomatic departments to help compatriots in crisis and confl ict situations. 
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Mediators and external parties to confl icts also use them to infl uence the 
confl ict, in particular, they allow a better understanding of  the positions 
and interests of  the confl icting parties, as well as the role of  external actors 
in the confl ict. For example, during the confl ict in Syria, N.A. Tsvetkova’s 
research into Big Data revealed that the decisive infl uence in 2008–2018 
was exerted not by Russian or Western broadcasting channels, but by Saudi 
Arabia, whose public broadcasters and numerous independent bloggers 
had a signifi cant impact on domestic political discourse in Syria, though 
mainly with regard to the Sunni–Shia confrontation.282

Analysing social networks allows mediators to better understand the 
dynamics of  confl icts and assess how and by what means various digital 
diplomacy actors, including external ones, can infl uence situations. 
In addition, it provides an opportunity to receive feedback, evaluate the 
eff ectiveness of  intermediary activities and, if  necessary, correct them. This 
will make it possible to take the characteristics of  the internal audience 
into account in the course of  mediation and confl ict resolution, and thus, 
more eff ectively carry out mediation tasks.

Questions for discussion:
1.  How is public diplomacy being transformed in the context of  

digitalization?
2. What are two digital public diplomacy strategies?
3.  How does the culture of  digital communication infl uence diplomacy 

and international negotiations?
4. How do digital technologies complement existing mediation tactics?

Practical task:
Conduct your own research on the practice of  digital public diplomacy 

of  an individual state or intergovernmental organization. To do this, 
identify accounts on several social networks (if  time is limited, one social 
network will be enough), and conduct a  content analysis of  messages 
published during a  given period of  time. Identify the most signifi cant 
topics and draw conclusions about the priorities of  the state’s digital 
diplomacy.
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Methodological 
Recommendations

The manual INTERNATIONAL NEGOTIATIONS in the Digital Age is designed for 
students studying International Relations and is focused on practical 
exercises in the form of  a hands-on-course (workshop). The aim of  the 
workshop is for students to acquire both the necessary knowledge and 
basic negotiation skills.

During the lectures, students are acquainted with a wide range of  scien-
tifi c research into negotiation technology and the basis of  negotiation activ-
ities (their structure) as identifi ed by the authors in the works of  various 
researchers, the autobiographies of  negotiators, and their own research 
based on practical game situations, interviews with negotiators, etc.

The course involves various types of  classes and tasks:
1) Lectures.
2)  Seminars aimed at discussing the material presented in the textbook 

and in the recommended literature. Questions are posed in such 
a way that the answers are not explicitly contained in the texts.

3)  Homework. This mostly involves group research and practical 
projects, analysing specifi c situations, etc. (some options for practical 
tasks are given in the textbook at the end of  the chapters).

4) Video training.
5) Practical exercises, role-playing and simulation games.
Depending on the main objectives of  the training (for example, devel-

oping negotiation skills or focusing on research projects in the fi eld of  
negotiation technology), various methods can be used in conducting 
classes: games, video training, student presentations, etc.

Organizing the material in this manner allows the student to 
form systemic analytical and communicative competencies, namely: 
EDUCATIONAL OUTCOMES.

COMPETENCES

Analytical competencies

Upon completion of the course, students will 
be able to:
1.  Perform comparative analysis and 

synthesis (comparative studies).
2.  Combine multidisciplinary tools in 

problem solving.
3.  Understand the political system at the 

global, regional and state levels.
4.  Eff ectively delegate duties.
5.  Help negotiating sides to reach compro-

mises.
6.  Develop a ‘bigger picture’ view of 

events.
7.  Develop confl ict management skills.
8.  Develop an awareness of the need for 

change.

Learning/Teaching Methods

Lectures and business commu-
nication workshops.
Study of the recommended 
literature
Individual and group consul-
tations.
Performing various roles 
during business games.
Tests and examinations (two 
in total).

System competencies 

Upon completion of the course, students will 
have acquired:
1.  The ability to take responsibility for 

completing tasks.
2.  The ability to manage developments, 

resources and teams in working and 
learning contexts that are unpredictable.

3.  The ability to make decisions when all 
the data is not available.

4.  The ability to intuitively choose the best 
solution.

5.  The ability to choose specifi c applica-
tions of knowledge and skills to the 
analysis of the situation.

6.  The ability to question assumptions and 
suggest new paths.

7.  The ability to understand colleagues and 
help solve problems that may arise.

8.  The ability to give a clear defi nition of 
the mission, vision, values and strategy.

Learning/Teaching Methods

Working in groups to prepare 
for business games.
Studying lecture materials and 
the recommended literature.
Participating in business 
games.
Discussing the results of 
business games.
Creating a business game. 
Final exam.

Evaluation
Participating in and discussing 
business games.
Creating a business game. 
Written work (abstract).

Final exam
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COMPETENCES

Communication competencies

Upon completion of the course, students will 
have acquired:
1.  The ability to work with the norms and 

traditions of other countries.
2.  The ability to be tolerant.
3.  The ability to organize negotiations, 

including negotiations in a multilingual 
environment.

4.  The ability to mediate in business 
negotiations.

5.  The ability to mediate in confl ict resolu-
tions.

6.  The ability to think in foreign 
languages.

7.  The ability to be receptive.
8.  The ability to ensure attractive and 

lively discussions within the community 
in real time.

9.  The ability to develop the mission and 
purpose of the team

Learning/Teaching Methods

Working in groups to prepare 
for business games.
Studying lecture materials and 
the recommended literature.
Participating in business 
games.
Organizing discussions of the 
results of business games.
Video training

Evaluation
Participating in and discussing 
business games.

Video training

Appendix

BUSINESS GAMES

Pandoria and Troubleland

The games and methodological recommendations have been developed 
by P.A. Demidov, Ph.D. in Political Science

Methodological recommendations for the games

The Pandoria and Troubleland business games are designed to develop 
students’ competencies in multilateral negotiations.

Each game requires at least ten people, divided into fi ve teams of  
two. A  smaller number of  participants is possible, but the best results 
are achieved when each team consists of  at least two people. The goal 
is for players to fi nd a consensus both within their respective teams, and 
between teams, which is a necessary condition for eff ective negotiations 
in real life.

One of  the teams is appointed by the chairperson to either disrupt 
the negotiations or, conversely, be the most interested in their success, 
depending on what the instructor decides.

Negotiations can be carried out in several stages. At the instructor’s 
discretion, multilateral negotiations may be interrupted to allow partici-
pants to conduct bilateral consultations. Like negotiations, the consulta-
tions should be supervised by an instructor.

To complicate the game, the teacher introduces additional conditions 
into the game that either complicate or simplify the scenario, encouraging 
one or more of  the teams. The ‘moves’ of  the teacher depend on how the 
game goes. Accordingly, the game can be played over the course of  one or 
two seminars. In this case, the game becomes more realistic. And while 
this may make the game more diffi  cult for the participants, it teaches them 
how to act in conditions of  uncertainty.
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Pandoria
CONFIDENTIAL INFORMATION

FOR COUNTRY ALPHA

You are representatives of  the new government of  Alpha, which came 
to power a  few months ago as a  result of  the overthrow of  the dicta-
torial regime of  General Sangre. These are your fi rst negotiations as 
a democratic Alpha government.

During the reign of  General Sangre, Alpha waged war with the neigh-
bouring state of  Beta and was able to recapture the region of  Pandoria.

Pandoria is rich in natural resources, including gas and oil deposits. At 
the same time, there is a critical shortage of  qualifi ed personnel in your 
country for the eff ective exploration of  these deposits. In other words, 
without specialists, you will not be able to make a profi t from these deposits 
in the next fi ve years. However, you can fi nd highly qualifi ed personnel for 
the exploration of  deposits in the country of  Delta.

There is also a complete lack of  infrastructure for the delivery of  gas 
and oil to countries that wish to acquire these resources. The most conve-
nient export route runs through the territory of  the neighbouring state of  
Gamma.

Pandoria is inhabited by ethnic Bets, who are very close in origin to the 
Alphs and therefore do not raise the issue of  autonomy. However, since the 
inhabitants of  Pandoria have relatives in both Alpha and Beta, the issue of  
visa-free travel between these countries is on the agenda.

In addition, the Temple of  St. Beta, one of  the shrines of  the Bets, is in 
Pandoria.

However, Beta has proposed opening negotiations with your 
government on the future of  Pandoria. You could not refuse to participate 
in these negotiations, since exiting from international isolation is your 
only chance to develop the country’s economy. After the wars of  General 
Sangre and the horrendous corruption among his entourage, Alpha 
currently has a budget defi cit of  about 300 million dollars, and according 
to leading economists, you need to spend at least 100 million dollars a year 
for ten years to develop the economy.

Beta invites you to resolve the issue of  the return of  Pandoria. There are 
both advantages and disadvantages of  doing this for you. On the one hand, 
it will strengthen your international contacts and allow you to legitimize 
your government on the international stage. On the other hand, the part 

of  the population that continues to support the fallen regime of  General 
Sangre may try to use this fact and spin it as treason. Radicals who do not 
enjoy popular support, but who are well equipped, armed and organized, 
threaten you with an uprising and you have very little money to equip your 
troops and armed groups to suppress the rebellion.

To prevent a riot, you will need about 100 million dollars.
If  you do not hand Pandoria over to Beta, riots may break out never-

theless. Ironically, the fi rst province you stand to lose is Pandoria, so your 
government has decided to try to trade Pandoria for as many conces-
sions and resources as possible from the other parties. ‘A variety of 
mechanisms are possible, but let’s get rid of  Pandoria, we have too 
many problems as it is to deal with it. At the same time, squeeze every-
thing that is possible out of our neighbours.’

On the other hand, the profi t from Pandoria’s reserves has been 
estimated at 1 billion dollars per year. Therefore, it would be extremely 
benefi cial for your country to take part in the exploration of  these deposits. 
After all, 40 percent of  the profi t from development is enough to cover the 
defi cit of  your state budget and launch economic reforms! Otherwise, it 
will be extremely diffi  cult for you to make ends meet.

CONFIDENTIAL INFORMATION
FOR COUNTRY BETA

You are the offi  cial representatives of  the country Beta, which has 
initiated negotiations with the neighbouring country of  Alpha.

During the reign of  General Sangre, whose regime fell a few months 
ago, Alpha waged war with your country and was able to recapture the 
region of  Pandoria from you.

Pandoria is rich in natural resources, including gas and oil deposits. At 
the same time, there is a critical shortage of  qualifi ed personnel in your 
country for the eff ective exploration of  these deposits. In other words, 
without specialists, you will not be able to make a profi t from these deposits 
in the next fi ve years. However, you can fi nd highly qualifi ed personnel for 
the exploration of  deposits in the country of  Delta.

There is also a complete lack of  infrastructure for the delivery of  gas 
and oil to countries that wish to acquire these resources. The most conve-
nient export route runs through the territory of  the neighbouring state of  
Gamma.
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Pandoria is inhabited by ethnic Bets, who are very close in origin to the 
Alphs and therefore do not raise the issue of  autonomy. However, since the 
inhabitants of  Pandoria have relatives in both Alpha and Beta, the issue of  
visa-free travel between these countries is on the agenda.

In addition, the Temple of  St. Beta, one of  the shrines of  the Bets, is in 
Pandoria.

You know that the position of  the current democratic government 
of  Alpha is rather precarious. This is aggravated by the weak economic 
situation, the lack of  funds in the treasury and the subversive actions of  
a  radical organization that threatens to restore the regime of  General 
Sangre. Therefore, you approach Alpha with an off er for it to return 
Pandoria to your country.

You are wary of  giving the inhabitants of  Alpha or Pandoria visas to 
move, because you are afraid that criminals and extremists will fl ood the 
country. However, you have nothing against the peaceful citizens of  Alpha, 
and the people of  your countries have historically been extremely close.

You are prepared to make a  number of  concessions in order for 
Pandoria to return to your jurisdiction, because the loss of  Pandoria has 
become a national shame for your country. The fact is that the Temple 
of  St. Beta, one of  the national shrines of  your country, is in Pandoria. 
However, you must act within the legal framework  – the international 
community considers Pandoria a legitimate province of  Alpha.

The President of  your country has ordered up to 400 million dollars 
to be earmarked to support the statehood of  Alpha. ‘If  Alpha meets us 
halfway, we could also participate in the development of  its economy. In 
general, we are ready to pay even more, because we are interested in the 
return of  Pandaria.’

You are interested in the exploration of the Pandorian deposits, but 
for the industrialized Beta, the principle issue is jurisdiction over the 
province and access to the Temple. However, 40 percent of  the profi t 
from the deposits would not hurt you.

CONFIDENTIAL INFORMATION
FOR COUNTRY GAMMA

Your state borders Alpha and Beta. Negotiations are taking place 
between these countries over the province of  Pandoria, and you, along 
with the countries of  Delta and Zeta, have been invited as an intermediary.

During the reign of  General Sangre, before the democratic government 
came to power, Alpha waged war with Beta and was able to recapture the 
region of  Pandoria.

Pandoria is rich in natural resources, including gas and oil deposits. 
However, there is a complete lack of  infrastructure for the delivery of  gas 
and oil to countries that wish to acquire these resources. The most conve-
nient export route runs through the territory of  the neighbouring State of  
Gamma.

Pandoria is inhabited by ethnic Bets who are very close in origin to the 
Alphs and therefore do not raise the issue of  autonomy. However, since the 
inhabitants of  Pandoria have relatives in both Alpha and Beta, the issue of  
visa-free travel between these countries is on the agenda. In addition, the 
Temple of  St. Beta, one of  the shrines of  the Bets, is in Pandoria.

You know that the position of  the current democratic government 
of  Alpha is rather precarious. This is aggravated by the weak economic 
situation, the lack of  funds in the treasury and the subversive actions of  
a  radical organization that threatens to restore the regime of  General 
Sangre. At the same time, you are very sympathetic to Alpha and are ready 
to establish allied relations with it.

You are aware that the most profi table way to export reserves is through 
your territory. You are ready to provide passage and even build gas and oil 
pipelines at your expense, if  you receive a share of  at least 10 percent in 
the exploration of  resources (about 100 million dollars per year). In order 
to persuade your counterparties, you have 100 million dollars. ‘Spend the 
money wisely, we are not Bahrain – we can’t just throw money around,’ 
your president said in a confi dential conversation.

CONFIDENTIAL INFORMATION
FOR COUNTRY DELTA

Your State borders Gamma, which in turn borders the states of  Alpha 
and Beta. Negotiations are taking place between these states regarding the 
province of  Pandoria, and you, along with the countries of  Gamma and 
Zeta, have been invited as an intermediary.

During the reign of  General Sangre, before the democratic government 
came to power, Alpha waged war with Beta and was able to recapture the 
region of  Pandoria.
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Pandoria is rich in natural resources, including gas and oil deposits. 
However, there is a complete lack of  infrastructure for the delivery of  gas 
and oil to countries that wish to acquire these resources. The most conve-
nient export route runs through the territory of  the neighboring State of  
Gamma.

Pandoria is inhabited by ethnic Bets who are very close in origin to the 
Alphs and therefore do not raise the issue of  autonomy. However, since the 
inhabitants of  Pandoria have relatives in both Alpha and Beta, the issue of  
visa-free travel between these countries is on the agenda. In addition, the 
Temple of  St. Beta, one of  the shrines of  the Bets, is in Pandoria.

You know that the position of  the current democratic government 
of  Alpha is rather precarious. This is aggravated by the weak economic 
situation, the lack of  funds in the treasury and the subversive actions of  
a  radical organization that threatens to restore the regime of  General 
Sangre.

Delta is a  State with a  well-developed scientifi c infrastructure. Many 
fi rst-class specialists graduate from the country’s universities every year 
with degrees, among other things, in oil- and gas-related fi elds  – and 
such specialists are severely lacking in Pandoria for the development of  
its deposits. You think that your specialists can help boost the regional 
economy. Your task is to ‘sell’ your specialists at a profi t, receiving at 
least 10 percent in the development of Pandoria’s resources (about 100 
million dollars per year).

CONFIDENTIAL INFORMATION
FOR COUNTRY ZETA

Your state, along with the countries of  Delta and Gamma, is an interme-
diary in the negotiations between Alpha and Beta regarding the province 
of  Pandoria.

During the reign of  General Sangre, before the democratic government 
came to power, Alpha waged war with Beta and was able to recapture the 
region of  Pandoria.

Pandoria is rich in natural resources, including gas and oil deposits. 
However, there is a complete lack of  infrastructure for the delivery of  gas 
and oil to countries that wish to acquire these resources. The most conve-
nient export route runs through the territory of  the neighboring State of  
Gamma.

Pandoria is inhabited by ethnic Bets who are very close in origin to the 
Alphs and therefore do not raise the issue of  autonomy. However, since the 
inhabitants of  Pandoria have relatives in both Alpha and Beta, the issue of  
visa-free travel between these countries is on the agenda. In addition, the 
Temple of  St. Beta, one of  the shrines of  the Bets, is in Pandoria.

You know that the position of  the current democratic government 
of  Alpha is rather precarious. This is aggravated by the weak economic 
situation, the lack of  funds in the treasury and the subversive actions of  
a  radical organization that threatens to restore the regime of  General 
Sangre.

Zeta – and no one knows this – is on excellent terms with the Alpha 
radicals. Zeta wants to interrupt the negotiations and wait for riots to 
break out in Alpha, after which it will be easy to seize Pandoria.

For this, Zeta’s special services have organized a number of  provocative 
actions, and 100 million dollars have been allocated from secret funds. 
‘Lie, deceive, do everything so that Beta and Alpha do not come to an 
agreement. In this case, we will become the most powerful state in the 
region and will be able to conquer all these weaklings,’ President Sikh 
told you.

TROUBLELAND
Confidential Information for the Country

of Turuganda

You are the leadership of  Turuganda, one of  the largest and, unfor-
tunately, one of  the poorest states of  the African continent. According 
to experts, your country occupies one of  the last places in terms of  the 
standard and quality of  life.

Troubleland is part of  Turuganda. For 20 years now, the province has 
been trying to secede from your state or achieve autonomy, but your 
undemocratic government cannot aff ord to let this happen for reputational 
reasons.

According to international organizations, a humanitarian catastrophe is 
unfolding in Troubleland. In recent years, the number of  refugees in the 
neighbouring country of  Turupuruganda has exceeded 3 million people. 
Some organizations even openly state that your government is carrying 
out large-scale ethnic cleansing and genocide against the people of  
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Troubleland. ‘But how,’ your President wonders, ‘are we, in their opinion, 
supposed to ensure the integrity of  our state and the sovereignty of  our 
democracy? Why are they poking their noses in our business?’

At the initiative of  human rights activists and the United Nations, the 
decision was made to hold negotiations on Troubleland in the neigh-
bouring Turupuruganda with the participation of  representatives of  the 
rebels from Troubleland. Under normal circumstances, you would not 
even dream of  going to this forum, and you do not consider non-govern-
mental organizations as partners at all, but in the current international 
situation you cannot aff ord to ignore the negotiations. Moreover, the 
treasury desperately needs money to complete the construction of  the 
President’s 18th residence.

During the talks, you intend to apply to the international community 
with a  request to provide your country with low-interest loans for 
20–30  years in the amount of  at least 1.5 billion dollars (eff ectively 
subsidies), as well as to agree on the restructuring of  existing debts in the 
amount of  1.5 billion dollars. Your President has told you: ‘Reputation is 
all well and good, but if  we don’t have any money, we will not only lose 
Troubleland, we will lose everything!’

Your President is particularly concerned about the position of  the 
United American States, the world hegemon. He is very afraid of  repeating 
the sad fate of  Husat Saddein, the leader of  one of  the eastern countries 
who has experienced fi rst-hand the power of  American weapons.

You would like to put the issue of  Troubleland to rest, but your wise 
President has a premonition that this will not work. He told you before 
your departure for the conference, smiling bloodthirstily: ‘Do what the 
situation dictates, but you will answer with your head! And don’t forget to 
secure that money!"

Confidential information for the country
of Turupuruganda

You are a  member of  the leadership of  Turupuruganda, a  relatively 
developed state on the African continent. Your country is currently 
chairing the African Union, the main integration association in Africa. It 
is unfortunate that the bright prospects for your economic growth depend 
heavily on the situation in the neighbouring Turuganda.

Troubleland is part of  Turuganda. For 20 years, this province, populated 
by ethnic Troubles, has been trying to secede from Turugandia, or at least 
gain autonomy, but its undemocratic government cannot aff ord to let this 
happen for reputational reasons.

At the same time, according to international organizations. a humani-
tarian catastrophe is unfolding in Troubleland. In recent years, the number 
of  refugees in the neighbouring country of  Turupuruganda has exceeded 
3 million people. Some organizations even openly state that the Turuganda 
government is carrying out large-scale ethnic cleansing and genocide the 
people of  Troubleland. In this situation, you are concerned not so much 
with respect for human rights and the right of  the people of  Troubleland 
to self-determination as you are with your country’s economic growth, 
which is under threat due to the fact that you have to spend signifi cant 
eff orts to resolve the problem.

At the initiative of  human rights activists and the United Nations, the 
decision was made to hold negotiations on Troubleland in Turupuru-
ganda. During the talks, you intend to draw the attention of  the interna-
tional community to the problem of  Troubleland. You would like the fl ow 
of  refugees into your country to stop. In addition, you would not refuse 
the assistance of  the international community in resolving the problems 
of  those refugees who are already in Turupuruganda and who need food, 
medicine, and clothing. According to your experts, costs you at least 
$1 billion to look after the refugees annually. The status of  Troubleland 
is not important to you. Who knows who will come to power there if  it 
gains independence?

Confidential Information
for the Non-Governmental Organization

A Bright Future for Troubleland

You are the leader of  A Bright Future for Troubleland, an infl uential 
NGO with thousands of  volunteers around the world. At your initiative, 
negotiations will be held between representatives of  the world community 
and Turuganda.

Turuganda is one of  the largest and, unfortunately, the poorest states 
on the African continent. According to the Political Atlas of  Modernity, it 
occupies one of  the last places in terms of  the standard and quality of  life. 



APPENDIXAPPENDIX

225224

Troubleland is part of  Turuganda. For 20 years, this province of  ethnic 
Troblelanders has been trying to secede from Turuganda or at least achieve 
autonomy, but its undemocratic government refuses to give the province 
independence or even autonomy.

According to your estimations, a humanitarian catastrophe is unfolding 
in Troubleland. In recent years, the number of  refugees in the neigh-
bouring country of  Turupuruganda has exceeded 3 million people. You 
have evidence that the government of  Turugandia is carrying out large-
scale ethnic cleansing and genocide against the people of  Troubleland. You 
intend to put an end to this.

At your initiative and at the initiative of  the United Nations, the decision 
was made to hold negotiations on Troubleland in the capital of  the neigh-
bouring Turuganda, Turupuruganda.

You think that the government of  Turuganda should be held respon-
sible for its crimes. But you understand the realities of  international politics 
and therefore you would be quite content with the end of  genocide and 
ethnic cleansing, and ideally with Troubleland gaining independence or at 
least broad autonomy.

Confidential information
for the United American States (UAS)

You are part of  a delegation of  the United American States (UAS), the 
richest and most powerful country in the world. Under pressure from 
human rights activists, your government has agreed to participate in 
a conference on the problems of  Troubleland.

Turuganda is one of  the largest and, unfortunately, one of  the poorest 
states on the African continent. According to the Political Atlas of  Modernity, 
it occupies one of  the last places in terms of  the standard and quality of  
life. Troubleland is part of  Turuganda. For 20 years, this province of  ethnic 
Troublelanders has been trying to secede from Turuganda, or at least 
achieve autonomy, but its undemocratic government refuses to give the 
province independence or even autonomy.

At the same time, according to international organizations, a humani-
tarian catastrophe is unfolding in Troubleland. In recent years, the number 
of  refugees in the neighbouring country of  Turupuruganda has exceeded 
3 million people. Some organizations even openly state that the Turuganda 

government is carrying out large-scale ethnic cleansing and genocide 
against the people of  Troubleland.

At the initiative of  human rights activists and the United Nations, the 
decision was made to hold negotiations on Troubleland in Turupuruganda.

The position of  your government is ambiguous. On the one hand, you 
have no strategic interests in this region. In addition, you know that it is 
expensive to maintain stability in the region. On the other hand, you know 
that the attention of  the international community is riveted to the issue 
and therefore you need to show interest in it and try to solve the problem. 
You are likely to support the people of  Troubleland in their desire for 
‘self-determination.’

If  you do not resolve this problem, you will surely be criticized by 
the international community, and you personally are likely to lose your 
extremely well-paid job, as well as your state pension.

You are authorized to issue long-term loans in the amount of  
$2.5 billion. In addition, you can intimidate the sides by hinting at a forceful 
solution to the problem. However, remember that the use of  force will be 
negatively perceived within your country, and your President is unlikely to 
go for it.

Confidential Information
for Troubleland Representatives

You are representatives of  Troubleland, a province of  Turuganda, one 
of  the largest and, unfortunately, one of  the poorest states on the African 
continent.

According to the Political Atlas of  Modernity, Turuganda occupies one of  
the last places in terms of  the standard and quality of  life. Troubleland is 
part of  Turuganda. For 20 years, this province of  ethnic Troblelanders has 
been trying to secede from Turuganda, or at least achieve autonomy, but 
its undemocratic government refuses to give the province independence 
or even autonomy.

At the same time, according to international organizations, a humani-
tarian catastrophe is unfolding in Troubleland. In recent years, the number 
of  refugees in the neighbouring country of  Turupuruganda has exceeded 
3 million people. Some organizations even openly state that the Turuganda 
government is carrying out large-scale ethnic cleansing and genocide 
against the people of  Troubleland.
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