SS490B Winning the Peace          Lesson 21: Introduction to Negotiation Skills

	Lesson Objectives:

	1.0 Understand the two paradigms of negotiation strategies – competition and collaboration and their relationship to broader international relations theory.
2.0 Understand the role of junior leaders as negotiators and conflict managers.

	Homework:

	1. Conduct the Thomas-Kilmann Conflict Mode Instrument for homework. Score the results. Bring results to class for discussion.
2. Read Fisher, Roger and William Ury. Getting to Yes: Negotiating Agreement Without Giving In. New York: Penguin Books, 1991. Read Introduction, and pages 1-14.
3. Read Hopmann, P. Terrance, "Bargaining and Problem Solving: Two Perspectives on International Negotiation," in Turbulent Peace: The Challenges of Managing International Conflict. Washington, DC: United States Institute of Peace, 2001. Read pages 450-461.
4. Read Rubin, Jeffrey Z.,"Some Wise and Mistaken Assumptions about Conflict and Negotiation," Journal of Social Issues 45, No. 2, Summer 1989 (hand out in class on Lsn 20, 9 pages). 

5. Cadets will finish the remainder of Getting to Yes during their spring break. 
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	Prerequisite Knowledge:

	· Students should have successfully completed their American Politics core course, SS202, and their International Relations core course, SS307.

	Lesson Strategy:

	· The intent of this lesson is to introduce the students to basic negotiation theory and introduce the skills that they will implement in future simulations. 
· The class will begin with an overview of the negotiations section and its integration into Block II: Skills. 

· The instructor will begin the discussion by drawing parallels between the traditions of negotiations and IR theory traditions. First, competitive or confrontational, positional bargaining follows from the Realist tradition. Second, collaborative or cooperative interest-based bargaining stems from the Liberal tradition. 
· The class will discuss the pros and cons of each bargaining technique by examining the results of each cadet’s Thomas-Killman Conflict Mode exercise.

· Instructor will provide an overview of the key lessons to be taken from Getting to Yes, the foremost book for instructing on interest bargaining techniques.

· Finally, the class will conclude with an open discussion on the difference between conflict settlement and conflict resolution. 

· Endstate: At the end of this lesson a cadet should understand the following:

a. Everyone is a negotiator. What techniques do you use to negotiate with others? What techniques have others used negotiating with you?
b. Realize that whether one examines an international state-state negotiation or a conflict with your tactical officer, the key component of any conflict is people. Negotiation skills at every level determine the success or failure of conflict settlement. 

c. Conflict is a growth industry; the military’s job is to manage conflict. As such, we must consider not only how to fight but also how to best mitigate conflict in the long-term.
d. Understand that confrontational or coercive negotiation tactics are not always the default setting. 
e. Understand the difference between conflict settlement and conflict resolution. What role does the U.S. military take in each of these two cases?

	Exploratory Learning Activity:

	· Read Breslin, J. William and Jeffrey Z. Rubin, eds. Negotiation Theory and Practice. Cambridge, MA: Program on Negotiation, 1999. Section I: Introduction and Some Wise and Mistaken Assumptions about Conflict and Negotiation (Rubin), Anatomy of a Crisis (Ury and Smoke).  Section II: Introduction, Negotiating Inside Out (Fisher). Section III: Negotiating Power (Rubin). Section IV: Making Deals in Strange Places (Salacuse). 
· Read Crocker, Chester A., et al, eds. Turbulent Peace: The Challenges of Managing International Conflict. Washington, DC: United States Institute of Peace, 2001. “Introduction,” xv-xxix, Chapter 1: Theories of Interstate and Intrastate War (Levy), Chapter 24: Parent, Midwife, or Accidental Executioner? The Role of Third Parties in Ending Violent Conflict (Hampson), Chapter 25: The Growth of the Conflict Resolution Field (Kriesberg), Chapter 29: Prenegotiation and Circum-negotiation (Saunders). 

· Read Salem, Paul. “A Critique of Western Conflict Resolution from a non-Western Perspective.” Negotiation Journal, Vol 9, No. 4, 1993, 361-369.

Conduct the USIP Online Certificate Course in Conflict Analysis Training at http://www.usip.org/training/online/. 

	Lesson Admin Notes:

	· Inform cadets of the time, location, and instructor for Lesson 22. Remind cadets they will finish the remainder of Getting to Yes during their spring break.  
· Review reading assignment for Lesson 22. 


	Time

(Min)
	ACTIVITY
	OUTLINE
	INSTRUCTOR NOTES

	30
	Lecture
	· Overview of negotiation in the skills block
· Two paradigms of negotiations strategies
· Definitions and terms

	

	25
	Discussion/

Question
	· Pros and cons of negotiation techniques
· Discuss conflict settlement vs. resolution
· Discuss applicability of negotiation skills
	


