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THE ART OF NEGOTIATION 

American University

 

 

1.  ACTIVITY: Module “The Art of Negotiation”

2.  DATES:    4 - 8 May 2009, 0800-1615 

3.  LOCATION: Inter-American Defense College

4.  MODULE INFORMATION:

I. Instructors: Anthony Wanis-St. John, Ph.D., School of International Service, American University and Gary R. Weaver, Ph.D. Intercultural Management Institute, School of International Service, American University.  AU Office:  4400 Massachusetts Ave. NW, Washington, DC 20016; email: wanis@american.edu; Dr. Weaver (202) 885-1637, email: gweaver@american.edu. 

II. Course Concept: We will explore intercultural negotiation as a field of inquiry and research including various perspectives, theories and assumptions that underlie conflict analysis and resolution. The seminar will consider the literature on the history and practice of negotiation, approaches to negotiation and their application to current conflict situations. Emphasis will be given to the role of culture and cross-cultural communication in international negotiations. This seminar includes the development of skills in international negotiation. 

III. Readings: Assigned readings are differentiated for participants. For each day’s readings, the first reading is to be read by all participants. Any additional readings for that day are required, but only for MIS and MA participants. 
IV. General Objectives: To provide students with the ability to secure a desired outcome when not in a position to command that outcome.

V. Specific Objectives: To familiarize students with negotiation strategies and tactics and to provide the opportunity to practice negotiating.

VI. Content and concepts to be presented: Negotiation theory, strategy and tactics, win-win outcomes, practical/role playing exercises involving negotiated outcomes.  

VII. Class Schedule.
To read prior to start of class (req’d for all participants): 

Gary R. Weaver, “Culture and Communication” in Culture, Communication and Conflict: Readings in Intercultural Relations, revised 2nd edition. Gary R. Weaver, ed. (Boston: Pearson Publishing, 2000). Pp. 1-2, Chapter 1.
Gary R. Weaver, “The Mass Media, Conflict and National Images,” in Culture, Communication and Conflict. Pp. 387-390, Intro to Section 5.

Monday, May 4
0800-0815
Introductions and Overview of the Course  



Dr. Weaver

We will briefly review the course syllabus and students will be asked if there are any other concerns or issues they would like to have discussed in this course.

0815-0900
What is Culture?



Dr. Weaver
Culture is primarily the way of life of a group of people handed down from one generation to another through learning. It includes our basic values, beliefs, worldviews and ways of thinking unconsciously acquired during childhood simply by growing up in a particular family. By definition, it is a generalization but it should never be a stereotype. 

As we go through life, we belong to other secondary cultures that give us a sense of belonging, a set of practices, and a way of looking at the world or solving problems. For example, the military is a secondary culture. 
However, the secondary culture never supersedes the primary culture of our childhood.
Culture is like an iceberg and most of it is beneath the water-level of awareness. Behavior, including ways of interacting or negotiating, is shaped by our primary culture which is inside our heads.
Powerpoint slides 1-7
Film Clip: From “Going International: Part II” - Negotiation between a 
traditional Arab and an American.

0900-0915
Break

0915-1015
A Fundamental Negotiation Skill: Realistic Cultural Empathy



Dr. Weaver
The most important skill for negotiating across cultures is that of “Realistic Cultural Empathy.” This simply means the ability to put oneself in the psychological and cultural shoes of another person. This is especially important in a crisis negotiation.

Examples: A sniper atop a building and the U.S. Embassy hostage takeover in 1979.
Powerpoint slides 8-9
1015-1030
Break

1030-1130
Training People for Cross-Cultural Encounters



Dr. Weaver
Training people for cross-cultural encounters is often counterproductive because it does not help them understand their own culture and the dynamics of communication and negotiation. Furthermore, personality is very important and certain traits seem to interfere with effective cross-cultural communication.
Powerpoint slides 10-11

1130-1245
Lunch

1245-1345
Plenary Session


Dr. Weaver and Dr. Wanis



1345-1415
Break for AU M.A. Students
1415-1615
Introduction to afternoon seminars and assignments for AU MA Students


Dr. Wanis
Readings for Tuesday: 
Gary R. Weaver, “Contrasting and Comparing Cultures,” in Culture, Communication and Conflict. Pp. 72-77, Ch. 8.
Glen Fisher, “International Negotiation: Cross-Cultural Perception,” in Culture, Communication and Conflict. Pp. 493-498 (Chapter 64).
Anthony Wanis-St. John, “Thinking Globally, Acting Locally,” Negotiation Journal, vol. 19, no. 3 (Oct. 2003): 371-378

---------------------------------------------------------------------------------------------------------------------------------
Tuesday, May 5
0900-1000
When Cultures Collide



Dr. Weaver

The primary problem of negotiation across cultures is not a matter of different behaviors, but rather a collision of internal assumptions, values, beliefs, worldviews and ways of thinking.
Powerpoint slides 12-13
Film Clip: From “Going International: Part II” A business negotiation scenario between an American and a Mexican.
1000-1015
Break

1015-1115
Contrast Culture Models 



Dr. Weaver
What are the values of many urban, so-called “Western” cultures, such as those of mainstream citizens of the United States? How can they explain behavior? And, what are the values of some other cultures that could be contrasted and compared with these values?
Powerpoint slide 14
1115-1130
Break

1130-1230
Various Cultural Models for Comparing Cultures

We will discuss the “grandfathers” of sociological contrast models, Ibn Khaldun and Ferdinand Tönnies as well as two primary contemporary theorists and researchers, Edward Hall and Geert Hofstede.

PowerPoint slides 15-26
1130-1245
Lunch

1245-1345
Plenary Session


Dr. Weaver 
1345-1415
Break for AU MA Students
1415-1615
Individual Presentations and Discussion for AU MA Students


Dr. Wanis
Readings for Wednesday: 
Mitchell R. Hammer and Gary R. Weaver, “Cultural Considerations in Hostage Negotiations,” in Culture, Communication and Conflict. Pp. 508-517, Ch. 66.
Anthony Wanis-St. John, “Cultural Pathways in Negotiation and Conflict Management,” in Moffitt and Bordone, eds., Handbook of Dispute Resolution, pp118-134 (Chapter 8)

Geert Hofstede, Culture and Organizations: Software of the Mind 3rd ed. Chapters 1 and 9 (pp. 1-38, 319-362)

---------------------------------------------------------------------------------------------------------------------------------
Wednesday, May 6
 0800-0900
Cross-Cultural Communication
Culture shapes the way in which we interact. Why are multicultural meetings so frustrating? We will consider the “action chains” or steps we take to conduct a negotiation or meeting. For example, when do we stop the chit-chat and “get down to business” in a negotiation? How do we pick a leader? It all depends upon our culture.

PowerPoint slide 27

0900-0915
Break

0915-1015
Importance of Non-verbal Communication



Dr. Weaver

Much of the breakdown between people of different cultures is really a matter of different meanings given to non-verbal messages. This is the primary way we establish personal relationships and communicate feelings.
PowerPoint slides 28-29

1015-1030
Break

1030-1130
Work group session



Dr. Weaver and staff members from IMI

Simulation: “Red/Blue”
This is a variation of the classic “Prisoner’s Dilemma” exercise. It illustrates how our values determine our attitudes toward team work and conflict between teams. It also illustrates the dynamics of arbitration and such issues as trust, how decisions are made, and leadership.

1130-1245
Lunch

1245-1345
Plenary session



Dr. Wanis 
Debrief “Red/Blue”

1345-1415
Break for AU M.A. students

1415-1615
Individual presentations and discussion



Dr. Wanis
Readings for Thursday: 
Dean G. Pruitt, “Achieving Integrative Agreements in Negotiation,” in Culture, Communication and Conflict. Pp. 499-507, Ch. 65.
Kevin Avruch, “Culture as Context, Culture as Communication: Considerations for Humanitarian Negotiators,” Harvard Negotiation Law Review vol. 9 (Spring 2004): 391-407

Paul Salem, “A Critique of Western Conflict Resolution from a Non-Western Perspective,” Negotiation Journal, vol. 9, no. 4 (1993): 361-369

---------------------------------------------------------------------------------------------------------------------------------
Thursday, May 7
0800-0900
When Communications Break Down



Dr. Weaver
When communications break down we experience stress and tend to react in various ways including feeling “out of control.”  In a negotiation this may also produce many of the common “symptoms” of culture shock.


Simulation Exercise: Encounter
This simulation was originally developed by the United States Navy and will illustrate what takes place when we enter another culture and may be unaware of how people communicate.
PowerPoint slides 30-31
0900-0915
Break

0915-1015
Cross-Cultural Conflict: Intercultural Meetings and Negotiation



Dr. Weaver 

How do you know it’s a conflict?

How do you know if it’s escalating or deescalating”

How do you resolve the conflict?

When is it beyond resolution?
The answers to all of these questions are unconsciously learned during childhood and depend upon one’s culture. We will also consider the use of intermediaries in dispute action chains and the concept of indirect responsibility. A case study we will discuss is President Carter and the Camp David Accords. 

Film clip: From “Jerry McGuire”
PowerPoint slides 32-41
1015-1030
Break

1030-1130
Plenary Contrast-Culture Negotiation Simulation



Dr. Weaver and Mr. Khan
The contrast-culture simulation was developed in the mid-1960’s as a part of a training project commissioned by the U.S. Army to improve the interpersonal 
communications skills of its overseas military advisors.  The project was developed and carried out by the Human Resources Research Office (HumRRO) of George Washington University. It is usually referred to as the “Khan Exercise” because this was the name given to the original contrast American.  It is also one of the most common names in countries such as Pakistan and Afghanistan.
The Khan Exercise has been used in cross-cultural training programs for business executives at American University in Washington for over 35 years in the Intercultural Management Institute (formerly known as the BCIU Institute).  Various branches of the military, the State Department, the World Bank, and others have also used it.
The simulation is designed for cultural self-awareness and developing interpersonal cross-cultural communication and analytical skills.  It uses the role-play technique based on scenarios with specific problems or tasks involving a participating American, often representing his or her organization and job, and Mr. Khan as his or her counterpart in a country overseas.  The scenario usually takes place in a generic non-American and non-European culture, and Mr. Khan is always culture-general.  He represents no particular culture, but is instead a contrast to the mainstream American culture.

1130-1245
Lunch

1245-1345
Plenary session


Dr. Weaver and Mr. Khan and Dr. Wanis



Debrief of Khan exercise



1345-1415
Break for AU M.A. students

1415-1615
Individual presentations and discussion



Dr. Wanis
Readings for Friday: 
E. Hall, “Learning the Arabs’ Silent Language,” in Culture, Communication and Conflict. Pp. 17-22, Ch. 2.
David Tressler, “The Soldier and the Sheikh: Lessons from Negotiating in Iraq,” Harvard Negotiation Law Review, vol. 13 (2008): 67-130

---------------------------------------------------------------------------------------------------------------------------------
Friday, May 8
0800-0900
Plenary Negotiation Simulation: Another Encounter With Mr. Khan



Dr. Weaver and Mr. Khan
This second scenario will involve another negotiation with Mr. Khan.

0900-0915
Break

0915-1015
Plenary session





Dr. Weaver and Mr. Khan



Debrief of Khan Exercise
1015-1030
Break

1030-1130
Cultural and Psychological Dynamics of Conflict Negotiation


Dr. Weaver and Dr. Wanis

PowerPoint slides 42-48
Our image of reality is usually more important than reality itself. Enemies often develop an image of their adversary which is dehumanized and demonic. At the same time out self-image becomes more angelic. This enemy image is also a mirror-image because our adversary often has the same image of us. 
We will also discuss some of the common naive assumptions people hold regarding cross-cultural aspects of international conflict.
1130-1245
Lunch

1245-1345
Individual presentations and discussion; clarification of next steps regarding research paper



Dr. Wanis
1345-1415
Break for AU M.A. students

1415-1615
Closing session
