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Objective of the Course 
 

This elective course aims at discovering, acquiring and practicing basic negotiating 

techniques, especially in an international context. Throughout the course, the 

students will face a wide variety of scenarios and challenges (ranging from everyday 

life situations to international issues), which will be dealt with and overcome by 

resorting to negotiation, with different degrees of complexity. 

 

 

Summary 

 

The sessions are organized in such a way that the theoretical explanations provided 

at the beginning of a given session are put into practice immediately through 

interactive exercises and negotiation models during the same class, so that 

knowledge is quickly converted into an actual competence. 

 

Twice, the students are placed in longer role-playing situations that will last two hours 

each. First, a fictitious trade negotiation places the students in front of successive 

dilemmas. A specific software instantly reveals the consequences of their own 

choices as well as the effects of the other teams’ decisions. Later in the course, a 

negotiation of a diplomatic kind involves two fictitious countries that compete over the 

same group of islands close to their respective territory: the students use the 

available information (maps, historical background) and the practical skills developed 

throughout the course to try to find an agreement on this delicate situation. 

 

 

Organization of the course 
 

→ Session 1: Introduction to negotiation 

• What does negotiation mean and what does it imply? 

 

Professor: Barthélémy Michalon 

Language of instruction: English 

Number of hours of class: 18h 
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In 4-to-5-student teams, a definition of negotiation is built in an original way: 1) each 

team must select their words within a pre-defined pool of key concepts while 2) each 

member acts under their own individual constraints since they are given specific, 

secret objectives to meet in relation to the common goal. 

 

• Basic requirements for negotiation 

The actual conduct of a negotiation process should not be taken for granted, since it 

relies on the existence on seven factors that are often overlooked and deserve more 

attention from the practitioners. Those factors will be identified and eventually 

discussed through a plenary conversation. 

 

Recommended readings: Jeong (2016), pp.126-128. 

 

 

→ Session 2: Reflections on negotiation 

• Truths and lies about negotiation 

A series of affirmative statements about negotiation are projected to the screen and 

the students use their own electronic device (cellphone or computer) to indicate 

whether they agree or not with each of them. A discussion is engaged on each point 

in order to ponder what negotiation is (and what it is not) and what it implies from an 

operational perspective. Among other pieces of information, the key duality 

“distributive vs. integrative” negotiation will be exposed and reflected upon. 

 

Recommended readings: Jeong (2016), pp.144-150 and Mansbridge & Martin (2016), 

pp.93-95. 

 

• Conciliatory gestures 

The concept of conciliatory gesture (as a technique to build trust in the negotiation 

process) is introduced, with an effort to show what is not such a thing. Then, the 

students are virtually placed in certain situations, and they are required to find out 

what a conciliatory gesture can look like in this particular context. A group discussion 

takes place on the answers suggested by each team. 

 

Recommended reading: Mansbridge & Martin (2016), pp.255-258. 

 

 

→ Session 3: Trust in negotiations 

• Simulation exercise: let’s experiment how important trust is in a 

negotiation process 

An even number of teams are created. The students are then placed into a fictitious 

international trade situation, which establishes specific constraints that reward certain 

decisions and sanction others. A detailed set of instructions will be exposed at the 

beginning of the exercise and throughout.  

 

 

→ Session 4: Phases in a negotiation process | Preparation as a key condition for 

success 

• From A to Z, a series of crucial steps 
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The overall negotiation process is presented: not only the discussions, which are at 

the “core”, but also what is expected to happen before and after the talks themselves. 

To do so in a more interactive way, a list of steps is provided in a random order and 

the teams are asked to organize them according to their chronological order.  

 

Recommended readings: Jeong (2016), pp.128-134, 145-150 and Odell & Tingley 

(2011), pp.235-238. 

 

• Research and training before negotiation 

Class discussion in order to progressively discover or remember the basic but 

necessary steps that must be followed before starting a negotiation process. The aim 

is to insist that negotiation, in its broader meaning, begins much before we find 

ourselves in a face-to-face situation with our counterpart(s). 

 

Recommended reading: Mansbridge & Martin (2016), pp.97-109. 

 

• The Best Alternative To a Negotiated Agreement (BATNA) 

Emphasis is made on a key parameter that must be identified and reflected upon 

before any negotiation starts: the usually overlooked (or even unknown) BATNA. A 

reflection is organized on how a BATNA can be strong or weak and how it can be 

strengthened. Then, the students are exposed to concrete, everyday life scenarios 

and they individually have to select (by using their electronic device) what option 

corresponds to their BATNA in each situation. A group discussion takes place on the 

different answers. Finally, teams are formed and placed in front of other cases, in 

which they are asked to identify their BATNA and suggest a diagnostic about its 

estimated strength. The answers are used as a starting point for another group 

discussion. 

 

Recommended reading: Mansbridge & Martin (2016), pp.253-254. 

 

 

→ Session 5: Pre-negotiation | Negotiation moves (beginning) 

• Pre-negotiation, much more strategic than usually thought 

A class discussion allows to gradually unveil the content of the pre-negotiation phase 

and the students’ attention is called to the (sometimes crucial) importance of such a 

step in the context of the broader negotiation process.  

 

Recommended readings: Jeong (2016), pp.126-128 and Mansbridge & Martin (2016), 

pp.109-110. 

 

• Negotiation tactics and techniques 

The following techniques are exposed to the students, sometimes with exercises 

which will allow the students themselves to find the ways to concretely apply them in 

real life (how to break a deadlock, to constitute a package deal, to go beyond 

positions in order to focus on interests…) 

 

✓ Strategy vs. tactic vs. technique 

✓ The two-level of negotiation theory 
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✓ Identifying a deadlock and finding ways to break it 

✓ Time and sequence as key factors in the negotiation process 

✓ Package deal: forms and uses 

✓ Arguments and proposals: conceptual differences and practical benefits 

✓ Tips to unlock creativity 

 

Recommended readings: Jeong (2016), pp.130-145 and Mansbridge & Martin (2016), 

pp.89-95, p.103-104.  

 

 

→ Session 6: Negotiation moves (end) 

• Negotiation tactics and techniques 

The following techniques are exposed to the students, sometimes with exercises 

which will allow the students themselves to find the ways to concretely apply them in 

real life (how to break a deadlock, to constitute a package deal, to go beyond 

positions in order to focus on interests…) 

 

✓ Strategy vs. tactic vs. technique 

✓ The two-level of negotiation theory 

✓ Identifying a deadlock and finding ways to break it 

✓ Time and sequence as key factors in the negotiation process 

✓ Package deal: forms and uses 

✓ Arguments and proposals: conceptual differences and practical benefits 

✓ Tips to unlock creativity 

 

Recommended readings: Jeong (2016), pp.130-145 and Mansbridge & Martin (2016), 

pp.89-95, p.103-104. 

 

 

 

→ Session 7: Implementing the deal: The (often overlooked) reason-to-be of any 

negotiation  

• The implementation process: a challenging move from the paper to the 

ground 

The high relevance of the implementation phase is highlighted through a concrete 

example: a team exercise is organized, followed by a plenary discussion, both about 

the gap between the intentions and the practice of the “Framework agreement” 

between the USA and North Korea (1994). 

 

Recommended readings: Jeong (2016), pp.148-150. 

 

• Preliminary research and reflection within each team1 

Before the class, the students are given a text that exposes the key aspects of the 

case they are going on negotiate on. They must read it and answer some preparatory 

questions online. In the classroom, they are placed within a 4-to-5-student team in 

 
1 There will be four teams (of 4 to 5 members each), distributed among two “negotiation tables”, which will hold separate talks 

on the same issue (e.g. A with B on one table, and C with D, on the other one). 
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which they get prepared to the negotiation by answering, by written, a series of 

questions that guide them in this process. 

Note: homework #1 should be handed in electronically (through the-learning 

platform) before the start of the class. 

 

 

→ Session 8: Negotiation exercise 2/2: The moment of truth 

• Bilateral discussions 

Separate talks take place in two negotiating tables, with the students being mostly 

responsible for the general conduct of the process. As a general rule, the professor 

limits himself to an oversight and observer role and takes note of the level of 

command shown by each student, in particular with regards to the actual application 

of techniques and advice provided throughout the course. 

 

• Writing of the final agreement (if any) 

The negotiation process is expected to conclude with a final agreement, in a written 

form. If the teams fail to do it, they must, separately, expose the reasons of this 

outcome in a document in which they provide a diagnostic on its causes and try to 

identify for which reasons each side is to blame (thus showing a genuine capacity to 

recognize their own responsibility). 

 

 

→ Session 9: Feedback 

• Feedback on the negotiation exercise 

The final agreements reached by each negotiation table (if any) are shown to the 

whole group, and a discussion takes place on their content, considering in particular 

whether they seem to be balanced, fair, original, realistic and, more importantly, 

applicable decisions. The teacher also raises specific issues from what he has been 

able to observe and highlights key moves and apparent mistakes. The students have 

the opportunity to explain how they felt during the negotiation process and how 

comfortable they were in implementing the negotiating techniques in a concrete 

setting.  

 

Note: if the negotiation exercise has not been completed in the previous session (it is 

hard to estimate beforehand how long it would last), part of this session (no more 

than one hour) could be used to close it. 

 

• Feedback on the whole course 

The students are given the opportunity to give feedback on their learning experience 

and highlight which specific elements they consider they are going to keep in mind 

(and hopefully practice) in the long run. 

The teacher concludes with final remarks on what is crucial when it comes to 

negotiation, in particular preparation, objective-oriented moves and trust-building. 
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Assessment 
 

Students will be assessed on their participation in class throughout the programme 

(20% of the grade) and on an oral exam: the Petit Oral (80% of the grade). 

The Petit Oral will take place on the Thursday of the third week of the programme. It 

will consist of a group presentation on a determined topic and a written presentation. 

An allotted time will be dedicated to questions. 

 

 

Professor’s Biography 
 

Barthélémy Michalon is a doctoral candidate in political science at 

Sciences Po, working on digital politics.  

He has been teaching International Relations at the university level at 

the Tecnológico de Monterrey (ITESM) in Mexico for twelve years 

and has been in charge of a wide range of subjects, such as 

Geopolitics, International Negotiations, Europe, World History and 

Strategic Prospective.  

Barthélémy wrote and published several case studies on foreign policy and 

international relations, and uses such materials quite frequently in his courses, along 

with technological tools. 

 


