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The course will explore the major theories in connection with negotiations,
It will introduce how cognition theory and organizational theory are
important tools for analyzing negotiating behaviors. It will also discuss the
utility of the third-party mediation theory and crisis negotiation theory. It
will apply the aforementioned theories to review the failure of George
Marshall’'s mediation mission to China, U.S.-China negotiations at Warsaw
Talks as well as the conduct by the Nixon Administration in negotiating
with China over the Shanghai Communique in 1972,
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understand the major
negotiation theories,
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important negotiation cases

between the U.,S. and China,
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1 Ejgijizw Cognition theory and negotiation

2 Ejgijzgw Organizational theory and negotiation

3 Ejgzjzzw Cultural aspects of international negotiation

4 121;22;?? Metaphors for understanding international negotiation
5 121;222? Structure of negotiation

6 Ejgzggw Strategy in negotiation

7 121;22;?? Actors in negotiation

8 121;21;2? Outcomes of negotiation

9 121;21;?? Third—party mediation

10 Ejgigzw Consultation on term papers

11 Ejgijzzw Conflict management and negotiation

12 121;2:2? Crisis negotiating behavior
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1.Victor Kremenyuk, ed. International Negotiation,
c11-23 4 | 2Boy J. Lewicki, Alexander Hiam, and Karen Wise Olander, Think Before You
i Speak
3.Raymond Cohen, Negotiating Across Cultures,
Ty 1.Kenneth T, Young, Negotiating with the Chinese Communists: The United
7w States Experince, 1953-1967,
2 Kramer and Messick, eds, Negotiation as a Social Process,
3.Gaham T, Allison, Essence of Decision: Explaining the Cuban Missile Crisis,
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