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【課程介紹】

本課程在帶領同學探討談判的領域，瞭解研究談判的不同途徑，以及談判的相關議題。各國談判行為、多邊談判、國際談判與國內議題的連結，將是我們討論的重點。
為讓同學快速具備談判的基本概念，請先行閱讀
劉必榮。《談判聖經》台北：商周文化，1995。

劉必榮。《新世紀談判全攻略》台北：先覺，2006。

談判專業期刊，請參看

Negotiation Journal 

International Negotiation 

【課程要求】

學習結束後，同學需繳交一篇一萬字的學期報告，就一個自行選定的談判議題，進行分析研究。
上課出席佔學期成績20％。

學期報告佔70％。

【課程安排】

2/26/2008
課程安排

談判總論

Readings:

Zartman, I. W. (1976). The 50% Solution. New Haven: Yale. “Introduction”
3/4, 3/11

談判的結構分析

什麼是談判的議題結構？什麼是成員結構？什麼又是實質結構？這些談判的結構，如何環環相扣？
Readings: 
Rubin, Jeffrey Z. and Brown, Bert R. (1975) The Social Psychology of Bargaining and Negotiation. New York: Academic Press. Chap. 4,5,6
Bacharach, Samuel B. and Lawler, Edward J. (1984) Bargaining: Power, Tactics, and Outcome. San Francisco: Jossey-Bass. Chap. 6 (particularly the discussion of issue structure)

Lewicki, Roy, Saunders, David M. and Minton, John W. (1999)  Negotiation. Boston: McGraw-Hill. Chap. 8

Fassina, Neil E. (2004) “Constraining a Principal’s Choice: Outcome versus Behavior Contingent Agency Contracts in Representative Negotiation.” Negotiation Journal, 20:3, 435-459.

3/18

談判的權力分析

什麼是談判的權力？權力該怎麼找？又該怎麼擴大？以小搏大的時候，談判權力該怎麼計算？

Readings:

Bacharach and Lawler, Bargaining. Chap 2.

Habeeb, William M. (1988) Power and Tactics in International Negotiation: How Weak Nations Bargain with Strong Nations. Baltimore, MD.: Johns Hopkins University Press. Chap. 1

Lewicki, Saunders and Minton. Negotiation. Boston: McGraw-Hill. Chap. 6

3/25, 4/8
談判的戰略分析

什麼是談判的戰略？博奕理論能幫助我們設計出什麼樣的戰略？

Readings
Lewicki, Saunders, and Minton. Negotiation. Boston: McGraw-Hill. Chap. 2

Schelling, Thomas C. (1980) The Strategy of Conflict. Harvard University Press.. Chap 5

Brams, Steven. (1990) Negotiation Games. New York: Routledge. Chap 4.

Zagare, Frank C. (1978) “A Game-Theoretic Analysis of the Vietnam Negotiations: Preferences and Strategies 1968-1973” In I. William Zartman, ed. The Negotiation Proces. Beverly Hills, CA.: Sage Publications. 111-132.
Starkey, B., Boyer, M. A and Wilkenfeld, J. (1999) Negotiating a Complex World. Lanham, MD.: Rowman & Littlefield. Chap.5.

4/15, 
談判的戰術分析

什麼是談判的戰術？戰略與戰術該如何結合？分配型談判整合型談判的戰可有不同？

Readings:
Wall, James A. Jr. (1985) Negotiation: Theory and Practice. Glenview, IL.: Scott, Foresman and Co. Chap. 4.  

Lewicki, Saunders, and Minton. Negotiation. Boston: McGraw-Hill. Chap. 3,4

O’Neill, Barry. (1991) “ Conflictual Moves in Bargaining: Warnings, Threats, Escalations, and Ultimatums.” In H. Peyton Yong, ed. Negotiation Analysis. Ann Arbor, MI.: University of Michigan Press. Chap. 5
4/22

談判的過程分析

談判過程分析的重點是什麼？讓步的過程與決策的過程，各有什麼偏重？
Reading

Pruitt, Dean. (1981) Negotiation Behavior. New York: Academic Press. Chap 3, 4, 5

Zartman. The Negotiation Process. Chap. 4

4/29

談判的心理分析

談判者的心理該如何解讀？心理分析的模型該如何建構？
Readings

Rubin and Brown. Social Psychology of Bargaining and Negotiation. Chap. 7, 8

Spector, Bertram I. (1978) “Negotiation as a Psychological Process.” In Zartman, ed. The Negotiation Process. Chap. 3.
Thompson, Leigh.(1998) The Mind and Heart of the Negotiator. Upper Saddle River, NJ.: Prentice Hall. Chap. 6 

5/6
談判的整合分析

什麼是談判的整合研究途徑？談判的三個階段該如何劃分？架構－細節研究途徑的運用又是如何？談判的前置階段又該如何整合進這個分析的架構？
Readings:

Zartman, I. William. (1982) The Practical Negotiator. Yale. Chap. 3, 4, 5

Zartman, I. William (1989) “Prenegotiation: Phases and Functions.” In Janice Gross Stein, ed. Getting to the Table. Baltimore, MD.: The Johns Hopkins University Press. Chap. 1
Tomlin, Brian W. (1989) “The Stages of Prenegotiation: The Decision to Negotiate.” In Janice Gross Stein, ed. Getting to the Table. Baltimore, MD.: The Johns Hopkins University Press. Chap. 2.

5/13, 

多邊談判

多邊談判的結構為何？談判的權力，在多邊談判的架構下，會有什麼變化？

Readings

Lewicki, Saunders, and Minton. Negotiation. Boston: McGraw-Hill. Chap. 9

Lax, David A. and Sebenius, James K. “Thinking Coalitionally: Party Arithmetic, Process Opportunism, and Strategic Sequencing.” In H. Peyton Yong, ed. Negotiation Analysis. Ann Arbor, MI.: University of Michigan Press. Chap. 8

Hampson, Fen Osler. (1995) Multilateral Negotiations: Lessons From Arms Control, Trade, and the Environment. Baltimore, MD.: The Johns Hopkins University. Chap.2
Sjostedt, Gunnar. (1999) “Leadership in Multilateral Negotiations: Crisis or Transition?” In Peter Berton, Hiroshi Kimura and I. William Zartman, eds. International Negotiation: Actors, Structure/Process, Values. New York: St. Martin’s Press. 223-256.
5/20, 5/27
國際談判的第一個面向：目的、結構與戰術

國際談判的目的可以如何區分？國際談判的結構如何？又有什麼特別的戰術？
Readings

Ikle, Fred C. (1964) How Nation Negotiate. New York: Happer & Row. Chap. 2, 3, 4, 5, 10 
Kremenyuk, Victor A. (1991) “The Emerging System of International Negotiation.” In Victor A. Kremenyuk, ed. International Negotiation: Analysis, Approaches, Issues. San Francisco: Jossey-Bass. 22-39.

Dupont, Chritophe, Faure, Guy-Olivier. (1991) “The Negotiation Process.” In Kremenyuk, ed. International Negotiation: Analysis, Approaches, Issues. 40-57.

Zartman, I. William. “The Structure of Negotiation.” 
In Kremenyuk, ed. International Negotiation: Analysis, Approaches, Issues. 65-77..

6/3
國際談判的第二個面向：雙層賽局

國內因素如何影響國際因素？為什麼說國際談判有雙層賽局？雙層賽局會對談判造成什麼影響？
Readings
Putnam, Robert D. (1988) “Diplomacy and Domestic Politics: The Logic of Two-Level Games.” International Organization 42, 427-460.

Moravcsik, Andrew. (1993) “Introduction: Integrating International and Domestic Theories of International Bargaining.” In Peter B. Evans, Harold K. Jacobson, and Robert D. Putnam, eds. Double-Edged Diplomacy: International Bargaining and Domestic Politics. Berkeley and Los Angeles: University of California Press. 3-42.

Evans, Peter B. (1993) “Building an Integrative Approach to International and Domestic Politics: Reflections and Projections. In Double-Edged Diplomacy: International Bargaining and Domestic Politics. 397-430.

Nicolaidis, Kalypso. (1999) “Minimizing Agency Costs in Two-Level Games.” In Robert H. Mnookin and Lawrence E. Susskind, eds. Negotiating On Behalf of Others. Thousand Oaks, CA.: Sage. 87-132.

6/10
國際談判的第三個面向：各國談判行為

國際談判時，不同國家的不同行為，常會影響到談判進程。這些行有什麼特殊之處？又該如何研究？

Readings:

Cohen, Raymond. (1997) Negotiating Across Cultures, revised edition. Washington, D.C.: United States Institute of Peace Press. Chap. 2, 3

Berton, Peter. (1999) “Japanese, Chinese, and Soviet/Russian Negotiators: An Analytic Framework.” In Berton, Kimura and Zartman, eds. International Negotiation. 91-132.
Wilhelm, Alfred D., Jr. The Chinese at the Negotiating Table. Washington, D.C.: National Defense University Press, 1994. Chap. 2, 3.

6/17
談判個案研究
Readings:

Dasgupta, Chandrashekhar. (1994) “The Climate Change Negotiations.” In Irving M. Mintzer and J. Amber Leonard, eds. Negotiating Climate Change: The Inside Story of the Rio Convention. Cambridge: Cambridge University Press. 129-148.

Eichenberg, Richard C. (1993) “Dual Track and Double Trouble: The Two-Level Politics of INF.” In In Double-Edged Diplomacy: International Bargaining and Domestic Politics. 45-76

Spector, Bertram I. (2003) “Deconstructing the Negotiations of Regime Dynamics.” In Bertram I. Spector and I. William Zartman, eds. Getting It Done: Postagreement Negotiation and International Regimes. Washington, D.C.: United States Institute of Peace Press. 51-88..

6/24

方法論的討論

經過一個學期的討論之後，我們將就幾個研究方法的問題作一深入思考。

Readings:

Matz, David. (2006) “How Much Do We Know About Real Negotiations? Problems in Constructing Case Studies.” In Peter Carnevale and Carsten K.W. De Dreu, ed. Mothods of Negotiation Research. Boston: Martinus Nijhoff Publishers. 23-38.
Druckman, Daniel. (2006) “Time-Series Designs and Analysis.” In Carnevale and De Dreu, Mothods of Negotiation Research. 61-78.

Huang, Xu and Van de Vliert, Evert (2006) “A Multilevel Approach to Investigating Cross-National Differences in Negotiation Processes.” Mothods of Negotiation Research. 135-148

Zartman, I. William. (2006) “Comparative Case Studies.” Mothods of Negotiation Research. 165-176.
