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NEGOTIATION AND INTERNATIONAL POLITICS

INTRODUCTION
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Negotiation

THE INTERNATIONAL SYSTEM

anarchic system

social trap 
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Collective action
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ideal point

reservation point. 

zone of possible agreement (ZOPA)
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prisoner’s dilemma

Figure 1.1 A negotiation continuum and the zone of possible agreement.

Table 1.1 The Negotiator’s/Prisoner’s Dilemma

 Player 2
 Concessions Hardline
 (Cooperate) (Defect)

 Concessions 
P1: 1 P2: 1 P1: –2 P2: 2 (Cooperate)

 Player 1
 Hardline 

P1: 2 P2: –2 P1: –1 P2: –1 (Defect)
Values Gained in the Negotiator’s (Prisoner’s) Dilemma
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REALIST AND LIBERAL THEORIES

realism

liberalism


