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To transform the world (or your organization or local community) you need to know how 
to get your priorities and ideas implemented. One of the critical capabilities you'll need 
involves understanding and creating coalitions and negotiating your agenda. Multiparty 
negotiations are complex but also offer the potential to create valuable outcomes for 
many stakeholders. This course teaches you how to identify potential allies (and spoilers) 
and reach out to them, create and negotiate a substantive agenda for change, manage 
large meetings and dialogue processes, and empower people to follow through and create 
mechanisms of accountability and follow-up. 
 
When are your negotiation skills critical? When you are trying to  

• Reach across government agencies instead of working in “silos” 
• Build civil society coalitions to support change 
• Organize a democratic transition 
• Obtain a safe outcome at a barricade incident or a hostile checkpoint 
• Achieve ceasefires 
• Develop nonpartisan solutions to political problems—for example, in a 

parliamentary body 
• Get peacekeepers, humanitarians, and host nationals to work toward common 

goals in a zone of conflict… 
 
…And many other situations in which you have lots of responsibility for outcomes, and 
very little authority over those whose cooperation you need for those outcomes. 
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Learning Objectives 
 
The course strengthens the negotiation capabilities of professionals who have to 
coordinate, persuade and collaborate with others over whom they may have little or no 
authority.  
 
You will learn  

• The key differences between two-party and multiparty negotiations 
• How deploy strategies of multiparty negotiation 
• How to manage and build coalitions 
• How to identify and analyze the moving parts of critical negotiations 
• How to take actions that positively affect the process and outcome of the 

negotiations 
 
 
Methods 
 
A combination of learning methods will be employed in this training. The analytical 
knowledge of multiparty negotiation is acquired in several ways, including instructor 
presentations and applied group work during the training. Skills sets are enhanced by 
actually practice and reflection on practice. The course is interactive: exercises and case 
studies are used to put learners into “role” in order to get closer to real life situations. 
Participants will use customized negotiation scenarios and simulations that allow us to 
challenge assumptions, push the boundaries of behaviors that need to be learned, and 
compare outcomes. 
 
 
Who Should Take the Training 
 
Mid to senior level managers and equivalent with significant negotiation responsibilities 
within their own organization and/or across organizations or across cultural lines; those 
with field work challenges including those interfacing with armed groups, constituents, 
stakeholders and other actors in violent conflicts; those with support responsibilities for 
high level negotiators; envoys and military/diplomatic/commercial personnel engaging in 
negotiations to reach accords or otherwise attain an outcome that cannot be attained 
unilaterally. Members of the diplomatic, development, humanitarian, intelligence and 
military communities, as well as individuals working in the private sector or across 
sectors will also benefit from this course. Participants should have a basic command of 
negotiation through fundamental training or professional experience.   
 
 
Resources 
 
The course is self-contained. Except for pre-reading brief exercises each evening, 
participants have no homework. All conceptual materials are introduced and reinforced 
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during training. Additional trainings from the Academy are highly complementary to this 
one, especially the course “Mediating Violent Conflicts.”  
 
 
 
 
 
 

COURSE SCHEDULE 
 
 
 

Day 1  
 

 
Patterns and Strategies of Negotiation: Games People Play 
 
What kind of negotiation is emerging or already in play? What are its attributes, 
advantages and disadvantages? How to change the process if needed? The learning goal 
here is awareness of the overall strategic situation as a first step toward developing skills 
for adapting to it, changing it and attaining goals.  
 
 
Introduction to Negotiation 
 
Negotiation Exercise and Debrief 
 
Lunch 
 
Presentation on Negotiation Patterns and Strategies 
 
Presentation on Negotiation Pieces and Elements 
 
 
 

Day 2 
 
 
Multiparty and Multistakeholder Negotiations 
  
What’s different about negotiations when you have more parties? The most important 
negotiation challenges involve more than two parties, and frequently address complex 
and contentious social, economic or political issues.  
 
 
Multiparty Exercise  
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Presentation on Coalition Building, Identifying Spoilers 
 
Lunch 
 
Presentation on Agenda Setting, Accountability, Follow-Up 
 
Multiparty Exercise 
 
 
 


