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Israel's 1993 Decision to Make Peace with the PLO or How Political Losers (this time) Became Winners

Maoz Rosenthal and Gideon Doron

Political losers' theory claims that political losers can move to a winning position if they turn the tables and change the situation completely. Our analysis shows that political losers can become winners by maintaining their favored option on the agenda. If the alternatives promoted by the political winners collapse and the losers have access to the winners’ agenda, then there can be a situation in which the losers' favored alternative might be adopted.  The 1993 Oslo Agreement between Israel and the Palestinian Liberation Organization (PLO) illustrates this. We show how a team of political losers facilitated an alternative that the political winner-- Israel's Prime Minister, Itzhak Rabin-- eventually had to adopt when his more favored options for negotiations became irrelevant. Thus, this narrative offers a complementary explanation to existing explanations of the Oslo Agreement, applies political losers' theory and provides further insight into the influence of domestic politics on international negotiations.
Negotiating with China in Power Asymmetry: The Case of Sino-British Negotiations on the Handover of Hong Kong
Gao Wanglai

This article describes the process of the Sino-British negotiations over Hong Kong that led to the signing of the Joint Declaration of 1984. It shows how the British, as the weaker party in the asymmetrical negotiations, retreated from their initial proposals and how they came to work within the parameters set by the Chinese side. This then helped them to gain concessions from the other side that were important to them in managing the interim period of their rule, while helping to safeguard the territory after its reversion to China. The article highlights the link between the communications, among the top leaders and the conduct of the negotiations, showing how skillfully the British identified the other side’s concerns and perspectives and how they were able to use the subtleties of language and pressure of time to their advantage. The British experience has important bearings on the literature of international negotiations.  
Perceptions and Strategies in the Negotiation Process: A Cross Cultural Examination of U.S. and Malaysia 
Mussie T. Tessema and Kathryn Ready
This study examines empirical findings of American (n=457) and Malaysian (n=347) college students regarding their perceptions and strategies utilized in the negotiation process. Several hypotheses comparing differences in cross-cultural negotiation styles, perceptions and strategies in negotiation are analyzed. The findings indicate that Malaysian students (from a collectivist culture) tend to have different negotiation perceptions, strategies and styles from those of their American counterparts (from an individualist culture). Specific differences are found in negotiation perceptions, risk taking, individual vs. group orientation, support of family culture, skill comfort level and gender differences. The importance of maintaining relationships with the other party during the negotiation was important in both groups, and both groups felt that they were effective negotiators. The findings extend previous research on cross-cultural negotiation styles with a discussion of specific process and strategy differences. Managerial implications of these findings and future research directions are also discussed.

The Women and Peace Hypothesis? The Effect of Opponent Negotiators' Gender on Evaluation of Compromise Solutions in the Israeli-Palestinian Conflict

Ifat Maoz
The “women and peace” hypothesis refers to the tendency of women to hold more peaceful and compromising attitudes than men. We hypothesized that common gender stereotypes that portray women as less aggressive and as more cooperative and considerate than men will cause a gendered evaluation effect, in which: (1) a compromise proposal offered by female opponents in peace negotiations will be valued more favorably, as more beneficial to ones' own side and as less beneficial to the opponents' side, in comparison to the same proposal when offered by male opponents; (2) female opponent negotiators offering the compromise proposal will be perceived as significantly higher in warmth and trustworthiness and as significantly lower in assertiveness than male opponent negotiators offering the same proposal. These effects were researched in the context of the protracted conflict between Israelis and Palestinians. An experimental study examined the effect on Jewish-Israeli evaluations of national identity (Israeli vs. Palestinian) and gender (female vs. male) of negotiators offering a compromise proposal aimed at resolving the conflict. The findings were consistent with the hypothesized gendered evaluation effect. 

Competitiveness, Gender and Ethics in Legal Negotiations: Some Empirical Evidence

Andreas Feidakis and Aspasia Tsaoussi
The role of gender in negotiation has been extensively explored and documented in a now rich body of literature. A main strand of empirical evidence suggests that women, largely due to their gender socialization, tend to be weaker negotiators relative to men and consequently, less effective in pursuing their economic, social or family interests in diverse bargaining settings. We present findings from a Greek setting that paint a different picture, in which gender does not have a strong impact on the negotiating process when the negotiating parties are members of a competitive profession. We selected three different groups (Greek attorneys-at-law, Greek business students and a control group comprised of young employees in public and private organizations) and distributed self-assessment questionnaires to test for negotiating style and gender-specific negotiation behavior. Our findings suggest that differences which may be attributed to gender are less pronounced for Greek legal practitioners. Stronger determinants of successful outcomes in negotiations are negotiators’ individual characteristics (competitive negotiating style, persuasion, social and emotional intelligence) and the conformity of Greek lawyers of both sexes to the competitive group norms of their profession. Therefore, the shared norms and values of professional culture play a critical role in how lawyers negotiate. We discuss these findings in the context of a larger social setting, especially by reference to the changing hierarchies and shifts in power in a legal profession increasingly populated by women.

