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Introduction to the
New Edition

The Cold War produced many anomalies in international wlairs.
Among the more notable, of course, was the superpower-
enforced bipolarity. in which ties between nations that may have
had o long history of relations were suddenly severed in the
elobal order of opposing alliinees. In this world of political and
military confrontation and ideological polarization. the United
states was cut of | for decades from diteet dealings with a range
of countrics, especially in Asia—China, North Koreu, Mongoti,
Notth Vietnam, Re-establishing contact after decades of hostility,
if ot war, was it uniguie, at tmes dramatic, and politically momen-
tous process. In the case of the United States and the People’s

Republic of China, renewing ties after more than twenty years of

confrontation was not only a major diplomatic event. but also o
strategic mancuver designed o counter a shared security chal-
lenge from the Soviet Union.

President Richard Nixon's surprise re-establishment of contact
with Chin in 1971 wus cauried out through secret diplomacy.
Nixon's national security adviser. Henry Kissinger, traveled 1o
Bediing unannounced in e summer of that vear to hegin a
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process of "normalizing” relations. Subsequent tips to wrmange
an agenda before Nixon's historie visit in Februarv 1972 were also
conducted in a shroud of secreey. Tn the history of diplomacy, this
initiative was unique in thal Kissinger stared out vinually tabinia
seed i dealing with o country and political system quite different
fromi the Western experience. China was seen as i mysterious
aned esoteric land on the other side of the world, both literally
and Hguratively, Bridging this gap—in distunce, politics, and
culture—hecame un exercise in exploring differences that were
all the more pronounced hecause of the decades of separation.

A scholar of Western political and diplematic history, Kissinger
found the Chinese in 1971 1o he, if net unique, then distinetive
in their negotiting belavior, In preparing for his first trip w
Beijing (which was done largely without the support of China
specialists in the government, out of concern for secrecy), he
expected the same kind of controntational Marxist-Leninist rhiet-
oric he had encountered in negotictions with the Soviets. Those
two nations were the leading Communist countrics, and the Chi-
nese presumbhy had learned a great deal about managing nego-
tiations from their colleagues in Moscow Dbetoere the beginning of
the Sino-soviet rift in 1960, Yet to his surprise, Kissinger discovered
that the Chinese employved quite a differem negotiating stvle,
dramatically personificd in the reception he received tfrom the
country’s senior political leaders such as Premier Zhou Enlad,
host ol top-level foreign ministry officiats. and—ultimately—
Communist Party Chairman Mao Zedong,

Kissinger's memaoirs are replete with almost awestruck recollec-
tions of the personal escorts. claborate tours, and lavish banguets
meticulously arranged by his Chinese hosts during his nine visits
between 1971 and 1976, And within that relatively brief periocl.
Kissinger found himself characterized as an “old friend” by his
new Chinese counterparts. This is noet to say that the U5,
nationad security adviser and, later, secretary of state was unable
to ussess the intentions of the Chinese behind the veneer of
such blandishments and official ~fricndship.” but Kissinger's
memeirs reveal not onhe how enticing he found Chinese diplo-
macy to be, hut alse how much he did nof know during those
first encounters about his hosts on the other side of the world—
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not only about their negotiating behavior, but more generally their
mores, their perceptions, and their conduct with foreigners.

Today, almost thirty years after Kissinger's first, sccret trip to
Beijing, China remains an esoteric society for most foreigners—
whether they are foreign ministry officials, members of trade dele-
gations, or business representatives. Although Kissinger's memoirs
provide engrossing descriptions of how the Chinese negotiate,
there have heen relatively few in-depth analytical studies of
Chinese negoriating behavior. It is in this context that the United
States Institute of Peace reprints here my 1995 RAND Corpora-
tion study in an attempt to fill that lacuna.

This volume was initially produced to assess the “unique” aspects
of Chinese negotiating behavior as perceived by the American
officials who encountered the Chinese in the 1970s—after decades
of political estrangement. The objective of the study was to bet-
ter prepare 1.8, negotiators for encounters with their unfamiliar
and “mysterious” yet reputedly skillful Chinese counterparts. The
fundamental assumption of the study was that the relatively iso-
lated Chinese had 4 distinctive negotiating style. The method-
ology of the analysis was based on the assumption that the
unique aspects of that style would be especially evident to an
observer from another culture. In the culwral difference would
li¢ the perception of the uniqueness of, and motivation behind,
this distinctive negotiating behavior.

As the following analysis details, the Chincse certainly do evince
distinctive negotiating characteristics. Among the more notice-
able factors that make a given country’s negotiating behavior
“distinctive” are physical ambiance, institutional environment,
culture (including language, customs, ways of thinking and per-
ceiving), and the personalities of individual negotiators. Each
nation possesses distinctive traits in its negotiating technicue—
for example, the preferred setting and moaod, the pressure tactics
andd manipulative strategies, the pace and the rhythms of the dis-
cussions. These characteristics are shaped by the country’s his-
tory, political institutions, and culture. Nevertheless, practically
every nation conducts negotiations according to commeon “rules”
and principles that stem from shared international norms and

xi
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the fundamental dynamics of a harguining situation. In the case
of the People’s Republic of China all these aspects of the nego-
tinting process—the distinctive and the not-so-distinctive—are
explored in this volume.

That said, T should emphasize thi ~distinetive™ is not synonyvmeus
with either “unique™ or “unfamiliar.” Cenain negotiating ploys are
universal in their wility: others. although given special cimphasis
by 1 certain country’s negotiators, beeome comfortably familiar,
Some negotiating techniques may be appezaling; others, sources of
discomfort. This study identifies a number of negotiating tactics
that Kissinger found ingruiating and retreshing in the carly phases
of his discussions with the Chinese. Yet he also camie to realize
that his gracious hosts were quite practiced in using the crucial
clements of tme and pressure during the Later phases of i nego-
tution to atlain an agreement that best semved their interests.

As this study acknowledges, Kissinger is certainly not ihe only
Western negolinlor 1o hive observed distinctive trails in negotia-
tions with the Chinese. Yot he had a unigue vantage point from
which he could compare the negotiating stvle of the Chinese
with that of many other nations’ negotiators he had encountered
over the vears. Kissinger obviously saw something in the Chinese
approach to negotiating that distinguished them from other for-
eign officials. T he was taken with their effort 1o establish honds
ot “friendship” with representatives of the opposing side, he was
equally impressed with another salient technique of the Chinese
negotiating style identilied in this study—the attempt early in
the negotiation to press for commitment to certitin fundamental
“principles” that both sides could agree upon, und then pro-
ceed to bargain on subsidiary issues within the contines of such
a mutuadly agreed upon “principled position.”

In @ concise comparison of Zhou Enlai with Soviet foreign min-
ister Andrei Gromyko, Kissinger makes clear the distinetion he
found between the Chingse and Soviet styles of negoriation,
going heyond the strong personalities of both imen to capture
institutional and cultural attributes of their negotiating behavior:

Zhini Enleds, possessipig the sense of cultiorad supoviorite of an anciont
civdlizertiog, soflened the vdoes of ideologioal hostiline by an insin-
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citing ease of inciner aud o seomiighe offortless skill o penctrete o
the becut of the miaiter. GronnRe, as the spokesimenn of . cowndiy that
Bared rwever precarlod except v rene ponver, lacked this confidence: be
toas hlfged o test s meltfe i every enconrder, I weds cdsy to dider-
esitniette hiny, His bulldozing persisteice wes o detibordte method of
opercation, nof e goige of bis stibifety, !

All Countries Negotiate in Distinctive Ways

With the end of the Cold War, muny countries long separated by
the superpower confrontation resumed contacts in etforts 1o re-
solve shared problems or develop political and trade refations.
Accordingly, many governments that had never negotiated
hetore (U.S.-Mongolia, Japan-Ronwania, Germany-Viernam) had
their first encounters across the negotiating table. Texday, negotiar-
ing with culurally and historically unfamiliar counterparts bis
hecome commonplace, as political and economic relations ex-
pand on a global scale and accelerate with cach new techno-
logical advance in the telecommunications revolution,

Moreover, with the end of international ideological and political
polarization. we live in a tme when diplonyatic approaches o
addressing international problems predominate over the military
assertions of power that were characteristic of the colonial cra
anel the Cold War, Not only has the number of countries partic-
ipating in the mternatonal negotiating arena increased dramat-
ically. but also the issues under discussion have become muoch
more diverse and complex. Tssues of “low polities™ taid and
trade, monetary Hows, emigration, eavironmental disputes) are
in many ways much more complicated technical dffairs involving
many more pliyers than the “high politics™ of security agreements
and arms control that were dominated by the major powers of
the Cold War's opposing camps.

Necessarily, this expansion of the international negotiating,
environment has created o denund o understand new and un-
familiar negotiating counterparts—to discover the patterns and
nuunces ol unfamiliar negotiating stvles. As Chas Freeman's
interpretive essay in part two of this new edition mukes clear,

L. Henry kissinger, White fHouse Years, Bostone Little, Brown, 1979, pp. 792-93.

xiil
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cuiture provides for continuity in the distinctive aspects of
country's negotiating hehavior, even as diplomats work to adupt
their negotiating agendas and stvles to a world that is sfowly
generuling certain universal political norms and negotiating
procedures, much as French diplomacy created universal diplo-
matic norms in the seventeenth and eighteenth centuries.

Given the need for understanding the negotiating behavior of
many new actors in the intermitional environment. it is surprising
that relatively few efforts have been made 10 give diplomats,
policynuikers, nongovernmental organizations, and the business
community concise “guides™ 1o the negotiating characteristics of
particular nations—what 1 expoct of foreign counterparts before,
durdng, and after the tormal negotiations on a particular issue
have heen conducted. After completng this study of Chinese
negotiating behavior in the mid-1980s, 1 urged the LS. Foreign
service Institure to undertake i series of in-depth comparative
assessments of national negotiating behavior, A result of this
effort was National Negotiating Styles, 1ans Binnendgk's 1987
collection of essays on six countries” distinctive negotiating styles.
Yet the effort was not sustained: nor did it realize s full analvtical
potential, in part for lack of o comparative framewaork of anulysis.

Project on Cross-Cultural Negotiation
Analysis and Training

The congressional mandate of the United States Instinute of Peace
is to strengthen the naton's capaciiy 1o resolve international
conflicts by political means. iy partial fulfillment of that com-
mitment, the Institute has established the Cross-Cultural Nego-
tiation (CCN) project—a major, ongoing program of reseurch.
publication, and truining U assesses ihrough comparative analy-
ses the ways different governments manage the negotizting pro-
cess. The project is based on the development of @ comparative
analvtical framework for examining ditterent national negotiat-
g styles, and it proceeds on the assumption tat culture and
institutional differences signiticanty shape negotiating hehavior,
The objective of the project is o penctrate the veil of mvstery
—or at least of unfamitiarin—sumounding different caliures and
to remove the uncertainty that can confound American—or
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other foreign—diplomats and non-governmentul negotiators
when dealing with unfamiliar countries and counterparts, thus
clearing the way for more productive negotialing encouniers.

Chinese Negotiating Bebavior: Puarsuing Tnterests Throngh "Old
Friends™ is thus one of 4 series ol country studies sponsored
by the Institute. I joins Jerrold Schecter's Kussian Nepotialing
Bebavior: Comtiinity and Transition and forthcoming studies
by Scott Snvder, Michael Bluker, and Richard smyser of North
Korean, Japancesc, and German negotiating behavior, respectively.
Underlving these country-oriented assessments are two interpre-
tive works published by the Institute that are designed o sys-
tematically explore the proposition that culture plays a signifi-
cant role in shaping negotiating hehavior—Raymond Cohen's
Newotiating Acrvoss Cultures: Intericational Compittiication in
an hrterdependent World, and Kevin Avrach's Crdture aineed Con-
Hlict Resolution,

In addition, the CON project and the body of rescarch that is
emerging front it are designed not just to establish an analytical
framework and comparative database, but also to provide the ma-
terial for truining practitioners. enhancing their cross-cultural
negotiating skifls, and helping them formulate more offective pro-
cedures and strutegies for managing specific negotiations.

Background of the Chinese Case Study

I warl 10 express appreciation o the RANIDY Corponation for the
rights 1o reprint as part of the Institute’s series on national nego-
tiating styles the public version of this study, published Ty RANID
in 1995 under the title Chinese Political Negoticting Beheavior,
10671984

The RAND study originated as o classified analysis of Chinese
negotiating behuavior commissioned by the LS. governiment in
1083, when | wus on the staff of the RAND Corporation. [ weas
the study's principal investigator because of my tumiliarity with
the negotiating record—having been a member of LHenry Kissin-
ger's China team at the National Security Council during the
early years of U.S, eflorts w normualize relations with the People’s
Republic, Because the analysis drew heavily on the official.
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chassilfed negotiaring record, distribution of the study was orig-
inally restricted to government officials. although RAND pub-
lished an unclassiticd summary of the findings in 1983,

In 1994, the few Angeles Times liled o Freedom ol Information At
suit that fed 1o a federal count decision ordering declassification
of most of the 1985 study. In 1995, RAND decided o publish
the declassificd portions of the original study, in the words of
RAND senior vice president Michael [ Rich's preface to that
cdition, because of the analytical and historical valee of the
wotk, and hecause of the continuing interest to the United States
of nunaging effectively o relutionship with a major country that
is likely to e of even greater significance in world atairs in the
coming century.”

With the passuge of more than a decade since the study was
completed, it is fair to ask whether the anabvtical findings from
the original study have bhecome dated. In order o assess the
degree of continuiry or change in Chinese negoetating hehavior,
we asked Ambassador Chas Freeman. a cireer Foreign Service
officer swith more than three decades of experience in dealing
with the Chinese, to evaluate the svayvs inw hich Chinese nego-
tating behavior has, and has not, changed sinee the original
study was conducted. As Ambassador Freeman notes in his essay
included in this edition. while the People’s Republic hus under-
gone tremendous political. economic. and social changes in the
post-Mao era. one facet of contemporary Chinese behavior in
the international realm that reniins remarkably durable is their
negotiating edhmique. “Filteen years daier Dick Solomon first
published his analvsis as a clussified document, his conclusions
have lost none of their force wnd wrility. - .. With respect o the
fundumentals of the Chinese negotiating practices he describes,”
Ambassador Freeman concludes, vit scems fair 1o say: fifis ga
change. plis cost b micnie chose.”

The analyvsis in the pages that follow claborates on the sources,
clements, and nuances ol that negotiating style.



PART ONE






This study of Chinese political negotiating behavior assesses
patterns and practices in the ways officials of the Peaples
Republic of China (PRC) managed high-level political negotia-
tions with twe United States during the “normalization” phase of
relations hetween the two countries. 1t is designed to provide
guidance for senior American officiuls prior to their first negoti-
ating encounters with PRC counterparts and to establish control
over the documientary record of TL8.-PRC political exchanges
between 1967 and 1984,

This assessment 15 based on analysis of the official negotiting
record of 1.5 -PRC exchanges during this period (the memo-
randa of conversation—"memcons"—and reporting cables that
document formal exchanges), imerviews with more than thiny
11.5. ofticials who have conducted political negotiations with
the Chinese, and such additional materials as the memaoirs of
former senior U8, government officiuls, Chinese press state-
ments, and official PRC documentation.

The basic finding of this study is that Chinese officials conduct
negotiations in a distinctive. but not unique. manner consisting
of a highly organized and meticuiously managed progression of
well-defined stages. 1t is un approuch influenced by both Western
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diplomatic practice and the Marxist-Leninist tradition acquired
trom the Soviet Union and through clealings with the internationzl
communist movement. Tts fundamental style and most distinetive
queditics, however, are based on Chinadt's own cultural tradition
and political practices.

The most distinctive characteristic of Chinese negotiauing beluv-
for is the effort to develop and manipulate strong interper-

sonal relationships with foreign oflficials—u patern termed here
“the games of granyd,” or relationship games. This approuach o
politics is shaped by China’s Confucian political traditon. The
Chinese distrust impersonal or legalistic negotiations. Thus, in
managing 4 negotiation they attempt o identily a svmpathetic
counterpart official in a forcign government and work to cult-
vitte o personadl relationship, o sense of “fricndship™ Fyon-14) and
obligation: they then atempt o nanipulate Teclings of good
will. obligation. guilt. or dependence o achieve their negotimting
objectives. The frequently used werm “triendship™ implics to the
Chinese i strong sense of obligation tor the “old friend ™ 1o pro-
vide support and assistance to Ching.

The Negotiating Process

Americun officials have characterized negotinlions with the PRC
as a lincar process of sequential and relatively discrete stages
which unfold as the two sides explore issues of common con-
cern. This process is illustrated in the table on page 3.

Opening Moves

PRC officials make a determined cffort ar the outset of a negoti-
aton 1o establish a sympathetic coumerpart official s an inter-
locutor, 1o cultivate 2 persoral relationship (ricodshipy with him;
they press for the acceprance of their principles as the hasis of
the relationship. They also seek 1o structure o negotiating agenca
fivorable to their objectives.

The Chinese view a political negortiation as reconciling the
principles and objectives of the two sides and testing the other
governinent’s commitment to a relationship with the PRC, They
do nof see it as a highly technical process of haggling over
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The Linear Process of PRC Political Negotiations

(1Y —- (2) =~ (3) —- () — -
Opening Period of End Implemen-
Moves Assessment Ganie tation
e [suiblish a ® rnw out o Conclude an ® Press for
relationship interlocutor agrecnent, or adherence
with @
. . s Apply ® Roeserve ® Make
friendly ’ - -
: pressures position, or achdirion;]
counterpart
Sficial . demands
o = Tst in- = Abaort the

. . tentions, nesolzilion
« Istablish o o

favoruble
agenda

Pativnee

* CUn comimil-
ment 10 PRC
“pringiples”

details, in which the two sides initially tuble maximum posi-
tions und then move to a point of convergence through incre-
mental compromises.

To estublish a framework for a relationship, PRC officils will press
their counterparts ul the outset ol a negotiation Lo deeept certain
general “principles” Gsuch s those embaodiced in the Shanghai
Communiqué of 1972). such politcal ground rules are then used
10 constrain the interlocutor's burgaining exibility as the nego-
tiation proceeds and w test the sincerity of his desire to develop
and sustain a relationship with China. Experienice shows. how-
ever, that when a PRC negotiator wams to reach an accord. he can
set aside the empluisis on principles and reach a concrete agrec-
ment that may appear to luve litle relationship to the princi-
Ples that were seemingly essential carly in the negotiation.

Period of Assessmenr

Chinese officials are skilled in protacting a negotiation 10 explore
the limits of their adversary's views, flexibility. and patience. They
will resist exposing their own position until their counterparts’
stand 1s tully known and their endurance has been well tested.

:f T~
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Facilitating maneuvers. The Chinese try 1o conduct negotia-
tions on their own territory, as this gives them maximum control
over the ambience of official exchanges. They seck to establish
a positive mood through meticulous orchestration of hospitality
feuisine. sightseeing. cte ). media play. banquet toasts, und pro-
tocol. They may attempt to minimize confrontation or differences
of view through subtle and indirect presentation of their posi-
tions. They may communicate difficult messages through trusted
intermediaries. And when they seek 1o avoid the breakdown of
(L negotiation, they may resort to stulling tactics or reach o puartial
agreement while reserving their own position on important issues
on which they do not wish 1o compromise.

Pressure tactics. PRC officials will resort to a variety of tuctics
tor put an interlocuror on the defensive and make him feel he
has minimal control over the negotiating process. They are skilled
at naking a foreign counterpart appear o be the supplicant or
demanderr in the relatdonship. They play political adversaries
against each other and ney aleernate hard and accommoditing
maoods by shifiing fron “bad guy™ 1o “good guy™ officiuls. They
may urge a foreign negotiator to accommodate to their position
using the argument that it he does not. his “friends” in the PRC
leadership will be weakened by failure 1o reach agreement. And
they tend to put pressure on a sympathetic counterpart nego-
tinor on the assumption that a “friend” will make a special eftort
to repair problems in the relationship.

The Chinese often present themselves as the injured pany, seek-
ing 1o shame an interlocutor with reciation of faults en the pant
of his government or his failure 10 live up 1o past agreements
or 1o the “spirit” of mutaally accepted principles. They are nwetic-
ulous record-keepers und will hold o negotiator responsible for
his past words and the commitments of his predecessors. They are
skilledd ot using the press to create public pressures on a {oreign
negotiating teant. And they may seek 10 trap a negotiator against
atime deadline (se that he must make decisions under pressure).

The essential guality of Chinese pressure 1actics is 10 make the
torcign negotiator, with whom they have gone to some kengths
oy develop a personul, or “friendlyv.” association, feel that his
positive relationship with China is in jeopardy, that he has not



SUMMARY

done enough e warrant being consicdered an -old friend,” and
that he must do more for the relationship to justify Chinese
support and good will. It is this tension of the relationship
game that gives dealings with ihe Chinese much of their disting-
tive quality.

End Game

When PRC officials believe that they have tested the limits of
their negotiating counterpirts” position and that o formal under-
standing serves their interests, they can move rapidly o conclude
an ggreement.

Thev may let a negotiction appear to deadlock 1o test their in-
terfocutor’s paticnee and fimness, then have o senior leader
intervene to cut the knot of the apparent deadlock. Agreements
are usually reached at the very last moment of a negotiating
encounter—or even just after a deadline has passed. Once Chi-
nese leaders have deciced tor reach an agreement, their negotia-
tors can be quite flexible in working out concrete arrangements.

Implementation

Chinese officials assess the manner in which a counterpart gov-
ernment implements an agreement as a sign ol how seriously
or sincerely that government views its relationship with the PRC.
They press for strict implementation of @l understandings and
they are quick to find fault.

At the same time, Chinese officials sometimies give the impres-
sion that agreements are never quite final. They will seek mod-
ifications of understandings when it serves their purposes: and
the conclusion of an agreement is the occasion for pressing the
counterpart government for new concessions, If they are unable
to fully implement an agreement themselves, however, they will
ask the counterpart to "understand”™ their ditficulties on the basis
of fricndship, or they will make excuses that put the burden of
responsibility on the other party,

Discussion

Reflecting the workings of the reltionship game, American
negotiators describe their dealings with the Chinese as at once
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clating and frustzting. PRC officials can establish o positive
mood when they want 1o build @ constructive relationship: and
they impress their (RS0 counterparts as personadly atractive,
highly competent individuals with whom it is casy (o deal at a
hunan level. On the other hand, Chinese officials—who con-
sicler themselves the representnives of @ once and tuture great
power—can adopt a self-righteous and lecturing air, presuming
the right to criticize their “friends™ twhile being highly defen-
stve of their own positions) and requiring that negoiiations be
conducted on their own terms.

The experience of countries that huve established highly inger-
dependent relations with the PRC huas demonstrated that the
Chinese can be highly demanding and manipulative ol those
on whom they have established o dependent relationship Gas
wis the case with the elder brother”™ soviet Union in the 1930s),
or self-righteously assertive in dealing with those who have estab-
lishedd @ subordinate relationshipr with them Gas svas the case with
Albania in the 19005,

Guidelines for Dealing with PRC Counterparts

This analvsis suggests the following “lessons learned” that U,
officials should keepy in mind if they siee 10 he more effective in
dealing with PRC counterparts:

Know the substantive issues cold. Chinese officials are metic-
ulous in preparing for negotiating sessions, and their staffs are
very effective in bricfing them on technical fssues. They will use
any indication ol sloppy prepacition against an interlocutor.

Master the past negotiating record. PRC otficials have tull
control over the prior negotiating record. and they do not hesi-
Lle To use it 1o pressure a counterpyit.

Know your own bottom line. A clewr sense of the objectives
of i negotiaion will enable a 1S, official to avoid being wapped
n commimments 1o generdd principles and to resist Chinese
clforts to drag oun o negotiation. Incremental compromises sug-
gest to the Chinese that their inedocutor's final position has
not vet heen reached.



SUMMARY

Present your position in a broad framework. The Chinese
seem Lo find it easier to compromisce on specilic issues if they
have a sense of the broader purposes of their interlocutor in
developing a refutionship with the PRC. They distrust quick
deals, and they appreciate presentations thal suggest serious-
ness of purpose and an interest in maintaining a long-term rela-
tionship with China.

Be patient. Do not expect quick or easy agreement. A Chinese
negotiator will have trouble convincing his superiors that he
hats fully tested the limies of his counterpart’s position if he has
not protracied the discussions. Assume you will e sulyected
to unexplained delavs and varicus forms of pressure to test
your resclve.

Avoid time deadlines. Resist negotiuing in circumstances
where you must have agreement by o certain date. The Chinese
will assume that your urgency 1o conclude a deal can he plaved
o their advantage.

Minimize media pressures. PRC negotiators use public expec-
Lations about 1 negotiation o pressure their interlocutors, Con-
ficlential handling of negotiating exchanges, the disciplining of
leaks. and the minimizing of press exposure are taken by the
Chinese as signs of seriousness of purpose. Negotiation via the
press will evoke o sharp Chinese responsce,

Understand the PRC political context and the style of yvour
Chinese interlocutor. Despite the ditficultics of assessing the
domestic PRC political scene, an evaluation ol internal Fuwctional
pressures and the style of your counterparts will help in under-
standing Chinese objectives and the linits of their negotiating
Nexibility, as well as in reading the signals or loaded language
of a very different culture and political sysicm.

Understand the Chinese meaning of friendshipy. Know that
the Chinese expect a lot of their “riends.” Resist the tlattery of
being an old friend” or the sentimentality that Chinese hospi-
tity readily evokes. Do not promise more than you can dejiver.
but expect that vou will be pressured to honor past comumit-
ments. Resist Chinese efforts 1o shame or play on guilt feelings
tor presumed errors or shorteomings,

4o
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Develop a strategic orientation to dealing with the Chinese.
The blandishments of the friendship game and Chinese pres-
sure tactics are most cffectively defended against by developing
(L strategic orentation suited to American negotiating practices
and objectives. An attitude of restrained openness and interest
in identifving and working to attain comumon objectives is the
hest protection against Chinese efforts to muneuver the foreign
negotiator into the position of demandenr or supplicant.

Parry Chinese pressure tactics in order to maintain con-
trol over the negotiating process. Chinese negotiating tactics
are readily understandable and. in some measure, even predict-
able. Therefore, US. negotiators should develop countertactics
it will parry PRC maneuvers and will demonstrate compe-
tence and control over the negotiating process. Tactical manip-
vlations applied in excess or for their own suke, however, are
likely 10 erode contidence and undermine the credibility of a
negoliation.
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