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Abstract

In contemporary international relations, the success of political
negotiations depends directly on the quality of the concept
developed during the pre-negotiation phase. This article aims to
explore the theoretical methodology and practical mechanisms for
formulating a negotiation concept within the framework of
international conflict resolution. The study employs qualitative
analysis, a systems approach, and comparative political analysis.
The article scientifically substantiates a three-stage model for
creating an interstate negotiation concept: diagnosing the latent
interests of the parties, information-psychological mapping, and
institutionalizing BATNA, ZOPA, and '"red lines." The practical
viability of the proposed theoretical model is demonstrated
through an in-depth case study of the 2024 multilateral mediation
negotiations on the Gaza Strip (Paris and Doha formats). The
research findings indicate that in polarized and asymmetric
conflicts, the preparatory concept must possess a highly flexible
architecture that accounts for the domestic political constraints of
the negotiating states (based on the Two-Level Games theory). This
study serves as a crucial scientific and practical guide for
international relations specialists, foreign policy analysts, and
practicing diplomats in designing strategic negotiations.
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Introduction

In the practice of international relations and diplomacy, political negotiations serve
as the most universal institutional tool for conflict management, ensuring stability
within the international system, and developing mutually beneficial strategic
partnerships.[ 1] Contemporary geopolitical transformations, increasing polarization
in interstate relations, and complex integration and disintegration processes on the
international stage are sharply increasing the demand for the quality of political
negotiations, their profound analytical support, and their organizational
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mechanisms. Historical and modern international practice demonstrate that the

ultimate success or crisis of negotiations often depends not on direct communication

and tactical maneuvers at the bargaining table, but rather on the systematic and
profound analytical preparation process conducted beforehand.[2] In particular,
formulating a negotiation concept accurately—while taking all geopolitical and
geoeconomic factors into account—serves as the foundational basis of this process.
This concept must clearly define the parties' genuine interests, available resources
that can be mobilized, the Best Alternative to a Negotiated Agreement (BATNA),
and the security "red lines" from which no retreat is possible under any
circumstances. Nevertheless, while existing scientific literature on political
negotiation and international relations theory devotes extensive space to negotiation
tactics, crisis management, and the legal analysis of final international agreements,
the comprehensive methodology for developing a negotiation concept specifically
during the "pre-negotiation" phase has not been sufficiently systematized to date.[3]
In most cases, the formation of a negotiation concept continues to be perceived
either as the purely empirical experience of state bureaucracy or as the individual
intuition and skill of exceptionally gifted diplomats. Its unified scientific-theoretical
model, applicable by all mediators and states, has not been fully or comprehensively
elucidated. It is no secret that this situation contributes to the prolongation of
international conflicts and diplomatic crises, which, in turn, renders the conduct of
in-depth research on preparing for political negotiations based on a rigorous
scientific approach an urgent academic problem. The primary objective of this
research article is to provide a critical scientific analysis of the fundamental stages
and structural elements of forming a negotiation concept within the framework of
preparing for international political negotiations, and to develop a comprehensive
integrated model that can be directly applied in practical diplomacy. To achieve this
objective, the informational-analytical, strategic, and psychological aspects of the
preparatory stage are studied through a comparative approach in their mutual
interconnectedness.

Literature Review

Scientific research in the field of international political negotiation analysis and
practical diplomacy is inherently multidisciplinary, primarily evolving at the
intersection of political science, private and public international law, conflict
resolution, and political psychology. Observing the historical evolution of
negotiation theory, it is evident that the attention of classical scholars and
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philosophers was initially focused on the active phase of the process—namely,

direct communication at the negotiation table, the art of oratory, and bargaining

tactics. However, as a result of the increasing complexity of the international system,
in subsequent decades, prominent researchers began to shift their primary focus
toward the "pre-negotiation" phase and meticulous preparation strategies. Within
the framework of the conceptual foundations of negotiation preparation, the
fundamental works produced by representatives of the "Harvard Negotiation
Project" hold a special place in international diplomacy theory. In particular, the
theory of "Principled Negotiation," introduced into practice and advanced
academically by R. Fisher, W. Ury, and B. Patton, strictly asserts that during the
preparation period, focus must be directed not toward the visible subjective positions
of the parties, but rather toward their deeply rooted and objectively existing
underlying interests.[4] These scholars identify the discovery and comprehensive
analysis of the "Best Alternative to a Negotiated Agreement" (BATNA) as the most
critical aspect of the preparation phase. According to their findings, BATNA should
serve as the primary pillar and protective shield of the negotiation concept.
Simultaneously, D. Lax and J. Sebenius, in their "3-D Negotiation" approach
adapted for modern diplomacy, take a broader view of the process. They emphasize
that the true success of negotiations depends less on active tactics at the table and
more on the institutional design and strategic planning carried out away from the
table, behind the scenes—in other words, it is inextricably linked to a correctly and
flawlessly formulated preparation concept.[5]

In the context of political and diplomatic negotiations, [. W. Zartman is recognized
as one of the scholars who introduced the concept of "pre-negotiation" into academic
circulation as an independent scientific category and explored its international legal
and political dimensions. According to Zartman’s conclusions, pre-negotiation is
not merely a preparatory time interval prior to dialogue. On the contrary, it is a
critical functional process where the core paradigms and parameters of the future
agreement are established, the Zone of Possible Agreement (ZOPA) is defined, and
initial conclusions are drawn regarding whether the parties are fit for negotiation.[6]
In harmony with this, H. Saunders, a representative of the psychological conflict
management school, notes that in resolving international disputes and historical
bloody conflicts, the preparation phase performs a unique socio-psychological
function. He argues that the process of concept formation is a means of changing
the parties' perceptions of the existing problem and creating an environment of trust
(trust building) for future constructive dialogue.[7] Approaching from the
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perspective of international relations and real diplomacy (Realpolitik), the works of

renowned scholars and prominent practitioners such as G. Berridge and H. Kissinger

reflect approaches to interstate negotiation preparation that are primarily
informational-analytical, intelligence-based, and developed from the standpoint of
national state security. These scholars evaluate the inclusion of a nation's historical
memory, strategic geopolitical interests, and the establishment of rigid, non-
negotiable "red lines" within the negotiation concept as the highest objective and the
sole guarantee for the protection of state interests.[8] Thus, the significance of the
pre-negotiation phase in international negotiation theory is widely acknowledged
across numerous fundamental and practical works. However, an analysis of existing
international and domestic scientific literature and monographs reveals that most
studies either limit themselves to providing abstract theoretical recommendations or
do not go beyond describing a narrow diplomatic case from the past. Specifically, a
unified, systematic, step-by-step methodology and a comprehensive model (i.e., a
synthesis of intelligence-gathering, strategic planning, and psychological-cognitive
preparation) for forming a negotiation concept for complex modern international
political negotiations have not been sufficiently or perfectly developed. This
research is highly significant as it is aimed at filling this scientific and practical gap
and creating a manual for modern diplomats.

Research Methodology

This study focuses on the analytical investigation of international political
negotiation mechanisms and the processes of diplomatic practice. According to its
academic design, it is based entirely on a qualitative analysis approach. By nature,
political negotiations are highly complex socio-political phenomena where human
factors, the cognitive processes of leaders, the strategic thinking of diplomats, and
constantly changing, uncertain contextual conditions carry more weight than raw
data. Therefore, measuring an intellectual and delicate process such as the formation
of a negotiation concept through purely quantitative methods (statistical,
mathematical modeling, or computer-based) cannot fully reveal its true and hidden
essence. The qualitative analysis design allows for a profound understanding of the
hidden motives behind "behind-the-scenes" diplomatic maneuvers, the core interests
of participating parties, and the actual effectiveness of measures implemented
during the preparation stage.
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To fully achieve the research objectives and establish a conceptual and practical

framework for the pre-negotiation phase, the following scientific methods were

applied in a comprehensive and harmonious manner:

Systems Approach: This conceptual method served to view international
negotiation preparation not as a collection of scattered and random diplomatic
actions, but as a single, holistic system consisting of interconnected elements
(information gathering, critical situation analysis, hierarchical goal setting, proper
resource allocation, and psychological profiling of the opposing party). Through the
systems approach, the three-stage architecture for creating the negotiation concept
advanced in this article was developed in a meticulous and logical sequence.

Comparative Political Analysis: This was employed to compare various
conceptual approaches that have existed in negotiation theory for many years
(specifically, the traditional state-centric school of diplomacy focused solely on
national interests versus the Harvard University "Principled Negotiation" school).
This method helped identify which preparation strategies are currently more
effective for states and mediators in the volatile international environment.

Case Study Method: To bridge scientific conclusions with practice and verify the
practical mechanism of the proposed theoretical model, the case study method was
utilized as a central tool. As R. Yin scientifically established, the case study is the
most reliable and effective method when seeking clear answers to profound "how"
and "why" questions in social research, particularly when studying objective and
real-world contemporary realities that the researcher cannot directly control.[10] In
this regard, the mediation negotiations and preparatory processes surrounding the
Gaza Strip—one of the most complex modern international political crises—were
selected and studied as an empirical source.

Data Collection and Verification Methods: Empirical and theoretical data were
gathered from various open, authorized, direct, and indirect sources. Primary
sources included declassified diplomatic protocols, official and press statements
from heads of state and mediators, as well as the memoirs of high-ranking diplomats
who participated in recent negotiations. Secondary sources included peer-reviewed
scientific articles from prestigious international journals, monographs from
international think tanks, and expert conclusions. To avoid subjective conclusions
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and ensure accuracy, all information was strictly verified through triangulation—the

cross-referencing of diverse sources to ensure scientific reliability.[11]

Research Results and Theoretical Framework: The results of the systematic and
complex analysis of international political and diplomatic processes clearly
demonstrate that the formation of an interstate negotiation concept can never be a
one-dimensional or linear process. In political reality, it is a multi-layered strategic
architecture. Based on the comparative analysis and synthesis of literature, a model
for creating a stable negotiation concept consisting of the following three
fundamental elements was identified and scientifically substantiated:

Diagnostics of Goals and Interests: The weakest and most fragile point of a
negotiation concept is often that parties fall into the "trap" of their own high-
sounding, rigid positions and fail to distinguish their true interests. A political
position is a maximalist demand publicly announced by a state. An interest,
however, is the underlying vital need (e.g., ensuring state security, economic
stability, or maintaining international prestige).[12] Therefore, the first step involves
a cold-blooded identification of the hidden interests of both the opposing side and
one's own delegation. To fully grasp this, it is necessary to rely on R. Putnam’s
"Two-Level Games" theory. According to this, a negotiator simultaneously plays on
two tables: Level 1 (international partners/rivals) and Level 2 (domestic political
audience, opposition, and voters).[ 13] Any effective concept must include a formula
that balances both levels.

Information-Psychological Mapping: Information superiority ensures nearly half
of the success in negotiations. The second element of the model is the creation of a
detailed psychological map of decision-makers. As expert M. Watkins emphasizes,
one must move beyond "playing the game" to "shaping the game."[14] This requires
analyzing the opponent's historical experience (victory/defeat complexes), previous
treaty behavior, and the personal cognitive traits, emotional triggers, and cultural
backgrounds of key decision-makers. This section should utilize both traditional
intelligence and OSINT (Open Source Intelligence) to present the "big picture."

Defining the Boundaries: Red Lines, BATNA, and ZOPA. The final decisive
element of the concept involves establishing the following three logical-
mathematical criteria: Red Lines- rigid boundaries related to sovereignty and
national security that cannot be crossed regardless of pressure. These must be clearly
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codified for the delegation to avoid ambiguity. BATNA (Best Alternative to a
Negotiated Agreement)- As H. Raiffa established, a strong BATNA provides the
negotiator with the "power" to walk away from the table rather than accept harmful
terms.[15] Whether it involves economic sanctions or turning to other allies, a well-
realized BATNA eases emotional and diplomatic pressure. ZOPA (Zone of Possible
Agreement)- This is the potential compromise zone that exists between the objective
red lines of both parties. Analysts model various scenarios within this zone to
determine which "packages" of mutual concessions can be exchanged. If no ZOPA
1s found, the concept suggests delaying negotiations rather than initiating them.

Practical Case Study Analysis: The Architecture of the 2024 Gaza Strip
Negotiations to empirically demonstrate how the theoretical framework of
negotiation preparation advanced above is dramatically shaped and implemented in
modern international conflict resolution, one can deeply analyze the 2024
international ceasefire and hostage exchange negotiations between Israel and
Hamas, mediated by the United States, Qatar, and Egypt. In this bloody and
inherently asymmetric conflict, where the participants do not formally recognize
each other and refuse direct dialogue, the immense task of "pre-negotiation" and
creating a negotiation concept from scratch fell entirely upon the third-party
international mediators. The greatest analytical obstacle for mediators in this
preparation process was the vast chasm between the participants' high-sounding
public "positions" and their concealed "interests." On the diplomatic stage, Israel’s
officially declared position was the total military, financial, and political destruction
of Hamas and the unconditional return of all hostages; meanwhile, Hamas’s declared
position was an immediate and permanent end to the war, the unconditional
withdrawal of the Israel Defense Forces (IDF) from the Gaza Strip, and the
immediate release of thousands of Palestinian prisoners. Both positions were
irreconcilable. However, highly skilled mediation groups—specifically led by CIA
Director William Burns and Qatari Prime Minister Sheikh Mohammed bin
Abdulrahman Al Thani—did not merely listen to demands but systematically
conducted a "diagnostics of interests." Analysis revealed that the Israeli leadership’s
underlying interest was to mitigate a growing domestic political crisis and prevent
the collapse of the radical right-wing coalition by returning hostages. Conversely,
the underlying interest of the Hamas leadership was to ensure the physical survival
of the organization's core cadre and maintain ideological influence in post-conflict
Gaza.[17] Consequently, the mediators built a concept based on partially satisfying
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these hidden interests rather than the public positions. Since these negotiations were

built on the foundation of "shuttle diplomacy" rather than face-to-face meetings,

psychological mapping of the leaders played a decisive role. Analysts accounted for
the cognitive reactions and mental states of the leaders under extreme stress. For
instance, in profiling Yahya Sinwar, mediators considered his long-term isolation in
underground tunnels, noting that his fundamental instinct for military survival far
outweighed international political or economic pressures. It was pragmatically
assessed that the only way to influence his decision-making was through a tangible
military pause rather than abstract promises. Parallel to this, the profile of Prime
Minister Benjamin Netanyahu was analyzed through the lens of the "Sword of
Damocles" hanging over him—the constant threat from radical right-wing ministers
(such as Bezalel Smotrich and Itamar Ben-Gvir) to dissolve the coalition
government. Here, R. Putnam's "Two-Level Games" theory operated with full force:
both leaders prioritized their internal political survival (Level 2) over the
international external agreement (Level 1).[18] Next, "red lines" and BATNA were
modeled within the negotiation architecture. During the Paris meetings in February
2024 and the subsequent three-phase "Biden Plan" announced in May, these
boundaries were defined with extreme precision. Israel's red line was the refusal to
provide a legal guarantee for a permanent end to the war without destroying Hamas
and maintaining control over the strategic Philadelphi Corridor. Hamas's red line
was the refusal to release the most "valuable" hostages (military personnel) without
a guaranteed end to the war and a total troop withdrawal. The mediators calculated
the BATNA for both sides.[19] Israel’s BATNA involved continuing military
operations in Rafah at the risk of total international isolation and potential arms
embargoes; Hamas’s BATNA was a protracted asymmetric guerrilla war amidst
total humanitarian catastrophe. Since both BATNAs were zero-value and
destructive, mediators were forced to find a Zone of Possible Agreement (ZOPA)
through an inventive "phased approach." The ZOPA identified by the mediators
involved breaking the problem into segments. In the first phase, a six-week ceasefire
would see the release of the most vulnerable (women, elderly, and children) in
exchange for increased humanitarian aid and partial troop withdrawals. The most
radical issue—the permanent end of the war—was strategically deferred to the
second phase.[20] This maneuver allowed the mediators to bypass the rigid red lines
of both parties temporarily to gain momentum. This complex case proves that in
polarized asymmetric conflicts, a functional negotiation concept cannot be created
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without accounting for internal political constraints, psychological portraits, and the

division of issues into manageable timeframes.

Discussion

The results of this study confirm that traditional approaches in international
negotiations—relying solely on "hard power" and strict legalism—are not yielding
the expected results. The theoretical conclusions fully support the Harvard School’s
(R. Fisher et al.) postulate that emphasis must be placed on interests rather than
positions. The Gaza case demonstrated that while public positions were
irreconcilable, a small ZOPA existed within the framework of hidden interests
(maintaining power and alleviating domestic crises).[21] Furthermore, this analysis
reinforces . W. Zartman’s theory that the pre-negotiation stage is the most critical
determinant of success. The study clearly illustrates that without the
institutionalization of BATNA and "red lines" by mediators, any high-level meeting
1s destined to fail. The inclusion of the proposed model and psychological mapping
opens new directions for enriching modern diplomacy theory with the psychology
of decision-making individuals.

Conclusion

The current dynamics of international relations, characterized by extreme
uncertainty and complexity, along with the analyzed case study, demonstrate that
the probability of peacefully resolving interstate conflicts and achieving long-term
stable agreements depends objectively more on the quality of intellectual and
analytical preparation during the "pre-negotiation" phase than on tactical emotional
maneuvers at the bargaining table. The systematic theoretical and practical analysis
conducted within this research—specifically the architecture of the multilateral
mediation negotiations regarding the 2024 Gaza Strip crisis—confirms that a
negotiation concept is not merely a collection of good intentions and desires, but a
complex strategic architecture based on rigorous mathematical and psychological
logic. As a result of this in-depth research, four primary conclusions regarding the
proper formation of an international political negotiation concept have been reached:
First, relying solely on strictly declared state positions when modeling international
political negotiations exacerbates the crisis. The absolute foundation of a successful
pre-negotiation stage is the ability to conduct a deep psychological diagnosis of the
political, economic, and personal goals and interests hidden behind official, high-
sounding positions.
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Second, the human factor and cognitive state are decisive elements of the diplomatic

process. Creating a precise analytical and psychological map (mental-emotional

profile) of the opposing leadership, based on external and internal intelligence as
well as Open Source Intelligence (OSINT), must constitute the central axis of the
negotiation concept.

Third, negotiations with ill-defined boundaries are destined to fail. In any concept,
the BATNA (Best Alternative to a Negotiated Agreement), ZOPA (Zone of Possible
Agreement), and strategic "red lines" that cannot be crossed under any
circumstances must be institutionalized and quantified as distinct indicators.
Fourth, the factor of the domestic political environment cannot be bypassed in
resolving major international disputes. In accordance with Putnam’s "Two-Level
Games" theory, mediators designing a concept must create compromise models that
satisfy dual needs, accounting for interests not only between states (Level 1) but also
between state leaders and their constituents or parliaments (Level 2).Based on these
scientific conclusions, the following recommendations are put forward to enhance
the strategic effectiveness of foreign policy departments, international mediation
organizations, and practicing negotiators. Foreign policy agencies and embassies, in
developing their preparatory concepts, should place greater emphasis on flexible
fundamental interests—such as national security architecture, long-term economic
stability, and internal political legitimacy—rather than solely on publicly
announced, rigid positions. Positional bargaining in crisis situations often leads to
deadlocks and the loss of any "way back." When approaching any participant in an
international conflict, mediators must consistently analyze not only the leader's
geopolitical aspirations but also their internal political constraints, such as
opposition pressure, radical voter sentiments, and electoral cycles. Modeling
scenarios that allow an opponent to "save face" before their domestic audience, even
when their position is weak, significantly increases the likelihood of a final
agreement. Furthermore, the design of a modern negotiation concept should not rest
solely on the shoulders of classical international lawyers and diplomats; a
mechanism for the continuous involvement of political psychologists, sociologists,
and cognitive analysts must be established. Creating confidential psychological
profiles that account for historical traumas, fundamental values, and decision-
making speed under stress is a strategic necessity of the modern era. Finally, "red
lines" should not be dogmatic but must be flexibly reviewed according to the real
geopolitical situation, while foreign policy departments must work tirelessly to
strengthen their national BATNA through economic and security resources to ensure
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immunity against diplomatic pressure. In conclusion, in an era of increasing

multipolarity and conflict, preparation for political negotiations must evolve from

an empirical art into a rigorous scientific discipline. A correctly and robustly
formulated negotiation concept is the most reliable mechanism for preventing
irreversible errors at the diplomatic table and ensuring the maximum protection of a
state's strategic national interests.
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