                           DIPLOMATIC  NEGOTIATION 
                                    (PROGRAM   2026)


SESSION  1 ( morning 23 February)
-Workshop presentation
-Actors, contents and types of negotiations
-The role of a Chairperson in a meeting

SESSION 2 (afternoon 23 February)
Case study (introduction, simulation in two groups, reports and discussion): bilateral negotiations about asylum seekers in the Italian Embassy to Albania (annex 1)


----------------------------------------------------------------------------------------------------------------
SESSION 3 (morning 24 February)
-Formats and tools, as well as impact of new technologies on negotiation
-Negotiation skills and strategies

SESSION 4 (afternoon 24 February)
-Case study (introduction, simulation in two groups, reports and discussion): the negotiation style of US President Donald Trump


--------------------------------------------------------------------------------------------------------------

SESSION 5 (morning 25 February)
- Dealing with difficult people 
-Case study  (introduction and discussion): bilateral USA-Taliban negotiation on prisoner swap (annex 3)

SESSION 6 (afternoon 25 February)
-Case study (introduction, simulation in two groups, reports and discussion): Ukraine, war and/or negotiation ? 


------------------------------------------------------------------------------------------------------------
SESSION 7 (morning 26 February)
--Psychology, culture and values as factors of negotiation 
-Case study (introduction, simulation in two groups, reports and discussion): UNESCO multilateral negotiation on freedom of expression versus respect for religious beliefs (annex 5)

SESSION 8 (afternoon 26 February)
[bookmark: _GoBack] -Case  study (introduction, simulation in two groups, reports and discussion): the conflicts in Middle East linked to Gaza and Iran
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