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Setting the Scene
Creat�ng a comfortable env�ronment for the study of �nternat�onal water law and confl�ct resolut�on �n wh�ch part�c�pants 
can explore the�r behav�ours �s cr�t�cal.  The follow�ng are not hard and fast rules but rather sal�ent factors we have found 
help to create a safe env�ronment conduc�ve to learn�ng. These factors �nclude both “before the sess�on” and “after the 
sess�on” suggest�ons as follows:

Before the Sessions:

• Cons�der group s�ze.

• E�ght to twelve �s an �deal s�ze for all members of the group to be heard, part�c�pate and to produce useful group 

dynam�cs.

• Share the �ntent of your work openly.

• Share the underp�nn�ngs of your des�gn: you w�ll be comb�n�ng exper�ent�al and d�dact�c approaches to reach 

mult�ple learn�ng styles.

• Pay attent�on to the seat�ng arrangement.

• C�rcles and half moons tend to opt�m�ze the level of engagement.

• Create clear, open commun�cat�ons about the sess�on.

• What can part�c�pants expect?  Who w�ll be there?  Should they wear comfortable clothes?

• Cons�der d�verse backgrounds.

• You may f�nd that some of the exerc�ses do not translate d�rectly to d�fferent cultures.  Try a test run w�th a res�-

dent w�th�n the env�ronment �n wh�ch you w�ll be work�ng.

During the Sessions:

• Encourage commun�cat�on.

Ask the part�c�pants to slow down the pace of conversat�on and to speak authent�cally from the heart and from 

the head.

• Use a check �n.

G�ve people a chance to �ntroduce themselves (or each other) and become more present by acknowledg�ng 

“where the�r heads are” at that moment. A good quest�on to ask �s “What do you need to take care of or let go 

of to be fully present?”

• Prov�de part�c�pants w�th opt�ons.

No one �s requ�red to part�c�pate or speak �n a debr�ef.  S�lence or pass�ng should be proposed, acceptable and 

always an opt�on. No one should be pressed to talk or d�sclose more than they feel �s appropr�ate.

The purposes of these exercises are to:

• Ra�se awareness of hab�tual patterns of th�nk�ng

• Become aware of how the way we hab�tually th�nk �mpacts reflect�ve th�nk�ng

• L�mber up

• Focus on develop�ng the observer �n ourselves

Sett�ng the Scene
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The outcomes of these exerc�ses should �nclude an enhanced ab�l�ty to understand our own th�nk�ng processes and reflec-
t�on on how often automat�c thought processes can obstruct learn�ng, commun�cat�on and systems th�nk�ng.

We adv�se us�ng these exerc�ses spar�ngly to jump-start a learn�ng exper�ence or to punctuate key �ns�ghts.  Str�ng�ng 
several exerc�ses together w�ll not const�tute a coherent exper�ence for part�c�pants.  Rather we suggest you �nterweave 
thoughtful lectures, v�deos, case d�scuss�ons and small group conversat�ons together w�th these exerc�ses.

Often your cho�ce of exerc�se w�ll be d�ctated by the cond�t�ons of play – number of part�c�pants, length of t�me ava�lable, 
attr�butes of the workshop space and ava�lab�l�ty of equ�pment.

Exerc�ses for the Teachers Package were created to accompany the Draft Tra�n�ng Manual for Internat�onal Water-
courses. Th�s document conta�ns general debr�ef�ng �nstruct�ons together w�th everyth�ng you need to know to �mplement 
four spec�f�c exerc�ses as follows:

1 .1 General Debriefing Instructions
There are many methods to beg�n a successful debr�ef of the exerc�ses �n th�s manual �nclud�ng the negot�at�on s�mula-
t�on exerc�se.

We have found the follow�ng four step process to be an effect�ve and memorable procedure to debr�ef.  By “debr�ef” we 
mean a process of gu�ded d�scuss�on and reflect�on �mmed�ately follow�ng a group’s exerc�se exper�ence.

The object�ves of the four step process �nclude organ�z�ng the debr�ef �nto clear and s�mple steps and help�ng learners 
to develop a method�cal and thorough approach to debr�ef�ng.

1 .2 The Four Step Debriefing Process

Step # 1: Tell the Story

After every exerc�se and s�mulat�on, ask the group to “tell the story”.  What happened? What d�d they see? What d�d they 
feel? What d�d they exper�ence?  Cons�der record�ng some key po�nts from the�r comments on a fl�p chart or overhead.
For example, ask�ng the quest�on “what happened?” often el�c�ts responses such as “we d�dn’t have a plan at f�rst but 
later we f�gured �t out after a few tr�es,” or “we wanted to get better each t�me,” or “at f�rst we were not l�sten�ng to each 
other,” or “�n�t�ally we d�d not take �nto account the d�fferent ab�l�t�es of our group members”.

Step # 2: Graph the Variables

Try to dep�ct the behav�our of selected var�ables over t�me (e.g. team learn�ng) w�th a graph.  Th�s �s an �mportant step 
toward expla�n�ng and eventually try�ng to understand group dynam�cs.  For example, you m�ght try to plot team learn�ng 
versus t�me.

Sett�ng the Scene
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Sett�ng the Scene

Step # 3 : Try to Draw a Causal Loop Diagram

In a causal loop d�agram we connect cause and effect relat�onsh�ps between selected var�ables.  A causal loop 
d�agram �s essent�al as �ts helps to answer the �mportant quest�on: “what structure could be caus�ng the behav�our 
we have observed?”

Here �s a s�mple causal loop d�agram:

Step # 4: Identify Lessons Learned

What are the �ns�ghts the group has ga�ned form the exerc�se? What structures (or �n real l�fe, what pol�c�es) would 
the group change to �mprove results? Where �s the area of h�ghest leverage? 

Pressure to
Improve

Team Learning

Actual
performance

Time Spent
Discussing New

Ideas

Skill of
Approach
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Exercises
2 .1  Exercise # 1 Thumb Wrestling

Th�s exerc�se uses a well-known ch�ldren’s game (thumb wrestl�ng) to 
provoke r�ch d�scuss�ons about collect�vely 
 
held mental models of compet�t�on and collaborat�on. I l�ke  
�t because �t ra�ses awareness of the barr�ers and enablers  
to collaborat�ve compet�t�on. 

From my exper�ence, talk�ng abstractly about the propert�es of men-
tal models �n a lecture format �s a los�ng propos�t�on. 

 
Eyes glaze over, arms fold, s�de conversat�ons spr�ng up. But when you 
engage a group �n an exper�ence l�ke thumb wrestl�ng, through wh�ch 
they can have fun and be students of the�r own behav�our, then you’ve 
created a potent�ally powerful learn�ng exper�ence.

Purpose: 

• To show, �n real t�me, how our mental models (e.g., our deeply �ngra�ned bel�efs, myths, stor�es about how the 

world works) are often transparent and d�rectly affect the act�ons we take.

• To pract�ce the art of see�ng �nterdependenc�es and un�ntended consequences.

Outcomes:

• To expose and explore our �mpl�c�t assumpt�ons about compet�t�on and collaborat�on.

• A real-t�me exper�ence of collect�vely held mental models (e.g., to have to compete to “w�n”).

Context:

• A context for d�scuss�ng how our mental models or lenses process the �nformat�on we take �n and act on

It �s one th�ng to talk about our mental models and another to see them �n act�on. In the case of th�s exerc�se, thumb 
wrestl�ng gently and humorously exposes our mental models about wrestl�ng, games �n general, and more �mportantly, 
w�nn�ng, los�ng and the potent�al for w�n-w�n s�tuat�ons. My colleagues and I have used th�s exerc�se �n several ways: to 
�ntroduce the concept of mental models, as a wonderfully effect�ve pract�ce f�eld for explor�ng the character�st�cs of men-
tal models, and as an exper�ent�al �ntroduct�on to conceptual models of th�nk�ng processes.

To Run This Exercise:

Number of Participants: Any even number. If there �s an odd number, the leader may want to part�c�pate.
Time: �0 to �0 m�nutes (depend�ng on length of debr�ef).
Space: No requ�rements.
Equipment: None. (Unless you want to g�ve a pr�ze, such as candy, to the w�nners).
Set-up:  Part�c�pants s�tt�ng �n cha�rs w�th or w�thout a table.

Exerc�ses
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Instructions

Step 1: Ask part�c�pants to f�nd a partner, preferably by turn�ng to the person s�tt�ng or stand�ng next to them. If there �s 
an uneven number, the leader may part�c�pate.

Step 2: Once everyone �s pa�red, ask the group �f they have ever thumb wrestled before. From my exper�ence, more than 
half have spent long car tr�ps do�ng th�s w�th a s�bl�ng �n the back seat. Demonstrate for those who don’t know what thumb 
wrestl�ng �s. Have the pa�rs grasp f�ngers as shown �n the follow�ng �llustrat�on.

Step 3: Expla�n that the goal �s “to collect as many po�nts as you can �n one m�nute.” Important: Be careful not to set the 
partners up expl�c�tly as “compet�tors.”

I l�ke to �nclude a f�rst and second pr�ze (�.e. a b�g and a small bag of M&M cand�es, espec�ally �f I do the exerc�se �n the 
late afternoon). To get a po�nt, one partner p�ns the thumb of the other partner (see �llustrat�on below).

Step 4: 
Before beg�nn�ng, ask each pa�r to warm up by tapp�ng the�r thumbs back and forth three t�mes, then when the leader 
says “go”, beg�n the thumb wrestl�ng.

Step 5: 
After one m�nute, stop the game (There w�ll probably be a lot of laughter and jok�ng, so go w�th �t and have fun).

Debrief

Ask the partners how many po�nts they’ve ga�ned. You w�ll hear numbers that tend to hover between one and f�ve, w�th 
the occas�onal pa�r who manages to get �0 or �0. If you have a pa�r w�th a h�gh score, ask how they d�d �t. The answer w�ll 
most l�kely be that they cooperated, one person allow�ng h�s or her thumb to be p�nned by the other mult�ple t�mes, and 
then sw�tch�ng. Us�ng th�s method, the partners have a much better chance of “w�nn�ng.”

Exerc�ses
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My debr�ef quest�ons are focused on br�ng�ng the group through a “what �f” explorat�on: what �f we d�d the same exerc�se 
us�ng the lens of a systems th�nker?
For example as a systems th�nker, we m�ght:

• Cons�der mental models: what were our mental models about Thumb Wrestl�ng? Typ�cal answers: one person 

w�ns and one person loses.

• Look for un�ntended consequences: �n th�s �nstance, stra�ght compet�t�on creates an un�ntended consequence: 

you both lose.

• Look for �nterdependenc�es: how can we sh�ft our focus to see var�ous forms of �nterdependence? For example, 

�nstead of look�ng at each other as two adversar�al thumb wrestlers, how can we sh�ft our focus to another, 

h�gher leverage form of relat�onsh�p, �.e., collaborat�on?

2 .2  Exercise # 2 Warped Juggle

You wouldn’t th�nk that a group of adults toss�ng koosh balls, 
stuffed an�mals and the occas�onal rubber ch�cken would add 
up to a powerful learn�ng exper�ence. 

Th�s one does and �t �s tr�ed and true. It prov�des a real-t�me 
exper�ence of common system archetypes, and an opportu-
n�ty to explore our automat�c and often transparent process of 
mak�ng assumpt�ons. 

After the group has met the challenge posed by the exer-
c�se, they have an opportun�ty to become students of the�r own 
behav�or as they retrace the�r act�ons through group d�scus-
s�on and, �f appropr�ate, causal loop d�agramm�ng.

Purpose: 

• To work w�th one or more systems archetypes, 

�nclud�ng “L�m�ts to Success.”

• To explore the automat�c nature of our assumpt�on-

 mak�ng process.

• To exper�ence the power of collect�ve  

 mental models.

Outcomes:

Use and exam�ne the creat�ve process for alternate solut�ons.

• Draw a loop d�agram to map the group’s process.

• Extrapolate to other s�tuat�ons �n wh�ch explor�ng assumpt�ons and look�ng for alternat�ve models are useful or 

cr�t�cal.

• Surface one or more assumpt�ons about team learn�ng and problem-solv�ng.

Exerc�ses
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Th�s exerc�se �s part�cularly good as an entree to the top�c of mental models, as �t allows part�c�pants to d�scover from 
exper�ence the�r own processes of assumpt�on mak�ng.

Trad�t�onally used as a team bu�ld�ng exerc�se, �t �s also �deal for cons�der�ng the parallel processes of team problem 
solv�ng and team learn�ng.

To run this exercise:

Number of people: M�n: �; Max: �0; �deal 8-��. 
Time: �0 to �� m�nutes (depend�ng on the length of debr�ef).
Space: Clear away all furn�ture to create a space large enough for the group to stand shoulder-to-shoulder �n a c�rcle. 
Th�s exerc�se can be conducted almost anywhere: �n a boardroom, on a lawn, �n a corr�dor.
Equipment: Three tossable objects (�.e. tenn�s balls, koosh balls, oranges, stuffed an�mals, rubber ch�cken). Note: tenn�s 
balls can be d�ff�cult to catch.
Set up: Have the three tossable objects on hand. If poss�ble show only one object at f�rst, h�d�ng the other two �n your 
pockets.

Instructions

Step 1: Gather the group �nto a c�rcle, w�th you as a part�c�pat�ng fac�l�tator. Show one of the objects and beg�n by toss�ng 
�t to another member of the c�rcle (but not to the person stand�ng next to you). It �s �mportant to use a gentle underhanded 
toss. Th�s �s not an exerc�se that should requ�re expert catch�ng sk�lls. Slow the pace of the toss �f necessary so everyone 
�s comfortable w�th toss�ng and catch�ng the objects.

Step 2: The person rece�v�ng the object tosses �t to someone else who has yet to touch �t. When all members of the group 
have touched the object, �t �s tossed back to the fac�l�tator. The sequence �s repeated w�th each person remember�ng to 
whom he or she tossed the object and from whom �t was rece�ved. When the group has sequent�al toss�ng of one object 
down, you can then �ntroduce two more objects to the toss�ng.

Step 3: The fac�l�tator asks the group to est�mate how long �t w�ll take to toss all three objects �n the sequence the group 
has establ�shed. Before com�ng to a consensus on the t�me, you should state that there are only two rules: �) everyone 
must touch the objects once, and �) they must be touched �n the same (human) sequence.

When part�c�pants ask for clar�f�cat�on on the rules, �t �s �mportant that you state there are only two (as outl�ned above). 
When part�c�pants beg�n to ask how they m�ght “bend” the rules, the two rules should be your standard response. Also, I 
ask �f anyone has done th�s exerc�se before. If they have, ask them to part�c�pate, but not to offer the solut�on.

Step 4: Come to a consensus on the t�me and then, w�th one of the part�c�pants act�ng as a t�mer (a d�g�tal watch �s pre-
ferred), try the sequence aga�n. When all three objects are returned to the fac�l�tator, he or she calls “stop” and asks the 
person w�th the watch what the t�me was. Whatever t�me they end up w�th (typ�cally the f�rst effort �s close to a m�nute), 
you then challenge them to cut that t�me �n half. (To have some fun, I somet�mes spur groups on by say�ng the�r major 
compet�tor has done �t �n X seconds less). The exerc�se �s complete when the part�c�pants feel they have done �t �n the 
fastest t�me poss�ble, usually �n a second or two.

Possible Solution

Group members w�ll f�gure out that they should stand next to the person to whom they are toss�ng the object. A shuffl�ng 
then ensues unt�l each �s able to pass the object to the person next to them, rather than toss�ng �t across the room.

Exerc�ses
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Variations

If group members are new to each other, ask each person to call out the name of the person to whom they are throw�ng 
the object. The person to whom the object �s thrown, rece�ves �t, say�ng, “Thank you, Ann,” and then tosses �t to the next 
person, say�ng h�s or her name.

You may offer a member or members of the group the role of observer. Another way to phrase th�s �s, “we need a TQM 
person, any volunteers?” Take th�s person as�de and ask h�m or her to asses the group’s process: what happened when 
someone had a contrary �dea? How d�d the group solve the problem? What patterns of behav�or d�d you observe?

Debrief

What typ�cally happens �s that �n�t�al efforts lead to �mproved performance. Over t�me (usually w�th�n the f�rst � to �0 
m�nutes), the group cuts the t�me down from �0 seconds to �0 or �� seconds but then they encounter a l�m�t. Th�s l�m�t 
often causes the performance to slow down or even stop, even though efforts to solve the problem may be �ncreas�ng. An 
example of “�ncreas�ng efforts” m�ght be that the group dec�des to squeeze �n t�ghter together or to throw the ball faster 
(wh�ch actually causes more errors and more delays). At th�s juncture, the opportun�t�es are r�ch for ga�n�ng �ns�ghts �nto 
�nd�v�dual and group behav�or patterns w�th�n complex systems.

One way to do th�s �s through the use of causal loop d�agramm�ng. Ask the group to �dent�fy the key var�ables �n the�r 
exper�ence (e.g., teamwork, t�me pressure, �mprovements, etc.) and beg�n, us�ng a fl�p chart or overhead, to map the 
relat�onsh�ps between the var�ables. Here �s a sample d�agram:

Expected or
Desired Time

Pressure to
Improve

Time spent on
Discussion of
new Ideas

Team
Learning

Best Time of
the Group

Skill of
Approach

Openness to change

Team
Alignment

Team’s Ability to
Translate
Concrete
Knowledge into
Change
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If the group has been exposed to the systems archetypes, ask �f they see any such archetype �n the�r own problem-solv-
�ng process. The “L�m�ts to Success” archetype, for example, typ�cally �nvolves a constra�nt:

Ask what they th�nk the constra�nts were. In Warped Juggle, the constra�nt �s very often the group’s assumpt�on that 
there are more “rules” than those stated by the fac�l�tator. What �s the l�m�t�ng act�on?

The l�m�t�ng act�on here can be that part�c�pants hammer away at the same approach, w�thout stopp�ng to reflect on 
the�r assumpt�ons, hear other �deas or cons�der other opt�ons.

Transference to profess�onal and personal exper�ences: the group exper�enced how �mmed�ate success can produce 
subtle constra�nts, part�cularly �n the th�nk�ng of �nd�v�duals and groups. You m�ght ask: “what k�nds of �nherent pressures 
and constra�nts are accumulat�ng �n your organ�zat�on as a result of �ts success?”

As a fac�l�tator, you can also po�nt out that the way �n wh�ch we rece�ve �nformat�on affects the assumpt�ons we make 
about that �nformat�on. In th�s exerc�se, the fac�l�tator beg�ns by toss�ng the ball across the c�rcle. Part�c�pants assume 
that they too have to toss the ball, even though there are no requ�rements �n the rules to do so. The fastest t�mes are 
actually ach�eved by not toss�ng the objects.

Voices from the Field

“Even though the two rules were spoken and wr�tten, one group cont�nued for most of the allotted t�me toss�ng the ball as 
had been demonstrated �n the beg�nn�ng. They �mproved greatly over t�me and had a lot of fun and they never redes�gned 
the�r structure to meet the constra�nts �n a more eff�c�ent way as d�d other groups. In the debr�ef, they owned that was true 
of the�r un�t at work. In serv�ce they exper�enced great team sp�r�t and enjoyment and not a lot of �nnovat�on, exam�n�ng 
of mental models or reth�nk�ng processes.”

“Another group �mmed�ately understood that the�r structure could be redes�gned, tr�ed the f�rst way, and then spent up 
unt�l the very last m�nute plann�ng, and managed to accompl�sh the task �n f�ve seconds. But even th�s great t�me* brought 
some d�scomfort w�th the process: there were only a few vocal planners, lots of �deas were d�sregarded, and there was 
not much exper�ent�al learn�ng. Many felt out of the creat�ve loop. In the debr�ef, they talked about how �n the�r un�t there 
were a few super planners and many qu�et compla�n�ng “compl�ers” wh�ch, overt�me, produced w�thhold�ng of resources 
and dependency on a few. Cons�der�ng systems th�nk�ng, the group talked of an awareness that short term success may 

actually have the un�ntended consequence of block�ng future learn�ng and greater effect�veness.”
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2 .3  Exercise #3 Toothpick Teaser
The Toothp�ck Teaser exerc�se helps us  to  explore  a
un�versal phenomenon: when g�ven data, whether �t �s 
a symptom of a problem to be solved or a schedule to 
be adjusted, the way the data �s presented to us affects 
the poss�ble quest�ons we ask and solut�ons we see. 

Th�s �s true unless “we are h�ghly consc�ous of our 
own mental models and assumpt�ons.” More than a 
s�mple “th�nk�ng-out-of-the-box” act�v�ty, th�s exer-
c�se helps us to collect�vely reflect on our �nst�nct�ve 
approaches to problem def�n�t�on and problem solv-
�ng.

Purpose: 

• To encourage part�c�pants to look at all of the factors �nfluenc�ng the�r ab�l�ty to learn and solve problems, espec�ally  
 the means by wh�ch a challenge or problem �s presented.

Outcomes: 

• A mental massage, stretch�ng our bra�ns to th�nk beyond our current mental models.
• An �mproved understand�ng of personal problem solv�ng approaches.

• an �ncreased awareness of the power of exam�n�ng the manner �n wh�ch data �s presented pr�or to problem solv�ng

Context

To some, th�s w�ll look and feel l�ke a trad�t�onal bra�n teaser, so be ready for a few groans. I usually have a good laugh w�th 
the group and note that later we m�ght talk about those groans, wh�ch are a good source for metal model explorat�on.
I often f�nd myself pull�ng out the box of toothp�cks when I want to make the connect�on between exam�n�ng mental 
models and �mproved problem def�n�t�on and problem solv�ng. An excerpt of my conversat�on w�th a group m�ght sound 
someth�ng l�ke th�s:

“It’s fa�r to say that we all solve problems from certa�n understand�ng and past exper�ences. The problems themselves 
are often not complex and there are many tools out there to help ‘problem solve.’ The complex �ssues are our understand-
�ngs, or our mental models. And what we often forget to do �n terms of problem solv�ng �s to go back and reflect on our 
or�g�nal understand�ngs.”

When we cycle back and forth between problem/solut�on, we are on what Dan�el K�m calls “the problem solv�ng tread-
m�ll”:

PROBLEM SOLUTION

In the toothp�ck exerc�se, most of us �mmed�ately launch �nto solv�ng the problem (I d�d the f�rst t�me), w�thout cons�der-
�ng the mental models we have about the problem or the way �n wh�ch the problem was presented to us. I cons�der th�s a 
m�n�-pract�ce f�eld �n wh�ch we can pract�ce the l�fe long art of cons�stently reflect�ng on our metal models.
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To Run this Exercise

Any number w�ll work. W�th large groups (�� or more) you may want to have part�c�pants work �n pa�rs
Approx�mately � m�nutes to expla�n; � to �0 m�nutes to do
Floor or table upon wh�ch to place the toothp�cks
� toothp�cks or match st�cks per person
If you can set up the room �n advance, put � toothp�cks flat on the table �n front of each person

Instructions

If advance preparat�on wasn’t poss�ble, place a box of toothp�cks w�th�n reach of each person. Ask part�c�pants to each 
take � toothp�cks and place them flat on the table. Us�ng all � toothp�cks, ask them to create four equal s�ded tr�angles.

Possible Solution

One solut�on requ�res the person to “th�nk outs�de the box” and to break out of the one d�mens�onal mode. Lay three 
toothp�cks flat on the table to form one tr�angle. Use the rema�n�ng three toothp�cks to create three new tr�angles by 
bu�ld�ng a teepee-l�ke structure.

Debrief

Part�c�pants are, �n a way, “set-up” because I have them place the toothp�cks flat on the table �n front of them. The solu-
t�ons requ�res them to th�nk �n �-D. Part of the obstacle becomes the way the challenge �s presented. (Warped Juggle 
requ�res a s�m�lar th�nk�ng process.)

Some quest�ons I ask:
How d�d I “set you up” when I �nstructed you to put the toothp�cks flat on the table?
If you had a partner, �n what way d�d he or she encourage or d�scourage “out of the box” th�nk�ng?

2 .4  Exercise #4 Paper Tear
When stakeholders come together �n a group, they frequently d�scover they have d�fferent percept�ons of what �s go�ng on.  
Th�s �s espec�ally true when the group comes together to understand and �ntervene �n a complex system. As d�vergent 
perspect�ves become ev�dent, there �s a tendency to �ncrease the frequency and/or the volume w�th wh�ch we express our 
own thoughts.

What we probably should do �s try to empath�ze more w�th the l�stener and d�scern what they are understand�ng and 
what m�ght be the sources of m�sunderstand�ng.  We assume that �f we do an eloquent job of descr�b�ng our thoughts 
the hearers w�ll end up w�th the same �mages �n the�r m�nds.  Th�s s�mple exerc�se shows qu�ckly how unfounded th�s 
assumpt�on really �s, even when the hearer shares your goals and has strong �ncent�ve to understand your mean�ng.

Purpose: 

• To make the d�st�nct�on between hear�ng (the b�olog�cal process of ass�m�lat�ng sound waves) and l�sten�ng (add�ng 

our �nterpretat�ons of what �s sa�d).

• To demonstrate the �mportance of effect�ve commun�cat�on sk�lls and l�sten�ng sk�lls .

Outcomes:

• He�ghtened l�sten�ng and commun�cat�on sk�lls.

• In created awareness and apprec�at�on of the mult�ple �nterpretat�ons that can be obta�ned form the same mes-

sage.

2
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To run this exercise:

Number of people: M�n: �0. Max: �0; �deal �0-�0. 
Time: � to �0 m�nutes (depend�ng on the length of debr�ef).
Space: None.
Equipment: � sheets of 8.� x �� �nch paper for each person.
Set up: Pass the paper around the room and ask each part�c�pant to take � sheets. Keep one sheet for yourself.

Instructions

Step 1: Do not start unt�l everyone has a sheet of paper �n the�r hands.  Have part�c�pants s�t someplace where they can 
hear you.

Step 2: Tell part�c�pants the rules:  There �s no talk�ng.  Part�c�pants must close the�r eyes (or wear a bl�ndfold) and then 
do exactly what the fac�l�tator says to do. State that the goal �s for everyone to produce �dent�cal patterns w�th the�r p�eces 
of paper.

Step 3: The fac�l�tator reads the follow�ng �nstruct�ons slowly and d�st�nctly: “fold your paper �n half and tear off the bottom 
r�ght corner of the paper.” (Pause and allow the group to try th�s). “Fold the paper �n half aga�n and tear off the upper r�ght 
hand corner.” (Pause).  “Fold the paper �n half aga�n and tear off the lower left hand corner.” (Pause).  “Open your eyes, 
unfold your paper and hold �t out for the group to see.”

Step 4: Part�c�pants look at what they have produced and what other have produced �n compar�son.

Step 5: Ask part�c�pants to form groups of three.  Have them repeat the exerc�se w�th these �nstruct�ons

• Tell them to p�ck two people to be the l�steners (w�th eyes closed or backs turned to the commun�cator) and the 

other person to be the commun�cator. Ask them to repeat the exerc�se w�th the commun�cator g�v�ng the l�sten-

ers �nstruct�ons on how to fold and tear the paper.  The commun�cator does not have to g�ve exactly the same 

�nstruct�ons you gave the f�rst t�me.  But he or she does have to go through at least three steps each �nvolv�ng a 

fold and a tear.  After they have completed the exerc�se ask the l�steners to compare the�r sheets of paper.  Are 

they s�m�lar?  The major�ty w�ll be d�fferent.

• Ask them to now sw�tch roles.  Th�s t�me allow the l�stener to talk.  Proceed as prev�ously.

After they have f�n�shed ask them to d�scuss what they have not�ced about the�r l�sten�ng and commun�cat�on ab�l�t�es.  
What d�d they not�ce �n the three attempts?  D�d they become more accurate? If so why?

Debrief

Usually each part�c�pant creates one of four or f�ve d�fferent shapes out of the�r paper.  Part�c�pants are l�kely to be sur-
pr�sed by the d�fferent �nterpretat�ons of the same s�mple message.

Ask part�c�pants to try to descr�be the�r exper�ence.  How would they descr�be the�r l�sten�ng sk�lls? How effect�vely d�d 
they commun�cate? What would have happened �f they asked more quest�ons before the exerc�se began?  What would be 
an analogy of th�s exper�ence �n a real organ�zat�on?

Ask the group to cons�der where they exper�enced or saw less dramat�c but s�m�lar examples of error �n commun�cat�on 
that lead to unwanted results.  What �s the�r work env�ronment l�ke? In general how are quest�ons perce�ved? Are they 
encouraged or d�scouraged?

The �mportant po�nt here �s that even at t�mes when we th�nk we are l�sten�ng or commun�cat�ng clearly, errors may 
st�ll occur due to m�s�nterpret�ng what someone has sa�d or someone m�s�nterpret�ng what we say.  By �mprov�ng our 
commun�cat�on and l�sten�ng sk�lls, we �mprove our ab�l�ty to th�nk systemat�cally and �n group sett�ngs part�cularly to 
funct�on as a team.
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“Model” Answer to Simulation 
Exercise #1 to stimulate discussion:
Vancouver River Part I
3 .1  Claim in Favour of Upstream

CLAIM THAT UPSTREAM MAY LAWFULLY DIMINISH THE QUANTITY AND QUALITY OF THE FLOW OF THE VANCOUVER 
RIVER TO DOWNSTREAM.

A . Absent a treaty to the contrary, an upper r�par�an state under the Harmon Doctr�ne, has exclus�ve and absolute sov-
ere�gnty over waters found w�th�n �ts terr�tory.

�) Upstream �s an upper r�par�an state, w�th affected waters ly�ng ent�rely w�th�n Upstream terr�tory and w�thout 
any known treaty preclud�ng Upstream’s water usage. Accord�ngly, Upstream may affect the quant�ty and qual�ty 
of the Vancouver R�ver waters �n any way that �n �ts w�sdom �t may des�re, cons�stent w�th the “full ut�l�zat�on” 
r�ghts �t �s author�zed under customary �nternat�onal law.

B . Alternat�vely, customary �nternat�onal law, as ev�denced by the ���� UN Law of the Non-Nav�gat�onal Uses of Inter-
nat�onal Watercourses, allows a bas�n state “reasonable” and “equ�table” ut�l�zat�on of the waters of transboundary 
r�vers such as the Vancouver R�ver “w�th a v�ew to atta�n�ng opt�mal ut�l�zat�on . . . and benef�ts therefrom”.

�) Upstream �s a bas�n state and �ts use of the Vancouver R�ver for hydroelectr�c power generat�on and the develop-
ment of “green belts” �s benef�c�al to �ts people and to the geophys�cal cond�t�on of �ts terr�tory.

a) Upstream’s water use need not be the most eff�c�ent use ava�lable (espec�ally g�ven Upstream’s c�rcum-
stance of econom�c underdevelopment), only a “benef�c�al use” and “w�th a v�ew to atta�n�ng opt�mal ut�l�za-
t�on”.

�) Reasonable and equ�table ut�l�zat�on, accord�ng to the ���� UN Convent�on �s determ�ned by we�gh�ng a var�ety of 
relevant factors; the we�ght to be g�ven each factor �s determ�ned by we�gh�ng the�r �mportance to one another.

a) The generat�on of electr�c�ty and the creat�on of “green belts” are cr�t�cal to Upstream’s econom�c develop-
ment and, �n any event, more �mportant than the alleged marg�nal deter�orat�on of Downstream’s depen-
dency on the Vancouver R�ver.

b) Downstream �s �n no way �nh�b�ted from d�vers�fy�ng techn�ques of food product�on �n the Vancouver R�ver 
delta and therefore �s capable of m�t�gat�ng any d�etary losses �t m�ght susta�n as a result of Upstream’s use 
of the Vancouver R�ver.

c) Downstream �s �n no way �nh�b�ted from undertak�ng �ts own ant�-desert�f�cat�on projects and, �n any event, 
opportun�t�es for jo�nt �rr�gat�on projects, �nclud�ng projects des�gned to recover arable land lost to decert�-
f�cat�on, are l�kely to ar�se once th�s d�spute �s settled.

d) The problems now occurr�ng are most l�kely temporary.
e) The dam �s an ex�st�ng reasonable use that �s ent�tled to s�gn�f�cant we�ght when cons�der�ng all factors.

C . In any event, the pr�nc�ple of equ�table ut�l�zat�on does not proh�b�t pollut�on altogether.
�) Pollut�on �s an unavo�dable by-product of Upstream’s lawful and benef�c�al use of the Vancouver R�ver and there-

fore to be tolerated.
a) Use of pest�c�des �s a necessary and recogn�zed pract�ce for �ncreas�ng crop y�elds.
b) Increased sal�n�ty from reclamat�on of ar�d land �s an unavo�dable by-product of necessary �rr�gat�on proj-

ects.
�) Accord�ng to the ���� UN Convent�on, pollut�on �s not unlawful unless �t causes �njury to the downstream r�par-

�an state, and such a standard �s both amb�guous and overbroad (and therefore unenforceable) �n that any use 
of waterways w�ll arguably cause some changes that can be construed to const�tute “substant�al harm.”

2
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a) Downstream’s cla�med harm from pest�c�de run-off and �ncreased sal�n�zat�on of the Vancouver R�ver does 
not r�se to the level of substant�al �njury because �t ne�ther �nterferes w�th Downstream’s ex�st�ng use of the 
water nor poses a r�sk to human l�fe.

�) On f�nal analys�s, Upstream has no respons�b�l�ty to remedy the cla�med pollut�on because to do so would depr�ve 
of �t of �ts equ�table use of water for �rr�gat�on to reduce decert�f�cat�on.

D . Downstream’s rel�ance upon var�ous �nternat�onal env�ronmental declarat�ons are to no ava�l, because these com-
mun�cat�ons are purely hortatory, express�ng asp�rat�onal goals rather than act�onable r�ghts.

E . Th�s reflects the general v�ew that develop�ng states such as Upstream, because of the d�ff�cult natural and econom�c 
cond�t�ons they confront, cannot be expected to meet str�ct env�ronmental standards �n the�r development but only 
the requ�rement to avo�d substant�al negat�ve �mpacts on the env�ronment.

3 .2  Claim in Favour of Downstream

CLAIM THAT UPSTREAM MAY NOT LAWFULLY DIMINISH THE QUANTITY AND QUALITY OF THE FLOW OF THE VANCOU-
VER RIVER TO DOWNSTREAM

A . The Harmon Doctr�ne (of total sovere�gnty of upper r�par�an states over transboundary r�vers) upon wh�ch Upstream 
rel�es �s outmoded and, �n fact, �s no longer an accurate reflect�on of customary �nternat�onal law as ev�denced �n 
state pract�ce.

�) Although espoused by both the Un�ted States (�n deal�ngs w�th Mex�co) and, more recently, Ind�a, the Harmon 
Doctr�ne has never had a w�de follow�ng among states and, �n fact, �t has been rejected by almost all states that 
have had occas�on to take a pos�t�on �n relat�on to �t.

a) The Harmon Doctr�ne has been cons�stently mod�f�ed by treat�es:  there are now over �00 treat�es �n effect 
that regulate the use of transboundary waters �n a manner that demonstrates that lower r�par�an states 
have r�ghts as well.

B . Wh�le customary �nternat�onal law, as reflected �n the ���� UN Convent�on, prov�des that each bas�n state �s guaran-
teed “reasonable” and “equ�table” ut�l�zat�on of transboundary r�vers, such ut�l�zat�on must be of a sort that creates 
no “apprec�able” or “substant�al” harm to the r�ghts of other watercourse states, and w�th a v�ew toward “benef�c�al” 
and “opt�mal” ut�l�zat�on wh�ch precludes wasteful uses.

�) The pr�nc�ple of reasonable and equ�table use �s now a pr�nc�ple of customary �nternat�onal law and Upstream 
has v�olated that pr�nc�ple by v�rtue of �ts hav�ng caused and cont�nu�ng to cause substant�al harm to Down-
stream’s dependency on the Vancouver R�ver.

a) The uses to wh�ch Upstream has put the d�verted water are �ncompat�ble w�th Downstream’s pre-ex�st�ng 
uses of f�sh�ng and agr�culture, each hav�ng been severely �mpacted by the Upstream d�vers�on.

b) The Upstream dam may not be cons�dered a reasonable ex�st�ng use because �t was �ncompat�ble w�th 
Downstream’s pre-ex�st�ng reasonable uses of �rr�gat�on and f�sh�ng at the t�me �t became operat�onal.

�) Upstream’s use of the flow of the Vancouver R�ver �n the �nstant case �s not benef�c�al or �n keep�ng w�th the goal 
of opt�mal ut�l�zat�on because �t �s, among other th�ngs, wasteful and therefore contrary to �nternat�onal law.

a) There �s today an emerg�ng customary rule of �nternat�onal law that �ns�sts upon shared water resources 
be�ng put to the�r most eff�c�ent, opt�mal use by co-bas�n and co-r�par�an states seek�ng to develop �nterna-
t�onal watercourse resources on a mult�-state bas�s.

b) Although “benef�c�al” and “opt�mal” use does not necessar�ly mean the most eff�c�ent use �n the case of 
an underdeveloped country lack�ng �n cap�tal resources, �nternat�onal f�nanc�ng such as was ava�lable to 
Upstream must be taken �nto account.

�) At the very least, cons�stent w�th the pr�nc�ple of equ�table and opt�mal use, and cons�stent w�th customary 
norms, Upstream should have consulted w�th Downstream about the uses to wh�ch �t �ntended to put the d�verted 
waters to m�n�m�ze poss�ble adverse effects upon the pre-ex�st�ng uses of Downstream.

C . In any event, pollut�on wh�ch depr�ves a co-bas�n/co-r�par�an state of �ts equ�table share of an �nternat�onal water-
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2way, as �n the �nstant case, �s �ncons�stent w�th the pr�nc�ple of sic utere tuo et alienum no laedas (one must so use 
one’s own property as not to do �njury to another’s) wh�ch �s at the core of the customary �nternat�onal law doctr�ne 
of equ�table water ut�l�zat�on by co-bas�n/co-r�par�an states such as Upstream and Downstream.

�) The Tra�l Smelter Case ev�denc�ng the pr�nc�ple of “good ne�ghbourl�ness” reflects an emerg�ng customary 
�nternat�onal law norm that spec�f�cally proh�b�ts transboundary pollut�on.

a) The ���� Stockholm Declarat�on of the U.N. Conference on the Human Env�ronment, among others, �ns�sts 
that all states have a respons�b�l�ty to ensure that act�v�t�es carr�ed on w�th�n the�r own terr�tor�es do not 
cause damage to the env�ronment of other states or of areas beyond the�r own terr�tory.

�) The ���� UN Convent�on wh�ch reflects customary �nternat�onal legal expectat�ons, requ�res that pollut�on caus-
�ng apprec�able or “substant�al” �njury to a downstream r�par�an state’s r�ghts or pos�ng a r�sk to human health, 
as �n the �nstant case, be abated by the upstream r�par�an state.

a) Downstream’s equ�table ut�l�zat�on of the Vancouver R�ver has been ser�ously �njured by the Upstream 
water projects, wh�ch have substant�ally �ncreased the sal�n�ty of the water and the pest�c�de levels �n the 
water, because they w�ll no longer be able to use the polluted water for �rr�gat�on or human consumpt�on. 
Upstream therefore has the duty to cease pollut�ng and to abate the ex�st�ng pollut�on.

3 .3  Tips for Coaching Negotiation Simulations

Key points of Coaching:
�. The s�mulat�on exper�ence should be a pos�t�ve one.
�. People remember what they say and th�nk for themselves better than what they are told.
�. There �s a l�m�t to how much feedback, pos�t�ve or negat�ve, a person can ass�m�late; people can remember only 

two or three po�nts.

Before the simulation:
�. Establ�sh rapport w�th the group; make sure that you and they have all been �ntroduced to one another.
�. Expla�n your role as a coach. 

During the simulation:
�. Look for spec�f�c behav�ours/concepts exh�b�ted by the negot�ators. These may �nclude:

• A clear sense of the negot�at�on process and an ab�l�ty to move through the steps.

• An ab�l�ty to de-escalate the confl�ct (l�sten�ng sk�lls, refra�n�ng sk�lls, deal�ng w�th feel�ngs, focuss�ng on 

�nterests).

• Strateg�es for promot�ng and mak�ng a trans�t�on to �nterest-based barga�n�ng.

• Strateg�es for generat�ng opt�ons.

• Strateg�es for exert�ng �nfluence or leverage.

• Strateg�es for mov�ng toward an agreement.

�. Take notes that w�ll help you debr�ef the s�mulat�on. Some useful ways to take notes �nclude:

• Make two columns on your paper, �n wh�ch you l�st strengths and problems observed dur�ng the s�mula-

t�on.

• Wr�te down some of the quotat�ons of the negot�ators, to use as spec�f�c examples of th�ngs they d�d well 

or m�ght do d�fferently.

• Use some form of annotat�on (+ or > �n the marg�n, for example) to help you refer back to spec�f�c po�nts 

�n your notes.

�. Interrupt the s�mulat�on only �f the negot�ators are really stuck or �f the exper�ence �s no longer an opportun�ty 
for learn�ng. T�ps for th�s �ntervent�on �nclude:

• Ask the group where they th�nk they are and what �deas they have for what would help.

• Intervene and moderate a very br�ef d�scuss�on of poss�ble strateg�es that would help.
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• G�ve one or more negot�ators t�ps on how to get the s�mulat�on back on track.

• Cons�der modell�ng an alternat�ve strategy �f but do �t br�efly. 

• Get the part�es back �n the�r roles and resume the s�mulat�on.

After the simulation, debrief by facilitating a discussion.
�. Start by g�v�ng the negot�ators an opportun�ty to talk about the exper�ence and how �t felt for them �n the�r �nd�-

v�dual roles.
�. Accentuate the pos�t�ve elements of the s�mulat�on before exam�n�ng the weaker po�nts.
�. Involve all the part�c�pants �n the d�scuss�on. Some useful quest�ons �nclude:

• Ask what worked well for you?

• Ask what d�d the other negot�ators do that helped you relax, become more cooperat�ve or become w�ll�ng 

to settle?

• What was hard for you �n your role as an advocate?

• What could you or others have done d�fferently?

�. Ident�fy two or three key po�nts (such as a sense of the process, strateg�es for de-escalat�ng the confl�ct, or 
�nterest-based barga�n�ng) wh�ch you th�nk were relevant to the s�mulat�on as played here. Look at your notes 
and try to determ�ne what are the most �mportant observat�ons to try to br�ng out �n the debr�ef�ng sess�on.

�.  Frame cr�t�c�sm �n the form of suggest�ons of th�ngs the negot�ators may want to try at a future date rather 
than, “What you should have done �s . . .” Be as spec�f�c as poss�ble �n your pos�t�ve and negat�ve feedback rather 
than make general comments wh�ch may be d�ff�cult for the part�c�pants to understand.

�. The debr�ef�ng d�scuss�on should focus on the process rather than the substance of the d�spute.

“Model” Answer to S�mulat�on Exerc�se #�
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Tree Exercise #2
4 .1  Neighbour 1 Only

THE TREE (ROLE PLAY SIMULATION EXERCISE #2)
A large tree grows between two houses. Most of the year, the tree casts a shadow over one house �n the morn�ng and the 
other house �n the even�ng. The tree �s old and �ts many branches have cont�nued to grow and spread. The tree �s a home 
to many b�rds and �nsects. They s�ng and wh�stle loudly �n the morn�ng. Once each year the tree sheds �ts leaves, expos�ng 
both houses to the cooler w�nter sun.

The houses are �dent�cal and were made by the same bu�lder. The two fam�l�es that l�ve �n the houses are good ne�gh-
bours. They moved �nto the houses at the same t�me �� years ago. They work for the same company and do the same job. 
The�r relat�onsh�p has grown and become more respectful over the years. The ch�ldren of the two fam�l�es played together 
on the tree when they were young, but the ch�ldren have now moved away to the�r own homes.

Recently a problem has developed. One of the fam�l�es has asked the other to help them chop down the tree. They say 
that the tree �s block�ng the morn�ng sun and that the roof of the�r house needs repa�rs from the fall�ng branches and 
rott�ng leaves. The other fam�ly says that they want the tree to stay. They say that �t �s l�ke an old fr�end. It rem�nds them 
of the�r ch�ldren and g�ves them shade from the hot sun for half the day

NEIGHBOUR 1 – For your information only!
Your position:

• Chop down the tree.

Your underlying interests:

• The tree only prov�des shade �n the morn�ng. You would prefer �t prov�ded shade �n the afternoon when the tem-

perature �s the h�ghest. In the morn�ng you l�ke to sleep �n late.

• You are t�red of hav�ng to clean up the leaves every year. You are gett�ng older and �t �s very hard to cl�mb up on 

your roof to remove branches. It �s reduc�ng the t�me you have to relax and �t �s cost�ng you money for house 

repa�rs.

• You remember when the tree was much smaller. You enjoyed the colour �t brought to your house and you would 

s�t under �t w�th your fam�ly to d�scuss the day’s problems. You l�ked the tree when �t was not so b�g.

• You need to f�nd a solut�on to th�s tree. Your ne�ghbours have been good fr�ends and you hope that they are w�ll�ng 

to meet your needs.

4 .2  Neighbour 2 Only

THE TREE (ROLE PLAY SIMULATION EXERCISE #2)
A large tree grows between two houses. Most of the year, the tree casts a shadow over one house �n the morn�ng and the 
other house �n the even�ng. The tree �s old and �ts many branches have cont�nued to grow and spread. The tree �s a home 
to many b�rds and �nsects. They s�ng and wh�stle loudly �n the morn�ng. Once each year the tree sheds �ts leaves, expos�ng 
both houses to the cooler w�nter sun.

Tree Exerc�se #�
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The houses are �dent�cal and were made by the same bu�lder. The two fam�l�es that l�ve �n the houses are good ne�gh-
bours. They moved �nto the houses at the same t�me �� years ago. They work for the same company and do the same job. 
The�r relat�onsh�p has grown and become more respectful over the years. The ch�ldren of the two fam�l�es played together 
on the tree when they were young, but the ch�ldren have now moved away to the�r own homes.

Recently a problem has developed. One of the fam�l�es has asked the other to help them chop down the tree. They say 
that the tree �s block�ng the morn�ng sun and that the roof of the�r house needs repa�rs from the fall�ng branches and 
rott�ng leaves. The other fam�ly says that they want the tree to stay. They say that �t �s l�ke an old fr�end. It rem�nds them 
of the�r ch�ldren and g�ves them shade from the hot sun for half the day.

NEIGHBOUR 2 – For your information only!
Your position:

• Leave the tree stand�ng.

Your underlying interests:

• The tree only shades your house �n the afternoon. You would prefer �t prov�ded shade �n the morn�ng. You would 

l�ke to s�t outs�de �n the shade for your morn�ng tea.

• Your son has offered to help out w�th some of the yearly cleanup around your house. He wants to put the leaves 

�n h�s garden and w�ll use the dead branches for f�rewood.

• You have not�ced that the tree �s not as healthy as �t once was. It may be health�er w�th a thorough prun�ng.

• You need to f�nd a solut�on to th�s problem. You are concerned �t w�ll damage your relat�onsh�p w�th your ne�gh-

bours. They have been good fr�ends and you hope that they are w�ll�ng to meet your needs.

Tree Exerc�se #�
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Positions vs Interests Exercise #3 
The object�ve of th�s exerc�se �s to determ�ne the d�fference between pos�t�ons and �nterests.  Pos�t�ons do not allow for 
many opt�ons other than the one expressed. Th�s makes negot�at�on d�ff�cult as there �s only one opt�on ava�lable.  Inter-
ests allow for a far greater range of opt�ons to meet the �nterests �n order to form acceptable agreements. 

For example, �n statement #�, “th�s dam w�ll be run to max�m�se power product�on,” does not allow for any other pos-
s�b�l�ty but to operate the dam. In contrast, �n statement #� “I want to secure my crop from drought, to have a stable 
�ncome,” expresses an �nterest and �ndeed answers the fundamental quest�on why �t �s �mportant. The goal of secur�ng 
crops may be accompl�shed �n many ways, from �rr�gat�on to fert�l�ser to crop rotat�on etc. The �dea that the fundamental 
�nterest �s to secure �ncome allows for even more opt�ons as �t opens up the poss�b�l�ty of m�cro-f�nanc�ng, cooperat�ve 
systems, new cred�t un�ons, agreements on crop pr�ces and so on. All these can be part of an agreement �n terms of 
meet�ng the �nterests of the negot�at�ng part�es.

Logistics

Break the workshop �nto groups of �-�0 people. Take the follow�ng l�st of “Pos�t�ons or Interests” and ask the groups to 
go through and dec�de wh�ch are pos�t�ons and wh�ch are �nterests.  They should have d�scuss�ons among themselves �n 
attempts to arr�ve at unan�mous dec�s�ons.  Th�s d�scuss�on w�ll help people understand what const�tutes a pos�t�on and 
an �nterest. 

The object�ve �s not to have the groups determ�ne all the correct answers; �t �s st�mulate d�scuss�on and learn�ng.

When the groups return to the plenary, to save t�me, have one person from each group represent the group. 

Go �n turn from one group to the next, hav�ng each g�ve �ts response to ONLY ONE answer. 

�.e. Group A g�ves an answer to #�, Group B to #�, Group C to #� etc.

For each response ask �f there �s a d�fferent answer from any group. D�scuss. 

Answers:

#�-P, #�–I, #�–P, #�–I, #�–I, #�–P, #�- I, #8-P, #�-I, #�0–P, #��–P, #��–I, #��-P, #��-I, #��-I, #��-P, #��-I, #�8-p, 
#��-I, #�0-P, #��-P, #��-P, #��-P, #��-I, #��-I, #��-I, #��- I.

Pos�t�ons vs Interests Exerc�se #�
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Positions or Interests?

�. Th�s dam w�ll be run to max�m�se power product�on. 

�. We are concerned that flood�ng �s damag�ng property (cost�ng money and l�ves).

�. We need negot�at�on sess�ons to be t�me l�m�ted and scheduled well �n advance due to other respons�b�l�t�es.

�. We want to be able to explore opt�ons w�thout �mply�ng any comm�tment or support.

�. We are concerned that other countr�es w�ll want to try to control our domest�c affa�rs.

�. There w�ll be no tour�st boats allowed across the boarder.

�. We are concerned that the floods w�ll not be suff�c�ent to fert�l�se the f�elds and the water w�ll be too low to feed 

the �rr�gat�on system.

8. We are bu�ld�ng the dam.

�. I want to secure my crop from drought to have a stable �ncome.

�0. We need more f�sh to be allowed to m�grate upstream.

��. The def�n�t�on of tr�butary cannot go beyond a f�rst order stream.

��. We are concerned the dam w�ll affect the f�sher�es and the ecosystem.

��. I fear that �nformat�on w�ll be b�ased and negat�vely affect potent�al to have �nterests met.

��. We want to develop a susta�nable economy.

��. We want to develop stable and cheap electr�c�ty. Th�s w�ll help us develop.

��. I must have � cm of water per day for my f�elds.

��. We are worr�ed that a fundamental prote�n source (f�sh) may be lost or damaged.

�8. The dam cannot be bu�lt.

��. We want to develop �n a way that ma�nta�ns the env�ronment.

�0. Th�s water should be used for �rr�gat�on.

��. I w�ll not part�c�pate �n the negot�at�ons anymore.

��. I do not support do�ng th�s research.

��. I need to demonstrate progress to super�ors.

��. We are concerned that comm�tments w�ll not be fulf�lled.

��. They want to �ncrease �ncome.

��. I feel �nt�m�dated by other negot�ators. 

��. We need �deas to be cons�dered even �f they are not accepted.

Pos�t�ons vs Interests Exerc�se #�
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Prisoner’s Dilemma Exercise #4
Confidential Teaching lessons for the Prisoner’s Dilemma Simulation Exercise #4

The lesson learned for th�s exerc�se �s that the Pr�soner’s D�lemma scenar�o �s a so-called “soc�al trap” exerc�se �n wh�ch 
long-term max�m�zat�on requ�res unenforceable mutual trust, and where s�gn�f�cant short-term ga�ns are poss�ble by 
break�ng that trust. Commun�cat�on must be �mpl�c�t and �s therefore h�ghly amb�guous and subject to m�s�nterpretat�on. 
Th�s usually occurs when part�c�pants project negat�ve and adversar�al �ntent�ons that don’t actually ex�st. The exerc�se 
h�ghl�ghts the frequency w�th wh�ch we make �mprec�se and �nadequately supported assumpt�ons. It ra�ses the �mpor-
tance of mak�ng and keep�ng assumpt�ons expl�c�t and test�ng them per�od�cally. The d�fference between react�ng to the 
other s�de’s moves (or one’s percept�on of what those moves mean, or w�ll be), and act�ng purposefully to �nfluence the 
other s�de to (re)act construct�vely, �s eas�ly �llustrated by compar�ng the exper�ences of d�fferent teams. The monetary 
var�at�on tends to be dramat�c between cooperat�ve and compet�t�ve games, and analys�s usually suggests that to estab-
l�sh cooperat�on, some team has to take a r�sk. The danger of self-fulf�ll�ng assumpt�ons �s also �llustrated. Part�es can 
turn caut�ous compet�tors �nto the cutthroat adversar�es they fear by proceed�ng w�th preempt�ve ruthlessness.

 Pr�soner’s D�lemma Exerc�se #�
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Simulation Exercise #5:
Vancouver River Part II
CONFIDENTIAL INSTRUCTIONS AND TEACHING MATERIALS FOR NEGOTIATION SIMULATION EXERCISE #5

FOR DOWNSTREAM PLAYERS ONLY 

Internal Negotiations

The last t�me Downstream “struck a deal” w�th Upstream, the M�n�ster of Fore�gn Affa�rs for Downstream ended up los-
�ng h�s post and Downstream members were left feel�ng cheated and angry. Th�s t�me around, some prel�m�nary “cau-
cus�ng” among yourselves w�ll help to establ�sh what Downstream’s pr�or�t�es are and what you’re hop�ng to get from 
Upstream.  In order to negot�ate w�th Upstream w�th a un�ted front, you need to establ�sh your �nternal pr�or�t�es on the 
ma�n �ssues. 

You w�ll have �.� hours to reach agreement on your negot�at�on strategy as a Downstream team. Th�s �s the �nternal 
negot�at�on. 

In th�s �nternal negot�at�on, you should:

• D�scuss at least the follow�ng key �ssues: env�ronment, compensat�on, employment and secur�ty;

• Develop an �nternal agreement on what you want.

• Address any other �ssues that are brought forth by your team.

• Prepare for the negot�at�on w�th Upstream w�th the goal of develop�ng an effect�ve strategy for negot�at�on.

In the follow-up negot�at�on sess�on w�th Upstream you w�ll have �.� hours to reach agreement (or determ�ne that none 
can be made) on the �ssues of concern. 

Th�s w�ll be the external negot�at�on.

7 .1  Confidential Instructions for Stripes – Foreign Minster for Downstream

You bel�eve you have been an effect�ve Fore�gn M�n�ster. 

You are able to see the “b�g p�cture” for the long term health of Downstream, and know that establ�sh�ng a good work�ng 
relat�onsh�p w�th Upstream �s the best th�ng for Downstream to do. For you, the most �mportant element �s gett�ng a good 
“package” deal from Upstream.  You real�ze that rece�v�ng compensat�on from Upstream for alleged damages past, pres-
ent and future may prov�de needed money to Downstream but may not create jobs nor ensure the health and safety of your 
c�t�zens. You are go�ng to do everyth�ng poss�ble to obta�n a package deal as long as �t �s fa�r and good for Downstream.

Your team �ncludes Dots, a br�ght but d�ff�cult member of your team as well as a l�kely r�val �n the upcom�ng elect�ons. 
You are pleased about �nclud�ng the �nternat�onal law adv�sor because you trust the adv�sor’s judgment and you want 
a vo�ce of reason when deal�ng w�th Dots. You w�ll work w�th Dots and the �nternat�onal law adv�sor to prepare for the 
negot�at�ons w�th Upstream. You are very open to the�r �deas, concerns, and �nterests. However, s�nce you are Fore�gn 
M�n�ster, you are the one who must make f�nal dec�s�ons. You support the �dea of a neutral fac�l�tator. You are the lead 
negot�ator for your team.

S�mulat�on Exerc�se #� – Vancouver R�ver Part II
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Compensation

Your f�rst pr�or�ty �s Compensat�on.  By mak�ng th�s a key component of your elect�on platform, you bel�eve that you can 
ga�n the support of many of those currently sympathet�c to Dots. In your negot�at�ons, try to get Upstream’s guaranteed 
support of compensat�on. 

Hav�ng the�r support w�ll surely help guarantee that you w�ll ach�eve your �nterest �n obta�n�ng compensat�on. Of course, 
you know Upstream w�ll not agree to these demands unless they bel�eve that your threat of m�l�tary act�on �s cred�ble or 
you can conv�nce Upstream that they are ser�ously v�olat�ng �nternat�onal law.  In terms of how the compensat�on �s actu-
ally pa�d, you are open to suggest�on �nclud�ng obta�n�ng a share of the power currently be�ng generated by Upstream from  
the dam.

Environment

Your second pr�or�ty �s env�ronment �nclud�ng health and safety. You are worr�ed about the health and safety �ssues asso-
c�ated w�th what Upstream has done to the r�ver �nclud�ng the �nterference w�th the r�ver f�sh that has part�cular cultural 
s�gn�f�cance �n Downstream.  You have also heard stor�es from Downstream members about “popp�ng no�ses” com�ng 
from the dam, plus there was that �ssue w�th the odor several years ago. You want Upstream to be more respons�ve.  That 
would mean Upstream would do more to ensure health and safety and at least attend regular meet�ngs (quarterly per-
haps) w�th Downstream so you can hear reports from Upstream staff and get follow-up reports on �ssues of concern. 

You can ask for anyth�ng that w�ll ensure that Upstream takes �ts env�ronmental respons�b�l�t�es ser�ously.  

You are part�cularly keen on the �dea of restor�ng the r�ver f�sh that appears to have been detr�mentally �mpacted by the 
act�v�t�es �n Upstream.

Employment

Your th�rd pr�or�ty �s employment for Downstream members. You want Upstream to help secure future employment for 
Downstream members. You would l�ke Upstream to eventually agree to a free trade zone and to a h�r�ng comm�tment of 
�% to �0% of all jobs assoc�ated w�th the dam and the green belts for Downstream members �n both the short and long 
term. You are also open to other econom�c development �deas that they may suggest.

Security

Your fourth pr�or�ty �s secur�ty.  Th�s �ncludes food secur�ty, energy secur�ty and m�l�tary secur�ty.  Even though your armed 
forces are much stronger than those of Upstream, the m�l�tary route �s not a route you would prefer to go.

Summary

Dur�ng both your �nternal and external negot�at�ons you w�ll be meet�ng w�th one or more other part�es who may, or may 
not, have s�m�lar �ssues or �nterests as yours.

During all of these negotiations you should:

�. Present the �ssues you want to address.

�. Descr�be the �nterests or needs you want to have met.

�. Learn about the other part�es’ �nterests and �ssues.

�. Try to negot�ate and reconc�le d�fferences you may have w�th�n your own team.

S�mulat�on Exerc�se #� – Vancouver R�ver Part II
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To assist you in preparing you might fill out the chart below:

Your �ssues/top�cs for d�scuss�on: Your �nterests or needs: Your poss�ble opt�ons or solut�ons:

The�r �ssues/top�cs for d�scuss�on: The�r �nterest or needs: The�r poss�ble opt�ons or solut�ons:

7 .2  Confidential Instructions for Dots of Downstream

As you see �t, Upstream owes Downstream. The b�g deal they struck w�th Downstream on another r�ver �� years ago was 
completely unfa�r, and Upstream knew �t. 

Your team �ncludes Str�pes, a capable but far too conc�l�atory leader, and Dashes, a legal adv�sor. Wh�le you th�nk 
Dashes’ adv�ce w�ll be helpful, you suspect that Str�pes and th�s adv�sor w�ll form a un�ted front of “reason” aga�nst you. 
Thus, you plan to l�sten to good adv�ce from Dashes, but are also w�ll�ng to keep Dashes �n place �f needed. As you see �t, 
�f you can get a good deal for Downstream, you can take cred�t for �t �n the upcom�ng elect�ons. If Str�pes �s too conc�l�a-
tory on too many �ssues, you can also use th�s aga�nst Str�pes �n the elect�ons. At worst, �f Str�pes �s s�mply g�v�ng �n, or 
Upstream �s unreasonable, you can make a v�able threat. If the negot�at�ons go poorly, you w�ll not hes�tate to organ�ze 
Downstream members to stage protests call�ng for m�l�tary act�on and/or removal of the dam.  Th�s �s not an �dle threat. 
Ne�ther Str�pes nor Upstream are l�kely to benef�t from the med�a storm that you could create �f you need to. Of course, 
�f you do walk out at any po�nt, you r�sk look�ng “too rad�cal” for many Downstream members, and thus r�sk al�enat�ng an 
�mportant number of voters. F�nd�ng the r�ght balance �s what good pol�t�cs �s all about.

Security

You �ntend to make secur�ty for Downstream your number one pr�or�ty.  By secur�ty you mean energy secur�ty and food 
secur�ty as well as m�l�tary secur�ty. Th�s �s an �mportant elect�on �ssue.  You are well connected w�th Downstream’s pow-
erful m�l�tary establ�shment. 

S�mulat�on Exerc�se #� – Vancouver R�ver Part II
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Compensation

Your second pr�or�ty �s to obta�n compensat�on from Upstream for past, present and future harm to Downstream. Although 
Str�pes off�c�ally represents Downstream on th�s �ssue, you know others �n your country who also want Downstream to get 
as much as poss�ble. In fact, some of your supporters would l�ke to see Upstream pay a lot s�mply because of the raw deal 
the Downstream rece�ved twenty years ago. Th�s �s a symbol�c �ssue. However, you want to start w�th a very h�gh demand 
for two reasons: (�) you want to make Upstream well aware of the unfa�rness of past deal�ngs; (�) you can use your �n�t�al 
pos�t�on, whatever the f�nal outcome, �n your b�d for Str�pes’ job. 

Environment

Your th�rd pr�or�ty �s env�ronment �nclud�ng health and safety. You want Upstream to act respons�bly and not �gnore the 
worr�es and concerns of Downstream members. You are t�red of Upstream’s �nd�fference to Downstream. Upstream must 
agree to develop an emergency evacuat�on plan, establ�sh a ��-hour hotl�ne to call �f anyth�ng susp�c�ous happens and 
hold monthly meet�ngs, at least for the f�rst year, w�th Downstream so Downstream can hear reports from Upstream staff 
and get follow-up reports on �ssues of concern.  You are worr�ed about be�ng unable to hunt, trap and f�sh �n the reg�on 
below the new dam. You’d l�ke to see Upstream ant�c�pate problems, not react to them. They should set as�de a spec�al 
fund to explore env�ronmental degradat�on as a result of the development and �nvolve local youth �n env�ronmental mon�-
tor�ng. You’d l�ke to see Upstream put as�de about $�00,000 for the f�rst year of env�ronmental stud�es. In add�t�on to th�s 
env�ronmental stud�es fund, you want to have a part �n develop�ng the mon�tor�ng effort.  

Employment

Your fourth pr�or�ty �s employment for Downstream members. You are not part�cularly �nterested �n hav�ng Upstream help 
secure future employment for Downstream members.  Nor are you part�cularly �nterested �n the �dea of a free trade zone 
between Upstream and Downstream.  On the other hand, you do not want to be seen to be oppos�ng anyth�ng that m�ght 
help the lackluster Downstream economy so you are open to any �deas that Upstream may suggest.

Summary

Dur�ng both your �nternal and external negot�at�ons you w�ll be meet�ng w�th one or more other part�es who may, or may 
not, have s�m�lar �ssues or �nterests as yours.
Dur�ng all of these negot�at�ons you should:

�. Present the �ssues you want to address.
�. Descr�be the �nterests or needs you want to have met.
�. Learn about the other part�es’ �nterests and �ssues.
�. Try to negot�ate and reconc�le d�fferences you may have w�th�n your own team.
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To assist you in preparing you might fill out the chart below:
 

Your �ssues/top�cs for d�scuss�on: Your �nterests or needs: Your poss�ble opt�ons or solut�ons:

The�r �ssues/top�cs for d�scuss�on: The�r �nterest or needs: The�r poss�ble opt�ons or solut�ons:

7 .3  Confidential Instructions for Dashes, International Legal Advisor to Downstream
You are pleased by Str�pes’ support of your �nvolvement �n the negot�at�ons w�th Upstream. Th�s �s a good s�gn.  You’ve 
been work�ng hard over the past several years to bu�ld your role as an adv�sor.  Of course, your role �n these negot�at�ons 
�s l�m�ted as you are here ma�nly to ensure that whatever happens makes legal sense.

In add�t�on to th�s role, you bel�eve that you may be able to help fac�l�tate the negot�at�ons. Although Upstream has 
negot�ated many t�mes before, they may not be sens�t�ve to the hardsh�ps that Downstream cont�nuously faces. S�m�larly, 
many Downstream c�t�zens �ncorrectly th�nk that Upstream �s flush w�th money. You want to take advantage of the fact 
that you are able to see both s�des of the p�cture, and try to keep the talks progress�ng. Because of your sens�t�v�ty to 
the Downstream groups, you understand that they may not w�sh to d�scuss every deta�l of the�r negot�at�ng strategy w�th 
you. Be respectful of des�res for pr�vate “caucuses”, but do your best to ensure that Downstream aren’t try�ng to ambush 
Upstream w�th any unreasonable demands at the same t�me.

Compensation

Your top pr�or�ty �s help�ng Downstream to obta�n fa�r compensat�on as a result of what may have been �nequ�table and 
unreasonable d�str�but�on from past benef�c�al use of the Vancouver R�ver.  In the past, Downstream has tr�ed to obta�n 
extremely h�gh assessments of th�s past benef�c�al use. In the end, Downstream had to back down, but Downstream also 
ended up wast�ng t�me and los�ng cred�b�l�ty. 

Employment

The other area you may w�sh to comment on �s econom�c development. Although ostens�bly only a legal adv�sor, you have 
been �nvolved �n help�ng forge partnersh�ps between upstream and downstream states throughout the world. One of the 
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best ways to do th�s �s to f�nd “mutual ga�ns” that would �n th�s case benef�t both Upstream and Downstream. There are 
many ways Upstream could support Downstream at relat�vely l�ttle to no cost to Upstream. For �nstance, h�r�ng Down-
stream members as employees �s at l�ttle cost, s�nce they’d be pay�ng out the salar�es to workers anyway. Wh�le Upstream 
has typ�cally offered some �% to �0% of the total jobs to Downstream members �n the past, more recently, th�s percentage 
has �ncreased to as much as �0%. An example of a trade-off wh�ch benef�ts both states �s a profess�onal development 
program where spec�al sk�lls, �n demand by a part�cular �ndustry, are taught to el�g�ble Downstream job-seekers. Jo�nt 
ventures, �nvestment strategy workshops and �nternsh�p and tra�n�ng programs could also be of great long term benef�t 
to Downstream.

Summary

Dur�ng both your �nternal and external negot�at�ons you w�ll be meet�ng w�th one or more other part�es who may, or may 
not, have s�m�lar �ssues or �nterests as yours.

During all of these negotiations you should:

�. Present the �ssues you want to address.

�. Descr�be the �nterests or needs you want to have met.

�. Learn about the other part�es’ �nterests and �ssues.

�. Try to negot�ate and reconc�le d�fferences you may have w�th�n your own team.

To assist you in preparing you might fill out the chart below:

Your �ssues/top�cs for d�scuss�on: Your �nterests or needs: Your poss�ble opt�ons or solut�ons:

The�r �ssues/top�cs for d�scuss�on: The�r �nterest or needs: The�r poss�ble opt�ons or solut�ons:

FOR UPSTREAM PLAYERS ONLY
Internal Negotiations
Before you meet w�th the Downstream group, you need to determ�ne among yourselves what your negot�at�on strategy w�ll 
be. Resolv�ng th�s negot�at�on �s worth a great deal to Upstream, part�cularly �n the face of m�l�tary act�on by Downstream. 
In order to negot�ate w�th Downstream w�th a un�ted front, as Upstream you need to establ�sh your �nternal pr�or�t�es on 
the ma�n �ssues.
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You w�ll have �.� hours to reach agreement on your negot�at�on strategy as the Upstream team.
Th�s �s the �nternal negot�at�on. In th�s �nternal negot�at�on, you should:

• D�scuss the key �ssues.

• Address any other �ssues that are brought forth by your team.

• Prepare for the meet�ng w�th the Downstream, w�th the goal of develop�ng an effect�ve strategy for negot�at�on. 

In the follow-up negot�at�on sess�on w�th the Downstream you w�ll have �.� hours to reach agree-
ment (or determ�ne that none can be made) on the �ssues of concern. Th�s w�ll be the  
external negot�at�on.

7 .4  Confidential Instructions for Red, Foreign Minister of Upstream
Th�s �s only one of hundreds of negot�at�ons you’ve part�c�pated �n. You pr�de yourself on your ab�l�ty to be tough but fa�r 
and always protect the �nterests of your country. You w�ll work w�th Wh�te and Blue to prepare for the negot�at�ons w�th 
Downstream. You are very open to your team’s �deas, concerns and �nterests. However, s�nce you are Fore�gn M�n�ster you 
are the one who must make f�nal dec�s�ons. You are the lead negot�ator for the team.

Th�s �s one of the f�rst t�mes you have worked closely w�th Wh�te. You’ve heard Wh�te talk about forg�ng a new long-term 
relat�onsh�p w�th Downstream, but you don’t bel�eve you need a “new relat�onsh�p” to do th�ngs �n Upstream the way you 
th�nk they should be done.

Unbeknownst to Wh�te, you were very uncerta�n whether Wh�te was the r�ght person for the job dur�ng h�r�ng. After all, 
Wh�te seemed to be too progress�ve, too �nnovat�ve and too much of a r�sk-taker for the conservat�ve corporate culture 
of Upstream. But the Pr�me M�n�ster conv�nced you to take a r�sk. Th�s �s your f�rst opportun�ty to see �f Wh�te �s sens�ble 
and protect�ve of Upstream’s �nterests.

Security

You are a former sen�or m�l�tary commander.  You were the f�rst woman �n the h�story of your country to hold such a pos�-
t�on. Your f�rst pr�or�ty �s secur�ty.  You w�sh to ensure Upstream’s energy secur�ty, food secur�ty and m�l�tary secur�ty.  You 
are anx�ous to avo�d a m�l�tary confrontat�on w�th Downstream who you judge to have s�gn�f�cantly more m�l�tary hardware 
than Upstream.  However, under no c�rcumstances w�ll you agree to the removal of the dam.

Compensation

Your second pr�or�ty �s to deal w�th the �ssue of compensat�on that you ant�c�pate Downstream �s go�ng to ra�se. You are 
fearful that the Downstream could seek payments for past, present and future alleged damages.  You are worr�ed that 
Downstream w�ll be greedy.  You are part�cularly d�scomforted about the �dea of pay�ng for alleged past harms and the 
precedent you fear that m�ght set.  If you are somehow forced �nto pay�ng compensat�on, you want to obta�n some assur-
ances that Downstream w�ll agree to ab�de by a fa�r assessment process.

You feel that you cannot agree to other concess�ons unless you have a reasonable and sat�sfactory d�scuss�on about 
compensat�on.  You have left the f�nanc�al deta�ls of th�s port�on of the negot�at�on up to Wh�te. But you want h�m to edu-
cate you about what �s “fa�r” so you can be ready �n the negot�at�ons w�th the Downstream. You cannot stand for an unfa�r 
precedent.
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Health and Safety Concerns

You th�rd pr�or�ty �s to address health and safety concerns. You understand that Upstream has not been as effect�ve as 
�t should have been. As far as you are concerned, the facts show that Upstream’s safety record �s superb. However, 
Upstream’s record �n commun�cat�ng th�s record �s qu�te poor. Thus, you are w�ll�ng to offer the Downstream what you 
would offer anyone else. You w�ll prov�de them the number of the closest reg�onal off�ce �n the case of emergenc�es, work 
w�th local off�c�als to tra�n them �n emergenc�es and prov�de refr�gerator magnets w�th emergency numbers. You w�ll not 
stand, however, for any attacks on Upstream’s safety record.

Employment

Your fourth pr�or�ty �s employment for Downstream. In prel�m�nary talks, Wh�te has told you Upstream must w�n Down-
stream’s trust and str�ke a good deal by offer�ng other “ent�cements”, part�cularly �n regards to employment. Wh�te d�d 
not go �nto deta�l at that t�me, but sa�d a proposal would be forthcom�ng. You assume Wh�te means jobs and job tra�n�ng, 
but you aren’t really sure. You also know that Blue w�ll be concerned about the percentage of Downstream members that 
Upstream must h�re.  You’ll work w�th Blue to develop a reasonable percentage.

Total Costs

From a purely monetary standpo�nt, you are w�ll�ng to pay for other “ent�cements” to try to make Downstream happy 
(�f Wh�te can make a conv�nc�ng case) as long as the total b�ll does not exceed $�00,000. Of course, the less money you 
spend, the better.

Summary

Dur�ng both your �nternal and external negot�at�ons you w�ll be meet�ng w�th one or more other part�es who may, or may 
not, have s�m�lar �ssues or �nterests as yours.
Dur�ng all of these negot�at�ons you should:

�. Present the �ssues you want to address.

�. Descr�be the �nterests or needs you want to have met.

�. Learn about the other part�es’ �nterests and �ssues.

�. Try to negot�ate and reconc�le d�fferences you may have w�th�n your own team.
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To assist you in preparing you might fill out the chart below: 

Your �ssues/top�cs for d�scuss�on: Your �nterests or needs: Your poss�ble opt�ons or solut�ons:

The�r �ssues/top�cs for d�scuss�on: The�r �nterest or needs: The�r poss�ble opt�ons or solut�ons:

7 .5  Confidential Instructions for White, Deputy Minister for Upstream
Th�s negot�at�on �s an exc�t�ng prospect for you. You know you can help Upstream to make s�gn�f�cant �mprovements �n �ts 
relat�onsh�p w�th Downstream. You know that Red, your boss, �s pretty old fash�oned when �t comes to relat�ons. But you 
are conf�dent you can conv�nce h�m and everyone assoc�ated w�th the project that work�ng cooperat�vely w�th Downstream 
�s the most cost-effect�ve, respons�ble way to do bus�ness. Th�s �s your opportun�ty to ga�n Red’s trust and beg�n to steer 
Upstream �n a new d�rect�on.

Employment

Your f�rst pr�or�ty �s to get Red to agree to support an econom�c development off�ce for Downstream as part of the overall 
deal. In add�t�on to be�ng of help to the Downstream, th�s off�ce would g�ve Upstream an opportun�ty to tra�n workers for 
spec�al�zed or techn�cal jobs, d�str�bute �nformat�on about job and tra�n�ng opportun�t�es and prov�de a venue for better 
commun�cat�on between corporat�ons, government representat�ves and Downstream. You p�cture �t l�ke a techn�cal col-
lege, offer�ng d�fferent programs at d�fferent t�mes of the year and prov�d�ng scarce resources such as computers and 
�nternet connect�ons for Downstream Members’ use. If �t succeeds, �t could be a model around the world.
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You know you can get th�s off�ce off the ground �n the next few months, �nclud�ng �nformat�on sess�ons for locals on the 
progress of the development. The cost �n the f�rst year w�ll be $�00,000, and an est�mated $��0,000 to $�00,000 annually 
thereafter.  The long-term payback to both Downstream and Upstream w�ll be many t�mes that. Th�s �s a good �nvestment 
for everyone. You also know that the Downstream w�ll want to have some percentage of short and long-term jobs be 
reserved for Downstream members. You th�nk th�s �s �mportant — and as long as the workers are properly tra�ned — you 
th�nk th�s comes at relat�vely low cost to the Upstream. On the long-term percentage, you want to keep the percentage as 
a goal rather than as a comm�tment (you are w�ll�ng to go as h�gh as �0%, as a goal) and focus people on the long-term 
opportun�t�es of the econom�c development off�ce.

Health and Safety

Your second pr�or�ty �s effect�vely handl�ng health and safety concerns. You th�nk the standard Upstream offer�ngs �n th�s 
regard are f�ne. Upstream prov�des Downstream w�th the number of the closest reg�onal off�ce �n the case of emergenc�es, 
works w�th local enforcement off�c�als to tra�n them and g�ves them refr�gerator magnets w�th emergency numbers. 

But g�ven Upstream’s poor performance �n the past, th�s �s not enough. You want to encourage Red, the Pres�dent, to 
be more progress�ve. You’d l�ke the Upstream to send a sen�or health and safety �nspector to meet w�th Downstream at 
least once a year. Th�s costs next to noth�ng and bu�lds good relat�ons. You want Upstream to set up a ��-hour hotl�ne 
ded�cated to safety concerns and worr�es expressed by Downstream members.

You expect that the cost of establ�sh�ng, operat�ng and promot�ng such a hotl�ne �n the f�rst year �s probably �n the 
ne�ghborhood of $�00,000. 

As a f�sher yourself you are very keen on the �dea of restor�ng the r�ver f�sh that appears to have been detr�mentally 
�mpacted by the act�v�t�es �n Upstream.

Compensation

Your th�rd pr�or�ty �s help�ng set what compensat�on w�ll be pa�d by Upstream to Downstream for alleged damages past, 
present and future.  You are well aware that Red doesn’t want to pay Downstream anyth�ng part�cularly for allegat�ons of 
past damages.  However, you bel�eve that Str�pes wants to work w�th Upstream to develop an overall package of agree-
ments. If you can br�ng some certa�nty and fa�rness to the compensat�on �ssue, then you bel�eve you and Upstream w�ll 
have more room to move on other �ssues, part�cularly on your �nnovat�ve projects. If you can help Red secure a fa�r and 
reasonable rate, you th�nk Red w�ll be able to be more flex�ble on other �ssues.  

Other

You �mag�ne that Downstream may ask for other spec�f�c concess�ons. You are open to new and �nnovat�ve �deas. In gen-
eral, for any new �tems that are proposed, you’ll have to make sure they are cost-effect�ve and sens�ble �n the eyes of 
Red. You’re pretty sure you can appease Red’s budget sense and g�ve a good deal to Downstream, as long as everyone 
negot�ates �n good fa�th.

Summary

Dur�ng both your �nternal and external negot�at�ons you w�ll be meet�ng w�th one or more other part�es who may, or may 
not, have s�m�lar �ssues or �nterests as yours.
Dur�ng all of these negot�at�ons you should:

�. Present the �ssues you want to address.

�. Descr�be the �nterests or needs you want to have met.

�. Learn about the other part�es’ �nterests and �ssues.

�. Try to negot�ate and reconc�le d�fferences you may have w�th�n your own team.
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To assist you in preparing you might fill out the chart below: 

Your �ssues/top�cs for d�scuss�on: Your �nterests or needs: Your poss�ble opt�ons or solut�ons:

The�r �ssues/top�cs for d�scuss�on: The�r �nterest or needs: The�r poss�ble opt�ons or solut�ons:

7 .6  Confidential Instructions for Blue, International Law Advisor to Upstream 
As a close personal fr�end of the Upstream Fore�gn M�n�ster you feel respons�ble for see�ng that she does noth�ng �n these 
negot�at�ons that m�ght jeopard�ze her career.  In your exper�ence, work�ng w�th Downstream has become �ncreas�ngly 
d�ff�cult. Now, Downstream often comes to the table w�th unreasonable demands. To make matters worse, lots of t�mes 
these do not seem to be the same demands that Downstream c�t�zens appear to care about. 

There are several th�ngs that are out of your control. F�rst, because you are just a legal adv�sor, you don’t spend 
Upstream’s money for them. It’s up to the Downstream and Upstream to f�gure out how to deal w�th pol�t�cally volat�le 
�ssues l�ke compensat�on. Second, as for Upstream’s pol�cy on health and safety, that’s the�r bus�ness too.

There are three th�ngs very dear to you. 

• F�rst, under no c�rcumstances w�ll you countenance removal of the dam.

• Second you want to try to avo�d a m�l�tary confrontat�on.  However, you are much more of a hawk then Red or 

Wh�te.

• Th�rd, you feel you need guarantees that �n a worst case scenar�o, whatever may get pa�d to Downstream by way 

of compensat�on �s on a w�thout prejud�ce bas�s and that Upstream acknowledges no fault.  

Employment

Your f�rst pr�or�ty �s to help negot�ate the employment �ssue. An �ssue that you know w�ll come up �s jobs for Downstream 
members �n the short and long term. Although �t’s not unusual to have comm�tments to h�re �% - �0% of local res�dents 
for a project, you’ve heard rumors that the Downstream may ask for as much as �0%. That would be too b�g a burden. It 
makes project management d�ff�cult when you have all these new and often �nexper�enced workers on the job. Bes�des, �f 
Downstream ends up be�ng too rad�cal, you’d have to worry about them sabotag�ng the dam s�te.
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 Environmental Regulation

Your second pr�or�ty �s deal�ng w�th new �nternat�onal env�ronmental regulat�ons. Red and Wh�te have not been �nvolved 
w�th the compl�cated env�ronmental perm�tt�ng for the new Upstream dam and green belt �n�t�at�ves. You’ve learned 
(pa�nfully) that the World Bank has taken a new �nterest �n ensur�ng that new �n�t�at�ves w�th transboundary �mpacts are 
developed susta�nably.  The new regulat�ons are more complex, requ�re more mon�tor�ng and ecolog�cal surveys, and 
the report�ng procedures appear to be very t�me-consum�ng. Among other th�ngs, you need an add�t�onal env�ronmental 
spec�al�st on s�te to handle these �ssues. 

Summary

Dur�ng both your �nternal and external negot�at�ons you w�ll be meet�ng w�th one or more other part�es who may, or may 
not, have s�m�lar �ssues or �nterests as yours.
Dur�ng all of these negot�at�ons you should:

�. Present the �ssues you want to address.
�. Descr�be the �nterests or needs you want to have met.
�. Learns about the other part�es’ �nterests and �ssues.
�. Try to negot�ate and reconc�le d�fferences you may have w�th�n your own team.

To assist you in preparing you might fill out the chart below: 

Your �ssues/top�cs for d�scuss�on: Your �nterests or needs: Your poss�ble opt�ons or solut�ons:

The�r �ssues/top�cs for d�scuss�on: The�r �nterest or needs: The�r poss�ble opt�ons or solut�ons:
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7 .7  Preparation Sheets – See Appendix “TEACHING PACKAGE ONLY SIMULATION #5”
PREPARATION SHEET

�. Ident�fy �nterests.

�. Est�mate BATNAs as well as cons�der asp�rat�ons.

�. Generate opt�ons and packages.

�. Cons�der object�ve cr�ter�a for evaluat�ng opt�ons.

�. Clar�fy your author�ty and the�rs.

�. Prepare for process as well as substance.

�. Cons�der follow-through after negot�at�ons.

8. Put �t all together: develop a strategy.

PREPARATION SHEET - ACTIONS AND QUESTIONS

Identifying Interests

�. What are your �nterests?

�. What are the other s�de’s �nterests?

�. Wh�ch of your �nterests are of most concern to you?

Assess BATNAs as well as Aspirations

�. What are your best alternat�ves to a negot�ated agreement (BATNAs)?

�. What are the�r best alternat�ves to a negot�ated agreement (BATNAs)?

�. What m�ght you do to �mprove your BATNA? To weaken the�rs?

�. What are your asp�rat�ons?

Generate Options and Packages of Options

�. What �nformat�on, �f any, �s m�ss�ng that you need to make better dec�s�ons? Can you �mag�ne gather�ng any of 

that �nformat�on from the other s�de(s)?

�. What opt�ons m�ght you cons�der to meet your �nterests and the�rs?

�. What reasoned arguments m�ght you use to support these opt�ons? 

�. How m�ght you package these opt�ons to meet your and the�r �nterests? Can you �dent�fy �nterests and �ssues that 

you and they value d�fferently?

Consider Objective Criteria for Evaluating Options

�. What object�ve cr�ter�a m�ght you use to evaluate the opt�ons and packages you have created?

�. Have you cons�dered what �s “fa�r” to you? What m�ght be “fa�r” to them?

Clarify Your Authority and Theirs

�. Does the other s�de have the author�ty to make agreements? If not, what are the�r l�m�ts?

�. Do you have the author�ty to make agreements? If not, what are your l�m�ts?

�. Are there any m�ss�ng stakeholders (�nternally or externally) who m�ght later threaten  

the agreement?

�. Have you bu�lt an �nternal consensus as to your negot�at�on approach? Do you have those below you, w�th you 

and above you on-board?

Prepare for Process as Well as Substance

�. Have you establ�shed a process for how you w�ll work together as a negot�at�ng team?

�. Have you developed suggest�ons for the process you and the other s�de m�ght use to structure and smooth the 
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way for your negot�at�ons?

�. G�ven what you know about the upcom�ng negot�at�ons, do you th�nk a neutral m�ght be helpful?

Consider Follow-Through After Negotiations

�. Can you �mag�ne comm�tments and cont�ngenc�es that w�ll make the agreement more l�kely to be followed?

�. Are there rat�f�cat�on procedures you or they must follow?

�. Do you want a long term relat�onsh�p w�th them when you are done?

�. Are there clear d�spute resolut�on procedures �n place?

Putting it All Together: Develop a Strategy

�. In what sequence do you th�nk �ssues ought to be d�scussed? What tone do you �ntend to take? How do you �ntend 

to approach “f�rst offers.” What do you �ntend to reveal? What do you �ntend to keep conf�dent�al? If negot�at�ons 

do break down, what �s your ex�t strategy?

�. Can you weave the elements of �nterests, BATNAs, opt�ons, packages and object�ve cr�ter�a �nto a coherent plan 

of act�on

Lessons Learned from Simulation Exercise # 5 (for discussion)
The lessons learned from th�s exerc�se �nclude:

�. In help�ng to successfully resolve certa�n k�nds of confl�cts, an “�nterest based” negot�at�on approach has certa�n 

advantages and d�sadvantages over a str�ctly legal approach.

�. The success of external negot�at�ons may well be dependent on the success of pr�or �nternal negot�at�ons.

Th�rd party neutrals such as fac�l�tators and/or med�ators may have a potent�ally �mportant role to play �n successfully 
resolv�ng certa�n k�nds of d�sputes.
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Simulation Exercise #6:
The Elinehtton River Basin
Confidential Instructions for ELINEHTTON Negotiation Simulation Exercise #5

TO BE DISTRIBUTED ONLY TO THE INDIVIDUALS PLAYING PARTICULAR ROLES IN THIS SIMULATION EXERCISE!

8 .1  Confidential Instructions to A
(TO BE DISTRIBUTED ONLY TO THE PERSON(S) PLAYING THIS ROLE IN THIS SIMULATION EXERCISE)

�. You are very �nterested �n reach�ng an agreement on the equ�table shar�ng of benef�ts from the further develop-

ment of the bas�n w�th the other three part�es upstream.  You know that you w�ll benef�t greatly �n a var�ety of 

ways �f the other three part�es upstream bu�ld and operate dams �n the�r terr�tory �n a manner that �s benef�c�al 

to you.  For example, the appropr�ate operat�on of dams upstream �n B, C and D w�ll allow you to generate s�g-

n�f�cantly more electr�c�ty from just your ex�st�ng dam. 

�. You are well aware of s�tuat�ons throughout the world where downstream states have chosen to pay upstream 

states for benef�ts they rece�ved as a result of act�v�t�es undertaken �n upstream states, and you are aware of the 

emerg�ng �nternat�onal law �n th�s regard. However, you have an �nterest �n not pay�ng any upstream state for 

benef�ts from projects that those upstream states may well f�nd �t necessary or des�rable to bu�ld and operate 

anyway w�thout your hav�ng to make such payments!

�. You are very �nterested �n pursu�ng opt�ons that would cont�nue to guarantee your water “secur�ty” wh�le at the 

same t�me deal�ng w�th the fact that you currently lose �0% every year from you ex�st�ng reservo�r due to evapo-

rat�on losses.

�. You are �nterested �n shar�ng �n the benef�ts of the poss�ble export of electr�c�ty out of the reg�on.

�. You are prepared to cons�der a transm�ss�on corr�dor through your country to enable your ne�ghbors to access 

�nternat�onal markets for the�r electr�c�ty as long as there �s someth�ng �n �t for you.

8 .2  Confidential Instructions to B
(TO BE DISTRIBUTED ONLY TO THE PERSON(S) PLAYING THIS ROLE IN THIS SIMULATION EXERCISE)

�. You are very �nterested �n reach�ng an agreement on the equ�table shar�ng of benef�ts w�th the part�es both 

downstream and upstream from you for key reasons as follows:  

You have a strong �nterest �n establ�sh�ng and ma�nta�n�ng an electr�c�ty transm�ss�on corr�dor through A 

to you.

You have a strong �nterest �n ga�n�ng from the poss�ble export of electr�c�ty out of the reg�on.

You have a strong �nterest �n potent�ally rece�v�ng an equ�table share of the add�t�onal power that A may be 

able to generate as a result of your operat�ng the ex�st�ng dam �n your country �n a way that �s part�cularly 

benef�c�al to A.

�. You are adv�sed that the construct�on and operat�on of a proposed new dam �n C w�ll also allow you to generate 

s�gn�f�cantly more electr�c�ty as well as prov�de you w�th flood control benef�ts. 

�. You are also w�ll�ng to cons�der a transm�ss�on corr�dor through your country to allow C to access �nternat�onal 

markets as long as there �s someth�ng �n the deal for you.

�. You are aware of s�tuat�ons throughout the world where downstream states have chosen to pay upstream states 

for benef�ts they rece�ved as a result of certa�n act�v�t�es tak�ng place �n upstream states.  However, you suspect 

a)

b)

c)
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that A w�ll be reluctant to pay you for such benef�ts �f A bel�eves that you may f�nd �t necessary to operate your 

dam �n a way benef�c�al to A w�thout A hav�ng to make any such payments. Iron�cally, because you are “�n the 

m�ddle,” you have a s�m�lar �nterest �n avo�d�ng pay�ng benef�ts to C �f you th�nk that C may f�nd �t necessary to 

operate �ts dam �n a way benef�c�al to you w�thout you hav�ng to share benef�ts.

8 .3  Confidential Instructions to C
(TO BE DISTRIBUTED ONLY TO THE PERSON(S) PLAYING THIS ROLE IN THIS SIMULATION EXERCISE)

�. You are very �nterested �n reach�ng an agreement on the equ�table shar�ng of benef�ts for key reasons as fol-

lows: 

You have a strong �nterest �n establ�sh�ng and ma�nta�n�ng an electr�c�ty transm�ss�on corr�dor through A 

and B to you. 

You have a strong �nterest �n potent�ally rece�v�ng an equ�table share of the add�t�onal power that A and B 

w�ll be able to generate as a result of your construct�ng and operat�ng a new dam �n your country �n a way 

that �s benef�c�al to A and B. 

You have a part�cularly strong �nterest �n A and B support�ng your appl�cat�on for a loan to the World Bank 

to f�nance the construct�on of a new dam �n your terr�tory. 

You have a strong �nterest �n ga�n�ng from the poss�ble export of electr�c�ty out of the reg�on.

�. The construct�on and operat�on of a new dam �n your country w�ll allow A and B to generate s�gn�f�cantly more 

electr�c�ty, and you have an �nterest �n A and B shar�ng these benef�ts w�th you.

�. You are aware of s�tuat�ons throughout the world where downstream states have chosen to pay upstream states 

for benef�ts they rece�ved as a result of act�v�t�es �n upstream states, and you are aware of the emerg�ng �nter-

nat�onal law �n th�s regard.  However, you suspect that A and B w�ll be reluctant to pay an upstream state for 

benef�ts from projects that A and B bel�eve you may f�nd �t necessary or des�rable to bu�ld and operate, �n any 

event, w�thout the�r hav�ng to make any such payments.

8 .4  Confidential Instructions to D
(TO BE DISTRIBUTED ONLY TO THE PERSON(S) PLAYING THIS ROLE IN THIS SIMULATION EXERCISE)

�. You are very �nterested �n reach�ng an agreement on the equ�table shar�ng of benef�ts w�th the part�es down-

stream for key reasons as follows:  

You have a strong �nterest �n establ�sh�ng and ma�nta�n�ng an electr�c�ty transm�ss�on corr�dor through A 

to you. 

You have a strong �nterest �n potent�ally rece�v�ng an equ�table share of the add�t�onal power that A may be 

able to generate as a result of your construct�ng and operat�ng a new dam �n your country �n a way that �s 

part�cularly benef�c�al to A. 

You have a strong �nterest �n A support�ng your appl�cat�on for a loan to the World Bank to f�nance the con-

struct�on of a new dam �n your terr�tory. 

You have a strong �nterest �n ga�n�ng from the poss�ble export of electr�c�ty out of the reg�on.

�. You suspect the construct�on and operat�on �n a part�cular way of a proposed new dam �n D w�ll allow A to gener-

ate s�gn�f�cantly more electr�c�ty, and you have an �nterest �n A shar�ng these benef�ts w�th you.

�. You know A has to be very acutely concerned about �ts current �0% (!) annual evaporat�on loss from �ts dam at 

�.

�. You are aware of s�tuat�ons throughout the world where downstream states have chosen to pay upstream states 

a)

b)

c)

d)

a)

b)

c)

d)
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for benef�ts they rece�ved as a result of act�v�t�es �n upstream states, and you are aware of the emerg�ng �nter-

nat�onal law �n th�s regard.  However, you suspect that A w�ll be reluctant to pay any upstream state for benef�ts 

from projects that A bel�eves you may f�nd �t necessary or des�rable to bu�ld and operate, �n any event, w�thout A 

hav�ng to make any such payments.

8 .5  Debriefing Instructions for Elinehtton Simulation Exercise # 5
Initial Debriefing Questions

• What happened �n the groups that reached agreements?  What about �n any groups that fa�led to reach agree-

ments?

• What were your �nd�v�dual asp�rat�ons and what was your “Best Alternat�ve to a Negot�ated Agreement” 

(“BATNA”)?  D�d the actual outcome d�ffer from your expectat�ons?

• How d�d you d�scover the �nterests and concerns of the other part�es?  

• D�d the med�ator/fac�l�tator, �f present, ass�st �n �dent�fy�ng �nterests?  D�d you assume you knew them?  D�d you 

try to sat�sfy only your own �nterests, or d�d you attempt to f�nd ways to sat�sfy the m�n�mally acceptable cond�-

t�ons of the other part�es?

• What could you have done d�fferently?

• What add�t�onal facts and/or law, �f any, m�ght have �mproved th�s negot�at�on exerc�se?

Lessons Learned?

1 . Know your aspirations and your BATNA . 
 
The f�rst step �n prepar�ng for any �nterest based negot�at�on should probably be to determ�ne your asp�rat�ons and your 
BATNA.  Your asp�rat�ons are the best outcome you can real�st�cally expect to ach�eve �n negot�at�on. Th�s helps you 
�dent�fy and clar�fy your goals. 
 
The second step �s to f�gure out your BATNA.  Th�s �s the m�n�mally acceptable terms  you could agree to. Anyth�ng more 
presents you w�th a better alternat�ve to a negot�ated agreement. 
 
By clar�fy�ng your asp�rat�ons and BATNA pr�or to negot�at�ons, you g�ve yourself a range to evaluate opt�ons or packag-
es that develop dur�ng the barga�n�ng process.  A BATNA �s s�mply a gu�del�ne.  If new opt�ons ar�se dur�ng negot�at�ons, 
a person can adjust her or h�s BATNA accord�ngly. 

2 . Focus on interests and not on positions . 
 
Try to d�scover the �nterests beh�nd stated pos�t�ons.  If you d�scover what the other person really wants, you can 
attempt to �nvent ways to sat�sfy them and reach your own object�ves as well. If you never d�scover the other part�es’ 
�nterests, you cannot f�gure out what you need to offer �n order to get what you want. 
 
Always spec�f�cally ask what the other person’s �nterests are.  Never assume you already know what those �nterests are.  
L�sten carefully to the�r concerns and clearly expla�n the reason�ng beh�nd your �nterests. 
 
It �s helpful to �nvent opt�ons and packages as a group, w�thout expect�ng comm�tments wh�le you generate �deas.  Dur-
�ng th�s t�me, the group should seek to �nvent opt�ons to max�m�ze jo�nt ga�ns.  It �s �mportant to try to work w�th others 
to create mutually acceptable packages.  Packages can be subsequently mod�f�ed to accommodate unsat�sf�ed �nter-
ests. 
The med�ator should make sure each party’s �nterests are clearly spelled out.  A pr�vate caucus w�th one or more par-
t�es may be necessary to help �dent�fy and explore �nd�v�dual �nterests. 
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Dur�ng the debr�ef, ask the part�c�pants how much �nformat�on they shared w�th the group.  People per�od�cally fear that 
the others w�ll explo�t the �nformat�on that they share and therefore reveal l�ttle.  If others do not know your real �nter-
ests they cannot try to sat�sfy them.  Also, �f you �nflate your demands �n order to have room for concess�ons you r�sk  
los�ng cred�b�l�ty. 

3 . Separate the people from the problem and avoid escalation traps . 

 
The med�ator should �ntervene �n the event of personal attacks to ma�nta�n order and make the attack�ng party aware of 
the consequences of such behav�our. 
 
Dur�ng tense negot�at�ons, d�scuss�ons somet�mes degenerate �nto personal attacks.  Part�es should be careful not to 
�nst�gate personal attacks.  If part�c�pants are the target of such attacks, the med�ator would re-focus the d�scuss�ons 
by rem�nd�ng everyone that the�r common goal �s to negot�ate the substance of the confl�ct. 
 
A common escalat�on trap results when someone takes a strong pos�t�on on an �ssue.  Loss of face may prevent that 
person form agree�ng to a d�fferent but equally acceptable opt�on.  One way to try to avo�d th�s �s to refra�n from mak�ng 
comm�tments unt�l the other party’s �nterests are clear and the group has generated a number of opt�ons. 

4 . Understand sources of power in negotiations .  

 
Power or�g�nates from pol�t�cal pos�t�on, knowledge of the s�tuat�on and the barga�n�ng strategy.  Players can �ncrease 
the�r barga�n�ng power by bu�ld�ng coal�t�ons. 
 
They can agree to support a pol�t�cally powerful party �f that person prom�ses to promote the�r most �mportant �nter-
ests.  S�nce a med�ator tr�es to loosen the b�nds of pol�t�cally or �nst�tut�onally convent�onal opt�ons, negot�ators can also 
�ncrease the�r barga�n�ng power by �nvent�ng �nnovat�ve opt�ons that sat�sfy the�r own and others’ �nterests.
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