International Negotiations
       In popular opinion, negotiations, due to historical experience, are seen as talks at the negotiating table, usually under the conditions of secrecy. With the development and deepening of international relations, the negotiations turned into a process in which the situation outlined above is the only one of its phases. Each phase is characterized by its specificity and dynamics as well as involves different actors (also within the one side).
Generally, in the context of international practice, there developed a model of negotiation process, which consists of the following phases: diagnostic phase, formula phase and detail phase. The characteristics of this model are offered by John S. Odell, who diagnoses that: ”In the diagnostic phase, parties decide to explore the possibility of negotiating, conduct separate preparations and sound out other parties. In the second phase they search for some general principle or formula to guide the third phase (…). In the detail phase negotiators then work out the particulars of an agreement consistent with the formula”. The stages of this model are present in almost every negotiation process. However, due to the evolution of the international relations, and thus the intensity and complexity of the negotiations (partly because of the increasing integration of the internal actors into the bargaining process, what will be described in the last section), the model of negotiation process has been extended for a greater number of stages, reflecting almost all activities and events of the process. These stages are as follows: agenda setting, policy analysis, formulation, implementation and evaluation.The first phase of negotiation process is vital, as it generates the decisions that determine the course of the whole process and define the limits of maneuver for its participants. In this phase, the parties determine the issues that appear on the negotiating table with the definition of their understanding. As pointed out by Tanya Alfredson and Azeta Congu: ”Negotiations begin to take shape in agenda setting phase in as far as the choice of items placed on the table can set the tone and framework for the outcomes that are reached. Setting the agenda can help to either inform or restrict policy-makers thinking about a given area in accordance with the issues recognized as pertinent to discussion and parties selected for providing input and so on”. In the analysis phase, parties must analyze topics of negotiations in terms of their content, the consequences of adopting specific solutions and negotiation obligations. This analysis is in fact the result of interaction between decision-makers, affected bureaucracies, political parties and interest groups.
The phase of policy formulation is also considered vital, because its aim is to identify common and conflicting interests in the negotiation issues. During this phase, the parties are building forum for the exchange of information. On the basis of data collected during this phase, the parties choose the negotiating strategy.Generally, in the theory of international negotiations, there are two basic strategies: distributive and integrative (mentioned briefly above). During this phase it comes to actual negotiations, which results and commitments must be then implemented by the parties. In the implementation phase, negotiation results and commitments are legitimized, usually through the ratification process. This phase should not be ignored, as it reveals all gaps and shortcomings of the previous phases. In the first two phases, such a defect is the lack of agreement between the parties about a common understanding of the negotiation subject, as well as the lack of harmonization of all actors interested in the result of negotiations (including internal actors). As a consequence, when the product of negotiations gets under consideration of internal decision-makers, it can be challenged, and negotiations are proving to be a failure. In this situation, as also in the case of a positive finalization of the negotiations, the negotiation process is entering the last, evaluation stage, during which parties draw conclusions from the process and define the factors which made final agreement possible or barriers that hampered or squandered it.

