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10NEt:Offi1IDancrments' for Negotiating With the Soviet.;UfliO.n ;:: 
. ··. ' 

By Edward L. Rowny 

WASHING TON - As the United 
States and Soviet Union prepare to l'.e­
sume the fourth round of the strategic 
arins talks in Geneva, it is useful to 
reflect on lessons learned in pa.st ne­
gotiations with Moscow. Whil~'much 
of the discussion on arms control of 
course concerns the merits of sub­
stantive positions, it is also important 
to consider negotiating techniques. 

I have drawn up a list of "10 com-
. mandi;nents," or practical principles, 
for negotiating with Moscow based oil 
personal experience. Seasoned nego­
tiators already understand these 
things, but they must always keep the 
principles in mind- as must the Con­
gress and the public. 
· 1. Above all, remember the objec-
tive. · . 

lems have solutions if only 'we try 
hard enough ..:.. the Russians do not 
accept that notion. Furthermore, 
whereas we Americans think in 
'terms of four-yeu Presidential elec­
tion cycles, the Russians think in 
terms of longer periods - often dec­
ades, even centuries. These differ­
ences, which usually work to our dis­
advantage in negotiations, can be 
minimized if we keep our objectives 
clearly before us. 

Z. Be patient. 
M05COW places arms control in a 

'Remember 
·the , 

objective' 
; The Russians have better ·defined, 
more clear-cut, longer-range . obj~ 
t~ves than we do. Moreover, while . . 
Americans are problem..solven - in- larger context than we do. The Rus­
heri tors of the Greek ratiOnallst · .. sians are preparec;I to wait for shifts in 
tradition who believe that all ptOb- · · what ~ey call the "correlation of 

Edward L. Rowny is speeial ddviser 
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forces" ·that serve their political 
ends.· Americans are not patient. Al­
though arms control is a serious busi­
ness and a game<mly metaphorically, 
it is ealigbtening to note the pmes 
thatare popular in ea.ch country. The 
Rulisians play ·chess; we play . video 

· games. ~ like the well-tbOugbt-

throUgh results of ~by-step rea­
soning; we like the instant results of 
electronic machines. 

3. Keep secrets. 
By tradition, history and type ot 

government, Soviet society is closed 
and secretive. The United States is an 
open society. In negotiations, the 
Russians always play their cards 
close to the chest; we mostly play 
ours face up on the table. They can 
obtain many secrets from our press; 
it is more difficult for us to discover 
theirs. This makes it harder for 
us to verify Soviet compliance with 
signed agreements. It also hl&blights 
the need to work harder at keeping 
our negotiatirig positions confiden-
tial. . 

4. Bear in mind the differences in 
the two political structures. 

It is obvious - but the obvious is 
often overlooked - that the two na­
tions' political structures are fwida­
mentally different. The Russians 
have a centralized authority, with, 
nothing comparable to our independ­
ent legislature oiour ratification pro­
cess. This requires us to carefully 
consider Congressional perspectives 
in our negotiating positions. The Rus­
sians have no such constraints. 

5: Beware .of "Greeb" bearinl 
gifts. . 

The Russians grudgingly aclmowl­
edge ttie necessity of making trades, 
but view G-llDpromise as a weakness. 

···------:.-- ---

They tend to follow. the maxiQl that 
"what .is mine is mine - what ls 
yours is negotiable." A revealing ex­
ample of their approach to compro­
mise was an experience I had during 
SALT II negotiations. The two delega­
tions took a boat ride on Lake Gen&- . 
va. To thaw the cool RUSSians, 1 · 
played Soviet times on my harmoni­
ca. Everyone danced and had a good 
time. Later, the head of the Soviet 
delegation took up a collection. He 
then grinned~ said: .. O.K. We will 
splitlt 50-:iG. You had 50 percent of the 
pleasure by playing, and I will get 50 
percent of the pleasure by speoding 
the money." He pocketed the money. 
That is how the Russians operate. 

'Don't be 
deceived by 
words' 

casiom ~that It, too, can use this 
tactic~~. For example, in 
~979. we were able to me the deadlin~ . · 
of the Vienna IUIDJQl.t confermce be-..... 
tween Jimmy · Carter 8nd Leonid J. 
Brezhnev to plclt up several CCJDC:ee! .. 
sloos. We 8bould take adVultap cd:' 
such opportmlities more often and not.. 
let the Soviet UDIGa monopolli.e 1 

them. . . .. .. 
9. Don't be deceived by words. • .. • 

the Russians mow they cannot Years?' dialogue with tbe Russiaris • 
rely on using form to influence sub- t~ye· taught me tbat, like Alice iJr, 
stance. \\ \~t!c!rl~, ~ mean what. thtlf • 

7. Don't be deceived by the Soviet ~ then) to mean. Tbey calHhett:· 
"fetlr of being invaded." troops ,'!1 · Atgbaaistan - "freedoni.•i 

. 6. Remember that to the Russians 
form is substance. 

They Qelieve that the physical size 
. of the table and bavina greater nwn­

bers there are all important matters. 
At the beginning of the strategic aims . 
reduction talks ln 1982, the Russians 
arrived with· "one and six" (one nego­
tiator and six delegates). I protested . 
that we bad agreed to "one and five." . 
I did not want to perpetuate the condi­
tions of SALT II in which I was pitted ' 
apinst two SoYtet delegates. I callecJ 
a recess, summoned one of my senior 
advisors and made him a delegate. 
Tbus, when we recoavened, we each . 
had one and six. My Soviet counter­
part said, "You can't blame us for 
trytna." The~ is that we must let 

From an early age Soviet children · fllbter8 ; the oppaeition tbey call·. 
are taught a fear of~ invaded and "rebels." They try to ~ a ~ to" 
imbued with the nation's need for !Desmeri:ze us and tbua put usata dif-•. 
large military forces. Granted, the lldvantap. They are masters at .. ._, 

· Soviet Union, and Russia before it, mantic blflltration." • · ,_ 1 , 

have sufferai invasions. But tn1898 . 10. Don't misinterpret the 1wma11· · 

' '{• 
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the Russian general staff condud8d elem~. · . 
that of the 38 major ~. in which ; While Sovtet negotiators . can be~ 
Russia had been involved, 38wereof: pleasant ancl·appau.c»ncillatdry, m• 
fensive and only two defensive: The· the end tbeY are Ahrays toqb ·bar­
SOviet Union did not come to occupy gainers aQd dedica~ Conm;wnlstB~ .. 
one-sixth of the world's land mass by . An ._ppannn meetmaQf the minds one 
fighting defensive actions. . · day is oftea totally foraotten oi ·· ,. 

8. Beware of nqotiating at the lltlt pudiated by them tbe oat. Wbatwer 
hour. . ~ a Soviet neaottator eays or does in~ ' 

1be Russians are masters of 11th- belief that be la 9elVin& bis couritry be'"· 
bour negotiations. 'Ibey wait until tbe millMen tO be morally irreproac!i- i 

very encl, hoping to put pressure Oil U1 able'. Giftll tbe ~t signiftcanct ot~ 
to make concessions limPIY to com- tbe iub~ being Degotiated I .,.._ 
plettt an ~ent. While this is nor- . lieve-our best aPPfO&Ch is to~...;,:. 
mal, the UnitecVStates bu on rare oc- banded, firm and~ent. ~ O ·> 
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