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Discussion 1 Negotiation
On many occasions, peace is conceptualized as the absence of conflict, while the success of a peace deal is measured by its ability to eradicate previously existing hostilities. However, numerous examples of wars experienced in various parts of the world have taught us otherwise, where peace deals have been brokered but failed to be effective in maintaining peace (Attarzadeh et al., 2017). An example is the civil war in Syria, which has been ongoing since 2011 despite numerous peace deals brokered by the international community to bring back peace in the Asian country. Failure to uphold the agreements made in each peace deal and the push to achieve selfish goals are among the main factors contributing to the failure of the Geneva (2012), Astana (2016), and the Sochi peace talks agreements.
One of the main features of a successful peace deal negotiation is option generation, where alternatives for mutual gain are offered. In some instances, however, option generation may contribute to the failure of the negotiations. For example, in the Syria peace negotiations, the main goal of the Geneva negotiations was to develop a peaceful political settlement (Attarzadeh et al., 2017). However, each of the wars had selfish goals, and soon enough, the negotiations did not bear any fruits. Having selfish goals is a major contributing factor towards the collapse of negotiations, especially in peace negotiations like in Syria. Additionally, since option generation entails each party, giving up some specific minimum demands, the dominant party often feels no obligation. For instance, in Syria, during the Sochi negotiations, the opposition refused to be part of the talks since it was unwilling to give up on its demands. Therefore, in instances where one of the waring parties remains adamant to give up on their firm stance, option generation becomes impossible to undertake, thus, negatively affecting the negotiation process. 
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