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ODjectives of the Study

The analysis presented here is pat of a study undertaken 1o pro-

vide supporting materials for operational officials and analyses of

the 1.5, government concerned with interpreting and managing
relations with the Peoples Republic of China (PRCY. The primary
objective of this project has been to analyze the way Chinese
otficials manage political negotiations by drawing on the official
record and the experiences of TLS. ofticials who bave dealt with
PRC counterparts during the phase of Sino-American relations in

which both governments tried 1o break out of two decades of

confrontation to normalize the relationship.

This study s summarized in g bricting analvsis designed o pro-
vide information for senior officials of the TUS. government prior
to their first negotiating encounters with Chinese counterparts
(Solomon, 1985). These two volumes provide an analytical
assessment of one of the most interesting episodes in America’s
post—World War II foreign relations: the eftfort o move from
long period of politicul rivalry and military confrontation with
the PRCG—"Red China™ or "Communist China,” as it was termed
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during the 19505 and 1960s—t0 « relationship in whict: the two
countries could eliminate the hostility of the Cold War era, man-
age comtinuing differences over the future of Taiwan in o non-
confrontational manner. and cooperate in limited measure in
dealing with shared international political and secuority prob-
lems, primarily the milituy threat 1o both countries from the
Soviet nion.

Sources of Data: Memoranda of Conversation,
Interviews, and Memoirs

The primary source of duta upon which this analysis is based is
the official record of negotiating exchanges between senior (LS,
officials and their PRC counterpans—the memoranda of conver-
sation, or "memcons,” which are the basic documentary record
of intergovernmental negotiations. A secondiry source is the
reporting cables by which State Department negotiators docu-
ment the resulls of negotiations conducted in the field under
formal instructions.

Because the puper record gives only a partial sense of the nego-
listing experience, the author also conducted interviews with
mare than thirty senior American officials who had negotiated
with Chinese counterpants during the vears covered in this study
—heginning with ofticials of the Nixon administration and run-
ning through officials of the Carter and Reagan administrations.
These officials had managed the negotiations on nonmulization
and the August 17, 1982, Joint Communiqué on the issue of
American arms sales to Tuiwan.

To gain a comyprrative perspective on Chinese negotiating prac-
tices, the author also intervieswed six officials from agencies other
than the Depurunent of State who conducted negotiations with
PRC officials during the past twelve years. and several U8,
businessmen who have had considerable expericnce in com-
mercial negotiations with PRC state trading organizations. In
addition, the author drew heavily on insights into Chinese com-
mercial negotiating practices contained in a RAND study Tased
on intensive intenviews with American, [apanese, and Hong kong
businessmen that was carricd out, in part, to provide a basis of
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comparison hetween political and commercial negotiaing prac-
tices {(see Pye, 1982).

It should also be mentioned thiat the author of this study partic-
ipated directly in political negotiations with the Chinese during
his tenure as a staft member of the Nutional Security Council
(NSC)Y between 1971 and 1970. This experience and his subse-
(uent involvement in China policy matters as a RAND consultant
10 the NSC and the Depatments of Delense and State provided
direct exposure o Chinese negotiating practices and to the offi-
ciul record, as well as personal familiarity with the senior Amer-
icun officials interviewed for this project.

In addition, selected secondary source materials and studics—
historical analyses of pre-Communist Chinese negotiating prac-
tices, and memoirs of the senior U.S, officials who conducted
negotiations with PRC counterparts during the 1960s, 1970s,
and 1980s—provided further information and insights into the
nunner in which Chinese officials seek to manage the negotiat-
Ing process.

Chinese Negotiating Behavior: Distinctive, but

Not Unique; Purposeful, if Not Fully Planned
Henny Kissinger: Moony pisitors bave come o this beantifid, cord to
18, mystertous fand.

Zhou Enlai Ginterrupting): Youw will sk find it noysterious. Wher yont
hewre bocome familiar with it i will wot be ds nysterions os heforg.!

This study was undertaken. in part. to demivstify dealings with a
country that has long heen viewed in the West as mysterious and
esoterie. The sense of mystery surrounding China reflects, in part,
the distance that Chinese officials have tried to maintain since im-
porial times between their country and often-threatening toreign
“harbarians™; it also reflects the signiticant differences in culture
and language that continue to separawe Fast from West. as well as
the great chasm of ideclogy and history that further divided the

1. Zhow-Kissinger. July 9, 1971, Excerpts from the offcial negotiating exchanges are
referenced inthis volume by the officials invelved and the date ol the exchange.
Chinese given and phice names are spelled in the piv-yisn system of Roninization,
adopted by the PRC as s official svstem in 19740,
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PRC and the United States during the posti—Korean War decades
when the two countrics confrontedd cach other as enemies.

From todiv's perspective. it is porhaps difficult o recall the
sense of the unknown thar surrcunded the inception of the
sino-Amuerican nomadization dialogue in 1971, Henry Kissinger's
remark to Zhou Enlai about the mysteriousness of his country
tequoted above), made during their fisst encounter, evokes only
4 hit of the flavor of the national security adviser's secret trip to g
country witlr which the United states had had almost no direat
dealings since 1949, Yot Zhou's retort to Kissinger—that familiarity
would demystily China in the eves of yel another generation of

somewhat awed forcigners—has proved o be accurate. The
negotiating record of the period covered by this study reveals
patterns of hehavior and a Chinese approuch (o managing nego-
tations that are both comprehensible and, in surprising mea-
sure. predictuble. As we will describxe throughout this stucy. thie
negotiating behavior of PRC officials is consistent, and despite
their ocaisional effons o present an obscure or deceptive face to
ihe outside world, their actions are readily interpretable (at least
in hindsight),

One of the objectives of this projedt is 1o lorearm U5, negotiuting
officials und analysts of the PRC political scene with a sense of
hew the Chinese manage the negotiating process that will en-
able US. negotiators to interpret with greater accuracy the often
subtle politcal signals that are purt of that process.

It is also important at the outset to make two fundamental inter-
pretive points which, for the sake of presentational brevity, will
nert be repeated endlesslv throughout this report. First, despite
the distinctive quality or “flavor™ of dealings with the Chinese,
many—if not most—of their negotiating prictices are not unicue.
Many of the facilitating mancuvers and pressure tactics PRC nego-
tiators use are also encountered in dedlings with other countries,
although the particular stvle or intensity may be difterent else-
wherce. 1 shott, there is much that is universal in the negotiat-
ing process: and the Chinese, for all that is distinetive about
their culture, have not developed a unigue approach to conduct-
ing negotiations,
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Yet most of the American officials interviewed for this study did
say that the Chinese conducted negotiations in a distinctive
manner. Kissinger was impressed with the “principled stand™ Chi-
nese officials assumed at the outser of his dealings with them,
and with their sense of the importance of the credibility of their
word, which led them to "eschew the petty maneuvers that char-
acterized . .. negotiations with other connmunists” (Kissinger, 1979
P ). From his first negotiing session with PRC Vice Foreign
Minister Huang Hua in the summer of 1971, Kissinger learned
thit the Chinese preferred not o negotiate by beginning with an
initixlly exaggerated position from which they moved only slowly
in “salami-slicing”™ fashion: rather. they preferred "o determine
as well as possible [at the outser] the nature of a reusonable solu-
tion, get there in one jump, and then stick 1o that position™ (Kis-
singer. 1979, v 793) As Kissinger recalled in his memaoirs;
Thiang Hua - suggested thet we put aside the dvafting avid veech
fell the ofber frankdy whet his viceds were, . We spent oo hotis on
this fanied eifior some funtber defay] . Huang Tia prosented o draft

L Ser chose oo needs thal we cordd accept It with o change of
P - == 3!
enly e word. (Kissinger, [U70, 0 7528

Kissinger said [ so preterred this style of negotiating that he sub-
sequenty sought o use it in his dealings with other governments:
The strategy of getting in oue jomp to o defonsible position defines
the irvedncible posttion unambiguonsty: it is casier o defond than
the ceemidative Dmpeact orer a fong period of o series of merginal
moves [ ekdoh process alteeys threalens (o dominale snbstance.

(Kissingen, (979, p. 7320

The second basic interpretive point is that while the Chinese
conduct negotiations in i purposeful and meticulously planned
manner, ey are not always in control of the process and often
“feel their way™ in sttwations they do not fully understand. The
analysis reported here may, upon occasion, make it appear as
if the Chinese are almost superhuman in their ability to plan
and manipulite 4 negotiating situation. The record does not
show this to be the case, although the analytical process, by its

205 s Rissinger's nostulgic recollection of Dis Hest encounter with PR nego
1t i the sununer of 1971 exprossed during o dinier with Vice Forcign Minister
Qiner Guunhua on Newember 130 1972 (Rissinger, 19795,
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very nature, extricts from a more complex reality the patierns
of behavior that comprise the Chinese approach 10 negotiating.
There are distinet and sepetitive patterns in Chinese negotiating
hehavior, and American negotiators should draw confidence
from the fact that their PRC counterparts will conduct negotia-
tions in a relatively predictable manner. one that has been dealt
with effectively by other TS, officials in pursuit of American
policy ohjectives.

China’s Response to the West:
Three Sources of PRC Negotiating Style

The American expericnce in dealing with the Chinese over a
century and a half—since presidential envoy Calely Cushing nego-
tigted the Treaty of Nanking in 18 ++—indicates that Chinese
negotiating behavior hus evolved over time and in changing cir-
CUMSIANCeS i response o two major sources of pressure: (1) the
impact of the Western countries that established, by threat and
use of force, the treaty port system that endured into the mid-
twenticth century; and (23 the Marxist-Leninist experience ab-
sorbed by the Chinese political elite through both Kuomintang
and (certaindy more intensely) Conuwunist dealings with the Soviet
CUnion and the International Communist Movement

American students of China's nincteenth-century attempts to
adjust to Wiestern pressures have documented the Qing Dynasty's
efforts 1o learn enough Western luw and negotialing practice (o
turn the intrusive foreigners” sources of power back on them
in the service of protecting the integrity of the traditional impe-
rial system.’ Beginning in the 1860s, both Manchu and Han
officials reluctantly began to transhite Western books, sought
ways of ubsorhing forcign military technology to srengthen the

3. This complex histony, well documented i the acadenne literatare, will not e
reviewed hoered I should be emembered. howeven that not only did the Chinese
Commurnist paty have extensive dealings with the Sovier Union —where many of its
leading cadre seere trajned b the Kuomintang or Natonalists did a3 sell Bath
Chiang Kaei shek and his son Chiang Ching-kuo had periods of taining in the Ussk

A Seedin particulan, Eastman (1967), Hsu (1960, and Faitbank and Teng (19540,
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dynasty’s detenses, and began w send students abroad to learmn
Weslern ways.

This process of adapting 10 a wider world continues today, in
Chinu's current cfforts to modernize itsclf, 1o tap the sources of
weulth and power that enabled the West to intrude upon the
Middle Kingdom—yvet withour compromising the essence of
China’s own culture and social imperatives. Once again, China
is sending a generation of students abroad to learn foreign lan-
guages, science. and nuanagement techniques: and Chinese
diplomats are gradually adapting 1o foreign conventions—as
symbolized by PRC ofticials shedding the Mao suits they wore at
the heginning of the normalization process and adopting con-
temporary Western attire.

The second major source of foreign influence on Beijing's diplo-
miltic practice was the Chinese Communist party’s six decades
of contact with other socialist states and partics—particularly the
soviet Union. America’s post-1949 dealings with Communist China
were with a country closcly allied to the USSR and a political
elite strongly influenced by the Marxist-Leninist stvle of diplo-
macy practiced by Moscow's envoys,® The writings of the Ameri-
can negotiators who faced Chinese counterparts at Panmunjom,
Genevd, and Warsaw during the 1950s and 19605 reveal a frus-
rating experience closely akin o that endured by other US
officials in negotiating encounters with Soviet diplomats, Beijing's
use of "adversarial” negotiating wechniques was vividly described
by one of the partticipants in the Warsaw ambuassadoriad exchanges
Gind provides so striking @ contrust 1o Kissinger's experience
with many of these same officials a decade ater that it is hard to
believe the two men are describing the same country):
Across the teable, the Chinese Comminist negoticitor sits cold and
feritd as a steel spring, sternly unapproachable, suspicious. impene-
treeble, a rigidly disciplived agent reading bis lines with mecheiical
procision. He is able, persistent, Importiorbable—and frastratingly

3.4 particudarly uselul historical revies of Soviel negotiating practice is s, House,
Committee on Foreign affairs (1979,
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prodictable in stvle, Negotiction with hing is an ordeal. for be nicikes
fso, Yorg, 1908, 1 3380

The Chinese evidently had learned from Maoscow the use of the
negotiating process as a weapon in the revolutionary struggle.
The memoirs of Admiral Turner Joy; Ambassadors Anhuar Dean, .
Alexis Johnson, and Jacobh Beam: and the others who conducted
negotiations in the 1950s with the Chinese Communists (3 num-
ber ol whon, including Zhou Enlai, Ye Jianving, Huang Hua,
Zhang Wenjin, Pu Shouchung, and Ji Chaozhu, were also our
prinury counterpaits in the normalization process) reeount @ sus-
piciousness, a use of imedtive, an inclination to struggle tena-
ciotsly over the formulation of an agenda, skillful use of the mass
media o huild pressures on an adversary government, and other
combuttive tactics that seem right out of Moscow's playbook,

Perhups the most vivid account of the use of negotiations u4s an
extension of revolutionary warfare s contained in Mao Zedong's
description of the Chinese Communist party’'s straegy for dealing
with the Kuominting on the eve of the final phase of the Civil War:

Flot to give “ti-for-dar ™ fitevedlv, to strngule el opposed speaioints]
dopwenrels onr the sitiettiont, Sometinges Dot guing to negolicdions i (il-
Jorstedts enid sometimes going for nesotiations s also fit-for-tal. We
were Fight not fo before, also vight this time . for ne exploded 1he
momor sprocted by the Kuominteng thert the Convnnnist ity did et
Wit poace and uniny - tbey weeve totally wnprepared, and e
Deied to make all the proposeds. As e vesudt of the negotictions, e
Kuomitnting has aecepted the general policy of peace and ity
Thatt's finwe, i the Kiominiang launches oiofl war dgain, @ will pai
itsolf i the srents i the oves of the whole netion cnd the whole
world, ennd e shatl Dave all the more reason o smash iy attecks Dy
el weer of self-deferse, fAuo. 19635 b 562

A third, and possibly the most enduring, intluence on PRC nego-
liating behavior is China’s own cultural tradition and historical
experience. The Western diplomats who first encounered officials
of the Qing Dynasty described o highly ritnalized negotiating
process derived from the okd wibute sysiem in which the foreign
emissary wis escoried o the Chinese capital by specially desig-
n:ued ofticials, subjected o exquistie hospitality and plied with
gifts (even as his physical movements were highly restricted?,
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and then subjected (o alternations of pressure and accommao-

hition. As one historian of this period described it
The mrisivust with which the barbarians were viewed cristaillized
o o POlicy of sesregation aad of constant wadcBfttness cored pro-
cettdion iher they beed o be adiritted into Chine, . Encows were
escorfed .. urer an dssigned route fo aid from Peking | lest they
wrctke trorlbde oF Beconie toc wise. They were vt alloreed 1o rocom abord
freely i the streets without first securing permission from the proper
Chinese autbortly, who would then specially guard the streets they
weere {0 pass throtgh. Westernens who came to China Jor trde were
cerreftdhapicretived L the ity of Capdtonr (Hisee, TG0 pr 1))

This pattern of diplomatic practices was stifl evident in the way
Kissinger was treated during his first negotiating encounters with
PRC officiuls and in the isolation of the foreign businegss commi-
nity in Canton until the late 19705,

There is also an underlying dynamic 1o the contemporry Chinese
negotiating process that seems to tap the fundamental roots of
China's cultural pattersne an effort to deaw the foreign negotiator
into a personal relationship, estublish ties of friendship, and then
subject him o all the blandishiments and pressures that are busic
1o the Chinese social order. While one sees certain elements of
Western and Soviet political practice in contemporary PRC mun-
agement of the negotiating process, the Chinese instinctively
seek o enmiesh the toreign negotiator in e same web of attrac-
tons and pressures that operate in their own society and polit-
icil system.

The forcign observer can sec in curicus combination the con-
emporary workings of these three sources of influence on PRC
poditical negotiading style. On the one hand, most American dipleo-
mats have been impressed by the straightforward. nonideologica
manner in which they can discuss issues with their PRC counter-
parts. The rhetorie of Marxism-Leninism never enters into the
official dindogue, Yer we know well from the official press that
the Chinese discuss policy issues among themselves in clussic
Marxist-Leninist fashion—impurting 10 foreign adversaries motives
and ohjectives that are hasic 1o the thetoric of the Communist
movemnent, At the same time. political polemics are ofien con-
ducted in the Chinese press in the terms of historical analogies,
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as if the figures of ancient dynasties ure still relevant (o China's
contemporany circumstances (see Libenhad, 1977). 1t is this essen-
tial core of “Chinceseness™ that gives negotiating encounters with
the PRC their distinctive character.

Phases in the Evolution of U.S.-PRC Relations

if there is an enduring "Chineseness™ 1o PRC negotiating Dehay-
ior, there is also an evident variability in the way Chinese Com-
munist autherities have conducted their relations with the United
stues. As noted earlier. the American negotiators who dealt with
PRC officials during the 19305 and 1900s experienced a very dif-
ferent negotiating process from that fuced by the officials who
anempted 1o nornmalize U.S-PRC relitions during the 1970s. This
vuriability in style is presumibly hased on the highly context-
dependent quality of Chinese social behavior, which has been
noted by anthropologists and other analysts of the Chinese wadi-
tion,” as well as on China's continuing effort to learn and adapt
to unfamiliar foreign wavs. For purposes of this study. it is per-
haps sufficient w note that there are significant differences in
style and cmotional mood associated with the various time phases
in the Sino-Amerncun relationship.

In the broadest terms, we can identfy four distinet penods in
Americi’s dealings with the Chinese Communists, The intial
period of official contact begin in the late 1930s and ran through
World War I and the subscquent civil war years, when the Chi-
nese Communists were an insurgent political and military move-
ment seeking American suppon for their efforts during the ~War
of Resistance” to harass Japan's occupation forces in China (and,
in the process. to undercut 1S, support for the Nationaist gov-
ernment of Chiang Kai-shek). During this period, official con-
taet was first established through the Communist mission in the
Nutionalist wartime capital of Chungking theaded by Zhou Enlab),
then developed vin the TS Armiy's Dixie Mission o the Commnu-
nist headquearters w Yanan, and later maintained through the

O O this aspect of Chinese soctl behavior, see Weakload (19308 and Wt
[ WA
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mediation mission of General George C. Marshall, who tried to
prevent the outhreak of full-scale civil war between the Nation-
alists and the Comniunists in tate 1945 and early 1946,

The second period. from 1949 1o 1909, began with the Commu-
nist victory in the civil war and the concurrent breakdown in
official T7.5.-PRC contacts, followed by the irn to confrontation
cluring the Korean War and the near-fruitless series of negotia-
tions conducted bermeen the two governments over the ensuing
o decades—at Panmunjom in 1953, at the Geneva Conference
on Indochina in 195+ Gwvhen Secretary of State John Foster Duiles
refused to shake hands with Zhou Enlai), at the subsequent
ambassadorial talks at Geneva (rom 1935 to 1957, during which
one agreemeni—a prisoner exchange—was negotiated}, and a
the Warsaw talks, which continued withour result unrl carly 1970,
when both sides, in the first moves roward the normalization
dialogue of the 19708, agreed to establish direct, high-level politi-
cal contacts.

The third phase, the normalization effort, formally began with
the 135th and 130th Warsaw tulks in January and February 1970
and came to world attention after the announcement of National
Security Adviser Henry Kissinger's secret visit 1o Beijing in July
1971. This phase continued through subsequent public Kissin-
ger trips to China and the visits of President Nixon in 1972 and
President Ford in late 1973, and concluded with the establish-
ment of diploniatic relations at the end of 1978, after six months
of quict negotanons conducted in Bejjing by Ths. Lizison Office
Chief Leonuard Woodcock.

The fourth phise, while not representing as sharp a break in
pattern as did the changes helween the earlier periods, began
in January 1979 with mutual diplomatic recognition and the ex-
change of ambassadors and includes the full institutionalization
of the 1U.5.-PRC relationship (the signing of various treaties and
formal trade agreemenis, the evolution of a legal infrastructure
for management of trade and cultural exchanges, cic.). This period
also includes the political negotiations conducted during 1981
and 1982 to establish ground rules for handling the issue of
American arms sales o Taiwan.
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The study reported here focuses on the third and fourth periods
in the relationship. Tt describes the patteen ol negotiating be-
havior in circumstances whiere the Chinese Communist authorities
had decided that their interests would be served by constructing
a4 positive relationship with (the United States.”

AR nterestng guestion. which we o not attent e nsawer inihis analysis, is
how naeful the insighis ahout PRC negotining belavior gained from the normal-
pantion record ruight be if the rolaticnship shaudd, a some Barure time, deterionate
inton new period of confrontation,



