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Undergraduate Certificate in Al Mediation and Dispute Resolution

Negotiation Theory and Practice

Anchoring — concept: The cognitive bias where the first offer sets a reference point that influences
subsequent negotiation moves. Related terms: Framing, concession. Explanation: When a party presents an
initial figure, the opposite side often adjusts its expectations toward that figure, even if it is arbitrary.
Example: A seller lists a car at $20,000; the buyer’s counter-offer may cluster around $18,000 rather than a
lower starting point. Practical application: Mediators can deliberately set early proposals to steer parties
toward a desirable range. Challenges: Over-reliance on the anchor can lead to unrealistic expectations or
resistance if the counterpart perceives manipulation.

Artificial Intelligence (Al) — concept: Computational systems that perform tasks requiring human-like
reasoning, learning, or decision-making. Related terms: Machine learning, natural language processing,
algorithmic bias. Explanation: Al can analyze large data sets, predict outcomes, and generate negotiation
strategies based on patterns. Example: An Al-driven platform suggests optimal concession timing by
modeling past similar disputes. Practical application: Al assistants support mediators by summarizing case
facts, drafting proposals, and flagging potential dead-ends. Challenges: Ensuring transparency, preventing
bias, and maintaining confidentiality when Al processes sensitive dispute data.

BATNA — concept: Best Alternative to a Negotiated Agreement, the most advantageous fallback option if
negotiations fail. Related terms: WATNA, ZOPA. Explanation: Knowing one’s BATNA strengthens bargaining
power and informs reservation thresholds. Example: A supplier's BATNA might be a contract with a
competing buyer offering similar terms. Practical application: Mediators help parties articulate and improve
their BATNAs to reduce deadlock. Challenges: Inaccurate assessment of BATNAs can lead to premature
concessions or unrealistic expectations.

Bias — concept: Systematic deviation from rational judgment caused by cognitive, cultural, or algorithmic
influences. Related terms: Confirmation bias, anchoring bias, algorithmic bias. Explanation: Bias can skew
perception of offers, credibility, or fairness. Example: A mediator unconsciously favors a party because of
shared background, affecting neutrality. Practical application: Training programs incorporate bias awareness
exercises and Al tools that flag biased language. Challenges: Detecting subtle biases, especially those
embedded in Al models, and mitigating their impact without disrupting negotiation flow.

Case Management — concept: The coordinated handling of dispute files, timelines, and resources
throughout mediation. Related terms: Docketing, workflow automation. Explanation: Effective case
management ensures parties receive timely information and that procedural steps are followed. Example: A
cloud-based system tracks submission deadlines, automatically notifying participants of upcoming sessions.
Practical application: Al can predict bottlenecks by analyzing case histories, prompting pre-emptive
scheduling adjustments. Challenges: Integrating legacy systems, protecting data privacy, and maintaining
human oversight over automated processes.

Collaborative Negotiation — concept: A problem-solving approach where parties work jointly to create
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mutually beneficial outcomes. Related terms: Interest-based bargaining, integrative negotiation.
Explanation: Rather than dividing a fixed pie, participants expand the value pool by sharing information and
exploring creative options. Example: Two firms co-develop a joint product line, sharing costs and profits
instead of merely negotiating price. Practical application: Mediators employ facilitative techniques—such as
joint brainstorming and “what-if" scenarios—to foster collaboration. Challenges: Overcoming entrenched
positional mindsets and managing confidentiality when sensitive information is disclosed.

Concession — concept: A voluntary reduction in one’'s demands or offers to move toward agreement.
Related terms: Trade-off, reciprocity. Explanation: Concessions signal flexibility and can trigger reciprocal
moves from the opposite side. Example: A landlord lowers rent increase by 2 % after the tenant offers longer
lease term. Practical application: Al tools model optimal concession sequencing, balancing value
preservation with progress. Challenges: Conceding too quickly may signal weakness; too little may stall
negotiations.

Counter-offer — concept: A response to an initial proposal that modifies terms and re-opens discussion.
Related terms: Initial offer, negotiation round. Explanation: Counter-offers create a dialogue, allowing
parties to refine positions. Example: Buyer receives a supplier’s price quote of $5,000 and replies with
$4,200, citing market rates. Practical application: Al can generate data-driven counter-offers based on
comparable contracts. Challenges: Emotional reactions to perceived rejections can derail constructive
exchange.

Distributive Bargaining — concept: A competitive negotiation style where parties vie over a fixed resource,
often termed “win-lose”. Related terms: Zero-sum, positional bargaining. Explanation: Each side aims to
claim the largest share, frequently employing hardball tactics. Example: Two parties negotiate salary where
the employer offers $70k and the candidate pushes for $80k. Practical application: Mediators may switch to
distributive tactics when parties seek rapid resolution on a single issue. Challenges: High tension, risk of
impasse, and potential damage to long-term relationships.

Economic Efficiency — concept: The allocation of resources that maximizes total surplus with minimal waste.
Related terms: Pareto optimality, cost-benefit analysis. Explanation: Efficient outcomes generate gains for all
involved without unnecessary expenditure. Example: A settlement that avoids costly litigation and preserves
business continuity. Practical application: Al calculators estimate economic efficiency of proposed
settlements, guiding parties toward value-adding options. Challenges: Quantifying intangible benefits and
aligning efficiency with fairness perceptions.

Emotion Regulation — concept: Strategies to manage feelings that could influence negotiation behavior.
Related terms: Affective intelligence, stress management. Explanation: Controlling emotions prevents
escalation and promotes rational decision-making. Example: A mediator guides a frustrated party to pause
and reframe concerns before responding. Practical application: Al-enabled sentiment analysis alerts
mediators when language indicates rising tension. Challenges: Cultural differences in emotional expression
and the risk of suppressing legitimate concerns.

Ethical Al — concept: Design and deployment of artificial intelligence systems that adhere to moral principles
such as fairness, accountability, and transparency. Related terms: Al governance, responsible Al. Explanation:
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Ethical Al ensures that automated decision-support respects parties’ rights and avoids discrimination.
Example: An Al mediator that discloses its algorithmic logic and allows human override. Practical
application: Course curricula embed ethical Al modules, teaching students to audit algorithms used in
dispute resolution. Challenges: Balancing proprietary technology with openness, and keeping ethical
standards up-to-date with rapid Al advances.

Framework Agreement — concept: A high-level contract that outlines the general terms for future detailed
agreements. Related terms: Master service agreement, umbrella contract. Explanation: It establishes shared
principles, reducing the need for repetitive negotiations. Example: Two multinational corporations sign a
framework agreement covering future joint ventures. Practical application: Mediators use framework
agreements to lock in dispute-resolution clauses, streamlining later conflicts. Challenges: Ensuring that the
framework remains flexible enough to accommodate unforeseen circumstances.

Game Theory — concept: The mathematical study of strategic interaction where outcomes depend on the
choices of all participants. Related terms: Nash equilibrium, prisoner's dilemma. Explanation: It helps predict
behavior in competitive or cooperative settings. Example: Parties anticipate that mutual cooperation yields
higher joint profit than unilateral defection. Practical application: Al models simulate negotiation scenarios
using game-theoretic algorithms to suggest optimal strategies. Challenges: Simplifying complex human
motives into formal models may overlook contextual nuances.

Heuristics — concept: Mental shortcuts that simplify decision-making but can lead to systematic errors.
Related terms: Rule of thumb, bias. Explanation: Negotiators often rely on heuristics under time pressure.
Example: Assuming that “the first offer is always high” leads to unnecessary concessions. Practical
application: Al decision-support tools highlight common heuristics to prompt reflective thinking.
Challenges: Over-reliance on heuristics can cause suboptimal settlements.

Interest-Based Bargaining — concept: A negotiation approach that focuses on underlying needs rather than
positions. Related terms: Integrative negotiation, win-win. Explanation: By uncovering true interests, parties
can devise solutions that satisfy both sides. Example: Employee seeks flexible hours (interest) rather than a
fixed schedule (position). Practical application: Mediators use probing questions to surface interests and
then generate joint options. Challenges: Parties may conceal true interests due to mistrust or strategic
concerns.

Joint Problem-Solving — concept: Collaborative effort where disputants co-create solutions to shared
challenges. Related terms: Brainstorming, co-creation. Explanation: It transforms conflict into a joint venture,
often yielding innovative outcomes. Example: Two departments combine resources to develop a new
product line, sharing costs and profits. Practical application: Al platforms provide shared virtual whiteboards
for asynchronous brainstorming. Challenges: Coordinating schedules, ensuring equal participation, and
managing intellectual property rights.

Judgmental Bias — concept: Systematic deviation in evaluating information, often favoring one side. Related
terms: Confirmation bias, selective perception. Explanation: Mediators or parties may give undue weight to
evidence that supports pre-existing views. Example: A mediator discounts a plaintiff's testimony because it
conflicts with their own experience. Practical application: Al tools flag disproportionate citation of sources,
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prompting review. Challenges: Bias can be subtle and entrenched, requiring ongoing self-audit.

Kano Model — concept: A framework that categorizes product or service attributes into basic, performance,
and excitement factors. Related terms: Value proposition, customer satisfaction. Explanation: In negotiation,
understanding which issues are “must-haves” versus “delighters” aids prioritization. Example: A client treats
delivery time as a basic need, while customization is an excitement factor. Practical application: Mediators
map dispute issues onto the Kano Model to identify trade-offs. Challenges: Misclassifying attributes can
misguide concession strategies.

Leverage — concept: The ability to influence outcomes based on relative power or resources. Related terms:
BATNA, power dynamics. Explanation: Greater leverage often leads to more favorable terms. Example: A
large corporation leverages its market share to demand lower supplier prices. Practical application: Al
analytics assess each party's leverage by evaluating alternatives, time constraints, and legal standing.
Challenges: Over-estimating leverage may cause aggressive tactics that damage relationships.

Logrolling — concept: The exchange of concessions on issues of differing importance to each party, creating
mutual gain. Related terms: Trade-off, issue linkage. Explanation: Parties trade away less-valued items for
those they value more. Example: A union concedes on wage increases in exchange for improved health
benefits. Practical application: Mediators map issue importance matrices to facilitate logrolling. Challenges:
Accurate assessment of issue value is required; misreading priorities can lead to deadlock.

Machine Learning (ML) — concept: A subset of Al where algorithms improve performance through exposure
to data. Related terms: Supervised learning, unsupervised learning. Explanation: ML models can predict
negotiation outcomes, recommend offers, and detect patterns. Example: An ML model predicts that a 5%
price reduction is likely to be accepted based on historical data. Practical application: Al-driven negotiation
assistants suggest optimal moves in real-time. Challenges: Data quality, model interpretability, and the risk
of overfitting to past cases.

Mediation — concept: A voluntary, neutral-third-party process that assists disputants in reaching a mutually
acceptable agreement. Related terms: Facilitation, arbitration. Explanation: Mediators do not impose
decisions but help parties communicate, clarify interests, and generate options. Example: Two neighbors
resolve a fence dispute through a community mediator. Practical application: Al platforms schedule
sessions, generate summary notes, and suggest settlement language. Challenges: Maintaining neutrality,
managing power imbalances, and ensuring enforceability of outcomes.

Negotiation BATNA Workshop — concept: A structured training session focused on identifying and
strengthening alternatives. Related terms: Scenario planning, role-play. Explanation: Participants practice
assessing fallback options to improve bargaining confidence. Example: Students simulate a contract dispute
and develop BATNAs for both sides. Practical application: Al simulations provide instant feedback on BATNA
quality. Challenges: Realistic scenario creation and avoiding over-confidence in fabricated alternatives.

Negotiation Culture — concept: The shared norms, values, and behaviors that shape how parties approach
conflict and bargaining. Related terms: Communication style, power distance. Explanation: Cultural factors
influence preferences for directness, hierarchy, and time orientation. Example: Collectivist cultures may
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prioritize group harmony over individual gain. Practical application: Al language-analysis tools detect
cultural cues, advising mediators on appropriate communication styles. Challenges: Avoiding stereotyping
while respecting genuine cultural differences.

Negotiation Ethics — concept: The moral standards governing honesty, fairness, and respect in bargaining.
Related terms: Fiduciary duty, confidentiality. Explanation: Ethical conduct builds trust and reduces the risk
of future disputes. Example: A party refrains from misrepresenting market data to gain advantage. Practical
application: Course modules incorporate case studies on ethical dilemmas, and Al monitors for deceptive
language. Challenges: Balancing competitive advantage with ethical constraints, and differing legal
standards across jurisdictions.

Negotiation Framework — concept: A systematic structure that outlines stages, tools, and objectives for a
bargaining process. Related terms: Process model, roadmap. Explanation: A clear framework guides parties
through preparation, dialogue, and closure. Example: The "pre-talk-talk-post-talk” model structures a
three-day negotiation. Practical application: Al dashboards enforce the framework, prompting tasks at each
stage. Challenges: Rigidity may limit adaptability to unexpected developments.

Negotiation Jargon — concept: Specialized terminology used by practitioners that may obscure meaning for
lay participants. Related terms: Lexical ambiguity, plain language. Explanation: Excessive jargon can create
barriers, reducing participation quality. Example: Using “quid pro quo” without explanation may confuse
non-legal parties. Practical application: Al-enabled glossaries auto-define terms during live sessions.
Challenges: Balancing professional precision with accessibility.

Negotiation Power Map — concept: A visual representation of each party’s sources of power, such as
resources, information, and alliances. Related terms: Stakeholder analysis, influence diagram. Explanation:
Mapping power helps strategize leverage and anticipate moves. Example: A map shows that Supplier A
controls critical raw material, giving it strong bargaining position. Practical application: Al tools generate
power maps from document analysis. Challenges: Hidden power sources and dynamic shifts during
negotiations.

Negotiation Strategy — concept: A comprehensive plan that defines goals, tactics, and contingencies.
Related terms: Game plan, approach. Explanation: Strategy aligns actions with desired outcomes, accounting
for opponent behavior and environmental factors. Example: A firm adopts a “soft-hard” strategy, beginning
with collaborative overtures before shifting to firm demands if necessary. Practical application: Al
decision-support recommends strategy adjustments based on real-time data. Challenges: Rigidity versus
flexibility, and the difficulty of anticipating opponent tactics.

Negotiation Tactics — concept: Specific actions employed to influence the other side’s behavior and move
toward agreement. Related terms: Brinkmanship, mirroring. Explanation: Tactics include anchoring, deadline
pressure, and “good cop/bad cop.” Example: A buyer threatens to walk away to compel a seller’s
concession. Practical application: Al analytics flag high-risk tactics, allowing mediators to intervene.
Challenges: Ethical considerations and potential escalation.

Negotiation Theory — concept: The academic study of how parties communicate, make decisions, and
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resolve conflict. Related terms: Behavioral economics, conflict resolution. Explanation: Theories range from
classical rational-actor models to contemporary behavioral and Al-augmented perspectives. Example: The
“principled negotiation” model emphasizes separating people from the problem. Practical application:
Curricula integrate theory with Al simulations to illustrate concepts. Challenges: Translating abstract models
into actionable practice.

Negotiator’'s Dilemma — concept: The tension between cooperating for joint gain and competing for
individual advantage. Related terms: Prisoner's dilemma, trust. Explanation: Excessive competition can erode
trust, while excessive cooperation may sacrifice value. Example: Two firms must decide whether to share
R&D costs; each fears the other will free-ride. Practical application: Mediators design trust-building
exercises to mitigate the dilemma. Challenges: Asymmetric information and past experiences that heighten
suspicion.

Neuro-Negotiation — concept: The study of how brain processes affect negotiation behavior and
decision-making. Related terms: Affective neuroscience, cognitive load. Explanation: Neural responses to
risk, reward, and social cues shape offers and concessions. Example: FMRI studies show heightened
amygdala activity when participants receive unfair offers. Practical application: Al tools incorporate
neuro-insights to suggest pacing that reduces stress. Challenges: Ethical concerns about manipulating
neural responses and the limited accessibility of neuro-data.

Normative Ethics — concept: A branch of ethics that prescribes how parties ought to behave based on moral
principles. Related terms: Deontology, consequentialism. Explanation: Normative frameworks guide
negotiators toward just and equitable outcomes. Example: Applying the principle of fairness to split a
settlement equally. Practical application: Course modules teach students to evaluate proposals against
normative standards. Challenges: Reconciling divergent moral philosophies across cultures.

Objective Function — concept: A mathematical expression that quantifies the goal(s) a negotiator seeks to
maximize or minimize. Related terms: Utility function, optimization. Explanation: In Al-driven negotiations,
the objective function guides algorithmic recommendations. Example: Maximizing total surplus while
minimizing litigation risk. Practical application: Al models calibrate objective functions based on
user-defined priorities. Challenges: Accurately capturing qualitative preferences in quantitative terms.

Outcome Mapping — concept: A visual tool that links desired results to specific activities and indicators.
Related terms: Logic model, results framework. Explanation: It helps parties track progress toward
agreement implementation. Example: A settlement includes a clause to reduce emissions; outcome
mapping tracks reductions over five years. Practical application: Al dashboards update outcome maps
automatically as data is entered. Challenges: Ensuring reliable data inputs and maintaining stakeholder
engagement.

Power Asymmetry — concept: An imbalance where one party possesses significantly more influence,
resources, or information. Related terms: Leverage, dominance. Explanation: Asymmetry can skew
negotiations, potentially leading to unfair settlements. Example: A multinational corporation negotiating
with a small supplier. Practical application: Mediators employ empowerment techniques and Al-generated
risk assessments to level the playing field. Challenges: Overcoming entrenched hierarchies and preventing
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coercion.

Principled Negotiation — concept: A method that emphasizes objective criteria, mutual interests, and fair
standards. Related terms: Interest-based bargaining, win-win. Explanation: Parties separate people from
problems, focus on merits, and generate options before deciding. Example: Two parties use market price as
an objective standard to set contract price. Practical application: Al tools suggest relevant industry
benchmarks as objective criteria. Challenges: Resistance from parties accustomed to positional bargaining
and difficulty identifying universally accepted standards.

Prospect Theory — concept: A behavioral economics model that describes how people evaluate potential
gains and losses asymmetrically. Related terms: Loss aversion, framing effect. Explanation: Individuals weigh
losses more heavily than equivalent gains, influencing risk-taking. Example: A party rejects a settlement that
offers a small gain because they perceive it as a loss relative to a higher demand. Practical application:
Mediators frame proposals to highlight avoided losses, increasing acceptance. Challenges: Accurately
predicting loss perception across diverse cultures.

Protocol — concept: A set of formal procedures governing the conduct of mediation or negotiation sessions.
Related terms: Procedural rules, guidelines. Explanation: Protocols ensure fairness, confidentiality, and
orderliness. Example: A protocol requires parties to submit written statements before the first joint session.
Practical application: Al platforms enforce protocol steps, sending reminders and logging compliance.
Challenges: Overly rigid protocols may hinder flexibility needed for creative solutions.

Reciprocity — concept: The social norm of responding to a positive action with another positive action.
Related terms: Concession, tit-for-tat. Explanation: In negotiation, making a concession often elicits a
reciprocal concession. Example: A seller reduces price by 3% and the buyer agrees to a longer contract
term. Practical application: Al suggests timing and size of reciprocal moves to maintain momentum.
Challenges: Misreading the other party’s willingness to reciprocate can lead to exploitation.

Risk Assessment — concept: Systematic identification and evaluation of potential hazards that could affect
the negotiation outcome. Related terms: Due diligence, contingency planning. Explanation: Assessing legal,
financial, and reputational risks informs strategy. Example: Evaluating the risk that a court injunction could
be issued if settlement talks fail. Practical application: Al risk engines aggregate case law, market data, and
stakeholder analysis to produce risk scores. Challenges: Uncertainty, incomplete data, and over-reliance on
probabilistic models.

Scenario Planning — concept: A strategic process that imagines multiple plausible futures to prepare flexible
responses. Related terms: Contingency analysis, foresight. Explanation: Negotiators develop alternative
pathways based on varying assumptions. Example: Preparing for both a regulatory change and a market
downturn in a contract negotiation. Practical application: Al simulations generate scenario outcomes,
allowing parties to test robustness of proposals. Challenges: Cognitive overload and the temptation to favor
preferred scenarios.

Settlement Agreement — concept: A legally binding contract that resolves the dispute and outlines the terms
of compliance. Related terms: Consent decree, release. Explanation: It codifies the parties’ commitments and
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may include confidentiality clauses. Example: Parties agree to a lump-sum payment and mutual
non-disparagement clause. Practical application: Al drafting tools produce settlement templates customized
to case specifics. Challenges: Ensuring clarity, enforceability, and that all essential terms are captured.

Social Proof — concept: The tendency to look to others’ behavior to determine appropriate action. Related
terms: Conformity, normative influence. Explanation: Negotiators may adopt positions perceived as
standard within their industry. Example: A company aligns its royalty rate with prevailing market norms.
Practical application: Al analytics present comparable agreements to illustrate common practice. Challenges:
Over-reliance on precedent may stifle innovative solutions.

Strategic Communication — concept: Purposeful messaging designed to influence perceptions and behavior
during negotiation. Related terms: Framing, narrative. Explanation: Clear, consistent communication builds
credibility and shapes the negotiation agenda. Example: A party frames a demand as a “mutual growth
opportunity” rather than a "cost increase.” Practical application: Al tools analyze language tone and suggest
adjustments to align with strategic goals. Challenges: Cultural differences in communication style and risk of
manipulating information.

Stakeholder Analysis — concept: Identification and assessment of individuals or groups affected by or
capable of influencing the negotiation outcome. Related terms: Power-interest grid, mapping. Explanation:
Understanding stakeholder interests helps anticipate support or opposition. Example: Analyzing how
employees, shareholders, and regulators view a merger. Practical application: Al platforms automatically
extract stakeholder data from documents and visualize influence levels. Challenges: Hidden stakeholders,
shifting alliances, and information asymmetry.

Substantive Issue — concept: The core matters that parties seek to resolve, such as price, scope, or liability.
Related terms: Procedural issue, agenda item. Explanation: Focusing on substantive issues drives progress
toward settlement. Example: Negotiating the warranty period in a product contract. Practical application: Al
organizes substantive issues into priority queues based on urgency and impact. Challenges:
Interdependence of issues can complicate isolation and sequencing.

Sunk Cost Fallacy — concept: The irrational tendency to continue a venture because of previously invested
resources, not because of future benefits. Related terms: Escalation of commitment, loss aversion.
Explanation: Parties may persist in a negotiation to avoid “"wasting” prior effort. Example: A company
continues costly talks despite diminishing chances of success. Practical application: Al dashboards highlight
diminishing returns, prompting consideration of walk-away options. Challenges: Emotional attachment to
past investments can override rational analysis.

Symmetric Negotiation — concept: A situation where parties have comparable power, information, and
resources. Related terms: Balanced bargaining, parity. Explanation: Symmetry facilitates fair dialogue and
often leads to collaborative outcomes. Example: Two small businesses negotiating a joint marketing
campaign. Practical application: Al models assume symmetry for baseline simulations, adjusting parameters
when asymmetry is detected. Challenges: Hidden asymmetries may surface unexpectedly, altering dynamics.

Taboo Topics — concept: Subjects that parties avoid discussing due to cultural, legal, or emotional sensitivity.
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Related terms: Sensitive issues, avoidance. Explanation: Ignoring taboo topics can cause unresolved tension.
Example: A family dispute avoids discussing inheritance distribution. Practical application: Al sentiment
analysis flags words that may indicate taboo areas, alerting mediators to address them tactfully. Challenges:
Cultural variance in what is considered taboo and risk of triggering hostility.

Technology-Enhanced Mediation (TEM) — concept: The integration of digital tools such as video
conferencing, Al analytics, and e-signatures into mediation processes. Related terms: Virtual mediation,
e-dispute resolution. Explanation: TEM expands access, reduces costs, and provides data-driven insights.
Example: Parties resolve an international contract dispute via a secure online platform with Al-generated
settlement drafts. Practical application: Course modules train students on platform navigation, data security,
and ethical considerations. Challenges: Digital divide, cybersecurity threats, and maintaining personal
rapport in virtual settings.

Third-Party Neutral (TPN) — concept: An impartial individual or organization that assists parties in reaching
agreement without imposing a decision. Related terms: Mediator, facilitator. Explanation: TPNs provide
expertise, structure, and credibility. Example: A retired judge serves as a TPN in a commercial dispute.
Practical application: Al assistants augment TPNs by offering data summaries and procedural checklists.
Challenges: Preserving neutrality while leveraging Al recommendations, and managing perception of bias.

Time Pressure — concept: The influence of deadlines on negotiation behavior, often prompting faster
concessions. Related terms: Urgency, deadline effect. Explanation: Parties may accept less favorable terms to
avoid missed opportunities. Example: A buyer agrees to a higher price to secure a limited-time offer.
Practical application: Al monitors time remaining and suggests pacing strategies to balance urgency with
value preservation. Challenges: Artificial deadlines may be used manipulatively, and pressure can impair
decision quality.

Trade-Off Analysis — concept: Systematic evaluation of the costs and benefits associated with alternative
options. Related terms: Cost-benefit analysis, decision matrix. Explanation: It helps parties prioritize issues
based on relative importance. Example: Choosing between a longer delivery timeline and a higher price.
Practical application: Al tools generate trade-off charts, allowing visual comparison of scenarios. Challenges:
Quantifying intangible factors such as reputation or employee morale.

Trust Building — concept: Actions and communication that develop confidence in the other party’s reliability
and integrity. Related terms: Rapport, credibility. Explanation: Trust reduces suspicion and facilitates
information sharing. Example: A mediator shares a neutral summary of each side’s position, demonstrating
impartiality. Practical application: Al sentiment dashboards track trust indicators, prompting interventions
when trust declines. Challenges: Past betrayals, cultural mistrust, and power imbalances that hinder trust.

Use-It-or-Lose-It Clause — concept: A contractual provision that obligates a party to exercise a right within a
specified period, otherwise it expires. Related terms: Expiration clause, deadline provision. Explanation: It
prevents indefinite holding of options and encourages timely action. Example: A buyer must decide on a
purchase option within 30days, or the right lapses. Practical application: Al reminders automatically notify
parties of approaching deadlines to avoid inadvertent forfeiture. Challenges: Rigid deadlines may pressure
parties into suboptimal decisions.
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Value Creation — concept: The process of generating additional benefits that exceed the initial expectations
of the parties. Explanation: By expanding the pie, parties can achieve outcomes that satisfy broader
interests. Example: Co-developing a product line that opens new markets for both firms. Practical
application: Al suggestion engines propose add-on services or joint ventures that increase total value.
Challenges: Aligning incentives and managing intellectual property rights.

Virtual Reality Mediation (VRM) — concept: The use of immersive 3-D environments to simulate mediation
settings, enhancing engagement and empathy. Related terms: Immersive technology, remote mediation.
Explanation: VRM can recreate physical spaces, allowing participants to experience perspectives more
vividly. Example: Parties in a cross-border dispute meet in a virtual conference room with avatars
representing each side. Practical application: Al tracks participant movements and interactions, providing
analytics on engagement levels. Challenges: Technology accessibility, motion sickness, and ensuring that
virtual cues do not mislead participants.

Win-Win Outcome — concept: A settlement where all parties perceive that their essential interests have been
satisfied. Related terms: Integrative solution, mutual gain. Explanation: Such outcomes enhance long-term
relationships and reduce future conflict. Example: A supplier agrees to a price reduction in exchange for a
longer contract term, benefiting both sides. Practical application: Mediators employ brainstorming
techniques and Al-generated option lists to uncover win-win possibilities. Challenges: Divergent priorities
may make true win-win difficult, and parties may settle for perceived fairness rather than optimal value.
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