
Diplomacy and domestic politics the logic of two level-games.  

- The Bonn summit ensured policies that would not have otherwise been pursued. The 

international scene influenced the domestic scene.  

- Foreign pressure can ensure changes made in the domestic scene.  

- International agreements influence a countries agenda.  

 

State strength 

- State strength does not change all the time, a better way to look at state strength are to look at 

parties: parties, social classes, interest groups, legislators etc.  

- States advocate policies consistent with the international system at all times and under all 

circumstances.  

- States comprises of more than one entity; central executives have a special role in mediating 

domestic and international pressures.  

Two level games 

- at the domestic level, groups pressure their governments to adopt favorable policies 

- International level, national governments seek to maximize their own ability to satisfy domestic, 

whilst minimalizing adverse consequences of foreign developments.  

- Negotiators attempt to build a package that is viable for his and the other bureaucracies 

Level 1 is bargaining between the negotiators, leading to a tentative agreement 

Level 2 are separate discussions within each group of constituents about whether to ratify the 

agreement.  

These two levels are linked 

- Prior consultations at level 2 to hammer out agreements for level 1 

- Expectations at level 2 may abort Negotiations at level 1 

- Any level 1 agreement must be ratified at Level 2.  

Ratification may involve a formal voting process, the actors at this level may represent bureaucracies, 

pressure groups, or even public opinion. Any changes must be ratified, preliminary level 1 agreements 

cannot be changed at level 2, it must be reopened at level 1. Changes must be voted up or down.  

 

 

 

 

 

 



Win-sets 

The win-set are all the things that would gain a majority among the constituents when voted up or 

down.  

Larger win-sets make level I agreements more likely, cereteris paribus. The larger the win-sets the more 

likely they are to overlap, conversely, the smaller the win-sets the more likely it is that negotations will 

break down.  

Win sets are also important as the relative sizes of the level II win-sets could be used for or against you. 

If you had a small win-set you could exploit this, saying you would never be able to ratify it on the level II 

level. Conversely if your win-set was big, you would be pushed around by level I negotiators.  

Determents of win-set sizes.  

- Level II preferences and coalitions; no agreement drives harder bargains; different 

constituents will have different preferences. Some countries which are isolationists such 

as US will drive harder bargains as they do not rely on international aid, and thus, will 

have a smaller win-set. Interest groups may have one outlook on a situation, and if they 

present their issues at the level I negotiations it would make a package deal impossible. 

Thus, there must be compromise between each coalition. Pressure groups can switch 

their vote if the deal helps them in some other way in the international scene.  

- Level II Institutions: democracy can help increase negotiation power, as there is a 

strong veto power reserved for the minority group, however, this reduces the scope for 

international co-operation; it raises the chances for involuntary defection. Strong party 

discipline can increase win-set and international co-operation. The stronger the state in 

domestic pressures, the weaker it is in the international scene, as it doesn’t have the 

same bargaining power as democratic countries. They cannot exploit their own 

countries weakness as a tool for a better deal.  

- Level I negotiators strategies: Side payments and generic good will can be exploited. 

Payments to help senators and other institutions to increase win-sets has been done, 

Carter Administration. Good will can foster win-sets as it is used as an all-purpose glue.  

 

Involuntary and voluntary defection 

Voluntary defection the reneging of a deal by someone who is a rational egoist, with the absence of 

enforceable contracts.  

Involuntary defection reflects the behavior of an agent who is unable to deliver promises due to failed 

ratifications.  

Reneging would have excessive costs as players may be expected to meet again. Reneging on an offer 

presents diplomatic and political costs. However reneging may be high, as the credibility of an official 

commitment may be low, even if reputational costs of reneging are high, the negotiator may be unable 

to guarantee ratification. 



 

Uncertainty and bargaining tactics 

Level 1 negotiators are usually misinformed about foreign domestic policies. Because other nations do 

not comprehend fully each other’s domestic policies there will be a tendency to undersell your own win-

set for a stronger bargaining position. However, uncertainty about foreign domestic environments will 

result in involuntary defection. Deals can only be struck if negotiators are convinced that their win-sets 

will be ratified, uncertainty on this issue will raise doubt and thus increase involuntary defection.  

Restructuring and reverberation  

What happens in level I is that negotiators tend to restructor the realities of the situation and alter the 

costs. Internationally pressures can reverberate within domestic policies, changing international 

institutions. International summits can influence public opinion and thus, alter the nations interests. 

Reverberation can be problematic as it implies a sort of interconnectedness among separate actors. 

Firstly, offending foreigners may be costly in the long run, Level II institutions are more exposed 

internationally due to multinationals. Secondly, messages from abroad can change minds and hearten the 

domestic minority. Some welcome the international pressure as a useful tailwind for politics.  

Reverberation so far have been used to describe an expansion in the win-set, however reverberation can 

be negative. Foreign pressures may create a domestic backlash.  

The role of chief negotiator  

- The chief negotiator may have his own opinions, opinions that may divulge from his level II 

constituents. Two level games are costly for the chief negotiator, and they often interfere with 

his other priorities, so it is reasonable to ask what is in it for him. Motives may include  

o Enhancing his standing in the level II game by increasing his political resources or by 

minimizing potential lose.  

o Shifting the balance of power at Level II in favor of domestic policies that he prefers.  

o To pursue his own conception of national interest in the international context.  

- Chief negotiators have veto power over proposed deals. Even if the deal lies within the Level II 

win-set, he may choose not to present it.  

 

 


