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Introduction
The negotiations to form a ninth
cabinet of the Kurdistan Region of Iraq
between the regions two main parties,
the Kurdistan Democratic Party (KDP)
and the Patriotic Union of Kurdistan
(PUK), witnessed many disagreements,
delays, high and low points and the
use of numerous strategies and tactics.
These negotiations raised academic
interest as they allowed for a deeper
understanding of the subject matter,
making the case study valuable for
scientific research. Therefore, this
research seeks to provide an academic
guide to researchers and decisionmakers in the Kurdistan Region of
Iraq with the theory and tactics behind
negotiations and their implementation
in talks to form governments. This
guide will allow such individuals
to become better familiarised with
the sensitivity and importance of
negotiation, the finer details of the
process, the frequency and complexity
of the strategies, and the negotiators’
tactics, particularly when talks relate to
both civic and political matters.
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Negotiation
For humanity, negotiation is
perhaps the best tool against human
division and conflict. It is also one
of the primary concepts in political
science. From here, we need to
familiarize ourselves with the
concept. Negotiation is considered
one of the most important diplomatic
tools that can resolve any dispute
or disagreement between different
parties as negotiations are recognized
as calm and measured and can
resolve all manner of conflicts and
debates peacefully. Negotiations
allow for the strengthening and
continuation of relations between
parties by overcoming obstacles that
may arise (1).
Negotiating strategies and tactics
There are several negotiation
strategies and tactics that negotiators
use to achieve the best outcomes. To
analyze these strategies and tactics,
this section will divide into two
subsections. In the first subsection,
we discuss the negotiation types and
strategies, and in the second, we will
discuss negotiating tactics.

Negotiating strategies
The negotiation strategy is a preliminary
plan for the general framework of
how the negotiation process will be
conducted. It determines the method to
deal with the other party and establishes
the negotiation scope to gain the most
from the talks.
There are many diverse strategic
approaches and strategies, varying
depending on the case and the
relationship between the parties to
the negotiation. Without relying on a
practical and scientific strategy, it is
difficult to succeed in negotiations;
however, not all strategies are
appropriate for different negotiation
types.
There
are
several
different
classifications for different types of
negotiating strategies. Here we first
discuss the most important ones, which
include: everyone’s increased benefit
strategy, influence strategy, forced
strategy, deferral strategy and indirect
negotiation strategy (24). However,
there is a broader classification, often
used in politics, which puts forward the
most important negotiation strategies
through two approaches:
2.1.1. Mutual benefit approach strategy
This method is based on cooperation
and complement between the parties
to the negotiations. We can categorize
the strategies of this method into the
following (25);
1. Complementary strategy: It is a
process of improving the relationship
between the parties to a measurable
level, in such a way that each side
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complements the other. Through this
strategy, the parties to the negotiations
occasionally find themselves, on the
interest and legal level, on the same side
to take advantage of the opportunities
that lie ahead;
2. Development of current cooperation
strategy: This strategy focuses on
achieving a set of common goals and
developing them to strengthen areas of
cooperation between them;
3. Deepening the current relationship
strategy: This strategy works on
achieving the highest level of
collaboration between the parties
and deepening and developing the
relationship between them;
4. Expanding the scope of cooperation
by extending it to new areas strategy.
Conflict approach strategy:
This strategy consists of several
strategies, the most important of which
are (26);
1. Attrition or burnout strategy: It is one
of the most common and widely used
types of negotiation strategies. This
strategy depends on several principles,
the most important of which are:
a. Wasting the time of the opposite
side (time-wasting): One of the aspects
of this strategy to negotiations is
to unreasonable delay and obstruct
the negotiation process to waste the
time of the opposing party without
reaching any firm conclusions and only
engages in negotiations for the sake of
negotiation. The aim of this strategy is
so that its user can achieve a number of
their goals.

b. Fatiguing the opposing side: This is
usually done to change the opposing
party’s direction and attention towards
several minor issues and away from
the negotiation’s central issues. The
aim here is to undermine the opposite
side and to waste their time, and cause
negotiating fatigue to force them to
accept any solution put forward.
c. Wasting the opposing side’s
resources: This strategy is achieved
by one side trying to increase the total
financial cost of the negotiation for the
other party and tiring them financially
through continued financial cost, which
the other side cannot maintain. This
strategy forces the other side to realize
that it will be difficult and expensive to
reach their desired aims.
2. Division and fragmentation strategy:
This strategy focuses on finding and
identifying the most important strengths
and weaknesses of the opposing side’s
negotiating team and researching their
ideological background, education,
class bias, etc. Through this, a
reasonable and proper policy can
be put in place to cause division and
fragmentation to the opposing side
and undermine their united negotiating
stance causing internal conflict. This
strategy occupies the opposite side with
its internal disagreements and nullifies
their negotiating efforts. It also paves
the way for some members in the
opposing negotiating team to benefit
this strategy’s user in the negotiations.
This strategy can access essential and
confidential information and data
from the other side to be used in the
negotiation. On the other hand, to further
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divide the opposing side, the user of
this strategy can again continue to stall
negotiations over minor issues. This
strategy can be considered successful
when an insignificant and unimportant
point in the negotiation is made to be
the negotiation’s central issue. This
strategy can also be used to reject an
initiative from the opposing side until
a detailed analysis of the initiative is
made. Once the initiative is deemed
appropriate, it is then negotiated, and if
it is deemed unsuitable, it will continue
to be rejected in this manner.
3. Domination and subjugation
strategy: As the conflict approach is an
approach in which negotiations become
an intense battle and intellectual game
between the participating parties, this
strategy focuses on accumulating
all available energy and resources
to guarantee the ability to dominate
and dictate the course of events. This
provides for the ability to take the
initiative in negotiations and change
the direction when desired while
maintaining control of the negotiation’s
initiative and style and maintaining
confidence that the opposing side stays
within the negotiating frame set by the
user. The opposition must then wait for
a nod from the user of this strategy to
move the negotiations on.
4. Defeating the enemy and organized
attack strategy: This strategy is used
against the opposing side in the conflict
approach frame, without regard for
the lack of information available on
them. The strategy allows for the
negotiating process to be conducted in
an ordered and systematic way for one

side to begin an organized attack on the
opposing side. This strategy enables the
negotiator to break the silence barrier
or address the lack of information by
gathering all available information and
data during the negotiations to identify
those areas of contention deemed the
riskiest and present the greatest threat
to the interests of the negotiator. These
issues are used to open negotiations,
which allows for the opportunity to
move to less important matters to waste
the time and energy of the opposing
side.
5. Self-Destruction / Suicide Strategy:
According to this strategy, the
process begins by creating barriers
and pressuring the opposing side and
creating obstacles and problems to
generate feelings of hopelessness
in them. The aim here is to force
the opposite side away from their
negotiating goals. From here, the
opposite side will begin to doubt
its ability to make advancements or
achievements in the negotiations. As
a result of these barriers, obstacles,
and problems, the opposing side will
come closer into line with the user’s
negotiating conditions of this tactic.
In all those discussed, it becomes clear
that strategy is dependent on the art
of using force to achieve negotiating
objectives. Therefore, negotiation
includes two primary classes, including
(27):
1. General: That is to say, the strategy
must consist of a common goal
that includes all classifications of
negotiation.
2. Time: what is meant here is the time
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required to achieve the goals of the
negotiation. Here, in terms of the scope
that it covers, the negotiating strategy
is general and broad and requires an
extended period dependent on the
magnitude of the negotiation. This
is because it includes all the classes,
dimensions and sides of the negotiation.
The negotiating parties may use
more than one negotiating strategy,
depending on the negotiating dossier
they are dealing with. Several factors
will influence this; the most important
is the historical background of the
relations between the parties, dossier
type,
surrounding
environment,
whether the negotiations are on a local,
regional, or international level or on the
local environment level and whether
the negotiating sides are in agreement
or united.
Negotiation tactics and their types
Generally, a set of tools and mechanisms
and paths to implement the negotiation
strategy are used in negotiations. We can
call them negotiation tactics; for this, it
can be said that that negotiating tactics
are temporary measures, which are
necessitated by the negotiating stance
between the parties. Tactics are also
usually distinguished by being shorter
in terms of time that strategies and their
size and scope do not reach the level
of strategy. Simultaneously, tactics are
beneficial for the implementation of
strategy and are dependent on it (28).
Therefore, negotiation tactics fall
within the negotiation strategies
framework, which the negotiating

parties rely on and follow. Tactics
are used during the practical stages
of negotiations because they depend
on action, time and expecting the
unexpected. Furthermore, negotiation
tactics reflect negotiators’ attitudes
towards a negotiating position, which
is known to be unpredictable and selfinterested by its very nature. Here,
tactics are more art than they are
science and are more implementation
than they are culture. Above all this, all
negotiation movements have been preplanned. It has already been decided
how the negotiator will approach the
negotiations (29). We can identify the
most important types of negotiation
tactics as follows:
1. Gain trust and mutual respect tactic:
This tactic is based on a fundamental
rule - to gain the opposing side’s trust
like friends or partners, and if they are
the enemy, to make them neutral. This
is achieved through positive rhetoric,
niceties, demonstrating respect and
understanding and exchanging gifts to
create trust and bring the negotiating
parties closer together psychologically.
All these provide a more serious and
warmhearted negotiation and evidence
the serious nature of the problem they
are trying to resolve, helping to remove
negative sentiments in the negotiations.
These provide a good incentive for
the negotiations to create a positive
negotiating atmosphere that prevents
emotional reactions to talks (30).
2. Temptation and attraction tactic:
this tactic depends on one party in the
negotiation being prepared to show
their willingness to negotiate with the
8

opposing side and make negotiations
as easy as possible. Also, being ready
to accept some of the other side’s
legitimate demands if they are prepared
to meet on the negotiating table (31).
3. Good and evil tactic or hawk and
dove tactic: This tactic is based on
sharing roles and exchanging them so
that the negotiating team can play an
artificial game to trap the opposing
side. This is done by dividing the roles
in the negotiation so that each member
of the team plays a specific role in the
negotiation. One plays the role of a
good person, and the other plays the
role of a bad or hostile person. This
tactic helps pressure the opposite
side. The opposing side will seek to
compromise with the opposing side
and protect their interests from the
hostile negotiator (32).
4. Intimidation and threat tactic: Some
negotiations require this tactic, which
includes threats against the other side.
For example, to reach their negotiating
goal, a negotiating team may threaten
to halt or not attend negotiations,
threaten to cease negotiations and use
force instead if the other side does not
agree to terms. To get the other side to
agree, these threats are often countered
by incentives such as political openings
and later political support if they agree
to terms (33).
5. Increasing negotiating time through
obstacles tactic: Occasionally, due to
an unexpected situation or because the
opposite party presents a spontaneous
initiative, the negotiating team finds
itself in an unexpected, awkward or
uncomfortable position. Therefore,

they may require more time to analyze
and investigate the new initiative and
look for specific and appropriate ways
to confront and respond to it. To gain
more time, the negotiating team may
seek to obstruct negotiations through
delays and time-wasting, which will
allow them to take advantage of this
extra time (34).
Effective negotiation requires that the
element of time be used effectively;
therefore, negotiators must understand
the value of time and its impact on the
negotiation process. It is also necessary
for negotiators to determine whether
negotiating issues can be resolved in the
period of time allocated for them in the
negotiations. The negotiators also need
to know their priorities and be able to
work on them in the timeframe available.
On the other hand, it is necessary to
set a realistic time frame to achieve
negotiating goals by understanding
which side is likely to compromise on
different issues beforehand or knowing
if a quick solution for the other side is
essential. This knowledge will allow
negotiators to force the opposing side
to compromise on less important issues
(35).
6. Final notice tactic: The final notice
is considered a part of an organized
negotiation. However, the way this
risky tactic is used is also essential. If
the other side rejects the negotiator’s
final notice, the negotiator will face
a difficult decision. The negotiator
will be forced to either conclude the
negotiation or withdraw their notice
and lose credibility. However, suppose
the negotiation has reached a point
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where no progress is being made,
and there are only a few issues left to
resolve. In that case, issuing a final
notice may encourage other parties to
propose better solutions (36).
In his book, the ‘Principles of
Negotiation’, Nierenberg, in the context
of two main strategies in negotiation or
types of negotiation, has categorized
the tactics of negotiation in a way that
those tactics fall under the heading
“When strategy? What strategy? Where
strategy?”, which combines negotiating
strategies with negotiation tactics.
According to this category, “When
strategy?” emphasizes the concept of
time in negotiations. That is to also
use it at the appropriate time together
with other elements that did not exist
previously. With this, the negotiations
will begin to move. The ‘What strategy
and when strategy’ is the way in which
negotiations are implemented and the
logic behind this (37).
The most prominent tactics of what
or when strategy are the following
(38):
1. Delaying, or temporary silence: For
example, delaying ones response to an
initiative, or a question posed by the
opponent to provide ample opportunity
for reflection and research on the
content of the initiative or the question.
2. Sudden: that is, a sudden
unpredivtable change in the manner
and direction of the negotiation is used
to achieve a specific goal or to make
the opponent compromise. That said,
depending on its use this tactic can

have both positive and negative results;
3. Realpolitik: putting the opposing
side in a condition in which they have
no choice but to accept your behaviour.
The conditions of this method are that it
has scope for the opposite side to accept
the results. Furthermore, the damage
caused to the opponenet in continuing
to accept your behaviour must be less
than the material and moral damage of
not doing so.
4. Quiet withdrawal: This is achieved
by withdrawing and compromising to
the other side after acquiring several
gains, whatever the gains maybe. This
is to preserve those gains and solve
the problem between the parties by
providing a position to the opponent
and showing a willingness to accept
the opponent’s demands.
5. Virtual withdrawal: This is achieved
by withdrawing from negotiations
at a sensitive juncture to gain further
compromises on the opponent’s part,
which is a combination of delaying and
cheating at the same time.
6. The strategy of going back and forth,
or changing: Meaning continuously
going back and forth on one’s position
as needed.
7. Restrictions Strategy: This means
putting a quota on time or contact
hours.
8. Deception: That is to say, giving
opposite views to what is going on in
reality.
Regarding the how and where
strategy, these are included (39):
1. Participation in work: This is
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achieved under the slogan: “we are
friends”. For this tactic to work, there
needs to be a degree of high-level cooperation and mutual policies between
the parties.
2. Sharing: The parties agree on a
mutual benefit strategy (‘help me and
ill help you’), which means sacrificing
some of the current gains to achieve
future gains.
3. Fabricated recommendation and
negative reaction: That is to say,
sometimes great propaganda, or
fabrication, have a negative effect.
4. Crossroads: That is to say, one side
compromises on a few specific issues
to win more gains out of the most
significant matters. Once the smaller
comprises have been made, the other
side is told that they must compromise
too.
5. Hierarchy: Meaning establishing an
order of the topics to negotiate due to
lack of trust between the parties or their
unfamiliarity with one another.
6. Classification: Meaning dividing the
cases that relate to the agreement. So
that nothing is left unresolved after the
contract is signed.
7. Power of attorney: Meaning
placing a representative to conduct
the negotiations on one’s behalf. The
representative will take his client’s
views and opinions on the negotiations’
results before the final meeting to sign
the agreement.
8. Changing the level: Meaning
starting negotiations off at a lower
level than the leadership; however,
when the negotiations stall or hit a
roadblock, a senior leadership figure

then enters negotiations. This will have
a psychological impact and encourage
the other party to continue negotiations
seriously.
In this context, body language is also
used by the skilled negotiators and
their staff in negotiations to control
their own behaviour and to read the
behaviour, movement and mentality of
the opposing parties. In this respect, the
use of gestures, signals and even silence
is used as a negotiating tool against the
opponent according to the conditions
and attitudes of the negotiations (40);
Ultimately negotiation tactics need
to serve the strategy set out for the
negotiation process, and they need to
complement each other. While some
of the tactics at first glance seem to be
against the overall strategy, in the end,
they align with the ultimate goal in the
negotiations.
The most important negotiating
strategies and tactics of the KDP
and the PUK in negotiations to form
the government
Elections for the fifth term of the
Kurdistan Parliament in the Kurdistan
Region of Iraq were held on 30
September 2018 with all the region’s
political parties. 2.9 million residents
had the right to vote, and the turnout
from this number 95 percent (41).
Initially, the election results were
controversial; however, the winning
sides eventually accepted the election
results. The winners were the KDP,
PUK and Gorran, who came in first,
second and third, respectively. In line
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with the Kurdistan Region of Iraq’s
election law, the KDP was instructed
to form the Kurdistan Regional
Government’s ninth cabinet.
Negotiations over the government’s
formation were hampered by severe
political disagreements between the
parties, new changes in the balance of
power between them and disputes on
how political posts would be distributed
between them. Although the Kurdistan
Parliament planned to hold its first
official session in early November
2018 to swear in its new members,
the session was postponed indefinitely
until the parties reached an agreement,
which violated the democratic rules.
(42)
In this context, the negotiations
between the different parties were
carried inline with several different
strategies and tactics. The negotiation
process between the two main parties
was often complicated and vague
and underwent several sensitive and
significant stages. Therefore, both
sides used negotiating strategies aimed
at maximizing their gains. Within these
strategies, they used several tactics. To
shed light on these negotiations, this
section is divided into two subsections;
in the first, we discuss the strategies
and tactics used by the KDP, and in the
second, we discuss those utilized by
the PUK.
Strategies and tactics used by the
KDP in the negotiations:
From the moment that the government
formation negotiations began, the KDP

utilized various strategies and tactics
to negotiate with the PUK and other
parties to maximize its gains. Some of
these were in the cooperation method,
while others were in the conflict
method. The most prominent of these
were:
4.1.1: KDP Negotiating Strategies
Shortly after the election results
announced on 8 November 2018, the
KDP’s leadership appointed a highlevel delegation headed by experienced
negotiator Nechirvan Barzani, the
KDP’s vice-president and Kurdistan
Region of Iraq Prime Minister.
Nechirvan Barzani had previously
overseen several other rounds of talks
with other political parties and even
with Baghdad. The delegation began
consultations, discussions and visits
to some of the other political parties,
particularly the PUK.
In that context, the KDP publicly
announced its strategy for talks with
the PUK to maintain relations and
cooperation between the two parties.
Hence, he quickly announced that he
wanted the PUK to be a significant
contributor to the next government
and labelled its long-term and strategic
partner. Nechirvan Barzani said that
the KDP would work with the PUK as
an old partner with whom it shares a
long history of shared responsibilities.
Nechirvan Barzani also noted that
although both sides have historically
had many grievances with one another
and that their relations had not always
been warm, relations between them
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have always endured. For these
reasons, Nechirvan Barzani argued
that the KDP had an obligation to work
with the PUK due to its history and its
geographical zone of influence. These
all fall into the cooperation method of
negotiation. (43)
Based on this principle, it was stated on
more than one occasion from more than
one official that their dealings with the
PUK would not be based on the number
of seats won by the PUK. Instead, it was
argued that the KDP would treat the
PUK as a party with much experience
and a long history in governance in
negotiations. This is notwithstanding
that the PUK maintains a military force
and control of a significant geographic
zone of influence within the Kurdistan
Region of Iraq. (44)
Although both the PUK and the KDP
have stated that they are the two main
partners in governing the Kurdistan
Region of Iraq, at the same time, the
nature of their relationship, which
includes conflict and rivalry, is no
hidden fact; a relationship that was
clear in the negotiations. Due to the
nature of their relationship, the KDP
also chose to use the conflict method
of negotiations. From the start of the
negotiations, the steps taken by the
KDP were within the framework of the
domination and subjugation strategy.
In this respect, the KDP attempted to
utilize all its power to dominate the
negotiations, be the only party with
the ability to change the negotiations’
direction and maintain control of
the subject matter. Furthermore, the
KDP established its demands for

the negotiations at the outset and set
negotiating its red lines. In that context,
the KDP announced that the posts of
Prime Minister, Speaker of Parliament,
the Ministries of Natural Resources,
Interior and Foreign Relations, and
some other security posts, belonged
to the KDP and would not be up for
negotiations (45).
The KDP also used the same forceful
method to nominate Nechirvan Barzani
for the presidency and Masrour
Massoud Barzani, the eldest son of the
Kurdistan Region’s former president,
as the Prime Minister.
From the start of the negotiations,
the KDP also used another powerful
negotiating method, the conflict
method, which involved the division
and fragmentation strategy. Through
this strategy, the KDP divided the PUK
between those who were involved in
the events of 16 October 2017 and those
who were not (46) and announced that
it was not willing to deal with those
who took part in the 16 October 2017
“betrayal” (47).
Furthermore, the KDP worked on
dividing the subject matter and
dossiers in the negotiations. For its
part, the PUK attempted to bind
together the dossier of forming the
Kurdistan Regional Government with
the distribution of ministerial posts in
the federal government in Baghdad
and the post of governor of Kirkuk into
one negotiating package. However, the
KDP tried to separate these issues and
insisted that the talks be focused solely
on forming the Kurdistan Regional
13

Government and that other issues,
such as the post of governor of Kirkuk
and the Ministry of Justice (47) of the
federal government, are other issues
and need to be discussed separately.
(48).
In addition to all this, the KDP also
used the division and fragmentation
strategy to break the unity of their
opposition when the opposition itself
was embroiled in internal conflicts and
rivalries.
In this regard, Meanwhile, Fazil
Mirani, the KDP secretary, said in
the early stages of the talks: “Qubad
Talabani is half ours, the other half
the Patriotic Union of Kurdistan’s, he
will again become the deputy prime
minister.” (50). This statement alarmed
the leaders of the PUK, which led
Qubad Talabani himself to respond.
Further to this, Fazl Mirani also stated
that they, the KDP, wanted to help the
PUK resolve their internal disputes
over how posts would be distributed.
In this context, the KDP has saught the
use of many tactics to achieve its goals
in the negotiations.
Kurdistan Democratic Party
Negotiating Tactics
Amid the long road of negotiations, the
KDP used several negotiating tactics
through its negotiating teams. From
the beginning of the negotiations, the
KDP tried to narrow the gap between
itself and the PUK through respect and
pleasantries to gain the PUK’s trust and
avoid engaging in a media war with
them. These actions fall into the frame

of the gain trust and mutual respect
tactic (51). Although some of the issues
put the two parties into conflict with
one another, with each side trying to
get the best outcome for itself, both the
KDP and PUK attempted to hide these
conflicts and build trust for the sake of
the negotiations with one another (52).
The KDP also used the “cooperation in
work” tactic in the negotiations. In the
early stages of the talks, their officials
regularly reiterated versions of the
slogan, “We are co-workers and friends
and we have a history of cooperation”.
At the beginning of the negotiations,
these tactics were used as part of a
collaboration strategy to make the
opposition come forward and cooperate
to form a government headed by the
KDP. These tactics then changed as the
negotiations went on. In the first round
of talks, the KDP tried to change its
tactics to the temptation and attraction
tactic, and in this regard, they tried to
tempt the PUK with several offers. In
this context, the KDP expressed their
readiness to accept a set of PUK demands
and give them the post of Speaker
of Parliament, Vice President of the
Kurdistan Region of Iraq and several
political and ministerial positions.
Also, the KDP also demonstrated their
readiness for the PUK to be awarded
the post of governor of Kirkuk, given
that the individual selected is also
acceptable to the KDP (53).
Coupled with this, the KDP also used
the hierarchy tactic, meaning the party
formed a hierarchy of issues to be
discussed in the negotiations. Due to a
lack of trust between the parties, it also
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separated the issues of Government
formations in the Kurdistan Region of
Iraq from the posts of Kirkuk governor
and ministerial positions in federal Iraq,
particularly the Ministry of Justice.
The PUK’s silence on the KDP’s
attempt to separate these issues,
it’s unreasonable delaying of the
negotiations led the KDP to use other
negotiating tactics. The KDP then
tried to use the intimidation and threat
tactic through steps intended to apply
pressure to the PUK. For example, it
attempted to bring in a third party to
the negotiations by signing a strategic
agreement on 18 February 2019 with
Gorran, the Kurdistan Region of Iraq’s
third-largest party (54). Through this,
the KDP awarded several government
posts to Gorran without first discussing
these with the PUK. For the PUK, this
move was dangerous and challenging
as Gorran is based within the PUK’s
zone of influence. Hence, the signing
of the agreement between the KDP
and Gorran was a watershed moment
for the negotiations. The KDP aimed
to make gains through this agreement,
namely reducing the PUK’s role in
the government formation process by
finding an alternative partner to the
PUK and easing the pressure from the
PUK that it be awarded the highest
possible posts in the new government.
(55) This is despite the fact that the
agreement was seen as an indirect
threat to the PUK. Through the
agreement, the KDP sent the message
to the PUK that it would not wait for
the PUK forever as the KDP had won
a good majority in parliament and

could take legal steps to start forming
a government without the PUK.
In another step and a warning to
the PUK, the KDP unilaterally
selected a candidate for the speaker
of parliament (56). This step was
within the frame of the realpolitik
tactic; that is to say, the KDP used the
status quo to force the PUK to accept
the current state of play. In this step,
the KDP disregarded the fact that the
parliamentary speaker position was
part of the PUK’s share of government
positions and unilaterally selected
the PUK’s leadership committee.
However, the KDP left the door open
for the PUK by announcing that their
appointee to the speaker, Vala Farid,
was only a temporary appointee until
the PUK returns to parliament and
accepts posts and positions in the new
government. (57) Through this move,
the KDP made it so that the damage
caused by the PUK to continue to
oppose the KDP’s proposal would be
greater than accepting it.
For the tactic to be more effective, the
KDP also implemented several tools
to motivate the PUK to accept their
proposals, such as accepting some of
the PUK’s demands. For example, the
KDP, through its leader, promised the
PUK a resolution to the post of Kirkuk
governor as long as both sides were
happy with the candidate, and this was
in addition to increasing the share of
the PUK in the Kurdish government
(58).
In the negotiations, the KDP also
utilized the changing the level tactic.
When the talks stalled or hit a roadblock,
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a senior figure in the KDP was added
to the negotiations. For example, the
talks initially began without Masroor
Barzani’s participation, the candidate
for prime minister, but in the final
rounds, he was made head of the KDP
delegation. This had a psychological
effect by encouraging the opposition
to take the talks seriously.
Other tactics employed by the KDP
were the crossroads tactics, which it
did through compromising to the PUK
on the issue of a second deputy KRI
President to win further compromises
from the PUK.
The KDP used these tactics to
succeed in their negotiating strategies.
However, these steps were not
independent of the steps employed by
the PUK. Instead, the KDP’s steps in
this regard were influences by those of
the PUK. Both sides utilized different
tactics in a back and forth negotiation,
which their respective media outlets
backed.
Strategies and tactics of the
Patriotic Union of Kurdistan in the
negotiations
As mentioned earlier, the process of
forming a regional government went
through several difficult stages. It
also played host to several problems
and several rounds of talks in which
the PUK used several negotiating
strategies and tactics to maximize
their gains from the negotiations.
In this Section we will focus on the
most important of these strategies and
tactics.

Patriotic Union of Kurdistan’s
negotiating strategies
Like the KDP, the PUK steps were
also initially within the framework
of the mutual interest method. The
PUK’s statements aimed to deepen
relations with the KDP as negotiations
were significant for both sides, and
strong ties benefited both sides.
In this context, the PUK, through
senior members of its leadership,
stressed that the relationship between
it and the KDP was long-standing
and that governing the region could
only succeed with the coordination
and cooperation of both parties.
The PUK also stated that the two
parties were the Kurdistan Region’s
two dominant parties within the
Kurdistan Regional Government, and
the next government will be different
from previous governments as all the
different political parties would be
involved (59).
Also, the official spokesman of the
PUK stressed the need for his party’s
participation in the formation of
the government based on “genuine
partnership and not just partnership
for the sake of partnership” (60). This
revealed the tensions and rivalries
between the two parties and impacted
the negotiations between them.
In this context, the PUK perused
the negotiations’ conflict method to
maximize their gains in the Kurdistan
Regional Government and ensure
they gain the Kirkuk governor’s
post and the maximum ministerial
positions in the federal government.
The PUK also attempted to include
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other dossiers in the negotiations; the
most important of these was the right
to select a candidate as the governor
of Kirkuk to appoint a candidate to
the post of Minister of Justice in the
Iraqi government. The PUK argued
that these issues were all interrelated
and could not be separated (61). The
PUK found support for its demands,
similar to the KDP, in the reality that
the Kurdistan Regional Government
could not function without its
participation as it maintained a
significant zone of influence in
the region. Therefore, due to the
perceived shortcomings of the KDP,
the PUK raised its demands in the
negotiations and sought to postpone
the talks (62).
Through the same method, the PUK
sought to use the attrition or burnout
strategy
through
time-wasting,
delaying tactics and obstructing
talks while at the same time trying
to discredit the KDP and wearing
out the KDP until it has no choice
but to accept its demands. Within
this negotiating framework, the
PUK gambled on the time factor by
causing unreasonable delays to the
negotiations and wasting the KDP’s
time. The PUK was aware that time
was not in the KDP’s favour.
These tactics did not go unnoticed by
the KDP, who issued a press release
on 28 May 2019 following the PUK
MPs’ boycotting of parliament to
elect a parliamentary speaker. The
statement read, “since the start of the
talks, the PUK has aimed to waste
time and delay the negotiations. This

leads us to doubt the seriousness of
the PUK and suspect that the party
intends to remain at arm’s length
from the political process” (63).
Others argued that the PUK’s
participation in the negotiations was
only to take advantage of the wasted
time. Alongside the talk’s elements
within the PUK were also talking of
dividing the Kurdistan Region of Iraq
so that the PUK would administer its
zone of influence independent of the
KDP. This was essentially a threat
against the KDP so that the PUK
could achieve its demands in the
negotiations (64).
From what has been outlined, it can
be concluded that both parties used
the conflict and cooperation method
in their negotiating strategies against
each other. The cooperation method
was necessary as both parties have
mutual interests, and both parties’
fates continue to be dependent on them
working together. Furthermore, both
sides are aware that the other has no
intention of becoming an opposition
party in the Kurdistan Regional
Government. Hence, both sides have
tried to take all possible steps and
use all their strengths, abilities and
experience in the negotiations to
maximize their gains. This is due to
the enduring mentality within these
parties that they must continue to
govern to maintain power and strength
in the region. This mentality arises
as the Kurdistan Region continues
to have no stable institutions, a
formal constitution or an established
democratic governing model.
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Patriotic Union of Kurdistan
Negotiating Tactics
The tactics used by the PUK against
the KDP in the government formation
negotiations changed between the
different negotiating strategies in
line with the different subjects under
discussion. The PUK’s decisionmakers commissioned the use of these
tactics as they believed them to be in
the party’s favour. Hence the PUK
attempted to use several tactics with
care in the negotiations. At the start of
talks, the PUK stressed the friendship
and cooperation between the two
parties and argued that both parties had
a shared responsibility to maintain the
region’s security and stability. They also
emphasized the historical ties between
the two parties governing the region,
a shared responsibility that made the
two parties true strategic partners
(65). The was in line with the Gain
trust and mutual respect tactic, which
the PUK used to lay the groundwork
for negotiations. However, this PUK
negotiating tactic quickly changed to
increasing negotiating time through
obstacles tactic. They occupied the
KDP with minor issues and extended
them over several rounds of talks in
which the party would often change
its position. The PUK aimed to gain
information from the KDP to identify
those areas in which the PUK was in
a stronger position. This allowed the
PUK to position themselves in the talks
to make the greatest possible gains as it
allowed them to understand the hidden
methods and issues in the negotiation.
In that context, the PUK used the last

moments of the negotiation to change
and increase their demands. The
party made similar manoeuvres after
the agreements were signed to make
further gains by taking advantage of
the limited time available to the KDP
and their little influence in the regions
controlled by the PUK (66).
For example, after the KDP agreed
to award six ministerial posts in
Kurdistan Regional Government to the
PUK, the PUK then raised its demands
and asked for more positions. With
this manoeuvre, the PUK was able
to increase its gains by 50 percent.
It gained further positions in the
region’s national security council and
the Kurdistan Board of investment,
as well as the post of deputy minister
of natural resources. The KDP had
originally only agreed to award the
following to the PUK: the Ministries
of Peshmerga, Health, Agriculture and
Water Resources, Higher Education
and Scientific Research, Martyrs and
Anfal Victims Affairs Planning, and
the posts of Deputy Prime Minister and
Speaker of Parliament (67).
Alongside the above tactic, the PUK
also used the hawk and dove tactic
when it took the unprecedented step
of changing the PUK’s negotiating
delegation. Although the PUK’s actions
in this regard did not go unanswered by
the KDP, it was a warning to the KDP
that the PUK was not happy with how
the party was leading the negotiations
and dealing with the PUK. The PUK’s
new delegation – see table 2- consisted
of individuals with a reputation for
hostility towards the KDP. Some
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even branded the new delegation
as a delegation for “no-agreement”.
More than this, the individuals in
the delegation were believed to be
incapable of reaching an agreement
with the KDP (68).
This step by the PUK can be
described as a tactic to pressure the
KDP to force their compromise.
In the negotiations, the PUK also
attempted to use the Delaying and
temporary silence tactic. It did this by
delaying its responses to the KDP’s
proposals. This allowed the PUK to
consider and research the proposals put
forward by the KDP. The PUK bought
itself additional time by wasting
negotiating time and obstructing the
progress of the negotiations. On other
occasions, the PUK even used the
virtual withdrawal tactic. That is, by
withdrawing from negotiations at a
decisive moment to force the KDP to
make further compromises.
Furthermore, there was a blurring
between this tactic and the sudden
tactic on the PUK side as it meant the
KDP found itself delayed and without
a response from the PUK without
warning. For example, the PUK’s
sudden withdrawal from negotiations,
just before parliament, was to convene
to vote on Nechirvan Barzani as
President on 28 May 2019 because no
PUK member had yet been selected for
the governorship of Kirkuk as agreed
with the KDP. This forced the KDP to
publish the agreement between them in
full (69). Due to the PUK’s decision to

withdraw from the negotiations, only
69 out of 111 parliamentarians voted
for Nechirvan Barzani to become
President.
In another attempt to tie together the
issues of the region, federal Iraq and
the Iraqi disputed territories into a
single negotiating package, the PUK
requested the KDP’s cooperation in the
PUK receiving the posts of Ministry of
Justice in the federal government and
the position of governor of Kirkuk as
the PUK believed these posts belonged
to them. Hence, here the PUK used
the classification tactic, meaning
the division of the issues related to
the agreement so that following the
signing of the agreement, no issues
remain unresolved. In this regard, the
PUK was able to receive a guarantee
from the KDP.
Furthermore, after attending the KRI
President’s swearing-in ceremony, as
a tacit acceptance, the PUK submitted
the names of its candidates for
government. This came after the PUK
had boycotted the parliamentary vote
on electing the next President, which
has weakened the PUK’s position in
the negotiations.
On 10 July 2019, the new Kurdistan
Regional Government was voted in
by the parties in the new coalition
(70). The following day, the PUK and
KDP reached a final agreement on
Kirkuk governor’s posts and the post
of Minister of Justice in the federal
government. Both positions were
awarded to the PUK (71).
To conclude, all that was outlined
above, we can argue that the PUK
19

utilized its influence and status in the
Kurdistan Region of Iraq as a central
issue in the negotiations. The PUK
consistently made the case that it could
not be sidelined or marginalized as the
PUK has a pressure card. The PUK’s
pressure card was its military force and
geography. This is notwithstanding
the international support from Iran
that the PUK enjoyed. The PUK was
also able to utilize the time factor to its
advantage, which was not in the KDP’s
favour. The PUK’s negotiation can be
described as slow, detailed, skilful and
based on Realpolitik and conducted
through multiple strategies and tactics.
However, the KDP’s “strong” strategy
and tactics often made the PUK task
difficult and fruitless. Mainly due to
the counter-steps taken by the KDP
to form the next government without
the PUK, which included signing an
agreement with Gorran, selecting
the candidates for the leadership of
parliament, amending the Kurdistan
Region of Iraq presidency law and
electing the President.
Even if the time card was against
the KDP, which was one of the most
important factors that the PUK based its
strategy on and on which it implemented
its tactics, it not only proved useless but
also became a pressure tool in the hands
of the opposition. This was particularly
so after Nechirvan Barzani’s election to
President and the selection of Masrour
Barzani for Prime Minister on 11 June
2019. Following his selection, Masrour
Barzani had thirty days to present
his government to the parliament to
be voted in. With its alliance with

Gorran and other smaller parties in the
Kurdistan Parliament, the KDP had the
numbers in parliament to pass the new
cabinet without any PUK votes. This
reality forced the PUK to change its
stance and attempt to gain as many posts
as it could in the limited time available.
This became even more pressing for
the PUK when the KDP rejected any
idea of restarting negotiations on
government negotiations or any other
matter, particularly on the issues of
the minister of Justice in the federal
government and the post of Kirkuk
governor. Instead, the KDP stated that
negotiations on these issues would
only occur once the government has
been voted and sworn in.
The ninth cabinet of the Kurdistan
Region of Iraq was born out of complex
and tense negotiations. The cabinet
had 20 ministers and three regional
ministers. Within this government, the
KDP was awarded Prime Minister’s
posts and the Ministries of Interior,
Natural Resources, Justice, Health,
Education, Endowments and Religious
Affairs, Electricity, Municipalities,
Tourism and one Minister of the region).
In addition, the KDP was awarded the
presidency and the deputy speaker of
parliament. In comparison, the PUK
was awarded the Ministries of Higher
Education and Scientific Research,
Agriculture and Water Resources,
Peshmerga, Education and Youth,
Planning and a Regional Minister. The
PUK was also awarded both positions
of deputy president and prime minister.
Therefore, the PUK used many
negotiation tactics to achieve its
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goals to form the Kurdistan Regional
Government. The KDP also had
responses to these tactics. Both sides
acted and countered one another in
the negotiations and outside of the
negotiating room through the media or
other avenues.
Of all the above, it is worth noting
that both parties resorted to the use of
many negotiating strategies and tactics
to achieve their negotiating goals of
maintaining power in the ninth cabinet
of the KRG. The process became
subject to many delays, of which the
nation was the biggest loser.
Conclusion
In the course of this research and in
light of its central hypothesis, we have
reached several conclusions, the most
important of which are:
1. Negotiations for forming the ninth
cabinet of the Kurdistan Regional
Government (KRG) were between the
two dominant parties of the Kurdistan
Region of Iraq, as they won the most
parliamentary seats. The KDPcame first,
and the PUK came second in the 2018
vote. The negotiations were conducted
under unstable internal, regional and
international conditions to determine
the ninth cabinet of the Kurdistan
Region of Iraq and the political direction
following the first election since the
Kurdistan independence referendum
25 September 2017.
2. The KDP tried to dominate the
negotiating process to control the
initiative and government and
distribute posts as it wished between

its coalition partners. This is done
by implementing a set of negotiating
strategies and tactics, the most
important of which was cooperation
through the mutual benefit method. It
also used the strategies of domination
and subjugation and organized attack
through the conflict method. The KDP
also utilized several negotiating tactics
to achieve these strategies, the most
important of which were, Intimidation
and threat, motivation and final warning
tactics.
3. Even though its share of the
parliamentary seats was less than
the KDP, the PUK attempted to find
space to force its demands on the
KDP and maximize its gains from the
negotiations. For this, the PUK also
used a set of negotiating strategies and
tactics, the most important of which
attrition and burnout strategy through
the conflict method. The PUK tried to
achieve this strategy by using several
negating tactics: the gain trust and
mutual respect tactic, the hawk and
dove tactic, and creating obstacles to
take advantage of time tactic.
4. After several long rounds of
negotiations and disputes, including
media attacks and political and
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psychological polarization, both sides
reached an agreement. The KDP
reached its objectives, which consisted
of gaining support for its candidates
for President and Prime Minister and
was able to retain the posts of minister
of Interior, Natural Resources and
Foreign Relations, and the majority
of government offices abroad. It was
also able to retain numerous security
agencies and several other strategic
posts. On the other hand, the PUK
was awarded more service ministries.
However, the PUK quickly realized
that its role in politics, especially in
the new government, was diminished.
Although the PUK tried to change the
state of play to its advantage through
its boycott of the parliamentary vote
for president, the time factor which
had benefitted the party early on
ultimately became its disadvantage
as the government formation process
became subject to legal time frames
of which the PUK did not want to
become left behind. In this way, the
two sides reached a general agreement
on forming a government and reached
an agreement on the appointment of a
mutually acceptable individual to the
post of Kirkuk Governor.
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: http://sngiq.علــى الرابــط اإللكترونــي اآلتــي
net/wordpress/?p=173579
 )٥٧انتخــب أعضــاء برلمــان إقليــم كردســتان(
العــراق فــي (/18شــباط )2019/رئيــس مؤقــت
للبرلمــان ،وذلــك علــى الرغــم مــن مقاطعــة
أ.و.ك) بســبب خالفــه مــع (ح.د.ك) ،وفــازت(
(د.فــاال فريــد) مرشــحة الحــزب الديمقراطــي
الكردســتاني ،وهــي أول امــرأة تــرأس البرلمــان
بموافقــة ( )68صوتــا .وفــي هــذا الســياق ،قــال
لطيــف شــيخ عمــر المتحــدث باســم حــزب االتحــاد
الوطنــي الكردســتاني «مــن دون اتفــاق سياســي
موقــع بيننــا فإننا لن نشــارك فــي الجلســة البرلمانية،
وال عمليــة تشــكيل الحكومــة» .ينظر:خبــر نشــره
)موقــع العربيــة نــت فــي (2019/02/19
: http://tinyurl.com/علــى الرابــط اآلتــي
yyb49nd8
 )٥٨المؤتمــر الصحفــي للمتحدثيــن الرســميين(
للحــزب الديمقراطــي الكوردســتاني واالتحــاد

php?name=News&file=article&s
id=15323
 )٤٥ئــارام محمــود ،ئــەوەی یەکێتــی لــە بەغــدا(
بــردی پارتــی لــە هەولێــر لێیســەندەوە ،راپۆرتێکــی
باڵوکــراوە لە ســایتی درەومیدیا ،لەســەرئنتەرنێت،
: http://drawmedia.لەســەر ئــەم ئەدرەســە
net/page_detail?smart-id=2544
 )٤٦دخلــت القــوات العراقيــة مدينــة كركــوك(
والمناطــق التابعــة ضمــن مــادة ( )140فــي عمليــة
عســكرية خاطفــة فــي (/16تشــرين األول)2017/
بعــد اســتفتاء (/25تمــوز ،)2017/وانســحبت
القــوات الكورديــة إلــى المناطــق التــي كانــوا فيهــا
قبــل ( ،)2014اعتبــرت الحــزب الديمقراطــي
وبعــض قيــادات االتحــاد الوطنــي عملية االنســحاب
بانهــا خيانــة .للمزيــد انظــر :بــراء الشــمري وأكثــم
ســيف الديــن ،القــوات العراقيــة تحكــم الســيطرة
علــى كركــوك بعــد ســاعات مــن المعــارك ،موقــع
العربــي الجديــد ،علــى اإلنترنــت ،علــى الرابــط
: https://tinyurl.com/اإللكترونــي اآلتــي
yxqmnn6l
 )٤٧مســرور بارزانــي ،تصريــح صحفــي لقنــاة(
كوردســتان  ،24متــاح علــى اإلنترنــت ،علــى
: https://www.الموقــع اإللكترونــي اآلتــي
kurdistan24.net/ar/news/adad2390a94641-d48-d374-aed3d7f80b9
 )٤٨فــي هــذه األثنــاء لــم تكتمــل الكابينــة الوزارية(
(كابينــة عــادل عبدالمهــدي) فــي الحكومــة االتحادية
فــي بغــداد بمــا فيهــا وزارة العــدل والتــي هــي مــن
حصــة الكــورد ،ويطالــب بهــا (أ.و.ك) ،ويطلــب
).دعــم (ح.د.ك
 )٤٩تصريــح صحفــي لهوشــيار ســيويلي(
مســؤول العالقــات الخارجيــة للحــزب الديمقراطــي
الكوردســتاني ،متــاح علــى اإلنترنــت ،علــى الموقع
: https://tinyurl.com/اإللكترونــي اآلتــي
y42ey4gg
 )٥٠تصريــح صحفــي لفاضل ميرانــي ،متاح على(
: https://اإلنترنــت ،علــى موقع آوينة اإللكترونــي
www.awene.com/detail?article=2957
 )٥١موقــع دواروز ،كيــف ســيكون تشــكيل(
إقليــم كوردســتان المقبلــة ،متــاح علــى اإلنترنــت،
: https://علــى الموقــع اإللكترونــي اآلتــي
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 )٦٦للمزيــد انظــر :موقــع روداو الخبري ،االتحاد(
الوطنــي يرفــع ســقف مطالبــه فــي مفاوضــات
تشــكيل الحكومــة مــع الحــزب الديمقراطــي ،متــاح
:http://www.علــى الرابــط اإللكترونــي اآلتــي
rudaw.net/arabic/kurdistan/290320194
وخليــج اوناليــن ،الخــاف حــول حكومــة كردســتان
العــراق يدفــع بارزانــي لالنفــراد بالســلطة ،متــاح
: http://khaleej.علــى الرابــط اإللكتروني اآلتــي
online/L48dw4
 )٦٧خبــر نشــره موقــع روداو اإللكترونــي علــى(
: https://www.rudaw.net/الرابــط اآلتــي
arabic/kurdistan/290320194
 )٦٨نامــق رســول وآخــرون ،يةكيَتــي وثارتــي(
طــؤري ،تقريــر تحليلــي
وةفــدي دانوســانكاريان
ِ
علــى موقــع دروميديــا ،متــاح علــى اإلنترنــت ،على
: http://drawmedia.الرابــط اإللكترونــي اآلتــي
net/page_detail?smart-id=3392
 )٦٩للمزيــد ولالطــاع علــى نــص االتفــاق(
المنشــور وملحقــه ينظــر :خبــر نشــره موقــع
: http://علــى الرابــط اآلتــي )(nasnews
tinyurl.com/y649zuke
 )٧٠صــوت أمريــكا ،برلمــان إقليــم كوردســتان(
يمنــح الثقــة للحكومــة ،متــاح علــى اإلنترنــت ،علــى
موقــع صــوت أمريــكا ،علــى الرابــط اإللكترونــي
:اآلتــي
https://www.dengiamerika.
com/a/kurdistan/4994257.html
 )٧١صــوت أمريــكا ،االتحــاد والبارتــي يتفقــون(
علــى مرشــح لشــغل منصــب محافــظ كركــوك،
متــاح علــى اإلنترنــت ،علــى موقــع صــوت أمريكا،
: https://www.علــى الرابــط اإللكترونــي اآلتــي
dengiamerika.com/a/iraq-kurdistanاتفــق الحزبــان علــى kirkuk/4996198.html
ترشــيح (طيــب جبــار) ،لمنصــب محافــظ كركــوك.
وجــاء اإلعــان عــن اســمه كمرشــح لقائمــة
التآخــي فــي مجلــس محافظــة كركــوك ،فــي (/11
تمــوز )2019/أي بعــد يــوم واحــد مــن منــح الثقــة
للكابينــة التاســعة ،وذلــك عقــب انتهــاء اجتمــاع وفــد
علــى ) (kirkuknowالحزبيــن .خبــر نشــره موقــع
:http://tinyurl.com/yy2qxfdcالرابــط اآلتــي
 )٧٢شــبكة روداو الخبريــة ،انتخــاب رئيــس إقليــم(
كوردســتان ،علــى موقــع شــبكة روداو الخبريــة،

الوطنــي الكوردســتاني بعــد توقيــع علــى االتفــاق
الثانــي بيــن الحزبيــن ،متــاح علــى اإلنترنــت
علــى موقــع روداو ،علــى الرابــط اإللكترونــي
: https://www.rudaw.net/sorani/اآلتــي
kurdistan/0403201915
 )٥٩مقابلــة خاصــة مــع قوبــاد طالبانــي ،أجرتــه(
قنــاة الجزيــرة فــي ( ،)2018/10/25متــاح علــى
:اإلنترنــت ،علــى الرابــط اإللكترونــي اآلتــي
https://tinyurl.com/y2er76lc
 )٦٠.ئارام حمود ،م .س .ذ(
 )٦١انظــر :درەومیدیــا ،چارەنوســی کابینــەی(
نۆیــەم بەســتراوەتەوە بــە پارێــزگای کەرکوکــەوە،
مقالــة تحليليــة ،متــاح علــى اإلنترنــت ،موقــع
: http://دروميديــا ،علــى الرابــط اللكتروني اآلتــي
drawmedia.net/page_detail?smart_http://drawmedia.net/pageو id=3014
و :مقابلــة مــع رزكار detail?smart-id=3797
علــى ،عضــو المكتــب السياســي لالتحــاد الوطنــي
الكوردســتاني ،أجــراه معــه القســم الكــوردي مــن
إذاعــة صــوت أمريــكا فــي (،)2019/5/13
علــى  VOA،متــاح علــى اإلنترنــت ،موقــع
:https://www.الرابــط اإللكترونــي اآلتــي
dengiamerika.com/a/iraq/4914791.
html
 )٦٢فرهــاد عــاء الديــن ،تشــكيل حكومــة إقليــم(
.كوردســتان ،..م.س.ذ
 )٦٣بيــان صحفــي للحــزب الديمقراطــي(
الكوردســتاني ،فــي ( ،)2019/5/28متــاح
علــى اإلنترنــت ،موقــع دروميديــا ،علــى الرابــط
: http://drawmedia.net/اإللكترونــي اآلتــي
page_detail?smart-id=3898
 )٦٤ينظــر :موقــع األهالــي ،علــى اإلنترنــت(،
: https://tinyurl.علــى الرابط اإللكتروني اآلتــي
com/y5h4asqv
 )٦٥للمزيــد انظــر :المؤتمــر الصحفــي للمتحــدث(
الرســمي لالتحــاد الوطنــي الكوردســتاني والحــزب
الديمقراطــي الكوردســتاني فــي (،)2019\1\14
متــاح علــى موقــع روداو ،علــى الربــط اإللكترونــي
: http://www.rudaw.net/arabic/التالــي
ومقابلــة مــع قبــاد kurdistan/140120196
.طالبانــي ،م.س.ذ
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 )٧٤الموقــع الرســمي للمفوضيــة العليــا المســتقلة(
لالنتخابــات واالســتفتاء القليــم كوردســتان،
علــى اإلنترنــت ،علــى الرابــط اإللكترونــي
:اآلتــي
http://www.khec.krd/Details.
aspx?jimare=629
 )٧٥.نامق رسول وآخرون ،م.س.ذ(

: https://www.علــى الرابــط اإللكترونــي اآلتــي
rudaw.net/sorani/kurdistan/280520191
الخبريــة ،برلمــان ) )٧٣ (Kudistan24موقــع(
كوردســتان يرســل كتــاب تكليــف مســرور
البارزانــي إلــى الرئاســة للمصادقــة عليــه ،علــى
علــى الرابــط اإللكترونــي  (Kudistan24)،موقــع
:اآلتــي
https://www.kurdistan24.net/
ar/news/d767043e-c67c-480a-9a6b-

The Kurdish version of this article is published by Political and Security
Studies Journal.

25

Kurdistan conflict and Crisis Research Center

The Kurdistan Conflict and Crisis Research Center (KCCRC) is an independent and not-for-profit
organisation based in the Kurdistan Region of Iraq. KCCRC conducts research and produces policy
papers regarding Kurdish, Iraqi and related studies. Within this framework, KCCRC focuses its
research on the politics and economics of the region at the macro level, and at the micro level, it
concentrates on issues surrounding but not limited to the following;
• Ethnic and Sectarian Conflict
• Terrorism
• Islamism, extremism and radicalisation
• Instability
• Internally displaced peoples
• Oil and Gas
• Political Economy
• Ethnic and Sectarian conflict
• International politics
KCCRC delivers for its clients by using its unique geographic position to take advantage of the
expertise of local and international scholars to give the most precise picture of Kurdish, Iraqi and
Middle Eastern affairs.
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