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Résumé 

Ce module porte essentiellement sur la contribution du Dr Thomas Schelling (1960) à la théorie des jeux 

stratégies interdépendantes vont façonner le comportement étatique, comment hausser la crédibilité des 
menaces et pourquoi la dissuasion nucléaire fonctionne. Prenant des modèles empiriques, il examine le 

-à-
conflits permet de voir le comportement conflictuel comme processus de marchandage dans lequel il y a 

 
Communication, informations et effets distributionnels de marchandage sont des concepts essentiels du 
marchandage selon Schelling. 

Abstract 

This module focuses on Dr. Thomas Schelling's (1960) contribution to game theory and his clear distinction 
between promises and threats, both of which are commonly used in the bargaining process. Schelling's 
work increases our knowledge of how interdependent strategies will shape state behaviour, how to 
increase the credibility of threats, and why nuclear deterrence works. Using empirical models, he examines 
the behaviour and decision making of actors. He argues that a player's choice of action depends largely on 
his perception of his opponent's game, i.e., what he believes the other player will do. This conflict strategy 
allows us to see conflict behaviour as a bargaining process in which there is a game of threats and promises 
of the potential use of force to condition the opponent's current or future choices. Communication, 
information and distributional effects of bargaining are essential concepts of bargaining according to 
Schelling. 


