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Biography

Claude Alavoine is a Professor of Negotiation and International Management at IPAG Business School, France. After a
Master’ s degree in Economics and several years of professional experience he decided to turn to Management Sciences.
He obtained a Master’ s degree in Human Resource Management, a Master of Research and finally received his PhD from
IAE (Institut d’Administration des Entreprises), Nice, France. His research interests include Negotiation, with particular focus
on intercultural and strategic issues for which he has developed many negotiation simulations and experimentation tools. He
regularly participates in international conferences on management and negotiation strategy. He is part of the editorial board
of the Business and Entrepreneurship Journal and has published in international peer-reviewed journals such as the
International Journal of Business and Management Studies and Elsevier Procedia-Social and Behavioral Sciences.

Education

2002: PhD in Management Sciences — University of Nice Sophia Antipolis

1996: Master of Human Resources Management - University of Nice Sophia Antipolis
1995: Master of Research - University of Nice Sophia Antipolis

1987: Master of Research - University of Nice Sophia Antipolis

1986: Master’s degree in Economic Sciences - University of Nice Sophia Antipolis. France



Teaching Areas

Business Management, Intercultural Management, Intercultural Business, Business Negotiation

Research Areas

Strategic and Intercultural issues in Negotiation

Professional experiences

2006 - 2009: Coordinator of Human Resources Management courses for IPAG group (Nice, France)
2006 - 2007: Coordinator of the Master program in Management Sciences “International Commerce” at IPAG

2004 - 2006: Member of the IICEE project (Intercultural and Interpersonal Competence for the Enlarge Europe), financed by
the European Union

2004 - 2005: Senior Project Manager for IPAG (Business school) working in conjunction with the General Manager.

Since 1998: Professor of Intercultural Management, Negotiation, Intercultural Business and International Management (and
cross-cultural) Business Negotiation — IPAG Paris, Kunming.
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Conference paper presentations

Tenir le haut de l'affiche : les fusions, nouveau défi pour les Business Schools frangaises?, 5th International Studies in
Management and Organisations (ISMO), Tunis, 15/16 décembre 2016. (with J. Smith, B. Fischer, F. Teulon).

Strategic Oppositions in Negotiation: A “Tit for Tat” revisited?, 8th International Research Meeting on Business and
Management (IRMBAM), Nice, 5/6 Juillet 2017



