NEGO TIATING

WITH IRAN

JOHM W, LIMBEET

With a lifetime of personal and professional
experience dealing with Iran, Ambassador John
Limbert, the Class of 1955 Endowed Faculty Chair
for Middle East Studies, tackles the complex set of
iIssues surrounding the U.S. / Iran relationship.
Using four separate case studies, two before the
revolution and two after the revolution, Limbert
draws out lessons that may be applicable now as
negotiating with Iran in contemplated by the
administration.

Watch Ambassador Limbert discuss his new
book—

Listen to his interview on NPR-- ﬂ)))


http://www.usna.edu/cgi-bin/good-bye.pl?url=http://www.usip.org/newsroom/multimedia/video-gallery/the-book-negotiating-iran
http://www.usna.edu/cgi-bin/good-bye.pl?url=http://www.npr.org/templates/story/story.php?storyId=112991619
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