
CHAPTER 1: Nature of Negotiation 

Objectives:  
1. Understand definition of negotiation, the key elements of a negotiation process, and the distinct types of negotiation. 

Negotiation: "A form of decision making in which two or more parties 
talk with another in an effort to resolve their opposing interests" (Pruitt, 
1981, p. xi)

◦ win-win situations; such as those that occur when parties are trying 
to find a mutually acceptable solution to a complex conflict. 

Bargaining: the competitive, win-lose situations - not haggling as 
haggling is often to do with money

Three Main Sources (that give insight into negotiation):
1. Personal Experience: all negotiators ourselves + rich number of negotiations that occur everyday. 
2. Media: report negotiations in all its forms; TV, radio, newspaper, Internet etc. 
3. Social Science Research: research conducts for 60years in the fields of economics, psychology, political science, 
communication, labour relations, law, sociology and anthropology. 
 
Negotiation is one of several mechanisms by which people can resolve conflicts. 
Lewicki 1992; Rubin and Brown, 1975 negotiation argument: several characteristics common to all negotiation situations
◦ Two or more parties: process between individuals, within groups and between groups.
◦ Conflict of needs and desires between two or more parties: need to search for resolution
◦ Parties negotiate by choice: strategy pursued largely voluntarily as people think they can improve the outcome or 

result compared to not negotiating and simply accepting the offer. There are times to negotiate and times not to 
negotiate. Western culture criticised to not negotiate enough!

◦ Give-and-take process: expectation for both sides to modify or move way from their opening statements, requests or 
demands to reach agreement. This movement may be toward the middle of their positions to form a 'compromise'. 
Instead, parties may invent a solution that meets objectives of all parties and therefore need not to compromise.

◦ Occurs when parties prefer to invent own solution where there is no fixed or established set of rules: Parties 
prefer to negotiate and search for agreement rather than to fight openly, have one side dominate, permanently break 
contact or take dispute to a higher authority. 

 
◦ Successful N involves management of tangibles and intangibles:
Tangible factors: the price or terms of agreement

Intangible factors: underlying psychological motivations that may directly or indirectly influence the parties during N. 
Often linked to personal values and emotions. Impossible to ignore as they affect judgement of what is fair, right or 
appropriate in the resolution of tangibles. Examples: 

a) the need to 'win' beat the other party, or avoid losing to the other party; 
b) the need to look 'good', 'competent', or 'tough' to people you represent; 
c) the need to defend an important principle or precedent in a negotiations and 
d) the need to appear 'fair' or 'honourable' or to protect one's reputation; 
e) the need to maintain a good relationship with the other party after the negotiation is over, primarily by maintaining 
trust and reducing uncertainty. 
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Negotiation as a complex social process:
◦ Not simply a give-and-take process
◦Most important factors that shape result do 

not occur in the negotiation itself; they 
occur BEFORE start or shape context 
AROUND the negotiation



When not to negotiate: (instead stand your ground and you'll come out ahead)
• Could lose everything
• Running at capacity, don't deal. Raise your prices instead
• Demands are unethical; character and reputation is compromised and lose in the long run
• Don’t have a stake in the outcome; you have everything to lose and nothing to gain
• Pressed for time; if time pressure works against you, you'll make mistakes, give in too quickly and you may fail to 

consider the implications of your concessions. 
• Counterpart shows signs of acting in bad faith. If you cant trust in their negotiation, you cant trust in their agreement. 
• Waiting will improve you position. May have new technology soon, financial situation will improve, another opportunity 

will present itself.
• Not prepared: think of all best questions, responses and concessions

2. Explore how people use negotiation to manage different situations of interdependence - that is, that they depend on each their 
for achieving their goals.  

Interdependent: parties are interdependent if they depend on each other to achieve their own preferred outcome
• Parties must co-ordinate with each other to achieve their own objectives or choose to work together as outcome is 

better than working individually.
 
Negotiation Relationships:
1. Independent: parties are able to meet their own needs without help and assistance of others. Can be relatively 

detached, indifferent, and uninvolved with others
2. Dependent: parties must rely on others fro what they need; they need help, benevolence, or cooperation of the 

other, the dependent party must accept and accommodate to that provider's whims and idiosyncrasies.
3. Interdependent: the parties need each other in order to accomplish their objectives. Potential to influence each other 

due to interlocking goals - mix of convergent and conflicting goals. Having interdependent goals does not mean 
everyone wants or needs exactly the same thing - different team members have different needs yet all must work 
together for each to accomplish their goals. 

 
Types of Interdependence: 
Interdependence of people's goals and the structure of the situation strongly shapes negotiation processes and 
outcomes. 
Competitive Situation (zero-sum or distributive situation): "Individuals are so linked together that there is a negative 
correlation between their goal attainments" (Deutsch, 1962, p.276)
 ◦ To the degree that one person achieves his or her goal, the other's goal attainment is blocked
 ◦ Also present when parties are attempting to divide a limited or scarce resource

Mutual Gains Situation (non-zero-sum or integrative): there is a positive correlation between the goal attainments of 
both parties
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3. Consider how negotiation fits within the broader perspective of processes for managing conflict 
Conflict: a "sharp disagreement or opposition, as of interests, ideas, etc" and includes "the perceived divergence of 
interest, or a belief that the parties current aspirations cannot be achieved simultaneously" (Hocker and Wilmot, 1985, p 
12)
• Potential consequence of negotiation
• Can result from strongly divergent needs of two parties, two parties want the same outcome or from misconceptions 

and misunderstandings.
 

Functions and Dysfunctions of Conflict:
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1. Interpersonal or intrapsychic conflict: occurs within an individual. Sources can include ideas, thoughts, 
emotions, values, predispositions, or drives that are in conflict with each other. Dynamics of this type of conflict 

traditionally studies by subfields of psychology: cognitive psychologists, personality theorists, clinical psychologists 
and psychiatrists. 

2. Interpersonal Conflict: occurs between individuals. Examples: co-workers, spouses, siblings, roommates, or 
neighbours. 

3. Intragroup Conflict: conflict within a group. Examples: team, work group members, within families, classes, living 
units, tribes. Affects the ability of the group to make decisions, work productively, resolve its differences and 

continue to achieve goals effectively. 

4. Intergroup Conflict: between organisations, ethnic groups, warring nations, feuding families, splintered/fragmented 
communities

Levels of Conflict:

1. Competitive, win-lose goals: parties 

compete against each other because they 

believe their interdependence is such that 

goals are in opposition and both cannot 

simultaneously achieve their objectives. 

*Competitive goals lead to competitive 

processes

2. Misperception and bias: People tend 

to view things consistently with their own 

perspective of the conflict - therefore tend 

to interpret people and events as either 

with or against them.

*As conflict intensifies, perceptions 

become distorted 

3. Emotionality: Emotions overwhelm 

clear thinking and the parties may 

become increasingly irrational as the 

conflict escalates. 

*Conflicts tend to become emotionally 

charged as parties become anxious, 

irritated, annoyed, angry, or frustrated. 

4. Decreased communication: Parties communicate less with those 

who disagree and more with those who agree. Communication that 

dos occur is often an attempt to defeat, demean, or debunk the 

others view or to strengthen one's own prior arguments

*Productive communications declines with conflict

5. Blurred issues: Parties become less clear about how 

the dispute started. Conflict becomes a vortex that sucks 

in unrelated issues and innocent bystanders. 

*Central issues become blurred and less well defined

6. Rigid commitments: As the 

other party challenges them, 

parties become more committed 

to their points of view and less 

willing to back down

*Parties become locked into 

positions

7. Magnified differences, minimised 

similarities: Considering the above points, 

parties tend to see each other and each 

other's positions as polar opposites. 

Distinguishing factors that separate each other 

become heightened and emphasised, and 

similarities become oversimplified and 

minimised. 

8. Escalation of the conflict: As conflict 

progresses, each side becomes more 

entrenched in own view, more defensive, 

more emotional, and less tolerant, less 

accepting of the other and less 

communicative. Both sides attempt to win by 

increasing commitment to position and 

resources. 


