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o Bargaining, Negotiation
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Table 1.1 Buyer and seller profit sheets emploved in some studies of pegotiation
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Buyer Seller
Televissom Vacusm Televisron Vatcesem
sets cleaners Tpewriters sets cleaners Typesriters
Price Profit Price  Profit Price  Profit Price  Profit Price  Profit Price  Profit
A Sio00 A Siz00 A $8oo A Sooo A $ ooo A § o0
B $1750 B S1050 B $700 B $100 B $ 150 B $ 150
[ S1500 C $ 900 [ $600 C $a00 [ $ 100 [ $ 500
D S1250 I 5 750 D $500 D S100 D $ 450 D 5 790
E $1000 E $ éco E $400 E $400 E $ éoo E $1000
F $ 750 F $ 450 F $300 F $500 F $ 750 F $1250
G $ s00 [ $ 300 G $200 G S600 G § 900 G $1500
H §150 b $ 150 H S100 F S7o0 H S1c50 H $1750
1 $ ooo 1 $ oco 1 $ooo I $%00 1 $1200 1 $2000
Sowrces Pruint (1981)
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Figure 2.4 Negotiation as a prisoner’s dilemma — the so-called
“negotiator’s dilemma.™ The adjectives refer to the outcomes of each
pair of choices. Based on Lax and Scbenius (1986: 39)
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Figure 2.5 Negotiation as a game of chicken

1f the dealer can commit herself to $10,500, the customer will concede
from $9.500 to $10,500, because the alternative (no agreement) is
terrible rather than just poor.
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3. iEA1E (entrapment)
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o Graduated and reciprocated initiative tension
reduction strategy
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