INTEGRATIVE BARGAINING

The best negotiations end in a resolution that satisfies all parties. Such agreements are rare. More commonly, successful negotiations end in trade-offs, where each party gives up something of lesser value of them in return for something of greater value to them.  Because people often value the multiple issues in a negotiation differently, trade-offs can speed up and improve a conflict’s resolution. 


A distributive negotiation usually involves a single issue - there is a “fixed pie.”  In most conflicts, however, more than one issue is at stake and an agreement can be found that is better for both parties than what they would have reached through distributive negotiations.  This is an integrative negotiation.  However, parties may not find these beneficial trade-offs because each assumes its interests directly conflict with those of the other party.  Understanding the underlying issues in a negotiation and their relative importance helps one to assess and make beneficial trade-offs.

Some Strategies for Creating Integrative Agreements:

1) Build trust and share information

Most efficient if both sides can actually share all of their information.  However, this is easier said than done, due to problems such as lack of trust and strategic concerns.  The benefits from the extra joint benefits can outweigh the distributive gain either side can gain by using more competitive tactics.  If the 2 sides really distrust each other, they could agree to an independent review of all the financial assessments.

2) Ask lots of questions


There may be useful information that can be obtained by asking questions.  Doing so may give one a significant amount of information, even if the other party doesn’t answer them at all.  While you may not get answers to all of your questions, you’ll know more than if you hadn’t asked any and can also make some negative inferences.

3) Give away some information

If trust between the parties is low, sometimes an informational deadlock can be broken by volunteering some information.  Behavior in negotiations is often reciprocated.  When you give some information, others tend to return some information.  This can be a way to stimulate mutually beneficial agreements.

4) Make multiple offers simultaneously.

People tend to be much happier with proposals when they feel that they are being given a number of choices.  Giving several alternative options can generate some good and may speed up the bargaining process. Even if all proposals are rejected, you may learn which is closest to being acceptable and will have a direction for further productive bargaining efforts.

5) Search for post-settlement settlements

Managers who reach an acceptable agreement can ask a 3rd party to help them find a more fully integrative agreement.  During the post-settlement settlement process, each side retains the right to veto the PSS proposed by the 3rd party, retaining the original agreement.  Parties may also attempt to find a PSS without the help of a 3rd party.  

Remember, however, that an integrative strategy rarely eliminates the distributive aspect of negotiation.  But by having frameworks for thinking about both dimensions, you can improve overall performance for everyone involved.

