Thought Exercise (Richard Shell, Bargaining for Advantage):  Possible Responses

Option 1 

Do nothing, suspecting a trick or worrying that you might look like a fool running around a table in response to a stranger’s offer.  “I don’t want to play,” you might say.  – This response is typical of an Avoider.

Option 2

Most obvious response is to offer the person sitting opposite you $500 to race around and stand behind your chair.  But suppose the other person is yelling for you to do the same thing?  Would you argue or jump up to run behind his or her chair?  If your tendency is to concede this debate and start running, you are a Compromiser.

Option 3

You race around the table and stand behind your opposite’s chair.  You don’t negotiate- you act to solve the problem.  In this case, your opponent will get $1,000 because you were moving while everyone else was still talking.  But notice the outcome.  Your colleague, whom you do not know, now has $1,000 and you have $0.  You are trusting that the other person will do the right thing and share the money with you.  This is typical behavior of an Accommodator.

Option 4

 “Quick, get behind my chair.  I’ll share the money with you!” you yell. Then you sit tight, hoping the other side gets moving.  Unlike the compromiser the competitor will argue over whether he or you should be the one to get up and race around the table.  In fact, he may even lie a little and tell you he can’t move because he has a sprained ankle.  If this was close to your response, you are a natural Competitor.

Option 5

You get out of your chair and scream.  “Let’s both get behind each other’s chairs!  We can each make a thousand dollars!”  This can work – if you are quick enough.  It is the assertive response of the problem solver.  Instead of trying to figure out how to divide $1,000 two ways, the Problem solver has the insight to see that there is a way for both parties to get $1,000 out of the situation.  Problem solving is the hardest to implement.  It seeks to discover the underlying problem through candid disclosure of interests, find the most elegant solution by brainstorming many options, and resolve tough issues using fair standards of division.
