Item 5 - Chart B, Assessing a Single Negotiating Episode
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CHART B

Seven Elements of Pre-
1977 Pattern; Assumes

1. Traditional pattern
behavior
(NEGATIVE)

2. New behavior
(POSITIVE)

the Negative 1

|
.

3. HOW or WHY does
positive or negative
behavior predomi-
nate? 1

4. Explain the relative
importance of each of
the seven elements to the
outcome of negotiations
(rank). 1

Previous Experience
Negotiating Together

10 great impact.

Purposes and Motives
in Entering Negotiations
(Arab)

something other than
making peace

I Purposes and Motives
in Entering Negotiations|
(Israeli)

something other than
making peace

Timing

avoid other plans afoot

Status of the Negotia-
tors (Arab)

can’t deliver; weak
power base
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CHART B
(continued)

Seven Elements of
Pre-1977 Pattern;

1. Traditional pattern
‘behavior
(Nli.GATlVE)

2. New behavior
(POSITIVE)

Assumes the Negnivi

3. HOW or WHY does
positive or negative
‘behavior predominate?

l

4. Explain the relative
importance of each of the
seven elements to the
outcome of negotiations
(rank).

Status of the Negotia-
tors (Israeli)

can’t deliver; weak
power base

Third Party
Involvement

hinders more than
helps

Terms of Agreement

different agendas;
minimum terms still far
apart

Psychological
Factors
(Dynamics of Deadlock]

hostility and distrust





