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Types of Collective Bargaining Relationships in

the U.S. EMMRFIXRNERIEXE

@ The two most common bargaining
relationships: & EZAIAFIRF K FR

@ Adversarial (Confrontational) #&xt89 (X
)

@ Working Harmony (collaborative) T{EFA
5 (&1F)




g%es of Collective Bargaining RelationshipsSE{#xF| < R AVIEHY
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Adversarial (confrontational) relationship defined

B () KERENX

Both union and employer are convinced that their basic interests are in conflict, and both parties
compete for the loyalty of the workers. But they avoid constant open warfare - they think it costs too
much and gains too little. Both sides more or less try to stick to the contract. They feel that an
orderly use of the grievance procedure will help conserve strength for the major battles over the
terms of the new contract.
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Working harmony (collaborative) relationship defined

TEFME (BIR)XRBRENX

Both sides say that there is more than one way to solve any given problem. Both try to agree on the
solution that gives some satisfaction to both parties. On some issues union and employer think they
have common interests; on others they think they have conflicting interests. Collective bargaining is
an effective means for peaceful negotiation of differences and for advancing common interests.
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Collaborative vs. Adversarial
approach&1{Evs. XA FHE

@ While the Collaborative model of negotiations, which
requires the respect and cooperation of both the
union and employer is the optimal approach...i% ¥ &Y
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@ Often the parties act in a less reasoned approach,

acting against their best interestif® HE AR EE
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Five Approaches to Collective
BargainingiZ B SE HRF IR KT
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The Collaborative approach to negotiations
addresses the interests/needs and maintains
the optimal relationship between the
parties... S1EANRFIBR T WA Flm / TR FnE
Pz EHRMEE. ..

... all other models failll! .. Ff%
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FIVE MODELS OF NEGOTIATION T #hiz gy

@ Accommodate{EF
@ AvoidiEf

@ Compromiseilt#
@ Compete=%

@ Collaborate&1E



Possible outcomes of two-party
negotiations X7 Ik F!| I A] GELS SR

@ Win-losem.-#i
@ Lose-loseffi-#i
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AVOID®
(1 LOSE, YOU LOSE) (F#, &)

@ Side-stepping or withdrawing from the conflict situation.
it ER P RIF R

@ When youcprevent/postpone conflict, it remains
unresolved and neither party wins.
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@ Avoiding conflict results in the dispute festerin Ne|ther
arties mterest are ddressed and the relations ip

I i s Tt R I S 2 R R

\~l

@ Note: It is a strategy that may be used when you are
unprepared for the conflict as a short-term strategy for
uz\_/zmg time anmg gll?lrlnggE ut how to handle the conflict.
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An employet
/S
complaining
about a
problem at
work?— 1 E 7
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Tell her to
come back
tomorrow. &7k
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COMPETE=4
(1 WIN, YOU LOSE) (F&, /%)

@ Seeking to win your position at the expense of the
other party losing theirs. AT mSRAIAE LUTRYES —
FHREMAT,

INAPPROPRIATE: 1~ &1&

@ Only one party can achieve their desired outcome.R
B—HEEBEEME(ITEERNLESR

@ The negotiator perceives outcome as extremely
important and ignores the relationship.i%¥|&3EiEX
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| need a 6%
increase
and
another week of
Vacation#ZEZ£6%
B9 T F 2 —
HIR 1

I'll give 0%,
and you’ll start
coming in a hour
earlier. You're lucky
to be working here.
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ACCOMMODATE{EF
(1 LOSE, YOU WIN) (i, fr&)

@ Putting aside your needs and desires and acquiescing to the
other person’s requests and/or demands#tFFH{REV TR KFIARE, 1
X HYIESK AR / Sk
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@ When one party places a high value on their relationship with
the other party, but...Z3—FEEEMSHANXRELZ...

@ Ignores it own needs.Z{i{th B 2 RITEK



Will you
accept a
reduction in
pay’R=i#E=s
WL T 50 7

Yes, because |
respect you
and want you
to be
satisfieed. Z4Y
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COMPROMISEiLZ>
(WE BOTH WIN, WE BOTH LOSE) (Ffi1—i#e&, —&H)

@ Resolving the conflict quickly and efficiently by seeking a fair
and equitable split between the two Positions.iﬁﬁﬁ\—z‘rﬁ?—/l\ﬁzlz\
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@ Each side concedes on some of their issues in order to win
others. Both parties must be flexible and willing to settle for a

satisfactory resolution of their major issue. 3 7 Wm B —75 &I\
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INAPPROPRIATE: A~ &1&

@ This is closest to collaborative negotiation; however in this
model both parties unnecessarily sacrifice their interests and

relationship in part. X EHEILSIEANXF], MEEXMREANS
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[ need a 6%
/ncrease
and
another week of
vacation# =2
6561 I 2 1E T
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OK, a 3%
/ncrease
and
3 more days of
Vacation#, 3%
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I'll give 1%,
and one
more
personal day# arL{
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COLLABORATESYE
(1 WIN, YOU WIN) (&, F&)

@ Cooperating with the other party to try to resolve a
common problem to a mutually satisfying outcome.
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APPROPRIATE: 812 :

@ When you join with the other party to compete
against the situation, instead of each other. H{R5x}
F—EEs MAEREEESR.

@ Each side must feel that the outcomes gained
through collaboration are better than they could
achieve on their own. H%Kqé B3R E S1EX B/
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Great, | will
work 2 hours

more %FH9, Hf

I’ll give you a
$7100 raise. =
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The Five Conflict Resolution Styles
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DIAGNOSING THE SITUATIONiZHR &R

There are two basic considerations when we
are involved in an negotlatlnq situation: =¥

NE&5FMRFAIBERPSERMPERWEE:

1. Focus on Common Interests &[5 F]E5

2. Focus on Mamtammg and improving the

relationshipE P ERFFMIESVUHF X R




Dispute Resolution Institute
of New YorkZH£92Hzp Rl
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