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INTRODUCTION

Neptiations ean be described as u process that
Lions with verbal persuasion. A great deal of what iranspires
e verbal persuasion—people arguing for and supporting their own p
erted position, and resisting similar arguments (rom the opponent. Underly-
g this layer ul persuasive messages 1 set of economic ransactions —bidy
and counterbids — hat are the eeonumic core ol the negotiation process,

The purpose of s exercise is 0 give you some experience with the
process ol ccuomic trnsactions, independent of much of the perunive
Thctore thit typrcally poes with it As i tesul, you will be able t
i gl g of s and counterbi allaws wegotiators ( influcice one
another even withut a great deal of verbal interaction.

ADVANCE PRI

PARATION

None, Bring a caleufator o class,

PROCEDURE
Step 1: 15 Minutes

You
I you are @ buyer, please turm 10 th

sctor will assign you 1o the role of buyer or scller for this activity.
structions on page SKS: il you are a

selle o page 609, Your instructor will

you
Step 2 20 Minutes

O yout Biave e the msctions. i G e Tt blank econd sheet
here wll e o praciice and then 20 tids. Keep tack ol the bids
Somn it o the chant At 1ol 200 s, ackd up ot profi on cach bud
o detenmme your total proti

gt o > Sl a1 Vot g Hetionion (50 i ey

Exereine Secuon

Step 3: 20 Minutes

ed. Using the table that your
ew seqenced

Your instructor will give the signal 10 pr
tructor has provided, in two practice trials and 20
bids. Then conpute your total profit for his second round of bidding

Step 4: 20 Minutes.

ding the two bidling

Your instructor will ask you for information 1o
Jounds. Your results will be comparcd with other pairs in the class, and the

bidding process will be discussed.

DISCUSSION QUESTIONS

1. What were the results of round 17 (Whiat was the prive and quantity on
he st tial, and how much did each party com?)

2. How satsfied did you feel with this outeame it the time? Why?

3 What Kind of sirategy and tactics did you use 10 cxert influ
17 How elfcctive were your strategy and actics”

4. Whl swere the results of round 27 What was the price and quantity on
the Tast rial, and how much did cach party can?

5. Hlow satislicd did you feel with this outeonie? Why?

o, Dl your satinfaction with your outeomes on round | chi

e alter you

B e abls for roud 22 What does thes sy bt the foupact ol
Tormation o your satisfaction level?
7. Wit sty and tactics did you use in round 2 in order o excrt inte

e o you partacr? How efective were your sty and !
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BuyeriSeller Bidding Exercise Rid Record Sheet

Check One: Buyer— Seller—— Check ne: Rownd |— Round 2
£ ones Miyer—— Seller—— Check one: Round 1 Round 2
Bid Mo, Pree Quaiy Peoft o Yor

0. Price Quanity Profit 10 You i A

e A

Practice B

e o

1

S ToTAL
ToTAL ey il your ol ot i s o (e an e o)
—— I , 5

How saisf

 satsfd e you with your otal profit in 1his round? (Ci

3 4 s o 7
Extremely Nelier titenely

1 2 3 4 s 6 7 JE
rennely Nelther Exteemely it licd stisied nor satisied

sutisticdd satisfied | L

infied
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