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"If it develops within the secrecy stage of
bargaining, that both parties become unwilling
to move rapidly toward revealing their true
intentions, the parties may turn to the public
in order to enlist their symp~thy ~~d thus to
apply pressure to the other Slde."

While the use of the aforementioned tactics can be an
integral part of a successful strategy, if used improperly

or under the wrong circumstances, the damage could very well

be irreparable in terms of obtaining a settlement wi, thout

the use of force.
One aspect of collective bargaining which has not yet

been revie\i'Jed,but which plays an important role, is the
psychological phenomenon involved in the process. As regards
the psychological phenomenon, this discussion will be limited

to a review of the role of personality and attitudes. Be-

cause Derber, Chalmers and Stagner's study on relationship
patterns is closely related to the above mentioned psycholo-

gical factors, a discussion of this study will be considered

last.
Perhaps the most apparent psychological factor in-

volved in contract negotiations is the personality structure

of the negotiators. While research in the area of personality

has not advanced to the state of being able to prescribe that

conglomeration of personality factors most conducive to
successful negotiations, authorities in the field of labor
relations appear to have reached agreement on the following

35Ibid., p. 159·
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1. the "intelligence" to absorb the full implica-

tions of the complexities involved in the process;
2. the "creativeness" to forsee and deal effec-

tively with changing and unusual situations unhampered by

set opinions, ethics, and rules of thumb;
3. the "personal adjustment" necessary to obtain

the respect, trust and confidence of the opponent;
4. the "salesmanship" required to communicate and

convince the opponent of the merits of one's position; and
5. the "determination" to overcome minor, major and

frustrating obstacles in order to achieve one's goals.
It is important to note in conclusion that every In-

dividual possesses these characteristics to some degree, but
it is the rare individual who has developed strengths in all

these areas. Thus to the degree that a negotiator is de-
ficient in one or more of these areas, the more difficult the

process becomes as a satisfactory means of meeting the

parties' goalS.
The attitudes that the parties bring into the nego-

tiating process may also play a determinative role in the

effectiveness of this process.
Attitudes relevant to the

36See Beal and Wickersham, .2.£. S·, p. 28~,; Sumner
H. Slichter, James J. Healy, and E. Robert Livernash, The
ImJact of Collective Bar ainin on Mana ement, (Washington,
D.C., The Brookings Institution, 19 0 , p. 9; and Sara E.
Southall, Industry's Unfinished Business, (New York: Harper
and Brothers, 1950), p. 42.


