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RECIPROCITY STUDY - OVERVIEW OF 37 CODES

OFFER

OS
SINGLE-ISSUE – secure agreement on one issue
OM
MULTI-ISSUE  - secure agreement on two or more issues

PROVIDE INFORMATION

IP
ISSUE PREFERENCES - Within a single issue

IR
PRIORITIES - Relative importance of issue(s)

IB
BOTTOM-LINE – within a single issue or for a package

SUBSTANTIATION
 

SB
DEFENDING ARGUMENTS – argue position on issue

SF
FACTUAL STATEMENTS – facts or task clarifications that are specific/true

QUESTIONS

QO
ASK ABOUT OFFER – Clarification or relating to an offer*
QP
ASK FOR PREFERENCES - Within a single issue

QR
ASK FOR PRIORITIES - Relative importance of issue(s)

QB
ASK FOR BOTTOM LINE –within a single issue or package

QS
ASK ABOUT SUBSTANTIATION – question/clarification of argument presented

QM
ASK MISCELLANEOUS TASK RELATED QUESTIONS
SUMMARIZING

IN
INSIGHT - summarizing others’ interests

MU
MUTUALITY - noting mutual interests

ID
DIFFERENCES – noting differences in issue related preferences and priorities
IS
SIMILARITIES – noting similarities in issue related preferences and priorities
GD
GENERAL DIFFERENCES – which are task related

GS
GENERAL SIMILARITIES – which are task related

THREATS/POWER

TH
THREAT – action if others do not comply
PW
POWER – one’s ability to dominate others
REACTIONS

RPO
AGREEMENT TO OFFER MADE
RPS
AGREEMENT WITH STATEMENT – agreement with what was said                    COMBINED
RPA
ACKNOWLEDGEMENT WITHOUT AGREEMENT – Also includes back channeling
RNO
DISAGREEMENT WITH OFFER MADE
RNS
DISAGREEMENT WITH STATEMENT – disagree with what was said
PROCEDURAL COMMENTS

P1
DISCUSS ONE ISSUE - deal with one issue at a time

PC
COMPROMISE - suggest compromise or willingness to concede 

PP
PACKAGE/TRADE-OFF – involving two or more issues
PM
MOVING ON - without resolution

PV
VOTE ON ONE ISSUE – before moving on to the next

PX
RECIPROCITY – concession in exchange for future concession
PO
OTHER – procedure for managing the discussion 

PT
TIME – time checks

MISCELLANEOUS/OTHER

CS
CREATIVE SOLUTIONS – potential solutions outside boundaries of task

MI
MISCELLANEOUS - general on-task related statements and comments
OT
OFF-TASK QUESTIONS, ANSWERS, AND/OR COMMENTS                     RARE
* Different from Towers and Landers coding
TOWERS MARKET CODING CATEGORIES
The coding categories are presented in order of their DOMINANCE.  When a Subject‑Verb‑Object (SVO) set can be classified according to more than one code, assign to it the code that appears FIRST in the codebook or the coding guide.  When a speaking turn, however, contains more than one SVO set, and these sets can be classified according to different codes, it is okay to assign multiple codes to the speaking turn.

1.  OFFER
Offers consist of a proposed solution to the negotiation problem and must refer to specific levels within the issues being considered.   A statement that a particular level of an issue is acceptable to the speaker constitutes an offer only if the speaker requests or implies a request for acceptance of this level as a solution to the problem.  Of the following two statements, the first is coded as an offer, but the second IS NOT coded as an offer.

Example 1:


BAKER
   How about D for temperature?  (Offer - Code as a single-issue offer)

Example 2:


LIQUOR   D is my preference for temperature.  (Not an offer - Code as Provide Information about 
issue preference.)

Some statements will be ambiguous as to whether they are a request for information from the other negotiation or an offer.  For example,


How about A?


What do you think about C?

In these cases, code the item as an offer if it can be interpreted as an offer.  A statement is an offer if it is clearly a specific option/alternative within an issue and the other subject can respond.  Also, an offer must be within the realm of the case.  Every offer will be coded according to one of the following two categories.

1A.  SINGLE-ISSUE OFFERS (OS) - Propose to settle one issue under discussion by securing agreement.

Examples:


What would you say to D for maintenance?


What if we do D for position?


How about D for temperature?

The following are examples of single issue offers, but the sentences actually have more than one “thought unit”, so the table will actually show two different units.


How about D for temperature, that’s my bottom line.

	BAKER
	OS
	How about D for temperature

	BAKER
	IB
	That’s my bottom line



I’ll take B on clerks, or C.

	FLORIST
	OS
	I’ll take B on clerks

	FLORIST
	OS
	Or C


1B.  MULTIPLE ISSUE OFFERS (OM) - Propose to settle two, or more, issues under discussion by securing agreement.

Examples:


What if we do B on Advertising and B on maintenance?


I’ll give you E for temperature, and I get B for maintenance?


I suggest we settle on C for temperature, B for advertising, D for clerks and B for maintenance.

Contingent offers are also included in this category.  These are offers that are clearly contingent upon a previous offer.  If you hear the following dialog:


FLORIST:
How about A for advertising?


BAKER:
If we can have C for clerks.

The table would show the following:

	FLORIST
	OS
	How about A for advertising

	
	
	

	BAKER
	OM
	If we can have C for clerks


*****RULE EXCEPTION*****

According to the established rules of unitizing and coding, each SVO should reviewed independently and consecutively and assigned one code.  The units have been pre-established for each group.  However, since offers occur infrequently, if a series of units builds to an offer made by one Actor, but the units are interrupted or take a more than one speaking turn to communicate, the offer code may be used.

2.  PROVIDE INFORMATION: 

Differs from offers in that offers seek agreement, but the 3 sub-categories under this category state facts

2a.  Issue Preference (IP)- stating a preference for a specific alternative (A, B, C, D, E), within an issue.  It can also state a preference for a feature that is shared by more than one specific option (e.g. hire by market as a whole, which is included in alternatives A, B, and C for Clerks) or preference for a general direction (e.g. warmer rather than colder).

Examples:


For temperature, I like E.


It is really important to me that we not have C for maintenance.


I would prefer a warm building for my tropical plants.


I think we should advertise together.


I won’t accept anything less than 70 degrees.


I want to hire clerks together.


I cannot have it 65 degrees when I am trying to keep my plants alive and thriving.


I think the maintenance costs must be shared.


I prefer the front location.


I feel you should pay double because of your heavy carry-out business.

2b.  Multi-issue Priorities  (IR) - state which issues (Advertising, Maintenance, Clerks, Position, or Temperature) are more or less important to one’s self.  This category is used when the subject expresses a relative preference between two or more issues.

Examples:


Clerks is the most important issue for me.


I don't care so much about maintenance, but I need to have advertising or clerks.


In order of priority, clerks is the most important, followed by temperature, then advertising.


Temperature and clerks are more important than advertising and maintenance


I think the most important issues are temperature and maintenance.


Temperature is really important to our coffee sales.


As far as location is concerned, it is not on my priority list.


The main thing to me is being conveniently located and maintaining a comfortable temperature.

2c.  Bottom Line (IB) – reference to minimum acceptable outcome on an issue

Examples:



I can’t go any lower than that.


A temperature of 68 degrees is the absolute lowest possible alternative for me.

3. SUBSTANTIATION 
3a. Substantiation  (SB) - Arguments or justification for one’s own position or against another’s position.  This may include hypothetical scenarios, but must be case related.  Each reason given is one substantiation.  This category would also include any outside information that is used to justify one’s position or to weaken the other’s position.  Substantiation also includes questions about the other party’s position that bolster one’s own position or weaken the other’s position.  (Questions that ask for more information about the argument, or seek clarification of an argument presented should be coded as Question-Substantiation - QS.)  In all cases, the speaker must be defending an argument.  Only use substantiation when the actor is arguing position on an issue.

Examples:


But you can use lots of their help and they don't need to be highly trained.


It would not be hard for me to find another place for my store.


If we hire clerks together, then I can use the clerks during lunch and dinner.


If the temperature is too high my food will spoil.


Do you know how much mess your flowers make?


What about the mess your kitchen will make?


Yes, but maintenance is not just washing the floor.


My inventory is very heavy, so it is a convenience issue.


You know of course that wines and flowers must have a certain temperature to thrive.


The maintenance for the bakery is higher than yours, so I think it must be separate.

3b.  Factual Statements (SF) – Statements of fact or task clarifications that are specific and true, but do not defend an argument independently.

Examples:


The volume of trade is going to be enormous.


The builder will remodel the space to fit, however we decide to do it.


It is a residential building.


We have so many specialists in this mall.


I am a grocer and I sell many specialty items that my customers will need on a daily basis.


To put a common space outside the café is not my idea.


The common area is one of the unique features of the market.

3. QUESTIONS

The speaker must give the other participant a chance to answer.  If the speaker does not allow the other party to respond, but continues to speak, do not code the statement as any type of question, but rather as a statement.  That is, do not code rhetorical questions as question.  

Also, do not code questions which strengthen one’s position or weaken the others.  Instead, code those questions as substantiation.

4a.  Question - Preference (QP) - Asks for preferred alternative ( e.g. A, B, C, D, E)  within an issue.  

Examples:


Well, how do you think we should advertise?


What is your preference for temperature?


You’re saying E?


So you are saying that you prefer to hire your own employees?


What type of agreement would you like to reach on maintenance?


What about the kind of advertising?

4b.  Question - Priority (QR) - Asks which issues (e.g. maintenance, position, advertising)  are more or less important to the other party.

Examples:


What is your most important issue?


Is advertising more important to you than the other issues?


Which issue is a priority to your company?


Is that important to you?

4c.  Question - Bottom line (QB) - Asks about the other party’s minimum acceptable outcome

Examples:


What’s the coldest temperature you can accept?


What is your bottom line on this issue?

4d.  Question - Substantiation (QS) - Question the arguments presented

Examples:


Why do you see it as a benefit that we pay the maintenance fees separately?


How can you say that is going to lower the costs of maintenance for all of us?


How many times will a customer go to your shop each week?

4e.  Question – Miscellaneous (QM) – Questions that clarify the case, previous statements., or task related issues.

Examples:



Is that one of the options that we have here?


What are the requirements for the person we are going to hire?


You mean we can choose the most important area for our shop?


Are you asking me how I feel about advertising?


What is the difference about advertising the market as a whole and the alternative he said?


Is that the correct interpretation?

5.  SUMMARIZING
5a.  Insight (IN) - summarizing others’ interests, position, preferences, priorities with respect to the specific negotiation contend/issues.  Do not use this code when the speaker is summarizing his or her own interests.

Examples:


So, it’s important to you to have your own advertising campaign.


You are trying to skip two options C and E


So this is the key point for both the grocer and the baker.


You are saying that because you need more maintenance, you are willing to pay for it.


I understand that you want to be near the entrance because of the weight of your products.

5b.  Mutuality (MU) - noting mutual interests which indicate global interdependence.  This sub-category indicates global interdependence, rather than issue interdependence.

Examples:


We all need to reach an agreement to do well here.


Look, we both want this place to have style and class.


Any agreement is better than none at all, right?


We have to try to negotiate in a way.


It’s a better option for all of us if our stores are attracting people.


We are all in this together.

5c.  Issue Differences (ID) - Noting differences across parties in preferences or interests within an issue

Examples:


I understand that location is more important to you than to me.


I can see where maintenance is a low priority item for you, unlike the rest of us.

5d.  Issue Similarities (IS) - Noting similarities across parties in interests or preferences within an issue.

Examples:


Both of us need a warm temperature to thrive


This issue is important to both of you.


You and I are going to have the smallest shops correct?


I think it’s important for all of us.

5e.  General Differences (GD) –Noting general task related differences


The clientele that you target is quite different than the rest of us.


Your need to expand is not the same for the other members of the group.

5f.  General Similarities (GS)  - Noting general task related similarities


We’re all trying to reach the same target group


All of us want the market to attract the residents as well as business people passing on the street.

6.  THREATS/POWER
6a.  Threats (TH) - Threatening to take action if other party does not comply.

Examples:


If you don't make me a better offer, I’ll go find another site.


I’m will get up and leave right now, if you won’t change your mind.

6b.  Power (PW) - Suggesting one’s ability to dominate the other.

Examples:


I’m the high volume retailer in the market, so I should determine the policy.


If it wasn’t for the high volume of sales in my market, none of you would survive

VII.  REACTIONS
Reactions always  speak directly about a statement, or group of statemensts that immediately or almost immediately preceded the reaction.  The SVO set that is coded as a reaction can have no substantive content.  Many arguments respond to the previous statement, but if the phrase also contains substantive content it should be coded elsewhere.  Neutral reactions (e.g. I don’t care or Maybe) should be coded as miscellaneous.  

7a.  Positive Reaction (RP) - affirmation or agreement to a previously stated position

Examples:


Yeah, that’s great.


Sounds okay to me.


Yes, that will work.


Absolutely

7b.  Negative Reaction (RN) - opposition or disagreement to a previously stated position

Examples:


That is a ridiculous offer.


No way.  


Totally unacceptable.


I don't like that idea.


What you’re saying makes no sense.

*****RULE EXCEPTION*****

Often, a positive or negative reaction states or indicates a clear, specific position of an issue or indicates the relative importance of an issue to the Actor.  In these situations a simple Yes or No response may be coded as IP or IR, or any other appropriate code that is weighted higher than the reactions.  This should only be used when the reaction indicates a clear position of the Actor for their shop.

8.  PROCEDURAL COMMENTS

Procedural comments are discussions of the way in which the group should proceed with the negotiation.  They are, in a sense, a level removed from actual negotiation or problem-solving, and instead address how the group should negotiate or problem-solve.  Also included here are suggestions of ground rules, (i.e., suggestions about what the parties should not do).

8a.  Procedural – Discuss - one issue (P1) - suggestions or comments addressing to dealing with one issue at a time.

Examples:


I think we should settle this issue before we discuss any others


Let’s just take the issues in order, and settle them as we go.


Let’s talk about advertising.


Do you want to talk about maintenance?


Let’s talk about advertising first.


Let’s get back to this issue later.


Look, trying to settle these issues separately like we’ve been doing just doesn’t work.  


Okay, we have that issue squared away.


What issue should we talk about now?

8b.  Procedure - Compromise (PC) - suggests a compromise or willingness to concede on an issue alternative.  This sub-category does not include trade-offs which is discussed as a separate sub-category below.

Examples:


I think we each have to give up something on Advertising.


We’re not both going to get our ideal, so let’s try and find a temperature we can both live with.


I’m willing to bargain.


What kinds of things could you compromise on?


So we might just compromise on those issues that are more important to you than to me.

8c.  Procedure - Package/Trade-off  (PP) - suggests trading off on two or more issues.  The discussion would involve more than one issue at the same time.  Comments in this sub-category may be vague about the levels chosen for the issues, but not the issues.

Examples:


Why don’t we try to trade-off between Clerks and Maintenance?


Let’s think about these issues together.


I’ll give you A on temperature, but I want something better for advertising.


How about we come to an agreement between temperature, clerks and advertising.

8d.  Procedure – Vote (PV) – Suggests vote on one issue before moving on to next

Examples:


Let’s decide this issue before we move on to another.


Why don’t we settle this issue by taking a vote before we move on to Maintenance.


I think we should determine the outcome of this issue first , and then we can move onto Advertising

8e.  Procedure – Move on (PM) – Suggests moving on to another issue without resolving the current issue.

Examples:


We can come back to this at the end of the hour if there is time

.


Maybe we should go on to other issues


Let’s look at the other issues before we run out of time


I want to evaluate all of the issues before I make any final decisions/

8f.  Procedure - reciprocity (PX) - Suggests a concession to be made in exchange for an unidentified future concession.

Examples:


I will give you that on temperature, but I need something in return.


If you scratch my back, I’ll scratch yours.


I gave you what you wanted on temperature, I need something in return.

8g.  Procedure – time check (PT) – makes a comment or asks about time elapsed, time remaining, or what time it is.

8f.  Procedure – other (PO)

Suggests some other procedure for managing the discussion process.  This can include observations that the approach in use is or is not functioning effectively.  These comments often spur further procedural discussions or suggestions.  Comments in this category do not preclude talking about more than one issue.  Comments that can be interpreted as dealing with one issue at a time should go into that category.

Examples:


Why don't we each take turns.


We’re not getting anywhere.


Let’s note that solution as one we think is okay, and see if we come up with something better.


We are not getting anywhere on this issue.


We’ve been at this for an hour now!


How much time do we have left?


Let’s set a temporary mark on that.


Could you do anything other than that?

9.  MISCELLANEOUS/OTHER

9a.  Creative Solutions (CS)  Suggested solutions to the task that are outside the bounds of instruction.

Examples:


I put some store names here on the draft that is a possible solution to that problem.


We can fluctuate the schedule in the morning to correspond to need.


Trainees can spend more time taking training in your shop than in my shop.


Why don’t we use an outside agency for advertising, and let them worry about the details.

9b.  Miscellaneous – General on-task statements and comments that are not defense of an argument or factual statements, but are related or refer to the task instructions. If the speaker takes control of the floor, but the statement is interrupted and is not a complete thought, then it is coded as miscellaneous.  If the speaker did not take control of the floor or the remarks are back channeling in nature, the unitizing may have not recorded them on the data sheet. Also include statements which are verbatim repetitions.  Not every statement will fit easily into the other categories.  Do not force them to fit if they do not belong.  If you determine that a unit should be coded as miscellaneous, no behavior change to the data sheet is necessary.  You may add comments if you are uncertain or need to justify.

Examples:


I understand that we are all going to be out in the open.


We are not going to have separate compartments.


It is going to be a common utility arrangements.


You probably have the largest shop.


There’s got to be a loading dock or a back entrance.


I want A for...

*****RULE EXCEPTION*****

When an Actor repeats a statement verbatim for any reason, the first unit is coded appropriately, and the second unit  is coded as miscellaneous.

9c.  Off task (OT)  Off task and low frequency comments

Any comment, or question, which is not-task related, or involves the actor stepping out of their assigned role is coded as Off-task. Also include directives, threats, jokes and other comments which do not fit into other categories. 

Examples:


I think we should re-name the market the “Tower of Babel”


You are greedy


I need that piece of paper.


Shut up and listen a minute.


I’m a sophomore, communications major.


I think we’re getting paid five dollars an hour for this experiment.
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