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Chapter I

1

INTRODUCTION AND DESIGN 

Introduction

This study is  not a study in cross-cultural communication; nor 

is  i t  a study of Chinese c u ltu ra l ,  socioeconomic, or p o l i t ic a l  factors;  

nor is  i t  a prescription of communication techniques fo r  the would-be 

cross-cultural negotiator. Likewise i t  is not intended to provide 

advice regarding global economic a f fa irs  or in ternational diplomacy. 

Instead, i t  is  a study in human communication. The resu lt of th is  

study is  a communication methodology designed fo r  use by representatives 

of a United States (hereafter referred to as U.S.) wheat trading company 

while planning and negotiating any wheat deal with representatives  

of the People's Republic of China (hereafter referred to as China).

This methodology provides a systematic means by which company selected 

negotiation personnel can generate any combination of communication 

strategies to meet the needs of the p a rt ic u la r  negotiation s ituation .

Genesis of the Study

My in teres t in managing c o n fl ic t  through the negotiation process 

began when I served as board member and principal negotiator fo r  a 

local public school d is t r ic t .  I learned to appreciate the "art" of 

creative negotiation as we faced the challenge of mutually discovering 

solutions that served to meet (1) the sa la ry /b ene fit  needs of the 

d is t r ic t  educators, (2) the "lim ited budget" concerns of the local 

taxpayers, and (3) the educational needs of the children in D is t r ic t  

59.
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A 1983 v is i t  to the People's Republic of China stimulated a 

l i fe lo n g  desire to explore other cultures: to learn about others' 

customs, and to attempt to  discover how others th ink , fe e l ,  and view 

themselves in relationship with the world.

A close association with a midwestern United States agricu ltura l  

environment coupled with my in teres t in cross-cultural c o n fl ic t  management 

through negotiation has led me to focus on agricu ltura l negotiations  

between representatives of United States and People's Republic of 

China. Perhaps a communication methodology with a central focus on 

managing c o n fl ic t  through negotiation could make a modest contribution  

to the s ta b il iza t io n  of global agricu ltura l trade.

My background as a communication student includes transactional 

communication with a general semantics orien ta tion , rhetorical theory 

emphasizing argumentation, and general systems theory. The perspective 

of th is  study is a natural outgrowth of these theoretical influences.

Statement of Purpose

The purpose of th is  study is to design a communication methodology 

fo r  use by representatives of a U.S. company negotiating a wheat contract 

with Chinese o f f ic ia ls .  A methodology is "a philosophical study of 

p lu r a l i ty  of methods. . . .  I t  always has to do with the a c t iv i ty

acquiring knowledge, not with a specific  investigation in p a rt ic u la r .

I t  is ,  therefore, a metamethod" (emphasis added; Watzlawick, 1944, 

p. 8 ) .  The concept "managing conflic t"  refers to preventing or mediating 

c o n f l ic t .  "Negotiating" is defined by G. I .  Nierenberg (1983) as
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a process* whereby "people exchange ideas with the intention of 

changing relationships, whenever they confer fo r  agreement. . . . 

Negotiation depends on communication" (p. 4 ) .

Communication, in turn , depends upon making and sharing choices.

A prime function of a communication methodology is to enable users 

to generate a repertoire of choices from which they may select strategies  

and tactics  according to the p a rt ic u la r  negotiation s ituation .

The substance of th is  methodology is drawn from three bases of 

study: (1) creative negotiation process as described by G. I .  Nierenberg

(1971, 1973, 1983); (2) rhetorical argumentation theory grounded in 

Darnell and Brockriede's (1976) "shared-choice" model (hereafter called  

choice-sharing model) ;  and (3) in te lligence information processing 

(as associated with m il i ta ry  or2 diplomatic application) by use of 

heuristic  problem-solving guidelines (O n e il l ,  1964).

The methodology is explained by way of comparative analysis of 

contrasting approaches— choice-sharing versus cho ice-res tric tin g— in 

an extended example of negotiations between representatives of the 

U.S. and China.

I t  would be naive to assume that any single method of negotiation  

is appropriate or e ffe c tiv e  in every s ituation . Instead, a methodology 

(method of methods) is  needed. The aim of th is  thesis is to meet 

that need by designing a communication methodology fo r  negotiators 

in an ag ricu ltu ra l-trad e  context.

*Berlo (1977) reviews the impact of the concept "process" wi.thin 
the context of communication research.

2"0r" is used throughout th is  study in the sense i t  is used in 
computer software; meaning A or B, or both.



Underlying Communication Perspectives^

4

General Systems Theory

Von Berta lanffy , founder of general systems theory, recognized

characteristics of dynamic in te rac tion , organization, and wholeness

in specialized f ie ld s  of science including modern physics, biology,

and cybernetics.

We can conclude that there are models, p r in c ip les , and laws 
that apply to generalized systems or th e ir  subclasses, 
irrespective of th e ir  p a rt ic u la r  kind, the nature of th e ir  
component elements, or the relations of "forces" between 
them. I t  seems leg it im ate , therefore , to postulate a theory, 
not of systems of a more or less special kind, but of universal 
principles applying to systems in general. (Ruben & Kim, 1975, 
p. 7)

Characteristics of an open system include: ordered wholeness;

dynamic in teraction; organized complexity; directiveness; control; 

se lf-reg u la tio n ; d i f fe re n t ia t io n ;  and cyclical behavior among i ts  

components:

(Carlson, 1982)

Input Output

Control

Feedback

Process

Restrictions

^The function of th is  section is to barely introduce three underlying 
communication perspectives. Additional explanations appear throughout 
the tex t where needed.
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An open system interacts with the environment. How one id e n t if ie s  

the boundaries of the system determines what constitutes the components 

of the system and of i t s  environment. For example, i f  one were to 

view a negotiation process as an open system, then the input would 

include both factual and in fe re n t ia l data that the communicators brought 

into the communication act. Output, in th is  context, is  defined as 

the results of the negotiation which may include: agreement, compromise,

stagnation, or a lienation . Feedback describes new input generated 

from within the system as influenced by the dynamic characteristics  

of various system components. Restrictions include anything that  

might re s t r ic t  the negotiation process; fo r  example, global influences, 

perceived incompatible goals, cultural specific views, time lim ita t io n s .  

Process becomes the communication transaction. The environment includes 

everything that is not a part of the negotiation system as defined.

Subsystems or subunits of a system are in te rre la te d . Any change 

within a subsystem affects  a l l  components of that subsystem, other 

subsystems, and the system as a whole. Within a negotiation system 

there are numerous in terre la ted  factors that a f fe c t  communication.

For example, p o l i t ic a l  factors influence economic factors which in 

turn a f fe c t  potential trade factors . The United States' p o l i t ic a l  

relationship with Taiwan, or United States' te x t i le  import p o lic ie s ,  

might influence China's willingness to buy U.S. wheat.

The e q u if in a l i ty  and m u lt i l in e a r  causality  q u a lit ie s  of general 

systems serve to explain the complexity of the relationship between 

antecedent and consequent conditions in human systems. "One set of 

i n i t i a l  conditions can give rise to d i f fe re n t  f in a l states, and conversely*



6

d if fe r in g  i n i t i a l  conditions may result in a single outcome" (Ruben 

& Kim, 1975, p. 2 ) . A negotiator who recognizes both e q u if in a l i ty  

and m u lt i l in ea r  causality  may ac tive ly  search fo r  novel choices to 

achieve agreement. Thus, e q u if in a l i ty  and m u lt i l in e a r  causality  may 

f a c i l i t a t e  adaptation as needed fo r  mutual problem-solving in the 

negotiation context.

Another adaptive qu a lity  may be derived from the balancing apparatus 

of open systems. "Balancing apparatus" refers to both dynamic and 

homeostatic characteristics within the interdependent subsystems.

The princip le  of homeostasis serves to explain how these subsystems 

may achieve and maintain equilibrium. Thus, fo r  the purpose of dealing 

with negotiation, the notion of open systems includes implications  

fo r  achieving and maintaining dynamic equilibrium throughout the 

negotiation process.

General Semantics in Relation to General Systems Theory

Methods of th inking, fe e lin g , planning, and deciding are 
not the same fo r  persons who belong to d i f fe re n t  cultural 
groups. . . . (Bois, 1973, p. 4)

This statement implies a general semantics orien tation . A 

misunderstanding of general semantics may be prevented by f i r s t  noting 

what i t  is not. General semantics is not the study of a philosophical 

theory of signs and symbols and th e ir  function in languages; nor is  

i t  the study of meanings of symbols; nor is i t  a c la ss if ica tio n  of 

changes in the s ig n if ica tio n  of words or forms viewed as factors in 

l in g u is t ic  development. Instead, general semantics deals with the 

relationships of symbolic meanings within and among human organisms. 

According to Alfred Korzybski, the founder of general semantics:
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General Semantics turned out to be an empirical natural 
science of nonelementalistic evaluation, which takes into  
account the l iv in g  in d iv id ua l, not divorcing him from his 
reactions altogether, nor from his neuro-lingu istic  and 
neuro-semantic environment, but a llocating  him a plenum of 
some values, no matter what. (Science and Sanity , 1948, 
p. v i i i . )

The study of general semantics shares some s im ila r i t ie s  with 

general systems theory. The human organism works as a whole. " I ts  

a c t iv i t ie s  are integrated in a central pattern that reveals the general 

orien ta tion , the style of l iv in g  of the individual" (Bois, 1973, p. 236). 

Included in th is  general orientation is  the p rinc ip le  of nonelementalism. 

"The attempt to separate verbally  what cannot be separated except 

verbally" is  a d e f in it io n  of e lem entalistic  behavior. To t re a t  a 

part of anything as i f  i t  were the whole changes the system dynamics 

and characteristics of the components ac tua lly  integrated, and thereby 

d is to rts  the perception of the whole. The nonelementaliStic orientation  

serves to prevent th is  kind of d is to rt io n .

An accepted notion among social sc ien tis ts  is  that stereotyping 

is  a common phenomenon among human beings. Walter Lippmann (1965) 

reminds us that stereotyping is  "a way of substituting order fo r  the 

great blooming, buzzing confusion of re a l i ty "  (p. 64). Although 

stereotyping may help one to organize and c la ss ify  a complex world 

of s t im u li,  th is  stereotypical process of generalizing can lead one 

to mistakenly overlook individual differences. Korzybski introduced 

extensional devices by means of which one may achieve an extensional 

orientation and thereby determine and design adaptations to the unique 

structure of each negotiation s itua tion . These devices include:

(1) indexing— the device fo r  distinguishing between persons and between



situations; fo r  instance, n e g o tia to r^ ^  n e g o t ia to r *  or negotiation  

s itu a t io n i negotiation s ituation2; (2) dating— the name fo r  the

temporal indexing device; fo r  example, negotiator^ a t t im e i^ :  negotiator!  

at time2 ; or negotiation s itua tion ! at t im e i^  negotiation s itu a t io n !  

at time2 ; and (3) the e tce te ra --the device fo r  developing and maintaining 

awareness that not a l l  of the characteristics in any dynamic situation  

can be abstracted or included; hence, i t  is a device fo r  reminding 

us of characteristics l e f t  out or omitted (Korzybski, 1941, p. x x x x i i i i ) .  

For example, in a negotiation situation between representatives of 

the U.S. and China, there might be no apparent awareness of the defection  

of a Chinese tennis player to the United States— a fa c t which might 

have major impact on the negotiators' "neuro-semantic environments."

In any case, an answer to the question "What w il l  work, when, with 

whom and under what circumstances?" depends upon the influencing factors  

or conditions of a given s ituation .

In short, both general systems theory and general semantics are 

h o lis t ic  perspectives. Each perspective recognizes the interdependent 

and dynamic characteristics of components of the whole. A 

nonelementalistic or ien ta tion , which serves to prevent d is to rtion  

of the whole, is  ch aracteris tic  of both perspectives. While general 

systems theory helps one learn to id e n t ify  components of a negotiation  

situation and discover how the components in te ra c t ,  general semantics 

provides an orientation with e x p l ic i t  extensional devices and guidelines 

fo r  designing transactions.

Rhetorical Theory; Choice-Sharing Model

In Ancient Rhetoric and Poetic (1924), Charles Sears Baldwin
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stated that:

The d e f in it io n  of rhetoric implied (by A r is to t le )  may be 
summed up in the word persuasion, i f  we are careful to 
speak of persuasion not as achievement, but as method. Just 
as we ask of medicine, not that i t  shall in f a l l ib ly  heal— a 
degree of achievement impossible in human a f fa i r s — but that  
i t  shall discern and use a l l  the means of healing available  
in the given case, so the true end of rhetoric is to induce 
such habitual s k i l l  as shall discern in any given case the 
available means of persuasion^ (p. 10)

Darnell and Brockriede (1976) re fe r  to "choosing to make choices on

the basis of the best information and reasoning available . . . "  (p. 13).

Each description of communication implies that "people are choice

makers" (p. 13). What one communicates depends on choices and inferences

that respondents make. Individuals "make choices and inferences in

the context of what they know and believe and that situation as they

perceive i t "  (p. 15). According to Darnell and Brockriede, control

of communication may be achieved in d ire c t ly  by (1) paying attention

to the process, (2) paying attention to the person(s), (3) expending

e f fo r t  to expose (or conceal) choices ac tua lly  made, (4) increasing

the la t itu d e  of choices available (thereby increasing the choice-making

capacity ), (5) being aware of yourself, your behavior, and other

influences, and (6) admitting that to ta l control of another is not

an option (1976, pp. 15-16).
\

The negotiator needs to invent^ data that are relevant and p o te n tia l ly

^In the classical taxonomy of rhetoric "the process of 'f inding  
o u t1 what could be said about a subject" was treated under the heading 
of "invention." Under that heading, A r is to t le  distinguished between 
" in a r t is t ic "  and " a r t is t ic "  data. In a r t is t ic  data refers to "what 
we ca ll research— the co llection of factual data l ik e  s ta t is t ic s ,  
statements of au thority , laws, e tc ."  A r t is t ic  data encompasses 
" in terpretive  evidence, or arguments, which define the significance  
of the data in re la tion  to the goals and values of those involved 
in the decision-making process" (Harper, 1979, pp. 32-33).
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acceptable to both parties in the p a rt ic u la r  negotiation s ituation .

The negotiator then arranges data into rhetorical arguments that provide 

reasons fo r  choices by the other party to s h i f t  "from one set of 

problematic ideas to the choice of another" (1976, p. 101).

When negotiators choose to govern themselves by the choice-sharing 

model, they cooperatively share aims and seek to discover choices 

that are mutually advantageous as they search fo r  agreement through 

argumentation.

C r i t ic a l  Survey of Pertinent Research

I was unable to find a communication methodology fo r  managing 

c o n f l ic t  through negotiation between representatives of two cultures  

in general; nor s p e c if ic a l ly ,  representatives of the United States and 

China negotiating a wheat deal. In an e f fo r t  to determine whether 

such a methodology existed, I searched l i te ra tu r e  related to communication, 

sociology, psychology, social psychology, and p o l i t ic a l  science and 

business. I looked fo r  t i t l e s  which contained any one, or any combination 

of the following topics: negotiation, bargaining, c o n fl ic t  management,

c o n fl ic t  resolution, c o n fl ic t  mediation, in te rc u l tu ra l , cross-cu ltu ra l,  

in te rn a t io n a l,  China-United States, agricu ltura l trade.

Searching fo r  t i t l e s  which contained these topics within the 

prescribed d iscip lines required some preliminary evaluation. I sought 

to determine the extent to which a resource had a d ire c t bearing upon 

my research topic by determining relevance. Some sources, as indicated 

by the t i t l e ,  seemed promising but proved to have l i t t l e  relevant 

information. Other sources, though not d i re c t ly  re la ted , provided
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helpful background information. And some resources offered pertinent 

data useful fo r  th is  study.

Two studies that seemed i n i t i a l l y  promising were h is to rica l analyses 

of o f f ic ia l  negotiations between the U.S. and China ( L a l l ,  1968; Young, 

1968). Although both references provided information regarding the 

"Chinese presence" (L a l l ,  1968)— insight into circumstances, procedures, 

and substance during negotiations— I was disappointed to discover 

l i t t l e  relevant data.

I found p o l i t ic a l  science and economic studies about the United 

States diplomatic and trade relations with China (USCHRL, U.S./China 

Relations; see Preface to Bibliography on p. 263). Among them were 

views of U.S./China foreign policy which included h is to rica l perspectives, 

assessment of p o l i t ic a l  implications, and predictions; inquiries into  

cultural exchange; and descriptions and analyses of economic trade 

agreements. These studies provided necessary background information 

regarding the climate of government re lations and trade a c t iv i t ie s  

between the two countries.

I discovered additional references which focused on negotiation  

behavior between U.S. and China (USCHNG, U.S./China Negotiations).

Included are studies dealing with Chinese ta c t ic s ,  comparative analysis 

of Chinese/Soviet negotiation behavior, and negotiation v is -a -v is  

foreign policy . These p o lit ic a l-s c ie n c e  studies focused on strateg ic  

in ternational po lic ies with l i t t l e  note of related communication 

processes.

On the other hand, a group of studies focused s p e c if ic a lly  on 

communication between cultures though not necessarily in a negotiation



context (ICC, In tercu ltu ra l Communication). A prevalent orientation  

is that the practice of in te rcu ltu ra l communication is an a r t  which 

requires an understanding of the audience's culture and adaptation 

to that cu lture . "What is a successful technique of communication 

in one culture could be a f a i lu r e ' in  another" (Sitaram, 1978, p. 346). 

While th is  point of view is compatible with the perspective of my 

study, i t  did not seem to be represented among the studies that related  

to international negotiation.

Among a number of in ternational negotiation (INTLNG, International 

Negotiations) references were sociopsychological studies which integrated  

empirical observation and theory. One such source was Ik le 's  (1964) 

analysis of negotiations between governments which relates the process 

of negotiating to the negotiation outcome. His premise is that two 

elements must normally be present fo r  negotiations to take place: 

common interests and issues of c o n f l ic t .  He distinguished between 

two kinds of common in terests: substantive common in terests  in which

parties  want to share the same object or benefit from the same arrangement 

and complementary in terests  in which parties are interested in an 

exchange. According to IkT6, most negotiators embrace a combination 

of substantive in terests  and complementary in te res ts . This viewpoint 

may help in assessing the common interests between U.S. and Chinese 

as negotiators search fo r  agreement in a wheat deal.

International negotiation studies within the p o lit ic a l-s c ie n ce  

context provided l i t t l e  communication relevance; however, p o l i t ic a l  

sc ien tis t  Robert C. North (1977) developed a framework fo r  analyzing 

in ternational c o n fl ic t  with a systemic orientation which provided
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useful Ins igh t. In addition, professional negotiator Roger Fisher 

(1969) developed a prescriptive  guide fo r  in ternational negotiators 

which (although i t  is  not a methodological framework) suggests p o te n tia l ly  

useful tac tics  and strateg ies.

On a broader scale, I looked at social negotiation studies in 

general (SNG, Social Negotiation). These studies included: the

development of theoretical models; an analysis, ju s t i f ic a t io n  and 

integration of ex isting theories; in terpreta tion  of theories as related  

to process and outcome; a focus on labor negotiations and co llec tive  

bargaining; and prescriptive guides which contained ta c t ic s ,  s tra teg ies,  

and methods fo r  successful negotiation outcomes in a business context.

These studies were relevant only insofar as they broadened my understanding 

of negotiation.

I did discover a methodology with a communication emphasis in 

Nierenberg's approach to negotiation (1972, 1973). Although he does 

not s p e c if ic a lly  address cross-cultural negotiation, China-U.S., or 

agricu ltura l trade, his premise that "in a successful negotiation  

everyone wins" (1973, p. 1) proved pert inen t. He emphasizes communication 

s k i l ls  and strategies and "c re a tiv e -a lte rna tiv e  attitudes" employed 

in the "cooperative process" of negotiation (1973).

A number of social negotiation authors discussed contrasting  

negotiation ch aracteris tics . My i n i t i a l  in terpreta tion  determined 

a l l  comparisons to be relevant inasmuch as the focus of th is  study 

examines contrasting negotiation approaches. Walton and McKersie's 

(1964) analysis of in tegrative  versus d is tr ib u t iv e  negotiation patterns  

and Nierenberg's (1983) d is tin ction  between win/win negotiation and
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negotiation by negation were highly pertinen t. A communication 

ch aracteris tic  apparent in both Walton and McKersie's comparative 

contrast and Nierenberg's comparative contrast is  the d is t in c tio n  

between sharing choices and restric tinq -cho ices . The comparative 

characteristics discussed in the other sources mentioned might help 

to explain specific phenomena within a p a rt ic u la r  negotiation, perhaps 

a t the subset level in relationship with the two contrasting approaches 

of th is  study.

Two authors within the c o n fl ic t  analysis l i te ra tu re  provided 

relevant viewpoints. Kenneth Boulding (1962) indicated a preference 

fo r  the label "c o n flic t  management" as opposed to "c o n f lic t  resolution."  

He notes that "frequently co nflic ts  are not, and perhaps should not, 

be resolved, but should be managed, at least to maximize the to ta l 

gain to both parties" (1962, p. 343). Rummel (1977) developed the 

"c o n f lic t  helix" as a way of analyzing c o n fl ic t  and explained i t  as 

a "dynamic swirl of manifest a c t iv i ty  and la te n t  p o te n t ia l i t ie s  and 

dispositions, but with order and direction" (p. 23). He distinguishes  

between d if fe re n t  kinds of societies and th e ir  patterns of c o n fl ic t  

d iffu s io n , which is  helpful in determining potential differences between 

American and Chinese societies.

Nowhere in my search of l i te ra tu re  did I find a communication 

methodology fo r  negotiations between representatives of two cultures.

I d id , however, find a supply of data with varying degrees of relevance 

which provided background and substance fo r  th is  study.
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Research Design

The research design fo r  th is  study requires a model fo r  generating 

a methodology. Leonard C. Silvern developed such a model (L ipp ett,

1973). A modification of Silvern*s model provides the structure fo r  

the design of th is  methodology.

S ilvern 's  model is  based upon the anasynthesis process which 

consists of four parts: analysis, synthesis, modeling, and simulation.

According to Silvern "analysis is  performed on existing information, 

synthesis is performed to create a new whole, models are constructed 

. . . and simulation is  performed" (L ip p ett, 1973, p. 123). The model 

of th is  methodology includes the analysis, synthesis and modeling 

steps. Instead of simulation, however, th is  methodology w il l  be 

i l lu s tra te d  by generating communication strategies appropriate fo r  

the constructed negotiation s itua tion , and evaluating the strategies  

according to the standards set fo rth  in the context of th is  study.

Analysi s  f

The f i r s t  step was to gather and analyze any pertinent research

material dealing with agricu ltura l negotiations between the U.S. and 

China. From these data» I constructed a re a l is t ic  negotiation s itua tion .  

The negotiation formulation includes: (1) a structure of the

in terre la tionsh ips among relevant negotiation factors; (2) a comparison 

structure representing choice-sharing and cho ice-restric ting  negotiation  

dialog between U.S. and Chinese negotiators; and (3) prospective 

negotiation outcomes.

Each aspect of the negotiation s ituation is analyzed from three 

integrated points of view, a l l  grounded in the rhetorical perspective:
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(1) argumentation theory based upon sharing choices versus re s tr ic t in g  

choices; (2) in te lligence  information processing based upon heuristic  

problem-solving guidelines; and (3) Nierenberg's d is tin c tio n  of contrasting  

approaches—win/win negotiation versus negotiation by negation.

Argumentation theory: Sharing choices versus re s tr ic t in g  choices.

According to Brockriede and Ehninger (1960), Toulmin describes argument 

as "movement by means of which accepted data are carried through a 

c e rt ify in g  warrant to a claim" (p. 47). Campbell (1982, p. 194) showed 

the structure of any argument:

Evidence or Data______________________  (Therefore,) Claim or Conclusion

(Since) Warrant or Reason

These authors agree that claims are assertions beyond what can

ac tua lly  be proved. Warrants are the grounds or bases fo r  drawing

conclusions. They leg it im atize  the leap between data and claims.

Warrants arise out of knowledge accumulated within a specific  context.

A p a rt ic u la r  kind of argument found in rhetoric  is the enthymeme.

Enthymematic conclusions are plausible rather than certa in .

The enthymeme is normally de fic ien t in terms of s t r ic t  logical 
standards,5 and i t s  subject matter is  concrete and specific  
rather than abstract. However, what distinguishes the enthymeme 
is  that i t  is constructed from the b e l ie fs ,  a t t itu d e s , and values 
of the audience. An enthymeme is an argument jo in t ly  created 
by author and audience. I t  is  an argument that gains i t s  force 
from the fa c t that the audience f i l l s  in the evidence or supplies 
the warrant or draws the conclusion. A rhetor can plan such 
an argument, but the argument cannot be made unless the audience 
supplies essential parts of i t .  (Campbell, 1982, pp. 204-205)

The enthymeme (rhetorica l syllogism) can be likened to Polya's

^ V ir tu a lly  a l l  arguments that appear in ordinary discourse are 
form ally d e fic ie n t . (Anderson and Mortenson, 1967)



17

heuristic  syllogism as distinguished from the demonstrative (deductive)

syllogism. Both patterns have a s im ilar  logical nature; however,

the heuristic  syllogism is  a pattern of reasoning that "exhibits a

reasonable ground fo r  a change in the level of confidence" (Polya,

1945, p. 186). I t  does not have the deductive certa in ty  of a demonstrative

syllogism, yet is  useful in acquiring es sen tia lly  new knowledge through

the process of "plausible reasoning" (p. 188). A comparison shows

the differences between the minor premises--hence between the

conclusions--of the two kinds of syllogisms:

Demonstrative Heuristic

I f  A then B I f  A then B
B fa lse  B true__________
A fa lse  A more credible

(Polya, 1945, p. 188)

When constructing a demonstrative (deductive) syl 1 ogism— 1 ike 

a closed system--a negotiator provides evidence to support i ts  premises 

within the scope of which the choices (o f the other) are 1imi ted .

When constructing an enthymeme, a negotiator provides evidence and 

suggests options to the other from which that individual may choose 

a plausible conclusion. The function of the enthymematic argument 

depends upon sharing choices. A series of shared choices and plausible  

conclusions may--or may not--estab lish  a c r e d ib i l i ty  trend.

Darnell and Brockriede (1976, p. 20) distinguish between extreme 

dimensions of choice a person has in communication with another person: 

Sharing Choices versus Restricting Choices

Seeing other as persons---------------------------- ^Seeing other as object
or victim

Win/win or lo s e /lo s e ^ — ---------------------------------------------------- ►win/lose
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Cooperative aim 

Power p a r i t y < ------

-----------------Competitive aim

Maintain or gain power

Share the choice-^ ^ -R e s tr ic t  choice

Risk change^ Risk stagnation

B ila te ra l view of re la tion  -<■ Unilatera l view of re la tion

These authors note that choices can be restric ted  by coercion 

or by providing another person with the i l lu s io n  of choice. The choice 

of arguments in a negotiation situation is  determined by that  

communication orientation which is characterized by the negotiator's  

willingness and a b i l i t y  to share choices or re s t r ic t  choices.

In te lligence information processing: Heuristic problem-solving.

Invention refers to the "discovery of a l l  available means of 

persuasion in any given case" (Harper, 1979, p. 32). Invention 

encompasses the co llection of factual information, s ta t is t ic s ,  

statements from a u th o rit ies , and laws ( in a r t is t ic  da ta ). However, 

these data are v i r tu a l ly  impotent until combined with in te rp re tiv e  

evidence or arguments that are s ig n if ican t from the perspective of
N

those involved (Harper, 1972).

Invention also encompasses the systematic accumulation of collected  

data by way of in te llig ence  gathering methods (in  the diplomatic or 

m il i ta ry  sense) enabling the "inventor" a means by which to make plausible  

inferences about a p a rt ic u la r  set of circumstances. In te llig en ce  

is based upon in terpreta tion  of facts within the framework of the 

problem ( a r t i s t ic  data).

Purely deductive and analytical problem-solving methods are 

impractical fo r  the co llection of in te ll ig en ce . Instead, methods
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of "modern heuristic" which involves the use of inductive and in fe re n tia l  

processes are needed (O n e il l ,  1964). "Heuristic reasoning is reasoning 

not regarded as f in a l ,  but provisional . . . ( I t s )  techniques are 

b u i l t  upon human patterns and processes of learn ing, information 

processing, and problem-solving approaches" (O n e il l ,  1964, p. 7 ) .

A heuristic  application of problem-solving serves to guide, discover, 

or reveal information that is incapable of proof.

In te lligence gathering includes an analysis of the "audience"--in  

th is  case Chinese negotiators--!’n re la tion  to relevant factors within  

the p a rt ic u la r  negotiation s ituation . Negotiation factors might include:

(1) cu ltu re -spec if ic  customs, and related b e l ie fs ,  a ttitudes and values;

(2) history of diplomatic and trade relations between U.S. and China 

(to  include previous or pending agricu ltura l agreements); (3) current 

agricu ltura l s ituation in China re la t iv e  to prospective wheat imports;

(4) global economic climate encompassing the wheat market; (5) location, 

timing, language translation  and other factors related to immediate 

negotiation contact. Accordingly, a professional negotiator might

have a s ta f f  of experts available to provide the necessary information, 

including specialis ts such as a socio logist, l in g u is t  or tran s la to r ,  

agricu ltura l trade s p e c ia l is t ,  p o l i t ic a l  s c ie n t is t ,  economist, h is to rian ,  

cultural anthropologist, and accountant.

Win/Win negotiation versus negotiation by negation.

Basic ingredients of a win/win negotiation approach according 

to Nierenberg (1973) are knowledge of human behavior, careful preparation, 

assessment of assumptions of both p a rt ie s , and conditional use of 

communication strategies and techniques. He emphasizes cooperation
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in which "a ll parties in a negotiation should come out with some needs 

satis fied " (p. 27). This orientation stresses the need fo r  creative-  

a lte rn a t ive  a ttitudes which are characterized by the search fo r  novel 

choices aimed toward agreement among negotiators— not to ta l v ic tory  

or one-sided advantages.

Nierenberg contrasts a win/win orientation with negotiation by 

negation (1983) in which "appearance is everything, substance is  nothing; 

one side wins everything, the other side loses a l l "  (p. 76 ). A negotiator  

using a negation orientation trea ts  the negotiation process as a game, 

with a winner and a lo ser, and re s tr ic ts  choices in order to gain 

an advantage.

Synthesis and Modeling

The components of the methodology, represented by Figure 1. were 

derived from an analysis of the formulations exemplifying two contrasting  

negotiation approaches in the context of the re a l is t ic  wheat negotiation  

between representatives of the U.S. and China. I compared the structure  

of each negotiation approach, then formulated a model methodology 

fo r  planning communication strategies designed fo r  a wheat negotiation  

between representatives of a U.S. wheat trading company and China.

To use th is  methodology, negotiators must f i r s t  survey the negotiation  

system, and map the structure of relevant negotiation factors . From 

the structured data, negotiators then formulate a structure of unknown 

relevant data and thereby determine needed expertise fo r  negotiation  

team membership. The next phase is to design a system of communication 

stra teg ies . At th is  point negotiators in te rp re t the situational fac to rs ,  

diagnose the potential rhetorical obstacles related to each fa c to r ,
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and then generate appropriate communication strategies designed fo r  

the p a rt ic u la r  s ituation . During the f in a l  phase of negotiation planning, 

negotiators evaluate the selected negotiation strategies according 

tu standards set fo rth  in the methodology.

The bias of th is  methodology would lead a negotiator toward sharing 

choices instead of re s tr ic t in g  choices. However, the choice of tac tics  

and strategies to be applied during negotiation depends upon the 

p a rt ic u la r  s ituation and the extent to which the other party is  w il l in g  

to cooperate.

I l lu s t ra t io n  of the Methodology

The potential usefulness of the methodology is  i l lu s tra te d  by 

(1) generating communication strategies as i f  I were a representative  

of a U.S. wheat trading company negotiating a wheat contract with 

representatives of China; and (2) evaluating the selected strategies  

according to rhetorical standards introduced into the methodology 

and according to U.S. and China's plausible wheat agreement c r i te r ia ;  

thereby, (3) evaluating the functioning cap ab ility  of the communication 

methodology.

Assumptions

(1) The two parties in a negotiation s ituation desire to reach an 

an agreement.

(2) The goals of each of the two negotiation parties  are p o te n tia l ly  

co n fl ic t in g .

(3) People are choice makers (Darnell & Brockriede, 1976); however, 

the choices availab le to negotiators of both nations may be lim ited
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by the p a rt ic u la r  circumstances.6

(4) There are multiordinal levels of c o n fl ic t:  potential and manifest

(Rummel, 1977).

(5) I t  is  necessary to make inferences based upon ex isting pattern  

properties in order to make judgments about appropriate  

communication stra teg ies.

L i m i t a t i o n s

(1) In the context of th is  study "negotiation" implies seeking agreement 

by means of communication tactics  and stra teg ies . Negotiation

is a subset of communication.

(2) While actual transcripts  of communication dialog between 

representatives of the U.S. and China may not be av a ila b le , the 

formulation designed to r e a l is t ic a l ly  exemplify contrasting  

negotiation approaches— constructed from researched information— 

serves to i l lu s t r a t e  the usefulness of the methodology.

^The Deputy D irector of Economic A f fa irs ,  U.S. State Department, 
noted that Chinese negotiators have a wider range of discretion now 
than they have had in previous years (see p. 70); however, the general 
pattern (reported among authors who have researched U.S. and Chinese 
business negotiations) indicates that Chinese negotiators experience 
more constraints than do U.S. negotiators. Examples of sources of 
constraints on U.S. or Chinese negotiators or both include the following:

(1) U.S. negotiators would need authorization from the chief
executive o f f ic e r  (or comparable authority) of the U.S.
company i f  that individual was not present a t the 
negotiation sessions (see p. 151).

(2) Chinese negotiators may need authorization from government 
o f f ic ia ls  not present a t the negotiation sessions (see
pp. 102, 169, 226).

(3) Chinese negotiators may need authorization from the Bank 
of China (see p. 73).

(4) Both the U.S. and Chinese negotiators would be lim ited
by the terms of the Government Grain Exchange Agreement 
(see page 39).
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(3) The data used to create the re a l is t ic  negotiation s ituation  were 

based upon the s ta t is t ic s  available at the time that th is  thesis  

was designed; so, the numbers may be dated. However, there is

no necessary connection between the recency of the data available  

and the communication strategies generated by means of the 

methodology.

(4) Whether, or the extent to which, the results of the present study 

can be generalized remains to be determined by replications with 

d if fe re n t  commodities and cultures (Brinberg & McGrath, 1985). 

Meanwhile, there is  no reason to assume that the relationships  

among the components of the present methodology cannot remain 

invarian t across a va rie ty  of goods and services in d if fe re n t  

sets of circumstances. I t  seems plausible to hypothesize that 

th is  methodology would be useful fo r  planning: (a) a wheat 

negotiation with Russia; (b) a c e n te r-p iv o t- ir r ig a t io n  negotiation  

with China; (c) a f e r t i l i z e r  negotiation with Argentina; or (d) 

any other negotiation fo r  which the preparations require unique 

communicative designing— 1ike arch itectural methodology.?

7 See Epilogue.
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A FORMULATION OF TWO CONTRASTING COMMUNICATION APPROACHES 

GROUNDED IN ONE NEGOTIATION SITUATION

The f i r s t  step in constructing a communication methodology fo r  

use by negotiators representing a U.S. wheat company while planning 

and negotiating communication strategies in the context of a wheat 

negotiation with representatives of China, was to create a r e a l is t ic  

negotiation s ituation . I d e libe ra te ly  constructed one negotiation  

situation to remain constant while making a systematic comparison 

of two contrasting examples of dialog within that s itua tion . The 

two versions of dialog were created by adopting two d if fe re n t  models 

of human communication: one, dictated by a choice-sharing approach;

the other, dictated by a cho ice-restric ting  approach.

The data fo r  constructing the re a l is t ic  negotiation situation  

(documented in the bibliography; dated from 1968 to 1985) were drawn 

from studies of commercial negotiations between the U.S. and China, 

wheat trade reports from agricultura l journals , research analyses 

by China trade sp ec ia lis ts , USDA government documents, and news 

publications reporting pertinent events.

With a systemic o r ien ta tio n , I combined and arranged the data 

in a structure designed to serve the subsequent purpose of analysis 

fo r  th is  thesis . Figure 2 is intended to show that the immediate 

context of th is  negotiation situation is  a function of relevant factors  

within a broader context. The overlapping c irc les  represent the 

in terre la tionsh ip  among negotiation factors; however, no attempt was
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Negotiation Situation

( I I )  China's
Willingness 
to buy U.S. Wheat

( I )  Chinese 
Cul tural 
Characteristics

Immediate
Context

(IV) Global
Wheat Situation

( I I I )  China's Need 
1 fo r Wheat

\
\

Dialog dictated by \  
Choice-Restricting Model \

V

Choice-Sharing Model

Figure 2. Formulation of Two Contrasting Communication Approaches 
Grounded in One Negotiation S ituation .
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made to represent the degree of in terre la tionsh ip  among factors .

Nor does the size of any one c irc le  represent a specific  level o f  

importance in relationship to any one of the other c irc le s .  For example, 

China's need fo r  wheat may^be a greater facto r fo r  consideration in 

a Chinese negotiator's  mind than is  his reluctance to buy U.S. wheat 

because of China's disenchantment with the U.S. te x t i le - im p o rt  po licy . 

Notice that the dialog sectors could emerge from any two portions 

or segments of the diagram.

The c irc le  representing the immediate context is d e lib e ra te ly  

placed within the set of overlapping e x te r io r  c irc les  representing 

the generic context. Elements of the immediate context include: 

agenda, location, personnel, and procedural considerations. Each 

of the generic-context c irc les  represent assumptions about what might 

a f fe c t  th is  negotiation s ituation according to indications found in 

the l i t e r a tu r e .  (The numbers of the following assumptions correspond 

to the numbers on the diagram.)

( I )  Relevant Chinese cultural characteris tics— including b e l ie fs ,  

a tt itu d e s , and values— are l ik e ly  to influence the Chinese 

delegates while negotiating.

( I I )  China's willingness to conduct business with the United

States is  presumably influenced by U.S./China trade balance 

and by p o l i t ic a l  and diplomatic re la tion s .

( I l l )  An assessment of China's need fo r  wheat is  a relevant facto r

when considering population growth, food productiv ity  potential 

and q u a lity  of d ie t .
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( IV ) The global wheat s ituation is  a s ig n if ican t fac to r  as

negotiators evaluate p r ice , quantity , and qu a lity  of wheat 

available on the global market.

Given the foregoing structure of the negotiation s itu a t io n , my 

next task was to construct two contrasting examples of dialog as 

r e a l is t ic a l ly  as possible from selected data derived from the l i t e ra tu r e .  

The dialog section of th is  chapter appears a f te r  (1) a detailed structure  

of relevant negotiation fac to rs , and (2) an explication of the choice- 

sharing and cho ice-restric ting  communication model.

For the sake of f l e x i b i l i t y ,  and fo r  the convenience of the reader,

I chose to present the structured negotiation s ituation to be analyzed 

on the l e f t  side of the page with corresponding explanations, and 

documentation as needed, on the r ig h t side of the page. The outline  

symbols which represent the data on any given page appear on the upper 

right-hand corner of that page.
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Components of a U.S./China Wheat Negotiation

The examples of dialog in the la s t  section 

of th is  chapter are a function of the immediate 

context which is viewed within the context 

of the global wheat s itu a t io n , and, in turn ,  

in the context of China's need fo r  wheat, 

the relevance of which is determined by China's 

willingness to trade with the United States.

All of these components are presumably grounded 

in Chinese cultural factors relevant to 

negotiation— the most nebulous among a l l  

factors to be considered.

( I )  Relevant Chinese Cultural Factors

According to the l i t e r a tu r e ,  p o te n t ia l ly  

relevant Chinese cultural characteristics  

may include: (A) indications of ambivalence

toward Westerners, s p e c if ic a l ly  the U.S.; 

and, (B) indications of a h o lis t ic  orientation  

toward negotiation in general.

(A) Ambivalence Toward Westerners 

Sources suggest that while the 

Chinese remain cautious in th e ir  a ttitu des  

toward the West, they are, at the same 

time, interested in learning about "Western 

ideas." In 1979, leaders of China launched
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a massive program fo r  the "comprehensive 

modernization of China's ag ricu ltu re ,  

industry, national defense, and science 

and technology."

In an e f fo r t  to expedite th e ir  "Four 

Modernizations" program, China seems 

to be looking toward the West fo r  ideas 

and insp ira tion .

(Buxbaum, Cossondra,
& Reynolds, 1982,
p. 16)

For a detailed  
explanation of China's 
i n i t i a l  Four 
Modernization Goals 
see Nai-Ruenn Chen, 
"Economic Modernization 
in Post-Mao China: 
P o lic ies , Problems 
and Prospects," 
in Chinese Economy 
Post-Mao, ed. Joint 
Economic Committed, 
v o l . 1: Pol icy and 
Performance, 95th 
Cong., 2nd sess., 
November 9, 1979, 
pp. 202-3.

For example, "in 
1982 alone, eighty  
Chinese delegations 
per month v is ited  
the U.S. . . . and 
100,000 Americans 
were granted visas 
by the Chinese government 
to v is i t  China"
( T e r r i l l ,  1983, 
p. 20). An agricu ltura l  
researcher from 
Shanghai University , 
member of a Chinese 
delegation v is it in g  
the U.S. in November, 
1983, stated in 
conversation with
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According to Lucian Pye, commercial

negotiation spec ia lis t:

Among the Chinese, p a r t ic u la r ly  
those called upon to negotiate  
with foreigners, there are 
widespread feelings of ambivalence 
about a l l  that is fore ign . Pulling  
in one d irection is  a mixture of 
d is tru s t and d istaste fo r  the 
foreign and respect fo r  Chinese 
trad it io ns  and commitment to 
Chinese nationalism. . . .  At 
the same time, pu lling  in the 
other d irec tio n , p a r t ic u la r ly  
during periods when modernization 
has been leg it im ized , is  the 
a llu r in g  a ttrac tion  of the 
industria lized  world, which seems 
to possess so much that the 
Chinese want."

new U.S. fr iends:
"We desire to combine 
the best ideas of 
your country and 
the best ideas of 
our country to help 
China achieve our 
Four Modernizations" 
(Spokesperson, Friendship 
Force In te rn a t io n a l,  
November, 1983).

Pye (1982, p. 60) 
claims: "American
and Japanese accounts 
indicate that Chinese 
negotiators seem 
to be simultaneously 
extremely suspicious 
[o f foreign business 
people] and also 
anxious fo r  [ th e ir ]  
friendship. . . . 
Considerations suggest 
that the extreme 
s e n s it iv ity  of the 
Chinese re f le c ts  
a fear  of being 
cheated by dangerous 
foreigners and competes 
with an equal desire  
to be protected 
by the understanding 
of fore igners."



(B) Negotiation Orientation

Four ways in which cultural factors  

may a f fe c t  the Chinese negotiation  

orientation in general include: (1) an

unhurried manner focused upon developing 

friendships; (2) the tendency to seek 

general agreement before agreement on 

specific d e ta i ls ;  (3) a tendency toward 

ambiguity, fo r  example, the "avoidance of 

an unambiguous 'n o '" ; and (4) the 

apparent high value placed upon on-going 

relationships.

(1) Friendship Value

Through the vehicle of fr iendship , 

the Chinese "shape the atmosphere 

surrounding negotiations."

Preliminaries to negotiation include 

le is u re ly  sightseeing t r ip s ,  banquets, 

and v is i ts  to factories  and communes.

A U.S. commercial negotiator in China 

agrees. "They are ever gracious hosts 

[making i t ]  pointless to t ry  to speed 

up the prelim inary process of becoming 

fr iends. As does the en tire  trade 

procedure with the Chinese, business 

proceeds according to th e ir  schedule."

(Pye, 1982, p.

(Pye, 1982, p.

(Pye, 1982, p.

(Buxbaum, e t  al 
1982, p. 323)
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(2) General to Specific

Once negotiations are underway, 

the pattern suggested throughout the 

l i te ra tu re  is that "Chinese negotiators 

begin with a rather general set of 

princip les— fo r  example, the goal of 

equality  and mutual benefit— and from 

that develop agreements that re ly  

extensively on oral understanding."

According to Pye, "The Chinese seek 

agreement on g e n e ra l it ie s , dwelling  

on overall considerations . . . 

leaving concrete arrangements and 

specific  d e ta ils  to la te r  

negotiations."

(3) Ambiguity or Contradictions

Sources describing the Chinese 

negotiators suggest that they seem

(Statement by H. Lange, 
Deputy D irector  
fo r  Economic A ffa irs  
fo r  State Department's 
Office of Chinese 
A ffa irs  as reported 
by Q u in lin , Omaha 
World-Herald Bureau, 
January 13, 1984)

(Pye, 1982, p. 40)

Pye also noted that  
there can be an 
"unconscionably 
long wait between 
i n i t i a l  agreement 
to go ahead and 
actual negotiations  
on specific  de ta ils"  
(p. 49).
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to be masters of ambiguity and 

contradictions. Lall reports that 

"the Chinese appear to have accepted 

the fundamental role of contradictions  

in every sphere of l i f e ,  policy and 

action." Pye offers th is  opinion: 

(The) "Chinese consciously use a 

sweet and sour approach to remind 

the v is i to r  that friendship is  not 

the only thing they know and that  

they can be tough minded when 

necessary." He also noted, "the 

Chinese negotiator w il l  often avoid 

an unambiguous 'no' . . . ,  but w il l  

'take note of your position ' and 

suggest going on to another p o in t . '"

( L a l l ,  1968, p. 17)

The implication  
is that one can 
know the "consciousness" 
of another.

(Pye, 1982, p. 31)

(Pye, 1982, p. 69)

Assuming that the 
Chinese negotiation  
representative may 
be typical of what 
is claimed generally  
among Chinese people, 
there is  no reason 
to exclude nonverbal 
communication from 
the dimension of 
ambiguity. For 
example, Samovar 
and Porter (1976), 
in te rcu ltu ra l  
communication scholars, 
note that "the Chinese 
do not read ily  show 
emotion. Chinese 
children are conditioned
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(4) On-going Relationships

Another cultural ch aracteris tic  

that may hold potential significance  

during th is  negotiation s ituation is  

the apparent value the Chinese place 

upon on-going relationships. A 

Chinese negotiator "while concerned 

with the bottom l in e  is  not single-  

minded about i t  as many Westerners 

are. Rather, he proceeds with a dual 

awareness that there is  a second 

ledger in which 'success' is  debited 

or credited in terms of contribution  

to the q u a lity  of relationships that  

ensue . . ".

to use the face 
to conceal rather  
than reveal emotion. 
Often they use laughing 
and smiling to mask 
anger, sorrow, or 
disgust" (p. 171).

(Pascale, 1978,
p. 162)

According to Pye 
(1982, pp. 78-79) 
"previous U.S. 
negotiators describe 
th e ir  surprise when 
the Chinese o f f ic ia ls  
brought up proposals 
fo r  revising what 
had been agreed 
upon, r ig h t on the 
heals of signing a 
contract." He noted 
that "although they
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are reportedly scrupulous 
in adhering to 
agreements, they 
have no in h ib itions  
in proposing changes"
. . . which may 
suggest an a tt itu d e  
of "continuous 
negotiations. . . . "

(Transition: In addition to Chinese

cultural characteristics related to
\

negotiation, a potential U.S. 

negotiator may need to consider China's 

willingness to negotiate .)

( I I )  China's Willingness to Do Business with the U.S.

Among the considerations a ffec ting  China's 

willingness to deal with the U.S. in general are:

(A) balance of trade issues; (B) p o l i t ic a l  and 

diplomatic re lations between the two countries; 

and (C) China's in te res t in U.S. technology.

(A) Financial and Trade Issues

The figures documented in the 

l i t e ra tu re  indicate that a trade 

inequity exists between the U.S. and 

China a ttributed  to U.S. te x t i le  import 

re s tr ic t io n s .

(1) Trade Inequity  

For example, "in 1980, of the $4.81 

b i l l io n  of goods and services that  

were exchanged b i la te r a l ly  between U.S.
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and China, $3.75 b i l l io n  represented 

U.S. exports to China and only $1.6  

b i l l io n  consisted of Chinese exports 

to the U.S."

A farm analyst noted that "China 

must have foreign exchange. She must 

be able to sell her products in the 

world markets, including the U.S. i f  

she is to buy our wheat, soybeans, 

corn. . . . "

(2) T ex tile  Imports Relative to 

Grain Exports

A s ig n if ican t fa c to r  contributing  

to the imbalance of trade between the

(Graham, 1981, p. 14)

A Chinese M in is try 's  
spokesman, Peng 
Shen, noted that  
"of a l l  U.S. imports, 
only .65% comes 
from China" (White, 
1983, p. 48).

(Jaenke, 1983, p. 4)

The December, 1983,
World Agricultural  
Outlook and Situation  
Report states that  
,dThe strong U.S. d o lla r  
w il l  probably continue 
to dampen overseas 
demand fo r  U.S. exports. 
Given forecasts  
of high real U.S. 
in te res t rates continuing 
to a t t ra c t  foreign  
capital in 1984, 
i t  seems doubtful 
that the d o lla r  
w ill  depreciate  
substantia lly" (p. 3 ).
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U.S. and China is the U.S. re s tr ic t io n  

of Chinese te x t i le  imports re la t iv e  

to the U.S. grain (s p e c if ic a l ly  wheat) 

exports to China.

(a) Import Restrictions  

Under the present Multi f ib e r  

Agreement (MFA) system, "the U.S. 

imposes quota l im its  on specific  

te x t i le  goods imported to the 

U.S. . . . ."

China was a "new entrant" in the 

world t e x t i le  market, and 

therefore requested a la rger  

share of U.S. te x t i le  import 

growth than the MFA allowed.

(b) Decreased Grain Trade 

Although recent negotiations 

between U.S. and China produced 

a revised te x t i le  agreement

(Jaenke, 1983, p. 3)

During the 1970s, 
as the U.S. economy 
slowed, the "U.S. 
government entered 
in an 'umbrella'
MFA, . . . in an 
e f fo r t  to protect 
domestic industry  
against what they 
viewed as unfa ir  
competition" (Graham, 
1981, p. 15).

(Jaenke, 1983, p. 3)

The new f iv e -y e a r  
agreement modified
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(August, 1983) which "ended 

a yearlong trade dispute,"  

e a r l ie r  disagreements regarding 

import quotas had led the U.S. 

to suspend "a ll  Chinese te x t i le  

apparel imports a t ex isting  

levels" (January, 1983).

China responded to the January, 

1983, t e x t i le  suspension by 

"banning the purchase of 

soybeans and cotton, and 

l im it in g  the purchase of 

grain from the U .S .."

Three years before 

(October, 1980), the U.S. and 

China had signed a f iv e -y ear  

grain exchange agreement 

providing fo r  the purchase of 

between six and eight m ill io n  

metric tons (mmt) of U.S. grain 

each year.

China's part ic ip a tio n  
in the MFA system 
by allowing a 3.5% 
annual growth of 
Chinese te x t i le  
shipments to the 
American market.
The agreement allowed 
considerably less 
than the 6%-7% and 
annual growth in 
the three year U.S./China 
agreement that expired 
December 31, 1982," 
but was "much more 
than the .5 %-.7% 
allowed the big 
three t e x t i le  se lle rs :  
Hong Kong, South 
Korea, and Taiwan" 
(Associated Press,
Omaha World-Herald, 
August, 1983).

(Associated Press,
Omaha World-Herald,
July, 1983)

A metric ton is  
equal to 2,204 pounds 
according to Kent 
Warneke, Farm W riter,  
( Omaha World-Herald, 
February, 1983).

According to the 
1980 grain agreement, 
15%-20% of the to ta l  
amount of grain 
sold annually is  
to be corn; the 
remaining amount, 
wheat. Under th is
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"However, according to USDA's 

la te s t  accounting, sales totaled  

only 3.83 mmt in 1983. The 

sh o rtfa ll  was a resu lt of a trade  

dispute over U.S. import 

res tr ic t io n s  on Chinese 

te x t i le s ."

agreement, Chinese 
purchasers may negotiate  
d ire c t ly  with U.S. 
trading companies. 
("Agreement on Grain 
Trade between the 
Government of the 
United States and 
the Government of 
the People's Republic 
of China" dated 
October 22, 1980)

(Washington Associated 
Press, Omaha World- 
Herald, A p r i l ,  1984)

"So fa r  in 
1984, including  
the la te s t  sales, 
a to ta l of 2.26  
mmt, a l l  wheat, 
has been purchased. 
China, however, 
has indicated to 
U.S. o f f ic ia ls  that  
i t  would l iv e  up 
to the agreement 
by making up fo r  
la s t  year's  sh o rtfa ll"  
(Washington Associated 
Press, Omaha World- 
Herald, A p r i l ,  1984).

Although the August, 1983, 

te x t i le  agreement l i f t e d  the

U.S. freeze on Chinese t e x t i le



import growth, "both sides were 

hurt. China lo s t do llars  needed 

to buy grain and modernize, and 

the U.S. wheat exporters suffered 

an estimated loss of $550 

m illio n  . . . ."

(B) P o lit ic a l and Diplomatic Relations 

The l i te ra tu re  suggests that issues 

re la t in g  to U.S./Chinese p o l i t ic a l  and 

diplomatic re lations have an a f fe c t  upon 

China's willingness to negotiate with the 

the U.S.

(1) U.S. Relationship with Taiwan 

Among the most s ig n if ican t  

factors a ffec ting  U.S./Chinese 

association is the U .S .'s  relationship  

with Taiwan.

(a) Chinese Condemnation 

According to Associated Press 

news service, B e ijing , "In 

December, 1983, China's o f f ic ia l  

Xinhua News Agency reported that  

the standing committee of the
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(Associated Press, 
Omaha World-Herald, 
July, 1983; supported 
by Wheat Outlook 
and Situation Report, 
November, 1983)
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National People's Congress had 

passed a resolution condemning 

the U.S. Congress fo r  recent 

measures re f le c tin g  a 'two 

Chinas p o l ic y . '"

(b) Si no-American Communique 

One year before, "warnings 

from China specia lis ts  of 

disastrous strateg ic  consequences 

led to the signing of a Si no- 

American Communique" (August 17,

1982) in which the U.S. promised 

to " l im it"  arms sales to Taiwan. 

However, arms sales continued and 

"Beijing soon renewed complaints 

about U.S./Taiwan re la t io n s ."

(Associated Press, 
B eijing , Omaha World- 
Herald, December,
1983)

(Evans and Novak, 
Shanghai; Field  
Enterprises, In c . ,
Omaha World-Herald,
June, 1983)

In 1979 the U.S. signed 
two agreements which 
re f le c t  the "two 
Chinas policy" referred  
to by Chinese leaders:
(1) The Taiwan Relations 
Act "guarantees 
the security and 
well being of the 
people of the Republic 
of China (Taiwan)" 
(Townsend and Bush,
1981, p. 15).
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(2) The Joint Communique 
ended o f f ic ia l  re lations  
with Taiwan by 
acknowledging that  
"the People's Republic 
of China is  the 
sole legal government 
with representation 
in the United Nations 
. . (1981, p. 15).

Premier Zhao Ziyang was 

recently quoted in Beijing:  

"The U .S .'s  t ie s  with Taiwan 

continue to trouble Chinese- 

American re la t io n s ." (Associated Press, 
B eijing; Sioux C ity  
Journal, December,
1983)

(2) Chinese Defection; U.S. P o l i t ic a l  
Asylurn

Another issue which may have an 

a ffe c t  on a Chinese negotiator's  willingness  

to trade with the U.S. is  the U.S. role in 

the 1983 defection of a Chinese c it iz e n .

For example, according to a news report 

from B e ijing , "Chinese Foreign M in istry  

condemned the United States fo r  granting 

p o l i t ic a l  asylum to tennis s ta r  Hu Na, 19, 

and said the action 'w i l l  fu r th e r  damage 

re lations between the two n a tio ns .'" (Associated Press, 
B eijing; Omaha World- 
Herald, A p r i l ,  1983)
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(C) China's In te res t in U.S. Technology 

To balance the p o te n t ia l ly  negative 

factors influencing China's willingness  

to trade with the U.S. is China's 

increasing in te res t in U.S. technology- 

According to a recent news report, "During 

his January 1984 v i s i t  to Washington, 

China's Premier Zhao Ziyang highlighted  

what is expected to be an increasing 

in te res t in U.S. exports of high technology 

products to China."

According to bibliographic sources, 

China is  seeking to acquire the following  

types of technology:

(1) computer technology and 

related products,

(2) m i l i ta ry  technology,

(Quinlin; Omaha 
World-Herald Bureau, 
Washington; January, 
1984)

(Quinlin; Omaha 
World-Herald Bureau, 
Washington; January, 
1984)

"According to reports 
from Washington,
The U.S. soon w il l  
begin sales to China 
of an ti-tank  and 
a n t i -a i r c r a f t  missiles  
. . ." (Associated 
Press, Washington; 
Omaha World-Herald,
January, 1984).
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(3) nuclear energy technology, and

(4) agricu ltura l technology.

A major topic discussed 
during Premier Zhao's 
1984 v i s i t  to the 
U.S. was the proposed 
agreement on peaceful 
nuclear cooperation. 
According to U.S. 
o f f ic ia ls ,  "China 
has edged s ig n if ic a n tly  
closer to accepting 
safeguards specified  
in the U.S. Atomic 
Energy Act, and 
insisted on by the 
U.S. as essential 
fo r  congressional 
approval of a nuclear 
cooperation agreement" 
(Associated Press, 
Washington; Omaha 
World-Herald, January, 
1984).

China's plans to 
mechanize the 
agricu ltu ra l sector 
include:
(1) agricu lture  
machinery, e .g . ,  
sprinkling ir r ig a t io n  
systems,
(2) seed processing 
machinery; drying, 
te s t in g , and grading 
of seed,
(3) agricu lture  
chemicals; pestic ides, 
herbicides, and 
f e r t i l i z e r s ,
(4) feedstuff industry; 
e .g . ,  a l f a l f a  dehydration 
plants,
(5) food-processing 
industry; fo r  example, 
automated bread 
production (Buxbaum, 
et a l . ,  1982, p. 68).
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( I I I )  China's Need For Wheat

As a prospective negotiator views the 

factors influencing China's willingness to 

trade with the U .S ., grounded in relevant Chinese 

cultural character is tics , another fa c to r  to be 

considered is  China's need fo r  wheat. China's 

wheat need is  a function of potentia l supply 

and projected u t i l iz a t io n  factors .

(A) Supply

According to agricu ltura l researcher,

F. Surls, China's supply of wheat is  

determined by (1) domestic production, and

(2) importation. ( China, Review of
Agriculture in 1981 
and Outlook fo r  
1982; USDA, 1982, 
p. 4)

(1) Domestic Production

"China is  a large food grain producer"

ranking second among the world's wheat

producing countries. (Wong, 1980, p. 1)

Comparison Table 
of U.S./China Wheat 
Production (mmt)

U.S. China

1982 76.5 68.4
1981 76.0 59.6
1900 64.6 55.2

(Aqriculture S ta t is t ic s ,  
1982; USDA, 1982, 
p. 10)
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(a) Modernization

Modernization of the 

agricu ltura l sector has been 

a key focus of the Four 

Modernizations program implemented 

by Chinese leaders in 1979.

(b) Incentive Plans 

In addition to 

mechanization advancement, 

government o f f ic ia ls  have 

promoted production incentives  

plans which have "already 

produced impressive resu lts ."

(Buxbaum, e t  a l . ,
1982, p. 70)

China made public  
the major goals 
outlined in th e ir  
Sixth Five-year  
Plan (1981-1985).
Among major objectives 
is :  to "increase
agricu ltura l production 
and gross value 
of agricu ltura l 
output (GVAO)" ( China: 
World Agricultural 
Regional Supplement; 
USDA, 1982, p. 8 ) .

See "agricu lture  
technology" and 
corresponding r ig h t-  
hand column fo r  
a sampling of 
agricul tural 
modernization plans 
(preceding o u tlin e ,  
section I I / C / 4 ) .

( World Development 
Report, 1983; World 
Bank Publication, 
1983, p. 54)
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For example, "the gross value 

of agricu ltu ra l output (GVAO) 

rose 11 percent from 1981 to 

1982."

As a resu lt of new programs, 

China's wheat yie lds have 

increased s tead ily  since 1978.

"In 1979, China 
embarked upon a 
'ru ra l production 
resp o ns ib il ity  system' 
which includes: 
greater decentralization  
of production and 
investment decisions 
to enterprises and 
farms; and stronger 
incentives, with 
more d ire c t  links  
between material 
rewards and the 
work of households 
and individuals  
. . . [For example], 
beyond [government] 
obligations, which 
account on the average 
fo r  one-third of 
a household's to ta l 
production, farmers 
can keep whatever 
they produce" ( World 
Development Report;
1983, p. 54).

"GVAO has grown 
at an average annual 
rate of 7 %  since 
1978" ( China World 
Agricultural Regional 
Supplement; USDA, 
1982, p. 2 ) .

China's Wheat Yield 
(mt per hectare)

( China World Agricultural 
Regional Supplement;
USDA, 1982, p. 21)
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"Good weather in 
China was an important 
fac to r  in high yie lds  
and record crops 
in 1982. . . . Weather 
continues to be 
a major fa c to r  in 
y ie ld  un til  more 
water control mechanisms 
are implemented"
( China World Agricultural 
Regional Supplement;
USDA, 1982, p. 10).

(c) Production Output Relative  
to Input

According to China's 

agricu ltura l researcher, F. Surls,

China is  now "faced with the task 

of try ing  to sustain growth in

agricu ltura l p rod uctiv ity ."  ( China, Review of
Agriculture in 1981 

China agricu ltura l economic and Outlook fo r
1982; USDA, 1982, 

analysts offered th is  opinion: p. 1)

"Given China's land resource

constraints and the disparate

topography and climate . . . the

attainment of an overall growth

rate of agricu ltura l production

. . . has been a remarkable

achievement. Despite th is

favorable record, the e ff ic ie n c y

of agricu ltura l production

measured by growth in output



III/A/lc
50

re la t iv e  to growth in input 

has been declin ing ." (Barker, Sinha, 
and Rose, 1982,
P- 9)

These authors go 
on to speculate 
that "Whether th is  
(decline in output) 
has been due to 
the process of 
c o lle c t iv iz a t io n  
i t s e l f ,  the mismanagement 
of agricu ltu ra l  
resources, or the 
l im its  imposed by 
diminishing returns 
on an already highly  
developed land base 
is  a matter of open 
debate among scholars" 
(1982, p. 9 ) .

According to a USDA 
report, "China farmers 
cannot meet the 
demand fo r  greater  
output by expanding 
cultivated land 
area. They already  
are f u l l y  using 
available arable 
land, and the £mall, 
increasingly costly  
results of reclamation 
work are la rg e ly  
o ffse t by the amount 
of cu ltivated  land 
used up by new fa c to r ie s ,  
roads and housing 
projects . . . . When 
there is an increase 
in the sown area 
of one crop, there 
w ill  generally be 
a corresponding 
decrease in the 
area of some other  
crops" ( China World 
Agricultural Supplement; 
USDA, 1982, p. 9 ) .
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(2) Importation

China supplements i t s  wheat 

production by importing the balance 

of to ta l need qu an tit ies . According 

to USDA analyst* F. Surls, “The key 

feature of China's agricu ltu ra l  

imports is  uncertainty."

Although importation has been a 

source of wheat supply in China, 

the levels  of wheat imports have 

declined perhaps because of recent 

increase in domestic wheat 

productiv ity .

F. Surls noted th a t “China's 

agricu ltu ra l trade po licy  appears 

to be one of import su bstitu tion ,  

a po licy whose objective is  to  

h a lt the growth of ag ricu ltu ra l  

imports and perhaps u lt im ate ly  

reduce them."

( China; Review of 
Agriculture in 1$81 
and Outlook fo r  
ISSg's"05DA,r n g 2 ,  
p. 4)

Comparison of China's 
wheat production, 

importation,
& u tiliz a tio n  

(mmt)
80/81 81/82 82/83 83/84 

Production 55.2 59.6 68.4 78.0
Importation 13.8 13.2 13.0 12.0
Utilization 69.0 72.8 81.4 90.0

(Wheat Outlook and 
Situation Report;
USDA, 1983, p. 22)

(Associated Press, 
Washington; Omaha 
World-Herald, March, 
19831



I I I /B /1
52

(B) U t i l i z a t io n

Factors th a t may a f fe c t  China's 

u t i l iz a t io n  of wheat include: (1) current

population and projected rate of growth; 

and (2) varia tion  or improvement of d ie t .

(1) Population

"At the time of China's f i r s t  

national census taken in July, 1982, 

the population figure  was 1.008 

b i l l io n "  representing approximately 

25% of the global population.

According to authors of the population 

b u l le t in ,  "Interchange," "Chinese 

leaders face a basic challenge: how to 

feed a population which is  over one 

b i l l io n  and growing. I t  is  a race 

between population growth and 

ag ricu ltura l production."

"Among the ways Chinese 

leaders are facing the challenge 

of feeding i t s  people is  the 

implementation of incentive programs 

designed to curb the population growth 

ra te . "Deterrents include stressing  

la te  marriages and one child  

fa m ilies ."

(Murphy and Candellier,  
Ed. "Interchange"; 
Population Reference 
Bureau, In c . ,  May,
1983, pp. 1-2)

(May, 1983, p. 3)
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As a resu lt of these programs, 

the annual rate of population increase 

has gradually been pushed down from 

more than 2% to less than 1% with the 

goal of "zero population growth by 

the year 2000."

Upon consideration of factors  

which may influence China's 

population projections, Tien Yuan, 

population researcher, concludes 

that "What the future holds fo r  

China's population is  unclear."

"Those couples who 
pledge to have no 
more than one child  
receive 'only child  
glory c e r t i f ic a te s . '  
These c e r t i f ic a te s  
e n t i t le  couples 
to various benefits  
such as free medical 
care and school 
tu it io n  fo r  th e ir  
ch ild , monthly cash 
bonuses or work 
points ( fo r  extra  
food and supplies). .
. . Penalties fo r  
those who break 
the pledge by having 
a second child must 
return a l l  benefits  
. . . a th ird  child  
can mean th e ir  monthly 
wages are reduced 
by 10 percent or 
more" (May, 1983,
P- 3 ) .

(A statement by 
the present Chinese 
leadership according 
to Barker, Sinha, 
and Rose, 1982, 
p. 7 )

(Tien, H .Y ., 1983, 
p. 21)



I I I / B / 2
54

For additional 
information about 
China's population, 
factors a ffec ting  
continued effectiveness  
of rate of growth 
incentives, and 
growth projections, 
see Tien, H .Y .,
China: Demographic
B i l l io n a i r e , 1983.

(2) Improved N utrit ion  or D iet Variety  

In addition to the governmental 

polic ies a ffec ting  population growth, 

o f f ic ia l  e f fo r ts  are aimed toward

improving n u tr it io n  and d ie t  v a r ie ty .  According to F. Surls,
China agricu ltura l  
analyst, "u ltim ate ly  
a reduction in population 
growth coupled with 
r is in g  incomes w il l  
lead to demands 
fo r  a more varied 
diet"  ("Foreign 
Trade and China's 
A gricu lture ,"  in 
The Agricultural  
Economy of China; 
ed. Barker, Sinha, 
and Rose; 1982, 
p. 93).

Mattern, wheat qu a lity  
analyst, noted that  
"national policy  
promotes improved 
n u tr it io n  and more 
varie ty"
("Report on M il l in g  
Technology"; U.S. Wheat 
Association, 1983,
p. 8 ) .

O ff ic ia l  objectives that may 

contribute to both improved
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n u tr it io n  and d ie t  va rie ty  are:

"an increase of manufactured 

production of baked bread, noodles, 

and other convenience foods."

China wants, to move toward 

more mechanized bakeries, including  

"fast-food type" bun fa c to r ie s ,  

however, "the q u a lity  of available  

Chinese f lo u r  does not presently  

meet the requirements fo r  a 

functioning p lan t ."

(Buxbaum, e t  a l . ,
1982, p. 72)

These products would 
supplement the 
tra d it io n a l steamed 
breadings and dumplings 
availab le  in China 
(Mattern, March,
1984).

The U.S. Wheat 
Association has 
organized a U.S./China 
demonstration bakery 
which "prepares 
bread from a shipment 
of hard red winter  
(HRW) wheat f lo u r  
donated by Minnesota 
wheat growers" (Mattern,
1983, p. 2 ) .

(Mattern, 1983, 
p. 2)

According to Mattern, 
production of a 
fast-food type bun, 
by U.S. standards, 
requires a minimum 
of approximately 
13.5%-14% protein
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(11.5%-14% fo r  baked 
lo a f production), 
and a maximum of 
approximately .43%
-.57% ash, per 
un it weight 
(approximately 12%
"as is" moisture 
content).

Bread characteris tics  
affected by protein  
content include: 
product uniform ity, 
crumb properties , 
and dough consistency 
necessary fo r  bakery 
machines to function  
properly.

Characteristics  
affected by ash 
content include: 
color and textu re .
Both ash and protein  
contribute to n u tr it io n a l  
content.

According to Mattern, 
China has t ra d i t io n a l ly  
imported a lower 
q u a lity  so ft red 
winter (SRW) "ordinary" 
protein which measures 
approximately 9%- 
11% p ro te in , and 
up to 1.2% ash ("as 
is" moisture le v e ls ) .

The table below 
i l lu s t r a te s  the 
comparison of wheat 
sp ecifica tions.

Bun Loaf ■ord" SRW
ash .42-.57% .42-.57% .95-1.2%

protein 13.5-14% 11.5-14% 9-11%
(approximate figures)

(Mattern, March, 
1984)
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In addition to increased 

production of wheat products, "by 

1990, China plans to produce 18 mmt 

of meat." Among the factors necessary 

to achieve that goal is "the 

substantial import of feed grain and

protein meal." ( China World Agricultural
Reqional Supplement;
USDA, 1982, p. 1)

( IV ) Global Wheat Situation

An assessment of the global wheat s ituation

as grounded in China's need fo r  wheat, willingness

to trade with the U.S. and relevant Chinese

cultural ch arac ter is tics , is  assumed to be a

necessary consideration of a wheat negotiation

between representatives of the U.S. and China.

Key factors relevant to the global wheat p icture

are: (A) estimates of quantities  ava ilab le ;

(B) q u a lity  comparisons; and, (C) price

comparisons.

(A) Quantities Available

The USDA Wheat Outlook and S ituation

Report states that "global wheat production

has expanded each of the la s t  f iv e

years . . . 1983 was a record global wheat

harvest year." (November, 1983,
p. 3)
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The problem of production expansion 

contributing to the "world wheat glut' 

continues in 1984-85.

Major wheat producing countries 

that are contending fo r  the Chinese 

market include Argentina, A u s tra lia ,  

Canada, and the U.S. The following  

percentages i l lu s t r a t e  the ra t io  

of wheat imported by China in  

re la t ion  to the amount of wheat 

availab le  fo r  export w ithin each 

of these countries in 1983:

Argentina 23%

Austra lia  10%

Canada 19%

U.S. 11%

According to Stoddard* 
President of Nebraska- 
Wyoming Wheat Growers' 
Association, "Even 
with the Soviet 
Union's large purchase 
of grain in 1984- 
85, the world's  
wheat surplus is  
expected to remain 
at about 1.4 b i l l io n  
bushels" (104.1  
mmt) (Wameke, Omaha 
World-Herald Bureau, 
Washington D.C.; 
October, 1984).

( Wheat Outlook and 
Situation Report, 
November, 1983, 
p. 2; the following  
tab les , pp. 23 and 
28, respectively)

Available (mmt)
1981 1982 1983

Argentina 4.3 7.4 9.0
Australia 11.0 8.1 11.5
Canada 17.6 21.2 21.5
U.S. 48.7 39.7 38.0

China's Wheat Imports
(mmt)
86/81 81/82 82/83

Argentina .20 .19 2.1
Australia 1.44 1.38 1.15
Canada 2.92 2.99 4.1
U.S. 8.50 8.35 4.27
Total 13.17 13.04 13.0
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(B) Quality Comparisons

Quality comparisons of wheat exports 

among the four noted wheat producing 

countries require educated guesswork. 

According to a crop b u lle t in  issued by 

the Canadian Grain Commission "varying 

standards and techniques [ fo r  wheat q u a lity  

measurement] are u t i l iz e d  among wheat 

exporting countries."

Generally, wheat is  c lass if ied  

according to:

(1) v a r ie ty ,  and

The European Economic 
Community (EEC) 
is  s tead ily  increasing 
i t s  part ic ip a tio n  
in the world 
marketplace. "EEC 
o f f ic ia ls  have indicated  
that [as a resu lt  
of national incentives  
designed to stimulate  
production] th e ir  
1985 wheat exports 
w il l  be up 2-4 mmt 
from the previous 
year" (D. 01 ofson,
Omaha World-Herald 
Bureau, Washington 
D.C ., October, 1984).

(Crop B u lle tin  No. 159; 
January, 1984, p. 2)

This b u lle t in  notes 
that standards and 
measurement techniques 
are s im ila r  between 
the U.S. and Canada 
(1984, p. 2 ) .

Examples include: 
durham, hard red



(2) primary end use.

Within each c la s s if ic a t io n  category, 

depending upon the a v a i la b i l i t y  and 

degree of sophistication of technical 

equipment, specific  characteristics  

of wheat samples can be measured.
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spring (HRS), hard 
red winter (HRW), 
soft red w inter  
(SRW) (A gricu ltura l  
Handbook; USdA, 
T553Tp7 3 ) .

Examples Include: 
pasta, loaves, buns, 
noodles, cookies, 
and cakes (Aqricultural 
Handbook; USDA,
1983, p. 3 ) .

(Mattern, 1983, 
p. 10)

Included among 
specifications  
of wheat are:

protein content X
test weight kg
vitreous kemals X
vulgar kemals %
ash %
sedimentation ml
moisture %

(Crop B u lle t in  No. 159; 
Grain Research Lab., 
Canadian Grain 
Commission, January,
1984)

According to Mattern, 
"China m il ls  two 
standards of f lo u r :  
's p e c ia l1, and 
's tandard .'"  An 
estimated q u a lity  
comparison of these 
two categories include 
the following  
characteris tics :
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(C) Price Comparisons

Variables a ffec ting  wheat prices  

may include:

(1) quantities  ava ila b le ,

(2) q u a lity  c la s s if ic a tio n s ,

(Mattern, 1983,
P. 12)

Mattern noted that  
"less than 5% of 
to ta l f lo u r  production 
in China is  's p e c ia l , '  
and is  presently  
availab le  only to 
hotels catering . 
to foreign currency" 
(1983, p. 1).

According to R. Stoddard, 
President of Nebraska- 
Wyoming Wheat Growers' 
Association, "a 
sustained g lut of 
wheat in 1984-85 
continues to depress 
market prices" (Warneke, 
Omaha Worid-Heraid 
Bureau; Washington 
D.C.; October, 1984).

The table below 
represents comparative 
estimated costs 
of a sampling of 
U.S. wheat per 
variety/qual i t y  
c la s s if ic a tio n  system.
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(3) shipping facto rs , and

(4) storage facto rs .

(U.S. do lla rs  per mt)

Gulf: #1 HRW $157.

Gulf: #1 SRW $142.

Portland: #2
Western White $157.

(Source: Grain
Market News, Agricultural 
Marketing Service, 
as reported in Wheat 
Outlook and Situation  
Report; November,
1983)

Shipping options 
include:
cost and f re ig h t  
(C&F);
cost, insurance, 
and fre ig h t  (C IF );  
and free  on board 
(FOB).
"Commodities imported 
by China are usually  
shipped FOB. The 
buying party is  
responsible fo r  
shipping the cargo 
and fo r  paying the 
insurance premium, 
while the se ll in g  
party is  responsible 
fo r  loading the 
cargo on board"
(Zhao, 1984, p. 78).

According to a 
merchandiser a t  
Seoular Grain Company, 
standard wheat storage 
price is  $.03 per 
bushel per month.
At 36.73 bu per 
mt, the cost converts 
to $1.10 per mt 
per month.

The grain merchandiser 
noted that "large  
grain companies
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have export houses 
on the ports— allowing  
them to buy large  
quantities  of stock 
which may minimize 
storage costs" (James 
Grant, Merchandiser, 
Seoular Grain Company, 
March 29, 1984).

In addition , "the strength of the 

U.S. d o lla r  is  going to continue to a f fe c t  

1984-85 wheat prices ,"  according to Amstutz,

Undersecretary of Agriculture fo r  

International A ffa irs  and Commodity 

Programs, USDA.

The USDA World Agricultural Outlook 

and Situation Report reports that "China 

is  w il l in g  to buy from the lowest price  

suppl iers  as long as some d iv e rs ity  of 

supply is  maintained."

"Low prices offered by other wheat 

suppliers have . . . contributed to a

(Skoloda, ed .; Farm 
Futures, October,
1984]

(November, 1983, 
p. 21)

Mattern noted that  
"China is  a 'p rice  
buyer,' and thus 
has t r a d i t io n a l ly  
purchased SRW (lesser  
q u a lity ) from the 
U.S. . . . China 
considers that i t  
cannot afford the 
luxury of q u a lity  
wheats . . . "  (1983, 
p. 6 ) .
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lessening of China's imports of U.S. 

wheat th is  year (1983)."
( World Agricultural 
Outlook and Situation  
Report; USDA, 1983, 
pTTTT

For example, "Argentina 
is  o ffer ing  China 
price discounts 
in order to sell 
large wheat crops 
. . . replacing  
some U.S. sales

II
•  •  •

( World Agricultural  
Outlook and Situation  
Report; USDA, 1983,
p. 10).

Canadian agricu ltura l  
researcher, Kostecki, 
stated that "on 
the average . . . 
prices paid by China 
fo r  Canadian grain  
tend to be lower 
than the price paid 
by other major buyers 
. . . due to q u a lity  
of wheat and terms 
of transaction"
(1982, p. 182).

The table below 
i l lu s t ra te s  a cost 
comparison of global 
market prices (not 
s p e c if ic a l ly  a China 
contract) in September, 
1983, fo r  comparable 
q u a lit ie s  of wheat 
available  among 
the four noted countries.

Argentina: $152.
A ustra lia : $150.
Canada: $170.
U.S.: $157.

( World Agricultural  
Outlook and Situation
Report; USDA, December,
1983)
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However, d irec to r  of the Nebraska Wheat 

Board (NWB) reports that generally "U.S. 

wheat is  consistently priced below i ts  

competitors. . . . U.S. export wheat 

prices were from $1 to $17 per ton below 

i t s  competitors during the la s t  12 month 

period."

(V) Immediate Context

The immediate context of a wheat 

negotiation between representatives of the 

U.S. and China is  grounded in the foregoing 

generic factors relevant to the negotiation

(Warneke, Farm W riter,  
Omaha World-Heraid; 
February, 1984)

Figures published 
by the USDA (Economic 
Research Branch) 
seem to support 
NWB D irec to r 's  statement,

Export Wheat Prices
(A ll  1n U.S. d o lla rs  per m etric  ton)

$180-

ICanada

S ta te s

Sept. Nov. Jan. Mar. Nay July Sept.
1982 1963

Source: U .S . Department o f A gricu ltu re  
(Economic Research Branch)

(published by Omaha 
World-Herald; February,
1984)
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s itu a t io n . Components of the immediate context 

include: (A) prelim inary correspondence, (B)

i n i t i a l  contact, (C) negotiation personnel, and

(D) agenda considerations.

(A) Preliminary Correspondence

According to Buxbaum, e t a l . ,  China 

trade sp ec ia lis ts , "negotiation meetings 

with the Chinese begin with a written  

proposal from the U.S. company."

A fte r  receiving the proposal, i f  

in terested , Chinese o f f ic ia ls  "w ill

(1982, p. 38)

Buxbaum, e t a l . ,  
noted that the 
proposal should 
be sent to the Foreign 
Trade Corporation; 
should include background 
information and 
sample or description  
of the q u a lity  of 
the product; and 
should include at  
least 20 copies 
with a l l  materials  
translated to Chinese.

Buxbaum, e t  a l . ,  
also indicated that  
"the Chinese are 
ty p ic a l ly  slow to 
respond to a proposal 
. . . sometimes 
making i t  necessary 
to follow-up with 
a second contact"
(1982, p. 318).

usually respond with an in v ita t io n  

to B e ijing ."
(Buxbaum, e t a l . ,  
1982, p. 323)
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According to Pye, 
the Chinese seem 
to expect that the 
"American businessman 
must fo llow  the 
h is to rica l practice  
of being the foreigner  
who comes as a guest 
seeking . . .  to 
do business in China" 
(1982, p. 7 ) .

Pye also noted that  
"frequently foreign  
businessmen experience 
an uncertain wait 
between in i t i a l  
communication and 
the granting of 
a Chinese visa"
(1982, p. 7 ) .

(B) I n i t i a l  Contact

According to Rae, author of "Talking 

Business in China," upon a rr iv a l in Beijing  

"the f i r s t  meeting w il l  take place in the 

hotel room . . . concerning arrangements

fo r  forthcoming ta lk s ."  ( China Q uarterly ,
June, 1982, p. 227)

As noted in the 
preceding outline  
section I / B / l ,  "during 
the prelim inary  
stages of negotiation  
. . . much stress 
is  given to the 
idea of friendship"  
(Pye, 1982, p. 31).

"Thereafter," according to Rae, "contact 

with the Chinese negotiators may continue

d a i ly . " (1982, p. 227)
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Buxbaum, e t  a l . ,  noted that "negotiations  

w il l  la s t  several sessions . . . from a 

few days to a few weeks."

(C) Negotiation Personnel

According to Tung, U.S. and China 

negotiation researcher, members of a 

U.S. company's negotiating group might 

include: a chief executive o f f ic e r  of

the company, a technical s p e c ia l is t ,  a 

marketing representative, and a 

b i1inguis t.

Tung observed that members of the Chinese 

negotiating group are l ik e ly  to include: 

"a member of the China Foreign M in is try ,  

a member of the China Council fo r  the 

Promotion of In ternational Trade, a

(1982, p. 323)

(1982, p. 30)

Tung's research 
focuses on trade 
negotiations in 
general. Membership 
of a wheat negotiation  
team may not necessarily  
f i t  th is  pattern .

Tung also notes, 
"Companies with 
individuals that  
had engaged in previous 
negotiations with 
Chinese showed a 
s ig n if ic a n t ly  higher 
incidence of success 
in obtaining trade 
agreements" (1982, 
p. 27).
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high-ranking Chinese Communist Party  

o f f i c i a l ,  Chinese Party members." 

According to Pye, "technical personnel 

or end-user representatives may be 

included."

(1982, p. 30)

(1982, p. 53)

Pye noted that "the 
Chinese negotiation  
team is almost always 
la rger than the 
American team of 
negotiators" (p. 53).

Lall took note of 
the background tra in ing  
of the average Chinese 
party member negotiator.  
"A party member's 
four part education 
includes emphasis 
on professional 
tra in in g , p o l i t ic a l  
tra in in g , cu ltural  
tra in in g , and theoretical 
tra in ing  grounded 
in the Marxist-Lennist 
Doctrine" (1968, 
p • 5) •

" I t  is often hard to t e l l  the functions

of the members of the Chinese team," Pye

noted, "and even more d i f f i c u l t  to determine

exactly  where the team leader belongs in

the heirachy of the Chinese bureaucracy." (1982, p. 53)

Pye observed that  
"lines of au thority  
can be diffused  
and vague. . . . Chinese 
negotiators often 
seem unsure not 
only of th e ir  mandates 
but also of the
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Rae, negotiation researcher, indicated  

that "most a l l  U.S./Chinese negotiation  

exchanges are made through in terpreters  

with very few exceptions. . . . "

Authors Rae (1982), Pye (1982), 

Buxbaum, e t  a l . (1982), Tung (1982), 

and Lange (1984) seem to share general 

agreement that in terpre ters  serve a 

paramount function during negotiations.

probable decisions 
of th e ir  superiors; 
therefore , they 
may inaccurately  
signal the state  
of progress of the 
negotiations . . . "  
(1982, p. x i ) .

However, H. Lange, 
Deputy D irector  
fo r  Economic A ffa irs  
fo r  the State  
Department's Office  
of China A f fa irs ,  
stated that Chinese 
negotiators have 
"a much wider range 
of discretion than 
they used to in 
dealing with foreign  
businessmen" (Q uinlin , 
Omaha World-Heraid 
Bureau, January,
1984).

Rae continued:
"This . . . often 
causes problems 
as some of the Chinese 
in terpreters  provided 
do not f u l l y  understand 
colloquial English 
and . . . are loath  
to admit i t "  (1982, 
p. 276).
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For example, according to Buxbaum, 

e t a l . ,  "an e f fe c t iv e  in te rp re te r  must 

be knowledgeable about the style and 

nuances of modern Chinese usage."

Pye seemed to agree when he noted, "many 

nuances are missed. . . . Remarks w il l  

be taken into account, but clues about 

Chinese assumptions and misunderstandings 

are often lo s t ."

(1982, p. 319)

Japanese trade analyst,  
Kawasakiya, has 
observed that "the 
Chinese often express 
th e ir  serious in te res t  
with a 's o f t '  [implied  
contextual meaning: 
"subtle"] expression" 
(1970, p. 15).

Rae's study discovered 
th a t ,  "U.S. firms  
that have Chinese 
speakers on the 
s ta f f  spend ha lf  
as much time in 
negotiation" (1983, 
p. 276).

According to Pye,
"An early  signal 
of the in ten s ity  
of Chinese in te re s t  
in doing business, 
is  the c a lib e r  of 
Chinese in te rp re te r  
assigned to th e ir  
sessions. Because 
the Chinese are 
short of q u a lif ie d  
in terpreters  . . . 
assigning a superior 
person is  a f a i r l y  
re l ia b le  indication  
. . ." (1982, p. 53).
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(D) Agenda Considerations

Factors surrounding agenda setting  

may be relevant considerations within the 

immediate context. According to Zhao, a 

Chinese author on Chinese export-import 

procedure, "the Chinese Foreign M in istry  

issues an annual Export-import Management 

Plan which serves as a guide to Chinese 

negotiating o f f ic ia ls ."

Suggested commodity negotiation agenda 

items include consideration of: "q u a lity ,

quantity , p r ic e , packaging, insurance, 

shipment, and c re d it ."

In addition , Pye 
noted that " I t  is  
a standard Chinese 
practice to seek 
out the language 
specia lis ts  during 
breaks in the formal 
meetings to c la r i f y  
points . . ." (p. G l) .

(1982, p. 66)

"The Export-import 
Management Plan 
is  a comprehensive 
arrangement fo r  
certain commodities 
during a given period 
of time. I t  is  
drawn up in l ig h t  
of the s ta te 's  foreign  
policy and i t s  overall 
export-import plan 
. . ." (1982, p. 66).

(Zhao, 1982, p. 68)

According to Zhao,
"the Chinese negotiator
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should f i r s t  seek 
answers to these 
questions:

Have we grasped 
the s ituation  of 
the foreign market?

What are our business
re la tions with
the foreign company?

Did we confirm 
with the departments 
the q u a lity  
specifications  
and de live ry  date 
of commodities 
to be imported"
(1982, p. 67)?

According to Pye, "the Chinese negotiator

tends to concentrate on two variables:

unit price and base in te re s t .  They seem

less impressed with tradeoffs among speed

of de live ry , extent of service arrangements,

volume discounts, or cost/effectiveness of

capital outlay considerations." (1982, p. 58)

Generally, scholars of Chinese negotiations  

agree that "the Bank of China remains the 

f in a l  a rb ite r  of a l l  Chinese buying

abroad." (Rae, 1982, p. 274)

According to Pye, 
"o v e ra ll ,  the Bank 
of China continues 
to exercise the 
a llocating  of exchange, 
monitoring resources, 
receiving payment, 
guaranteeing transaction, 
e tc ."  (1982, p. 15).
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Explication of the Choice-Sharing and Choice-Restricting

Communication Model

Before constructing a r e a l is t ic  dialog representing the two 

contrasting approaches of the Darnell and Brockriede model introduced 

in Chapter I ,  i t  was necessary to determine the relevance of each 

of the seven dimensions of that model:

Two of these seven dimensions are inapplicable fo r  a r e a l is t ic  

negotiation. I f  the Chinese put a high p r io r i t y  on the prelim inary  

time spent building friendship with negotiators (Pye, 1982; I / B / l ) ,  

then i t  would be incompatible with that perspective fo r  a U.S. negotiator  

to a t t r ib u te  to the Chinese the extreme of dimension #1— "seeing other 

as object or v ic tim ."  Likewise, the extreme of dimension #7— a "un ila tera l  

view of re la t io n "— is a contradiction of "negotiation" as defined 

in the context of th is  research. A ll of the remaining dimensions, 

numbered to correspond with the model above, are more or less applicable. 

The key terms and quotations in these numbered items were provided, 

by Darnell and Brockriede (1976, pp. 21-22).

(2) Win/Min or Lose/Lose versus Win/Lose

Goals of the negotiation relationship are pert inen t. "Persons

(1) Seeing other as person------

(2) Win/win or lose/lose----------

(3) Cooperative aim-------------------

(4) Power p a r ity ------------------------

(5) Share the choice-----------------

(6) Risk change--------------------------

(7) B ila te ra l view of re la t ion

Seeing other as object or victim

-------------------------------------------Win/lose

------------------------------ Competitive aim

------------------Maintain or gain power

 R estric t the choice

U nila tera l view of re la t ion

Risk stagnation
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have equivalent goals when the only way a person can win is i f  

any other person in the relationship also wins, and the only 

way person A can lose is  i f  person B also loses. The contradictory  

goal relationship implies that the only way one person can win 

is  i f  the other person loses."

(3) Cooperative Aim versus Competitive Aim

I f  negotiators have equivalent goals, they are more l ik e ly  to 

have cooperative aims instead of competitive aims. "When two 

persons have an equivalent goal relationship (win/win or lo s e /lo s e ) ,  

such persons w il l  probably cooperate with each other. Persons 

who have contradictory goals (w in/lose) w il l  have a strong motivation 

to compete."

(4) Power P arity  versus Maintain or Gain Power

This dimension "distinguishes persons who want to t r y  to achieve 

re la t iv e  power p a r ity  from those who d o n 't .  . . . When commonalties 

are many and s ig n if ic a n t and when each person wants to grant 

peerhood to the other, two persons can re la te  in complementary 

ways, they can give each other an opportunity to shine, they 

can recognize that although person A is b e tte r ,  stronger, more 

experienced, or wiser in one way, B is superior to A in others, 

and they can above a l l  grant p a r ity  to the other person as person.

When goals are contradictory and motivations are based on competition, 

the more l i k e ly  outcome is  fo r  both persons to seek to maintain 

whatever power advantage they may fancy they have, . . .  to t ry  

to c a p ita l ize  on one's strengths and ex p lo it  the weaknesses of 

the other."
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(5) Share the Choice versus R estric t the Choice

"Human beings have degrees,of freedom of choices within the con

s tra in ts  of physical end social environmental forces. . . .  We 

can choose to make choices on the basis of the best information 

and reasoning av a ilab le . . . . Choices can be shared equitably  

. . .  or choices can be restric ted  by coercion or by providing 

another person only with the i l lu s io n  of choice." The negotiator  

who is  sharing choices may jo in t ly  seek mutually sa tis fy ing  options 

fo r  agreement. The negotiator who is  re s tr ic t in g  choices may 

have a predetermined objective which may lead to re s tr ic t in g  

any options except those aimed toward achieving that ob jective .

(6) Risk Change versus Risk Stagnation

"A person cannot not r isk  something when re la t in g  with other 

persons." The choice-sharing negotiator may be w il l in g  to take 

risks that involve s ig n if ic a n t changes of ideas, self-conception, 

or relationship with the other; a cho ice-res tric tin g  negotiator  

takes the r isk  "someone takes when try ing desperately to avoid 

taking r isks , the risk of stagnation of ideas, of self-conception, 

and of interpersonal re la t io n s ."

A negotiator operating with a cho ice-res tric tin g  approach may 

attempt to maximize a position by asking closed questions, or by making 

statements based upon (well-founded) assumptions, rather than risking  

some control by making inquiries  that may e l i c i t  unanticipated answers.

A negotiator operating with a choice-sharing approach may be 

w il l in g  to r isk  a position of power or control by making inquiries  

that allow fo r  less predictable answers to open questions.
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Transition: Such is  the relevance of f iv e  (out of seven) dimensions.

The content of the subsequent dialog section is  intended to i l lu s t r a t e  

the differences between sharing choices and re s tr ic t in g  choices as 

negotiation strategies in a U.S. and China wheat negotiation. While 

the dialog i l lu s tra t io n s  are intended to represent r e a l is t ic  negotiation  

dia log , there is  no reason to assume that the choices suggested in 

these i l lu s t ra t io n s  represent actual choices.

Note: In order to f a c i l i t a t e  cross referencing between the dialog

section and the preceding pages of Chapter I I ,  corresponding outline  

symbols are used.

The Chinese (CH.) dialog is presented in my words as i f  from 

the point of view of the Chinese n e g o t i a t o r s . 8

®This method of presentation is analagous to what Wendell Johnson 
(1946) referred to as "ventriloqu iz ing;" speaking as i f  with the voice 
of another.
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Immediate Negotiation S ituation

The f i r s t  dialog i l lu s t r a t io n  occurs in the i n i t i a l  stages of 

negotiation. A five-member team of U.S. negotiators arrived in Beijing  

six days ago. U.S. team members include: a company executive, company

accountant, wheat q u a lity  expert, marketing analyst, and tran s la to r  

(Tung, 1982: V/C). During the six days they have been attending banquets, 

seeing the sights, and becoming acquainted with th e ir  Chinese hosts 

(Pye, 1982; I / B / l ) .

This U.S. grain company has negotiated previous wheat agreements 

with the Chinese; so the team is  fa m il ia r  with the necessary procedure.

The U.S. negotiators' v i s i t  to Beijing has been preceded by (1) 

correspondence introducing a 1984 wheat o f fe r ,  (2) a response of in te re s t  

from Chinese government o f f ic ia ls ,  and (3) f in a l iz a t io n  of approximate 

meeting dates, hotel accommodations, v isas, e tc . (Buxbaum, e t  a l . ,

1982; V/A).

There are eight members of the Chinese negotiating group representing 

various positions within the Chinese government including: a Foreign

M in istry  o f f i c i a l ,  a member of the China Council fo r  Promotion of 

In ternational Trade, and additional Party members (one of whom is  

a tran s la to r)  (Tung, 1982; V/C). These individuals have hosted the 

American v is ito rs  with genuine warmth and h o s p ita l i ty .  Now i t  is  

time to get down to business. . . .
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Chapter I I I

AN OUTLINE OF CONSIDERATIONS FOR COLLECTING POTENTIALLY 

USEFUL NEGOTIATION DATA; CAPABILITIES NEEDED TO SUPPLY DATA

The next step in the research design is  to analyze— from a 

communication perspective— the contrasting negotiation dialogs in  

Chapter I I .  What information might competent U.S. negotiators need 

in order to generate e ffe c tiv e  communication stra teg ies  in th is  

negotiation context?

A way negotiators can determine p o te n tia lly  useful information  

is  to construct an ou tlin e  of considerations re la t iv e  to the p a rtic u la r  

s itu a tio n . An ou tlin e  of considerations may be more usefu lly  understood 

i f  viewed as m atrices— or forms ready to receive data. The matrices 

are constructed by generating relevant questions grounded in three 

integrated points of view: (1) argumentation theory; (2) in te llig e n c e

gathering processes; and (3) win/win o rie n ta tio n . The fo llow ing ou tline  

of matrices is  patterned a f te r  the ou tlin e  in Chapter I I .

As I generated the questions w ithin each m atrix , complexes of 

c a p a b ilitie s  fo r  answering the questions emerged. I grouped each 

set of c a p a b ilitie s  in to  corresponding categories of expertise. Each 

set of questions is  labeled in the le ft-hand  column according to the 

expertise needed to supply answers. Expertise required to supply 

data w ithin one m atrix may overlap with expertise needed in another. 

Sublabels (typed lower case le t te rs  and sometimes in parentheses) 

serve to ind icate a po ten tia l need fo r  more than one category of 

expertise w ithin any given set of questions.



125

The section of Chapter I I I  which describes the c a p a b ilit ie s  needed 

to supply data begins on page 151.

•CHINESE CULTURE ( 
•INTELLIGENCE

•Communication

( «U.S./Chinese 
Translation)

Outline of Matrices

I )  Relevant Chinese Cultural Factors

What are Chinese cu ltu ra l factors th at may 

be relevant fo r  th is  wheat negotiation?

(A) Ambivalence Toward Westerners

How might the ch a rac te ris tic  of the Chinese 

disposition toward Westerners a ffe c t th is  

negotiation situation?

What Chinese a ttitu d e s  might e x is t  

toward America? Toward American 

representatives a t a wheat negotiation?  

Toward America in re la tio n  to Chinese 

a ttitu d es  toward other MWEC?

(B) Negotiation O rientation

What might be the general Chinese 

negotiation orientation?

How can we adapt our strategy to be compatible 

with the po ten tia l Chinese negotiation  

orientation?

(1) Friendship Value

How, fo r  instance, can we most e f fe c tiv e ly  

respond to the apparent Chinese value 

on friendship in a way th a t w ill
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•CHINESE CULTURE 
•INTELLIGENCE 

•Communication 
( -U.S./Chinese  

Translation)

demonstrate our s in c e rity  and

negotiators?

trustworthiness to the Chinese

(2) General to Specific

How can we most e f fe c tiv e ly  arrange 

the items fo r  discussion during 

negotiation meetings in order to achieve 

maximum e ffic ie n c y  from our point 

of view, yet remain compatible with  

the apparent Chinese o rien ta tio n  of 

negotiating general items f i r s t ,  leaving  

specific  d e ta ils  u n til la te r?  At 

what stage of negotiations can we 

begin to in i t ia t e  "getting specific"  

without offending Chinese negotiators?

(3) Ambiguity and Contradiction

What steps can we take to minimize 

misunderstanding, ambiguity and 

contradiction?

What choices of words, phrases, examples, 

i l lu s tra t io n s , or other methods of 

communication might be e ffe c tiv e  from 

the Chinese point of view as we attempt 

to recreate meanings? To search fo r  

m utually acceptable solutions? To 

provide good reasons fo r  our arguments?



•CHINESE CULTURE 
•INTELLIGENCE 

•Communication 
( • U.S./Chinese 

Translation)

•CHINESE ( I I
INTERNATIONAL 
RELATIONS 

•INTELLIGENCE 
• International 

Economy

•CHINESE INTERNATIONAL 
RELATIONS 

•INTELLIGENCE 
• International 
Economy 

(•Chinese Culture)
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(4) On-going Relationships

How might we encourage an on-going

relationship with the Chinese that

would be mutually benefic ia l as perceived

by the Chinese negotiators? What

choices might be available? Feasible?

Practicable?
China's Willingness to Trade with U.S.

What factors might a f fe c t  China's willingness

to trade with the U.S.?

(A) Financial and Trade Issues

How might f inancia l and trade issues

a ffe c t  China's willingness to buy

U.S. wheat?

(1) Trade Inequity: Imports Relative
to Exports

What are current and h is to rica l  

factors surrounding U.S./China 

trade re la tions compared to trade 

re la tions between China and other 

MWEC?

Factors might include:

(a) Balance of trade figures?

(b) Products and amounts imported 
by China from each MWEC?

(c) Products and amounts exported 
by China to each of MWEC?

(d) Apparent degree of Chinese 
satis faction  in each case?



•CHINESE INTERNATIONAL 
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What steps, i f  any, may be advisable 

fo r  our company to take within  

the U .S .'s  le g a l ,  p o l i t i c a l ,  

or social systems toward resolving 

problems related to U.S. t e x t i le  

im po rt-res tr ic t io n  laws?

How might such steps be perceived 

by the Chinese?

(2) Economic Status

What is  the current economic 

status of the U.S. compared to 

each of the MWEC? In each ease, 

how might the economic status 

of each MWEC a f fe c t  that country's:

(a) Available wheat?

(b) Wheat prices?

(c) S ta b i l i ty  of a wheat contract?

(d) Potential long-term relationship  
with China?

How might the economic status

of each MWEC a f fe c t  China's

willingness to negotiate with

that country as compared with

negotiating with the U.S.?

(3) Currency Value

What is  the value of the Chinese 

monetary unit in re la t io n  to the
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•CHINESE INTERNATIONAL 
RELATIONS 

•INTELLIGENCE 
•In ternational  

Economy
(•Chinese Culture)

d o lla r  values? How is  that trend

MWEC? What is  the trend of U.S.

value of the monetary un it of each

l ik e ly  to a f fe c t  not only China's 

buying power, but also th e ir  

willingness to buy from the U.S. 

versus the other MWEC?

( •Communication) (4) Trade Impact

What impact are U.S./China trade 

re la tions  l i k e ly  to have on China's 

willingness to buy U.S. wheat at  

th is  time? D itto  fo r  the other factors  

that may a f fe c t  China's willingness  

to buy U.S. wheat?

How w il l  an assessment of financ ia l  

and trade issues a f fe c t  our overall 

negotiation strategy? A ffect the 

formulations of arguments th at might 

"make sense" to the Chinese negotiators? 

Aspects of formulations such as:

(a) What to address?

(b) What to avoid?

(c) Timing?

(B) P o li t ic a l  and Diplomatic Relations

How might p o l i t ic a l  and diplomatic re la tions  

a f fe c t  China's willingness to buy U.S. wheat?
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(1) Current and H istorical Relations 

What are the current and h is to rica l  

factors surrounding U.S./China diplomatic  

re la tions as compared to re lations  

between China and other MWEC?

(2) P r io r i ty  Issues

What are p r io r i t y  issues from the 

Chinese point of review related to 

U.S./China diplomatic relations?

What steps, i f  any, may be advisable 

fo r  our company to take within the 

U .S .'s  le g a l ,  p o l i t i c a l ,  or social 

systems toward resolving potentia l 

problems?

How might such steps be perceived 

by the Chinese?

(3) Relationship Impact

How might the Chinese perceptions 

of U.S./China diplomatic status in 

re lations to China's diplomatic status 

with other MWEC a f fe c t  these Chinese 

negotiators' willingness to buy U.S. wheat 

at th is  time? D itto  in re la tion  

to other factors that may a f fe c t  

China's willingness to buy U.S. wheat?

How might an assessment of p o l i t ic a l
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and diplomatic issues a f fe c t  our 

overall negotiation strategy? A ffect  

formulations of arguments th at might 

"make sense" to the Chinese negotiators?  

Aspects of formulations such as:

(a) What to address?

(b) What to avoid?

(c) Timing?

China's In te res t in U.S. Technology

How might China's in te re s t in U.S. technology

a f fe c t  her willingness to buy U.S. wheat?

(1) Modernization Goals

How serious is  China about achieving 

modernization goals?

What portion of China's annual budget 

fo r  each of the la s t  ten years was 

spent on technology acquisition?  

Considerations to include:

(a) Types of technology?

(b) Technological p r io r i t ie s ?

(c) Quantities?

(d) Sources of acquisition?

Domestic research?

Importation? I f  so, from whom?
When? Under what circumstances?

What did China budget fo r  general

technology acquisition? How might
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we key in to  China's actual and potentia l 

technology in terests  as we formulate 

offers  acceptable from the Chinese 

point of view?

(2) Wheat-Related Technology

What portion of China's to ta l annual 

budget fo r  each of the la s t  ten years 

was spent on wheat-related technology 

acquisition?

Considerations to include:

(a) Specific types of technology?

(b) P r io r it ie s ?

(c) Quantities?

(d) Sources of acquisition?

Domestic research?

Importation? I f  so, from whom?
When? Under what circumstances?

What did China budget fo r  wheat-related

technology acquisition? Does China's

in te res t in wheat-related technology

warrant considerations of a wheat-related

technological o f fe r  to be included

in the wheat negotiation? What are

plausible Chinese p r io r it ie s ?

How feas ib le  are such considerations

from our point of view? From the
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•CHINESE INTERNATIONAL 
RELATIONS 

•INTELLIGENCE 
•Chinese Culture

Chinese point of view? F e a s ib i l i ty

considerations include:

(•Wheat Technology) (a) Construction costs?

(b) Operational costs?

(c) Technical train ing?

(d) Long-range p ra c t ic a b i l i ty ?

What range of choices regarding wheat- 

related technology might be feasib le  

during th is  negotiation?

How might China's in te re s t in U.S. 

technology in general, or wheat-related  

technology in p a r t ic u la r ,  a f fe c t  

i t s  willingness to buy U.S. wheat?

Wheat from our company? D itto  in 

re la t ion  to other factors that may 

influence willingness to buy U.S. wheat? 

How might an assessment of China's 

in te res t in U.S. technology a f fe c t  

our overall negotiation strategy?

At what stage during negotiations  

might i t  be most e f fe c t iv e  to introduce 

a range of p lausible technology options 

versus what stage i t  would be most 

e ffe c tiv e  to 1im it technological 

options? Under what circumstances?

( •Communication) (3) Technological Impact



•CHINESE ( I
AGRICULTURE 

•INTELLIGENCE 
•Chinese Economy

134

I I )  China's Need fo r  In/heat

How much wheat does China need to import?

(A) Supply

What factors are a ffec ting  China's 

wheat supply?

(1) Crop Yield

What is  China's current wheat 

yie ld  in re la t ion  to each of the 

ten preceding years?

Anticipated wheat yields?  

Considerations to include:

(a) Quantity?

(b) Quality?

(2) Influencing Factors

What factors influence China's 

wheat y ie ld  fo r  each of the assessed 

years?

Factors such as:

(a) Weather?

(b) Land base?

Amount of t i l l a b l e  land?

Q uality  of t i l l a b l e  land?

(c) Modernization programs?

What are current and proposed 

modernization e f fo r ts  related  

to wheat production?
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•CHINESE
AGRICULTURE

•INTELLIGENCE

What present and anticipated  

proportion of China's national
•Chinese Economy

budget is  designated fo r  

"modernization" of wheat production? 

Which aspects of "modernization" 

are targeted?

Mechanization?

F e r t i l iz a t io n ?

Pest contro l?

Work incentive plans?

Other aspects targeted?

What is  the current and projected  

effectiveness of the wheat production 

modernization programs as measured 

by production of output (both 

quantity  and qu a lity ) re la t iv e  

to input?

(3) Wheat Importation

What is  China's current level of 

wheat importation re la t iv e  to past 

levels? Relative to anticipated  

levels?

(a) Quantity levels?

(b) Q uality  levels?

What factors a f fe c t  these importation  

levels?



•CHINESE 
AGRICULTURE 

•INTELLIGENCE 
•Chinese Economy

( -Population)

136

(B) U t i l iz a t io n

What is the status of wheat u t i l iz a t io n  

in China?

(1) Consumption

What is the current wheat consumption 

in China in re la t io n  to both the 

preceding ten years and the next 

f iv e  to ten years?

Considerations to include:

(a) Quantities?

(b) Q uality  of wheat ratios?

(2) Influencing Factors

What factors influence China's wheat 

consumption patterns? Factors such 

as:

(a) Living Standards?

What are present and anticipated  

standards of l iv in g  in re la t ion  

to previous years? What factors  

may contribute to changes in 

l iv in g  standards?

(b) Population Growth?

What is  the current population 

of China re la t iv e  to both past 

and projected growth rates?

What combination(s) of factors
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provide the most plausible  

explanation of China's population 

growth rate? How e f fe c t iv e  

are China's population-control 

programs?

(c) N utrit ion  and D ie t -V a r ie ty ?

How might China's n u tr it io n  

and d ie t -v a r ie ty  po lic ies  a f fe c t  

wheat consumption patterns in 

China? What are the present 

end-uses of wheat re la t iv e  to 

both past and potentia l uses 

of wheat?

Considerations include:

Amounts?

N utrit iona l content?

Wheat quantities  required 
to reach China's production 
goals?

Sources of wheat?

A v a i la b i l i ty  of end-products 
to Chinese consumers?

How are comparisons between

units of HQS wheat and other

known sources of n u tr it io n  in

China perceived by the Chinese?

Comparisons on factors such

as:
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N utrit iona l values?

Approximate costs:

Of production?

Of processing?
%

Of d istr ibu ting?

Of spoilage?

Number of jobs th at ex is t  

as a resu lt  of producing, 

processing, and d is tr ib u t in g  

each source of n u tr it io n  

in China?

(d) Modernization Programs?

How might the current modernization 

e f fo r ts  a f fe c t  China's wheat 

consumption patterns? What 

is the degree of mechanized 

wheat processing ( in  China) 

in re la t io n  to both preceding 

and subsequent years? Aspects 

include:

Types of end-products?

Amounts?

N utrit iona l contents?

Approximate wheat quantities  
requi red?

Approximate wheat q u a !it ies  
requi red?
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Sources of wheat?

A v a i la b i l i ty  to Chinese consumer? 

(C) Relationships Between Supply and U t i l iz a t io n  

What are the relationships between factors  

contributing to China's u t i l iz a t io n  

of wheat and China's a b i l i t y  to produce 

wheat?

(1) Wheat Needs

What is China's level of need fo r  

imported wheat th is  year? In subsequent 

years? Factors include:

(a) Quantities?

(b) Q uality  ratios?

Do the Chinese see a need fo r  a 

portion of higher q u a lity  wheat 

in re la t io n  to the "ordinary" q u a lity  

purchased in previous years? I f  

so, what present and forecasted 

ra t io  of quality?

(2) Need Impact

How might an assessment of China's 

wheat needs a f fe c t  negotiation  

strategies? Formulations of mutually  

advantageous arguments designed 

to persuade the Chinese negotiators?

What combinations and ranges of
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•INTELLIGENCE 
•Chinese Economy 

( -Communication)

•GLOBAL WHEAT 
MARKET

•INTELLIGENCE

choices might we share or re s tr ic t?  

When to share or r e s t r ic t  which 

choices?

How to present choices fo r  e f fe c t iv e  

persuasion?

(IV ) Global Wheat S ituation

What is the present global wheat situation?

(A) Available Wheat

What is the present wheat s ituation  fo r  

each of the MWEC in re la t io n  to both 

the preceding ten years and the next 

f iv e  to ten years?

(1) Yield Comparisons?

What are approximate wheat y ie ld  

comparisons? Aspects include:

Total amount produced?

Amounts availab le  fo r  export?

(2) Q uality  Comparisons?

What are approximate q u a lity  comparisons 

Aspects include:

Content specifications?

Variety?

(3) Price Comparisons?

What are approximate export price  

comparisons among MWEC fo r  comparable 

content specifications and variety?
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•GLOBAL WHEAT (4) In flu e n c in g  Factors?
MARKET

•INTELLIGENCE What factors might a f fe c t  the quantity ,

q u a l i ty ,  and price variables fo r  

each MWEC in re la t ion  to the global 

wheat market picture?

(B) Transportation Options

What wheat transportation options are 

both availab le  and advisable fo r  our 

company to use in re la t ion  to options 

used by other wheat exporters?

Aspects to consider include:

(1) Combinations of transportation methods?

(2) Costs?

(3) Size of shipments?

(4) Insurance?

What transportation options have been 

used in the past fo r  wheat shipments 

to China from the U.S. and other MWEC?

What was the degree of Chinese satisfaction?

(C) Storage Options

What U.S. wheat storage options are both

availab le  and advisable fo r  our company

to use in re la t ion  to options used by

other wheat exporters?

Aspects to consider include:

(1) Storage a v a i la b i l i ty ?
Home-port f a c i l i t ie s ?
Chinese-port f a c i l i t ie s ?
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•GLOBAL WHEAT (2) Storage capacity?
MARKET

•INTELLIGENCE (3) Storage adequacy (spoilage)?

What storage options have been used fo r  

previous Chinese wheat purchases from 

MWEC? What are plausible terms of 

negotiation contracts?

(D) Previous or Pending Wheat Contracts 

What wheat deals have been made or are 

pending between China and other U.S. 

companies and MWEC?

What are plausible terms of negotiation  

contracts?

Aspects to include:

(1) Quantities?

(2) Q uality  ratios?

(3) Approximate prices?

(4) Shipping options?

(5) Storage factors?

Are the Chinese apparently satisfied?

What is the potentia l fo r  long-term contract 

relationships?

•Wheat (E) China's Wheat Standards

What are China's (1) wheat q u a lity  standards, 

and (2) q u a lity  measurement techniques, 

re la t iv e  to standards and measurement 

techniques used by MWEC? What are the
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•Communication
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potentia l problems related to varia tions  

in standards or measurement techniques?

Are new v a r ie t ie s  of wheat availab le  

that may be well suited to China's needs?

(F) Global Wheat Impact
s

How might an assessment of the global 

wheat s ituation  a f fe c t  overall negotiation  

strategies? Formulations of mutually 

advantageous arguments designed to persuade 

Chinese negotiators? What combinations 

and ranges of choices might we share 

or re s tr ic t?

Among factors to consider:

(1) Quantity?

(2) Quality?

(3) Price?

(4) Storage?

(5) Shipping?

When to share or r e s t r ic t  which choices?

How to present choices fo r  e f fe c t iv e  

persuasi on?

(V) Immediate Context

What are factors to consider within the immediate 

context?

(A) Preliminary Contact

How do we most e f fe c t iv e ly  introduce a
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wheat proposal by way of i n i t i a l  

correspondence?

Considerations include:

(1) To whom?

(2) How detailed?

(3) Number of copies?

(4) Chinese translation?

(5) Amount of time to allow fo r  response? 

What factors are l i k e ly  to influence the 

lo cation , frequency, and duration of 

negotiation meetings?

Factors may include:

(1) Chinese trad it io n ?

(2) Chinese hosp ita lity?

(3) P ra c tic a b il ity ?

(B) I n i t i a l  Contact

What do we know about these p a r t ic u la r  

Chinese negotiators?

Considerations might include:

(1) Background?

(2) Experience negotiating in general, 
or with Americans?

(3) Level of autonomy within government 
hierachy?

(4) A b i l i ty  to speak and understand English?

(C) Negotiation Personnel

What are the q u a lif ica t io n s  needed fo r
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U.S. team negotiators?

Considerations might include:

(1) Experience negotiating in general, 
or s p e c if ic a l ly  with Chinese?

(2) Background in designated area of 
expertise?

(3) Decision-making authority?

(4) A b i l i ty  to speak and understand Chinese? 

What, i f  any, previous negotiation experiences 

has our company had with China?

Factors to consider may include:

(1) Terms of previous agreements?

(2) Apparent degree of Chinese satisfaction?

(3) Long-term relationship  potentia l?

How does th is  negotiation s ituation  compare 

with previous negotiation situations?

(1) S im ila r it ie s?

(2) Differences?

How can we e f fe c t iv e ly  use what we have 

learned?

(D) Agenda

What is  a plausible Chinese agenda fo r  

th is  negotiation?

Aspects might include:

(1) P r io r i ty  of items?

(2) Current Chinese po lic ies  ( e .g . ,  China's 
• Import/Export Plan) that may have

an e f fe c t  on the administration of 
a wheat contract?
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What are current fin an c ia l transactions  

between the Bank of China and:

(1) U.S. traders?

(2) Other MWEC?

How large a wheat deal is  the Bank of 

China l i k e ly  to authorize with our company 

at th is  time? What factors might a f fe c t  

the Bank of China's authorization?

(E) Preparation Assessments

What are our assumptions related to th is  

negotiation? What are our perceptions 

of the Chinese assumptions related to 

th is  negotiation? Do we want to seek 

win/win solutions? Have we done our homework 

enabling us to both create win/win solutions 

and avoid surprises a t the negotiation  

table?

(F) Cost Assessments

What are the i n i t i a l  calculations of cost 

variables as we create and rearrange 

combinations of negotiation options?

What are the immediate and long-term financ ia l  

implications fo r  our company related to 

plausible negotiation options?

(G) Translation Considerations

What is  the most e f fe c t iv e  way to trans la te  

Chinese verbal and nonverbal symbols to
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(V I)  Dialog

The remaining questions are generated from the dialog section 

of Chapter I I .  They re f le c t  considerations necessary fo r  designing 

choice-sharing or ch o ice -res tr ic tin g  strategies as needed within a 

win/win negotiation o r ien ta tio n .

•COMPANY (A) Choice-Sharinq or Choice-Restricting Strategies
•COMMUNICATION

How might our goals and China's goals a f fe c t  

negotiation strategies?

•Chinese Culture (1) Goals

Are the U.S. and Chinese negotiation goals 

equivalent? Contradictory? Degrees of 

both? Is ,  fo r  instance, a plausible Chinese 

goal of "buying the cheapest wheat available  

on the world market" l ik e ly  to be compatable 

with a plausible U.S. goal of "se llin g  

China some portion of HQS wheat i f  i t  

serves to meet China's needs?"

Is i t  advantageous to search fo r  equivalent 

goals? I f  so, how? When? Under what 

ci rcumstances?

American symbols, and vice versa, fo r  

maximum understanding; with minimum 

d is to rt io n s , de le tions , or generalizations?  

Are we checking (1) our understanding 

of the Chinese negotiators and, (2) th e ir  

understanding of us by way of questioning 

and paraphrasing?
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(2) Cooperation

How can we best encourage a cooperative 

negotiation environment? How can we gain 

Chinese tru s t  so they recognize our genuine 

cooperative intentions?

(3) Power Choices

When is  i t  more or less advantageous to

(1) Seek power parity?

(2) Seek ways to gain and maintain power?

(4) Share Choices or R estric t Choices

(a) Share Choices

Is i t  advantageous to search with 

the Chinese negotiators fo r  a broad 

range of acceptable, creative choices, 

by asking open questions and in v it in g  

open discussions?

I f  so, when? Under what circumstances? 

What range of choices are we prepared 

to make available? At what stages 

of negotiation? Which choices are 

preferable from our point of view?

Which choices may be preferable from 

the Chinese point of view?

(b) R estrict Choices

Is i t  advantageous to r e s t r ic t  potentia l 

choices except those aimed toward 

defined objectives of th is  wheat
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negotiation? I f  so, when? Under 

what circumstances?

(5) Risk-taking

Is i t  advantageous to take some risks  

in order to discover plausible solutions  

fo r  agreement? I f  so, when? Under what 

ci rcumstances?

Adaptation Choices

Have we adapted negotiation choices to 

f i t  the Chinese point of view?

What arguments are l i k e ly  to be meaningful 

from the Chinese point of view?

(1) Argumentation Evidence

What evidence, and patterns fo r  arranging 

evidence, may serve as s u ff ic ie n t  

substantiation from the Chinese point 

of view?

Considerations might include:

(a) S ta t is t ic s  translated to meaningful 
context?

(b) Expert Chinese testimony?

(c) Examples and analogies grounded in 
the Chinese experience?

(d) Comparative data on charts?

(2) Timing

When is  i t  most adaptive to present which 

arguments?
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(3) Lasting Relationship

How can we most e f fe c t iv e ly  build a las ting  

relationship with the Chinese?

Aspects might include:

(a) Attempts to meet short-term needs?

(b) Attempts to meet long-term needs?
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Complexes of C ap ab ilit ies  Required to Supply Unknown Data

The preceding questions— generated from a communication perspective— 

formed a structure of matrices fo r  p o te n t ia l ly  useful negotiation  

data. As sets of questions were generated, the categories of expertise  

needed to answer the questions emerged. I f  adaptive communication 

strateg ies are to be designed and implemented, then data within each 

matrix must be supplied as needed by the resource c a p a b il i t ie s  among 

individuals selected as (1) on-the-scene negotiators, (2) negotiation  

planners, or (3) b o th .H  Data relevant to a wheat negotiation with 

the Chinese can be supplied by selected negotiation personnel who 

jo in t ly  provide the following complexes of c a p a b i l i t ie s :12 (Expertise  

categories appear in the order of emergence throughout the foregoing 

structure of m atrices.)

Chinese Culture

Needed c a p a b il i t ie s  include:

(1) Advising teammates of relevant Chinese cultural characteris tics  
as viewed from a h is to rica l perspective. Aspects may include 
not only customs, but plausible b e l ie fs ,  a t t i tu d e s , and values.

(2) Noting s im ila r i t ie s  and differences between U.S. and Chinese 
cultural and p o l i t ic a l  patterns thereby enabling U.S. negotiators  
to be tte r  adapt.

H a broad-gauged negotiation team member might serve as a l ia ison  
between (1) "on-the-scene negotiation experts, and (2) "at home" 
negotiation experts (by acquiring up-to-the-minute information as 
needed through e lectron ic  communication systems).

1 2 lf  selected team experts are to achieve an optimal level of 
effectiveness, they must be able to coordinate individual expertise  
to form team expertise. Authors Crable (1981) and Cushman and Cahn 
(1984) provided information re la t iv e  to "team build ing"—maintaining 
e ffe c t iv e  working relationships among team members.
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(3) "Seeing" relevant circumstances from a plausible Chinese 
point of view and sharing that insight with teammates.

(4) Advising U.S. negotiators of Chinese patterns of negotia ting .
In addition to c u ltu ra l-re la te d  customs, aspects to consider 
might include: (a) plausible Chinese stra teg ies; (b) plausible
agenda; and (c) plausible contract requirements.

(5) Assessing the present and forecasted a ffec ts  of China's 
modernization programs on the Chinese l i f e s t y le  as may be 
related to th is  wheat negotiation.

(6) In fe rr in g  a "Chinese" view of our company. Aspects might 
include: (a) the company's reputation in the in ternational
marketplace, (b) Chinese a tt itu des  toward our company's e f fo r ts  
to change U.S. po lic ies  related to " te x t i le s "  and "Taiwan."

(7) Generating content fo r  argument substantiation ( e .g . ,  examples 
and expert testimony) that w il l  t i e  in to a p lausible Chinese 
experience.

In te llig en ce

Needed c a p a b il it ie s  include:

(1) " In teg ra t( in g ) s c ie n t i f ic  knowledge and research e f fo r ts  
within the la rg er  framework of the 'system' fo r  study . . . "  
(O n e il l ,  1964, p. 2 ) .

(2) In terpreting  in terre la tionsh ip s  of known data as needed to  
make plausible inferences about data that are missing.

(3) Analyzing and synthesizing pertinent data in order to detect 
c r e d ib i l i ty  trends fo r  use in forecasting.

Communication

Needed c a p a b il i t ie s  include:

(1) Coordinating c a p a b il i t ie s  among negotiation personnel by 
f a c i l i t a t in g  creative group in teraction  needed to jo in t ly  
plan negotiation stra teg ies .

(2) F a c i l i ta t in g  a group e f fo r t  to gain and maintain perspective 
of the negotiation whole.

(3) Generating persuasive communication strategies adapted to 
the s ituational context.
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U.S./Chinese T rans la tion

Needed c a p a b ilit ie s  include:

(1) In terpreting  verbal and nonverbal symbols of both Chinese
and English languages.13

(2) Restating what was said in Chinese or English without making 
technical mistakes or mistakes related to cu ltu re -sp e c if ic  
in te rp re ta tion s .

Chinese International Relations

Needed c a p a b il i t ie s  include:

(1) Analyzing and in terpre tin g  h is to ric a l patterns of diplomatic  
re la tions between China and MWEC re la t iv e  to th is  wheat 
negotiation.

(2) Analyzing and in terpretin g  present and forecasted diplomatic  
re la tions between China and MWEC (and other countries with 
potentia l involvement) re la t iv e  to th is  wheat negotiation.

International Economy

Needed c a p a b il it ie s  include:

(1) Analyzing and in terpreting  the economic status of China and 
each of the MWEC in re la t ion  to the global economic picture  
re la t iv e  to th is  wheat negotiation.

(2) "Translating" currency varia tions among each of the MWEC 
and China as needed.

^Thomas S. Kuhn draws a crucial d is t in c tio n  between the a b i l i t y  
to learn another language and the a b i l i t y  to trans la te  from one language 
to another. "Though one must know two languages in order to trans la te  
at a l l ,  and although translation  can then always be managed up to 
a po in t, i t  can present grave d i f f i c u l t ie s  to even the most adept 
b il in g u a l.  He must find  the best ava ilab le  compromises between 
incompatible objectives. Nuances must be preserved but not a t  the 
price of sentences so long that communication breaks down. Literalness  
is  desirable but not i f  i t  demands introducing too many foreign  
words. . . . People deeply committed to both accuracy and to f e l i c i t y  
of expression find translation  p a in fu l,  and some cannot do i t  a t  a l l . "  
Kuhn fu rth e r  states a reason why languages are "untranslatable": 
they "cut up the world in d i f fe re n t  ways" (1970, p. 267).

Ruprecht Pague, student of h is to ry , philosophy, and languages 
seems to agree. He notes that " ' r e a l i t y '  is not an 'o b jec tive ' sum 
of facts  independent from language— but that language structures r e a l i t y " 
(1982, p. 55).
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Needed c a p a b ilit ie s  include:

(1) Determining various types and costs of wheat-related technology 
that might have practica l application in China.

(2) Analyzing various stages of U.S. wheat-related technological 
development as i t  might re la te  to comparable stages of Chinese 
technological development.

Chinese Agriculture

Needed c a p a b il i t ie s  include:

(1) Assessing current and projected agricu ltu ra l production in 
China. Aspects might include: (a) commodities; (b) quantities
(c) q u a li t ie s ;  (d) production costs; (e) y ie ld  facto rs ; and 
( f )  consumer benefits (n u tr i t io n ) .

(2) Assessing current and forecasted food consumption patterns  
in China. Aspects to include: (1) impact of n u tr it io n  and 
d ie t -v a r ie ty  po lic ies  on food consumption, and (2) consumption 
comparisons of primary food sources.

(3) Analyzing China's agricu ltura l exports re la t iv e  to imports.

(4) Assessing the overall Chinese wheat p ic tu re . Aspects should 
include: (a) production; (b) exportation; (c) importation;
(d) processing; and (e) consumption.

Population

Needed c a p a b il it ie s  include:

(1) Analyzing population growth in re la tion  to food production 
and consumption patterns in China.

N utrit ion

Needed c a p a b ilit ie s  include:

(1) Analyzing n u tr it io n a l content levels  of primary food sources 
in China.

(2) Assessing cost per un it of each food source.

(3) Assessing p e r is h a b il i ty  factors related to each food source.



155

Global Wheat Market

Needed c a p a b ilit ie s  include:

(1) Analyzing and in terp re tin g  the present and forecasted global 
wheat s itu a t io n . Aspects to consider include factors  
influencing supply and demand.

(2) Analyzing global transportation and storage options.

(3) Making inferences about ex is ting  and'anticipated wheat contracts  
among any of the MWEC. Aspects to include terms of agreement 
such as: p r ic e , shipping, storage, quantity , and q u a lity .

Wheat

Needed c a p a b il i t ie s  include:

(1) Id en tify in g  v a r ie t ie s  and grades of wheat related to q u a lity  
specifica tions.

(2) Id e n t ify  wheat-quality specifications required fo r  designated 
end-products.

(3) "Translating" a given country's wheat-quality measurement 
system to another country's system as needed fo r  comparability  
assessments of ava ilab le  wheat q u a lity .

Company

Needed c a p a b il i t ie s  include:

(1) Acquiring pertinent legal information re la t iv e  to a wheat 
contract with the Chinese.

(2) Id en tify in g  th is  company's technological know-how re la t iv e  
to plausible negotiation proposals.

(3) Assessing long-term and short-term p r o f i t  considerations 
re la t iv e  to plausible negotiation proposals.

(4) Knowing d e ta ils  of previous company negotiation experiences 
(from which to learn) including procedural items related
to: (a) shipping; (b) storage; and (c) financing considerations.

(5) Selecting competent negotiation personnel with c a p a b il i t ie s  
needed in th is  p a r t ic u la r  negotiation s itua t io n .
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Accounting

C apabilit ies  should include:

(1) Analyzing cost f e a s ib i l i t y  factors related to plausible  
negotiation proposals.

(2) Forecasting costs associated with fu tu re -re la te d  proposals.

(3) Acquiring necessary financing information re la t iv e  to th is  
wheat contract.

(4) Making on-the-spot calculations and cost forecasts as needed 
during negotiation sessions.
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Chapter IV 

THE METHODOLOGY

The two preceding chapters of th is  study serve to i l lu s t r a t e  

e a rly  stages of preparation fo r  a wheat negotiation between representatives  

of the U.S. and China. Chapter I I  serves to: (1) map the structure

of th is  p a rt ic u la r  negotiation s itua tion ; and (2) i l lu s t r a t e  the 

s im i la r i t ie s  and differences between choice-sharing and cho ice -res tric ting  

communication approaches. By generating and organizing questions,

Chapter I I I  serves to: (1) outline the structure of matrices to

accommodate the p o te n t ia l ly  useful information when selected questions 

are answered; and (2) i l lu s t r a t e  the complexes of c a p a b il i t ie s  required 

to secure those answers.

Chapter IV provides and i l lu s t ra te s  a procedure by which negotiation  

teams can design th e ir  own communication stra teg ies . The structure  

of the communication methodology is  shown in Figure 3. For s im ila r i t ie s  

and differences between th is  diagram and the Model fo r  Generating 

a Methodology (in  Chapter I )  see Table 6.
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Table 6

Comparison of Design Diagram Components and Methodology 

Diagram Components

Diagram Components

Design Diagram (F ig . 1, Chapt. I ) Methodology (F ig . 3 9 Chapt. IV)

1.0 i Analyze Environment 1.0 Survey P articu la r  Negotiation

1.1 Survey/Map Negotiation  
Research Example

1.1 Survey/Map P art icu la r  
Negotiation

1.2 Construct Dialog 
Formulations

1.2 Formulate Structure of 
Unknown/Select Expertise

1.3 Analyze Process 
and Outcome -

1.3A Rhetorical Perspectives 1.3A Rhetorical Standards

2.0 Synthesis of Methodology 2.0 Design Communication 
Approaches

2.1 Analyze Results 2.1 In te rp re t Negotiation 
Situation

2.2 Synthesize 2.2 Diagnose Rhetorical 
Obstacles

2.3 Create Methodology 2.3 Generate Strategies

3.0 I l lu s t r a te  Model 3.0 Test Methodology

3.1 Apply Methodology 3.1 Apply Methodology

3.2 Evaluate Methodology 3.2 Evaluate Results

3.3 Debug Methodology 3.3 Debug Strategy
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Introduction to the Communication Methodology^

The procedure fo r  generating communication strategies e n ta ils  

three stages. Stage One: team negotiators u t i l i z e  in te ll ig en ce

information in order to make credible forecasts pertain ing to each 

set of negotiation claims. Stage Two: negotiators id e n t i fy  potentia l

rhetorical obstacles that may be present in re la t ion  to each set of 

negotiation claims. Rhetorical obstacles may arise from (1) the Chinese 

disposition in th is  s itu a t io n , (2) the subject or purpose of th is  

negotiation, or (3) the perceived c r e d ib i l i t y  of the U.S. negotiators. 

Stage Three: negotiators generate appropriate communication strategies

which emerge as a resu lt of a 'marriage' between stages one and two.

This methodology focuses on the invention^  anc| arrangement of 

relevant data in ways that may be most persuasive in the context of 

the p a r t ic u la r  s i tu a t io n .16 Included among the methods used fo r  inventing  

and arranging negotiation strategies in the context of a wheat negotiation

l^The introductory comments are based upon re tro f le c t iv e  observations 
made a f te r  wheat negotiation strategies were generated by way of the 
communication methodology.

^ in ve n tio n  refers to the discovery of any availab le  means of persuasion 
to include both a r t is t ic  and in a r t is t ic  data. In a r t is t ic  data involve 
the co llection  of factual information, s t a t is t ic s ,  statements from 
au th o r it ie s , laws, e tc . (Harper, 1979). A r t is t ic  data are in the 
realm of plausible reasoning, forecasts, and c r e d ib i l i t y  trends.
They are the product of imagination--an outcome of a creative process 
(see Appendix A).

^ A r is t o t le  id e n t if ie d  the f iv e  canons of rhetoric : invention,
arrangement, memory, s ty le ,  and d e live ry . Harper (1979), approximately 
2500 years la t e r ,  renamed the c la s s if ic a tio n  system. Her c la s s if ic a tio n  
of the f iv e  components of rhetoric  may serve to fu rth e r  c la r i f y  the 
function of each. They are: conceptualization (in ven tio n ), organization
(arrangement), categorization (memory), symbolization (s ty le ) ,  and 
operalization (d e l iv e ry ) .
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are: (1) plausible reasoning methods; (2) methods by which negotiators

can gain and maintain perspective; (3) jo in t ,  creative problem-solving 

methods; (4) argumentation methods; and (5) methods fo r  adapting strategies  

to the p a rt ic u la r  negotiation s itu a t io n . Both choice-sharing and 

cho ice -res tric tin g  wheat negotiation strateg ies re f le c t  the u t i l iz a t io n  

of these methods.

Plausible Reasoning Methods*?

In te lligen ce  related to each set of negotiation data is  gathered 

by way of plausible reasoning methods. During ea r ly  planning stages, 

negotiators accumulate relevant data and map the structure of the 

in te r -re la te d  negotiation fac to rs . Once the s ituation is  mapped'from 

known data, negotiators can id e n t i fy  the structure of relevant data 

not yet known. Some of these data can be secured from open sources.

Other unknown data can be calculated mathematically. Yet another 

way to f i l l  in the gaps of needed information is  to make educated 

guesses--plausible inferences— derived from the known data. Plausible  

inferences are provis ional. Provisional forecasts— a f te r  testing  

by observation—may become more or less credible over time and constitute  

c r e d ib i l i t y  trends which are , more often than not, useful fo r  planning 

negotiation stra teg ies . Each set of negotiation factors introduced 

in Stage one of the strategy-generating procedure represents c r e d ib i l i ty  

trends derived from in te ll ig en ce  data gathered by plausible-reasoning  

methods. The c r e d ib i l i t y  trends are presented as in terrogatories  

which serve to h igh light the provisional nature of plausible inferences.

l^See Appendix A re plausible reasoning methods fo r  gathering 
in te ll ig e n c e .



162

Methods by Which to Gain and Maintain Perspective

The conventional method of organizing data into supersets, sets, 

and subsets contributes to gaining perspective when the p r inc ip le  

of subordination is  in no way misleading. Of course, data can be 

grouped, and regrouped, in various ways to s a t is fy  the requirements 

of accurate mapping of data in each phase of preparation. When one 

constellation of negotiation factors is  perceived in the foreground 

fo r  analysis and in te rp re ta t io n , the other factors remain in the 

background. For example, when focusing on Chinese cultural 

ch arac te r is tics , factors related to global wheat prices, wheat q u a lity  

concerns, and diplomatic re lations between U.S. and China are not 

excluded but remain in the background. Negotiators must seek to maintain 

perspective as needed to f i t  changing circumstances.

J o in t, Creative, Problem-Solving Methods

According to Nierenberg, " i f  we think of negotiation as a cooperative 

enterprise , instead of l im it in g  choices by seeking concessions and 

compromise, we expand our choices by jo in t ly  seeking creative a lternatives"  

(1973, p. 182). An underlying orien tation  of th is  methodology: " i f

th is  negotiation is  successful, we a l l  win something." The objective  

is  to achieve agreement, not to ta l v ic to ry . Both parties  must feel 

they have gained.

The communication strategies in the following section re f le c t  

the notion that both sides p a rt ic ip a tin g  in th is  wheat negotiation  

can win. Win/win strategies re f le c t  attempts to: (1) search fo r

common objectives, and (2) create a cooperative atmosphere whereby 

negotiators on both sides can generate creative solutions to negotiation
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problems. For example, U.S. and Chinese negotiators may mutually  

determine that U.S. bakery planning assistance in China in exchange 

fo r  China's purchase of a portion of HQS wheat may serve to meet the 

needs of both p a rt ie s .

Argumentation Methods***

A competent argument lim ited by q u a lif ic a t io n  or reservation

(1) in variab ly  contains a properly stated claim and, (2) is  supported 

by appropriate and s u ff ic ie n t  evidence (Campbell, 1982). However, 

the structure of an e f fe c t iv e  argument (or series of arguments) may 

vary according to what seems most appropriate in a given s itu a t io n .

A tra d it io n a l argument may be presented in a deductive sequence in 

which the claim (with adequate q u a lif ic a t io n  or reservation) is  f i r s t  

stated and then substantiated with appropriate and s u ff ic ie n t  evidence. 

A lte rn a t iv e ly ,  an enthymematic argument may be presented in an inductive  

sequence. For instance, selected evidence may be presented while 

the claim remains unstated. In some situations an enthymematic structure  

may be most e f fe c t iv e  because the Chinese can draw th e ir  own conclusions 

in the context of the s ituation  as i t  re lates to th e ir  needs and th e ir  

motivations.

Various types of evidence appear throughout the wheat negotiation  

stra teg ies . These include: examples, s t a t is t ic s ,  and expert testimony.

In some cases, the evidence is  presented in a p a r t ic u la r  structure  

designed to maximize persuasive effectiveness. Such arrangements 

include: residual reasoning patterns, c r i t e r ia !  reasoning patterns,

l^Refer to Appendix B re argumentation theory.
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and comparative advantage patterns.19  

Adaptation Methods

Effective communication strategies must be ta ilo red  to f i t  the 

contingencies of the p a r t ic u la r  s itu a t io n . In the context of the 

wheat negotiation, such ta i lo r in g  required a careful analysis of (1) 

Chinese demography, (2) potentia l Chinese d isposition , and (3) the 

s ituation  in context. When the negotiators have dependable in te llig en ce  

information and "estimates" (fo reca sts ), they are be tte r  able to invent 

adaptive stra teg ies; that is ,  appropriate and palatable to the Chinese. 

For example, i f  U.S. in te llig en ce  indicates that the Chinese may be 

considering the development of a lte rn a t iv e  sources of low-cost n u tr it io n  

in China, then U.S. negotiators can invent negotiation strateg ies  

that serve to adapt to China's "low-cost n u tr it io n "  c r i t e r ia .

Adaptiveness considerations also include the arrangement of 

stra teg ies . Timing is  a key element of adaptation. Because s tra teg ic  

timing must be ta ilo re d  to f i t  the inferred Chinese point of view 

in order to maximize persuasive p o te n t ia l ,  when a strategy is  introduced 

may be ju s t  as important as the content of a strategy. For example:

When would U.S. negotiators s t ra te g ic a l ly  introduce cost comparisons 

of "discounted" HQS wheat with other Chinese food sources? Immediately 

following n u tr it io n a l comparisons of HQS wheat with other Chinese 

food sources.

Included among adaptation considerations fo r  these wheat negotiation  

strategies are the choices of both verbal and nonverbal symbols.

The complexity of potentia l obstacles aris ing  from cu ltu re -sp e c if ic

l^Refer to Appendix C re evidence structure .
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in terpreta tions highlights the need fo r  a Chinese language and culture  

expert on the U.S. negotiation team in order to plan e f fe c t iv e ly  and 

to implement adaptive communication stra teg ies .

Choice-Sharing and Choice-Restricting

Five contrasting dimensions of the choice-sharing model of human 

communication applicable in the context of th is  negotiation s ituation

A comparison of contrasting ch aracteris tics  re f le c t in g  each of 

these dimensions was i l lu s tra te d  by examples of negotiation dialog  

in Chapter I I .  While these examples serve to h igh light the differences  

between choice-sharing and cho ice -res tric tin g  s tra teg ies , they may 

oversimplify the d is t in c tio n  between the two. The dialog examples 

suggest that choice-sharing can be separate from ch o ic e -res tr ic t in g ;  

that negotiators may choose to employ e ith e r  one or else the other  

as a means of communication. But in p rac tice , choice-sharing and 

cho ice -res tr ic tin g  may overlap, when, fo r  example, negotiators need 

the option of sharing some choices and re s t r ic t in g  other choices in 

order to be adaptive.

The communication strateg ies designed fo r  th is  wheat negotiation  

are grounded in a win/win orien ta tion : The strateg ies are intended

to encourage cooperative, creative problem-solving e f fo r ts  aimed toward 

win/win solutions. Negotiators seek to share as many choices as fe a s ib le .  

But sometimes the win/win orien tation  v i r t u a l ly  d ic tates  cho ice -res tric ting

were introduced in Chapter I I .  They are:

Win/win or lose/lose goals
Cooperative aims-----------------
Power p a r i ty -------------------------
Share choices----------- -----------
Risk Change--------------------------

Gain/maintain power 
— R estric t choices 
 Risk stagnation

— Win/lose goals 
Competitive aims
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stra teg ies . A methodical way to r e s t r ic t  choices is  by means of c r i t e r ia l  

reasoning. Approved c r i t e r ia  fo r  evaluating possible agreements are 

established by the U.S. negotiators during the preparation phases 

of negotiation. Subsequently, the U.S. negotiators may remain w il l in g  

to share power and risk  some changes; but they are bound to share 

only those choices that s a t is fy  the pre-established c r i t e r ia .  Examples 

of U.S. c r i te r ia  include: economic f e a s ib i l i t y ;  wheat a v a ila b il i ty * ;

China's needs; long-term relationship  with China; and U.S. c r e d ib i l i t y .

Furthermore, the number of plausible choices fo r  sharing may 

be constrained by in te llig en ce  or disclosures: For example, among

China's c r i te r ia  fo r  settlement may be a "storage fe a s ib i l i t y "  

requirement. I f  so, the Chinese negotiators would not be able to 

make a deal fo r  any more wheat fo r  storage than prescribed by that  

c r i te r io n .  Such l im ita t io n s  may, in tu rn , l im i t  the U.S. negotiators' 

authorization to o f fe r  "bargain" prices associated with a large volume
x

sale in accord with the U.S. "economic fe a s ib i l i t y "  c r i te r io n .

Negotiators can work together to discover mutually s a t is fy in g ,  

perhaps innovative, options that f a l l  w ithin c r i t e r ia  set fo rth  by 

each party . When choices are jo in t ly  narrowed to those that are most 

acceptable from each p a rty 's  point of view, agreement may fo llow .

Discovering Rhetorical Obstacles

One of the primary values of rh e to r ic , according to A r is to t le ,  
was that i t  provided a method fo r  discovering the information 
necessary to make decisions on human a f fa i r s .  (Harper, 1979,
P. 35)

A way to e f fe c t iv e ly  design communication strateg ies from a rhetorical  

perspective is  to detect potentia l rhetorical obstacles in the context
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of the s i tu a t io n .20 "/\ problem is  the gap between what you have and

what you want" (Campbell, 1982, p. 69). The obstacles that U.S. 

negotiators may face while negotiating constitute a "rhetorica l problem." 

Campbell outlined three aspects of a rhetorica l problem:

(A) obstacles aris ing from the audience;
(B) obstacles aris ing  from the subject/purpose;
(C) obstacles aris ing  from perceived source c r e d ib i l i ty .

The in terre la tio ns h ip  of the three aspects is  i l lu s t ra te d  by 

the tr ia n g le  below l e f t .  The tr ia n g le  on the r ig h t represents a 

translation  from theoretica l terms to terms applicable to the U.S./China  

wheat negotiation example.

.(A) Audience (B) Subject/ \ ( A )  Chinese 
/  Purpose \  Audience(s)

A ll obstacles faced by 
communicator in i t ia t in g  
rhetorical action.

fC y  Rhetor
(c r e d ib i l i ty )

(B) Wheat 
/  Negotiation/ 

/  Manage 
All obstacles faced Mutual
by U.S. negotiators Problems
negotiating a wheat 
deal with the Chinese.

(CJ/U.S. Negotiators  
( c r e d ib i l i ty )

The following preview and subsequent explanations serve to h igh light  

and c la r i f y  the three categories of potentia l rhetorical obstacles.

^Components of the system by which negotiators can diagnose potentia l 
rhetorical obstacles are taken from Karlyn Kohrs Campbell's book,
The Rhetorical Act (1982). Since Campbell's perspective focuses on 
the application of rh e to r ic , including problem analysis and strategy  
se lection , i t  seems compatible with the objectives of th is  methodology. 
However, the application of the rhetorical concepts in th is  context 
is  not incompatible with other rhetorical researchers including Harper, 
Burke, Baldwin, A r is to t le ,  and others.
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(A) Obstacles Arising from the Chinese Audience(s)

(1) Perceptions and In terpreta tions
(a) A ttitudes
(b) Beliefs
(c) Message decoding

(2) Motivations
(a) Needs
(b) Values

(B) Obstacles Arising from Subject and Purpose

(1) Subject-related
(a) Complexity
(b) Cultural h istory

(2) Purpose-related
(a) Cost
(b) Perceived control

(C) Obstacles Arising from U.S. Negotiator's Perceived C re d ib i l i ty

(1) C re d ib i l i ty  Characteristics
(a) Competence
( b) Trustworthiness
(c) Goodwill

(2) Prior C re d ib i l i ty
(a) Reputation
(b) Appearance
(c) Introduction
(d) Context

(3) C re d ib i l i ty  During Rhetorical Act
(a) Id e n t if ic a t io n
(b) Social power
(c) Partic ipation
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(A) Obstacles Arising from the Chinese Audience(s)

The Chinese audience in the context of a U.S./China wheat negotiation  

may represent a t least four orders of abstraction:

Chinese Audience(s)

Each audience level needs to be considered fo r  potentia l rhetorical 

obstacles. Obstacles related to the Chinese audience may stem from 

th e ir  (1) perceptions and in te rp re ta t io n s , or (2) motivations.

(1) Perceptions and In terpreta tions

According to Campbell (1982), (a) a t t i tu d e s , (b) b e l ie fs ,  

and (c) message decoding can a f fe c t  people's perceptions and 

in terpreta tion  of a message.21

(a) Attitudes

"Attitudes are lik es  or d is l ik e s ,  a f f in i t i e s  or aversions 

to s itua tio n s , events, objects, people, groups, or any 

id e n t i f ia b le  aspect of one's environments" (Campbell,

1982, p. 77). For example, according to negotiation

2 1 lf  Campbell's analysis is not culture-bound, i t  is  l ik e ly  to  
be a t least influenced by a Western point of view (which may not include, 
e .g . ,  considerations of yin and yang) .

igh Government O ff ic ia

Behind-the-scene Authorities  
Decision Makers

Chinese Negotiation Team

Individual Member of ^  
Chinese Negotiation Team
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researcher, Pye (1982), some Chinese negotiators may have 

an a t t i tu d e  of suspicion toward Westerners.

(b) Beliefs

"A b e l ie f  is  a judgment about what is  true or probable, 

real or l i k e ly .  . . . Insofar as a tt itu des  are learned 

from our own experiences or those of others, they are 

based on b e l ie fs ,  on what we consider true or l ik e ly "

(Campbell, 1982, p. 79 ).

(c) Message decoding

Message decoding is  a term used to re fe r  to "the in te rp re ta t iv e  

process by which lis ten ers  tran s la te  and in te rp re t messages, 

assign meanings, determine re la tionships, and draw 

implications" (Campbell, 1982, p. 80 ). Message decoding 

is  a notable obstacle because of verbal and nonverbal 

symbol d ifferences between cu ltures.

(2) Motivations

Campbell indicates that motivations are influenced by (a) 

needs, and (b) values.

(a) Needs

"People act fo r  reasons. They pursue goals, they are 

motivated, they t r y  to s a t is fy  th e ir  needs" (Campbell,

1982, p. 81 ). U.S. negotiators need to assess plausible  

needs from the Chinese point of view.

(b) Values

"Values express strong, basic, and very general views 

of how one should act or what goals one should seek (what



goals are worthy of seeking)" (Campbell, 1982, p. 83 ).

For example, i f  what we read regarding recent government 

policy changes aimed toward improved q u a lity  of l i f e  in 

China are accurate ( Omaha World-Herald, October, 1984), 

then the goal "q u a lity  l i f e "  may be among the values upon 

which Chinese government decisions are being made.

Obviously, the U.S. negotiators need to understand a l l  they can 

about the people with whom they are negotiating— from the individuals  

on the negotiation team to decision makers not present at the negotiation  

ta b le . "In every case, you must consider how to use the b e l ie fs ,  

a tt i tu d e s , and values of the audience (Chinese negotiators) in order 

to reach them and induce them to p a rt ic ip a te"  (Campbell, p. 89).

The function of an enthymene w il l  depend, in p a r t ,  upon the b e l ie f ,  

a t t i tu d e ,  and value system of each Chinese p a rt ic ip a n t.

(B) Obstacles Arising from Subject and Purpose

Although the Chinese 'audience' is  central in an analysis of 

rhetorical obstacles, equally important is  the Chinese negotiators' 

in te rre la tio ns h ip  with the (1) subject and (2) purpose of the rhetorical  

act.

(1) Subject-re lated Obstacles

According to Campbell, two major obstacles that stem from 

the subject include resistance created by: (a) complexity, and

(b) cultural h istory of the issues.

(a) Complexity

Subjects seem complex when they are remote from the others' 

personal experience; when they require some kind of technical
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knowledge or expertise; and when they are bound up with 

many other d i f f i c u l t  issues.

When the subject is  outside the realm of personal 

experience, one has to re ly  on data gathered by others 

and in terpreta tions  made by experts. Although the Chinese 

may have plenty of experience negotiating wheat deals, 

there may be aspects of any p a r t ic u la r  negotiation that  

are unfam iliar to the Chinese negotiators. For example, 

i f  they have previously imported only LQS wheat and i f  

they are unfam iliar with automated bread-production procedures, 

then an o f fe r  centered around bakery construction assistance 

in exchange fo r  a purchase of some HQS wheat may be out 

of the Chinese negotiator's  realm of personal experience.

When a subject requires technical knowledge or expertise ,  

the audience may tend to re s is t  p a rt ic ip a t io n . "In th is  

s itu a t io n , the rhetor must become the educator . . . [seeking 

to] a l t e r  the audience's perception of th e ir  own competence" 

(Campbell, 1982, p. 103). I f  Chinese negotiators are 

not well informed on HQS wheat characteris tics  in re la t io n  

to n u tr it io n  and d ie t -v a r ie ty  advantages, then a U.S. o f fe r  

of a portion of HQS wheat--even i f  supported by arguments 

based upon q u a lity  specifications in re la t io n  to n u tr it io n a l  

benefits—may be met by resistance.

When a subject is  intertwined with other d i f f i c u l t  

issues, the complexity that results may be an obstacle 

to reaching an agreement. Examples of such issues include
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the strength of the U.S. d o l la r ;  t e x t i l e  import disputes; 

Taiwan.

(b) Cultural h istory

Some obstacles that stem from the subject may have originated  

long before the time of the communication transaction.

For example, the cultural h istory of any p a r t ic u la r  negotiation  

may include experiences th at Chinese negotiators may have 

had with the present or other U.S. companies, or with  

wheat traders from other countries.

(2) Purpose-related Obstacles

Negotiators must not only deal with subject-re lated obstacles, 

they need to consider factors that may in h ib i t  e f fo r ts  aimed toward 

achieving the purpose of negotiation. Purpose-related obstacles 

may stem from both (a) cost fa c to rs , and (b) perceived degree 

of co ntro l.

(a) Cost

The rhetorical problem of cost refers to the price that  

must be paid not only in terms of money, but also time, 

energy, commitment, expertise, r id ic u le ,  and so on. The 

greater such costs, the greater the resistance. For example, 

i f  the U.S. government were to grant p o l i t ic a l  asylum 

to a Chinese defector during these negotiations, the "cost" 

to the Chinese of a wheat agreement in terms of perceived 

loss of face, a t th is  time, might be too high.

(b) Control

Obstacles aris ing  from control re la te  to the characteristics  

of the audience and the audience's perception of who can
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control what under the circumstances of the negotiation.

For example, the U.S. team may need to recognize that

ultimate control may l i e  with o f f ic ia ls  not present a t

the negotiation tab le .

(C) Obstacles Arising from C re d ib i l i ty 22

Ideas do not walk by themselves, they must be carr ied— expressed 
and a rt ic u la te d — by someone. As a re s u lt ,  we do not encounter 
ideas n e u tra l ly ,  o b jec tive ly , apart from a context; we meet them 
as someone's ideas. (Campbell, 1982, p. 121)

The audience is influenced by the perceived character of the

source. Source c r e d ib i l i t y  depends upon perceived competence (e xp e rt ise ) ,

trustworthiness, and goodwill (concern fo r  o ther's  in te r e s t ) .  Campbell

makes the d is tin c tio n  between (1) p r io r  c r e d ib i l i ty  and (2) c r e d ib i l i t y

during the communication act.

(1) Speaker's Prior C re d ib i l i ty

Attitudes toward the speaker p r io r  to the rhetorical act

may be influenced by: (a) reputation, (b) appearance,

(c) in troduction, and (d) the context in which the communication

act is presented.

(a) Reputation

Previous actions may a f fe c t  perceived c r e d ib i l i t y .  Individual 

U.S. negotiators may be seen as a part of m u lt i - le v e l  

groups, each with a perceived reputation. For example, 

t *ie individual is  a member of a team, representing a p a rt ic u la r

22Note the d is t in c t io n  between " c re d ib i l i ty "  and " c re d ib i l i ty  trend" 
as used in the context of th is  methodology. C re d ib i l i ty  refers to  
the competence, trustworthiness, and goodwill of the negotiators as 
perceived by th e ir  audience. A c r e d ib i l i t y  trend is  a resu lt  of 
accumulated in te llig en ce  that denotes the d irection  and degree of 
b e l ie v a b i l i ty  of any claim.



175

U.S. company. This company is  one of many U.S. wheat 

trading companies— and so on— a l l  of which contribute  

to the perceived reputation of the U.S.

The diagram below i l lu s t r a te s  m ulti-ord ina l aspects 

of the U.S. negotiators' reputation.

U.S.

Wheat Trading Companies

egotiation Team Representing 
P a rticu la r  U.S. Company

In d iv id u a l's  Reputation

(b) Appearance

Dress, posture, and observed manners become part of the 

perception of c r e d ib i l i t y .

(c) Introduction

In i t i a l  contact may set the tone fo r  perceived c r e d ib i l i t y .

(d) Context

The context in which th is  p a r t ic u la r  negotiation occurs 

may have an e f fe c t  on perceived c r e d ib i l i t y .  For example, 

Chinese a tt itu des  stemming from the t e x t i le  dispute may 

be an obstacle.

(2) C re d ib i l i ty  During Negotiation

Attitudes during negotiation may be influenced by: (a)

id e n t i f ic a t io n ,  (b) social power, and (c) p a rt ic ip a tio n .
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(a) Id e n t if ic a t io n

Obstacles may arise  from the lack of perceived s im i la r i t ie s  

between U.S. and Chinese negotiators. U.S. negotiators  

can minimize these obstacles by seeking to establish common 

ground and mutual goals.

(b) Social power

Social power refers to the degree of influence one negotiation  

team may have, or be perceived to have, over the other.

E ffo rts  aimed toward sharing social power may help to 

minimize d is tru s t .

(c) Partic ipation

Chinese negotiators' willingness to pa rt ic ip a te  in the 

process of negotiating— p a r t ic u la r ly  a willingness to 

p a rt ic ip a te  in an enthymematic argument— w i l l  be influenced 

by th e ir  perception of the U.S. negotiators' trustworthiness, 

competence, and goodwill toward them and th e ir  constituents.

The Rhetorical Schematic

Figure 4 shows the th ree-part process of generating communication 

strateg ies by way of the Rhetorical Schematic. During Stage One, 

negotiators assess which trends (based upon accumulated in te ll ig e n c e )  

seem most credibly related to a given negotiation top ic . During Stage 

Two, negotiators seek answers to the question: Which rhetorical obstacles

are l ik e ly  to ex is t  in re la t ion  to the given topic? During Stage 

Three, negotiators generate adaptive communication s tra teg ies , given 

the assessment of c r e d ib i l i t y  trends and the diagnosis of rhetorical
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obstacles related to the p a rt ic u la r  negotiation to p ic .23 

Procedural Directions fo r  Using the Rhetorical Schematic 

Stage One:

Although a l l  of the topics related to the negotiation s ituation  

are in te r re la te d ,  each to p ic , and the set of c r e d ib i l i t y  trends related  

to each top ic , are presented in Stage One of the Rhetorical Schematic 

as i f  they could be iso lated .

During the process of formulating c r e d ib i l i t y  trends, however, 

negotiators may choose to s h i f t  the focus from single topics to those 

issues that are l ik e ly  to be most immediate in the context of negotiation  

discussions. For example, as i l lu s tra te d  by Figure 5, c r e d ib i l i t y  

trends related to "how much wheat China might consider buying from 

our company" (Quantity) are grounded in in te ll ig en ce  related to China's 

current wheat crop and forecasted wheat consumption (Need); the amount, 

q u a l i ty ,  and price of wheat availab le  from other countries (Global 

Wheat S itu a tio n );  and China's present a t t i tu d e  toward the U.S. stemming 

from "unrelated" issues such as " t e x t i le ,"  "Taiwan," and strong U.S. d o l la r  

issues (W illingness); not to mention other immediate issues such as

2^The communication "strategies" generated in Stage Three of the 
rhetorical schematic encompass "tactics" as w e ll .  I t  may be helpful 
to note the vague, somewhat overlapping d is t in c tio n  between the two.
A way to explain the differences may be by way of a simple sa il in g  
analogy. I f  one were to set out on a s a il in g  voyage, s/he would probably 
f i r s t  chart a course, planning long-range strategics aimed toward 
reaching a p a rt ic u la r  destination a l iv e .  Included in the strateg ies  
may be specific  ta c t ic a l maneuvers designed to accommodate a v a r ie ty  
of potentia l circumstances that may be encountered; fo r  example, an 
abrupt change in weather conditions or an unforeseen problem with 
a piece of equipment. Although i t  may be d i f f i c u l t ,  in some cases, 
to distinguish the ta c tic s  from the s tra teg ies , each is  important 
in order fo r  the sea-farer to reach the designated destination. S im ila r ly ,  
communication strategies might include s p e c if ic , more immediate tac tics  
adapted to a p a r t ic u la r  set of circumstances.
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Chinese Cultural 
> Factors

/  China's Willingness 
to Buy U.S. Wheat '

China's Wheat 
Need

Global Wheat 
Situation

Immediate
Context

Chinese 
point of 
view

U.S.
point of 
view____

oc

Cla
o

Negotiation Issues

Figure 5. A Structure fo r  Formulating a C re d ib i l i ty  Trend by 

In te r re la t in g  Issues and Contexts Relative to Any Given Negotiation 

Topic.
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p ric e , q u a li ty ,  and shipping.

Stage Two:

Each set of c r e d ib i l i t y  trends related to a p a r t ic u la r  negotiation  

issue is then fed into the Stage Two "inquiry box" where i t  is diagnosed 

fo r  rhetorical obstacles. At th is  stage negotiators determine whether 

or not there may be rhetorical barr iers  associated with (1) Chinese 

perceptions and motivations in th is  context, (2) the subject or purpose

of the negotiation, and (3) the c r e d ib i l i t y  of the U.S. negotiators.
*

I f  any one of the categories is determined to be a potentia l obstacle, 

the negotiator can proceed through the diagram considering specific  

aspects of that p a r t ic u la r  category. I f  the negotiator determines 

that there may be more than one set of obstacles, the diagram allows 

fo r  the negotiator to recycle through and id e n t i fy  additional potential 

obstacles as needed.

Stage Three:

The f in a l  process e n ta ils  generating a reperto ire  of appropriate 

communication strategies and ta c t ic s ;  both are the "offspring" resulting  

from the "marriage" of Stages One and Two of the Rhetorical Schematic.

The strategies can be generated as a natural resu lt of the confrontation  

between: (1) each set of c r e d ib i l i t y  trends related to a specific

negotiation topic and, (2) the rhetorical obstacles diagnosed to be 

present in the context of that set of topical trends.

The following examples serve to i l lu s t r a t e  the use of the Rhetorical 

Schematic fo r  generating a reperto ire  of communication strategies  

and tac tics  in the context of a prospective wheat negotiation between 

representatives of the U.S. and China grounded in the r e a l is t ic  negotiation
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s ituation  formulated in Chapter I I .  The structure of the examples 

matches the three stage structure of the Rhetorical Schematic. For 

s im p lif ic a t io n , the documentation data upon which the c r e d ib i l i t y  

trends re la t in g  to each negotiation issue are based appear in the 

form of outline symbols. The symbols serve as cross references to 

the corresponding data o r ig in a l ly  documented in Chapter I I .  New 

information is documented according to the previously established  

p atte rn . Symbols th a t appear in Stage Two of the following examples 

correspond with the symbols in Stage Two of the Rhetorical Schematic 

diagram.

Although the natural order of negotiating would require early  

consideration of both immediate and future relationships as they pertain  

to selecting communication s tra teg ies , the order of presentation of 

selected issues is  shown in Figure 5, page 179.
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1 to o © •r— X to O to E  E JZ O) © *o E
© s- r— © © to 4-J r— O CT) O  © © $-
a to 4-J O  4-J 3 © o  to i—  E 't— © ©
E E to Q. to to E s- CT) C-* E O 4- r— >
© O 4-J to CT) to E O s- to E  4-J to •t— ©

© • E © 3  O E to JZ to 4-J 2
*CT 4-J S- 5OC0 •r— JZ 4-J > O  4-J •r— 4-J a  © 4-J X O
3 O. Q. E • *o E o to JZ ©  JZ tO ©  JZ
CO © s- tO ZD s- CO > 4P $ -0  4-1— 2 to 1—

O © o . to 2 -E . 03 ©
© S- 4-> E S- CT)•r— 4-> 4-> to CO -CJ $- E
to © E o o © to O o • $■ o © to JZ u
© CL. •r— O 4- s- 1— 2 Z CXZ3 O 4—CQ•—'•— ' '— '
E ^ v
JZ t— t CM
o --- ---

'—'

11 CO
to E LO © •
E O 3 CO
O >) CM to •
•r- 4-J to Z3 E

©
• 4-> 

CO O
io a<o c <  i-

3  s- to4-J + J N  +J
x  ct) c o ,— . a i  
<u e  oj cr» s-
4-> *i- s- \

3  CM tO 
tO C 4->
e  i -  $» «=C to•i- 4-J o \  e

£  ai C Q-I—< -r- 
O 4-> O E • JZ 
\  3  O  ^O

• Q.
CO 1/1• m x>=> -a '—

O •!— fO •—< 
u r  1- h

O  CD----O '■>*
4-> > E  4 J

CO V - E  
Q) • OJ OJ
$- => I— E 3  I <U 

r —  J Z  CT> ©  
• i -  4-J E  $ - f l i -  o o> 
4- 2  —I C

fO
2

•n
tO)— ĉ»
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Summary

The foregoing examples serve to i l lu s t r a te  the procedure fo r  

generating negotiation stra teg ies  by way of the Rhetorical Schematic.

A reperto ire  of s tra teg ies  was generated in Stage Three as a re su lt  

of (1 ) an assessment, in Stage One, of c r e d ib il i ty  trends re la ted  

to each negotiation to p ic , and (2) a corresponding diagnosis, in Stage 

Two, of rheto rica l obstacles related to the negotiation to p ic .

Various methods are employed during the strategy-generating process, 

including: (1) p lausib le reasoning methods; (2 ) methods by which

negotiators can gain and maintain perspective; (3) jo in t ,  creative  

problem-solving methods; (4) argumentation methods; and (5) methods 

fo r  adapting stra teg ies  to the p a rtic u la r  negotiation s itu a tio n .

P lausible Reasoning Methods

Each negotiation topic introduced in Stage One of the Rhetorical 

Schematic represented a set of c r e d ib il i ty  trends derived from in te llig e n c e  

gathered by p lausib le  reasoning methods. Because c r e d ib il i ty  trends 

are provisional in nature, to be challenged, reaffirm ed or strengthened 

throughout the negotiation process, they were presented as 

in te rro g a to ries . In the case of w h eat-qu a lity -re la ted  trends which 

compare HQS wheat with other sources of n u tr itio n  in China, the ava ilab le  

data provide the framework fo r  a comparative structure fo r  which 

q u an tita tiv e  estimates are yet to be supplied. Further in te llig e n c e  

work may require input from certa in  experts, perhaps the team's wheat- 

qual i t y  expert or Chinese cu ltu ra l expert.

Methods by Which to Gain and Maintain Perspective

Negotiators develop a h o lis t ic  perspective on the negotiation  

s itu a tio n  by gathering relevant in te llig e n c e ; by categorizing in te llig e n c e
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in to  related sets of data and then seeking to " f i l l  in the gaps" as 

needed throughout the negotiation process. When negotiators focus 

on one set of c r e d ib il i ty  trends (re la tin g  to a p a rt ic u la r  negotiation  

to p ic ) , those trends are the G estalt f ig u re , grounded in other relevant 

negotiation issues. For example, when q u a !ity -re la te d  trends were 

analyzed by way of the Rhetorical Schematic, they were grounded in 

qu an tity , p r ic e , shipping, and human re la tionsh ip  issues. Each set 

of c r e d ib il i ty  trends was s im ila r ly  grounded in contextual factors  

including: Chinese cu ltu ra l fa c to rs , China's w illingness to buy

U.S. wheat, China's need fo r  wheat, and the global wheat s itu a tio n . 

Jo in t, C reative, Problem-Solving Methods

The reperto ire  of communication choices is  predicated upon the 

orien ta tio n  th at both U.S. and Chinese negotiators can be "winners." 

Creative problem-solving methods set fo rth  in Nierenberg's win/win 

negotiation theory ca ll fo r  the jo in t  discovery of perhaps novel 

solutions to a mutual set of problems. An i l lu s tr a t io n  of a win/win 

approach appears in the shipping-related s tra teg ies . A non-trad itiona l 

"delayed shipment/delayed payment" o ffe r  designed to accommodate China's 

present "lack of s u ffic ie n t foreign cap ita l"  problem may be a step 

toward a novel solution to a d i f f ic u l t  problem in the context of th is  

wheat d e a l.

Argumentation Methods

The foregoing wheat-strategy examples represent a systematic 

u t i l iz a t io n  of argumentation methods. For example, the q u a lity -re la te d  

stra teg ies  serve to i l lu s t r a te  the development of an enthymematic 

argument series. "Good" reasons, generated to support the unstated
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claim "China may need to import a portion of HQS wheat in order to  

e ffe c t iv e ly  meet th e ir  published n u tr itio n  and d ie t-v a r ie ty  goals,"  

were designed to appeal to the Chinese point of view. The q u a lity -  

re lated  stra teg ies called  fo r  evidence to be compiled and presented 

by U.S. and Chinese n u tr itio n  experts. S ta t is t ic s , expert testimony, 

and examples were to be ta ilo re d  to f i t  the Chinese experience. Timing 

of the introduction of q u a lity -re la te d  evidence, in re la tio n  to other 

negotiation top ics , was to be adapted to the in ferred  receptiveness 

of the Chinese negotiators. Q u a lity -re la te d  evidence included:

(1) visual comparisons to supplement a verbal explanation of 

relevant wheat spec ifica tion s;

(2) visual comparisons of numerous wheat end products desired 

by the Chinese--from fa s t food buns to French p astries ; 

two samples each— one made with HQS wheat f lo u r , the other 

with LQS wheat f lo u r ;

(3) comparison chart i l lu s tr a t in g  the n u tr itio n a l components 

of HQS wheat, LQS wheat, and other sources of n u tr itio n  

in China;

(4) cost comparisons of n u tr itio n  sources;

(5) a formula based upon trends of wheat supply and consumption 

in China which would allow  the Chinese negotiators the option 

to " f i l l  in the blanks" with the most up-to-date q u an tita tive  

data (probably ava ilab le  only to the Chinese) and ca lcu late  

th e ir  needs based upon s ta t is t ic a l forecasting methods.

Once the series of evidence is  presented to the Chinese by way 

of an enthymematic form at, the Chinese negotiators can draw th e ir
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own conclusions about how much and what standard of wheat q u a lity  

they need a t th is  time in order to meet th e ir  n u tr it io n  and d ie t-v a r ie ty  

goals. I f  U.S. negotiators had chosen to f i r s t  s ta te  the claim "China 

may need to import a portion of HQS wheat in order to e f fe c t iv e ly  

meet th e ir  published n u tr it io n  and d ie t-v a r ie ty  goals," and then proceed 

to prove the claim by way of logical deduction, the proposal might 

have had less persuasive impact.

Adaptation Methods

The reperto ire  of communication stra teg ies  generated fo r  the 

wheat negotiation between representatives of the U.S. and China re fle c ts  

the use of adaptation methods. S trategies are designed to ta rg et 

the Chinese view po in t. The in te llig en ce-g ath erin g  stages of preparation  

serve to provide negotiators not only with information about the subject, 

purpose, and context of the nego tia tion , but also information about 

the audience. The rh eto rica l analysis (Rhetorical Schematic) of that 

accumulated data makes i t  possible fo r  negotiators to ta i lo r  stra teg ies  

to f i t  th is  audience in th is  p a rtic u la r  context a t th is  p a rt ic u la r  

tim e.

Adaptation e ffo r ts  can have both short-range and long-range 

im plications. In some cases, a t f i r s t  glance, those im plications  

may seem to be contrad ictory . For example, in the case of the fu tu re - 

related s tra teg ies , U.S. negotiators learned through in te llig e n c e  

th a t "the Chinese want automated bakery technology." They also discovered 

some fe a s ib i l i ty  problems associated with China's in s titu t in g  "state  

of the a rt"  bakery technology; e .g . ,  p ro h ib itiv e  costs, specialized  

s k il ls  required fo r  the operation and maintenance of equipment, and
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minimum wheat q u a lity  (p ro te in  content) required fo r  optimal functioning  

of sophisticated machinery. Audience-related in te llig e n c e  of th is  

nature led the U.S. negotiators to formulate an o ffe r  designed to  

meet China's long-range "developing technology" needs rather than 

th e ir  short-range "state of the a r t  technology acquisition" needs.

I t  may not be in China's best in te re s t to in s t itu te  immediately 

the most sophisticated bakery technology. However, i f  the U.S. company 

were to assis t the Chinese in converting an ex is ting  structure in to  

an experim ental, semi-automated bakery establishment which u t il iz e d  

automated techniques s im ila r to those used in the U.S. in the 

1950's — a f a c i l i t y  which might serve as a prototype fo r  additional 

establishments throughout China— then the Chinese might b en e fit in the 

long-run. Advantages might include:

(1) Time to catch up and adapt technology to th e ir  cu ltu ra l

needs by researching production methods, conducting experiments, 

v is it in g  high-tech bakeries in other countries, and tra in in g  

people.

(2) S ig n ific a n tly  lower cap ita l investment than high-tech equipment 

would demand.

(3 ) Lower maintenance costs than high-tech f a c i l i t ie s .

(4) Employment opportunities fo r  a greater number of people than 

a high-tech bakery would allow .

(5) A means to produce standardized wheat products to include:

(a) fa s t food buns, (b) p a s trie s , (c ) loaves, (d) noodles, 

and (e) other items of in te re s t to the Chinese.

(6 ) Production processes that can be adapted to accommodate a
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wider quality-range of wheat f lo u r  (lower protein leve ls  

i f  necessary).

Any such o ffe r  (series  of arguments) might be most adaptive i f  

i t  were presented enthymematically to suggest a quid pro quo option 

in exchange fo r  a specified (range) wheat purchase.

Because negotiation circumstances are l ik e ly  to be in a constant 

state of flu xu a tio n , th is  methodology provides a systematic means 

by which negotiators can evaluate s tra teg ies  throughout the negotiation  

process and make readaptations as needed. (This procedure is  illu s tra te d  

in Chapter V .)

Choice-Sharing and Choice-Restricting S trateg ies: Win/Win O rientation

A re tro fle c t iv e  look a t the reperto ire  of stra teg ies  re fle c ts  

both choice-sharing and ch o ic e -res tric tin g  communication stra teg ies  

grounded in a win/win negotiation o rie n ta tio n . Choice-sharing stra teg ies  

re f le c t  e ffo r ts  to (1) estab lish mutual goals (whereby each party  

can win something); (2) cooperate (as is  evidenced by negotiators  

who sought to understand and meet Chinese needs w h ile , a t the same 

tim e, seeking to meet the U.S. company's needs); (3 ) share power;

(4) o ffe r  a range of choices; and (5) generate novel ideas (such as

the "semi-automated bakery" proposal which represented some risk  associated

with in it ia t in g  change).

Choice-sharing stra teg ies  were predominant; however, negotiators  

needed also to re s t r ic t  choices in order to stay w ithin fe a s ib i l i ty  

l im ita tio n s . C r ite r ia  fo r  agreement th at emerge during the strategy- 

generating process can serve as boundaries beyond which negotiation  

options may need to be re s tr ic te d . Emerging U.S. c r i te r ia  included:
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(1) economic f e a s ib i l i t y ,  (2) global-market com petition, (3) commodity 

a v a i la b i l i t y ,  and (4 ) long-term -re lationship  po ten tia l with China.

These c r i te r ia ,  in conjunction with the emerging Chinese c r i t e r ia ,  

serve to guide negotiators toward decisions.

Chapter IV has been a step-by-step explanation of the three-stage  

procedure fo r  generating communication s tra teg ies: Stage One, formulating

c r e d ib il i ty  trends related to each negotiation top ic ; Stage Two, diagnosing 

rheto rica l obstacles related  to each negotiation to p ic ; and Stage 

Three, generating communication stra teg ies as a re s u lt of the combined 

analysis of Stages One and Two.

Incorporated in to  the reperto ire  of stra teg ies  are numerous methods: 

plausib le  reasoning methods, methods to gain and maintain perspective; 

jo in t ,  c re a tiv e , problem-solving methods; argumentation methods; and 

adaptation methods. Both choice-sharing and ch o ic e -re s tric tin g  stra teg ies  

were grounded in a win/win o rien ta tio n .

Chapter V i l lu s tra te s  a two-fold procedure by which negotiators  

can evaluate the wheat negotiation stra teg ies in order to determine 

whether or not they are "on course."
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EVALUATION OF COMMUNICATION STRATEGIES AND THE METHODOLOGY

This chapter provides guidance fo r evaluating the s tra teg ic  (including  

ta c t ic a l)  choices of the negotiation team. The evaluation process 

can be compared with Norbert Weiner's Human Cybernetics as characterized  

by Bois.

Human cybernetics is  the a r t  of steering the whole person—mind, 
body, and a c t iv i t ie s ,  a l l  immersed in a space-time environment— 
to obtain the most from one's personal resources. By the use 
of feedback contro ls , guidance systems are able to keep m issiles  
set on th e ir  ta rg et even i f  i t  s h ifts  i t s  course to elude them. 
S im ila r ly , we can speak of a personal guidance system which is  
not automatic because i t  is  human, but which is  highly responsive 
and r e s il ie n t .  (Bois, 1979, pp. 18-19)

C haracteris tics of a system by which negotiators can guide

negotiations may be analogous to spec ific  ch aracteris tics  of a cybernetic

system. For example, the personal guidance system fo r  negotiators

must be highly responsive and r e s il ie n t .  I t  must provide a means

by which negotiators can use "feedback controls" to manage the d irec tio n

of negotiations. However, such c h a ra c te ris tic s , unlike a m issile

guidance system, cannot be achieved by automation. This methodology

provides a human cybernetic -1 ike , d o -it-y o u rs e lf  "guidance system"

whereby negotiators can system atically evaluate sets of negotiation

data and make appropriate readaptations as needed in an e f fo r t  to

guide the d irections of negotiations.

The guidance system b u ilt  in to  th is  methodology was designed to

serve two functions: (1 ) a re tro f le c t i  ve function— a look back a t

sets of negotiation stra teg ies in an e f fo r t  to determine whether or

not they met rhetorica l communication standards in the circumstances
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fo r  which they were designed; and (2 ) a prospective function— a look 

forward in an e f fo r t  to determine what, i f  any, mid-course s tra teg ic  

corrections may be required in order to meet necessary wheat-agreement 

c r ite r ia  in the context of unforeseen negotiation contingencies.

I f  negotiation stra teg ies meet both: (1) rhetorica l standards

during a re tro fle c t iv e  evaluation , and (2 ) wheat-agreement c r i te r ia  

during a prospective evaluation , then the methodology by which the 

stra teg ies  were generated can be said to be functioning as intended.

R e tro flec ti ve Evaluation^

The re tro fle c t iv e  evaluation u t i l iz e s  a composite check lis t comprised 

of the feed-forward communication standards introduced in Chapter 

I .  They are: (1) argumentation standards; (2) rhetorica l adaptation

standards; (3) in te llig e n c e  standards; and (4 ) win/win negotiation  

standards. Although components w ithin each of the four sets of standards 

are presented in lin e a r  fashion, each set o f components can be equipped 

with a feedback loop allowing the negotiator the option to recycle  

through each set of standards as needed.

Each preparation phase of the U.S. and China wheat negotiation  

s itu a tio n  was evaluated re tro f le c t iv e ly  by way o f the composite check list 

of standards. The fo llow ing tabulation  o f standards (Table 7) points 

out th at negotiation is  not l ik e ly  to be an a c t iv ity  in which 100% 

of the standards are achieved, or even ap p licab le , a l l  of the tim e. 

Instead, the achievement of standards is  an on-going, incremental

26piease re fe r  to Appendix D fo r  a comprehensive explanation of 
each of the re tro fle c t iv e  standards.
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process. This kind of on-going, re tro fle c t iv e  evaluation allows the 

negotiators a chance to "repair" th e ir  perspective while progressing 

from one phase of negotiation to the next.

Use of the re tro fle c t iv e  evaluation check lis t of standards is

illu s tra te d  in the fo llow ing section by way of the w h eat-qu a lity -re la ted

communication stra teg ies  selected from Chapter IV . The communication

stra teg ies— o r ig in a lly  generated by way of the Rhetorical Schematic—

appear in the le ft-hand  column. The evaluation check lis t with appropriate

coded notations appears in the center column. Corresponding explanatory

comments are found in the right-hand column. A c la s s ific a tio n  code

was invented in order to id e n tify  the assessed status of each of the

evaluated negotiation s tra teg ies . The coding system is  as fo llow s:

n/ -  the standard was met;

V ' -  the standard was p a r t ia l ly  met;

x -  the standard was not met;

? -  some doubt a t the time of assessment;

A blank space indicates that the p a rt ic u la r  
standard was inapp licab le .
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Prospective Evaluation

In addition to an evaluative look back a t the numerous phases 

of negotiation preparation, i t  may be equally important fo r negotiators 

to look ahead in order to determine whether or not there may be a 

need fo r mid-course corrections. This forward-looking evaluation 

process requires the use of imagination and plausible reasoning methods. 

Negotiators need to invent plausible scenarios which may include external 

and internal interferences, or both. For example, what i f  the Chinese 

negotiators respond to the "open question" strategies with blank looks 

and silence? Or what i f  an international incident occurs midway through 

negotiation meetings in which a Chinese gymnast defects from China 

and is subsequently granted p o litic a l asylum by the U.S.?

In an e ffo rt  to answer "what i f"  questions such as these, negotiators 

may seek to discover potential strategy-related problems by viewing 

the invented plausible scenarios from the Chinese viewpoint. To do 

so would be to practice what Delia and Clark call "social perspective- 

taking": in order fo r one individual to take the perspective of another,

s/he must "reconstruct a pattern of representation of certain a ttributes  

of the (o ther's) environment, and then adapt to that environment as 

s/he has constructed i t "  (1977, p. 69). According to Delia and Clark, 

the a b il i ty  of social perspective-taking is achieved, in p a rt, through 

the development of an ind iv idual's  social construct system (cognitive 

complexity) which seems to become more d iffe ren tia ted  with age. They 

sought to determine the relationship between social perspective-taking  

and adaptive communication by conducting a study involving f if ty -e ig h t  

children, ranging from second through ninth grades. As a part of
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th is  study, each child was instructed to describe a situation in which 

another individual found him /herself. The child was then asked a 

series of questions designed to e l ic i t  his/her construal of the other's  

perspective "in order to determine the extent to which the child understood 

the motivations the other might reasonably provide fo r his action* . . . 

Answers reflected a high degree of perspective-taking. Indicators 

of perspective-taking included a ch ild 's  a b il i ty  to "suspend his own 

evaluation of the act and provide what would be a reasonable explanation 

fo r the behavior within the other's perspective." The study revealed 

that not only does "social perspective-taking seem to improve with 

age," but there is  a high correlation (p. 64) between social perspective- 

taking and effectiveness in adapting persuasive communication (Delia  

& Clark, 1977, pp. 129-131).

I t  does not seem presumptuous to say that U.S. negotiators could 

do in the context of these wheat negotiations what those children 

did. By "doing" social perspective-taking, U.S. negotiators can scrutinize  

sets of communication strategies as i f  they were functioning within 

a reconstructed set of Chinese circumstances. Thus, they can determine 

whether or not tac tica l mid-course corrections may be appropriate .27

Each set of negotiation strategies was systematically reviewed 

in the context of a scenario imagined by "perspective-taking." In 

most cases, the o rig in a lly  designed communication choices remained

27An application of th is  perspective-taking evaluation method r e i t 
erates the need fo r a Chinese cultural expert on the U.S. negotiation 
team. In addition to "perspective-taking" among designated team members, 
U.S. negotiators may choose to plan a "dry run" negotiation in which 
a Chinese expert, who is  not a member of the team, is  invited to lis ten  
to negotiation strategies with a "fresh" ear in an e ffo rt  to imagine 
potential obstacles within a reconstructed Chinese perspective.
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generally appropriate, requiring only minor tac tica l readaptations.

For example, Chinese negotiators might perceive the general negotiation 

orientation-behavior of U.S. negotiators in the present context as 

being Inconsistent with orientation behavior ty p ic a lly  observed during 

negotiations with western wheat trading companies. What i f ,  as a ' 

result of these perceptions, the Chinese negotiators are cautious, 

suspicious, and generally reluctant to respond to open questions?

An answer to that question may re fle c t some changes in communication; 

however, those changes should not be s tra teg ic , but ta c tic a l. Such 

tactica l "fine-tuning" might include the following:

(1) Seek in telligence on Chinese apparent reluctance;

(2) (meanwhile) Observe both verbal and nonverbal cues. Validate 

verbal symbols against nonverbal symbols in order to avoid 

doing anything that might exacerbate the s ituation;

(3) Consider pacing of negotiation progress; adapt to the Chinese 

rate of progress.

In addition to routine situations which may require tactica l 

fine-tuning , there might be circumstances which would require mid

course corrections. I t  seems plausible to imagine that an intelligence  

report relating  to th is  wheat situation could develop in the form 

of the following scenario grounded in data documented in Chapter I I .  

Consider this set of circumstances:

Wheat negotiations between representatives of the U.S. and 

China began three weeks ago in B eijing , China. U.S. negotiators 

have been implementing selected preplanned strategies as 

appropriate in context. The Chinese negotiators seem to be
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responding well to the general direction of communication 

strategies.

Presently negotiators are on a one-week break in negotiation 

sessions during which time Chinese negotiators have been 

meeting with Chinese government o ff ic ia ls  discussing d eta ils  

fo r a potential wheat agreement with the U .S.. U.S. negotiators 

are waiting p a tien tly  fo r  meetings to resume. They are 

optim istic that the Chinese negotiators may receive needed 

authorization to purchase a portion of HQS wheat as a part 

of the total wheat purchase in exchange fo r future bakery 

considerations in China.

Concurrent with these wheat negotiation meetings, U.S. and 

Chinese o ff ic ia ls  have been meeting in Geneva in an e ffo rt  

to resolve the te x t i le  dispute. Things have not been going 

so w ell. Chinese o ff ic ia ls  are displeased with the U.S. 

policies which call fo r "unfair" restric tions on te x t i le  

imports from China. U.S. o ff ic ia ls  are unwilling to make any 

more adjustments in the te x t ile  policy proposals.

As a result of the te x t ile  negotiation stalemate, according to 

in te lligence reports, Chinese o ff ic ia ls  have:

(1) walked out of the te x t ile  meetings; and

(2) planned to take re ta lia to ry  action against the 

U.S. by withholding grain purchases.

Furthermore, representatives from China may have been conferring 

with wheat traders from other MWEC. Intelligence estimates 

indicate that adequate wheat is available at advantageous prices 

from Argentina.
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The next step in the prospective evaluation process is to determine

what— i f  any—mid-course communication strategy corrections may be

advisable. The following section illu s tra te s  the three suggested 

steps fo r determining appropriate mid-course corrections. They are:

(1) taking the Chinese perspective (left-hand column);

(2) interpreting the situation (center column);

(3) identifying emerging wheat agreement c r ite r ia  from 

which to determine mid-course corrections as needed 

(right-hand column).

The following mid-course corrections suggested fo r th is  scenario 

are based upon the assumption that the Chinese negotiators may take 

one of two positions at the time negotiation meetings resume. The 

Chinese may choose: (1) a CLOSED position whereby they avoid exhibiting

any knowledge of the te x tile -re la te d  developments, or (2) an OPEN 

position whereby they openly address the te x t ile  issue as i t  relates  

to these negotiations.
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Corrections in "Textile" Scenario

Contingency I: Chinese CLOSED Position Contingency I I :  Chinese OPEN Position

TA-1 )M £ Chinese: .........
Resume talks as though 
no change;

(A -l) IE  Chinese:
State that te x tile  Issue 
blocks agreement potential;

(A—1) THEN U.S.:
(1) Malt and see;
(2) Let Chinese take lead.

(A -l) THEN U.S.:
(1) Express regret;
(2) Note mutual loss,

(a) China: HQS wheat, 
related technology,

(b) U.S.: wheat sale and 
on-going CH. relations,

(3) Inquire about plausible 
aareement ODtions.

(A-2) IF Chinese:
Do not take lead;

(GO ON TO "B")

(A-2) THEN U.S.:
(1) Review discussions;
(2) Continue search for options;
(3) Begin push for agreement.

(B) jF  Chinese: Will buy U.S. wheat only 1f purchase price 1s below 
Arqentlne price;

(B) THEN U.S.: (1) State cost/benefit wheat agreement c r ite r ia .
"He w ill not:
(a) lose money.
(b) jeopardize long*term relationship with China.
(c) aggravate world grain trade diplomacy,
(d) undermine potential U.S. advantages."

(2) Match China's o ffer against stated c r ite r ia .
"We prefer not to sell China the quality of wheat that 
would be affordable to us at the price you demand. The 
benefit of a cut-rate sale of wheat would not balance 
the costs related to our c rite r ia . For example, i f  we 
were to agree to sell wheat at your price, then:
(a) benefit—marginal monetary gain,
(b) cost—threat to our long-term relationship with 

China because we knowingly sold In ferio r quality  
of wheat that did not comply with the ir needs,

(c) cost—aggravation to world grain trade diplomacy 
by undercutting price,

(d) cost—loss of potential benefit to U.S. economy 
(by way of debt payment to U.S. from Argentina who 
w ill obtain needed currency as a result of wheat 
sale to China)."

(3) Reject China's o ffer.
(4) Restate a final o ffer that does meet U.S. c r ite r ia .

(C) .IF Chinese: Reject final U.S. o ffer;

(C) THEN U.S.: (1) Say goodby;
(2) On the way out,

(a) leave portfo lio ,
(b) Invite  to U.S.
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The foregoing evaluation procedure provides a means fo r negotiators 

to id e n tify  potential communication-strategy problems in the context 

of any wheat negotiation situation and formulate appropriate readaptations 

as needed.

Evaluation of the Methodology

An evaluation can serve to indicate the functioning capab ilities  

of the communication methodology. I f  the communication strategies  

generated fo r the wheat negotiation situation meet the prescribed 

standards fo r competence and appropriateness, then one may ascertain 

that the methodology by which the strategies were generated is functioning 

as intended.

In an e ffo rt  to detect serious omissions or errors among communication 

strateg ies, I systematically searched fo r incongruencies between the 

strategies and the rhetorical communication feed-forward standards 

introduced in Chapter I .  While I found occasional need fo r minor 

readjustments (fo r  example, the claim "HQS wheat may provide a level 

of nu tritio n  comparable to that of more costly sources of nu trition  

u tilize d  presently in China" might be better substantiated by way 

of visual charts that re fle c t research comparisons made by a Chinese 

nutritional expert) I was unable to find any incongruencies between 

communication strategies and those prescribed standards.

A fter evaluating the strategies re tro fle c tiv e ly  according to 

the designated rhetorical standards, i t  became apparent that the strategies  

should also be evaluated prospectively in order to determine what,



238

i f  any, mid-course corrections might be needed in the event of 

"interference" from unforseen negotiation contingencies such as the 

te x tile -re la te d  c o n flic t.

Thus, the rhetorically-sound strategies were challenged; consequently, 

the im p lic it wheat-agreement c r ite r ia  were made e x p lic it  so that the 

negotiators could responsibly evaluate the appropriateness of th e ir  

strategies fo r adapting to various contingencies. Then they could 

make mid-course corrections as needed.

As a result of illu s tra tin g  a prospective evaluation, I discovered 

that the methodology can accommodate mid-course corrections in order 

to make adaptations to unforeseen circumstances.

Inasmuch as neither the re tro flec tive  nor the prospective evaluation 

procedures disclosed any need to reconstitute the methodology, no 

need to "debug" i t  was found.
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CONCLUSIONS AND RECOMMENDATIONS 

FOR PROSPECTIVE RESEARCH

Statements in Chapter I re fle c t my desire to discover ways that 

people of d iffe ren t cultures or subcultures might manage co n flic t 

through negotiation. My personal association with a mid-western 

U.S. agricultural environment, and my particu lar in terest in the Chinese 

culture , led me to create a communication methodology designed fo r  

a wheat negotiation between representatives of the U.S. and China.

This methodology was designed fo r d irec t use by company-selected 

negotiation personnel so that they can generate any combination of 

negotiation strategies to meet the needs of th e ir  p articu la r s ituation .

In order to create the methodology, I constructed a re a lis t ic  

wheat negotiation situation between representatives of the U.S. and 

China. In Chapter I I ,  I arranged availab le , relevant data into  

in terre la ted  sets of data. From the organized sets of data, I sought 

to determine the structure of the unknown relevant data, illu s tra te d  

in Chapter I I I .  The process of determining the structure of the unknown 

is  analogous to the search fo r a particu la r jig-saw puzzle piece.

One can e ffe c tiv e ly  search fo r the dimensions and deta ils  of a missing 

puzzle piece a fte r  recognizing the structure of what is  missing in 

relation  to the structure of the part of the puzzle that has been 

assembled. Once the structure of the unknown information pertaining  

to the wheat negotiation situation was determined, I was able to suggest 

capab ilities  or expertise needed fo r selecting or fo r recruiting and
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tra in ing members of the negotiation team.

The procedure introduced in Chapter IV serves to guide the negotiation 

team as its  members coordinate th e ir  e ffo rts  to generate appropriate 

and adaptive communication strategies. The "generator," called the 

Rhetorical Schematic, en ta ils  a three-step procedure: (1) formulate

c re d ib ility  trends related to each set of negotiation data; (2) diagnose 

potential rhetorical obstacles related to each set of c re d ib ility  

trends; and (3) generate communication strategies as a resu lt of the 

combined analysis of steps 1 and 2. The Rhetorical Schematic was 

exemplified by generating adaptive strategies.

F in a lly , a two-fold evaluation procedure was introduced whereby 

negotiators review the strategies—both re tro fle c tiv e ly  and 

prospectively— in order to determine whether they meet: (1) the rhetorical

communication standards set forth in the methodology, and (2) e x p lic it  

agreement c r ite r ia  (which should have emerged during the strategy- 

generating phase of preparing to negotiate). Both re tro flec tiv e  and 

prospective evaluation procedures were exemplified.

The orientation of th is  methodology is based upon the premise 

that in a successful negotiation both parties can win (Nierenberg,

1973). The choice-sharing model of human communication (Darnell & 

Brockriede, 1976) serves to id en tify  characteristics of choice-sharing 

behaviors that seem to fa c il i ta te  a win/win negotiation. A win/win 

orientation suggests that negotiators cooperatively seek mutually 

advantageous options by seeking to id e n tify  complementary goals, share 

power, risk change, and share choices insofar as feasib le within the 

constraints of the designated wheat-agreement c r ite r ia .
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When I attempted to represent an actual wheat negotiation situation  

by creating a re a lis t ic  negotiation situation from the pertinent lite ra tu re  

(documented in Chapter I I ) ,  I was aiming toward "representational 

v a lid ity " : the extent to which the function of the methodology in

the re a lis t ic  wheat negotiation matches the function of the methodology 

in an actual negotiation situation (Poole & Folger, 1981, p. 27).29

Prospective research re la ting  to th is  study should serve to test 

the methodology's usefulness in an actual negotiation s itu a tio n .30 

Selected negotiation personnel representing a U.S. wheat trading company 

need to be trained to understand and e ffe c tiv e ly  use the methodological 

guidelines fo r planning negotiation strateg ies. Prepatory a c tiv it ie s  

to be observed and evaluated should include: (1) formulating c re d ib ility

trends re la ting  to each set of negotiation data; (2) diagnosing potential 

rhetorical obstacles related to those data; (3) generating related  

communication strategies; and (4) evaluating the strategies re tro fle c tiv e ly  

and prospectively. A follow-up assessment of: (1) negotiators' response

to using the methodology fo r designing negotiation strategies; and

(2) the nature of the on-going relationship between negotiation 

counterparts; may provide an additional source of substantiation fo r  

a researcher's claim regarding the potential usefulness of the methodology.

29The matching procedure in th is methodology is analagous to the 
matching procedure in Poole & Forger's a r t ic le :  "A Method fo r Establishing
the Representational V a lid ity  of Interaction Coding Systems: Do We
See What They See?"

30Authors Brinberg and McGrath (1985) o ffe r expertise in evaluation 
research; therefore, they could and perhaps should be employed as 
consultants fo r any further studies.
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Although this methodology was designed fo r negotiators of a 

U.S. trading company who are seeking a wheat agreement with representatives 

of the Chinese government, there is no reason to assume that i t  would 

not be useful fo r other negotiation situations. In any case, this  

communication methodology might serve as one example of.a  systematic 

means by which people—even those from "opposite ends of the 

earth"—can cooperatively seek creative solutions to mutual problems.
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The methodology fo r generating communication strategies in the 

context of a wheat negotiation with the Chinese might be compared 

to a g ris t m il l .  Whether serving to m ill oats, wheat, or corn, the 

g ris t m ill is  designed to function according to an invarient set of 

processes. S im ila rly , the methodology has been designed to accommodate 

value changes within the broader lim its  of variables.

The values of the variables can change—and, in fa c t, have changed 

since I collected data fo r the re a lis t ic  U.S./Chinese wheat negotiation  

situation— but the relationship among the variables remains invarient.

For example, the "quantity of wheat consumed" (variable) by the Chinese 

in 1986 may be 125 mmt (value), compared to 90 mmt today. The "quantity 

of wheat produced" (variable) by the Chinese in 1986 may be 100 mmt 

(va lue), compared to 78 mmt today. However, China's "willingness 

to buy" remains a function (invarien t relationship) of these two variables 

re la tiv e  to th e ir  "need fo r wheat."

Furthermore, i t  is plausible to hypothesize that a negotiator 

might substitute "computer software" fo r "wheat" within the WHAT (service 

or commodity) variable; or substitute "Saudi Arabia" fo r "China" within  

the WHO variab le.

Although changing facts are extremely important fo r the participants  

of a particu la r negotiation s ituation , the most up-to-date facts are 

not relevant to the functioning relationships of variables that constitute  

the methodology. S ituation-specific  differences represent changes 

in degree, not necessarily changes in kind (Korzybski, 1941).
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PLAUSIBLE REASONING METHODS— INTELLIGENCE GATHERING

Much of the relevant information gathered in the context of a

negotiation situation w i l l—presumably— lie  outside the realm of

p robab ilities  and demonstrative log ic. In addition to s ta t is t ic a lly

predictable conjectures, negotiators presumably w ill need to make

th e ir  guesses in te llig e n t by means of plausible reasoning methods.

Polya makes the following d istinction  between plausible reasoning

and demonstrative reasoning as i t  related to mathematics:

Finished mathematics appears in purely demonstrative form, 
consisting of proofs only. Yet mathematics in the making 
resembles any other human knowledge in the making. You 
have to guess a mathematical theorem before you can prove 
i t ;  you have to guess the idea of a proof before you carry 
through the d e ta ils . You have to combine observations and 
follow analogies; you have to try  and try  again. The 
result of the mathematician's creative work is demonstrative 
reasoning, a proof; but the proof is discovered by plausible  
reasoning, by guessing. (1954, p. v i i i )

According to Polya, "a ll knowledge outside of mathematics and demonstrative

logic consists of conjectures . . . ;  we support our conjectures by

plausible reasoning" (1954, p. v ). He adds, "demonstrative reasoning

is safe, beyond controversy and f in a l.  Plausible reasoning is hazardous,

controversial and provisional." However, demonstrative reasoning

is "incapable of yielding essentia lly  new knowledge about the world

around us. Anything new that we learn about the world involves plausible

reasoning" (1954, p. v ). "The e ff ic ie n t use of plausible reasoning

plays an essential role in problem-solving" (1954, p. 10).

Polya offers no fool proof methods fo r using plausible reasoning.

He noted that "the e ff ic ie n t use of plausible reasoning is a practical

s k ill and is learned, as any other practical s k i l l ,  by im itation and
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practice" (1964, p. v i ) .  According to Polya, plausible reasoning 

methods include (1) reasoning by induction; and (2) reasoning by analogy. 

When reasoning by induction, one might make a provisional claim—or 

forecast—based upon a collection of observable facts . "A conjecture 

by induction is suggested by observation, indicated by p articu la r  

instances" (1954, p. 5 ). Observation of related events may—or may 

not— lend more, or less, credence to a given conjecture. A "c re d ib ility  

trend" refers to the di recti on of support fo r a given conjecture based 

upon accumulated observations re la tive  to that conjecture.

When reasoning by analogy, a problem-solver may ask, "Have I 

seen a s im ilar problem before?" "Two systems are analogous i f  they 

agree in c learly  definable relations of th e ir  respective parts" (1954, 

p. 13). By systematically noting s im ila r itie s  and differences between 

the problem at hand and another, more fa m ilia r , comparable problem, 

one may find clues that w ill lead to a clearer understanding of the 

present problem.

Plausible inferences are provisional and ten tative—more or less 

credible—and are not to be confused with p ro b ab ilities . P rob ab ilities , 

while unpredictable in certain d e ta ils , are predictable in certain  

numerical proportions of the whole which can be computed according 

to the Calculus of P robability . Polya compared "c red ib ility"  with 

"probability" by noting "assumptions of interchangeability and symmetry" 

in the process of "determining" each (1954, p. 132). A statement 

of c re d ib ility  related to a given conjecture can represent e ith er  

a probability  (s ta tis t ic a l hypothesis) £ r  a plausible inference, but



only the probability  has a d e fin itiv e  numerical va lue.31 However, 

the relationship of the components associated with both p robab ilities  

and plausible inferences can be represented by s im ilar mathematical 

equations which serve to indicate the d irection of support—more or 

less credible—fo r a given conjecture.

SlPolya suggests that i t  is  “safer", when lacking a s ta tis tic a l 
hypothesis, to "represent to yourself q u a lita tiv e ly  how a change in 
th is  or that component of the situation would influence your confidence, 
but do not commit yourself to any quantitative estimate" (1954, p. 132).
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An argument is  the invention and arrangement of material aimed 

toward persuasion. "Arguments are the building blocks of rhetorical 

action" (Campbell, 1982, p. 193). Toulmin describes an argument as 

"movement by means of which accepted data are carried through a 

certify in g  warrant to a claim" (Brockriede & Ehninger, 1960, p. 47).

According to these authors, components of an argument include: 

a claim, reservations or q u a lifica tio n s , warrants, evidence, backing, 

and rebuttals.

Claim: An argument is a claim or a conclusion backed

by reason. Claims are assertions beyond what 

can actually  be proved.

Reservations The power of a claim can be lim ited and the
or
Q ua!ifications: burden of proof reduced by lim itin g  the scope

of coverage with reservation(s) or by lim itin g  

the level of confidence with q u a lif ie r (s ) .

Warrants: Warrants— or reasons—are the grounds fo r drawing

conclusions. Reasons arise out of knowledge 

accumulated in the specific context. They legitim ize  

the leap from relevant data to acceptable claims. 

Legitimate "reasons" within one context may 

not be appropriate fo r another.

Evidence: Reasons fo r accepting a claim come from evidence

gathered from relevant available data. Evidence

cannot be discussed on solely logical terms,

but must be adaptive to audience needs. Therefore,
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"evidence can be judged by two c r ite r ia :  (1)

logical strength, and (2) psychological power" 

(Campbell, 1982, p. 174). According to Lucus 

(1983), forms of evidence include the following:

B rief examples—often called special instances; 

Extended examples— longer, more detailed  

than b rie f examples, sometimes called 

illu s tra tio n s ;

Hypothetical examples—examples that describe 

a "would be" s ituation;

S ta tis tic s —documented numbers;

Testimony—quote or paraphrase from a recognized 

authority.

Backing: Backing consists of credentials designed to

"back up" the warrant.

Rebuttal: The rebuttalacknowledges the conditions under

which the claim may not hold true.

The following diagram il lu s tra te s th e  relationship among argument 

components:

(Q )u a lif ie r  
therefore,

(D)ata (C)laim

(W)arrant
since

(R)ebuttal
unless

(B)acking
because

(Brockriede & Ehninger, 1960)
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Figure 7 illu s tra te s  the structure of a sample wheat argument.

The sample "meta-argument" consists of numerous sub-arguments. For 

example, each one of the "data" items is also a provisional claim 

which can stand alone. Each of the sub-claims upon which the meta

claim is based, must have adequate qualifications and reservations, 

and be supported by appropriate and su ffic ien t evidence.

Preparing fo r a rhetorical argument calls  fo r a creative ro le . 

Persuasive argument theory assumes that there is  a c u ltu ra lly  given 

pool of arguments on an issue (Campbell, 1982). According to that 

theory:

People take positions on issues because of the balance of 
arguments; that is , they decide where they stand based upon 
the number of pro and con arguments that have force fo r them 
that they know about. . . .  As a resu lt, novel or unfam iliar 
arguments become very important because such arguments may 
t ip  the balance . . . and change attitudes (p. 202).

One way to develop a novel argument is by formulating an enthymeme.

As noted in Chapter I ,  an enthymeme is a p articu la r kind of argument

found in rhetoric . "An enthymeme is an argument jo in t ly  created by

author and audience" (Campbell, 1982, p. 204). Through use of the

enthymeme, the audience draws conclusions that may be plausible but

not certain nor even probable. Although defic ien t by trad ition a l

logical standards, the enthymematic argument "gains its  force from

the fact that the audience f i l l s  in evidence, or supplies warrants,

or draws conclusions" (based upon th e ir  knowledge, experience, a ttitud es ,

and be lie fs ) (p. 204). The argument cannot be made unless the audience

supplies the omitted part.

The comparison below serves to distinguish between two patterns

of logic from which arguments can be developed— the demonstrative
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syllogism and the heuristic syllogism. A formal deductive argument 

may follow the logic of the demonstrative syllogism, while the 

enthymematic argument may correspond with the logic of the heuristic  

syllogism.

Demonstrative Heuristic

I f  A then B I f  A then B
B fa l se  B true
A false A more credible

(Polya, 1945, p. 188)

Each of these conclusions is on a d iffe re n t logical le v e l. The 

conclusion of the demonstrative syllogism is  on the same logical plane 

as the premises from which i t  was b u ilt .  The logical level of the 

heuristic  conclusion d iffe rs  from that of the premises. " I t  is more 

vague, less fu l ly  expressed, yet does show direction and magnitude."

In the heuristic syllogism, the premises constitute only one part 

of the basis upon which the conclusion rests--the "visib le" part.

There is also an unexpressed, inv is ib le  p a rt, formed by something 

else, by in articu la te  feeling perhaps, or by unstated reasons"

(Polya, 1945, p. 189). The logic of the heuristic syllogism can be 

applicable when negotiators are (1) developing th e ir  own conclusions 

as they begin to consider the "makings" of plausible negotiation 

strategies; or (2) planning how to most e ffe c tiv e ly  present a 

pre-planned argument to the other party during a negotiation session.

I f  the argument (series of arguments) illu s tra te d  in Figure 7 

were presented in a trad itional deductive pattern of lo g ic , each component 

of the argument might be stated in the appropriate logical sequence. 

However, i f  the U.S. negotiators choose to present th is  argument
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enthymematically (as i t  appears among the sample strategies in Chapter 

IV ) , they may choose to leave some components of the argument unstated. 

For example, they may decide to withhold a statement of the conclusion— 

and instead present care fu lly  selected, well timed points of evidence, 

each with appropriate and su ffic ien t evidence— in an e ffo rt  to gradually 

build a case from which the Chinese negotiators can form th e ir  own 

conclusions.
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Combinations of evidence arranged into comparison structures 

may provide e ffec tive  persuasive substantiation fo r p articu la r claims. 

Crable (1974) suggested three methods fo r comparing data. They are:

(1) residual reasoning methods, (2) c r ite r ia l reasoning methods, and

(3) comparative advantage methods.

Residual Reasoning

Residual reasoning is  reserved fo r  those times when a l1 viable  

alternatives except one can be proven to be unworkable. For example, 

i f  during the planning stages of th is  negotiation, in te lligence determines 

that: (1) China simply does not have the technology—nor the budget

to import technology—needed to process HQS wheat in a way that w ill 

retain maximum nutritional content; or (2) China's modernization plans 

include a multi-bakery construction project already underway (which 

ignores wheat quality  considerations); then U.S. negotiators are beginning 

to discover support fo r the claim "a HQS wheat o ffe r is  not lik e ly  

to meet China's needs at th is time." I f  s u ffic ien t evidence is  accumulated 

that serves to prove that any o ffe r containing some portion of HQS 

wheat is  unworkable, then by way of residual reasoning, the U.S. ’

negotiators may have substantiated the claim "the only wheat proposal 

that is lik e ly  to make sense in the context of th is  s ituation , is  

an o ffe r of LQS wheat."

C rite r ia l Reasoning

C rite r ia l reasoning methods require that acceptable c r ite r ia  

are established f i r s t . Proposals are then designed to meet the
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agreed-upon c r ite r ia . For example, U.S. and Chinese negotiators may 

agree that c r ite r ia  necessary fo r a U.S./China future venture would 

include:

(1) A capital investment commitment from both U.S. and China;

(2) A fin a l project requiring minimum high-tech maintenance;

(3) U tiliza tio n  of Chinese labor fo r construction and operation;

(4) Minimized burden on China's already overloaded in frastructure;

(5) Expansion of nu tritio n  and d ie t-v a rie ty  in China.

Once agreement on c r ite r ia  is reached, U.S. negotiators can invent 

options that satis fy  the established c r ite r ia . I t  may be easier to 

seek agreement on c r ite r ia  before presenting any proposals.

Comparative Advantage Reasoning

Comparative advantage reasoning serves to compare both advantages 

and disadvantages of two or more a lternatives. The following example 

serves to compare the number of potential advantages fo r two hypothetical 

wheat o ffers .

Cost
Offer A Offer B

X
Quality X
Processing options X
Availabil i ty X
Adaptability to 
available technology X
Nutritional content X

While o ffe r A may have more advantages than o ffe r B, i t  may be 

d if f ic u lt  to assign viable weight to the factors. For example, from 

the Chinese point of view, the cost factor may completely outweigh 

a ll other considerations.



255

I f  th is  Appendix is treated as i f  i t  were an enthymeme, then 

under what conditions would each of the three methods be the best 

way to arrange the evidence?
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Argumentation Standards

As noted in Appendix B, authors, Campbell (1982), Brockriede 

& Ehninger (1963), and Lucus (1983), agree that a competent argument 

contains a properly stated claim lim ited by qu a lifica tio n  or reservation, 

and is  supported by appropriate and su ffic ie n t evidence. Arguments 

can be structured in a varie ty  of patterns ranging from : (1) a formal

pattern , to (2) a less formal, enthymematic pattern (Campbell, 1982). 

Below is a checklist containing argumentation standards that may be 

useful fo r evaluating a given set of negotiation choices.

Argumentation Standards

Claim

Is the claim presented (stated or unstated) 

conditionally with appropriate qu a lifica tion  

and reservation as l ik e ly  to be perceived 

by the Chinese? _____

Evidence

Is the evidence selected to support that claim:

(1) Appropriate? _____

(2) Sufficient? _____

Structure

Which argument pattern is  l ik e ly  to be the more 

adaptive:

(1) Formal? _____

(2) Enthymematic? _____
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Rhetorica l Adaptation Standards

Negotiators can evaluate the adaptiveness of th e ir  strategic  

choices by using the following checklist.

Rhetorical Adaptation Standards 

Invention (conceptualization):

Did negotiators discover s u ffic ie n t and relevant 

negotiation information to answer questions 

about:

Chinese demography?__________________________ _____

Chinese disposition toward:

Subject and purpose?____________________ _____

Speaker?________________________________ _____

Situation in Context?___________________ _____

Arrangement (organization):

Did negotiators adapt the following arrangement 

choices to the potential Chinese point of view:

Category selection (sets of related data)? _____

Appropriate timing of information

presentation?________________________________ _____

Structure fo r argument series and

argument?____________________________________ _____

Structure fo r evidence? ___

Memory (categorization):

Have necessary provisions been completed to

insure that no information that is needed,

when i t  is  needed, is  forgotten or overlooked? _____
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Style (symbolization):

Did negotiators adapt verbal and nonverbal 

symbol-choices to what is known about the

Chinese audience? _____

Delivery (operationalization):

Have negotiators adaptively operationalized  

the message(s) as l ik e ly  to be perceived by 

the Chinese negotiators?__________________________ _____

Intelligence Standards— > U — 11 hi iii i

As noted in Appendix A, the process of gathering in te lligence  

information employs heuristic problem-solving techniques, whereby 

plausible inferences are induced from observable data. Polya (1948) 

suggested a sequence by which one can " in te llig e n tly "  make plausible  

inferences within a given s ituation . Doing each of these steps in 

proper sequence provides a standard by which in te lligence gathering 

e ffo rts  can be evaluated. While the following checklist represents 

a step-by-step process, i t  is intended to encourage the use of a feedback

loop as needed along the way.

Intelligence Standards

Step 1 Have provisions been made to secure data

from open sources?___________________________ _____

Step 2 Has the structure of available data been 

mapped to show the correct in te r

relationships? _____



259

Step 3 Has the structure (gap) of a ll kinds of

relevant unknown data been determined?____________

Step 4 Can the gaps be f i l le d  by any one or 

combination of the following:

Substep a. Open sources? _____

Substep b. Making s ta tis tic a l

inferences (Appendix A)? _____

Substep c. Making plausible

inferences (Appendix A)?____________

Win/Win Negotiation Standards

According to Nierenberg, "in a successful negotiation everybody 

wins" (1973, p. 20). Since i t  may be d i f f ic u lt  to discern the degree 

of satisfaction experienced by e ith er party at any stage of negotiation, 

i t  may be more helpful to attempt to assess the anticipated degree 

of d issatisfaction related to a p articu la r negotiation strategy.

Rather than attempting to determine whether a particu la r negotiation 

option is " fa ir"  fo r both parties as perceived by an evaluator, a 

better way may be to attempt to judge the absence of discontent as 

may be experienced by e ith er or both parties . For example, i f  two 

individuals are negotiating and one agrees to exchange with the other 

a mule fo r a mousetrap—and both parties are happy about the deal — 

then regardless of whether the agreement seems " fa ir"  according to 

the perception of an observer, the negotiation can be said to be 

"successful" according to Nierenberg's orientation .

A way to structure win/win evaluation standards is  by way of
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p r io r ity  standards. Each given negotiation option can be matched 

with the corresponding level of perceived mutual satis faction .

According to Nierenberg's orien tation , the most desirable outcome 

is  fo r neither party to be d issa tis fied . The objective is  to achieve 

agreement in which both parties win something, instead of "total victory" 

objectives sought by those who may view a negotiation as a game in 

which there is  a winner and a loser.

Although controversial and p o ten tia lly  problematic, the next 

degree of d e s ira b ility  may be fo r both parties to (a t least temporarily) 

lose in order to maintain a continuing relationship which holds the 

potential of future advantages fo r both sides. Nierenberg claims,

"Unlike a game, there is  no 'end' to a l i f e  negotiation situation"

(1979, p. 23-24).

The least desirable category consistent with th is  orientation  

is  a win/lose outcome. While winning a p articu la r issue at the other's  

expense might seem immediately advantageous, the price to be paid 

by way of potential deterioration of an on-going relationship is  rare ly  

worth the advantage gained. Below is  the win/win standard checklist.

Win/Win Standards

Should e ith er negotiation party (or both) be d issatis fied  

with th is  p articu la r set of communication strategies?

(1) (Win/Win) No. Neither party should be 

d issa tis fied . _____

(2) (Lose/Lose) Yes. Both parties should

be d issa tis fied . _____

(3) (Win/Lose) Yes. Either the U.S. or the

Chinese negotiators should be d issa tis fied . _____
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Below 1s a composite checklist which Includes each component of the 

foregoing standards to be matched with the properties of each selected 

negotiation strategy to be evaluated.

R etro flec tlve  Standards

Argumentation Standards___________
C l a i m ? ____________________

Q u a lifica tio n  or
Reservation?___________________

Evidence:
Appropriate?___________________
S uffic ien t?____________________

Structure:
Formal? __________________
Enthymematic?

Rhetorical Adaptation
 Standards____________________

Invention:
Chinese demography?___________
Chinese d isposition:

 Subject and purpose?________
 Speaker?_____________________

Situation  in context? 
Arrangement:

Category selection?___________
Seguence: TIMING?
Argument series; Argument? 
Evidence structure?

Memory?__________________________
Style?___________________________
Delivery?

In te llig en ce  Standards
 i l l  Secure open-source data?

'21 Map relationships?
 '3) Determine gaps?

(4; F i l l  in gaps:

ial D irect sources?________
¥ l  S ta tis tica lI p red ic tio n sf  
c) P lausible inferences? 

Win/Win Standards 
Should U.S. and/or China 
be d issa tis fied ?
(W/Wl No, n e ither party ._________
( i / I )  Yes, both p artie s .
(W/L) Yes, e ith e r  U.S. or China"!"

Key:

A c lass ifica tio n  code was invented

1n order to Id e n tify  the assessed

status of each of the evaluated

negotiation strateg ies. The

coding system 1s as follows:

y / -  the standard was met;

V -  the standard was p a r t ia lly  
met;

x -  the standard was not met;

? -  some doubt a t the time of 
assessment;

A blank space Indicates that 
the p articu la r standard was 
Inapplicable.
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While an awareness and application of selected standards may 

be useful to negotiators during every phase of "doing" negotiation, 

there may be times when i t  is  inappropriate or undesirable fo r a negotiator 

to meet particu lar standards. For example, during early  phases of 

preparation, when relevant information is being collected and arranged 

according to sets of related data, i t  may be unrealis tic  to expect 

that evidence fo r qualified  claims pertaining to each set of data 

could be su ffic ien t or fu l ly  appropriate at that time. On the other 

hand, by the time a negotiation strategy is  communicated to the Chinese 

negotiators during a negotiation session, the sets of negotiation 

data (claims) upon which the communication strategy is based need 

to be care fu lly  qualified  and substantiated with s u ffic ien t and appropriate 

evidence. However, as illu s tra te d  in the set of wheat qu a lity -re la ted  

communication strategies, the strategies themselves may be designed 

to withhold e x p lic it  statement of claims or evidence in an e ffo r t  

to draw the Chinese negotiators into the inductive process of reaching 

th e ir  own conclusions.
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Preface to the P a rtia lly  Annotated Bibliography

The following pages contain a p a r t ia lly  annotated l i s t  of selected 

references upon which this study was based. However, there is no 

mention of sources that have no enduring significance. For example, 

newspapers, periodicals, and U.S.D.A. government publications, from 

which a portion of Chapter I I  data was derived, do not appear in the 

l i s t  of references.

Instead of a comprehensive annotation, I have annotated only 

those sources that were apposite to the development of th is methodology. 

Some annotations are b rie f and to the point, others o ffe r a more detailed  

explanation of a particu la r concept and/or theory when appropriate.

In order fo r the reader to recognize groups of data according 

to a specific top ic, I have c lassified  the references. Each subunit 

i s noted by a coded symbol.

Wherever reference is made within the text to a p articu la r subgroup 

of l ite ra tu re , instead of lis tin g  each author separately, I have designated 

the appropriate code.

The reader can then refe r to the alphabetized references, note 

the entries with symbols that correspond to the code in the te x t, 

and determine which resources are applicable. \

In segments of the text where I re fe r to resources ind iv id u a lly ,

I use the trad itiona l A.P.A. reference notation system.

The following symbols represent these specific groups of data:

USCHRL .........................................  United States/China Relations

USCHNG .........................................  United States/China Negotiations

ICC .............................................. In tercu ltura l Communications
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INTLNG .........................................  International Negotiations

SNS .............................................. Social Negotiation Studies

CNS .............................................. Contrasting Negotiation Styles
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the research process. Beverly H ills :  Sage.

These authors offered theoretical insight about v a lid ity  

issues in the context of social science research. The 

book describes a schema, called the V a lid ity  Network Schema, 

which serves "to lay out the research process in detail 

. . . and present the logical relations of d iffe re n t aspects 

of v a lid ity  to d iffe re n t stages within that research process." 

Brockriede, W., & Ehninger, D. (1960). Toulmin on argument:

An interpretation and application. Quarterly Journal 

of Speech, XLVI( l ) .

These authors systematically reviewed the contributions 

that English logician Stephen Toulmin made to the study 

of argumentation in The Uses of Argument (1958). Brockriede 

and Ehninger claim that Toulmin's analysis is  important 

to the rhetorician fo r two d iffe re n t but related reasons.

I t  provides: (1) an appropriate structural model by means
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of which rhetorical arguments may be la id  out fo r analysis 

and critic ism ; and (2) a system fo r classifying a r t is t ic  

proofs which employs argument as a central and unifying 

construct.
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Buxbaum, e t a l . ,  made the clear d is tinction  between China 

trade "specialists" and "experts." They claim to be 

specialists (questioning whether "experts" ex is t) who 

have represented numerous American companies in Chinese 

trade contracts. The authors gave advice about how to 

both (1) use a trade specia lis t to the greatest advantage, 

and (2) enter the Chinese market independently. This 

source offered technical, procedural information about 

how to pursue a trade contract with the Chinese, as well 

as insight into the Chinese way of doing business.

Campbell, K. K. (1982). The rhetorical a c t. Belmont,

C a lif . :  Wadsworth.

This author chose a "practical application" approach to 

the study of rhetoric . Her book serves to highlight the
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re la tionsh ip  between a r t  and s k i l l — the re la tionsh ip  between 

rhetorica l theory and rh e to rica l p rac tice .

Campbell defined rhetoric  as “a strategy to encompass 

a s ituation " (Kenneth Burke) and as "that a r t  . . .  by 

which discourse is  adapted to i t s  end" (George Campbell).

She explored the rheto rica l obstacles inherent in the 

audience, subject/purpose, and rh e to r, and then examined 

resources ava ilab le  to overcome these obstacles.

The Rhetorical Act trea ts  a l l  forms of rheto ric  as points  

on a continuum of in fluence . Rhetoric ranges from attempts 

to shape perceptions to r i t u a l is t ic  reaffirm ations of 

"accepted truths" of the o ther. According to the author, 

the primary purpose of the book was "to tra in  students 

to function as c r i t ic s  or analysts who assess a s itu a tio n , 

conceive of rh eto rica l p o s s ib il it ie s , examine actual rhetorica l 

actions, and compare rh eto rica l acts" (p . v ) .

Carlson, R. (1982). Contemporary Systems of Communication; 

Lecture.

C arte r, E. S. (1965). Experimental h eu ris tic  as an approach 

in problem-solving. In M. A. Sass & D. Wilkinson (E d s .), Computer
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s k il ls  in  second-to-ninth-grade ch ild ren . Human 

Communication Resources, .3 (2 ), 128-234.

Crable, R. E. (1979). Using communication. Boston:

Allyn and Bacon.

The author.o f th is  book focused on the use of communication 

in an "increasing ly complex and organized world." Crable 

offered a comprehensive presentation designed to lead 

readers to: (1 ) understand the process of communication

as a tool fo r  solving problems; (2 ) diagnose communication 

problems or "c o n flic ts " ; (3 ) understand how communication 

"strateg ies" (concept-based s k i l ls )  can be used fo r  resolving  

or "mediating" communication c o n flic t ;  and (4 ) use 

communication s tra teg ies  fo r  m ediation. The methods th at 

Crable suggested fo r  organizing "reasoning strateg ies"  

provide guidelines fo r  arranging argumentation evidence 

in the context of th is  study.

Cushman, D ., & Cahn, D ., J r . (1984). Communication in

interpersonal re la tio n sh ip s . Albany, N .Y .: State U n ivers ity

of New York Press.

This book re flected  the authors' investigation  of the 

" tra d itio n a l p r in c ip le s , processes, and s k il ls  involved 

in f i t t in g  together the separate lin es  of behavior of
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relationships through the process of communication" (p . 1 ). 

The authors focused upon the role human in te rac tio n  plays 

in es tab lish ing , m aintain ing, and term inating those intim ate  

interpersonal re lationships which provide ind iv idua ls  

with th e ir  sense of personal worth and re la tio n a l 

sati s faction .

Segments w ithin th is  book may provide useful ins igh t as 

negotiation team members seek to es tab lish , m aintain, 

and reassess th e ir  e f fe c t iv e , working re lationsh ips in  

the context of a negotiation s itu a tio n .

D arn e ll, D. K ., & Brockriede, W. (1976). Persons

communicating. Englewood C l i f f s ,  N .J .: P re n tic e -H a ll. 

This source re flec ted  an attempt to bring in to  focus some 

of the issues th at must be resolved i f  "we, as persons, 

are to become more understanding of persons communicating." 

Darnell and Brockriede's ideas are based upon the concept 

th at "people are choice makers." People choose to make 

choices on the basis of the best information and reasoning 

ava ilab le  in the context of various in terna l and external 

influences or re s tra in ts .

The focus of the book is  on persons re la tin g  to other 

persons. The authors id e n tif ie d  two "fam ilies" of 

interpersonal re la tion sh ip s . "One is  characterized by 

rape or seduction, by monologue, or by action or in teraction  

the other is  characterized by romance or lo ve , by dialogue,
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or by transaction" (p . 17 ). There are seven behavioral 

dimensions th a t d istinguish  the two fa m ilies  of interpersonal 

re la tionsh ips; dimensions th a t represent degrees of freedom 

of choice human beings have w ith in the constraints of 

physical and social environmental fo rces. Darnell and 

Brockriede's "two fa m ily , seven dimension" model o f human 

communication was the basis from which the two contrasting  

negotiation approaches (choice-sharing vs. c h o ic e -re s tric tin g )  

u t iliz e d  in the context of th is  methodology orig inated . 

Donohue, W. A. (1978). An em pirical framework fo r  examining 

negotiation processes and outcomes. Communication 

Monographs, 45, 247-257.
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Fisher, R. (1969). In ternation a l c o n flic t fo r  beginners.

New York: Harper and Row.

F isher, R ., & Urg, W. (1983). Getting to yes: Negotiating  

agreement without giving in . New York: Penguin.

These authors offered a method of negotiating th a t departs 

from the tra d itio n a l "soft" (making compromises, giving  

in , fe e lin g  exp lo ited ) and "hard" (using power by means 

of threats and/or in tim id atio n ) methods of negotiating .

Their method, developed a t the Harvard Negotiation P ro jec t, 

is  one of "princip led nego tia tion ." This method re fle c ts  

four "p rin c ip le" considerations. They are: (1) separate

the people from the problem; (2) focus on in te re s ts , not 

positions; (3) invent options fo r  mutual gain; and (4 ) 

in s is t  on using objective c r i t e r ia . The overall o rien ta tion  

of th is  source is  compatible with the o rien ta tio n  of my 

methodology.

Frost, J. H ., & Wilmot, W. W. (1978). Interpersonal c o n f l ic t .

Dubuque, Iowa: Wm. C. Brown.

Grahm, J . ,  & Sano, Y. (1984). Smart bargaining: Doing

business with the Japanese. Cambridge, Mass.: B a llin g e r.

Grahm, T. R. (1981). U.S. trade po licy  toward China:

Keeping a good thing going. Economic Reporter, O c t.,

14-17.

The author, a former U.S. Government Trade Representative, 

developed a view of recent U.S./China trade re la tio n s .

He explained the making of U.S. trade p o lic ie s  and some
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of the apparent contradictions associated with implementation 

of those p o lic ie s . For example, the U.S. adm inistration  

cries  out against the "appalling trade imbalance;" and 

a t the same tim e, relaxes control over sales of high-technology 

a r t ic le s  to China while tightening the U.S. import re s tric tio n s  

on te x t i le s .

According to Grahm, sp ec ific  issues include: (1) the

M u lti-F ib re  Arrangement (MFA) Act under which the U.S. and 

other western nations r e s t r ic t  import te x t i le s  and apparel;

(2) Generalized System of Preferences (GSP) whereby developing 

countries th a t "qualify" receive p re fe ren tia l t a r i f f  rates;

(3) U.S./China Grain Trade Agreement; (4) lib e ra liz e d  

p o lic ie s  related  to U.S./China technology tra n s fe r; (5) 

the repeal of obsolete laws (enacted when U.S. and China 

were less fr ie n d ly  than now).

Gross, A. G. (1983). Analogy and in te rs u b je c tiv ity :

P o lit ic a l o ratory , scholarly  argument and s c ie n tif ic  
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INTLNG G u lliv e r, P. H. (1979). Disputes and negotiations:
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Harper, N. (1979). Human communication: The h is to ry

of a paradigm. Rochelle Park, N .J .: Hayden.

This book offered a systematic account of tw enty-five  

centuries of study related  to human communication theory 

dating from A ris to tle  to the present. According to Harper, * 

"the basic assumptions of a l l  these scholars has been
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th a t communication is  fundamental to every human a c t iv i ty .

I t  is  a primary th inking tool . . . s o c ia liz in g  tool . . . 

and a process by which humans come to know, b e lieve , and 

a c t."  Periods of th eore tica l development include: (1)

the classical period; (2) the medieval and renaissance 

period; and (3) the modern period.

Harper renamed A r is to t le 's  f iv e  canons of rh e to ric  to  

re f le c t  the development of understanding of human 

communication. Components of Harper's h o lis t ic  paradigm 

are: (1) conceptualization (in ve n tio n ); (2 ) organization

(arrangement); (3) symbolization (s ty le ) ;  (4) categorization  

(memory); and (5) o p eratio na liza tion  (d e liv e ry ).

This h is to ric a l perspective of rheto ric  provided an e ffe c tiv e  

an a ly tica l tool fo r  developing the negotiation methodology. 
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Nierenberg, G. I .

Nierenberg introduced s k il ls  and s tra teg ies  required to

implement a "successful" negotiation— one in which everyone
*

wins. This negotiation approach focuses on long-range 

objectives instead of short-term  advantages.

Nierenberg's background in general semantics may have 

influenced him to consider unique sets of circumstances 

surrounding any given negotiation s itu a tio n . His strategy  

recommendations re f le c t  an assessment of needs, m otivations, 

and assumptions of negotiators and th e ir  counterparts 

w ith in  each negotiation s itu a tio n . His approach also  

re fle c ts  a systemic o rien ta tio n : "the whole pattern  of

experience is  more important than i t s  individual parts  

in determining i t s  meaning. . . .  No m atter what choice 

is  made, everyone's strategy is  dependent on everyone 

e ls e 's  strategy" (1973, p. 45 ).
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The fo llow ing notations serve to h ig h lig h t each of the 

three Nierenberg publications u t il iz e d  in the context 

of th is  study.

(1971). C reative business nego tia ting , s k il ls  and s tra te g ie s .

New York: Hawthorn Books.

This publication  focused on the win/win negotiation approach 

in a business context. Examples of app lication  include: 

purchasing and s e llin g ; re a l-e s ta te  negotiations; corporate 

negotiations; labor re la tio n s ; and law.

(1973). Fundamentals of nego tia ting . New York: Hawthorn

Books.

This publication  offered a comprehensive view of the 

fundamentals re lated  to a win/win nego tia tion . Here,

Nierenberg elaborated on the re la tionsh ip  between "negotiating" 

and "communicating." He developed the concept of "cooperative 

in teraction " as i t  re la tes  to the nature of people and 

th e ir  individual patterns of reasoning and behavior.

Nierenberg provided relevant advice concerning win/win 

negotiation preparation. For example, he noted: "Preparing

fo r  negotiation is  a year-round fu nction , as is  negotiating"

(p . 47 ). Preparation involves a careful process of 

accumulating relevant information making i t  p lausib le  

to "foresee the strategy of the opposite side and how 

you can best prepare to cope with i t "  (p . 47 ).

A s k i l l fu l  nego tia to r, according to Nierenberg, is  ever 

a le r t  to a c irc u la r  chain of events: assumptions-------
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f a c t s  >- iss u e s  ^ p o s it io n s  >- decisions. I f  a

negotiator wants to influence the o ther's  decisions, s/he 

must f i r s t  t r y  to a l t e r  h er/h is  assumptions. Nierenberg 

offered a system, grounded in general semantics, fo r  analyzing  

and dealing with assumptions. He noted th a t "assumptions 

are a v ita l part of negotiations. In entering a nego tia tion , 

one is  severely handicapped unless he reviews his own 

assumptions and an tic ipates  the assumptions of the other 

party" (p . 70 ).

Another re levant concept th a t Nierenberg addressed is  

"c re a tiv e -a lte rn a tiv e "  problem-solving which focuses on 

a mutual process of assessing integrated needs and discovering  

novel ways to s a tis fy  those needs. This approach suggests 

th a t negotiators work together to brainstorm m utually  

advantageous (w in/w in) solutions.

Nierenberg included a number of business-related examples 

in order to i l lu s t r a te  win/win negotiation s tra teg ies  

and ta c tic s .

SNS/CNS (1983). Negotiation by negation. E tce tera , 4 0 (1 ).

This a r t ic le  serves to make a c le a r d is tin c tio n  between 

"win/win negotiation" and "negotiation by negation." 

Negotiation by negation is  characterized as one in which 

"appearance is  everything; substance is  nothing; one side 

wins everyth ing, the other loses a l l . "

Nierenberg countered twenty-one rules fo r  negotiating .

For example:
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"Rule: Don't tru s t blind in tu it io n .

Counter: Agreed, in tu it io n  is  not a good to o l, but

developed in tu it io n  founded on wisdom and 

experience can discover the opposers real 

needs (in fe re n tia l data . . . in tu it iv e  

problem -solving)."

USCHRL North, R. C. (1966). The Chinese People's Republic.

C a lifo rn ia : Stanford U n ivers ity  Press.

USCHRL North, R. C. (1969). Foreign re la tio n s  in China.

Belmont, C a l i f . :  Dickenson Press.

INTLNG North, R. C. (1977). An ecological approach to the study

of in ternation a l a f fa ir s .  Journal of Social Issues,

3 3 (1 ), 34-59.

North, R. C. (1977). Toward a framework fo r  the analysis  

of scarc ity  and c o n f l ic t .  In ternation a l Studies Q u arte rly , 

2 1 (4 ).

North is  a p o lit ic a l s c ie n tis t whose research re fle c ts  

a general systems approach. In th is  study he revealed 

the linkages and interdependencies of the inform ation- 

processing and resource-processing functions of nations. 

Because of a systemic o r ie n ta tio n , th is  a r t ic le  provided 

valuable ins igh t in to  the in te rre la tio n s h ip s  among nations. 

O liv e r , R. T. (1971). Communication and cu ltu re  in ancient 

India and China. New York: Syracuse U nivers ity  Press.

O n e ill, J. L. (1964). Trends in the information sciences 

relevant to naval in te llig e n c e  need. Science Park State
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College, Penn.: HRB-Singer.

This author provided a look a t trends in  inform ation sciences 

and technologies re la t iv e  to m ilita ry  in te llig e n c e . The 
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