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13. Punctuated negotiations: transitions,
interruptions, and turning points
Daniel Druckman and Mara Olekalns

On 8 December 1987, U.S. President Ronald Reagan and Soviet General 
Secretary Mikhail Gorbachev signed a treaty agreeing to eliminate all 
nuclear delivery vehicles with ranges from 500 to 5500 kilometers. Known 
as the Intermediate Nuclear Forces (INF) Treaty, this was the first time 
that an entire category of nuclear weapons had been eliminated from 
the arsenals of either superpower. The Treaty was the outcome of eight 
years of negotiation. It occurred as a result of several key decisions made 
by Gorbachev. One decision, made in October 1985, was the separation 
of French and British forces from the U.S. systems. Another, made in 
February 1987, was to de- link strategic and space weapons from INF 
systems. A third, made in July 1987, consisted of a proposed “double 
zero” option that made verification easier. Each of these decisions 
resolved major sticking points and cleared the way for the scheduling of a 
summit between the leaders in Reykjavik Iceland. The summit served to 
speed the negotiation process toward the agreement.

These three decisions and the summit event are widely regarded as 
turning points that served to punctuate the negotiation process. They 
share several features. Each is a change from earlier events, in varying 
degrees of abruptness, triggered by an impasse. The changes are clear 
or self- evident: Observers are likely to agree that a change has occurred. 
Each consists of an action taken by one of the parties with consequences 
for both: Two consequences were progress in the negotiation and a change 
in the relationship between the parties. Knowing how and when they occur 
and with what consequences would seem essential to understanding the 
way a negotiation unfolds. Of particular interest are the questions: Which 
changes are sufficiently important to turn the talks in the direction of 
agreements or impasses? What accounts for the changes? These questions 
are the basis for research on turning points in negotiation.

The idea of turning points – regarded as critical moments during an 
interaction or developmental process – has captured the imagination of 
analysts in a variety of fields. It has been a useful concept in studies con-
ducted from a psychoanalytic perspective (e.g., Rothstein, 1997), in analy-
ses of communication in relationships (e.g., Hooper and Drummond, 
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1990) and divorce counseling (Graham, 1997), in addiction research 
(Schulenberg et al., 1997), in a variety of analyses of child, adolescent, and 
life- span development (see Cohen, 2008, for a review of these studies), and 
in a popular treatment of macro- level social change (see Gladwell, 2000, 
on tipping points).

The concept has been particularly useful in studies of negotiation proc-
esses where attempts have been made to provide more precise definitions 
of the concept. These studies include the retrospective analysis of cases 
of U.S. base rights talks (Druckman, 1986), free trade (Tomlin, 1989), 
international (Chasek, 1997) and domestic (Hall, 2008) environmental 
negotiations, nuclear arms control (Druckman et al., 1991), the conflict 
between the Free Aceh Movement and the Republic of Indonesia (Leary, 
2004), and in comparative analyses of multilateral trade talks (Crump and 
Druckman, 2012) as well as other issue areas (Druckman, 2001). They also 
include prospective analyses of change in simulated negotiations where 
attempts are made to predict the occurrence of turning points from prior 
events inside or outside the talks (Olekalns and Smith, 2005a; Druckman 
et al., 2009; Druckman and Olekalns, in press). Across these studies of 
negotiation there seems to be agreement on the key features of turning 
points.

FEATURES OF TURNING POINTS

A challenge for analysts is to define concepts with sufficient precision to 
be useful in research. Many scholars, practitioners, and journalists have 
been attracted to the idea of turning points, often suggesting that it is self 
evident: For example, the tennis match turned on a particular point; Paul 
Revere’s ride was a tipping point in the colonists’ rebellion against the red- 
coats (British); the frame- breaking insight discovered in a conversation 
was a critical moment in his career or, from a theater exhibit in Melbourne, 
Australia, “Hair was a major turning point in Livermore’s career.” These 
examples suggest that turning points may vary in terms of the amount of 
change (e.g., the distinction between disturbances and turning points), the 
abruptness of the change, the duration of change as well as the frequency 
of changes in an event- history, campaign, or career. Similar features have 
been identified in the context of research on turning points in the course of 
human development by Cohen (2008). This would seem to be a good place 
to begin the search for elements of the concept.

Turning points are self evident to the extent that negotiators are aware 
of these events when they occur or in retrospect, following the talks: Did 
a turning point occur? If so, then, negotiator reports provide useful data, 
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particularly when opposing negotiators’ judgments agree. This feature 
suggests also that the event or experience has an impact in terms of sali-
ence and consequences. Salience or intensity refers to the impression 
made on the experiencing actors; consequences refer to the immediate 
and longer- term changes that occur following the event and may be con-
strued in terms of the duration of change. The former is experiential and 
understood at an individual level of analysis. The latter is captured by 
unfolding events and understood as process dynamics. A third feature 
of impact is abruptness. Some turning points may be more sudden than 
others. This element of surprise renders these key events as departures 
from expectations.

These features suggest a three- part model of turning points that consists 
of a precipitant, a departure, and a consequence. The focal concept of a 
departure is defined as: A clear and self- evident change from earlier events 
or patterns in the form of an impactful decision taken or insight made by 
one or all parties. By recognizing the importance of impact, however, the 
definition may confuse the departure with its consequences. A way to 
avoid this consists of distinguishing between impact and type of impact: 
the former does not specify direction in terms of positive or negative 
consequences while the latter takes into account direction as escalatory 
(progression away from agreement) or de- escalatory (progression toward 
agreement). This distinction suggests a definition of consequences as: A 
clear and self- evident impact of a departure in terms of the direction taken 
by the negotiation process. The direction includes both immediate (minimum 
lapsed time since the departure) and delayed impacts.

A key to understanding turning points is to identify the events that 
precipitated them. These events may occur inside the negotiation as 
procedural or substantive changes. They may also be events occurring 
outside the talks, including policy and leadership changes or third- party 
intervention. Thus, a decision made to bring experts into deliberations is a 
procedural precipitant leading to a decision to convene working commit-
tees (a departure). A proposal to re- frame the issues, such as Gorbachev’s 
proposed de- linking of types of weapons systems in the INF talks, is a sub-
stantive precipitant leading to a decision to discuss only tactical weapons 
(a departure). A sudden shift of policy taken by the foreign ministry of 
one of the negotiating parties is an external precipitant that leads to a 
decision to suspend the talks (a departure) with short- term escalatory con-
sequences. To satisfy the requirements of a causal analysis, precipitants 
are those events that occur in close proximity to the decision which signals 
a departure has occurred. A question raised is: How much time is needed 
between the precipitant and departure? (see also Cohen, 2008, p. 7). These 
considerations and examples suggest the following definition of a precipi-
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tant: A clear and self- evident event occurring inside or outside the negotia-
tion, causing one or more parties to make a decision that departs from earlier 
events or patterns.

The three definitions provide a basis for a framework to analyze turning 
points. The three- part framework consists of a causal chain among precip-
itants, departures, and consequences. The chain is depicted in Figure 13.1.

APPROACHES TO ANALYSIS

This framework has been useful in performing analyses of processes 
that occur in cases and in simulations. For the case analyses, event chro-
nologies provide the material for tracing the negotiation process by, first, 
identifying turning points and, second, examining events or decisions 
that occurred prior to and following the departure. For experiments, 
the turning point consists of a decision made following a manipulated 
precipitating event, such as a crisis, and followed by progress toward or 
away from agreement. For both types of studies, the three- part sequence 
consists of proximal events or decisions in order to bolster the argument 
for causation. A difference, however, is that the cases are retrospective 
while the experiments are designed to be prospective. Each approach has 
advantages and disadvantages.

A key advantage of the retrospective case study is that analyses are per-
formed on the events that occur in actual – often high level – negotiations. 
The availability of archival information or access to negotiators for inter-
views often provide a rich dataset for capturing a variety of turning points 
over a long period of time. The known outcome provides the advantage of 
gauging the direction taken by the various turning points. It also provides 
an opportunity to select on the outcome for comparative analysis, for 
example, comparing processes for comprehensive versus partial agree-
ments. Set against these advantages are the disadvantages of interpretive 
analysis for inferring causality. Opportunities for selection biases occur 

Precipitant Departure Consequence

• External
• Substantive
• Procedural

• Abrupt
• Non-abrupt

• Short-term
• towards or away

from agreement

• Long-term
• towards or away

from agreement

Figure 13.1 Framework for analyzing turning points
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with regard to choosing the cases and identifying the three- part turning 
points sequence. Although steps can be taken to reduce these biases, the 
lack of control over events renders the analysis limited in terms of provid-
ing explanations for the occurrence of turning points.

Laboratory experimentation addresses some of the problems of case 
studies. The opportunity to control the type and timing of precipitating 
events strengthens arguments for causality. The question addressed by 
these analyses is: Can we know when a turning point occurs during the 
course of negotiation? This forward- looking approach facilitates devel-
oping explanatory theories. It is however offset by the disadvantages of 
simulated negotiations, compressed time role plays enacted usually by 
student negotiators, and considerations of external validity or relevance 
to comparable real- world negotiations. The relative strengths and weak-
nesses of cases and experimental analysis suggest that the approaches are 
complementary. Both have contributed knowledge about turning points. 
These contributions are discussed in the section to follow, concluding with 
a summary of what has been learned to date about turning points.

RESEARCH ON TURNING POINTS

Three kinds of departures have been studied in the case and laboratory 
research on turning points (TPs) in negotiation. These themes are used to 
organize the review in this section. One theme is transitions between nego-
tiation stages or phases. Another theme emphasizes the importance of 
interruptions during the process. TPs are often seen to evolve from events 
that disrupt the process, including the occurrence of unanticipated crises. 
The idea of framing, a third theme, has been salient in recent studies. 
Regarded both as a strategic influence on negotiation and as a creative 
response to surprising developments, re- framing has been shown to turn 
a variety of types of negotiation processes in the direction of agreements. 
A fourth theme in the TP literature is context. Such features as the type of 
conflict (values, interests), the setting (domestic or international), and size 
of negotiation (bilateral or multilateral) have been shown to influence TPs. 
Each of these four themes is discussed in the sections to follow.

Stage Transitions

Negotiators do not use the same strategy throughout a negotiation. 
Instead, they cycle through periods of cooperation and periods of com-
petition as they search for a mutually acceptable outcome (Olekalns 
and Weingart, 2008; Putnam, 1990). Despite the recognition that nego-
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tiation is a dynamic process, the mechanisms by which negotiators 
coordinate – implicitly or explicitly – shifts to new strategies is not well 
understood. Stage models provide one framework for exploring how such 
transitions occur. They rest on the assumption that strategic momentum 
is maintained through the need to complete a series of tasks. Negotiators 
match their strategies to the task, and switch strategies as one task is com-
pleted and another begins. Negotiators may need to pass through these 
stages in order to bring the process to a close with an agreement (Donohue 
and Roberto, 1996; Gulliver, 1979; Holmes, 1992).

Credit for introducing the stage concept is usually given to Douglas 
(1962). She suggested that industrial negotiation passes through three 
stages: establishing the bargaining range, reconnoitering the range, 
and precipitating the decision- making crisis. Other renditions of the 
concept – developed largely from dyadic negotiations – include moving 
from early distributive positioning to later coordination toward settlement 
(Morley and Stephenson, 1977; Gulliver, 1979; Pruitt, 1981; Olekalns 
et al., 2003; Adair and Brett, 2005), from diagnosis to defining formula 
to bargaining over details (Zartman and Berman, 1982), and from early 
debates over an agenda through searching for formulae and issue clarifica-
tion to working out implementing details (Druckman, 1983). Similar stage 
sequences emerge in large- scale negotiations. For example, in his analysis 
of the negotiation phases prior to the start of the 1986 North American 
Free Trade talks, Tomlin (1989) showed that negotiators moved through 
four discrete stages: problem identification, search for options, commit-
ment to negotiation, agreement to negotiate. A subsequent analysis of the 
trilateral NAFTA talks (Mexico, Canada, U.S.) again showed that prene-
gotiation talks pass through a series of identifiable stages (Cameron and 
Tomlin, 2000). Similarly, Chasek’s analysis of multilateral environmental 
negotiations showed that the negotiations moved through five clearly 
identifiable stages: issue definition, statement of initial positions, drafting/
formula building, final bargaining, and ratification of the agreement. Each 
of these schemes include the following elements: sequential progression in 
chronological and conceptual time, alternating antagonistic and coordina-
tive behavior, interconnected and overlapping stages, and recognition of 
transitions that signal passage from one stage to another.

The move through different stages suggests that negotiators are able 
to implicitly coordinate their actions, recognizing when one negotiation 
task is completed and a new one should be initiated. A shift in process 
may also be triggered by the growing recognition that impasse is likely. 
Consistent with this idea, Walton and McKersie’s (1965) description of 
differentiation- before- integration implies that negotiators shift from com-
petition to cooperation at the point where they recognize that an impasse 
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is likely. Druckman’s (1986) analysis of a 1975–76 negotiation between 
Spain and the United States over military base rights illustrates this point. 
In this negotiation, there was an initial and noticeable difference between 
the parties in the number of hard statements made, which led to an adjust-
ment by the “softer” party in the direction of the other’s hard behavior 
consequently increasing the overall level of competition. This adjustment 
to harder strategies triggered a crisis, the suspension of talks, which in turn 
led to substantive (a framework agreement) and procedural (high- level 
consultations) actions that presaged progress. This pattern of convergence 
to hard tactics followed by movement towards agreement has been shown 
to occur in a variety of international security negotiations (Druckman 
and Harris, 1990; Stoll and McAndrew, 1986). These non- linear responses 
occur only when a threshold is passed and, as such, may be more like a 
tipping point than a turning point. Like the “straws that break the camels’ 
backs”, the threshold alerts the softer negotiator to a problem that is dealt 
with through matching the other’s tough behavior, leading to a negotia-
tion crisis.

Although Druckman’s analysis illustrates Walton and McKersie’s 
(1965) model, it also extends that model by highlighting the role that 
synchronization plays in generating a turning point and moving negotia-
tions forward. While in the case of base rights negotiations, increasingly 
synchronized competition led to progress, Taylor and Thomas’s (2008) 
analysis of hostage negotiations demonstrated that synchronized coop-
eration may also move negotiations to agreement. Hostage negotiations 
were more successful when police and hostage takers matched each other’s 
positive affect, adopted a present (rather than a past) focus, and explored 
alternatives. In these highly charged negotiations, actions that avoided 
crises moved the negotiation forward (see also, Wells et al., Chapter 18 
this volume). Avoiding crises was evident as well in Tomlin’s (1989) analy-
sis of the 1986 NAFTA talks. He showed that crises were caused by the 
parties’ taking different perspectives and holding different agenda priori-
ties (lack of synchronization). Interestingly, by avoiding discussion of the 
prospective negotiation agenda, and thus staying in sync, the parties were 
able to make progress toward a decision to negotiate. Thus, synchroni-
zation plays a role in moving negotiations forward, although its effects 
are not straightforward. We return to this observation in our concluding 
section.

Shifts in process may also be triggered by specific events that change 
how negotiators approach their task. This kind of event- driven shift 
in strategy is evident in Cameron and Tomlin’s (2000) analysis of the 
trilateral NAFTA talks, which showed that stage transitions were set 
in motion by specific procedures and resulted in the re- framing of the 
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issues. Based on their interviews with members of the U.S. delegation to 
the Intermediate Range Nuclear Forces (INF) talks between the Soviet 
Union and the U.S. in 1987, Druckman et al. (1991) identified ten turning 
points in the negotiations, starting with Gorbachev’s announcement to 
remove French and British nuclear forces from the discussion in 1985 to 
the announcement of an agreement in 1987. Of particular interest was 
the distinction made between substantive and procedural turning points. 
The substantive turning points were regarded as frame- breaking changes 
consisting of such new ideas as delinking issues and the double- zero 
proposal. The key procedural turning point was the preparation for the 
summit meeting between Gorbachev and Reagan as noted in the example 
provided at the beginning of the chapter. As substantive or procedural 
decisions, these actions could be regarded also as precipitants. This case 
analysis extends our understanding of stage transitions by demonstrating 
that they are not necessarily triggered by task completion. Instead, they 
are triggered by events that address either the substance or the negotiation 
process. The common feature is that they result in a reconceptualization 
of the negotiation, with a subsequent change in process. But, perhaps most 
important were three actions: the summit meeting as an action- forcing 
event, the unilateral reductions taken by Gorbachev, and Reagan’s close 
involvement serving to galvanize the bureaucracy toward agreement. As 
external events, these actions could be regarded also as precipitants and 
are framed as such in the later research reviewed below.

Transitions are also emphasized in Druckman’s (2001) temporal 
sequence of events from precipitants to departures to consequences. 
Referred to as a process trace (see Figure 13.1), the sequence makes evident 
the triggers and impacts of TPs (departures). Three types of international 
negotiations were compared in this study: security, trade and political 
negotiations. A key finding was that external precipitants were consider-
ably more frequent than internal (procedures and substance) precipitants 
in the security cases with the reverse occurring for cases in the other areas. 
In most of the cases across the issue areas the departures paved the way 
toward agreement. The progression toward agreement was punctuated by 
departures, each of which can be regarded as a phase transition.

Interruptions

Phase models provide an alternative perspective on how negotiations 
move forward. These models are more fluid, focusing on smaller and less 
well defined strategic passages within negotiations. Phases are typically 
identified by using linguistic analyses to determine when strategic shifts 
have occurred in a negotiation. Research in the spirit of phase models 
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 frequently provides descriptive analyses of the “frames” that negotia-
tors use as they move from the beginning to the end of negotiations (e.g., 
Putnam and Holmer, 1992). Consequently, phase models are less prescrip-
tive in terms of specifying what generates the momentum to redirect the 
process from one phase to the next.

Several theoretical frameworks suggest that the necessary momentum 
is provided by interruptions. This perspective is grounded in the idea of 
sense- making, that is, individuals’ attempts to interpret the events around 
them (Weick, 1995). The most salient pieces of information are those that 
stand out from an ongoing process or interaction (e.g., Baxter and Erbert, 
1999; Jett and George, 2003). More recently, Ballinger and Rockmann 
(2010) describe the role played by anchoring events, defined as events that 
violate expectations. These events stand out from the flow, triggering a 
search for explanations, redirecting negotiators’ strategies, and shaping 
anticipated outcomes.

Interruptions may be unintentional and alter the course of negotia-
tions because they surprise the other party. Unexpected events, because 
they challenge the dominant process, create uncertainty about either the 
other negotiator’s intentions or the ability to reach agreement. According 
to McGinn et al. (2004) these out- of- keeping acts challenge the domi-
nant dynamic (the logic of the interaction) and trigger transitions to a 
new dynamic. The central theme in this view is that something about a 
specific action calls attention to the negotiation process, and transforms 
it (Druckman, 2004; Putnam, 2004; Stuart, 2004; Winship, 2004). Such 
interruptions provide motivation for the changes needed to break stale-
mates or, more importantly, move the talks toward lasting agreements. 
For example, strategies that are unexpected because they do not conform 
to the dominant strategic approach, appear to transform the negotiation 
context and affect the quality of negotiators’ outcomes (Olekalns and 
Smith, 2000, 2003a, 2003b). The overarching theme, which we return 
to in our concluding section, is that actions may interrupt a nego-
tiation because one negotiator inadvertently violates the other party’s 
expectations.

Interruptions may also be intentional: negotiators or third parties 
may deliberately intervene in the negotiation process in several ways: by 
redirecting the negotiation back to its substantive issues, by clarifying the 
other party’s intentions, by explicitly addressing the process, or by high-
lighting the need to reach agreement (Kolb, 2004). These kinds of process 
interruptions can successfully redirect negotiations from a distributive to 
an integrative phase (Olekalns et al., 2003). A different kind of interrup-
tion occurs when negotiators take timeout from the negotiation. Such 
temporal breaks provide negotiators with the opportunity to reassess the 
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process so far, and, by disrupting the dynamic, enable them to restart the 
process anew (Kolb, 2004).

The effectiveness of such disruptions is, however, dependent on how 
they are used. Negotiators who use this time to ruminate further on 
their negotiations typically obtain poorer outcomes than those who do 
not. Subsequent research suggests that this may be because negotiators 
who ruminate may engage in competitive thinking. If, instead, they use a 
deliberate break to think about how to build cooperation, they improve 
their outcomes (Harinck and De Dreu, 2008; Druckman et al., 2004). The 
maximum benefits of cooperative rumination during a deliberate break 
are reaped if parties take a pro- social orientation to the negotiation, that 
is, they emphasize benefits for both parties (Harinck and De Dreu, 2011).

These findings suggest that the content of interruptions influences the 
negotiation process and economic outcomes. Research suggests that the 
type of interruption is also critical to social outcomes: interruptions have 
the potential to either build or erode trust. Olekalns and Smith (2005a) dis-
tinguished between interruptions that were facilitatory, and likely to move 
a negotiation forward, or inhibitory, and likely to hold a negotiation back. 
When negotiators identified interruptions as creating a positive impres-
sion or made a positive change in the negotiation, they also reported 
higher levels of cognitive trust in the other party. When negotiators identi-
fied interruptions that triggered negative impressions, they reported lower 
levels of cognitive trust. These authors also demonstrated a virtuous cycle 
in relation to affective trust: when affective trust was high at the start of 
negotiations, individuals reported more facilitating interruptions (positive 
impressions), which in turn increased affective trust at the end of the nego-
tiation (for more on trust, see Lewicki and Polin, Chapter 7 this volume). 
This virtuous cycle may be strengthened as the number of cooperatively- 
motivated parties to a negotiation increases (Druckman et al., 2009).

The internal interruptions discussed above were created by the actions 
of the negotiators themselves. Interruptions may also be external, as was 
demonstrated on our review of case studies. In an experimental extension 
of the case analyses discussed above, Druckman et al. (2009) showed that 
when external interruptions changed negotiators’ thoughts about what 
was possible, they were less likely to anticipate agreement. Negotiators’ 
interpretations of external interruptions are sensitive to trust. An inhibi-
tory event stimulated movement to agreement when trust was high. 
However, when negotiators reported low cognitive trust in the other party, 
they were more likely to revise their thoughts of what was possible follow-
ing an inhibitory interruption than following a facilitating interruption; 
this reassessment of what is possible did not, however, affect negotiators 
willingness to move towards agreement (Druckman et al., 2009).
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Framing

Interpretations of interruptions are also sensitive to salient features of 
the negotiating environment. Impacts of each of three primed features 
on decisions following an interruption were explored in an experiment by 
Druckman and Olekalns (in press). Referred to as motivational frames, 
these features consisted of power, shared identity, and transaction costs. 
The decision choices were to withdraw from the talks, to continue negoti-
ating, or to reframe the issues. The re- framing choice was considered to be 
a departure. When an interruption was interpreted through a power frame, 
negotiators were less willing to continue the negotiation and more willing 
to reframe the issues. The same event, interpreted through a transaction 
cost frame, has the opposite impact. These different frames also affect the 
role that trust plays in responses to interruptions: when negotiators report 
low trust in the other party, they are more likely to reframe the negotiation 
when transaction costs are salient, but to search for immediate settlement 
when shared identity or power is salient. When trust is high, they are more 
likely to continue negotiations when the shared identity is salient, but to 
reframe the negotiation when power is salient (Druckman and Olekalns, in 
press). Thus, high transaction costs produced a departure when trust was 
low; power led to a departure when trust was high.

Framing is emphasized as well in two case studies by Putnam and her 
colleagues. In these studies, framing is regarded as a precipitant rather 
than a departure. Putnam and Shoemaker (2007) structure an analysis of 
negotiation stages in the Edwards Aquifer environmental conflict in terms 
of turning points. Focusing primarily on the way that the media framed 
the issues, the authors described a process that moved from early escala-
tion to later de- escalation. A key insight is that the media were influence 
agents participating in a de- escalation process in several ways: shifting the 
naming of the disputes, altering blaming patterns, introducing multiple 
explanations, and casting the federal government as a common enemy. 
Overlooked in many other TP studies, the framing performed by the 
media is often an external precipitant that can trigger key changes within 
the negotiation.

Further analyses of the precipitating effects of media framing were 
conducted by Putnam and Fuller (2010). Focusing on the 2007–08 con-
flict between the Writers’ Guild of America (WGA) and the Alliance of 
Motion Picture and Television Producers (AMPTP), these authors identi-
fied six TPs that defined time periods but were not considered as depar-
tures. Careful coding of precipitants and consequences allowed them to 
use these parts of TP framework (Druckman, 2001) to depict the unfold-
ing negotiation process. An interesting finding is that procedural precipi-
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tants (shifts in membership on the union team, interim agreements with 
independent producers) played a dominant role in the talks. However, 
they also discovered that strategies combining external and procedural 
factors precipitated change. Considered by them as a fourth type of pre-
cipitant, strategies add other types of communication by influence agents 
to the framework. More generally, the authors emphasize the importance 
of depicting the way messages are framed for particular audiences, which 
they refer to as discursive representation. It would be interesting to explore 
the distinction between strategic frames that lead to departures and those 
that do not produce that result.

The precipitating effects of framing are emphasized as well in Leary’s 
(2004) analysis of dialogues about the conflict in Aceh, Indonesia. Several 
frame changes in particular proved to be crucial to progress. One was the 
framing of the proximity talks as a workshop, which justified the presence 
of outside experts. Another was to construe it as a learning experience. 
A third was a suggestion that the free Aceh Movement (GAM) become 
a political party. Although not effective in preventing future violence in 
Aceh, the new ideas that emerged were considered as “frame- breaking 
insights” that altered the relational context for the discussions. (See also 
London, 1988 for a similar idea with regard to decisions about career 
change.)

Context

Turning points have been analysed in other contexts. Three features of 
the context within which negotiation occurs are the primary source of 
conflict between the parties, domestic or international negotiations, and 
multilateral negotiation. Key studies in each of these settings are reviewed 
in this section.

Sources of conflict
Sources of conflict, distinguishing among interests, understanding, and 
values, provide additional insights into the turning points sequence from 
precipitants through consequences (Druckman, 2005). The 34 negotia-
tions used in the earlier study by Druckman (2001) were categorized by 
the predominant type of issue at stake. For the conflicts of interest, which 
occurred most frequently in cases of negotiations over matters of arms 
control and disarmament, the typical sequence took the form shown in 
Figure 13.2.

For the conflicts of understanding (referred to also as cognitive con-
flicts), which occurred most frequently in negotiations over international 
trade, the typical sequence took the form displayed in Figure 13.3.
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Conflicts over values were the primary source of conflict in negotiations 
over political issues including those involving the environment. A typical 
sequence is shown in Figure 13.4.

The external precipitants that produced departures in value conflicts 
consisted of third party involvement. These interveners had little success 
in producing agreements, a finding that coincides with experiments on 
value conflict (e.g., Druckman et al., 1988; Harinck and Van Kleef, in 
press). The abrupt departures that occurred in these cases often consisted 
of rejections of mediator suggestions, leading to escalations. In contrast, 
the abrupt or non- abrupt departures that occurred in conflicts over inter-
ests or understanding moved the talks in the direction of agreement. Thus, 
departures can lead in either direction depending, at least in part, on the 
kinds of issues being negotiated.

Precipitant Departure Consequence

• External • Abrupt • De-escalatory,
towards
agreement

Figure 13.2 Turning point sequence for conflicts of interest

Precipitant

• Substantive

DeparturePrecipitant

• Abrupt

Consequence

• De-escalatory,
towards
agreement

 

Figure 13.3 Turning point sequences for cognitive conflicts

Precipitant

• External

Departure

• Abrupt

Consequence

• Escalatory,
away from
agreement

 

Figure 13.4 Turning point sequence for value- based conflicts
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Domestic and international contexts
In the 29 domestic environmental cases analyzed by Hall (2008), neutral 
third parties were instrumental in creating procedures that precipitated 
departures during the early phases of the negotiations. The parties them-
selves had more influence over the substantive decisions that precipitated 
agreements during the later phases. This pattern contrasts with the pattern 
discovered by Chasek (1997) in her analyses of 11 international environ-
mental cases. In those cases, substantive precipitants occurred early and 
frequently without the help of third parties. This difference may have 
been due to the domestic versus international contexts: Unlike domestic 
disputes, international environmental talks are managed with prescribed 
procedures, thereby allowing more time for the parties to focus their atten-
tion on substance early in the talks; procedures come into play primarily 
with regard to ratification processes that follow the negotiations.

Another domestic versus international comparison, performed by 
Druckman (2001), showed differences in patterns of escalatory and de- 
escalatory consequences of departures. Unlike the international cases, 
repeated escalations occurred in 11 cases of negotiation between the 
mechanics’ union (International Association of Mechanics and Aerospace 
Workers [IAM]) and Trans World Airlines (TWA). The differences were 
attributed to the institutional context within which the domestic talks were 
conducted. Both parties had incentives to prolong the talks: strike threats 
are the primary union tool to influence the company; for companies, pro-
longing the talks is a bargaining strategy for reducing the attractiveness of 
alternatives to workers. These prerogatives do not have a counterpart in 
the international system.

Multilateral negotiations
The turning points framework was applied in Crump and Druckman’s 
(2012) analyses of the long chronologies of events on intellectual prop-
erty issues discussed at the multilateral Uruguay round of the General 
Agreement on Trade and Tariiffs (GATT) and at the World Trade 
Organization (WTO) Doha Ministerial. This comparative analysis of two 
matched multilateral cases highlighted differences between cases with dif-
ferent outcomes on the same set of issues. More substantive precipitants 
and escalation consequences occurred in the stalled WTO process and 
more external or procedural precipitants with de- escalatory consequences 
occurred in the settled GATT talks.

The analysis highlighted the concepts of reframing, legitimacy, and 
coalitions: Reframing was regarded as a substantive precipitant, per-
ceived legitimacy was the result of achieving the new frame (a departure), 
and managing coalitions was the glue that connected precipitants to 
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 departures and consequences. The work done by managing coalitions in 
the WTO served to reduce complexity and the need for external interven-
tions. The prominence of new ideas (substantive precipitants) generated 
within the process was helpful but did not resolve the impasse. More gen-
erally, the bridge created in this study between organizational processes 
and negotiation decisions extends the applicability of the TP framework to 
global conferences. Another concept, contributed by Dougherty’s (2006) 
turning points analysis of social movements and relevant to multilateral 
negotiations, is critical mass. As a networked group with a shared goal, 
these negotiators set in motion the sequence that extends from precipitat-
ing actions through consequences. A critical mass adds connection and 
size as features of effective managing coalitions.

The studies on context introduce macro- level factors into the TP frame-
work. The different patterns obtained in analyses of domestic and inter-
national negotiations calls attention to the importance of larger structures 
and norms surrounding negotiation processes. The organizing role played 
by managing coalitions in global trade conferences highlights a social 
process that moves a complex negotiation toward agreement. The idea of 
a critical mass from the literature on social movements helps to explain 
how these transitions may occur. It also suggests that there is a connection 
between Gladwell’s (2000) macro- level concept of tipping points and the 
turning points that are studied in negotiation.

TURNING TO THE FUTURE

In our discussion of turning points in the negotiation process, we identi-
fied several theoretical frameworks that both offer further insights into 
the ways in which discrete events propel negotiations forward, and open 
new avenues for research. These frameworks helped us to interpret find-
ings from case analyses and experimental work. We now return to these 
frameworks to identify ways in which existing research and theory about 
turning points could be expanded. Finally, we consider how we might 
further increase our understanding of turning points by considering two 
new variables: negotiator resilience and temporal spillover.

Being ‘In Sync’

In our discussion of stage transitions, we identified synchronization as 
a key mechanism in precipitating departures that have the consequence 
of moving negotiations forward. The first example that we gave was of 
 linguistic synchronicity, that is, a convergence in the language and strate-
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gies used by negotiators. According to interpersonal adaption theory, a 
communication pattern in which the linguistic styles of two individuals 
converge serves to reduce social distance, confirm a shared perspective, 
and assist in the development of trust (Burgoon et al., 1995; Giles et al., 
1991).

There are two important insights to be gained from the analyses that we 
described earlier. The first insight is that it is the occurrence of linguistic 
convergence, rather than the tone of that convergence, that assists nego-
tiators to reach agreement: convergence to both hard, competitive and 
cooperative behavior appear equally likely to assist agreement. The hard 
competitive convergence often produces impasses that have been found to 
precipitate turning points that move the talks forward. The softer coop-
erative convergence, which occurs less frequently, moves the talks toward 
agreement when trust rather than exploitation is sustained. A foundation 
of trust enables negotiators to withstand competitive convergence, such as 
that observed in the base rights negotiations. We speculate that the trust 
that accrues from convergence may also enhance the credibility of coop-
erative convergence in the more adversarial hostage negotiations. In both 
cases, it provides the relational base from which agreement can be built. 
The second, related, insight is that the negotiating context determines 
whether competitive convergence that triggers a crisis, or cooperative 
convergence that inhibits a crisis, will be effective in moving negotiations 
forward.

Together, these insights suggest that we need to link patterns of 
convergence to interpersonal processes (trust) and context, in order to 
understand the role of linguistic synchronization in moving negotiations 
forward. Drawing on Putnam’s work, we also showed that frame con-
vergence plays an important role in moving negotiations to agreement. 
It is thus not just the synchronization of communication that facilitates 
or impedes momentum in negotiations, but also the synchronization of 
perspectives. This finding fits with research demonstrating that individuals 
strive to be “in sync” with one another in terms of goals (Adair and Brett, 
2005; Blount and Janicik, 2000, 2001; McGinn and Keros, 2003). Being 
in sync increases the likelihood of reaching agreement (Brodt and Dietz, 
1999; Drake and Donohue, 1996) as well as enhancing trust, satisfaction 
and negotiators’ willingness to engage in future interactions (Burgoon et 
al., 1995; Giles et al., 1991; Pinkley and Northcraft, 1994; Olekalns and 
Smith, 2005b).

Although frame convergence clearly leads to progress in negotiation, 
our discussion of linguistic convergence suggests that we need to provide a 
more nuanced account of how the drive to be in sync triggers stage transi-
tions. Such accounts may benefit from considering both the intentional 
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and unintentional ways in which individuals align their representations, 
as well as the nonverbal levels at which an alignment may take place (e.g., 
Garrod and Pickering, 2009; Pickering and Garrod, 2006). They may 
also benefit from considering novel strategies for understanding others’ 
perceptives, such as the position exchange process described by Gillespie 
and Richardson (2011). These new theories imply that convergence occurs 
at several levels. Although we have focused on convergence of frames, 
convergence can also occur at “lower” levels of cognition, that is in 
both verbal and nonverbal communication. Paralleling our discussion of 
linguistic convergence, we also suggest that to fully understand the con-
vergence process, it is necessary to consider the content of frames within 
specific contexts. This will help to ascertain whether convergence is likely 
to inhibit or facilitate stage transitions.

Expectancy Violations

A second theme in our discussion of turning points is that events move 
negotiations forward because they violate negotiators’ expectations of 
how the other party will behave. These expectations can be established in a 
variety of ways: through direct past experience with a negotiator, through 
indirect knowledge via a negotiators’ reputation, through the rapid for-
mation of first impressions (thin slicing; Curhan and Pentland, 2007), 
or derived from broad- based societal stereotypes (e.g., gender, culture, 
profession; McKnight et al., 1998). However negotiators form expecta-
tions, these expectations then create a behavioral baseline against which 
opponents’ actual behavior is assessed (Burgoon et al., 1995; Forgas, 1998; 
Hilty and Carnevale, 1992; White and Burgoon, 2001).

In our discussion of interruptions, we highlighted the importance of 
events or actions that “stand out from the crowd.” Any action that violates a 
negotiator’s expectations about how the other party will behave or how the 
negotiation will unfold increases in salience. It is then interpreted and evalu-
ated against the behavioral baseline that negotiators have set. Departures 
from baseline can be either better than expected (positive violations) or 
worse than expected (negative violations). Research shows that a switch 
from cooperative to competitive behavior (negative violation) elicits higher 
levels of competition and more negative emotions from the other party than 
a switch from competition to cooperation (a positive violation; Druckman 
and Bonoma, 1976; Hilty and Carnevale, 1992; Olekalns et al., 2005a).

Expectancy violation theory suggests that the same action, as an inter-
ruption to the negotiation process, may have quite different consequences 
depending on whether it is perceived as a positive or a negative violation. 
As we highlighted in the section on frames, the lens through which a crisis 
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is interpreted (transaction costs, dependence, shared identity) affects what 
negotiators choose to do next. From an expectancy violation perspective, 
these different reactions result from the different behavioral baselines 
against which the crisis in assessed. It is plausible that each frame creates a 
different set of behavioral expectations, consequently shaping whether the 
same event is interpreted as a positive or negative violation.

An unexplored question is whether expectancy violations are an 
 “all- or- none” phenomenon. By this, we mean whether a single expect-
ancy violating event is sufficient to trigger a turning point. Two lines of 
research suggest that there may be different patterns in how such events 
accumulate. First, McGinn et al. (2004) discovered that out- of keeping 
acts (expectancy violations) may serve the useful function of triggering 
transitions that reframe the negotiation. They showed that a key distin-
guishing feature among transitions is the extent to which they are abrupt 
(surprises) or gradual. Second, trust theory suggests that while individu-
als react quickly to violations that call competence into question, they 
require a greater accumulation of evidence before they revise impressions 
of shared identity (Lewicki and Weithoff, 2000). A third, and related, issue 
is the scale of expectancy violating events. While Ballinger and Rockmann 
(2010) argue that violations need to be substantial in order to trigger tran-
sitions, it is possible that small violations accumulated over time may also 
trigger process transitions. Together, these findings suggest that to better 
understand turning points we need to learn how individuals accumulate 
evidence of expectancy violations, as well as how critical thresholds for a 
transition are set. In exploring these issues, it is important to also consider 
whether the violations are positive or negative.

Negotiator Resilience

Many of the actions that disrupt the negotiation process, or create the 
preconditions for a transition to a new stage, are likely to challenge nego-
tiators’ beliefs about the possibility of an agreement. Such crises call into 
question the other party’s intentions, and require a leap of faith to con-
tinue with the negotiation. Researchers are yet to consider the conditions 
under which negotiators are willing to make this leap. However, McGinn 
and Keros’ (2003) characterization of negotiations as an improvisational 
process suggests that negotiators who are resilient, that is, who can recover 
from unexpected and potentially damaging events (Powley, 2009), will be 
better able to recover from crises.

Behavioral flexibility and adaptability, defined as skills to be open to the 
present moment and to adapt their behaviors as needed (Bond et al., 2008), 
are central characteristics of resilience. These skills enable  individuals to 
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recognize how best to respond to an adverse event, and to change their 
behaviors in a way that helps them respond creatively and constructively 
to those events (Mancini and Bonnano, 2009). We believe that negotiators 
who are resilient are more likely to use crises as opportunities to redirect 
the negotiation to a more constructive process. The more that negotiators 
perceive a crisis as an opportunity, the more likely that a turning point will 
follow. Resilient negotiators are oriented toward action and are willing 
to take risks. Negotiators who do not display resilience are more likely to 
regard a crisis as a threat, and consequently it is less likely that a turning 
point will follow. These negotiators are risk- averse, often preferring 
outside interventions to help move the talks forward. Although resilience 
is often represented as a risk propensity, it is likely that negotiators’ resil-
ience can be influenced by external factors such as decision frames, regula-
tory focus and tolerance for ambiguity.

Continuing our focus on how the negotiating context affects the inter-
pretation of adverse events, we suggest that the negotiation context itself 
may affect negotiators resilience. For example, negotiating context influ-
ences willingness to take risks. Risk- seeking in the form of new ideas or 
procedures has been found to occur more often in less sensitive issue areas 
such as trade or environmental negotiations. Risk- aversion is preferred in 
more sensitive areas such as security negotiations where negotiators wait 
for third parties to suggest approaches for moving forward (Druckman, 
2001). We therefore propose that initial resilience can be amplified or 
attenuated by the external conditions that impact the negotiation.

Continuing our focus on interpersonal processes, we also propose that 
the quality of the underlying relationship with the other negotiator, spe-
cifically the extent to which negotiators trust the other party (Payne and 
Clarke, 2003; Pratt and Dirks, 2007), will also increase or decrease nego-
tiators’ resilience. The relationship between trust and resilience is likely a 
complex one: trust theory implies that negotiators’ resilience in the face 
of adverse events may be affected by the kind of trust that characterizes 
their relationship with other parties. When negotiators believe that they 
have shared values, they are likely to require more evidence that a negative 
violation has occurred but also less likely to recover from that violation. 
Conversely, when trust is built on a cost- benefit analysis (cognitive trust), 
violations are more readily discerned but also have less impact (Lewicki 
and Wiethoff, 2000).

Temporal Horizons and Spillover

Typically, analyses of turning points have focused on events that occur 
within a negotiation. However, many of our negotiations are one in a 
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series of several with the same negotiator. Negotiation researchers show 
both that negotiators’ reputations (O’Connor et al., 2005; Tinsley et al., 
2002) and their experiences from previous negotiations (Keenan and 
Carnevale, 1989) spill over to affect how subsequent negotiations unfold. 
It is therefore reasonable to conclude that the accumulation of critical 
events, and how they are managed within a negotiation, will spill over 
to shape future negotiations among the same parties. Whether negotia-
tors choose to persist with a dysfunctional process or to switch to a more 
constructive process, whether they decide to reframe the issues and adopt 
a completely new approach, or whether they choose to withdraw from the 
current negotiation will cast a shadow over future negotiations. Yet little 
is understood about how the experiences in one negotiation, in particular 
how moments of adversity and transition are managed, influence the 
ongoing negotiation process or how they shape future negotiations.

Returning to our earlier discussion, we note that central components 
of resilience are openness to learning and skill in incorporating adverse 
experiences into behavioral scripts that guide future learning. Resilience 
researchers argue that individuals who put adverse events into context 
and learn from them are also better able to deal with adversity in the 
future (Mancini and Bonnano, 2009). This belief implies that negotiators 
who do not find constructive responses to adverse events in the moment, 
but use those events to build a more flexible behavioral repertoire, 
should establish a stronger foundation for subsequent negotiations. If we 
accept this proposition, then we also need to understand what kinds of 
responses position negotiators to bounce back from adverse events, and 
to strengthen relationships going forward. This understanding could well 
serve to enhance negotiator resilience through training.

CONCLUSION

The four themes discussed in this chapter can be regarded as partial theo-
ries. Each refers to a particular aspect of the negotiation process. Turning 
points can be understood in relation to each of these parts. But, the parts 
can also be regarded along a process timeline. Out- of- sync moves lead to 
impasses that may violate expectations. Negotiators must persevere in 
the face of these violations, often reframing the issues (a turning point) 
in order to move the talks forward. A longer- term consequence of these 
reactions is that they may spill over to future negotiations. This sequence, 
which highlights precipitants, departures, and consequences, is captured 
in Figure 13.5. The idea of resilience, introduced in the previous section, 
weaves it’s way through these stages. Whether negotiators perceive an 
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expectancy violation as a crisis, and how they subsequently respond to 
those violations, is closely tied to their resilience. We thus return full cycle 
to the turning points framework discussed at the beginning of this chapter, 
but add the ideas of flexibility and adaptability as underlying mechanisms 
that determine negotiators’ willingness to take a leap of faith and continue 
their negotiations.

REFERENCES

Adair, W. and Brett, J. (2005). The negotiation dance: Time, culture and behavioral 
sequences in negotiation. Organization Science, 16, 33–51.

Ballinger, G.A. and Rockmann, K.W. (2010). Chutes versus ladders: Anchoring events 
and a punctuated equilibrium perspective on social exchange relationships. Academy of 
Management Review, 35, 373–391.

Baxter, L.A. and Erbert, L.A. (1999). Perceptions of dialectical contradiction in turning 
points of development in heterosexual romantic relationships. Journal of Social and 
Personal Relationships, 16, 547–569.

Blount, S. and Janicik, G.A. (2000). Getting and staying in- pace: The “in- synch” prefer-
ence and its implications for work groups. In H. Sondak (ed.), Toward Phenomenology of 
Groups and Group Membership. Research on Managing Groups and Teams, Vol. 4 (pp. 235–
266). New York, NY: Elsevier Science.

Blount, S. and Janicik, G.A. (2001). When plans change: Examining how people evaluate 
timing changes in work organizations. Academy of Management Review, 26, 566–585.

Bond, F.W., Flaxman, P.E., and Bunce, D. (2008). The influence of psychological flexibility 
on work redesign: Mediated moderation of a work reorganization intervention, Journal of 
Applied Psychology, 93, 645–654.

Brodt, S.E. and Dietz, L.E. (1999). Shared information and information sharing: 
Understanding negotiation as collective construal. Research on Negotiation in 
Organizations, 7, 263–283.

Burgoon, J.K., Stern, L.A., and Dillman, L. (1995). Interpersonal Adaptation: Dyadic 
Interaction Patterns. Cambridge, MA: Cambridge University Press.

Cameron, M. and Tomlin, B.W. (2000). The Making of NAFTA: How the Deal was Done. 
Ithaca NY: Cornell University Press.

Chasek, P. (1997). A comparative analysis of multilateral environmental negotiations. Group 
Decision and Negotiation, 6, 437–461.

Out-of-sync
move 

• Precipitant

Impasse

• Disruption

Reframing

• Departure

Advance 
Talks

• Short-term
consequence

Further 
Negotiation

• Long-term
consequence 

Figure 13.5 An expanded model of turning point sequences

Daniel Druckman and Mara Olekalns - 9781781005903
Downloaded from PubFactory at 05/24/2023 02:22:12PM

via free access



Punctuated negotiations   353

Macintosh HD:Users:Raydens:Public:RAYDENS IMAC JOBS:14137 - EE - OLEKALNS (EE1):OLEKALNS 9781781005897 PRINT (M3139)

Cohen, P. (ed.) (2008). Applied Data Analytic Techniques for Turning Points Research. New 
York: Routledge.

Crump, L. and Druckman, D. (2012). Turning points in multilateral trade negotiations on 
intellectual property. International Negotiation, 17, 9–35.

Curhan, J. and Pentland, A. (2007). Thin slices of negotiation: Predicting outcomes from 
conversational dynamics within the first 5 minutes. Journal of Applied Psychology, 92, 
802–811.

Donohue, W.A. and Roberto, A.J. (1996). An empirical examination of three models of 
integrative and distributive bargaining. International Journal of Conflict Management, 7, 
209–229.

Dougherty, J. (2006). The Critical Mass of Social Change: Northern Ireland Integrated 
Education. Unpublished doctoral dissertation, George Mason University.

Douglas, A. (1962). Industrial Peacemaking. New York: Columbia University Press.
Drake, L.E. and Donohue, W.A. (1996). Communicative framing theory in conflict resolu-

tion. Communication Research, 23, 297–322.
Druckman, D. (1983). Social psychology and international negotiations: Processes and influ-

ences. In R.F. Kidd and M.J. Saks (eds), Advances in applied social psychology, Vol. 2 
(pp. 51–81), Hillsdale, NJ: Lawrence Erlbaum.

Druckman, D. (1986). Stages, turning points and crises: Negotiating military base rights, 
Spain and the United States. Journal of Conflict Resolution, 30, 327–360.

Druckman, D. (2001). Turning points in international negotiations: A comparative analysis, 
Journal of Conflict Resolution, 45, 519–544.

Druckman, D. (2004). Departures in negotiation: Extensions and new directions. Negotiation 
Journal, 20, 185–204.

Druckman, D. (2005). Doing Research: Methods of Inquiry for Conflict Analysis. Thousand 
Oaks, CA: Sage.

Druckman, D. and Bonoma, T.V. (1976). Determinants of bargaining behavior in a bilateral 
monopoly situation II: Opponent’s concession rate and attraction. Behavioral Science, 21, 
252–262.

Druckman, D. and Harris, R. (1990). Alternative models of responsiveness in international 
negotiation. Journal of Conflict Resolution, 34, 234–251.

Druckman, D. and Olekalns, M. (2011). Turning points in negotiation. Negotiation and 
Conflict Management Research, 4, 1–7.

Druckman, D. and Olekalns, M. (in press). Motivational primes, trust and negotiators’ reac-
tions to a crisis. Journal of Conflict Resolution.

Druckman, D., Broome, B., and Korper, S. (1988). Value differences and conflict resolution: 
Facilitation or delinking? Journal of Conflict Resolution, 32, 489–510.

Druckman, D., Druckman, J.N., and Arai, T. (2004). E- Mediation: Evaluating the impacts 
of an electronic mediator on negotiating behavior. Group Decision and Negotiation, 13, 
481–511.

Druckman, D., Husbands, J.L., and Johnson, K. (1991). Turning points in the INF negotia-
tions. Negotiation Journal, 7, 89–108.

Druckman, D., Olekalns, M., and Smith, P. (2009). Interpretive filters: Social cognition and 
the impact of turning points in negotiation. Negotiation Journal, 25, 13–40.

Forgas, J.P. (1998). On feeling good and getting your way: Mood effects on negotiator 
cognition and bargaining strategies. Journal of Personality and Social Psychology, 74, 
565–577.

Garrod, S. and Pickering, M.J. (2009). Joint action, alignment, and dialog. Topics in 
Cognitive Science, 1, 292–304.

Giles, H., Coupland, J., and Coupland, N. (1991). Language: Contexts and Consequences. 
Milton Keynes, UK: Open University Press.

Gillespie, A. and Richardson, B. (2011). Exchanging social positions: Enhancing perspective 
taking within a cooperative problem solving task. European Journal of Social Psychology, 
41, 608–616.

Gladwell, M. (2000). The Tipping Point. Boston, MA: Little, Brown.

Daniel Druckman and Mara Olekalns - 9781781005903
Downloaded from PubFactory at 05/24/2023 02:22:12PM

via free access



354  Handbook of research on negotiation

Macintosh HD:Users:Raydens:Public:RAYDENS IMAC JOBS:14137 - EE - OLEKALNS (EE1):OLEKALNS 9781781005897 PRINT (M3139) Macintosh HD:Users:Raydens:Public:RAYDENS IMAC JOBS:14137 - EE - OLEKALNS (EE1):OLEKALNS 9781781005897 PRINT (M3139)

Graham, E.E. (1997). Turning points and commitment in post- divorce relationships. 
Communication Monographs, 64(4), 350–368.

Gulliver, P.H. (1979). Disputes and Negotiations: A Cross- Cultural Approach. Orlando, FL: 
Academic Press.

Hall, W. (2008). Turning Points in Environmental Negotiation: Dynamics, Roles, and Case 
Related Factors. Unpublished doctoral dissertation, George Mason University.

Harinck, F. and De Dreu, C.K.W. (2008). Take a break! or not? The impact of mindsets 
during breaks on negotiation processes and outcomes. Journal of Experimental Social 
Psychology, 44, 397–404.

Harinck, F. and De Dreu, C.K.W. (2011). When does taking a break help in negotiations? 
The influence of breaks and social motivation on negotiation processes and outcomes. 
Negotiation and Conflict Management Research, 4, 33–46.

Harinck, F. and Van Kleef, G.A. (in press). Be hard on the interests and soft on the values: 
Conflict issue moderates the effects of anger in negotiations. British Journal of Social 
Psychology.

Hilty, J. and Carnevale, P.J. (1992). Black- hat/white- hat strategy in bilateral negotiation. 
Organizational Behaviour and Human Decision Processes, 55, 444–469.

Holmes, M.E. (1992). Phase structures in negotiation. In L.L. Putnam and M.E. Roloff 
(eds), Communication and Negotiation (pp. 83–105). Newbury Park, CA: Sage.

Hooper, R. and Drummond K. (1990). Emergent goals at a relational turning point: The case 
of Gordon and Denise. Journal of Language and Social Psychology, 9, 39–65.

Jett, Q.R. and George, J.M. (2003). Work interrupted: A closer look at the role of interrup-
tions in organizational life. Academy of Management Review, 28, 494–507.

Keenan, P.A. and Carnevale, P.J. (1989). Positive effects of within- group cooperation on 
between- group negotiation. Journal of Applied Social Psychology, 19, 977–992.

Kolb, D. (2004). Staying in the game or changing it: An analysis of moves and turns in nego-
tiation. Negotiation Journal, 20, 253–267.

Leary, K. (2004). Critical moments as relational moments: The Centre for Humanitarian 
Dialogue and the conflict in Aceh, Indonesia. Negotiation Journal, 20, 311–338.

London, M. (1988). Developing Managers. San Francisco: Jossey- Bass.
Lewicki, R. and Wiethoff, C. (2000). Trust, trust development, and trust repair. In 

M. Deutsch and P.T. Coleman (eds), The Handbook of Conflict Resolution: Theory and 
Practice (pp 86–107). San Francisco: Jossey- Bass/Pfeiffer.

Mancinci, D. and Bonnano, G.A. (2009). Predictors and parameters of resilience to loss: 
Toward an individual differences model. Journal of Personality, 77, 1–27.

McGinn, K.L. and Keros, A.T. (2003). It take two: Improvisations in negotiations. 
Administrative Science Quarterly, 47, 442–473.

McGinn, K., Lingo, E., and Ciano, K. (2004). Transitions through out- of- keeping acts. 
Negotiation Journal, 20, 171–184.

McKnight, D.H., Cummings, L.L., and Chervany, N.L. (1998). Initial trust formation in 
new organizational relationships. Academy of Management Review, 23, 473–490.

Morley, I. and Stephenson, G. (1977). The Social Psychology of Bargaining. London: George 
Allen and Unwin.

O’Connor, K.M., Arnold, J.A., and Burris, E.R. (2005). Negotiators’ bargaining histories and 
their effects on future negotiation performance. Journal of Applied Psychology, 90, 350–362.

Olekalns, M. and Smith, P.L. (2000). Negotiating optimal outcomes: The role of strategic 
sequences in competitive negotiations. Human Communication Research, 24, 528–556.

Olekalns, M. and Smith, P.L (2003a). Social motives in negotiation: The relationship 
between dyad composition, negotiation processes and outcomes. International Journal of 
Conflict Management, 14, 233–254.

Olekalns, M. and Smith, P.L. (2003b). Testing the relationships among negotiators’ moti-
vational orientations, strategy choices and outcomes. Journal of Experimental Social 
Psychology, 39, 101–117.

Olekalns, M. and Smith, P. (2005a). Moments in time: Metacognition, trust and outcomes in 
negotiation. Personality and Social Psychology Bulletin, 31, 1696–1707.

Daniel Druckman and Mara Olekalns - 9781781005903
Downloaded from PubFactory at 05/24/2023 02:22:12PM

via free access



Punctuated negotiations   355

Macintosh HD:Users:Raydens:Public:RAYDENS IMAC JOBS:14137 - EE - OLEKALNS (EE1):OLEKALNS 9781781005897 PRINT (M3139)

Olekalns, M. and Smith, P. (2005b). Cognitive representations of negotiation. Australian 
Journal of Management, 30, 57–76.

Olekalns, M. and Weingart, L. (2008). Emergent negotiations: Stability and shifts in process 
dynamics. Negotiation and Conflict Management Research, 1, 135–160.

Olekalns, M., Brett, J.M., and Weingart, L. (2003). Phases, transitions and interruptions: 
The processes that shape agreement in multi- party negotiations. International Journal of 
Conflict Management, 14, 191–211.

Olekalns, M., Roberts, C., Probst, T., Smith, O., and Carnevale, P. (2005). The impact 
of message frame on negotiators’ social judgments, moods and behavior. International 
Journal of Conflict Management, 16, 379–402.

Payne, R.L. and Clark, M. (2003). The process of trusting: Its relevance to vulnerabil-
ity and resilience in traumatic situations. In D. Paton, J.M. Violanti, and L.M. Smith 
(eds), Promoting Capabilities to Manage Posttraumatic Stress: Perspectives on Resilience 
(pp. 152–169). Springfield, IL: Charles C. Thomas.

Pickering, M.J. and Garrod, S. (2006). Alignment as the basis for successful communication. 
Research on Language and Computation. DOI 10.1007/s11168- 006- 9004- 0.

Pinkley, R.L. and Northcraft, G.B. (1994). Conflict frames of reference: Implications for 
dispute processes and outcomes. Academy of Management Journal, 37, 193–205.

Powley, E. (2009). Reclaiming resilience and safety: Resilience activation in the critical 
period of crisis. Human Relations, 62, 1289–1326.

Pratt, M.G. and Dirks, K.T. (2007). Rebuilding trust and restoring positive relationships: 
A commitment- based view of trust. In J.E. Dutton and B.R. Ragins (eds), Exploring posi-
tive relationships at work: Building a theoretical and research foundation (pp. 117–136). New 
Jersey: Lawrence Erlbaum Associates.

Pruitt, D.G. (1981). Negotiation Behavior. New York: Academic Press.
Putnam, L.L. (1990). Reframing integrative and distributive bargaining: A process perspec-

tive. Research on Negotiation in Organizations, 2, 3–30.
Putnam, L.L. (2004). Transformations and critical moments in negotiation. Negotiation 

Journal, 20, 275–296.
Putnam, L.L. and Fuller, R. (2010). Negotiation and corporate campaigns: The case of 

the 2007–2008 writers’ strike. Paper presented at the annual meeting of the National 
Communication Association, San Francisco, CA, November.

Putnam, L.L. and Holmer, M. (1992). Framing and reframing in negotiations. In L.L. Putnam 
and M.E. Roloff (eds), Communication and Negotiation. Newbury Park: Sage Publications 
(pp. 128–155).

Putnam, L.L. and Shoemaker, M. (2007). Changes in conflict framing in the news coverage 
of an environmental conflict. Journal of Dispute Resolution, 1, 167–175.

Rothstein, A. (1997). Turning points in psychoanalysis. Journal of the American 
Psychoanalytic Association, 45, 1271–1284.

Schulenberg, J., Wadsworth, K.N., O’Malley, P.M., Bachman, J.G., and Johnston, L.D. 
(1997). Adolescent risk factors for binge drinking during the transition to young adult-
hood: Variable and pattern- centered approaches to change. In G.A. Marlatt and G.R. 
Van den Bos (eds), Addictive Behaviors: Readings on Etiology, Prevention, and Treatment. 
Washington DC: American Psychological Association.

Stoll, R.J. and McAndrew, W. (1986). Negotiating strategic arms control, 1969–79: 
Modeling the bargaining process. Journal of Conflict Resolution, 30, 315–326.

Stuart, H.W. Jr. (2004). Surprise moves in negotiation. Negotiation Journal, 20, 239–252.
Taylor, P.J. and Thomas, S. (2008). Linguistic style matching and negotiation outcome. 

Negotiation and Conflict Management Research, 1, 263–281.
Tinsley, C.H., O’Connor, K.M., and Sullivan, B.H. (2002). Tough guys finish last: The perils 

of a distributive reputation. Organizational Behavior and Human Decision Processes, 88, 
621–642.

Tomlin, B.W. (1989). The stages of prenegotiation: The decision to negotiate North 
American free trade. In J.G. Stein (ed.), Getting to the Table. Baltimore, MD: Johns 
Hopkins University Press, (pp. 18–43).

Daniel Druckman and Mara Olekalns - 9781781005903
Downloaded from PubFactory at 05/24/2023 02:22:12PM

via free access



356  Handbook of research on negotiation

Macintosh HD:Users:Raydens:Public:RAYDENS IMAC JOBS:14137 - EE - OLEKALNS (EE1):OLEKALNS 9781781005897 PRINT (M3139) Macintosh HD:Users:Raydens:Public:RAYDENS IMAC JOBS:14137 - EE - OLEKALNS (EE1):OLEKALNS 9781781005897 PRINT (M3139)

Walton, R.E and McKersie, R.B. (1965). A Behavioral Theory of Labor Negotiations. New 
York: McGraw-Hill.

Weick, K.E. (1995). Sensemaking in Organizations. Thousand Oaks, CA: Sage.
White, C.H. and Burgoon, J.K. (2001). Adaptation and communicative design: Patterns of 

interaction in truthful and deceptive conversations. Human Communication Research, 21, 
9–37.

Winship, C. (2004). Veneers and underlayments: Critical moments and situational redefini-
tion. Negotiation Journal, 20, 297–310.

Zartman, I.W. and Berman, M.R. (1982). The Practical Negotiator. New Haven & London: 
Yale University Press.

Daniel Druckman and Mara Olekalns - 9781781005903
Downloaded from PubFactory at 05/24/2023 02:22:12PM

via free access


