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Compete or Cooperate?
—The Negotiating Logic Revealed by the Red & Black Game
QU Yang
( School of Business Central University of Finance and Economics Beijing 100081 China)

Abstract: The red and black game illustrated how to balance the interests between the two competitive parties
which existed in the business negotiation as well. Is the one who negotiated with you an enemy fighting for the pie
from your hand or a collaborated partner bringing forth the mutual benefits? How to treat your partner? The differ—
ent attitudes toward the problem the different negotiating results will be. This paper aimed to reveal the subtle
differences of the motives of each negotiating party by analyzing the mechanism of the red and black game to find
the effects on the negotiating outcome and finally to propose the modern orientation of the negotiation that are co—

operation for mutual gain.
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