

A
 
  B
  
 C
  
 D
      E
  
 F
  
 G
  
 H
       I

	Observed behaviour

     Quality
	Ignore
	Acknowledgement

 
	Outward show of support

but qualified by 

masked doubts
	Supportive

Genuine

Agreement
	Neutral and

Curious

 
	Mild

Disagreement
	Defensive Rationalization
	Rational Aggressive

Disagreement

 
	Irrational  

and unpredictable

resistance

	Spectrum Label
	A
	B
	C
	D
	E
	F
	G
	H
	I

	Engagement quality
	Uninterested
	Polite
	Relationship politics
	 Collaborative
	Cautious collaboration
	Polite 
	Positional
Cognitive dissonance
	Entrenched position
	dangerous

	Engagement quality
	Not Relevant
	Ceremonial
	Intuitional assessment
	 Meets interests
	Open inquiry
	Hints to resolution or collaboration
	 Suspicious
	 Feels insulted
	Fear

	Possible level of trust 
	Trust level difficult to assess
	Low-Mid level

 trust
	Mid-low
	Mid-high trust
	Mid level trust
	Mid-Low Trust
	Low trust
	Low -mid trust
	No trust

	Information Sharing 
	Angry and 

No information sharing
	Engaged and listening, and 

information sharing may occur on request but not free flowing
	Hedging collaboration and

Slow information sharing
	 Free flow of information
	Interest-based approach
Cautious information sharing
	Ceremonial and leaning to supportive
Unpredictable information sharing
	Warning of deeper issues and 

Filtered information sharing 
	 Long seated conflict
No information sharing or false information given
	 

	Likelihood of support for idea, or offer
	No possible support
	Possible support in future but holding current position
	Weak or false support
	Strong support
	Encouraging
	Tentative

likely support hopeful
	Support not likely
	Support not Likely
	Support not wanted 


Table 1: Spectrum of behaviour or participants in negotiation or mediation.  An observation tool, where levels of trust and engagement qualities are used to characterize behaviour. 
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