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Like all forms of social interactions and collective decision making, negotiations 
involve several distinct layers at which the parties involved interact. First, negotiations 
are conducted to resolve a substantive problem, so negotiators make proposals how to 
resolve this problem and exchange offers describing various aspects of a solution. These 
offers can be evaluated quantitatively by mapping them onto utility values of both parties. 
But negotiation strategies and tactics involve more than offers. Negotiators exchange 
information about their positions and priorities, which might be correct or strategically 
distorted, they might use threats or exhibit empathy with their counterparts. All these 
communication acts not only influence the immediate, substantial outcome of 
negotiations, but also have an impact on the long term relationship between parties. 
Finally, there is another, hidden level beyond the manifest content of communication acts 
(like information requests or explanations), the level of emotions which are consciously or 
unconsciously transmitted through the communication between the negotiators. All these 
levels of interaction take place in face to face negotiations, but they are also present in 
negotiations carried out via electronic media, which are at the focus of the research 
presented here. 

 
In this paper, we first introduce a general method to analyze negotiation processes, the 

Standardized Interpolated Path Analysis (SIPA). SIPA maps different negotiation 
processes (e.g. from different negotiations carried out in the context of a larger 
experiment) onto a standardized time frame and thus makes them comparable and makes 
aggregation across processes possible. In contrast to other methods (which e.g. considered 
distinct phases of negotiations), SIPA considers negotiations as continuous time 
processes, of which individual offers or messages are just observations at different points 
in time. 

 
We illustrate the application of SIPA to the various levels of negotiations in an exemplary 
empirical study. Using data from one online negotiation experiment, we first describe the 
methods used to measure the different levels of negotiation processes, and then show 
some results that can be obtained by applying SIPA to negotiation data at these levels. 
 


