Tactics at the Table

Since contract negotiations involve the exercise of

power, the behavior exhibited by the union
committee is extremely important.

Before first session with management:

Review what the committee expects to
accomplish at the table and how they plan
to do so.

There should be one primary or lead
negotiator.

Review the role of each member, and if and when members will participate in the
discussion.

Plan in advance what will be said and how it will be said to management.

Identify someone to take clear, well-written notes, but everyone should take
notes!

During management meetings:

Be on time, prepared and professional.

As a union rep, you are equal with management in negotiations. Do not be
intimidated.

Keep a “poker face” regardless of what the employer says or does.

Never disagree with a member of your committee in front of management.
If there is a disagreement, work it out in a caucus, never in front of
management.

Use caucuses productively, not as gripe sessions.
If you intend to send a particular message, make sure that it is clear.

The manner in which the union negotiates its contract should leave management
with the feeling that the union is a strong and viable force to be dealt with.

After meetings: Communicating with members (outside the bargaining
committee)



Carefully plan what and how to communicate with members, outside of the
bargaining committee

Do not individually disclose what is happening in negotiations, which leads to
rumors and discord.

Provide regular, agreed-upon and consistent information to members about the
progress of bargaining over multiple channels.

When there is nothing to report, focus on key issues and ways to continue being
involved.

Post information and photos from mobilization actions so that members feel
recognized for their efforts and others are inspired to participate. Share posts
from the locals’ social media pages.



