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Abstract
Intergroup conflict fuels antipathy, prejudice, and can even incite violence (Allport, 1954).
However, some types of intergroup conflict can also be productive, stimulating complex thinking
that aids in decision-making (Loyd et al., 2013) and encouraging social and organizational
change (McDonnell et al., 2015). One potentially productive form of intergroup conflict is that of
social movements, which mobilize people to take part in collective action in support of a cause
(McCarthy & Zald, 1977; McDonnell et al., 2015). For activists within social movements to
successfully instigate change, they need to secure organizational allies, or “potentially
sympathetic employees affiliated with the target institution who might lend internal support to
accomplishing movement goals” (Wang, Whitson, King, & Ramirez, 2021).
Recent work suggests that there are barriers to social movement activists gaining allies in the
targeted institutions they hope to change (Wang et al. 2021), including the extreme political
divide that currently exists within the United States (Finkel et al., 2021). Our work seeks to
understand how activists can successfully negotiate in this political context to gain allies who
lend support to their cause. While the goal of bringing about and managing change is universal
(Jasper, 2014), the nuances in how social movement activists negotiate on behalf of their cause
likely vary. From #MeToo, to #BlackLivesMatter, to #StopAsianHate, activists within social
movements constantly negotiate with those within and outside of their movement, and while
negotiations are a critical part of their tactical repertoire, negotiation strategies are not something
that social movement scholars understand well.
Our central research goal is to increase understanding of how negotiation strategies function
within social movements. Negotiation strategies represent “the way that people negotiate—the
goal-directed behaviors they use to reach agreement” (Brett et al., 2017, p. 289). For example, a
negotiator may choose to discuss several issues and propose several options simultaneously
(Leonardelli et al., 2019), or ask their counterpart many questions about their interests (Malhotra
& Bazerman, 2007). While these strategies have been shown to improve the outcomes in
business deal-making contexts (e.g., when buyers and sellers seek to come to an agreement),
negotiations in social movements possess a different and more complex set of characteristics.
First, we plan to compare and contrast how activists negotiate internally versus externally. Social
movements are rife with internal negotiations. For example, activists much collectively decide on
what negotiation issues they prioritize and what negotiation tactics they agree to utilize when
attempting to build coalitions with potential allies. On the other hand, social movements also
involve external negotiations with organizations and individuals whose goals are less aligned
with those within the movement. While social movements can engender moral emotions (e.g.,
anger) that may make it easier for activists to use certain negotiation strategies to encourage
internal participation (Jasper, 1997), these emotions may make it more difficult to have
constructive conversations with potential allies within target institutions.
Second, we consider how negotiation strategies may vary for more contentious movement
actions (e.g., boycotts, strikes, protests) vs. more collaborative movement actions (e.g.,
consulting with organizations who wish to change their policies, acting as a resource for those
interested in change). The type of context may influence which negotiation strategies are seen as
viable and how those strategies play out when applied. Activists in more contentious movement

actions may be better able to coalesce and organize themselves around key issues, forming
stronger and more effective negotiating coalitions (Thompson et al., 2010). In contrast, activists
in more collaborative movement actions may be more flexible in the negotiation strategies they
use, taking into account more significantly the interests and goals of those they are negotiating
with to increase the value and appeal of the offers they make.
To test our key research questions, we will collect twenty qualitative interviews with movement
activists to develop our specific hypotheses. We will then conduct experiments to test our
hypotheses. We will present our findings at the conference. We hope that our work will allow for
a deeper understanding of activist strategy employment by evaluating the negotiation strategies
activists use to negotiate internally and recruit allies at target organizations.
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