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Introduction

Behaviour simulation has been usad for teaching various concepts.
The paper describes a game which can be uséd to teach the dynamics of
inter-group collaboration. It gives details about the game, how to
use it in the ciass room, how to process the experiences people havs
while playing the game and what variations can be used. It also dis-

cusses several conceptual dimensions of development of collaboration.



Intergroup Collabpration: Maximising Your Resources Game

Udai Pareek

The Nature aof the Game

 Prisoner's Dilemma as a non-zero~-sum game attracted the attention -
of psychologists in 50's, and sincé then thousands of researches have beer
done with this geme. Rappaport (1955) ussed it as a strategy to deal with
a problem. UWe ars used to zero-sum games. The sum of the pay-offs to
the two players (gains and losses) is zero (since the gain of ane player
is the ipss of the other); hence the term "zero-sum", But there are some
games in which the sum of the pay-oFF; to both players nead not be zero.
These ars called non-zero-sum games. Prisonsr's Dilsmma is ons such gaﬁe.
It is usually played by two players. It is based on the dilsmma two
prisoners faced when they ware caught while attempting to escape.the
péison. Thay were arrasted and kept in two separate cells, Each one
was given a choice. IFf hs becams the approver {and the other prisoner
did not) he would ba set free and rewarded, and the othar prisoner would
get mild punisﬁments. It was cbvigus to the prisoners that if neither
of them bacomes an approver, nothing could be proved against them and
both had a chance of being set freg, Each prisoner was caught in the
dilemma whether to becoms an approver (the temptation of fresdom and
reward) or not become one (have trust in and keep trust of the associate).
' Each ona was not sure what the other would do. Hence the name of the game

as Prisonsr's Dilamma.



The PD game was first used in tha éarly sixties as a training
device to help people have an insight into the dilemma of temptation
vse trust building. Pfeiffer and Jones (1971) included it in their
handbook. Tha‘gama was then adapted with smaller groups and took sevaral
forms: Auctions (Pfeiffsr & Jonaes, 1970), Decisions (Pfaiffer & Jones,
1972), Win As much As You Can (Pfeiffer & Jones, 1970). The present

game is a similar ona.

Objectivas
The main objectives of this game are as followss:
1. To help participants becoms awars of non-—zero—sum game situations,

as most of the time in our every day life situation we are re-

lated to one another in a NonN=zeTro-suUm wWay.

2. To help the participants experisnce the processes of competition

and collaboration,

K To provide insight to the participants in the functional and

dysfunctional rolas of competition and collaboration.

4, To help participants experisnce and becoms aware of the process
of the devalopment of collaboration, and the factors contributing

to it.

Se - Ta help participants experience the process of influencing, and

the dynamics of negotiation.

Tha Material

Some slips of papers and Maximising Your Resocurces Sheets.



Time Reguired

About 30 minutes in playiny the game and about 60 minutes in

processing it.

Conducting the Gams

The trainer asks the participants to divids themselves into
four groupsg these are four Provinces of a country. The groups °
should not normally exceed 5. If there are a large number of parti-
cipants, ssveral countries can be formed, each country (consisting

of 4 Provinces) playing the game independsntly.

The trainsr distributes the Rules of the Game and the Account
Sheet (see Appendix), and gives instructions to the group as indie
cated in there. He allows them to read the Rules and discuss amongst
themselves for 3 to 4 minutes, and then asks them to make the first
move. He does not answer any questions, but only clarifiass what is
written in the sheet. He encourages each Provincial Cauncil to dis-

cuss whataver questions they have amongst themselves.

The game has five special bonus months (March, May, August,
Octobsr, and December). The trainer reminds befors a bonus month
that in the next month the pay-off will be multiplisd so many times.
Each Province can send a representative or to mest with other Prouincial

Councili the trainer doss not force them.

After the June messages have been announced, the trainer
announces that there is an important message from the World Bank, -
He then distributes important message sheets (see Appendix). He

arrangas a meeting of the representatives and gives them 10 minutes



for discussione. It may be useful toc name an observer in this mooate
inge If the Pansl comes out with new rules, these are used for

the next six months payoffs.

After collscting the messages far each manth, the trainer
records these in the Trainer Record Sheet. The game is over at the
end of December. Then all participants assemble to process the pame.
At the end of the game thoss who functioned as representatives of
their respective Provincial Councile may bs asked to complate the

Proforma or Negotiators.
Rationale

Maximising Your Resources is a NON=2z8rD-—SUMs If all the four
Provincisl Councils give D {defection or competition) messages in
the 12 rounds, the country (Yamuni), consisting of 4 Provinces, can
lose $6 milliong if all the four Provinces give C (collaboration)
messagaes in all the 12 fcunds, the countrcy can have the maximise
its resources te 1000 million, sach Province sharing egually $50.00.
Therefore, the game is suitable for analysis of competitive and

collaborative behaviours.

A question may be asked about the roles of the spacial bonus
rounds. These rounds have dual furctions. On the one hand they
test the tamptations to multiply resourées by ditching other Prouincas.
(euan after they have agreed to coopsrats), on the other hand thess
rounds give opportunitiss to the Provinces to wipe off their pravious

losses and restart building resources, if they cooperate even at

a late staga.



Anothar question rel;tes +p communication and negotiations.
Before the special bonus rounds, communication is allowede This
‘may provide opportunity to the representative and the Provincial
Councils to evolva an understanding about the nature of the game,
that winning depends on cooperation. Communication is not kept
compulsory; the natural tendency of being disgusted with obstinancy
of a particular Province, or the fear that negotiation will force
a Province to éoncade to cooperate should come out in a natural

way, and should be processed.

In the midpoint of the game, representatives of the four
Provinces are invited to review the mules of the game. This may
give an opportunity te the participants groups to modify the rules
to provide incentive for cooperation (or disincentive for defection
or competition), and to process experience as to how groups with

differential resources approach the issues of making rulas.

Processing tha Gams

The following ars the various stages of the processing of the

gamas

1s Recording thse data

The data from the Trainers Record Sheet may be transferred to
the board or the flip chart. If more than one country have played
~the game, it may be useful only to reproduce the last column of the
total scores for sach round, and the final total for the country

(consisting of 4 Provinces).



2e The first move

Aftar the gams when all the participants reassembla, it may
be suggestaed that the various Prauincas may sit togathaf. The
trainer may then start discussion on the rationale of the first move -
why a Province opsned the game with a O, or with 2 C message. Usu=

ally the interviews may reveal the following reasons,

Reasons for move D: Usually the following reasons are mentioned

far opening the game with a D message.

a. The Provincial Council does not know the other Councils,
and ars not sure whether thay will send D or C message.
So tha first moué is out of lack of any understanding

or trust,

be The Province wants to play safs, and is not prepared to

take any risk.

t. The Province plays the strategy of minimising the loss
of its ravenue. Ssending D message it can lose only
$1 million, whereas the C movs can result in a loss of

$3 million.

de The Province plays D because of a possibility of adding
up to $3 million to its resources. If all the other
3 teams send C messags, the Province sending a D message

can get $3 million,

Sending & D message is a win-lose strategy {(winning at the cost
of others). The trainsr through further interviews may help the parti-

cipents see that the first two reasons are part of a temporary



exploratory strategy, while reasons 3 and 4 fall in a different
catagory. Reason 3 indicates more an avoidance rather than an
approach strategy. Can a person have high achisvement if he uses

a negativs, an avoidance strategy of minimising the loss? The

last reason may be probed furthar by asking the Province to esti-
'hate the "paychological Frahability" of other Provinces sanding

C messageg. Getting such messages from othar Province after one
Province has sent a O message is certainly alleowing the one Province
increass its resources at one's own cost. Normally would a Province
be willing to lose and allow another team to gain at its cost? It
may be clear that the "saychological probability” of increasing its

resources through D massage strategy is axtramaly low,

Reasons for move C messagess Usuaelly the following rsasons are

given for opsning the game with a C message.

as The Provincial Council discussed the rules uf'the
game, and came to the conclusion that C move may help

all the Provinces to maximise their resources.

be The Province can gain in this game only iF other
Provinces allgw it to gain, and by sending & C message

tha Province may get C messages in reciprocation.

Ce The Province wants to signal to other Provinces that
it is prepared to trust them. Even if it loses in
the beginning it will have sant 2 messags to other

Provinces in its first mova.



The trainer may like to examine what offect the L message
had on other teams, and may help the participants rsalisa that
the L message is both potential move for collaboration, as well

as unrealistic and Psther premature for that purpose.

The trainar then may probae with the teams on their messages

sent in other months up to June, and their payoffs,

e The Nggptiatinns

The negotiations need spacial attention and processing.
Negotiations are allowed before the messagss in March and May.
The representatives of the various Provinces may be intervisued
in details to roveal the dynamics of negotiations. The nagotia-
tions haue filled out forms. Thay may read out aloud their res-
ponses., The discussions may reveal the following conditions for

successful negotiationss

3. Clarity about the obj2ctiva of nagotiation - what is
to ba achisvsd, For sxample, a Provincial Council may
decide that they would like to help other Provinces
to realise that cooperation is necessary for maximising

resources, or gat their deficit reduced etc.

B Briefing ths representative. The Provincial Council
may briaef their representative with various strategises
of influsncing other rapresentatives, and how much he

can commit himself to a decision.

ce Trust in the representative. Although a Council can
thoroughly brief its representative, they need to have
snough trust in him that he can make changes in the
plans agresd in ths Council, if be is convinced, and

the Council would accept his decisionse.



d. Honouring the representative’s commitment the Council
has to acceﬁt ywhatever commitment the representative
made during the negotiation, even if they do not agree
with his decision. In some Councils if the represent-
ative commits his Province to sand C messaga, the
Council may decide to send a 0 message, and ignore his
commitment. This may damage influencing and negotiating

strength of the Council in the futurse.

b Post-Negotiation Behavigur

The trainer may like to sxamine in details houw diffarent Councils
hehaved after the negotiations. The consequences of such behaviour

on ona's resources may also be explored,

Se Preparations of rules

The trainer may help in detailed analysis of the dynamics of
the meeting of the Pansl in washington, How much consideration was
ahown to look at the country as a whols, and what strategiss uwere
used by the Provinces having largar resources, and by those hauing

. deficits or louw resources?

Ge Analysis of D and C Messages and Strategies in Life

It may be useful if the trainer after the exercise is over
forms small groups which discuss the various sxample of D and C
messages people give to others in their lives and in their organizae=-
tions. This may help them to get further insight into ths application

and implications of this gams and lsarning from ite
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Davelopmant of Collaboration

The Trainer may help-the participants get insight into the
process of the developmant of collabeoration amongst individuals

and groups. The following dimensions are suggested in this regard.

Bases of Collaborations Powsr and Trust

One important condition which contributes to the development
of collaboration in & group is the perception of powar. Power can
be of both kindst powsr to reward and power to punishs. Reward and
punishment are used in a wider sense. Punishment may be in the form
of depriving the other psrson or group of the rewards which he or
his group is likely to get. Everyons in the system has at lsast
the negative powsr of depriving the other person of something which
is desirable to him. In this game one group may decide to deprive
others groups from winning together. Thus svsn ohe grodp Or one
individual can use such negative powar. Negative powsr can bs used
by holding back information, or misleading the other parson and so
on. Even the pesrson at the lowsst lsvel in the organisation can use
his negative powsr by creating annoying situations, delaying matters,
holding back information, giving information which creates misunder-
standing etc., Every person in the system ssems to have soms kind
of powsr. The powsr should be perceiua& very clearly, and it should
also be demonstrateds. If in a situation people do not perceive the
other person's power they are likely to use the powar in a compebi-
tive framework. On the other hand, if a pérson involyed is not dé-

monstrating power this can also lead to continusd exploitative activity
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(use of competition by the othar party). Paresk (forthcoming) has
reported results to indicate that unconditional cooperation does
not lead to the dsvelopment of ccllaburétion. Unconditional coopem
ration by one party may communicate lack of power. If this happens,
the other party will find it more and more difficult to get into
a collaborative relationship. For sffective collaborative behaviour
the perception of power of both is essentials This was dramaticadly
demonstrated in one sxpsrience with four groups composed of sducaw
tionalists from eix Rsian countries. Thaese groups playsd "Win As
Much As You Can", a game similar to Maximising Your Resourcaes., One
of tha four groups consistently made cooperative moves, and as was
revealed in the later intervisw and discussion, this group was fully
convinced that, looking at the nature of the game and the rules
implicitly involved, only cooperative behayiour could help all the
groups to maximise their gains. Howsver, the unconditional coOpee
ration by this group blocksd the emergence of coopesration amongst
other groups, and this group was exploited by the other three groups.
The final result of the game was that the cooperating group shapped
communication with the other three groups, and the othsr groups also
refusad to come for naegotiation, as they saw themselves in a more
powerful and advantagsours position, which could bs threatened by
nagotiation. Many other researches haue.ghawn that cooperation
emerges after some competitive moves by the groups concerned, in this
procass the various parties or individuals inuoluad in the situetion
demonstrate to each other the power they have, and thair ability to

use power, Ressarches have also shown that competitive move or some
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kind of stalemate in relationship can result in collaboration,

particularly in situations in which the partiss concerned are COMm~

petitive by mature.

In situations where parties are collaborative

by nature, stalsmate of negotiation and relastionship goes against

.collaboration.

Along with the perception of power, it is important that the

parties concerned perceive that the powsr that the other party has

will not be used against it. This is a part of trust. Some amount

of mutual trust is likely to lead to coocpsration.

Trust indicates

the high probability that the power of the concernad party of indi=

uidualrwill not be usad in a malevolant way.

leads to cooperation.

This is shown in Figure 1.

Perceived Pouwer (Who has Power?)

A combination of perceived power and a minimum leval of trust

Only 1 1 -Only He Neither Bath
Low Coarcion Submission Indiffarsnce Competition or
Exploitation Compliance Individualistic
task
High | Nurturance Depsndance Mutual Cooperation

sympathy

As is shoun in the figure, collaboration results from a combination

of perceived power of both minimum trust in each other. In no trust

condition thers may be cosrsion and exploitation if the othex person is

seen as weaks or submission or compliance if he is sasen as having pouwsr;




if the perception is that neither have power, thers may bs inu...

ence to sach otherj perception that both have power may lead to sither
competition or individualistic pehaviour. Under conditions of high
trust perception of the partner having low powsr may lgad to nurtu=
rance (paternalistic attitude); perception that he has powsr may Is=
sult in despendency; percsption that neither héua powar may generate
mutual sympathy. It is only when both perceive, as well as it is
clearly demonstrated that both have powsr, and there ig enough trust

in éach other that collaboration emsrges.

Figure 2 shows that collaboraﬁidn resylts from three main
fFactors - the perception that the goal gs shareable by both (or all)
concerned, the perception that both {or all) involved have power,
and a minimum level of tqust prevailing amongst those involved in the
task. Absence of these may result in loh (or ahsance) of cooperation,
We thus sse that trust interacts both with pouwer and superordinate
gual; This is discussed elsewhere in the light of research findings
(Paresk, forthcoming).

Fig 23 Cooperation as a function of Sharsable Goal, Psrceived

Powsr and Trust

Perceived
power of both

i

~N
Cooperation
Sharal:ha\].ia‘///////F b\\\\\\

Coal Trust
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The Role of Communication

Another factor contributing to the deuelopmeht of collaboration
is communication bstween or emongst the various parties invalved in
the situation. Parsek and Dixit {1977) have reported the results of
axperiments conducted on adult groups to show the role of communics.
ation in the development of collaboration. This exarcise and various
other experiments have demonstrated that when representatives of the
groups or the total groups have an opportunity to pommunicata with
each other or amongst themselves, chances of collaboration increasa.
This is the purpose of negotiations in the exsrcise at four stages,.
Such an opportunity opens the possibility of discussing the conssquen=
ces of the_behauiour of playing C moves, Communication alsoc helps thse
groups to discuss with sach othar their perception of sach other's
powsr, and also that the power they have, which they are using
against each other (o? sending D message, and thus not allowing ths
other groups to win) can be turﬁed into a positive foree for the
benefit of all concerned. In the abserse of communication such
sharing of concerns is not possible. Communication heslps in per-
ception of power and morz in the development of trust. The experie
manté_showed that communication also tend to produce repentant beha-
uiouf in those who have been exploiting and using power against the
'other party, UWhen individuals communicate és representatives, it is
important that the groups who send these representatives have enough
trust in them, and that the representatives are sure that what they
commit will be honourad by their teams. Wwhen the team has trust and
confidence in the representatives, and honogurs the commitment made |

by them, collaboration becomes sasier.
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The Finel Step in Building Collaborations

In the final analysis cooparation resulte from the initiative
taken by ohe person or one group to cooparata, This is a kind of
riak‘taking on tha part of ﬁha individual or the groupa. This i;
also making ﬁnaself uulnerabla. This turns the win-loss stratagy
into win-win strategy. Win-loes strategy can only be a temporary
strategy; it changes into sither a lose-lose strategy or a winewin
strategy. In a nonzerosum game, like this exarcise the individual
or the group who makes the cooperative move (C) runs the risk of
losing a great desl, and have lower pay off. This risk, the initi~
ative, demonstrating the courage to lose initially for the hen;fit
of all the partiss concerned, teksn by an individual or a group ia
the key to ths dsvelopment of cooperation. Howaver, this has to be
after the other parties concerned perceive the power this group or
the individual hes. This risk taking ie important in combination
with trust and demonstration of each other's power, It is only afta:
thie has been achisved that both mutual trust and mutual power lead
to risk taking tendsncy, but not the other uay rounds Only the risk
move leads to copperation. 56 that the team which takes the initie
ative, making itself vulnerable, is able éb start the process of
change towards collabaration. This inner atrengﬁp of the team to
bs able to make such a move helps to build collaborative relation= -

ship, This is shown in Fiqure e
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Fig 33 Cooperation as a function of Individual Risk
Taking

Parception of
Mutual Power

"

Cooperation

Trust Risk taking
[ 4

The various intsrventions that can help build colleboration
amongst groups in an organization have been discussed elssuhere

(Pareek, 1981).
Variations

Several variations can be made in the game on the following

dimesnsionas

2e Number of roundse The game cen be extendad 13 to 2 ysarss
The advantages of a game with a more longer time perspective
is that the final patterns emergs clearly, Howsver, it

takes more time and may produce a fealing of dragging oOne

be Pleying with money. Participants éan create a pool, by
contributing a cover charge, $1 equivalent of §10 million,.
Then the game is played with actual monay,. rather than ima-.
ginery money. Involvement of the participants mey be highar

in this variation,
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Payoff matrix. The payoff matrix as shown in the shest

may also be altered. If more than ona group are playing

the gams, different matrices can be ussd to demonstrate

the effect of payoff systems on behaviour. Several matrices

arg available in the literaturs on such gamas.

Process obsarvation, Process obssrvers can be eppointed
for each Provincisl Council, negotiations, and the Panal
meeting, and they can give their ocbservations the end of

the gama to the whole qroups.

Procassing the experience. Each Provincial Council can
spend about 10 minutes at the end of the game and anelyse
what they have lsarnt from the exparience, and may raport

their snalysis and learnings to the whols groups.

Playing with diffarent psychological sats. A psychalogical

set can be created by giving different briefing to different
groups {countries), if more than one group pléy the game.

For ajample, four Provincc. °f one tountry can be given brief-
ing EL creative a collaborative saet, another a compatitive

sot etc. The processing may discuss the effact of a mental

sat on collsborative behaviour.

In the last month each Council mey be 2sksd to predict the
move of the othar three Provinces, and thesa may be poeted

before announcing the actual choices.
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ﬂaximising;vour Resources

Rules of the Gams

Yamuni is a small developing country. It consists of four provin-
ces: Northern Province (N) Souther Province {S), Eastern Province (E),
and Wastern Province (W). You represent the top administrative oouncil

of your province. Your main goal is to maximise your resources by the

end of the current year. Now is January, the beginning of the year,

* The World Bank is providing financial support. Each province has
been given initial resources of $200 million. It will follow some rules
to distribute the funds., The rules are given below. It will release
the funds svsry month of the year. You may keep a record qf ybur Gun
receipts and contributions. You will not communicate with other Provinces,
unless meetings are arranged from time to time, Ouring some montha the
World Banks will have additional funds, and the pay-offs (both receipts
and payments or contributions will be multiplied several times., Thesge
are indicated in parantheses after some months. For sxample, the payoff
in March is 3 times the normal payoff, so if you raceive funds you
racaive 3 times, and if you have to contribute, your contributions will

be 3 times.,

You are required to send a message "C" or D" to the World Bank
every month, Depending on the following rulss,-the Bank will eithef give
you funds during that month or ask you to contribute & specific sum from
your resources, Sometimes the World Bank may have additional funds aﬁd

this information will be announced in advanca.
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You will have 3 minﬁtas to discuss your strategy for sending the
January massage. Subsequently you will have_only 1 minute every month
to decide what messaga to send. The massage will bs sent on behalf of

the Province.

Rules of Payoff Distribution

Noe nf C  Nos of D

Massages Massages Payaff for C Nesqgggg Payoff for O Messages
4 - Will get §1 million each -
3 1 Will contribute $1 million Will get $3 million
2 2 Will contribute $2 million Will get $2 million
1 3 Will contribute $3 million Will gat §1 million
- 4 - Will contribute $1 milion
each

Account Sheet

Your Province

Monthg Your Message Combination Your Payoff - Balance
(Circle)
Opening Bal ~C D C~ O $200 million
January C D C- (3
February c D C~ (>
March (3) c D C- D
April c 3] L= O
May (4) c D Cw D=
June c D C- D
July C D Cm D
August (6) C D C- D=
September c D Ce O
October (10) c D Ce D~
Novambar C 8] C= D
Dacember (20) C D C- D~
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Important Message

In July the World Bank has decided to set up a new panel to disburse
funds to your country, FEach Province has besn asked to nominate a member
to work on the panel. These raprasentaﬁiuea will meet in Washington to
discuse any changes needed in ths rulss followed in the disbﬁrsamant of
funds. This meating.will be for 10 minutes., The panel is to recommend
changas.in the rules and procedures of disbursement of funds for the next
éix mﬁﬁths. No change can bs made in the raguiremsnt of sending a confi-
dential message of C or D every month by each Province. However, rules can
be changed regarding payoff for these messages. The recommendations have
to be unanimous. If unanimity is not achieved, the old rules will be used

‘in disbursing funds.

Please discuss for 3 minutes in your Executive Committee and nomi-

nate a mamber to work on the World Bank Pansl.



Rounds

Maximising Your Resources

Trainer Record Sheet

Combinations

Payoff to Provinces

(¥

D

E [

N

§

Total

January
Fabruary
March
April
May

Juna
July
August
September
Qctober
November

December
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TOTAL

+ $800=
million

Maximum
Possihk

Total
41000 M
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MAXIMISING YOUR RESOURCES

Proforma for Negotiators

In which round did your rapresent your tsam? -

How much was your role as a reprasentative discussion in your

team befors you went out for negotiation's? Enough

Somewhat Not enough

How clear wers you about your brief from your team?

Enough . Somawhat Not anoUQH em s

How much trust did you feel your team had in you? (How much commit-

ment could you make on behalf of your team?)

Enough Somawhat Not cnough =

How much did your team accep: your recommendations, and was pro-

pared to honour any compiiﬁgpt_gug had mada?

Completaly -~ Doubtful ———— (id not accept e



