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History often repeats itself, and
unions often use the same tactics
with several employers simultane-
ously. Therefore, close and regular
communications should be made
with other employers dealing with
the same union and with employers
trade associat ions dealing with
other local unions in the construc-
tion industry.

Such liaison will signal what is to
be expected in bargaining and will
provide a feel for the union’s tac-
tics as well as coordinate a more
solid front of employer bargaining
in the industry.

In addition to communications
between individual employers, the
various management trade organi-
zations are excellent forums to dis-
cuss activities of union strategies
and past history. Certainly, liaison
between employer trade associa-
tions should include an exchange of
bargaining agreements. This will
p r o v i d e  d a t a  t o  m a n a g e m e n t
negotiators which can be used to
re fu te  un ion c la ims regard ing
agreements with other employers.

Also, it will go far to insure that
one employer or mult iemployer
bargaining group does not give up
more than another and does not
flame the union’s unquenchable
thirst for “one upsmanship” for
higher wages and additional fringe
benefits.

Liaison With Other
Bargaining Units is Important

Histor ica l ly ,  pro jec t  owners
have not been sympathetic to hav-
ing their job progress stopped dur-
ing an economic strike. However,
there is presently a genuine recog-
nition by many major industrial
owners that an owner’s policy of
pressuring a contractor to avoid
strikes at any cost has greatly con-
tributed to the inflationary spiral in
the construction industry in both
wage rates and restrictive work
practices.

It is wise for the employer as-
sociations and even individual em-
ployers bargaining with a union to
keep the owners informed of the
status of negotiations and solicit
the owners’ support for the con-
tractors’ position. A fully informed
owner will be more likely to sup-
port the position of the contractor
when his job is shut down by an
economic strike.

The employer bargaining com-
mittee should also maintain liaison
with owners and construction users
associations if there are any in the
area, since the impact of owner
support can be a material factor in
adding bargaining clout to the em-
ployer’s position at the bargaining
table.

I t  cannot be overemphasized
that a coordinated bargaining effort
is a forward step in effective bar-

gaining. So often employers in the
construct ion trades must accept
unfair bargaining agreements be-
cause the owners, or the general
contractors in the case of subcon-
tractors, demand a job be com-
pleted without the delays which ac-
company strikes or other labor dis-
putes.

Certainly, this problem is not
easily resolved, but it is also certain
that communications between af-
fected parties should be used. Seek
the cooperation of owners and gen-
eral contractors before the labor
dispute clouds develop. Under-
standing between owners, general
contractors and subcontractors of
the trials and tribulations of bar-
gaining will strengthen the man-
agement bargaining position.

Similarly, establishing relation-
ships with management negotiators
for different employer trades will
be a very valuable alliance. Inas-
much as bargaining occurs only
every year to three years, it is im-
portant to learn from the experi-
e n c e s  o f  o t h e r  m a n a g e m e n t
negotiators. Foster the exchange of
ideas and bargaining history of the
unions in your area.

There is strength in numbers,
and common goals  among em-
ployers can be more easily attained
if the employers present a unified
front to the unions. o
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