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The term "shutdown move" typically refers to a strategic decision made by one party in a negotiation or conflict to 
abruptly end discussions, discontinue communication, or walk away from the negotiation table. This move is characterized 
by a deliberate and decisive action to signal to the other party that the current terms or proposals are unacceptable, and 
the party making the shutdown move is willing to forego any potential agreement rather than accept unfavorable terms. 

 

A shutdown move is often employed as a tactic to exert pressure on the opposing party, with the aim of compelling them 
to reconsider their stance and make more favorable concessions. This strategy can arise from a perception that the 
current negotiation is reaching an impasse or that the other party is not willing to offer concessions that align with the 
interests of the party making the shutdown move. 

 

While a shutdown move can be used as a means to gain leverage and prompt the other party to reevaluate their position, 
it also carries risks. It can escalate tensions, damage relationships, and hinder future collaboration. The sudden 
termination of negotiations might close off opportunities for mutually beneficial outcomes and productive discussions. 

 

The effectiveness of a shutdown move depends on various factors, including the parties' power dynamics, the nature of 
the issues being negotiated, and the alternatives each party has to reaching an agreement. In some cases, the threat of a 
shutdown move might prompt the other party to make concessions to avoid a complete breakdown in communication. 

 

Strategically using a shutdown move requires careful consideration and preparation. The party making the move should 
assess the potential consequences, including the impact on their reputation, the potential fallout from walking away, and 
the likelihood of achieving their objectives through alternative means. Timing and communication are crucial; conveying 
the reasons behind the shutdown move can signal seriousness while maintaining some level of open communication. 

 

In conclusion, a shutdown move is a strategic decision in negotiation where one party abruptly ends discussions or walks 
away from the negotiation table to signal dissatisfaction with the current terms. While it can be a tactic to pressure the 
other party to make concessions, it also comes with risks of escalating conflicts and damaging relationships. The 
effectiveness of a shutdown move depends on factors like power dynamics and alternatives to reaching an agreement. 
Employing a shutdown move requires careful consideration, preparation, and an understanding of the potential 
consequences. 

 
Questions for Discussion 
 

1. What are some common scenarios in which a shutdown move might be used during negotiations or conflicts? How can this 
tactic impact the dynamics between parties and the potential for reaching a resolution? 

2. What are the advantages and disadvantages of employing a shutdown move as a negotiation strategy? Can you provide 
examples of situations where a shutdown move effectively influenced the outcome, as well as cases where it backfired? 

3. How does the concept of the "Best Alternative to a Negotiated Agreement" (BATNA) factor into the decision to make a 
shutdown move? How might having a strong BATNA affect the effectiveness of this strategy? 

4. How can parties strategically employ a shutdown move without severing communication entirely? What are some ways to 
signal seriousness and dissatisfaction while still leaving room for potential future negotiations? 

5. In cases where a shutdown move is used, what steps can be taken afterward to re-engage in productive discussions and 
work toward finding common ground? How can relationships be repaired after tensions caused by a shutdown move? 


