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way political scientists refer to the challenge of merging individual goals into 
group achievements. To overcome this predicament, members have to resort to 
politicking—that is, they must trade off goals and resources to get results. It is 
no wonder, then, that Congress is “an influence system in which bargain and 
exchange predominate.”93

Implicit and Explicit Bargaining
Bargaining is a general term that refers to several related types of behavior. It 
describes in an overall sense, the process by which two or more parties arrive 
at a mutually beneficial exchange. Such processes may be implicit or explicit.

Implicit Bargaining. Implicit bargaining occurs when legislators  
take actions designed to elicit certain reactions from others, even though no 
negotiation has taken place. For example, legislators often introduce bills or 
sponsor hearings not because they expect the measure to pass but to prod 
someone else—an executive branch official, or a committee chair with broader 
jurisdiction on the question—to take action. Or a bill’s managers may accept a 
controversial amendment knowing full well that the objectionable provision 
will be dropped in the other chamber or in conference. These are examples of 
the so-called law of anticipated reactions.94

Source: CQ Weekly, January 21, 2013, 126.

Note: Presidential success is defined as the percentage of the time the president won his way on roll call votes on which he 
had taken a clear position.
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FIGURE 9-4  �  Presidential Success History, 1953–2012


