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INTRODUCTION

This report summarizes the activities of the Dispute Resolution Research Center (DRRC)
at the Kellogg School of Management, Northwestern University from September7th2®@gh
August 31, 208.

DRRC6s goals are: 1) t o b er regearchaoh disputex | | y
resolution and negotiation; 2) to be a major site for graduate education in negotiation and dispute
resolution; 3) to be a major provider of continuing education programs targeted at exposing the
legal and management worlds to thee¢h developments in the field of dispute resolution and
negotiation.I n r ecogni tion of DRRC6s evolution, we
internationally recognized provider of negotiation, competitive decision making, and dispute
resolution teadng materials.

This report highlights the center's initiatives in research, and graduate and continuing
education from Septembed, 2007 through August31, 2008, and summarizes the

accomplishments of the center's ongoing programs during that period.

HIGHLIGHTS OF 200 7-2008

AWARDS

Leigh Thompson, along with Northwestern PhD students Shirli Kopelman and Ashleigh
Rosette received the2008 International Association foConflict Management's award for
outstanding article published in the y2&06called iiThe ThreeFaces ofEve: Strategidisplays
of Positive Negative and Neutral Emotions in Negotiations and was published in
Organizational Behavior and Human Decision Processémo Wang, DRRC Certificate
Program Patrticipanh theFall of 2006 won the silver medal of Best Student Paper Award at the

International Association of Chinese ManagenfResearchn June 2008 foher paper'Beyond



Friend-Stranger Dichotomous Social Relationships in Int@ultural Negotiations: Study
between Amer& and China"stemming from her work while at KelloggZhenbo Zhong,
University of Toronto, wo theWilliam H. Newman Awardor best dissertation at the Academy
of Management6s 2008 annual meeting for resea
GROUP ASSIGNER

DRRCO6s newest initiative 1in teachdroougg mat e
Assigner.Group Assigners aneasyto-use web-based toofor assiging students taegotiation,
decision making, or case studgroups of different sizes according the ma ager 0 s
specifications. Group Assigner is a huge tisa@er for facultywho teach negotiations and other
courses that use a series of experiential exercisesedan algorithm to minimize the number of
times students work with the same person acrossriassof negotiation or group exercises.
Group Assignehas been in beta testing throughout the summer of 2008 and is now available for
licensing.Centerassistant, Doug Fostdras been working with programmer Jonathan Miller to
get Group Assigner ready ¢ public.The Group Assigner announcement is in Appendix |.
CONFERENCES AND WORKSHOPS

DRRC hostedhe International Association for Conflict Management, at the Renaissance
Hotel in Chicago July -&, 2008.D R R C ¢enter assistant, Nancy McLaughlimssisted in
managng the event.The conference was attended b§4 scholars from22 countries. Nobel
Laureate, Thomas Schelling, gave the keynote addraesconference agenda is in Appentix
The abstracts of the papers are availdiip://www.iacmconflict.org/conferences/Conference
goers enjoye@dn evening cruise on the Chica@chitectureFoundaChooégods Fir st
with a docentanawards dinner at the Museum of Contemporary Art, aGthiaago WhiteSox
baseball game. Advisory committeeember Richard Weise and his wife Natasleaochkina

hosted the IACM Board dinner at their home on Lake Shore Drive.



DRRC and KTAGal ong wi t h t Rregrain anmNeddt@tmo and NMesliation
will jointly sponsor the Negotiation & Teamworkeaching Workshopvhich will be held
Novemberl, 20@8. The flyer announcement for this workshop is in AppendixTHe program
for this workshop is in AppendiXV. This workshopwill introduce 6 new experiential
negotiation and 5 new teamwoeiercises, \ailable through the 2@Negotiation, Teamwork,
and Decision Making Exercisé€sD. The workshopwill beh el d at Nort hwestern
Law School Thereare usually aboutQD participants fronseveraldifferent countries.
TEACHING CERTIFICATE PROGRAM

The 2008 Negotiation Researahd Teaching Certificate Program will be held in the fall
2008. The calendar is in Appendi¥. The programis designed to provide a structured
opportunity for DRRC faculty to share their knowledge with professors and graduate students
from around the world who would like to set up research programs and teach negoitiation
professional schools of management, ,lgwublic policy or in undergraduate management,
communications studies, or political scienée are expecting 3 or 4 participants for the fall
2008 program.The 2008 Certificate Program required reorganization of the space within the
Kellogg Teamand Group Research Center to accommodate participantsein dwn office.
Nancy McLaughlin managed the reorganization as welassing and logisticalssues, and
University visa and health insurance requirements

Thecertificateprogram opera&don a limited bais in the fall 2006 with two visiting PhD
students, Xiao Wang from Peking University, and Georg Berkel from the University of St.
Gallen in SwitzerlandGeorg Berkel completedhs di ssertati on on the to
Firm Succes swhileat DRRCiHé wasseppostetby Kellogg faculty in the Family
Business CenteProfessors John Ward and Lloyd Shefskgd ProfessoBtephenGoldberg at

the Law School Xi ao Wang compl et ed her di ssertation



Relationship inNegotiations: A Comparative Study in the US and CliXaao Wang worked
with Professor Brett, utilized the Kellogg research laboratory, and also worked with Professor
Zhixue Zhang ofPeki ng University, who i1 s DRRCO6s Chi
coadinator,who conveniently visied for the academic year at the University of lllino§ao
Wangds research paper stemming fr omStrdanger wor Kk
Dichotomous Social Relationships in Inteultural Negotiations: Study beégn America and
China" won the silver medal of Best Student Paper Award at the International Association of
Chinese Management Research in June, 2008.
VISITING SCHOLARS

Professor Steve Chi from National Taiwan University ediDRRC on a Fulbright
fellowship for 6 monthsfrom July 2007to January 2008He has taken our cross cultural
negotiation course back t &t bv e ocantinuesBRRBCASy 0s
tradition of providing access to DRRC resources to international scholars forpshiods of
time.

Professor Romaiirotschelfromth e Uni versity of Trier-in Ge
term visiting scholarProfessor Totschelstudiesnegotiation, conflict management, intergroup
and interpersonal behavior, Segulation, and self identity process@ghile visiting DRRC he
gave two talks,il nt er gr oup Negotiati ons: Fai landn g t o
APerspecti ve klTeakoifn g nfda rv i tdhesad rSetswith POD students, paste s 0 ,
docs and faculty.
TEACHING MATERIALS

DRRC center assistant, Doug Foster, wenthkvith former assistant Nicole Lehmirtg
produce the 2 edition of the Negotiation, Teamwork, and Decisionaking Exercises in

January 208. This 20@ editionwill be thefocus of our teaching workshop in November 00



The new CD contains iBew exercisedncluding a multistage exercise, and one that emphasizes
time, andanother that focuses students on the afsalternative objective standards.

DRRC continues to seek opportunities to provide our teaching materials to students in an
electronic format that will at the same time allow DRRC to protect its intellectual property.
date, the software solutions have not been acceptable, but the technology is improving and we
hope to find a partner for this in the near future.
PosTDocs

Postdodoral fellow Christopher BaumarwhoseresearcHocuses primarily on morality
and percefpons of fairnesswill be taking a position as an assistant professor at the University of
Washington Seattle in the fall 200Bostdoctoral fellow Roderick Swaapwhose research is in
the area of conflict and teamaill be taking a position as an adsist professor at INSEAD in
the fall of 2008

Our second yegpost dodoral fellowin 20082009 isSei Jin Ko from theéJniversity of
Groningen Netherlands Sei JinK o &ressearch is in the area efereotyping and prejudice,
cognition, and person percepti&Ghe isan expert on voice and has been working with Professor
Adam Galinsky on new researtt determineof what can be deduced from the way negotiators
use their voices in different situations.

Our first year post doc is Tay@aohenfrom the University of North Carolinalaya
C o h & regearchfocuses on understanding why groups engage in conflict and ways that
intergroup conflict can be reduced or prevented. One way she investigates these issues is by
comparing interactions betweemogps to interactions between individuals in mixedtive
situations, such as the prisoner's dilemma game. She studies how moral emotions, such as

empathy and guilt, affect interactions in these contekes/a Cohen is also interested in



psychological measement, and her current research in this area focuses on developing a

measure of individual differences in proneness to experiencing guilt and shame.

GOVERNANCE

The Dispute Resolution Research Center at Northwestern Univessitipcated
administratively within the Kellogg School of Management. An executive committee manages
the center. The committee is responsible for determining policy and appointing project directors
to administer programs. The executive committee is contposea director and at least four
people representing at least two schools and three departments at Northwestern University.
Northwestern University faculty who regularly participate in the center's activities serve as
committee members. The director ispamted by the Dean of the Kellogg School based on
recommendations from the executive committee.

The members of the executive committee are listed below with their affiliations and
leadership responsibilities.
EXECUTIVE COMMITTEE
9 Director- Jeanne Brett
1 Law- Lynn Cohn, Janice Nadler, Stephen Goldberg

1 Management and Organizationkeigh Thompson, Keith Murnighan, Vicki Medvec, Adam
Galinsky

1 Managerial Economics and Decision SciencBsb Weber
1 Communications Mike Roloff

1 Political Science Wesley %ogan

PROJECT DIRECTORS

1 Research Keith Murnighan



1 Dinner Colloguium Jeanne Brett
1 Research Seminarsleanne Brett
1 Visiting Scholars Jeanne Brett
1 Working Papers Mike Roloff
1 Work-in-Progress SeminarsNancy McLaughlin
1 Teaching WorkshopJeanndrett ORRC), Lynn Cohn (Law) Leigh Thompson (KTAG)
1 Post Doctoral ProgramAdam Galinsky, Janice Nadler
1 Executive EducationJeanne Brett, Leigh Thompson
1 Teaching Materials Jeanne Brett, Leigh Thompson
STAFF
1 2007-20087 Doug FosterNancy McLaughlin
THE ADVISORY COMMITTEE
DRRC6s Advisory Committee is comprised of
in issues of negotiation and dispute resolution. The Advisory Committee's purpose is to counsel
the Executive Committee on executive education andemeldpment activities. The Advisory
Committee meets annually to review the center's activities. Advisory Committee members are
kept informed about center activities throughout the year and many are able to attend seminars or
programs that are of particularterest to themMarilyn Pearson, Partner at DLA Pipemd
Kathy Bryan,CPR International Institute fa€onflict Prevention & Resolutigrarethe rewest
membes of the Advisory Committeén 2007-2008. The members of the Advisory Committee
are listed imlAppendixVI.
MEMBERSHIP AND AFFILIATION WITH THE CENTER

All Northwestern University faculty and PhD students are eligible to participate in center



activities as members. Information about the center is sent annually to Northwestern University
deans and gmrtment heads, as well as faculty in selected departments, informing them about the
activities of the center, and asking them to inform others with interests in conflict resolution,
dispute resolution, and negotiations.

Scholars and scholgractitioners,whose area of research and practice is dispute
resolution and who are associated with Chicago area universities other than Northwestern
University, are invited to participate in the cedtey a c tad assodiates. SAssociates are
welcome to attend allemter activities. They may apply for center research grants in association

with a Northwestern University faculty member.

RESEARCH ACTIVITIES 2007-2008
DRRCb6s goal to be nationally recognized fo
and conflict is being realized through the scholarly activities of center members and associates.
Their research continues to have a major impact on the field.
CURRENT RESEARCH
Kellogg faculty associated with the center provided the following descriptictheir

current research below and addisbmformation can be found isppendixVI1I.

Jeanne Brett

As the business environment and Kadhaledheegdhalengdd pravident body
solutions to the problems of negotiating across global boundaries and taking those solutions into the cldssroom.

past year | have initiategew projects focusing on status, on trust, and negotitgangs and technologyhe status

project will contrast Us. andChinesenegotiators in situations in which negotiators are high vdosugompared to

equal status. The trust project is contrastin.S. and Indian negotiators and follows up on ieicgd evidence

collected in executive programs of the past few yekne. teams antechnology project follows up on a recently

completed study of teams at the negotiating table, but focuses on thiesitia¢n team members are remote from

each otherln this study we have teams connected via chat and connected across the table via conference call.
Preliminary resultsuggesthat structuring the team is essential in this highly complex situation.

Adam Galinsky

My research explores the way that psychological processes affect objective and subjective outcomes of bargaining,
negotiations, and dispute resolution. For example, | have explored the differential role that starting prices and first
offers can have at thigargaining table and in the auction house, creating a comprehensive model that details the
multifaceted effects and seemingly contradictory findings of anchayBerfirst offers lead to higher final prices in



dyadic negotiations, bubwer starting prces lead to higher final prices in auctions. In addition, | have shown that
stereotypes reduce and power increases the likelihood that someone will make a first offer and achieve a better
outcome in a negotiation. My research gives managers tools to doinwe&gotiations, while detailing the
underlying processes that have broad theoretical applications for negotiations and dispute resolution specifically and
psychology more broadly.

Stephen Goldberg

| am currently trying’ together with Jeanne Brett aiMhrgaret Shaw (an experienced mediatdn determine the
attributes and skills of successful mediators who have prior judicial experience to see if the reasons for their success
are similar or different from the reasons for success of mediators withoujyglicial experience.

Victoria Medvec

My research focuses on how a negotiator can manage the other side's emotional reactions during the negotiation.
Specifically, | am interested in how negotia&oan maximizetheir own outcoms while simultaneouslyuilding a
relationship with the other sid&his is a critical question for executives since so many of today's business

transactions take place within ongoing relationships.

Keith Murnighan

The primary focus of my research is the cause of trust arecation in negotiations. Most people dislike conflict

and many outright avoid it, but we know that conflict is inevitaBlee particularly potent solution to the problems

of conflict in organizations and society more generally is the development oftrdighe institutionalization of
cooperative cultures. My approach is to study individual dyadic, and group dynamics that can promote trust or
destroy its chances of developindielieve that trust constitutes the positive fabric of society and it isessarch

goal to fully understand how it develops, grows, and/or dies.

Janice Nadler

One strand of my research focuses on the role of rapport as a social lubricant in negotiation, which is becoming
increasingly important as electronic negotiations beconmee commonplace. Another strand of my research
examines how law can reduce conflict by providing a focal point for coordinating behavior. We demonstrate how
law can influence behavior outside of a deterrence framework, and we explore the circumstaacedts suited

for resolving conflict through expressive lavthird strand examines the interaction between law, psychology, and
morality, and focuses on the behavioral backlash resulting from mismatches between law and community attitudes.

Michael Roloff

| continue to be interested in conflict management in close relation3tjgsyear, my graduate students and | have
conducted several studies that focus on the impact of repeated arguments on stress amidllnags.published

one arttle that relates stress and illness to reoccurring demand/withdrawal argument pateefast completed

another project that demonstrates that both destructive argument patterns (e.g., mutual hostility) and constructive
argument patterns (e.g., selisdosure, solution generation) are positively related to stress and to physical illness.
We are completing a study that examines the extent to which constant teasing by intimates may lead to stress and
health issues.

Leigh Thompson

| am primarily concernedith identifying the best methods for teaching executives and managers negotiation skills.
Simply using didactic instruction is not particularly effective; nor is observational leaMingesearch focuses on

the social and cognitive factors that are tramnducive to learning key negotiation skil&ocial factors include for
example, the presence of a team member (teams outperform solos); cognitive factors include the use of analogical
reasoningWe have found that the best way of ensuring that a platioegotiation skill is understood is to present
students with two examples, drawn from different domains and have them identify the common strategic element.

PUBLICATIONS T BOOKS, CHAPTERS AND JOURNAL ARTICLES
The faculty, associates, and gradustiedents affiliated with DRRC continue to write

numerous working papers each year. Many of these papers are subsequently published in a wide



variety of scholarly journals in the disciplines of psychology, economics, and political science, as
well as in theinterdisciplinary fields of organizational behavior, communications, negotiation
theory and law. Faculty, associates, and graduate students regularly present their research at
scholarly meetings both in the U.S. and abroad. An abbreviated list of bd@sers, and
articles on negotiation and dispute resolution published recently appégrsandix VIl I.
ONGOING RESEARCH SUPPORT PROGRAMS

DRRC's mission to support research is carried out through eight ongoing programs:
1) The grants program funds small research studies and provides seed money for major studies.
2) The dinner colloquium provides an opportunity for the exchange of research ideas and the
sharing of practical problems. 3) The research seminar series efathl#g and students to
keep abreast of ongoing research at Northwestern University and other universities. 4) The work
in-progress seminars are a forum for sharing ideas that are under development, and opportunities
for researchers to receive advice abthair research plans. 5) The pa#ictoral program
provides an opportunity for new PhDs trained in the disciplines to become involved in research
and teaching in the area of negotiation and dispute resolution. 6) Conferences provide
opportunities to integte a variety of perspectives on negotiation and dispute resolution. 7) The
working paper series disseminates the research being funded by the center. 8) The visiting
faculty program provides an opportunity fordepth discussions and the developmenhei
research collaborations between faculty from other institutions, and faculty and students
associated with the center.

Grants Program Fifteenresearch projectsywo conference paper presentaspfaculty

research, and two DRRC Pd3bcs were funded dung the period September 1, Z00 August
31, 20@. A total of $06,480was designated for these projects. AppentXx lists the

researchers and their projects.



Dinner Colloguium. The dinner colloquium encourages connections betwesssrarchers

and pactitioners. It continues to be an important activity of the centarmeeting place for

faculty members, center associates, and advisory committee members. The membership list,
Appendix X, expands annually as new Northwestern University faculty and visitors become
interested in center activities. Thanter 2007-2008 colloquiumwas attended b25 peopleand

included Dean Keown,AssociateDean,InformationTechnologyand histeam from Kellog
Information SystemsThe speakers were managers from a Chicago based comparshared

their experience with managing a negotiating temmd using technology chat within the
geographically dispersed team and conference call across theTtabléecmology format was

used Spring quarter in the negotiation classes at Kellogg and is the focus of an ongoing research
project.

Research Seminar Serie¥his series of seminars provides the major intellectual focus of

the center. It is a forum for idepth dscussion of theoretical and empirical research by scholars
investigating negotiation and dispute resolution topics. The series is closely linked to the visiting
scholars program and the dinner colloquium. A complete lispe@kers is in AppendixI.

Work-in-Progress SeminarsThis seminar series, focusing on reseaneprogress, was

initiated in 1986 by graduate students interested in dispute resolution research. It has become an
institution for researchers receiving grants from the center. The sema&rum for presenting

new research ideas and is an example of how the center has provided an environment to
encourage research. It is also used extensively to help students and faculty prepare presentations
for conferencesDRRC hada very active Fridg-afternoois-in-May seminar series i2008 with

many interesting papers and wide participatiitist of the speakers in AppendixXI.

Post Doctoral Fellows The postdoctoral fellows program is designed to facilitate a

disciplinary scholar's transition into research and teaching in the area of dispute resolution. This



program continues as a joint enterprise of Kellogg Dean Dipak Jain and DRRC. The Fellows
teach the negiation course at Kellogg and DRRC buys down a course and provides their
research support. Padbctoral fellovs in residence during 2082008 were Christopher Bauman
and Sei Jin KoThere were over 30 applicants for the 2008 Post Doctoral Fellowship. Tay
Cohen from the Social Psychology Program, University of North Carolina was chosen.
Conferences In July 2008, DRRC hostl the International Association of Conflict
Management 6 s a nlmNoxdmbec DRRE evill Bastctee™Biennial Teaching
Workshop jointly withthe Kellogg Teamand Group ResearchCenter and the Program on
Negotiationand Mediation at the Northwestern University School of Lawcumulative listof
conferences is in Appendii|.

Working Papers The center'svorking paper site contairis74 entries,14 of those vere

entered for the 2002008 academic year. As of June 2001, working papers became available

el ectronically on DRRCOs speci al wor king
http://lwww.kellogg.northwestern.edu/drrc/working_papers.htforking papers added to the

site since September ZDCare listed in AppendixXIll. Working papers are limited to
manuscripg-in-progress. When a paper is published in a journal or a book, the publication
citation is indicated on the website and the paper is no longer accessible through the DRRC
website. The center maintains copies of all unpublished papers and all unpupbglees! that

predate the electronic website. Abstracts of both published and unpublished papers remain on the

web site.

TEACHING MATERIALS
DRRC'steaching materials are used byer 2,535 instructors throughouthe world.

Instructors are responsibier paying a $3.50 royalty fee per exercise per user to DRIRRC


http://www.kellogg.northwestern.edu/drrc/working_papers.htm

actively seeks to protect the integrity of the exercises, by keeping them off the irnDéRReL.
also actively protects the intellectual property of the exercises, monitoring exercise use against
royalty payments.

DRRC has licensing agreements with PON,|,GIhd specific authors for distribution of
exercisesot developed at Northwestern Univigys

DRRCO6s f or e transiatiohsarae gndea the supervision of foreign language
coordinators. DRRC staff is working with Professors David GleiS€F, Colombia, Tetsushi
Okumura, Nagoya City University, Japan, a&hucheng Steve Chi, National iian
University, Taiwan to produce CDs in Spanish, Japanese, and Chirzeofal). The Chinese
(simplified) CD is available from Professor Zhang at Guanghua School of Management, Peking
University. DRRC distributes selected exercises in FreRulssim, and GermanDRRC is
working with these coordinators to upgrade the foreign language versions to be compatible with
changes mad®r each edition of the DRRCD.

DRRC6s new Group Assigner soft wand enorec an b e

information islisted in Appendix I.

GRADUATE EDUCATION
DRRCO6s goal to be a major site for graduate e
realized through the teaching activities of center members and associates. These activities
include teaching othet® teach negotiation and dispute resolution; teaching courses to students
in law and management, and to undergraduate students in the School of Communication; the
preparation and sharing of teaching materials for these courses; the teaching of PhD level
saminars; and the supervision of doctoral dissertations and other research by PhD students.

The teaching expertise aénter members has become a major resource to the Kellogg



School and the Law School as well as other schools of law and management i%.tlaedJ.
abroad. Center faculty are increasingly working with foreign scholars, helping them to adapt
center teaching materials to the political, social, and economic climate of their countries.
TEACHING OTHERS TO TEACH

Center faculty's expertise in teaching others to teach came about because of the demand
for the Negotiatiors course at the Kellogg School and the necessity to traindmusoral and
PhD students to teach the course. An internship program was developeidhnthose wishing
to teach the course oegotiatiors first participate in a teaching workshop, and then are assigned
to intern in a regular faculty member's class for a quarter. That faculty member then acts as a
mentor while the intern is developingdateaching his or her own course. The list of Kellogg
Negotiatiors faculty dating from 1981 that appears in Appendi indicates theextent of this
program.

A resource for the internship program is a web site shared by Kellogg and Law School
faculty whee they can post copies of debriefing handouts, outcome analysis spreadsheets,
syllabi, and other materials. The DRRC CD has been extremely useful in standardizing
negotiation and dispute resolution teaching materials and facilitating the transfer of these
materials to others. The shared web site is intended to do the same with other types of teaching
materials. This web site may also serve as an incubator for new electronic teaching materials.
INTERNATIONAL TEACHING ACTIVITIES

The Kellogg School has initied a series of joint ventures with business schools in
Germany, Israel, China, and Canada to provide executive level MBA training. (Executive MBAs
typically have at least 10 years of work experience and work on their degrees without taking a
leave of absece from work.) A stand@dlone negotiation course was designed into the

curriculum in each of these joint programs. However, in the fall of 1997, the Israeli program



brought 1its participants t o Hwvvweeksntwhichtdeats j oi n
were taking negotiations and marketing strategy. The-aukural learning experience was so
well received that Dean Jacobs renegotiated the curriculum in each of the international programs,
so that their students would come to Kellogg for theegotiatiors course. In the summer,
Professors Leigh Thompson and Jeanne Brett teach approximately 320 executive students from
the Middle East, Europe, Asia, and North and South Amefinaually in January, Professors
Vicki Medvec and Leigh Thompson teaelpproximately 180 students from North America
Latin AmericaandSouth America

COURSES

Negotiation CoursesNegotiation courses for students in law and management continue

to be among the most popular elective courses offered at each school. Multiple sections are
taught at both schools in order to meet student demand. Negotiation is also a popular
undergradua course in the School of Communications Studies. Appefidixlists the courses

being offered on a regular basis at Northwestern University.

Mediation Process and Advocadyhis course at theaw Schoolprovides students with

both atheoretical backgroundnd hand®n experience in mediation and mediation advocacy. A
portion of the courseonsists of mediation skills training conducted by the Chicago Center for
Conflict Resolution. Those students who successfully complete the skills training portion of the
course and meet all of CCR's certification requirements have the opportunity to become certified
as mediators, and to conduct actual mediations on behalf of the Center for Conflict Resolution.

The Strategic Dynamics of Bargainingrhis course combinethe approaches of game

theory, organi zation behavior, and negotiatio
implement strategy in a variety of bargaining games. The course provides experiences in

competitive and cooperative negotiations and audites with an extended, complex bargaining



simulation. The course uses Professor Keith Murnighan's bidok,Dynamics of Bargaining
Gamesand exercises, all of which are available on the DRRC teaching materials CD.

CrossCultural Negotiation The crosscultural negotiation course takes the basic

negotiation course into the international business arena. The course utilizes a web survey and the
database developed out of DRRC sponsored research to provide students with personalized
feedback aboutheir intuitive approach to negotiation so that they can benchmark against
strategies used by negotiators from many dif
Negotiating Globallyis the text. A set of negotiation and dispute resolution exercrsgsa
instructords manual wi t h atidnd aré availabtelon tbea®® s a n
DRRC teaching materials CBellogg students will be required to take one course with an INTL
designation beginning in the fall of 2008. As the cross cultuegotiation courses has that
designation, the school is preparing to provide more cross cultural sections of negotiations. This
is |likely to affect DRRCO6s post doctor al prog
ADR Course Advisory Committee member, Rod Heard, began offering a geA&®l
course at the Law School beginning in 208thce its inception, Susan Walker has shared this
teaching assignment with Rod Heafthe purpose of this course is to provide students with an
understanding of the relative advantages and disadvantages whirilbbus dispute resolution
options from negotiation to triaEach dispute resolution process is critically analyzed for
theoretical and practical differences, strengths and weaknesses, and appropriate areds of use.
variety of teaching techniques arimed, including exercises, simulations, demonstrations (live
and videotaped), and presentations. The course's principal focus is preparing and participating in
three extensive simulationsegotiation, mediation, and arbitration. Lawyers and managars fr

the private and public sector and professional mediators act as the neutrals.



CONTINUING EDUCATION AND OTHER OUTREACH P ROGRAMS

DRRCO6s goal to be a major provider of <con
developments in the field of disfgu resolution and negotiation is being realized through
continuing education programs associated with the Kellogg School's James L. Allen Center,
programs for corporate and legal clients, and speeches to professional associations and other
groups. These #uities are an important aspect of the center's commitment to transfer the
insights from research to practitioners.

In addition, DRRC provides over 100 negotiation conflict management and decision
making exercises to teachers all over the world. The exercises are available on CD. Teachers pay
a small fee for the CD and agree to pay user fees of $3.50 per studentrpiseeXée financial
statement for the DRRC exercises isAppendix XIV. DRRC continues to be proactive in

protecting its intellectual property.

DEVELOPMENT

DRRC has had a variety of sources of funding over the years. Grants from the William
and FloraHewlett Foundation sustained the core activities of the center for many years.
However, the Hewlett Foundation has redirected its funding to projects no longer including
negotiation and dispute resolutioDRRC can expect no more funding from the Hewlett
Foundation.

Funds from the Alan and Mildred Peterson Charitable Foundation and the Allstate
endowment support DRRC6s research activities
continue to be stable.

DRRCb6s wuser royalty f e etstafffinaghis atea asavbliantge mat e



biennial Negotiation & Teamwork &achingWorkshop, and other teachingitiatives, like the
Chinese CDthe November 2005 Teaching Conference in Pangl the development of the
Group Assigner softwar&Ve are plannig ahalf dayteachingworkshop in Kyoto in June 2009
in association with the IACM annual meeting there.
DRRC6s continuing education progr am, Negot
source of funds that are being used to maintain the infrastru¢iomeever, these funds have

been limited over the past years.



. GROUP ASSIGNER

Dispute Resolution Research Center’s

GROUP ASSIGNER

Assign students to negotiation roles and groups effortlessly!

HOW IT WORKS:

This easy-to-use web-based tool assigns students to groups of different
sizes according to your specifications. Group Assigner is a huge time-saver
for faculty teaching negotiations and other courses that use a series of
experiential exercises. It works on an algorithm to minimize the number of
times students work with the same person across a series of negotiation
or group exercises, and virtually eliminates students’ complaints, “but I've
negotiated with him/her before”

Here’s how it works:
«  Upload your Excel class list.

«  Specify the number of groups you would like for an exercise.
«  Click*Create”

«  Group Assigner does the rest!™

Ready to assign students for the second exercise? Has a student dropped? A
new student added? No problem! Group Assigner is flexible. It lets you add
and drop students manually. You can use it for large or small classes and
with uneven numbers. Itis not tied to particular exercises, so you don't
have to use Dispute Resolution Research Center (DRRC) exercises with it. It also
gives you the freedom to change individuals in groups after Group Assigner
has assigned them, and Group Assigner will remember these edits next time it
assigns negotiation partners. Once the groups are finalized, you can generate
adownloadable Excel spreadsheet for each group assignment that is easy to
paste into PowerPoint presentations.

Specify the number of groups you
would like for an exercise

Faculty at Kellogg have benefited from the time saving features of Group
Assigner for the past 5 years. Kellogg has recently made the software available
to the DRRC to upgrade and share with its users. We are making Group
Assigner publicly available under license to individual faculty members

(5 classes per year for $75) or to ln_@t[tutlons(15’facu|ty.mgmbers, 5 classes
each for $750). " el
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Please visit the Group, A;slgner website at www.groupassigner.com ?0( more
information.To puyc’hase a license to use Group Assigner, download an order
form and fax to 847-467-5700. N
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Questions? CIaII DRRC at 847-491-8068.

*Group Assigner does not do everything. It does not
electronically deliver roles to students. (NOTE: DRRC does
not permit electronic delivery of roles to students because
of the impossibility of keeping electronic files off the web
and out of the hands of future students). You will need to
customize your final assignment spreadsheet, for example
adding role designations and room assignments.

The Group Assigner does the rest!
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II. I ACM CONFERENCE AGEND A

2008 IACM Conference Proceedings At-A-Glance

Wednesday, July 2, 2008

Room/Third Floor

12:00 PM-5:00 PM

Board Meeting/Luncheon

Gold Coast

3:30 PM-4:00 PM

Coffee Break

Gold Coast

7:30 PM

Board Dinner

Weise Apartment

Thursday, July 3, 2008

Room/Third Floor

12:00 PM-6:00 PM

Registration/Info

Grand Ballroom Foyer i 2" Floor

6:00 PM-7:00 PM

Reception/Poster Session

Chicago Skyline Terrace/Gold
Coast/Bucktown

7:00 PM-9:00 PM

Dinner

Renaissance Ballroom

9:00 PM-10:30 PM

Poster Session

Gold Coast/Bucktown

9:00 PM-10:30 PM

Goose Island Beer Tasting with Brewer

Chicago Skyline Terrace/Gold
Coast/Bucktown

Friday, July 4, 2008

Room/Second Floor

8:00 AM-6:00 PM

Registration/Info

Grand Ballroom Foyer

9:00 AM-10:30 AM

PARALLEL SESSION 1

Session 1A: Power & Status: Advances in Theory and Measurement

Grand Ballroom 1

Session 1B: Teams: Dynamics and Processes

Grand Ballroom 2

Session 1C: New Perspectives on Trust

Grand Ballroom 3

Session 1D: Cognition in Negotiation and Decision Making

Grand Ballroom 4

10:30 AM-11:00 AM

Refreshment Break

Grand Ballroom Foyer

11:00 AM-12:30 PM

PARALLEL SESSION 2

Session 2A: New Perspectives on Ethical Decision Making

Grand Ballroom 1

Session 2B: Individual Differences in Negotiation and Conflict Management

Grand Ballroom 2

Session 2C: Dynamical Systems Theory: New Perspectives

Grand Ballroom 3

Session 2D: Framing Conflicts: Theory and Applications (A Book in the Making)

Grand Ballroom 4

12:30 PM-2:00 PM

Buffet Luncheon

Grand Ballroom 5-6

12:30 PM-2:00 PM

IACM Business Meeting

Grand Ballroom 5-6

2:00 PM-3:30 PM

PARALLEL SESSION 3

Session 3A: Gender and Negotiation

Grand Ballroom 1

Session 3B: Emotions in Negotiation: Research on Anger

Grand Ballroom 2

Session 3C: Inside Team Conflict: Subgroups and Asymmetries

Grand Ballroom 3

Session 3D: Analyzing Conflict: Communications Perspectives

Grand Ballroom 4

3:30 PM-4:00 PM

Refreshment Break

Grand Ballroom Foyer

4:00 PM-5:30 PM

Plenary Session: Thomas C. Schelling

Renaissance Ballroom -Third
Floor

6:00 PM Meet in Lobby Hotel Lobby
6:15 PM Depart Lobby to walk to Architecture River Cruise Hotel Lobby
6:30-6:55 PM Boarding for Chicagods First Lady Ar d CornerofMichigan & Wacker
7:00 PM-10:00PM |Speci al Event: Chicagobs First Lady A CornerofMichigan & Wacker




IACM CONFERENCE AGEN DA CONTINUED

Saturday, July 5, 2

008

Room/Second Floor

8:00 AM-6:00 PM

Registration/Info

Grand Ballroom Foyer

9:00 AM-10:30 AM

PARALLEL SESSION 4

Session 4A: Emotions Across Negotiation Contexts

Grand Ballroom 1

Session 4B: Mediation: Theory and Practice

Grand Ballroom 2

Session 4C: Justice

Grand Ballroom 3

Session 4D: Complexity, Change, and Conflict: Practical Applications of
Dynamical Systems Theory to Difficult Conflicts

Grand Ballroom 4

10:30 AM-11:00 AM

Refreshment Break

Grand Ballroom Foyer

11:00 AM-12:30 PM

PARALLEL SESSION 5

Session 5A: Intermediaries in Conflict Resolution

Grand Ballroom 1

Session 5B: New Issues in Culture and Diversity

Grand Ballroom 2

Session 5C: Team Power Studies

Grand Ballroom 3

Session 5D: Avoiding Negotiations

Grand Ballroom 4

12:30 PM-2:00 PM

Buffet Luncheon

Grand Ballroom 5-6

12:30 PM-2:00 PM

Advisory Council Meeting

LaSalle i 4™ Floor

12:30 PM-2:00 PM

Journal Board Meeting

Dearborn i 4" Floor

2:00 PM-3:30 PM

PARALLEL SESSION 6

Session 6A: Graduate Students and Gurus (Workshop)

Renaissance Ballroom A

Session 6B: Stereotypes

Renaissance Ballroom B

Session 6C: Community Conflict: Research in Policing and Violence De-
escalation

Renaissance Ballroom C

Session 6D: Planning, Law and Business Perspectives on Anticipation in
Negotiations

Renaissance Ballroom D

3:30 PM-4:00 PM

Refreshment Break

Renaissance Ballroom Foyer

4:00 PM-5:30 PM

PARALLEL SESSION 7

Session 7A: Power and Status: Empirical Studies

Renaissance Ballroom A

Session 7B: Intergroup Behavior: Collaboration and Competition

Renaissance Ballroom B

Session 7C: Team Conflict

Renaissance Ballroom C

Session 7D: Latent and Visible Changes in Conflict Processes: Application of
Network Tools for Tracking Potential Conflict Dynamic (Workshop)

Renaissance Ballroom D

6:15 PM

Meet in Lobby to walk to Awards Dinner

Hotel Lobby

7:00 PM-10:00 PM

Reception & Awards Dinner

Contemporary Museum of Art

10:00 PM-12:00 AM

Band

Contemporary Museum of Art

Sunday, July 6, 200

8

Room/Second Floor

9:00 AM-10:30 AM

PARALLEL SESSION 8

Session 8A: Social Motive Research

Grand Ballroom 1

Session 8B: Workplace Mediation

Grand Ballroom 2

Session 8C: Barriers to Initiating Negotiations

Grand Ballroom 3

Session 8D: Negotiating a Crisis Incident with a Mentally Ill Subject: The Case of
the Russian Spy (Workshop)

Grand Ballroom 4

10:30 AM-11:00 AM

Refreshment Break

Grand Ballroom Foyer

11:00 AM-12:30 PM

PARALLEL SESSION 9

Session 9A: Biases and Framing in Negotiation

Grand Ballroom 1

Session 9B: Negotiation and Conflict Dynamics: Turning Points & Processes

Grand Ballroom 2

Session 9C: Learning about Conflict Management

Grand Ballroom 3

Session 9D: Empowering Negotiators: Creating Sustainable Motivation by
Providing Job Resources for Union Representatives

Grand Ballroom 4

12:15 PM

Meet in Lobby to Depart for Baseball Game: Chicago White Sox vs. Oakland
Athletics

Hotel Lobby




[ll. TEACHING INITIATIVES FLYER

Dispute Resolution Research Center

Negotiation Research & Teaching
Certificate Program

10 weeks of immersion in research and teaching negotiations!

Highlights

«  PhD seminar on negotiation
theory and research taught
by Leigh Thampson, author
of The Mind and Heart of the
Negotiator.

Dates of upcoming
programs

Sept. 23 - Dec. 6, 2008
Sept. 21 -Dec 4, 2010

«  Mediation seminar
coordinated by Stephen Goldberg and Lynn Cohn of
Morthwestern University’s School of Law. Both are active
mediators and mediation trainers. Goldberg is co-author
of Getting Disputes Resolved and Dispute Resolution:
Megotiation, Mediation, and Other Processes.

+  Abi-weekly research workshop directed by Jeanne
Brett author of Negotiating Globally, and co-editor of The
Handbook of Negatiation and Culture. Participants will
actively develop their own research projects.

+  Abi-weekly teaching skills workshop coordinated
by Jeanne Brett, editor of DRRC's teaching materials.
Participants will focus on experiential learning, teaching
different content areas of negotiation, classroom
techniques, testing, and student feedback.

+  Internship in a negotiations course at Northwestern
University School of Law or the Kellogg School of
Management.

«  Mentorship by a member of the DRRC's Advisory
Committee.

+ and much more ...

Participants will: 1) be enrolled in the Negotiation & Teamwork
Teaching Workshop, 2) receive a copy of the Negotiation,
Teamwork, and Decision Making Exercises CD, and 3)
participate in the Negotiation Strategies Executive Education
Program at the Kellogg School of Management's James L Allen
Center in Evanston, lllinois.

Additional i ‘on availabte:

www.kellogg.northwestern.edu/drre

Dispute Resolution Research Center
Kellogg School of Management

2001 Sheridan Road, Leverone 371
Evanston, IL 60208

email: drre@kellogg.northwestern.edu
phone: 847-467-6873

4th Biennial Negotiation & Teamwork
Teaching Workshop

Northwestern School of Law
357 E. Chicago Avenue

Chicago Campus Date

Nowv. 1, 2008
Sponsored by: £:00 am-6:00 pm
Dispute Resolution Research Center (DRRC),
Kellogg Team and Group Center (KTAG),
The Program on Negotiation and Mediation

at Northwestern School of Law

Registration
deadline
Oct. 3, 2008

Highlights

«  Learn 6 new experiential negotiation or tearmwork
exercises working with outstanding management and law
professors.

«  Share teaching insights about motivating students,
grading, and teaching internationally with faculty from
around the world.

+  Learn how to bring the latest research into the classroom.

+  Refresh the basics: deal making, dispute resclution, and
decision making.

«  Add to your class, an emphasis on trust and ethics and
the use of power, how time affects negotiators, managing
negotiating teams.

Megotiations Track
Instructor Exercise

Jeanne Brett Viking Investments

Lynn Cohn Quickstop Mall
Adam Galinsky New Recruit
Don Moore Stopwatch

Keith Murnighan
Holly Schroth

(Gas Station Game
Grand Strand

Teamwork Track
Instructor Exercise
Amy Cuddy Carter Racing
Zoe Kinias Team Contract
Katherine Phillips Threat Target
Leigh Thompson El-Tek
Leigh Thompson Funny Business

Participants in the workshop will receive the 2008
MNegotiation, Teamwork, and Decision Making Exercises CD.




IV.NEGOTIATION & TEAMWO RK TEACHING WORKSHOP

Negotiation and Teamwork Teaching Workshop
November 1,2008 | 8:00am to 6:00 pm

TIME ACTIVITY NEGOTIATIONS TRACK TEAMWORK TRACK

8:00-8:20 AM WELCOME T 180 Roowm - 180 Roowm - 175

8:30-9:30 SESSION A SCHROTH / GRAND STRAND KINIAS / TEAM CONTRACT

9:30-9:45 BREAK

9:45-10:45 SESSION B MOORE / STOP WATCH CupDY / CARTER RACING

10:45-11:00 BREAK

11:00-12:00 SEssioN C BRETT / VIKING INVESTMENTS PHILLIPS / THREAT TARGET

12:007 1:30 PM LUNCH ATRIUM

12:007 12:30 PM GRoOUP ASSIGNER DEMO

12:3071 1:00 PM COHEN / ONE PAPERCLIP EXERCISE GROUP ASSIGNER DEMO

1:007 1:30 PM COHEN / ONE PAPERCLIP EXERCISE GRoOUP ASSIGNER DEMO

1:30-2:30 SEssioN D GALINSKY / NEW RECRUIT HASTIE / ENDOWED CHAIR

2:30-2:45 BREAK

2:45-3:45 SESSION E COHN / QUICKSTOP MALL & TEACHING THOMPSON / FUNNY BUSINESS
MEDIATION

3:45-4:00 BREAK

4:00 - 5:00 SESSION F MURNIGHAN / GAS STATION THOMPSON / EL TEK

5:00-6:00 RECEPTION ATRIUM




V. NEGOTIATION RESEARCH & TEACHING CERTIFICA TE PROGRAM

Calendar of Activities

DRRC Research and Teaching Certificate Program

Date Time Location Event
September 19, 2008 9:00 AM - Orientation Office Move In

12:00 PM
September 20, 2008 1:00 PM - Allen Center Metacognition Conference

7:00 PM
September 22 i 2245 Kellogg negotiation classes - Brett
December 4, 2008 M TH 8:30 - 10 or 10:30 - 12:00

Kellogg negotiation classes - Thompson
M 6:3071 9:30

September 22 1 Weekly Seminar Room Negotiation Research Seminar - Thompson
December 4, 2008 M2i 5
September 22 1 Weekly Seminar Room Negotiation Teaching Seminar - Brett
December 4, 2008 Th3:30-5
September 28, 2008 - 5:00 PM Allen Center Negotiation Strategies Executive Education
October 01, 2008
October 2, 2008 12:00 PM - Seminar room Negotiation Research Presentation

1:30 PM Jeffrey Sanchez-Burks
October 31, 2008 12:00 PM - Seminar room Negotiation Research Presentation

1:30 PM Don Moore CMI
October/November 4:00 PM Law School Mediation Workshop - Goldberg

6:30 PM
November 1, 2008 8:00 AM - Law School DRRC Teaching Workshop

6:00 PM
November 11, 2008 6:00 PM i1 Allen Center DRRC Dinner Series i Political Science Panel

9:00PM
November 13, 2008 12:15PM i Seminar Room Negotiation Research Presentation

1:15 PM

Jared Curhan

Saturday
December 06, 2008

Closing Event




VI. ADVISORY COMMITTEE

Bob Agdern
Attorney/Negotiations Consultant

Frederic Artwick
Partner
Sidley, Austin, Brown & Wood

Richard Wm. Austin
Judge
Circuit Court of Cook County

Henry Bienen
President
Northwestern University

Jeanne Brett

Director

Dispute Resolution Research Center
Kellogg School of Management

Kathy Bryan
CPR International Institute for Conflict
Prevention & Resolutian

R. Theodore Clark, Jr.
Partner
Seyfarth Shaw

Lynn Cohn

Clinical Associate Professor
School of Law
Northwestern University

Thomas A. Demetrio
Partner
Corboy & Demetrio

Morton Denlow

Magistrate Judge

Northern District of lllinois
United States District Court

Adam Galinsky

Professor

Management & Organizations
Kellogg School of Management

Stephen Goldberg
Professor

School of Law
Northwestern University

H. Roderic Heard
Partner
Wildman, Harrold, Allen & Dixon

William Hobgood
Senior Labor Advisor
United Airlines

Donald Jacobs

DeanEmeritus

Kellogg School of Management
Northwestern University

Dipak Jain

Dean

Kellogg School of Management
Northwestern University

Julie Knudson
Director

Alan & Mildred Peterson Foundation

Frederick J. Manning
President
Celtic Group, Inc.

Victoria Husted Medvec
Associate Professor
Management & Organizations
Kellogg School of Management

John Moran
Partner
KPMG Peat Marwick

John H. Morrison
Arbitrator and Mediator



J. Keith Murnighan

Professor

Management & Organitians
Kellogg School of Management

Janice Nadler
Professor of Law
School of Law
Northwestern University

Glenn Newman

Associate General Counsel for Labor &
Employment

Commonwealth Edison

Marilyn Pearson
Partner

DLA Piper Rudnick
Gray Cary

Alan Peterson
Chairman
Tucker Alan Inc.

Michael E. Roloff

Professor
Speech/Communication Studies
Northwestern University

Donna Rosemeyer
Legal Director
Allstate Insurance Company

Wesley Skogan

Professor of Political Science
Institute for Policy Research
Northwestern University

Leigh Thompson

Professor

Management & Organizations
Kellogg School of Management

David Van Zandt

Dean and Professor of Law
Law School

Northwestern University

Rakesh Vohra

Professor

Managerial Economics & Decision Sciences
Kellogg School of Management

Robert Weber

Professor

Managerial Economics & Decision Sciences
Kellogg School of Management

Richard Weise
President

International Council of
Education & Software



VII. CURRENT FACULTY RESEARCH

Jeanne M. Brett- Management and Organizations, Kellogg School of Management

Culture and Negotiation

In a series of studies, we are investigating the links between culture and negotiation. We argue that
culture, the unique character of a social groufutfing the characteristic behaviors, norms, and values of

its members, and its legal, economic, social, and religious institutions, influences negotiations by
affecting interests and priorities (what is important), negotiation strategies (what is ageroghavior),

and the negotiation context (laws, economic conditions).

Sequences of Negotiators behaviors in aticle in Organizational Sciencdéooks at sequences of
negotiators' behaviors, that is how negotiator B responds to negotiator A's comionnicaan earlier

studywe published in the Journal of Applied Psychologyshewed that Japanese negotiators who used

lots of proposals negotiated high joint gains, whereas U.S. negotiators who engaged in lots of questions
and answers negotiated highnjbgains. In theérganizational Sciencpaper we showed that this pattern

of the use of negotiation strategies extended to other Asian and Western cultures. In a very recent study,
published in the Journal of Applied Psychology found a time element the pattern. To generate high

joint gains U.S. negotiators needed to get information sharing going prior to making offers; whereas
Japanese negotiators needed to put offers on the table early in order to get information sharing started and
ultimately geneate high joint gains.

In another study published in thdarvard Business Reviewristen Behfar, Molly Kern, and |
interviewed managers who had been members of multicultural teams about the challenges those teams
had faced and how teams had handled those challenges. Some challenges were not unique to multicultural
teams but were exadmted by cultural differences. Examples include how to solve problems, how to
reach decisions. Other challenges were unique to multicultural teams, e.g., how to handle communications
when team members were not all fluent in the same language. Accents dutrte be a real problem.

When challenges were restricted to differences that team members could respect, the team itself was often
able to manage the challenge. But when team members took differences personally and the challenge
became emotionally chard, higher level management was often needed to keep the team productive.

In a related theoretical paper recently publisheddademy of Management Reviemitten with Debra
Shapiro and Mary Ann Von Glinow, we question the standard advice to confront conflict openly. Team
members embroiled in emotional conflict are often advisddlkpthat is, discuss their feelings with the
goal of repairing frayed relationship®Ve question whether this meaning tatk and any positive
connotations associated with it are shared by people from cultditidyent backgrounds, and what
conflict-management alternatives may exist wtak is not possible or desirable.

In a studyof multi-party negotiationpublished in the Journal of Personality and Social Psycholegy,
found that cooperative negotiators (who are concerned dbeintown and other's outcomes) adjusted
their use of integrative and distributive strategies in nespdo the dominant cooperative or competitive
orientation of the group, but that individualistic negotiators (who were only concerned about their own
outcomes) did notKristin Behfar, Ray Friedman andrécently completed a study based oteiviews

with managers about the challenges they face when negotiating as part of s teadevelop best
practices for team on team né&gtion. We found four major challenges: leadership, logistics, personality,
and differences in interests that negotiating teagesled to manage.

Adam D. Galinsky- Management and Organizations, Kellogg School of Management
My research explores the problem of how an indi"
environment and the conditions that promote and preventfilietion of bias into thought and deed. In




addition, | am intrigued by the paradoxes that emerge when people seek control over psychological or
organizational processes.

Stereotyping and Prejudice

In a series of studies we have explored the diffecentitions that lead stereotypes to be more or less
accessible in our minds. In this research we have pitted two different intuitively appealing strategies,
suppression and perspective taking, for trying to prevent stereotypic thinking and prejudiciérbeha

We have found that perspectitaking is a more effective strategy for navigating a multicultural world:
Suppression ironically increases the accessibility and influence of stereotypes, whereas perspective taking
increases sympathy for and understagdf the situations of owgroups (with Gillian Ku and Gordon
Moskowitz).

Stereotype Threat

Members of stigmatized groups often suffer from diminished expectations for their performance in
stereotypaelevant domains and these expectations can redufarmpance on such tasks. We have
shown that when stereotypes are made relevant in a negotiation, performance for the group with
diminished expectations will suffer. In particular, telling men and women that a negotiation is diagnostic
of their underlying hility will lead men to outperform women at the bargaining table. However, this
gender gap can be reversed when stereotypically feminine traits are implicitly linked to negotiator
effectiveness (with Laura Kray and Leigh Thompson).

Power

We have explorethe effect that power has on individuals. We have shown that the possession of power
over others leads one to take more action in any given situation, whether it is at the blackjack table, the
bargaining table, simply moving an annoying table fan off tatée, or even helping in an emergency. In
addition, we have found that power tends to lead to objectification of others. Those with power are less
likely to take the perspective of others and are more likely to see others only in terms of currently held
goals. The increased level of action by those with power occurs regardless of whether that action has
prosocial or antisocial implications. Thus, power does not always corrupt but can lead others to feelings
of responsibility (with Deborah Gruenfeld anceJdagee).

Counterfactual thinking

Counterfactual thinki nognlryed eors fwh ath onnigghhtts hsauvceh bae
people to consider how events might have turned out otherwise. In a series of experiments | have shown
that thinking counterfactual thoughts in one context can have a debiasing effect on later decision making
processes by leading people to consider more alternatives and possibilities. Simply engaging in
counterfactual thinking in one context can allow people to awo& error of only searching for

confirming evidence for hypotheses. This debiasing effect occurs regardless of whether decisions are
made by individuals or groups (with Gordon Moskowitz and Laura Kray).

In another series of experiments, we have found a¢banterfactual thoughts can lead people to feel
dissatisfied with their negotiated outcomes, even when those outcomes are objectively superior. In
addition, behaviors that can i mprove performance
people to get better outcomes but feel dissatisfied with those outcomes. Thus counterfactual thinking can
lead people to do better but feel worse (with Victoria Husted Medvec and Thomas Mussweiler).

J. Keith Murnighan - Management and Organizatioi®llogg School of Management.

We recently publishedSocial Psychology and Economicg volume of 17 original chapters by
researchers in the two fields: The book presents current research findings that have the potential for
exciting people in the other fok Thus, the authors span an impressive array of productive researchers in




behavioral economics, experimental economics, and social psychGlogyglited with David DeCremer
and Marcel Zeelenberg)

In March of 2009David DeCremerRolf van Dick,andl, with the support of the DRRC, will sponsor a
conference at Kellogg on Soci@kychologyand Organizations. The conference volume will include 16
original chapters by outstanding scholars; it should be published in 2010.

Speaking the Same Language: The Qmative Effects of Labeling in the Prisoners' Dilemma

The long history of research on the prisoners' dilemma has preserved itsmaitteel nature by using a
singular, nordescriptive methodology to avoid providing cues to participants to cooperate peteohm

contrast, however, researchers have interpreted participants' choices as cooperative or competitive. This
research investigated whether experimental participants would be more cooperative if the game, their
choices, and their outcomes were preséwith the same labels that the research community has long
used to interpret their behavior. In a laggale experiment, we labeled the game, participants' choices,
and their outcomes using the most common labels in previous research, such as ciefeetatey

choices, and winner/saint/traitor/punishment for outcomes. Participants played-tsial fames with

labels varying across games; a control group played six unlabeled games. The results indicate that labels
led to significantly more cooperatidhan not labeling the game, the choices, and the outcomes; labels
such as trust and cooperate/defect augmented cooperation even more. A second experiment found that
many but not all evaluations of the labels led to perceptions that were generally dayst consistent

with individuals' choices in the larger, first experiment. These results suggest that we might need to
rethink the import of many of our previous findings and their applicability to everyday interagtidms

Jeffrey Loewenstein, CheBo Zhong).

Culture, Norms, and Values in Decision Making Groups

This study investigates cultural values and normative beliefs as predictors of behavior in a competitive
group decisiormaking task in three countries, Israel, Japan, and the United States. Its purpose is to test
hypotheses about how cultural values andnoinfluence the display and use of power in groups. The
"power" players in Israel claimed significantly more of the resources than either the power players in
Japan or the U.S. And the power players in the U.S. claimed more than those in Japan (WiKerilary
Gillian Ku).

Compensatory ethics

Models of ethical decisiemaking (e.g., Jones, 1991; Murnighan, Cantelon, & Elyashiv, 2001) have
argued that ethical awareness is a key antecedent to ethical dewdimy. However, given the time
constraints thiaindividuals constantly face in their personal and professional lives, they may not be aware
of their ethical values and the ethical implications of their decisions. Hence, the current paper examines
time-pressured ethical decisianaking and reports a marising finding that respondents demonstrated

less ethical behavior over time. We predicted that extended contemplation would increase awareness
hence which would then increase ethical decisions. Our results indicated just the opposite: greater
contemplaibn led to less ethical decisions. Rbst analyses and a folleup experiment suggested that
decisionmakers act as if their previous choices have created or lost moral credentials: after an (un)ethical
first choice, people acted significantly less (dhieally in their subsequent choice. These findings
provide the basis for a model of compensatory ethics, which suggests thateselt and the desire to
portray a moral selfmage conflict within individuals (with CheBo Zhong, Gillian Ku, Robert B.
Lount).

Getting off on the wrong foot: restoring trust and the timing of a breach.

This research investigates the restoration of trust after an immediate or a later(becaafier several
cooperative interactiopsDuring an initial interaction, p@te may be more forgiving of another person

who pursues self interest because neither person knows how long their interaction might continue, and



thus, the desire for one's own outcomes might dominate the desire to appear trustworthy. In contrast, after
initial acts of cooperation, they move into an early stage of their interaction in which a trust violation
might be especially damaging. In a large scale, prisoners' dilemma experiment, we encouraged people to
start out by cooperating. When they experienaedefection, they obviously reacted by immediately
cooperating less. Over time, however, people who suffered an immediate defection returned to
cooperating at the same rate as people who did not suffer any defections. This basic pattern is also true for
people who suffer later defections but, as predicted, these people never completely returned to the same
high level of cooperation as people who did not suffer any defections (with Robert B. Lount, HBdChen
Zhong, Niro Sivanathan).

Towards a competitivarousal model of decisiomaking: a study of auction fever in live and internet

auctions

In 1999, Chicago sponsored a public art exhibit of over 30&itded fiberglass cows that culminated in

140 Internet and live, iperson auctions. Collectively, éhcows sold for almost 7 times their initial
estimates. These unexpectedly high final prices provided the impetus for a model of deaidiog,
Acompetitive arousal, o0 which focuses on how dive
pressue, and/or the uniqueness of being first can fuel arousal, which then impairs detiog. In

Study 1, live and Internet bidding and survey data from 21 auctions throughout North America tested the
model 6s predictions, a s ratvamdl thoice and ksgatatioh of esnenismend e r i v ¢
models. Analyses provided considerable support for the competitive arousal and escalation models, and

no support for rational choice predictions. Study 2 was a laboratory experiment that investigated the
similarities and differences between escalation and competitive arousal, finding again that both can result

in overbidding. The discussion focuses on the implications of these findings and on the broader issue of
competitive arousal and escalation and their thpa decisiormaking (with Ku, G., Malhotra, D.).

Starting low but ending high: A reversal of the anchoring effect in auctions

This paper presents five studies that use a diverse set of methodologies (laboratory, archival, and field) to
test three modslof decisiormaking in the context of Internet auctions. We demonstrate for the first time

a behavioral reversal of the classic anchoring effect, finding that lower starting prices in auctions can
produce higher final sale prices. We show that this effecurs because lower starting prices reduce
barriers to entry into the auction, thereby increasing traffic, and, in the end, generating higher final prices.
I n addition, |l ow starting prices increasomofearl y |
commitment. We also show how starting price interacts with a number of different varighéery

and qualityi in affecting arousal, cognition, traffic, and final prices. In doing so, we find support for
Mandl erb6s (1975, 1 9 & 2w modelnof) competitive arousatl @, Malhotra, &
Murnighan, 2004). The discussion focuses on extending our understanding of the effects of anchors from
intrapersonal and dyadic to group domains, contextualizing anchors in social processes, and the
simultaneous influence of escalation, competitive arousal, and congruity on deueskimg (with Ku,

G., Galinsky, A.)

Suckers or saviors? Consistent contributors in social dilemmas

One of the most basic problems in groups and organizations is the &stoofaging cooperation when
individuals have incentives to shirk. Wh a't we C a
attention for economics models of transaction costs (Williamson, 19) and industrial organization
(Milgrom and Roberts,1992), ¢hmultidisciplinary literature on social dilemmas and public goods
(Dawes, 1980;0strom, et al., 2002;Weber, et al., 2004), as well as many other fields. The research that we
present here investigates a potential solution to the cooperation problem.c&fpgcifie formulate and

test a model which suggests that consistent contributors (CCs) can act as catalysts for cooperation by
altering the perceptions and actions of their fellow group members. In particular, a consistent cooperator
can implicitly signalthat cooperation constitutes appropriate behavior, thereby influencing the frequency
and size of cooperative action in groups and increasing their efficiency (with Weber, J. M.).



Power gained, powdbpst
Changes in power typically lead to changes@havior. This paper presents three experiments to test
hypotheses that make either symmetric or asymmetric predictions about the effects of increases and

decreases in power intwoer son i nteractions that augmented or
and the other partybés weak position by investigat
games, or vice versa, on offerersdé allocations, r
Although the results supported parts of ser a | model sé predictions, t hey

explained by egocentrism: increases in power led to larger behavioral effects than decreases in power.
The discussion explores the effects of changes in power (with Niro Sivanathan and Madai. Pillutl

Causal Forces in Risky Decisions: Identity and Task Competence Trump Rational Choice.

When facing demand declines, some firms figo for b
their knittingo by r e ma iMadelsdjstrategic cheioe end depisimaking r e nt b
similarly focus on increased rigkking versus risk avoidance. The current research uses appropriateness
rather than consequenti al, rational choicef | ogic
their identity and competence are essential determinants of their strategic decisions. Two experiments
model key features of the dor-broke versus sticko-your-knitting decision and find that risky,
endeavoiswitching decisions depend on identity andmpetence with the new task. (with Mark
Kennedy).

Janice Nadleri School of Law, Northwestern University

Law, Psychology & Morality

This research explores the mechanisms by which law and morality influence each other. These
mechanisms include informatial and group influence of law on attitudes, as well as the effects of

salience, coordination, and social meaning on behavior, and the behavioral backlash that can result from a
mismatch between law and community attitudes. Two backlash effects we examnaelosely are: 1)

Moral Spillovers, which can occur when institutional violations of moral standards leads to deviant
behavior; and 2) Public Opinion Backlashes, such as when cultural values are threatened by unpopular
court decisions. Collaborators: Weorthey Bilz, Northwestern University; Shari Diamond, Northwestern
University; Elizabeth Mullen, Stanford University.

Expressive Law and Focal Points

I am testing the theory that | aw influences beha\
around which the parties can coordinate. Most economic analysis views law as a means of solving
cooperation problems. But law can also provide a means of solving coordination problems, by providing a

focal point that enables individuals to settle uponréiquaar equilibrium. A simple example is the choice

between driving on the left or right side of the road. More complex examples include public smoking,
property disputes, and sexual harassment. By examining the behavior of participants in bargairing game

in an experimental setting, we test the proposition that law, as a form ep#higdcheap talk, can solve
coordination problems by providing a focal point around which individuals coordinate. Collaborator:
Richard McAdams, University chicago

Elecdronically Mediated Negotiation

This research examines the dynamics of negotiation behavior conducted via electronic mail. In a series of
studies, we investigate three major issues: 1) What are the major behavioral and performance differences

of email versus facdo-face negotiation? 2) What are the key social factors that can affect the nature and
guality of negotiating via-enail? and, 3) What steps can be taken by people who must negotiate via e

mail, so that they can enhance the social as well as m@omatcomes of negotiation? Key findings are

that nontask related, relationshipo c us ed communi cati on (i .e., fisch
cooperation and trust that facilitates mutually beneficial agreements. In additiegogators who share

socal ties with their counterparts, whether through shared group membership or explicit-bagiporg



rituals are more successful both economically (e.g., reaching mutually beneficial agreements) and socially
(e.g., building valuable future working relatghips) than their counterparts without such social ties.
Collaborators: Leigh Thompson, Northwestern University; Michael Morris, Columbia University; Terri
Kurtzberg, Rutgers University.

Mike Roloff i School of Communication, Northwestern University

Characteristics of intractable conflicts in intimate relationships

Scholars have been increasingly interested in the features of conflict that make them intractable. Much of
this research has focused on international disputes. In conjunction with a gratiudent, | have
conducted a study which examines intractable conflict within intimate relationships and compares them to
conflicts that intimates have successfully resolved or that are ongoing but that partners feel are being
resolved. Collaborator: Camey Waite.

The effects of counterfactual thinking on relational lessons

The vast majority of dating relationships will end prior to marriage and many marriages will end in
divorce. Given this reality, some scholars have wondered what if any lessotidualdivearn from their

prior relationships that might improve future ones. We hypothesized that counterfactual thinking plays a
role in how people feel about their past relationships and the lessons they bring into their current ones.
We found that countéactual thinking does influence feelings but that lessons learned are not translated
into behavior in future relationships. Collaborator: Rachel Ruan.

il am sick of all of this arguingod: The i mpact of
Research indicates thiaterpersonal conflict is linked to reduced psychological and relationabeiy.

There is some research that implies that it may also impact physical health. | anycuroeking on a

chapter that examines the possible links of arguing on healthaandlesigning a research project on that

subject. Collaborator: Rachel Mallis.

Organizational change and framing: How change agents frame proposals differently from change
targets - Proposals for changing an organization are often resisted, but ressaneve not fully
addressed the reasons for opposition. One possibility is that change agents view their proposals from a
gain frame while those who are the targets of change view the same proposal from a loss frame. If so,
targets more so than agents dHobe prone to risk taking behavior. Although this may include
preferences for proposals in which the odds of success are low, it also may mean that they become more
creative as they attempt to find alternative solutions that minimize their losses. Wecteondn
experiment which provides evidence of both processes. Collaborator: Meghann Duray

Wesley G. Skogani Political Science Department and Institute for Policy Research, Northwestern

University
Community Policing in Chicago
This project is a process and i mpact =evaluwuation

monitoring program implementation in the field, surveying city residents, neighborhood activists, and
police officers, and tracking trends in crime anditedi neighborhood conditions. The study has lead to
three books; the latestPolice and Community in Chicagewas recently released by Oxford University
Press. The project has been funded by the National Institute of Juls&c#linois Criminal Juste
Information Authority, the MacArthur Foundation, and the Chicago Community Trust.

Impact of Information Technology on Policing

This is a process (to date) and impact (eventually) evaluation of the development and implementation of a
largescale, intgrated policing information system in Chicago. Elements of the initiative include database
devel opment and use, mobile wireless data fl ow



technology, and metropolitamide data sharingThe project iSundedby the lllinois Criminal Justice
Information Authority.

Crime Prevention

Thi s study i s an eval uati on of CeaseFire, one 0
Headquartered in Chicago, it currently is running in 22 sites. The program dep®scei interrupters

to intervene in gang violence and brokers services for younigkayouth. The process and outcome
evaluation involves monitoring program implementation, including how it varies across the many sites,
tracking success in dealing withents' problems, and a statistical analysis of crime tréfus.project is

funded by the National Institute of Justice.

Leigh Thompson- Management and Organizations, Kellogg School of Management

Emotion: Rationality, Rapport, or Intimidation

There is conflicting advice in the negotiations literature concerning the optimal role of emotions at the
bargaining table. Some literature prescribes that negotiations should be rational not emotional and regards
emotion to be a weakness. A quite différ@erspective in the social psychological literature urges
negotiators to feel and express their positive emotions at the table, because of the link between a positive
atmosphere and mutual rapport and information sharing that leads to integrative agr&¥emether

advice suggests negotiators should be aggressive at the negotiatifigitéhléhe purpose of convincing

the other party that they are just crazy enough to carry out some irrational course of action. In a series of
studies we are testing weh of these perspectives is most effective. So far results indicate that the positive
and rational approaches are better than the aggressive approach that seems to Geltkfiozators:

Vicki Medvec, Janice Nadler, Vanessa Seiden, Peter Kim, Shirkldam.

Learning: Applying principles from the classroom to managerial contexts

The assumption that managers can use what they know underlies much of our intuition about how
managers solve problems and make decisions. However, studies of knowledge reanafahat people

often do not access their relevant knowledge when it would be appropriate. In a series of studies with
managers, executives, and consultants complemented by a set of laboratory investigations with students
we have f oun dbiltyhoaatcesather angvdedge depends on how they learned what they
know. In particular, analogical reasoning dramatically improves the performance of managers in
organizational tasks such as negotiation. In further research we are investigatingswhysthiWe are

relying on structure mapping theory that suggests people learn more when they 1) highlight
commonalities; (2) abstract a common structure; and (3) recognize the schema in new situations when
two or more analogies are presented. Collabasaideidre Gentner, Jeff Loewenstein.

Stereotyping: How do stereotypes affect organizational performance?

We have consistently found that when seated across from one another at the bargaining table men
outperform women, even when controlling for possilpletential countervailing factors such as
experience and skill. Our research is investigating why the table seems to be tipped in favor of the men
and what can be done to improve womenos perfo
explanation is &twn from Steeleds stereotyping threat t
stereotype of the effective negotiator maps onto the classic stereotype of the typical male, and the
stereotype of the ineffective negotiator maps onto the stereotypetoddit®nal female. (2) Most female
negotiators probably neither embody nor buy into the traditional female stereotype; however, we believe
that the mere knowledge of this stereotype threatens the ability of women to effectively negotiate. (3) The
negotiaion setting of a male versus female contest activates the stereotype for both men and women and
generates a sdtilfilling prophecy. Collaborators: Laura Kray, Adam Galinsky.
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Jeanne M. Brett
Brett, J. M., & Crotty, SCulture and Negotiation. (28D In P. B. Smith, M. F. Peterson, & D. C. Thomas (Eds.),
Handbook of Cros€ultural Management Researdtousand Oaks, CA: Sag#69-283

Adair, W. L., Weingart, L. R., & Brett, J. M2007 The timing of offers and information exchange in U. S. and
Japanese negotiatiordmurnal of Applied Psycholog92(4) 10561068

Brett, J. M., Tinsley, C. H., Shapiro, D. L., & Okumura, 20@7). Intervening in employee disputes: How and
when will managers from China, Japan, and the U.S. act differéiigagement and Organizational Revien(2)
183204

Brett, J. M.,Olekalns, M. Friedman, R., Goates, N., Anderson, C., & Lisco, C. C. J2@itks and Stones:
Language, Face, and Online Dispute Resolui@ademy of Management JournaQ(1), 8599.

Alon, | & Brett, J. M. (2007)Perceptions of Time and Their Impact on Negotiations in the A&péaking Islamic
World. Negotiation Journa23, 5573.

Brett, J. M. (2007)Negotiating Globally: How to Negotiate Deals, Resolve Disputes, and Make Decisions across
Cultural Boundaries 2" Edition. San Francisco, CA: Joss&ass.

Weingart, L. R., Brett J. M., Olekalns, M., & Smith, P(R007).Conflicting Social Motives in Negotiating Groups.
Journal of Personality and Social Psycholds(6), 9941010.

Adam Galinsky
Galinsky, A. D., Maddux, W. W., Gilin, D., & White, J. B. (2008). Why it pays to get inside the head of your

opponent: e differential effects of perspectitaking and empathy in negotiatiorBsychological Science, 19,
378384.

Galinsky, A. D., Wang. C. S., & Ku, G. (2008). Perspectalers behave more stereotypicallournal of
Personality and Social Psychology,, 904419.

Gruenfeld, D. H, Inesi, M. E., Magee, J. C., & Galinsky, A. D. (2008). Power and the objectification of social
targets.Journal of Personality and Social Psychology, 951-127.

Kray, L. J., Paddock, L., &alinsky, A. D, (2008). The effect of past performance on expected control and risk
attitudes in integrative negotiatiorisegotiations and Conflict Management Researcif1;178.

Lammers, J., Galinsky, A. D., Gordijn, E. H., & Otten,(3008). lllegitimacy moderates the effects of power on
approachPsychological Science, 1858564.

Leung, K., Y, Maddux, W. W., Galinsky, A. D., & Chiu, C. Y. (2008). Multicultural experience enhances creativity:
The when and howAmerican Psychologist, 6369181

Maddux, W. W., Galinsky, A. D., Cuddy, A. J. C., & Polifroni, M. (2008Yhen being a model minority is
goodéand bad: Real istic threat e Rarsbralityrasd SacalgPayichology t y
Bulletin, 34 74-89.

Maddux, W. W., Mulén, E. & Galinsky, A. D (2008). Chameleons bake bigger pies and take bigger pieces:
Strategic behavioral mimicry facilitates negotiation outcordearnal of Experimental Social Psychology, 463]-
468.
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Magee, J. C. & Galinsky, A. ¥2008). Social hierahy: The seHreinforcing nature of power and statégademy
of Management Annals, 2, 3388

Rucker, D. D., & Galinsky, A. D. (2008). Desire to acquire: Powerlessness and compensatory consiiouptiah.
of Consumer Research, Z57-267.

Sivanathan, N., Molden, D. C., Galinsky, A. D., & Ku, G. (2008). The promise and peril effSetiation in de
escalation of commitmen®rganizational Behavior and Human Decision Processes, 1-04.

Smith, P. K., Jostmann, N. B., Galinsky A. D. viaijk, W. W. (2008). Lacking power impairs executive functions.
Psychological Science, 1863475,

Whitson, J. A., & Galinsky, A. D. (2008). Lacking control increases illusory pattern perceptimmce, 322115
117.

Zhong, C., Dijksterhuis, A., & Galsky, A. D. (2008).The merits of unconscious thought in creativity.
Psychological Science, 1912-918.

Zhong, C., Galinsky, A. D., &Unzueta, M. M (2008). Negational racial identity and presidential voting
preferenceslournal of Experimental Socialsiychology, 441563 1566.

Zhong, C., Phillips, K. W., Leonardelli, G. J., & Galinsky A. D. (2008). Negational categorization and intergroup
behavior.Personality and Social Psychology Bulletin, 293-806.

Bledsoe, C. H., Sherin, B., Galinsky, A. D., adkey, N. M., Heimer, C. A., Kjeldgaard, E., Lindgren, J., Miller, J.
D., Rol of f, M. E. , & Uttal, D. H. (2007) . AfRegul ati ng
Northwestern Law Reviewl 01, 593641.

Galinsky, A. D., & Moskowitz, G. B. (2007). Further ironies of suppression: Stereotype and counterstereotype
accessibility following suppressiofiournal of Experimental Social Psycholog® 833841.

Magee, J. C., Galinsky, A. D., & Gruenfeld, D. H. (200Phwer, propesity to negotiate, and moving first in
competitive interactiong2ersonality and Social Psychology Bullet3, 200212.

Vicki Medvec
Swaab,Roderick IngmarDanielDiermeier Molly Kern, andVictoriaMedvec 2008. "Who says what to whom?
The impact of communication on social exclusioBgtial Cognition.

SwaabRoderick IngmarDaniel Diermeier Katherine WPhillips, andVictoria Medvec 2008. "The pros and cons
of dyadic conversations in small groups: The impact of group norms and task3gped|'Group Research.

Diermeier,Daniel Roderick IngmaBwaab, Victoria Medveg and MollyKern. 2008. "The MicreDynamics of
Coalition Formation,'Political Research Quarterly.

WadeBenzoni,Kimberly A, MorelaHernandez, an¥ictoria Medvec 2008. "In fairness to future generations: The
role of egocetrism, uncertainty, power, and stewardship in judgments of intergenerational allocalmnmsal of
Experimental Social Psychology.

J. Keith Murnighan
Weber, J. M. and Murnighan, J. K009). Suckers or saviors? Consistent contributors in social désndournal
of Personality and Social Psychology press

Kern, M., Ku, G., and Murnighan, J. K. (2009). Culture, Norms, and Values in Decision Making Groups
Sivanathan, N., Pillutla, M. M. and Murnighan, J. K. (2008). Power gained, power lost. (Lead article).
Organizational Behavior and Human Decision Proceds¥s 135146.
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Lau, D. C. and Murnighan, J. K. (2009). Faultlines. In Levine, J. and Hogg, M.),(Eteyclopedia of Group
Processes and Intergroup RelatioBage Publications: Thousand Oaks, CA., in press.
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and the timing of a breacRersonality and Social Psychology Bullefim press.

Malhotra, D., Ku, G., and Murnighan, J. R008). When winning is everythingdarvard Business Reviev86,
May, Number 5, 786.
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Kern, M., Ku, G., and Murnighan, J. K. (200Qrosscultural norms and values in competitive decision making.
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Janice Nadler
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(eds.)Moral Cogniticn and Decision Making: The Psychology of Learning and Motivatiéol. 50 (Academic
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Malis, R., & Roloff, M. E. (2007). The Effect of Legitimp@nd Intimacy on Peer Interventions into Alcohol Abuse.
Western Journal of Communication
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Research iAvoi dant Attachment of Cultural Group
Emotiono
Gunia, Brian MORS
Research AActing Out Whatds Right: The Creation
Huang, Li & MurnighanKeith MORS
Research AThe I nfluence of I nterpersonal Associ
Ko, Sei Jin DRRC
Research Post Doctoral Support
Ko, Sei Jin DRRC
Research iThe Voice of Change: ThNeegoRoilaet ionfg VRocvae
Li, Ji Political Science
Research AfMaking Sense of t he-RB&ea DispataResoWition anéthei Rol
of the Chinese Judiciarybo
Subtotal
Spring 2008
Name Department Award
Project Name
Gosztonyi, Miklos Political Science
Research ADynami c4d eadf ESthaati e Vi ol ence in Darfuro
Gunia, Brian MORS
Research AActing Out Whatds Right: The Creation
Huang, Li MORS
Research OfnAutomatic TnustrpePeosntivédssociations and
OAREmbarrassment displays following a noncoo
trustworthiness: A motivated information p
OAAutomatic Trust :-badedes.trushbhabedncatefpki kbngl
Jordon, Jennifer MEDS
Research AiPower, Stability, and I nterpersonal Co
Johnston, Patrick Political Science
Travel ACounterinsurgency, Concessions, and Co



Spring 2008 Continued

Kimball, Erin Political Science
Research AfPeacekeeping for Approval: Africa's St
Koivu, Kendra Political Science
Research AProtection for Sale: A Comparitive Stu
Lemasle, Natacha Political Science
AThe Regulation of Violence: The Role a
Li, Ji Political Science
Research AExploring the Regional Variation of Ad
Wang, Jiunwen & Wang, Long MORS
IACM AVirtual Ties and Concrete Gains: Effec

Out comeso



X. DINNER COLLOQUIA MEM BERS LIST

Bob Agdern
Attorney/Negotiations Consultant

Frederic Artwick
Partner
Sidley, Austin, Brown & Wood

Richard Wm. Austin
Judge
Circuit Court of Cook County

Miles Berman
Altheimer & Gray

Henry Bienen
President
Northwestern University

Jeanne Brett

Director

Dispute Resolution Research Center
Kellogg School of Management

Kathy Bryan
CPR International Institute for Conflict
Prevention & Resolution

Michelle Buck

Associate Professor
Management & Organizations
Kellogg School of Management

R. Theodore Clark, Jr.
Partner
Seyfarth Shaw

Lynn Cohn

Clinical Associate Professor
Law School

Northwestern University

Jack Cooley
Arbitrator and Mediator

Thomas A. Demetrio
Partner
Corboy & Demetrio

Morton Denlow

Magistrate Judge

Northern District of lllinois
United States District Court

Daniel Diermeier
Professor

Managerial Economic and Decision Sciences

Kellogg School of Management

Katheryn Dutenhaver
Professor
DePaul University Collegef Law

Adam Galinsky

Professor

Management & Organizations
Kellogg School of Management

Stephen Goldberg
Professor

School of Law
Northwestern University

William Hartgering
Mediator

H. Roderic Heard
Partner
Wildman, Harrold, Allen & Dixon

William Hobgood
Senior Labor Advisor
United Airlines

Donald Jacobs

DeanEmeritus

Kellogg School of Management
Northwestern University

Dipak Jain

Dean

Kellogg School of Management
Northwestern University

Kenneth Kaye
Kaye & Associates

Julie Knudson
Director
Alan & Mildred Peterson Foundation

Frederick J. Manning
President
Celtic Group, Inc.



Victoria Husted Medvec
Associate Professor
Management & Organizations
Kellogg School of Management

John Moran
Partner
KPMG Peat Marwick

John H. Morrison
Arbitrator and Mediator

J. Keith Murnighan

Professor

Management & Organizations
Kellogg School of Management

Janice Nadler
Professor of Law

Law School
Northwestern University

Glenn Newman

Associate General Counsel for Labor &
Employment

Commonwealth Edison

Greg Northcraft
Department of Business Administration
University of lllinois

Mara Olekalns
Visiting Faculty
Management and Organizations
Kellogg School of Management

Marilyn Pearson
Partner

DLA Piper Rudnick
Gray Cary

Alan Peterson
Chairman
Tucker Alan Inc.

Katherine Williams Phillips
AssociateProfessor
Management & Organizations
Kellogg School of Management

Michael E. Roloff
Professor

School of Communication
Northwestern University

Donna Rosemeyer
Legal Director
Allstate Insurance Company

Richard Salem
Mediator

Wesley Skogan

Professor of Political Science
Institute for Policy Research
Northwestern University

Ann Tenbrunsel
Management Department
University of Notre Dame

Leigh Thompson

Professor

Management & Organizations
Kellogg Schoobf Management

David Van Zandt

Dean and Professor of Law
Law School

Northwestern University

Lyn Van Swol

Professor

School of Communication
Northwestern University

Rakesh Vohra
Professor

Managerial and Economic Decision Sciences

Kellogg Schoobf Management

Robert Weber
Professor

Managerial Economics & Decision Sciences

Kellogg School of Management

Richard Weise
President

International Council of
Education & Software



X1l. SPEAKERS, RESEARCH AND WORK -IN-PROGRESSSEMINAR SERIES &
DINNER COLLOQUIA

RESEARCH SEMINAR SERIES 07-08

February 28, 2007 Rosalind Chow Stanford University

ifiThe experience of and response to inequality:
February 29, 2007 Taya Cohen University of NorthCarolina

ifWar & Peace: Possi bl e Approaches to Understan
October 12, 2007 Michele Gelfand University of Maryland

fiSituated culture: A multilevel analysis of situational constraint across 35 nations

November6, 200/ Roderick Swaab Northwestern University

inOut of sight, sound, and sync: How communicat
November 8, 2007 Michael Roloff Northwestern University

fil am sick and tired of all the bickering: The impact of serial arguing on piysiell being

April 14, 2008 Roman Tétschel University of Trier, Germany

il ntergroup Negotiations: Failing to Create ant
April 15, 2008 Roman Tétschel University of Trier, Germany
fiPerspective Taking for the Sakdoh di vi dual i sti ¢c Outcomeso

WORK -IN-PROGRESS SEMINARS 0708:

May 16
Kendra Koivu Political Science, Northwestern University
AOrder and DBdosncfolride ti nK oPsoosvt 0 O

Victor Shih Political Science, Northwestern University
APl acati ng Csomédkviddnae frdneChireked-idcal Transfers to Religious
Minoritieso

Sei Jin Ko Kellogg School, Northwestern University
AVoice of Power (|l essness) o

May 23
Brian Gunia Kellogg School, Northwestern University
AActing Out What 6s Rvelppgment of Rittagrou®CMoeabNorma® n and De

Li Huang Kellogg School, Northwestern University
AAut omatic Trust: Positive I nterpersonal Assoc
Janice Nadler School of Law, Northwestern University

AEminent Domain and the Psychojog of Pr operty Right so

May 30
Jiunwen Wang Kellogg School, Northwestern University
fiPsychology Behind Facebook Taes



ANNUAL ADVISORY MEETING 07 -08:

April 21, 2008 Christopher Bauman Kellogg School of Management
ADrunk on Power , Inbestigating Baspomsivemess t&Ehanges s Social
Rel ati onshipso

ANNUAL DINNER MEETING 07 -08:
January 242008 Jim Gerstle BP America
fiUsing technology within team negotiations and across thedable




September 1517, 2000

October 27-28, 2001

November 2, 2002

October 2223, 2003

May 22-23,2004

October 23, 2004

November 4, 2006

X1l. CONFERENCES

Auctions and Negotiations

The DRRC organized a conference on electronic exchange, bringing together preemin
thinkers on human interaction from psychology, economics, and organizational behavi
with more than a dozen leaders of the digital economy to disewgaibing and negotiation
in an electronic world. Panels focused on four key areas of electronic exchange: marke
dispute resolution, auctions, and negotiations. Among the questions that were explore:

1 Do people behave differently when bargaining and negotiatidgerihan they do
face to face?

I How does the Web build markets for goods and services? What characteristic
virtual markets, besides electronic exchange, are different from those oféangi
markets?

Culture and Negotiation Conference

The Culture and Negotiation Conference addressed an important void in mainstream
negotiation theory and research: an understanding of the cultural context of negotiatiot
purpose bthis conference was to cregstilize ideas, insight, and theory from negotiation
and cultural research. Topics covered included basic psychological processes, social
processes in negotiation, and social context in negotiation.

Negotiaion Teaching Workshop

The Teaching Workshop, the DRRC&s firs
Northwestern University faculty and one former faculty member. They presented teach
materials which focused on deal making and integrativeti&@ns, bargaining games,
using video in the classroom, dispute resolution, international negotiations, email
negotiations, and social dilemmas and the environment. The purpose of the workshop
share a number of new teaching exercises and te@wmigith teaching faculty from other
schools

Frontiers of Negotiation

The conference titled, Frontiers of Social Psychology: Negotiations, is a new book of tt
same title to be published in the Psychology Press series.

Frontiers of Social Psychology: Negotiations

The conference is titledirontiers of Social Psychology: Negotiatioissthe new book of the
same title to be published in the Psychology Press series.

Negotiation & Teamwork TeachingWorkshop

2nd Biennial Teaching Workshop featuring faculty from Kellogg and Northwestern
University's Law School. Sessions focused on negotiation: deal making, dispute resol.
culture, ethics, muliparties, and decision making: trust, teamwork denisnaking, and
team dynamics. Instructors stress how to maximize the learning experience for your st
The purpose of the workshop is to share teaching exercises and techniques with facull
other schools.

Negotiation & Teamwork Teaching Workshop

3rd Biennial Teaching Workshop featuring faculty from Kellogg and Northwestern
University's Law School. Sessions focused on negotiation: deal making, dispute resol.
culture, ethics, multparties, and decision making: trust, teasnkvdecision making, and
team dynamics. Instructors stress how to maximize the learning experience for your st
The purpose of the workshop is to share teaching exercises and techniques with facull
other schools.



July 3-6, 2008

November 1 2008

International Association for Conflict Management

Annual Conference Thelnternational Association for Conflict Management (IACMas
founded to encourage scholars and practitioners to develop and disseminate theory, re
and experience that is useful for understanding and improving conflict management in
family, organizational, societal, and international settings.

Negotiation & Teamwork Teaching Workshop

4" Biennial Teaching Workshop featuring faculty from Kellogg and Northwestern
University's Law School. Sessions focused on negotiation: deal making, dispute resol.
culture, ethics, multparties, andlecision making: trust, teamwork decision making, and
team dynamics. Instructors stress how to maximize the learning experience for your st
The purpose of the workshop is to share teaching exercises and techniques with facull
other schools.



XI'11. UNPUBLISHED WORKING PAPERS ADDED SINCE SEPTEMBER 2007

373When Adults Approach Risk Similar to Primates and Children: The Interactive Effects of
Power and Stability
Jennifer Jordan, Adai@alinsky, Niro SivanathaSeptember 2008

374 Automatic Trust
Li Huang, Keith Murnigharseptember 2008

375Managing Negotiating Teams: How Team Challenges Can Act as Catalysts and Suppressors
of Effective Team Process
Jeanne BretBeptember 2008

376 WhenGood is Stronger than Bad: People Reward Honesty More Than They Punish
Deception
Cynthia Wang, Adam Galinsky, Keith Murnigh&eptember 2008

377Dormant Ties: The Value of Reconnecting
Daniel Levin, Jorge Walter, Keith Murnigh&eptember 2008

3780n theDuality of Greed
Long Wang, Keith MurnighaGeptember 2008

379Arousal, interest, and auctions
Gillian Ku, Adam Galinsky, Keith MurnighaBeptember 2008

380Coordinating in the Shadow of the Law: Two Contextualized Tests of the Focal Point Theory
of LegalCompliance
Richard McAdams, Janice Nadlgeptember 2008

381 Eminent Domain and the Psychology of Property Rights: Proposed Use, Subjective
Attachment, Taker Identity
Janice Nadler, Shari Seidman Diamddeptember 2008

3821In Search of International Appval: A Survival Strategy for Authoritarian States in an Era
of Good Governance
Erin Kimball September 2008

383 Protection for Sale?: The historical origins of private property rights regimes in illicit
markets

Kendra Koivu September 2008
384 Order and Dscord in PostConflict Kosovo
Kendra Koivu, Claire Metelits September 2008

3865Undermining the fiNew World Ordero?: The Uni
Democracy

Claire Metelits September 2008
386 The Logic of Change: Pushirtige boundaries ahsurgent behavior theory
Claire Metelits September 2008
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