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Neale, M.A., & Bazerman, M.H. Cognition and Rationality in Negotiation, Free Press, 1991. 
 
 
EDITED BOOKS 
 
Kramer, R.M., Tenbrunsel, A.E., & Bazerman M.H. (Eds.), Social Decision Making: Social Dilemmas, Social 
Values, and Ethical Judgments, Psychology Press, 2009. 
 
Bazerman, M.H.  (Ed.) Quanto Sei (a)Morale?: Leadership Etica E Psicologia Della Decisione.  (A Behavioral 
Decision Perspective to Ethics).  Il Sole 24 Ore (Italian), 2009. (Edited collection of papers on ethics by Max H. 
Bazerman and colleagues.) 
 
Bazerman, M.H. (Ed.), Negotiation, Decision Making and Conflict Management, Volume 1, Edward Elgar Publishing, 
Ltd., 2005. 
 
Bazerman, M.H. (Ed.), Negotiation, Decision Making and Conflict Management, Volume 2, Edward Elgar Publishing, 
Ltd., 2005. 
 
Bazerman, M.H. (Ed.), Negotiation, Decision Making and Conflict Management, Volume 3, Edward Elgar Publishing, 
Ltd., 2005. 
 
Moore, D., Cain, D., Loewenstein, G., & Bazerman, M.H.  Conflicts of Interest: Problems and Solutions from Law, 



Max H. Bazerman, Page 5 of 28 

Medicine, and Organizational Settings.  London: Cambridge University Press, 2005. 
 
Bazerman, M.H., Messick, D.M., Tenbrunsel, A.E., & Wade-Benzoni, K.A. (Eds.), Environment, Ethics, and 
Behavior: The Psychology of Environmental Valuation and Degradation, San Francisco: New Lexington Books, 1997. 
 
Bazerman, M.H., Lewicki, R.J., & Sheppard, B.H. (Eds.), Handbook of Negotiation Research, Volume III of Research 
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Bazerman, M.H. Becoming a First-Class Noticer.  Harvard Business Review, July-August 2014. 
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Making, 2010, 5(1), 37–53. 
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online DVD rentals. Management Science, 2009, 55(6), 1047-1059. 
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Bazerman, M.H., Tenbrunsel, A.E., and Wade-Benzoni, K.A. (2008). When sacred issues are at stake. Negotiation 
Journal, January, 113-117. 
 

http://www.hbs.edu/research/pdf/08-082.pdf
http://www.hbs.edu/research/pdf/08-082.pdf
http://www.hbs.edu/research/pdf/07-099.pdf
http://www.hbs.edu/research/pdf/07-099.pdf


Max H. Bazerman, Page 9 of 28 

Moran, S., Bereby-Meyer, Y., & Bazerman, M.H. Stretching the Effectiveness of Analogical Training in 
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