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https://time.com/6241024/sam-bankman-frieds-enablers-deserve-scrutiny/.
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Moore, D.A., & Bazerman, M.H. Leading with confidence in uncertain time. Harvard Business Review
online, August 31, 2022, https://hbr.org/2022/08/leading-with-confidence-in-uncertain-times.

Moore, D.A., & Bazerman, M.H. How VCs Can Overcome the “Winner’s Curse”. Harvard Business
Review online, April 21, 2022. https://hbr.org/2022/04/how-vcs-can-overcome-the-winners-curse.

Moore, D.A., & Bazerman, M.H. Beyond Profit Maximization: Leading a Responsible Organization, I-
Magazine (UK), in press.
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Princeton University Press, 2011. Also published in Spanish, Chinese, and Portugese. The following adaptations
have also been published:
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Bazerman, M.H. Judgment in Managerial Decision Making, John Wiley & Sons, Inc., 1986, 1990, 1994, 1998, 2001,
2005, 2009/7th Edition. Published in Chinese, Japanese, Polish, Portuguese and Russian.

Chapter 2 of Judgment in Managerial Decision Making has been reprinted in B.M. Staw (Ed.),
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Geddes, S.M. Schmidt, & A. Hichner (Eds.), Power and Negotiation in Organizations, Dubuque,
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Bazerman, M.H. Smart Money Decisions. Soundview Executive Book Summaries, Volume 21, Number
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Bazerman, M.H., & Neale, M.A. Negotiating Rationally. Soundview Executive Book Summaries,
14, March, 1992.
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117,7103-7107. doi:10.1073/pnas.1911695117.
e Adapted as: Ariella Kristal, Ashley Whillans, Max Bazerman, Francesca Gino, Lisa Shu, Nina Mazar, Dan
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Kopelman, S., Lytle, A.L., Wang, C.S., Lewicki, R.J., Murnighan, J. K., Bazerman, M.H. Done But Not Published:
The Dissertation Journeys of Roy J. Lewicki and J. Keith Murnighan. Negotiation and Conflict Management
Research, 2015, 8, 4, 261-271.
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Gino, F., Shu, L. L., & Bazerman, M. H. Nameless + Harmless = Blameless: When seemingly irrelevant factors
influence judgment of (un)ethical behavior. Organizational Behavior and Human Decision Processes, 2010, 111(2),
102-115.
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Bazerman, M.H. Conflicts of interest and the case of auditor independence: Moral seduction and strategic issue
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cycling. Academy of Management Review, 2006, 31(1), 1-20.

2006: Honorary doctorate from the University of London (London Business School).

2006: Kulp-Wright Book Award (with Michael Watkins) from the American Risk and Insurance Association, for
Predictable Surprises

2006: Life Achievement Award from the Aspen Institute’s Business and Society Program

2003: Finalist, Academy of Management Review 2003 Best Paper Award for Wade-Benzoni, K.A., Okumura, T.,
Brett, J.M., Moore, D.A., Tenbrunsel, A.E., & Bazerman, M.H. Cognitions and Behavior in Asymmetric Social
Dilemmas: A Comparison of Two Cultures. Journal of Applied Psychology, 2002, 87, 87-95.

2003: Everett Mendelsohn Excellence in Mentoring Award (Harvard University).

2001: Fellow, Academy of Management

1999- 2000: Marvin Bower Fellow, Harvard Business School.

1992: Teacher of the Year, Executive Masters Program, Kellogg Graduate School of Management
1989-1990: Fellow, Center for Advanced Study in the Behavioral Sciences

1988-current: Fellow, American Psychological Society

1987-1994: Member, Society of Organizational Behavior

1987-1993: Fellow, American Psychological Association

1984: Edwin E. Ghiselli Award for Research Design (formerly the Cattell Award), American Psychological
Association, Division 14--The Society for Industrial and Organizational Psychologists (with Henry S. Farber)

1982: Cattell Award in Research Design, Honorable Mention, American Psychological Association, Division 14

1979: Wallace Dissertation Competition, Finalist, American Psychological Association, Division 14

MAJOR GRANTS

1999-2002: National Science Foundation Grant entitled Mental Models and Environmental Decision Making (Douglas
Medin and Max H. Bazerman, co-Pls, $315,000).

1999-2002: Russell Sage Foundation Grant entitled Mental Models, Values, and Environmental Decision Making
(Douglas Medin, PI, $200,000).

1996-1999: Hewlett Foundation Grant, Dispute Resolution Research Center, $90,000 (Jeanne Brett, PI).

1995-1997: National Science Foundation Grant entitled Environmental Degradation: Benign Attitudes and Destructive
Behaviors ($158,060).

1995-1996: National Science Foundation Grant entitled Psychological Perspectives to Environmental and Ethical
Issues in Management: A Conference Proposal ($23,162).

1995-1996: National Fish and Wildlife Federation Grant entitled The Endangered Species Act and the US Economy,
$28,500 (with Andrew Hoffman and Steven Yaffe).
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1994-2000: Munson Foundation, Kellogg Environmental Research Center, $205,000.
1993-1996: Hewlett Foundation Grant, Dispute Resolution Research Center, $200,000 (Jeanne Brett, PI).

1992: Co-coordinator, Center for Advanced Study in the Behavioral Sciences, Summer Institute on Dispute Resolution
and Negotiation (funded by a variety of sources, $125,000 (with Henry Farber, Robert Gibbons, and Keith Murnighan).

1989-1992: Hewlett Foundation Grant, Dispute Resolution Research Center, $400,000 (with Professors Brett,
Goldberg, Myerson, Neale, Tyler, and Weber).

1989-1990: Russell Sage Foundation Grant to study Dispute Resolution (with Henry Farber, Orley Ashenfelter, and
Keith Murnighan, $25,000).

1989-1990: National Science Foundation provided partial salary support to The Center for Advanced Study.
1986-1989: Hewlett Foundation Grant to establish the Dispute Resolution Research Center at the Kellogg Graduate
School of Management at Northwestern University, $420,000 (with Professors Brett, Goldberg, Hastie, Myerson,
Tyler, and Weber).

1985-1988: National Science Foundation Grant entitled Negotiator Cognition: Ignoring the Decisions of Competitive
Others (with John Carroll, $70,000).

1984-1985: Management in the 1990's Project (Sloan School) Grant to study Negotiating Transactions in the Service
Sector ($67,627).

1981-1983: National Science Foundation Grant entitled Improved Negotiation and Arbitration Effectiveness: A
Decision Making Perspective ($39,965).

PROFESSIONAL ACTIVITIES
Negotiation (Newsletter published by the Program on Negotiation), Academic Editor (2003-2006).
SSRN, Editor of the Negotiations Network, 2000 to current.

Yale University, School of Management, adviser on rebuilding the organizational behavior faculty.

Carnegie-Mellon University, Graduate School of Industrial Administration, Advisory Board to University President
regarding review of the business school, 2000, 2005.

Consensus Building Institute. Board of Directors. CBI is a not-for-profit institute that focuses on the development and
use of techniques for the resolution of disputes (1996-2007).

Sterling Gorge Natural Area Trust. Board of Directors, 1995-2001.

Maine Coastal Habitat Foundation. Board of Directors, 2000 to current.

Current Editorial Boards: American Behavioral Scientist, Group Decision and Negotiation, Judgment and Decision
Making, Mind and Society, Journal of Behavioral Finance, Journal of Management and Governance, and is a
member of the international advisory board of the Negotiation Journal.

Past Editorial Boards: Academy of Management Journal, Academy of Management Review, Administrative Science
Quarterly, International Journal of Conflict Management, Journal of Applied Psychology, Journal of Behavioral
Decision Making, Journal of Management, Journal of Organizational Behavior, Organizational Behavioral and Human
Decision Processes, Perspective on Psychological Science, and Social Psychology and Personality Science.
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Consulting/External Teaching

My consulting and external teaching experience includes programs for Abbott, Aetna, Alcar, Alcoa, Allstate,
Ameritech, Amgen, Apax Partners, Asian Development Bank, AstraZeneca, AT&T, Aventis, BASF, Bayer, Becton
Dickenson, Biogen, Boston Scientific, BP, Bristol-Myers Squibb, Business Week, Celtic Insurance, Chevron, Chicago
Tribune, City of Chicago, Deloitte and Touche, Dial, Ernst and Young, First Chicago, Gemini Consulting, General
Motors, Harris Bank, Home Depot, Hyatt Hotels, IBM, John Hancock, Johnson and Johnson, Kohler, KPMG, Lucent,
The May Company, McKinsey, Merrill Lynch, Monitor, Motorola, National Association of Broadcasters,
Nordstjernen, PriceWaterhouseCoopers, R.P. Scherer, Sara Lee, Siemens, Sprint, Sulzermedica, The Nature
Conservancy, Unicredito, Union Bank of Switzerland, Wilson Sporting Goods, Xerox, Young Presidents Organization,
World Bank and Zurich Insurance.

Consulting, teaching, and lecturing include work in Argentina, Australia, Austria, Barbados, Belgium, Brazil, Canada,

Chile, Costa Rica, Ecuador, England, France, India, Ireland, Israel, Italy, Malaysia, the Netherlands, Peru, the
Philippines, Puerto Rico, Singapore, South Africa, South Korea, Sweden, Switzerland, and Thailand.
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