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ACADEMIC PUBLICATIONS (Journal Articles & Book Chapters)

Rees, L., Tsai, M. H., Kopelman, S., & Hu, H. H. (2024). Can confidence influence persuasiveness in
disagreements by conveying competence versus dominance? The moderating role of
competitiveness.  Negotiation and Conflict = Management Research, 17(2), 153.
https://doi.org/10.34891/y2w2-qy05 2025
NCMR Article of the Year Award (received in 2025 for article published in 2024)

Dannals, J., Halali, E., Kopelman, S., & Halevy, N. (2022). Power, constraint, and cooperation in
groups: The role of communication. Journal of Experimental Social Psychology, xx(y), pp-pp-
https://doi.org/10.1016/j.jes.2022.104283

Aaldering, H. & Kopelman, S. (2021). Dovish and hawkish influence in distributive and integrative
negotiations: The role of (a)symmetry in constituencies. Group Decision Negotiation (GDN),
1-26. https://doi.org/10.1007/s10726-021-09759-6

Quinn*, R.W., Myers*, C.G., Kopelman, S., Simmons, S.A. (2021). How Did You Do That?
Exploring the Motivation to Learn from Others' Exceptional Success. Academy of Management
Discoveries (AMD), 7(1), 15-39. https://doi.org/10.5465/amd.2018.0217 [*Authors contributed
equally]

McCarter, M.W., Kopelman, S., Turk, T.A. and Ybarra, C.E. (2021). Too many cooks spoil the broth:
Toward a theory for how the tragedy of the anticommons emerges in organizations. Negotiation
and Conflict Management Research (NCMR), 14(12), 60-74. https://doi.org/0.1111/ncmr.12174

Spreitzer, G.S., Myers*, C.G., Kopelman*, S., & Mayer*, D.M. (2021). The conceptual and empirical
value of a positive lens: An invitation to organizational scholars to develop novel research
questions.  Academy  of  Management  Perspectives  (AMP), 35(3), 517-534.
https://doi.org/10.5465/amp.2015.0056 [*Authors contributed equally]
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Kopelman, S. (2020). Tit for Tat and beyond: The legendary work of Anatol Rapoport. Negotiation
and Conflict Management Research (NCMR), 13(1), 60-84. https://doi.org/10.1111/ncmr.12172

Glikson, E., Rees, L., Wirtz, J., Kopelman, S., & Rafaeli, A. (2019). When and why a squeakier
wheel gets more grease: The influence of cultural values and anger intensity on customer
compensation. Journal of Service Research (JSR), 22(3), 223-240.
https://doi.org/10.1177/1094670519838623

Rees, L. & Kopelman, S. (2019). Logics and logistics for future research: Appropriately interpreting
the emotional landscape of multi-cultural negotiations. Negotiation and Conflict Management
Research (NCMR), 12(2), 131-145. https://doi.org/10.1111/ncmr.12152

Wu, K., Garcia, S.M., & Kopelman, S. (2018). Frogs, Ponds, and Culture: Variations in Entry
Decisions. Social Psychology and Personality Science (SPPS), 9 (1), 99-106.
https://doi.org/10.1177/1948550617706731

Eisenkraft, N., Elfenbein, H. A., & Kopelman, S. (2017). We know who likes us, but not who
competes against us: Dyadic meta-accuracy among work colleagues. Psychological Science, 28,
233-241. https://doi.org/10.1177/0956797616679440

Kopelman, S., Hardin, A.E., Myers, C.G., & Tost, L.P. (2016). Cooperation in multicultural
negotiations: How the cultures of people with low and high power interact. Journal of Applied
Psychology (JAP), 101(5), 721-730. http://dx.doi.org/10.1037/apl0000065

Kopelman, S., Lytle, A.L., Wang, C.S., Lewicki, R.J., Murnighan, J.K., & Bazerman, M.H. (2015).
Done but not published: The dissertation journeys of Roy J. Lewicki and J. Keith Murnighan.
Negotiation and Conflict Management Research (NCMR), 8 (4), 261-271, DOI:
10.1111/necmr.12063.

Marchiondo, L.A., Myers, C.G., & Kopelman, S. (2015). The relational nature of leadership identity
construction: How and when it influences perceived leadership and decision-making. The
Leadership Quarterly (LQ). 26 (5), 892-908. DOI: 10.1016/j.leaqua2015.06.006.

Sinaceur, M., Kopelman, S., Vasiljevic, D., & Haag, C. (2015). Weep and Get More: When and Why
Sadness Expression Is Effective in Negotiations. Journal of Applied Psychology (JAP), 100 (6),
1847-1871. http://dx.doi.org/10.1037/a0038783

Ben-Artzi, R., & Cristal, M., & Kopelman, S. (2015). Conceptualizing conflict management and
conflict resolution as distinct negotiation processes in the context of the enduring
Israel-Palestinian Conflict. Negotiation and Conflict Management Research (NCMR), 8 (1),
56-63. DOI: 10.1111/ncmr. 12046

Lee, D.S., Moeller, S.J., Kopelman, S., & Ybarra, O. (2015). Biased social perceptions of knowledge:
Implications for negotiators’ rapport and egocentrism. Negotiation and Conflict Management
Research (NCMR), 8(2), 85-99, DOI: 10.1111/ncmr.12047.
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Kopelman, S., Mahalingam, R., & Gewurz, 1. (2015). Mindfully managing emotions and resolving
paradoxes in the context of negotiations. In Benoliel, M. (Ed): Negotiation Excellence: Successful
Deal Making. Singapore: World Scientific. Ch. 13, pp 227-239.

Kopelman, S. & Mahalingam, R. (2014). Negotiate Mindfully. In Dutton, J. & Spreitzer, G. (Eds):
Putting Positive Leadership into Action. Berrett-Koehler Publishers. Ch. 3, pp 32-41.

Kopelman, S. & Gewurz, 1. (2014). Narrating emotions to enhance learning. In McCauley, C. D.,
DeRue, D. S., Yost, PR. & Taylor, S. (Eds.) Best Practices for Experience-Based Leadership
Development. Wiley. Ch. 30, pp. 187-194.

Rosette, A., Kopelman, S., & Abbot, J.L. (2014). Good grief! Feeling of anxiety sour the economic
benefits of first offers. Group Decision and Negotiation (GDN)), 23, 3, 629-647.

Kopelman, S., Feldman, E.R., McDaniel, D.M., & Hall, D.T. (2012). Mindfully negotiating a career
with a heart. Organizational Dynamics, 41 (2), 163-171.
*One of five most downloaded articles in Organizational Dynamics in 2014.

Chen, P., Myers, C.G., Kopelman, S., & Garcia, S.M. (2012). The hierarchical face: Higher rankings
lead to less cooperative looks. Journal of Applied Psychology (JAP), 97(2), 479-486.
* Awarded Philip Brickman Memorial Prize in Psychology at the University of Michigan

Kopelman, S., Avi-Yonah, O., & Varghese, A. K. (2012). The mindful negotiator: Strategic emotion
management and wellbeing. In G. Spreitzer & K. Cameron, The Oxford Handbook of Positive
Organizational Scholarship. Oxford University Press, Ch. 44, 591-600.

Garcia, S.M., Bazerman, M.H., Kopelman, S., Tor, A., & Miller, D.T. (2010). The price of equality:
Suboptimal resource allocations across social categories. Business Ethics Quarterly (BEQ), 20
(1), 75-88. *Special Issue on Behavioral Ethics

Kopelman, S. (2009). The effect of culture and power on cooperation in commons dilemmas:
Implications for global resource management. Organization Behavior and Human Decision
Processes (OBHDP), 108, 153-163.

Kopelman, S., Shoshana, J, & Chen, L. (2009). Re-narrating positive relational identities in
organizations: Self-narration as a mechanism for strategic emotion management in interpersonal
interactions. In L.M. Roberts and J. Dutton (Eds.) Exploring positive identities & organizations.
Building a theoretical and research foundation. NY: Routledge. Ch. 12, pp-pp 265-287.

Kopelman, S. (2008). The herdsman and the sheep, mouton, or kivsa? The influence of group culture
on cooperation in social dilemmas. In A. Biel, D. Eek, T. Girling, and M. Gustafsson (Eds.) New
Issues and Paradigms in Research on Social Dilemmas. NY: Springer Press. Ch. 11, p. 177-188.

Kopelman, S., Gewurz, 1., & Sacharin, V. (2008). The power of presence: Strategic response to
displayed emotions in negotiations. In N.M. Ashkanasy and C.L. Cooper (Eds.) Research
Companion to Emotions in Organizations. Cheltenham, UK: Edward Elgar Publishing (New
Horizons in Management Series). Ch. 24, 405-417.
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Kopelman, S. and Rosette, A.S. (2008). Cultural variation in response to strategic display of
emotions in negotiations. Special Issue on Emotion and Negotiation in Group Decision and
Negotiation (GDN), 17 (1) 65-77.

Potworowski, G. and Kopelman, S. (2008). Developing evidence-based expertise in emotion
management: Strategically displaying and responding to emotions in negotiations. Special Issue
on next generation negotiation skills (beyond the deal) in Negotiation and Conflict Management
Research (NCMR), 1, 4, 333-352.

Sanchez-Burks, J., Neuman, E.J., Ybarra, O., Kopelman, S., Park, H, & Goh, K. (2008). Folk
wisdom about the effects of relationship conflict. Negotiation and Conflict Management
Research (NCMR), 1 (1), 53-76.

Kopelman, S., Rosette, A., and Thompson, L. (2006). The three faces of Eve: Strategic displays of
positive neutral and negative emotions in negotiations. Organization Behavior and Human
Decision Processes (OBHDP), 99 (1), 81-101.

*QOutstanding Article Award for paper published in 2006 in the field of conflict and
negotiation research; Awarded in 2008.

Loewenstein, J., Morris, M., Chakravarti, A., Thompson, L., & Kopelman, S. (2005). At a Loss for
Words: Dominating the Conversation and the Outcome in Negotiation as a Function of Intricate
Arguments and Communication Media. Organization Behavior and Human Decision Processes

(OBHDP), 98 (1), 28-38.

Brett, J.M. and Kopelman, S. (2004). Culture and social dilemmas. In M.J. Gelfand & J.M. Brett
(Eds.) The Handbook of Negotiation & Culture. Stanford University Press: CA. Ch. 19, 395-411.

Weber, M., Kopelman, S., & Messick, D. (2004). A conceptual review of decision making in social
dilemmas: Applying the logic of appropriateness. Personality and Social Psychology Review
(PSPR), 8 (3), 281-307.

Kopelman, S., Weber, M, & Messick, D. (2002). Factors influencing cooperation in commons
dilemmas: A review of experimental psychological research. In E. Ostrom et al., (Eds.) The
Drama of the Commons. Washington DC: National Academy Press, National Research Council.
Ch. 4., 113-156.

Thompson, L., Medvec, V.H., Siedens, V. & Kopelman, S. (2001). Poker face, smiley face, and rant
‘n’ rave: Myths and realities about emotion in negotiation. In M. Hogg & S. Tindale (Eds.)
Blackwell Handbook in Social Psychology, Vol. 3: Group Processes, Ch. 6., 139-163.

Rosette, A.S., Kopelman, S. & Thompson, L. (2000). High-performance contract negotiation skills.
Product Management Today, 11 (7), 38-41.

Kopelman, S. and M. Olekalns. (1999). Process in cross-cultural negotiations. Negotiation Journal,
373-380.
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