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Abstract

Researchers have used various concepts to understand the conditions
and dynamics by which conflict can be managed constructively. This
review proposes that the variety of terms obscures consistent findings
that open-minded discussions in which protagonists freely express
their own views, listen and understand opposing ones, and then in-
tegrate them promote constructive conflict. Studies from several tra-
ditions also suggest that mutual benefit relationships are critical
antecedents for open-minded discussion. This integration of research
findings identifies the skills and relationships that can help managers
and employees deal with their increasingly complex conflicts. Re-
search is needed to deepen our understanding of the dynamics of
open-minded discussion and the conditions that promote it as well
as when open-mindedness is inappropriate. Training studies can test
and show how the model of open-minded discussion supported by
mutual benefit relationships can be applied in cross-cultural and other
challenging settings.
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INTRODUCTION

Conflict pervades organizations. Executives, managers, supervisors, and employees all confront
conflict over issues from company direction to the distribution of resources to how they relate to
each other. Indeed, teamwork is incredibly useful in organizations in large part because it is
a vehicle for promoting open discussion of diverse perspectives and integrating them into viable
solutions.

Conlflict management research recognizes that conflicts are constructive or destructive as well
as inevitable (De Dreu & Gelfand 2008, Deutsch et al. 2014). It addresses the central intellectual
and practical challenge of identifying how and when managers and employees can discuss and deal
with their conflicts for the benefit of the organization and themselves. Such research recognizes that
at times conflicts should be developed and stimulated as well as resolved.

Given the many forms and situations in which conflict occurs, it is not surprising that
researchers have developed various theoretical frameworks for conflict. Indeed, there is conflict
over the study of conflict management. Organizational researchers have developed extensive
knowledge using the theoretical frameworks of conflict management styles (Rahim 1983, 1995;
Thomas 1976; Van de Vliert & Kabanoff 1990), integrative negotiations (Bazerman & Neale
1994, Brett 2000, Brett et al. 1998, Fisher et al. 2006, Fisher & Ury 1981, Pruitt et al. 1983),
constructive controversy (Deutsch 1973; Johnson et al. 2014; Tjosvold 1985, 1998), and task and
relationship conflict (De Dreu & Weingart 2003; Jehn 1995, 1997). These frameworks have their
own historical and theoretical roots as well as terminologies.

However, Frank Schmidt (Le et al. 2009, 2010) has recently warned us about concept pro-
liferation, in which different labels for similar phenomena obscure the consistent findings needed
to develop our understanding and guide practice. This article integrates various frameworks to
develop an elegant model of constructive conflict management in organizations. We argue that
there is considerable agreement on the contributors to constructive conflict, although this con-
sensus is obscured by the use of different concepts and terms. We propose that research from
several traditions indicates that open-minded discussion is the foundation of constructive conflict.
Constructive conflict participants have been found to express their own diverse ideas directly to
each other, but they also consider and understand each other’s ideas. This dialogue is the basis for
developing high-quality solutions as well as strengthening relationships. Finding support for the
value of open-minded discussion, researchers have used such terms as problem solving (Pruitt &
Carnevale 1993, Pruitt & Lewis 1975) and motivated information processing (De Dreu 2007;
De Dreu et al. 2000b, 2008) to describe this discussion.

This article’s model identifies mutual benefit relationships as the key underlying condition that
helps managers and employees discuss their diverse ideas open-mindedly. In such relationships,
the protagonists are committed to helping each other achieve their respective goals. Conflict
researchers have described this foundation using such terms as dual concerns (Pruitt & Carnevale
1993, Pruitt & Rubin 1986), prosocial motivation (De Dreu etal. 2000a,b), and cooperative goals
(Deutsch 1973) (see Figure 1 for a diagram of the article’s argument).

This article is divided into seven sections: The first shows that defining conflict as incompatible
activities does not confound conflict with competition as many traditional definitions have done.
The second section argues that prominent approaches to understanding conflict management in
organizations have found that open-minded discussion contributes a great deal to constructive
conflict. The third section shows that conflict researchers have proposed that mutual benefit
relationships are a foundation of open-minded discussion. The fourth section uses research on the
dynamics of open-minded discussion to identify the skills and norms managers and employees
need to manage conflict constructively. The fifth section uses research to outline ways to develop
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MUTUAL BENEFIT OPEN-MINDED CONSTRUCTIVE
RELATIONSHIPS DISCUSSION CONFLICT

Dual concerns Integrative style Quality resolutions
Social value Problem solving Strong relationships
Cooperative goals Motivated information processing Individual development

Constructive controversy

Figure 1

The authors’ argument of how conflict in organizations can be constructively managed

mutual benefit relationships. In light of the fact that managing conflict increasingly involves
protagonists from diverse cultures, the sixth section describes research that supports the appli-
cation of the article’s model to such situations. The last section identifies future research that can
develop and extend the arguments presented here.

UNDERSTANDING CONFLICT

In this article, we consider interpersonal conflict, in which two or more individuals engage in
incompatible activities. Conflict management occurs when protagonists are aware of a conflict
and work to handle it. We do not directly consider intrapersonal conflict, which involves incom-
patibility within one person—for example, individuals may have internal dialogues in which their
moral values and their desires suggest opposing actions.

Defining Conflict

Confounded definitions of interpersonal conflict have obstructed effective organizational research
and practice. Conflict has traditionally been defined in terms of opposing interests involving scarce
resources, goal divergence, and frustration (e.g., Pondy 1967). However, people without opposing
interests not only can but often do have conflicts. Team members all highly committed to pro-
ducing a high-quality report can still disagree about the form and length of the report, how they
should divide the work, and how they should distribute the benefits of its completion. These
conflicts have to do not with opposing interests, but with how to effectively accomplish the
common interest of producing a quality report.

Defining conflict in terms of opposing interests confounds conflict with competition, which is
defined as involving incompatible goals (Deutsch 1973). Practitioners and researchers alike often
assume that conflict is competitive. In competitive conflict, rather than trying to learn whether
there are opposing goals, protagonists quickly conclude that their interests are incompatible such
that only one can “win” the conflict at the others’ expense. But not all conflict is competitive.

The confounding of conflict with competition highlights the difficulties associated with using
the term conflict in our measures as well as in our discussions. For example, survey measures of
task and relationship conflict include the term “conflict” unmodified by adjectives. Given that
many people assume that conflict is competitive, any item using the term conflict without any
further explanation is then measuring competition as well as conflict. Using the term conflict
without explaining it may well contribute to the general finding that task as well as relationship
conflict measures are negatively related to group performance (De Dreu & Weingart 2003).
Indeed, direct evidence suggests that task and relationship conflict measures are confounded with
competition measures (Tjosvold et al. 2006b). Teams that had high scores on relationship and task
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conflict measures had high scores on the measure of competitive, win-lose conflict and low scores
on the measure of the cooperative approach to dealing with conflict; teams with high scores on task
and relationship conflict were also unproductive.

This article defines conflict as incompatible activities, that is, the actions of one person (“the
self”) interfere, obstruct, or in some way get in the way of the actions of another (“the other”)
(Deutsch 1973, Roloff 1987). Incompatible activities occur in both cooperative and competitive
contexts. Studies have documented that protagonists’ beliefs about whether their goals are co-
operative or competitive affect how they manage conflict.

Constructive Conflict

Constructive conflict occurs when people conclude that the benefits from the conflict outweigh the
incurred costs (Deutsch 1973). The idea that conflict can be productive, as opposed to destructive
at all times, is much more than a belief or an ideology. Research using a variety of theoretical
frameworks has demonstrated that conflict can actually affect whether managers and employees
accomplish a wide range of important tasks (Tjosvold 2007). These studies also indicate that the
benefits of conflict are much more likely to arise when the conflicts are discussed openly and
skillfully.

For example, studies suggest that conflict can contribute to the overall direction and success of
organizations. Top management teams that disagreed with each other were more entrepreneurial
in developing strategy (Li & Li2009). Top management teams that relied on open, mutual benefit
discussion of their conflicts rather than competitive or avoiding strategies worked together to
develop firms that were more innovative and successful in the marketplace (G. Chen et al. 20035,
Schotter & Beamish 2011). Indeed, the value of conflict seems to be appreciated even in the
corporate governance context. Adopting government regulations that strengthened the capacity of
shareholders to voice their conflicts boosted shareholder value (Campbell et al. 2012).

The contribution of conflict to decision making has been documented by a range of scholars
(Amason 1996, Gruenfeld 1995, Mason & Mitroff 1981, Peterson & Nemeth 1996, Schweiger
et al. 1986). Through conflict, conventional thinking is challenged, threats and opportunities
identified, and new solutions forged. Discussing opposing views gives teams the confidence to take
calculated risks so that they also are prepared to recover from their mistakes; with this preparation,
they innovate (Tjosvold & Yu 2007).

Despite widespread beliefs that conflict’s benefits are limited to task issues, studies indicate that
open-minded discussions of anger can strengthen relationships and restore respect (Gibson &
Callister 2010, Tjosvold 2002, Tjosvold & Su 2007, Van Kleef et al. 2004). In such discussions, an
angered person communicates a belief that he or she has been frustrated by the other intentionally
and without justification, as well as the reasoning behind that belief. The discussants are then able
to clarify their intentions and make amends if there was a misunderstanding. In understanding
both that the frustration was not intentional and that it will not be repeated and in receiving an
apology, the angered person can develop confidence that similar incidents are less likely and
continued anger less warranted. Such open-minded discussions are useful for managing relationship
conflict as well as task conflict.

Beyond conflict management’s clear contribution to team and organizational success (Deutsch
et al. 2014, De Dreu & Gelfand 2008), can it be constructive for individuals as well? The answer
appears to be yes. Individuals who resolve conflicts openly and constructively have been found to
feel more connected to others at work (Tjosvold et al. 2008). Confronting individuals about
paradoxes—that is, apparently opposing ideas that might be reconciled—can also create internal
conflicts that in turn increase the creativity of individuals (Miron-Spektor et al. 2011). Directly
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discussing opposing views challenges people’s initial positions, strengthens curiosity, stimulates
exploration through asking questions, and fosters actual understanding of opposing positions
(Tjosvold & Johnson 1977, 1978). Developmental psychologists have long theorized that this
accurate perspective taking stimulates cognitive and emotional development (Kohlberg 1969).

DISCUSSING CONFLICTS CONSTRUCTIVELY

Researchers recognize the value of the contingency approach, which holds that managers and
employees should have alternative ways to deal with a conflict so that they can select the one most
useful and appropriate in their situation (Rahim 1992, Thomas 1976). Researchers also agree that
some approaches are more likely to be constructive and some destructive under a wide range of
conditions (De Dreu & Gelfand 2008, Deutsch et al. 2014). Avoiding discussion about conflict,
though very popular and useful in some circumstances, is widely regarded as ineffectual as
a general approach and potentially very damaging (De Dreu & Van Vianen 2001, Friedman et al.
2006, Liu et al. 2009, Lovelace et al. 2001, Ohbuchi & Atsumi 2010). Conflicts seldom disappear
by themselves and often fester and grow without direct discussion and action (Bacon & Blyton
2007, Eisenhardt et al. 1997, Nemeth & Owens 1996). In this section, we argue that, considered
together, studies conducted using different theoretical frameworks indicate that open-minded
discussion between protagonists results in constructive outcomes in many situations, but of course
not all.

Defining Open-Minded Discussion

Open-mindedness is the willingness to actively search for evidence against one’s favored beliefs
and ideas and to weigh such evidence impartially and fully (Baker & Sinkula 1999, Cegarra-
Navarro & Sanchez-Polo 2011, Mitchell et al. 2009). Open-minded discussion occurs when
people work together to understand each other’s ideas and positions, impartially consider each
other’s reasoning for these positions, and seek to integrate their ideas into mutually acceptable
solutions (see Figure 2). Evidence indicates that these aspects of open-mindedness are reinforcing
(Tjosvold 1990, Tjosvold et al. 1992, Tjosvold & Halco 1992).

Open-mindedness in conflict is inherently interpersonal, as people are acting and reacting to each
other. It takes two to have a conlflict, and it takes two to manage that conflict. Open-mindedness is
generally needed by all protagonists for conflict to be constructive. Evidence suggests that protag-
onists develop similar levels of open-mindedness; one protagonist’s open-mindedness encourages the

Express

Agree Understand

Integrate

Figure 2

The cycle of open-minded discussion
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other(s) to be similarly open (Tjosvold 1990, Tjosvold et al. 1992, Tjosvold & Halco 1992).
Although one protagonist can take bold, persistent, and concerted actions to discuss conflict open-
mindedly, conflicts are more likely to be constructively managed when all protagonists discuss
their views directly and integrate them into solutions.

It may seem that recent theorizing that the type of conflict affects whether addressing conflict is
constructive or destructive challenges the central role of open-minded discussion. Specifically,
researchers have proposed that conflicts over tasks contribute to group performance, whereas
relationship conflicts disrupt it (Jehn 1997, Jehn et al. 2008). The data, however, are inconsistent,
as both types of conflict have often been found to predict low team performance (Choi & Sy 2010,
De Dreu & Weingart 2003).

Studies have documented that it is not just the type of conflict that determines whether it is
constructive or destructive. For example, task conflict is more apt to be productive when it is
moderate in amount, when it is not closely related to relationship conflict, and when the outcomes
measured are financial performance and decision quality rather than overall performance
(De Dreu 2006, De Wit et al. 2012, Farh et al. 2010, Mooney et al. 2007, Shaw et al. 2011).

Recent studies also provide direct evidence that open-minded discussions contribute to making
task conflict constructive (Jiang et al. 2012, Tekleab et al. 2009). Teams with members with high
levels of open-mindedness had constructive task conflicts (Bradley et al. 2013, De Jong et al. 2013).
Overall, evidence indicates that open-minded discussion contributes to making both relationship
and task conflict constructive (Gibson & Callister 2010, Lau & Cobb 2010, Tjosvold 2002,
Tjosvold & Su 2007).

Findings on Open-Minded Discussion

Researchers have used various terms to characterize the nature of discussions that result in con-
structive outcomes. These terms have their own historical roots, emphasize different aspects of
interaction, and provide various ways to measure and operationalize the interaction. We propose
that, although these terms are not identical, their differences should not obscure the substantial
agreement among conflict researchers that open-minded discussion contributes to resolving
conflicts in many situations. Indeed, further examining the operations of these terms suggests the
similarity of the concepts and their emphasis on open-minded discussion.

Considerable research supports open-minded discussion being a foundation for developing
constructive conflict (Table 1). Integrative negotiation research has examined the conditions
under which bargainers develop new options superior for both parties to those previously
under consideration (Follett 1940). Walton & McKersie (1965) proposed that this integration
is more likely when protagonists consider several issues simultaneously, consider the issues
as problems to be solved, freely exchange accurate and credible information about their
interests, avoid win-lose behaviors, and argue their own positions unless and until they are
convinced otherwise.

Dean Pruitt and other researchers tested these ideas experimentally and concluded that
problem-solving interaction characterized by full information exchange results in integrative,
mutually beneficial solutions (Pruitt & Carnevale 1993, Pruitt et al. 1983, Pruitt & Lewis 1975).
They operationalized this problem-solving interaction as asking for valid information, for example
through requesting for information about the other bargainer’s interests and giving truthful
information, showing interest in the other’s welfare, and proposing mutual concessions. Integrated
negotiators challenge each other’s original ideas, delve into these positions to identify each other’s
underlying interests, endure the uncertainty of not finding a quick solution, and are only satisfied
with solutions that promote the interests of all. This problem solving and exchange of information,

Tjosvold « Wong * Chen



Annu. Rev. Organ. Psychol. Organ. Behav. 2014.1:545-568. Downloaded from www.annualreviews.org
by ${individualUser.displayName} on 03/30/14. For personal use only.

Table 1 Open-minded discussion

Term for constructive

interaction Content
Integrative negotiation Researchers Pruitt & Carnevale (1993), Pruitt et al. (1983), Pruitt & Lewis (1975)
Conceptual Defined as the problem-solving, creative process by which bargainers discover
definition better options and reach agreement by a series of mutual exchanges.
Operational | Operationalized as asking for valid information, giving truthful information,
definition showing concern in the other bargainer’s welfare, proposing mutual concessions,
and reaching solutions that promote the interests of all.
Motivated information Researchers De Dreu (2007), De Dreu et al. (2000, 2008)
rocessin; . . . . . .
P 8 Conceptual Defined as thorough, systematic processing of information that can release fixed-
definition pie perceptions during negotiation and result in accurate perceptions of the other’s
pay-offs and, ultimately, in integrative agreements.
Operational | Measured in terms of problem solving and information exchange, such as
definition exchanging preferences and priorities information, making positional
commitments, and using persuasive arguments to bolster one’s own position.
Integrative conflict Researchers Rahim (1983, 1995), Thomas (1976), Van de Vliert & Kabanoff (1990)
management style . . . . .
8 4 Conceptual Defined in terms of collaboration between parties to reach a solution acceptable to
definition both parties.
Operational | Measured with openness, exchange of information, and examination of differences
definition to reach mutually beneficial solutions. An example is for one to investigate an issue
with the other to find a solution acceptable to both.
Behavioral integration Researchers | Hambrick (1994, 1997, 2007), Li & Hambrick (2005)
Conceptual Defined as mutual and collective interaction that includes quantity and quality of
definition information exchange, collaborative behavior, and joint decision making.
Operational | Operationalized as having a voice in major decisions, open and fluid
definition communications, collectively exchanging points of view, and frequently sharing
experience and expertise.
Integrative complexity Researchers | Lerner & Tetlock (1999), Peterson et al. (1998), Wong et al. (2011)
Conceptual Defined as seeing problems in multidimensional ways and changing one’s mind in
definition response to new evidence.
Operational | Measured through the group dynamics Q-sort (GDQ) measure of intellectual
definition flexibility, a construct analogous to integrative complexity. An example item is
“the group has a flexible multidimensional world view.”
Constructive Researchers | Johnson et al. (2000, 2006), Tjosvold (1985)
controvers . . . . . .
Y Conceptual Defined as the open-minded discussion of conflicting perspectives for mutual
definition benefit. Controversy occurs when protagonists express their opposing ideas that
at least temporarily obstruct resolving issues.
Operational | Constructive controversy is measured by such items as expressing views directly to
definition each other, listening carefully to each other’s opinions, trying to understand each

other’s concerns, and using opposing views to understand the problem better.
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we argue, constitute open-minded discussion between protagonists, with particular emphasis on
understanding each other’s interests and finding solutions to promote them.

De Dreu and colleagues have drawn upon integrative negotiation research to develop the
motivated information processing approach (De Dreu 2007; De Dreu et al. 2000a, 2008). This
research also proposes and measures constructive interaction in conflict in terms of problem
solving and information exchange. Engaging in thorough, systematic processing of information
induced protagonists to question the perception that any one protagonist could achieve his or her
interests only if the others could not achieve theirs; challenging this trade-off in turn resulted in
more accurate assessments and more integrative agreements (De Dreu et al. 2000a,b).

Out of the five approaches to dealing with conflict (Rahim 1983, 1995; Thomas 1976; Van de
Vliert & Kabanoff 1990), all of which can be useful under the right circumstances, the integrative
conflict management style, at times supplemented with other styles, is constructive under the
widest range of conditions (Van de Vliert et al. 1995, 1999). Research on integrative conflict
management also indicates that being open with one’s own views as well as to those of the others
and integrating the two contribute to constructive conflict (Pruitt & Carnevale 1993).

Hambrick and colleagues found that behavioral integration resolved conflicts in top man-
agement teams and at other strategic levels (Hambrick 1994, 1997, 2007; Li & Hambrick 2005).
Behavior integration has been measured through a survey with questions about mutual and
collective interaction, joint decision making, and resource and information sharing. Like in-
tegrative negotiation, behavior integration is also characterized by open-minded discussion.

Philip Tetlock and colleagues theorized that the personality variable of integrative complexity
helps individuals develop quality solutions for contentious decisions (Lerner & Tetlock 1999,
Tetlock et al. 1994, Wong et al. 2011). Individuals with high levels of integrative complexity are
open to divergent views and able to reconcile contradictions. They can differentiate potential
solutions in contrast to thinking in rigid, good-bad terms, and they can integrate positions by
reconciling conflicting values. Teams with high levels of integrative complexity view problems in
multidimensional ways, change their position in response to new evidence, resolve conflicting
views, and develop quality solutions (Peterson et al. 1998). Research on the personality variable of
low need for closure also suggests that individuals predisposed to open-mindedness make effective
decisions on complex issues (Giacomantonio et al. 2011).

Research has also found that constructive controversy contributes to resolving conflicts within
and between organizations (Johnson et al. 2014, Tjosvold 1985). Like conflict more generally,
controversy involves incompatible actions—in this case, the proposal and reconciliation of op-
posing ideas—that temporarily disrupt reaching a resolution. Constructive controversy studies
also support the idea that open-minded discussion contributes to effective conflict management.

RELATIONSHIPS FOR OPEN-MINDED DISCUSSION

When do protagonists discuss their conflicts open-mindedly? Researchers have theorized that the
nature of the relationships between protagonists has a profound impact on their mutual moti-
vation to discuss conflicts open-mindedly. Open-minded discussions occur when both participants
are motivated to work together to manage their conflicts constructively.

Researchers have developed the dual concern model, prosocial and proself social motivation,
and cooperative goals as theoretical perspectives for understanding these facilitative relationships
(De Dreu et al. 2000b, Deutsch 1973, Pruitt & Rubin 1986, Rahim & Bonoma 1979). In this
section, we argue that these different terms obscure fundamental agreement about the nature of the
facilitative relationships. Indeed, all of these perspectives have identified commitment to mutual
benefit as the foundation of open-minded discussion.
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Managers and employees of course do not always discuss their differences open-mindedly,

and according to the contingency perspective, under certain conditions it would be inappro-

priate and dysfunctional to do so. Here, we describe the conceptual and operational definitions of
prominent approaches to understanding relationships that promote open-minded discussion
(Table 2). These research approaches agree that mutual benefit relationships in which protagonists

are committed to the others’ interests as well as their own induce open-minded discussion and

constructive conflict.

Dual Concerns Model

Thomas (1976, 1992), Rahim & Bonoma (1979), and Rahim (1983, 1992) built upon Blake &
Mouton’s (1964) managerial grid to develop the dual concerns model, which identifies styles of

conflict management based on two dimensions: concern for self and concern for the others. The

Table 2 Mutual benefit relationships

Term for relationship

Content

Dual concerns Researchers Pruitt & Carnevale (1993), Pruitt et al. (1983), Pruitt & Rubin (1986), Rahim
(1983, 1992), Rahim & Bonoma (1979), Thomas (1976), Van de Vliert &
Kabanoff (1990)
Conceptual Combining the concern-for-self dimension (the extent to which people attempt to
definition satisfy their own interests) and concern-for-the-other dimension (the extent to
which people want to satisfy the interests of the others) yields the five recognized
conflict management styles.

Integrative bargaining researchers define the dual concerns model as involving
protagonists who are committed to the interests of their counterparts as well as
themselves.

Operational Own (or self) concern is measured by such items as the protagonist’s resistance to
definition yielding.

Other-concern is measured by such items as the importance a protagonist places on
the other’s outcomes.

Social value motivation Researchers De Dreu & Boles (1998), De Dreu & McCusker (1997), Messick & McClintock
(1968), Van Lange (1999)
Conceptual Defined as preferences with respect to the other’s outcomes, such that prosocial,
definition egoistic, and competitive negotiators differ in attaching a positive, zero, or
negative weight, respectively, to the other’s outcomes.
Operational | A decomposed game measure of social value orientation involves the choices
definition protagonists make about resolutions that maximize joint outcomes, promote the
outcomes for the self, and maximize the differences between the other and
the self.
Theory of cooperation and | Researchers Deutsch (1948,1973), Tjosvold (1984, 1998)
competition Conceptual The extent to which protagonists believe that their goals are cooperative (i.e.,
definition positively related), competitive (i.e., negatively related), or independent affects
their interaction in conflict.
Operational | Cooperative goals are measured by such items as the extent to which protagonists
definition believe that their goals are compatible and that they can both succeed.
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first dimension describes the extent to which people attempt to satisfy their own interests. The
second describes the extent to which people want to satisfy the interests of the others (Rahim &
Bonoma 1979). Combining the two dimensions yields the five conflict management styles of in-
tegrating, obliging, compromising, dominating, and avoiding (Psenicka & Rahim 1989, Rahim &
Psenicka 1984, Ruble & Thomas 1976, Van de Vliert & Kabanoff 1990).

Dean Pruitt and other integrative negotiation researchers have also contributed to the de-
velopment of the dual concerns model (Pruitt & Carnevale 1993, Pruitt et al. 1983, Pruitt & Rubin
1986). Protagonists committed to the interests of the others as well as themselves discuss conflict
open-mindedly, and they are satisfied only with solutions that promote the interests of all parties.
Dual concerns exist when protagonists are both concerned about their own interests and out-
comes, that is, they are willing to assert themselves to get what they want, and motivated to
promote their counterparts’ interests and outcomes.

Experiments have induced dual concerns using various methods (Ben-Yoav & Pruitt 1984,
Pruitt et al. 1983). Resistance to yielding is thought to reflect and to be a measure of self-concern
(Pruitt 1983). Protagonists developed high concern for self when they were led to believe that their
own constituent group would decide how much they would be paid for their negotiations (Benton &
Druckman 1973, Klimoski & Ash 1974). They developed a high concern for the others when they
were led to believe that they would participate in another study with the other people. Interpersonal
attraction (Clark & Mills 1979), common group identity (Hatton 1967), and positive mood (Isen &
Levin 1972) can strengthen a commitment to the others’ concerns. These studies also support the
argument that dual concerns promote open-minded interaction and constructive conflict.

Prosocial Motivation

Researchers have used motivational and social value orientation theory (Messick & McClintock
1968) to understand the impact of relationships on constructive conflict (De Dreu et al. 2000a,b;
De Dreu & Van Lange 1995). Social motives refer to preferences with respect to the others’ out-
comes; specifically, prosocial, proself (egoistical), and competitive negotiators differ by attaching
a positive, zero, or negative weight to the others’ outcomes, respectively (e.g., De Dreu & Boles 1998,
De Dreu & McCusker 1997, Van Lange 1999).

Social motives are rooted in individual differences but also can characterize interaction (Kelley &
Schenitzki 1972, McClintock 1977, Messick & McClintock 1968, Van Lange & Kuhlman 1994).
These motivations are often measured as a personality difference through decomposed games, in
which participants make choices about their preferences for dividing outcomes between themselves
and their protagonists. Protagonists are classified as prosocial if they choose options that maximize
joint outcomes, as proself if they select options in which their own outcomes are higher than those of
the others, and as competitive if they choose options that maximize the differences between the two,
that is, their own outcomes are much better than the others’. Prosocial motivation can also be
measured by survey questions such as whether one believes that making a positive impact on the
othersis valuable to the self (Grant 2008, Grant & Sumanth 2009). Prosocial motivation develops the
open-minded exchange of information that results in constructive conflict (De Dreu et al. 2000a,b;
Nauta et al. 2002).

Theory of Cooperation and Competition

Constructive controversy research has identified cooperative goals as an important condition
leading to open-minded discussion. Deutsch (1948, 1973) theorized that the way in which people
believe their goals are related affects their interaction and thus their outcomes. They can conclude
that their goals are cooperative (positively related), competitive (negatively related), or independent.

Tjosvold « Wong * Chen



Annu. Rev. Organ. Psychol. Organ. Behav. 2014.1:545-568. Downloaded from www.annualreviews.org
by ${individualUser.displayName} on 03/30/14. For personal use only.

When people have cooperative goals, as one of them moves toward attaining goals, this progres-
sion helps the others achieve their goals as well. When people have competitive goals, their goals
are negatively related, and only one of the protagonists can succeed in the interaction. When goals
are independent, one person’s success neither benefits nor harms the others’ successes.

Deutsch (1973) further proposed that cooperative goals can explain why some protagonists
are able to manage their conflicts constructively. Both survey and experimental studies confirm
that with cooperative goals, managers and employees discuss their differences directly and open-
mindedly (Alper et al. 1998, Poon et al. 2001, Schei & Rognes 2004, Tjosvold 1988). Teams are
considered cooperative if members believe that their goals are compatible (Alper et al. 1998); they
are considered competitive if members favor their own goals rather than the goals of the others
(Alper et al. 1998); and they are considered independent if members believe that one member’s
success is unrelated to the success of their teammates (Alper et al. 1998). Competitive and in-
dependent goals have been found to lead to conflict avoidance, to conflict escalation, or to both
(Alper et al. 2000; Tjosvold et al. 2001). Protagonists with cooperative goals promote each
other’s goals because doing so is to their own advantage.

Researchers have used the concepts of dual concerns, prosocial motivation, and cooperative
goals to understand the antecedents of open-minded discussion of conflict. We propose that these
perspectives together provide powerful evidence that mutual benefit relationships are the foun-
dation of open-minded discussion and constructive conflict.

PRACTICAL IMPLICATIONS: DEVELOPING OPEN-MINDED DISCUSSION

To promote constructive conflict, managers and employees can be encouraged to develop skills
and procedures that facilitate open-minded discussion. However, open-minded discussion is
a complex and demanding aspiration for protagonists. In addition to measuring open-minded
discussion as a whole and documenting its antecedents and consequences, researchers have
examined this discussion itself to clarify how managers and employees can discuss conflicts open-
mindedly. This research has theorized and developed evidence of four mutually reinforcing
aspects of open-minded discussion: developing and expressing one’s own ideas, questioning and
understanding other views, integrating and creating new ideas, and agreeing to and implementing
solutions (Johnson et al. 2014, Tjosvold 1985). These aspects are presented here in a time sequence
phase, butitis understood that these aspects are reiterative, with protagonists moving back and forth
among them. They highlight both the challenges of discussing conflicts open-mindedly and how
managers and employees can develop their skills to discuss conflict constructively.

Developing and Expressing One’s Own Views

Expressing one’s own needs, feelings, and ideas contributes to open-minded discussion. It provides
valuable information about protagonists’ expectations for the conflict and its resolution. In order
to develop a resolution that they all believe is mutually beneficial and constructive, protagonists
need to know what each of the others wants and believes is valuable.

To strengthen expression of their own positions, managers and employees can learn to research
their position, present the best case they can for it, and defend it vigorously. They can learn to be
effective advocates and practice to be effective devil’s advocates, critically analyzing opposing
positions and pointing out weaknesses and flaws in evidence and logic. They can learn to refute
opposing views to highlight the strength of their own position.

Although it is often thought that conflicts are easier to manage if protagonists are not pushy or
demanding, conflict researchers argue that not knowing each other’s views can frustrate conflict
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resolution (Pruitt & Rubin 1986). However, expressing one’s own position needs to be sup-
plemented with open-mindedness to the others’ positions.

Questioning and Understanding Other Views

Conflictis an opportunity to know opposing positions as well as to develop and express one’s own.
Listening and understanding opposing views as well as defending one’s own makes discussing
conflicts more challenging but also more rewarding.

Managers and employees can point out weaknesses in each other’s arguments to encourage
better development and expression of positions by finding more evidence and strengthening their
reasoning. They can also learn both to become less adamant that their original positions are
adequate and complete and to seek to understand opposing views. They can act on their curiosity
by asking questions to gain more information about the logic and evidence supporting the op-
posing view (Tjosvold & Johnson 1977, 1978).

Role reversal asks protagonists to put themselves in another’s shoes and to present the opposing
arguments as comprehensively and convincingly as they can (Johnson 1967, 1971b). Such ex-
ercises can demonstrate that the protagonists are listening to each other as well as deepening their
understanding of opposing positions (Johnson 1971a).

Integrating and Creating Solutions

The creation of new alternatives lays the foundations for genuine agreement about a solution that
the protagonists can accept and implement. Open-minded discussion helps protagonists develop
and evaluate alternative resolutions so that they can implement the one they believe is most ef-
fective. It also may allow them to develop more confidence in their relationships, as they will have
exchanged views directly and shown that they are trying to understand and integrate each other’s
ideas so that all may benefit.

Protagonists may, however, have to engage in repeated discussions to reach an agreement, or
indeed they may be unable to create a solution that is mutually acceptable. For example, it is
possible that they will be unconvinced that the evidence warrants modifying their original posi-
tions. They may have to continue to discuss their opposing views until they develop a mutually
beneficial resolution.

Agreeing to and Implementing Solutions

Open-minded discussion has been found to contribute to full, effective participation and mutual
influence (Tjosvold 1987, Tjosvold & Field 1983). Laboratory and field experiments have shown
that individuals participating in controversies tend to reach agreement and carry out that
agreement (Richter & Tjosvold 1980, Tjosvold & Deemer 1980).

Teams and organizations can develop supportive norms and patterns to help managers and
employees be open with their ideas and to other views and integrate them. Managers and
employees can learn to seek the best reasoned judgment, instead of focusing on “winning”; to
criticize ideas, not people; to listen and learn everyone’s positions, even if they do not agree with
them; to differentiate positions before trying to integrate them; and to change their minds when
logically persuaded to do so.

Teams and organizations should also encourage interpersonal relationships within which
managers and employees can apply open-mindedness skills. The next section examines how to
promote these mutual benefit relationships.
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PRACTICAL IMPLICATIONS: DEVELOPING MUTUAL BENEFIT
RELATIONSHIPS

Conflict researchers have found that protagonists’ commitment to promoting each other’s out-
comes is a foundation for open-minded discussion (Johnson et al. 2014). These findings indicate
that to strengthen conflict management capabilities, protagonists should be aware of how the
conflict can be resolved in ways that promote their own interests, the interests of the others, and,
perhaps most critically, the two simultaneously.

One’s Own Interests

Although it is commonly thought that conflicts are ineffectively managed because people are too
self-centered and focused on their own goals, researchers have found that protagonists who see
how the conflict can further their own interests are willing to engage and persist in discussing and
negotiating the conflict. Without this commitment, they may simply avoid or smooth over their
conflict to reach minimally acceptable resolutions. Integrative negotiations researchers, for ex-
ample, have found that protagonists who yield too quickly do not challenge easy solutions and do
not create mutually beneficial resolutions (Pruitt 1983). For constructive conflict management,
protagonists should be firm as well as flexible, with the firmness coming from recognition that their
own important interests are at stake.

Researchers have further found that holding protagonists accountable contributes to com-
mitment to their own interests. Understanding that the group they represent will know and
evaluate the conflict and its outcomes can strengthen commitments to pursuing their own interests
in the conflict (Ben-Yoav & Pruitt 1984, De Dreu 2004, De Dreu & Van Knippenberg 20035,
Lerner & Tetlock 1999, Pruitt & Carnevale 1993, Tetlock 1992).

Discussing conflict can also reinforce a commitment to one’s own interests. The effort to
present one’s views deepens the understanding of one’s own position, and rephrasing can reinforce
the importance of one’s own interests. Although these dynamics may suggest that commitment to
one’s own interests undermines conflict, researchers have argued that it is not too much com-
mitment to one’s own interests but rather an inadequate demonstration of a commitment to the
others’ interests that undermines constructive conflict (Deutsch 1973).

The Others’ Interests

Credibly communicating an effort to further the others’ interests develops open-minded dis-
cussions. One way this commitment is increased is when protagonists know that they will interact
and depend upon each other after the conflict (De Dreu & Van Vianen 2001, De Dreu & Weingart
2003). The more that protagonists understand that they have a long-term relationship, the more
they can be expected to resolve the conflict in such a way that the others believe they have gained
from working together (De Dreu 2006, 2008).

Restating the others’ arguments through role reversal is thought to increase understanding
of the opposing position. Skillfully done, it can also communicate an interest in furthering
the opposing position (Johnson 1971b). Learning the others’ needs and aspirations can also
strengthen commitment to promoting them.

Joint Interests

Mutual benefit relationships require that commitments to one’s own interests and to the others’
interests be integrated. Commitment to one’s own interests without commitment to the others’
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interests is likely to generate a win-lose dynamic that undermines open-mindedness and con-
structive conflict.

Developing cooperative goals is an effective way to convince protagonists that their interests
are compatible and reinforcing (Deutsch 1973, Johnson & Johnson 2005, Tjosvold 2007). With
cooperative goals, protagonists believe that as one of them benefits by moving close to his or her
goals, the other benefits by moving toward his or her own. Important antecedents to cooperative
goals include common tasks, integrated roles, personal relationships, and shared reward distri-
bution (Hanlon et al. 1994; Li et al. 1999; Tjosvold & Tjosvold 1995a,b). Valuing people and
respecting each other (G. Chen & Tjosvold 2008), shared vision (Wong et al. 2005), and a
common commitment to corporate social responsibility (Wong et al. 2014) have been found to
promote cooperative goals. Conditions in Chinese settings that develop cooperative goals include
guanxi (personal connection) relationships (Wong & Tjosvold 2010) and collectivist compared
with individualistic values (Tjosvold et al. 2010).

Implementing Mutual Benefit and Open-Mindedness

Training studies suggest that mutual benefit relationships and open-minded discussion can be
practical investments for organizations. More than 150 employees from all the teams in
a company in Beijing participated in a constructive controversy workshop and a two-month
follow-up of team feedback and development (Lu et al. 2010). Findings indicated that this
training strengthened cooperative goals, developed open-minded discussion, fostered creative
processes across teams as well as within them, and resulted in higher group potency and
productivity.

A second training program demonstrated that developing cooperative goals helped employees
discuss issues open-mindedly, which in turn strengthened collegial relationships and reduced
employee service errors (Tjosvold et al. 2012). Three hundred and sixty-eight employees in a call
center who formed teams with cooperative goals and the skills to discuss issues open-mindedly not
only strengthened their feelings of interdependence and improved their attitudes, but they also
increased the number of phones answered on time by nearly 40%, shrank customer complaints by
over 55%, and reduced the call center’s turnover by over 20% in two months. Cooperative
teamwork helped employees both feel more integrated into their work and complete their in-
dividual tasks skillfully and productively.

CROSS-CULTURAL CONFLICT MANAGEMENT

Managers and employees are increasingly asked to work with culturally diverse people. Cross-
cultural research has the potential to increase joint learning but also has significant barriers to
realizing this and other benefits (Crotty & Brett 2011, Guina et al. 2012, Vaara et al. 2012).
Diverse people need theories that they can apply to help them deal with their conflicts with people
from other cultures as well as their own. Conflict theories that can be applied in only one cultural
context are increasingly irrelevant.

Experiments and field studies support that the model of mutual benefit relationships
and open-minded discussion for constructive conflict applies in the East as well as in the West
(N.Y.F. Chen et al. 2005b, 2008; Tjosvold et al. 2006b, 2010). Although they may have
conflict-negative values, Chinese managers and employees can discuss conflict open-mindedly,
especially when they have cooperative goals; the same is true for their Western counterparts.
Thus, the model of open-minded discussion and mutual relationships is relevant in both
Western and Chinese contexts.
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Smith & Bond (2003) have emphasized the need to develop frameworks of how diverse
people work together, marking how their cultural backgrounds might differ. As described
below, a number of studies have directly investigated conflict management between culturally
diverse people.

When Chinese employees rated the relationship and discussion they had with their American
and Japanese managers (N.Y.F. Chen et al. 2005a, Chen & Tjosvold 2007), the results indicated
that mutual benefit relationships laid the foundation for open-minded discussion of views be-
tween a foreign manager and a Chinese employee, which resulted in innovation and commitment.
When managers in the Hong Kong parent company and new-product development personnel
working in Canada had mutual benefit relationships, as measured by cooperative goals, they
exchanged their views fully and thereby developed trusting relationships despite cultural dif-
ferences and geographic separation (Tjosvold 1999).

Evidence from more than 200 Chinese employees from Sino—foreign joint ventures based in
Beijing, Shanghai, Fujian, and Shandong suggests that the managers’ home cultures had no
significant impact on how they and their employees worked together (N.Y.F. Chen & Tjosvold
2005, 2008). However, mutual benefit relationships helped the Chinese employees and their
foreign managers develop a quality leader—-member exchange relationship and improve leader
effectiveness, employee commitment, future collaboration, and innovation.

In another experiment (Chen et al. 2008), Chinese people who developed cooperative, in
contrast to competitive, goals with their foreign leaders discussed their diverse views openly and
integrated them into decisions. Cooperative discussion of conflicts also helped Chinese employees
develop effective relationships with their Western managers (N.Y.F. Chen et al. 2005b). These
results suggest that foreign managers who can convince Chinese employees that they want mutual
benefit relationships are able to develop open-minded interaction with them.

In summary, mutual benefit relationships and open-minded discussions have been found to
promote constructive conflict in Eastern as well as Western cultural contexts. These conditions
appear to help diverse people manage their conflicts productively. Research is needed to explore
and expand these findings as well as to develop procedures and programs that can help people
from diverse cultures apply this knowledge to manage their conflicts constructively.

FUTURE RESEARCH

This review’s proposed integration of research not only highlights agreement in previous findings
but also provides ideas for future research. Research is needed to test and expand the theorizing
that mutual benefit relationships facilitate open-minded discussions that result in constructive
conflict. More studies that identify the conditions and dynamics in which protagonists believe that
they have mutual benefit relationships are needed. Studies could identify the actions and conditions
that convince protagonists that they have win-lose or independent relationships. Conflict re-
searchers can use the evidence and theorizing by social scientists and philosophers to explore
and deepen our understanding of open-minded discussion and the conditions that foster it.

Comparing Theories

We have argued that several prominent research traditions in organizational conflict support
the mutual benefit and open-minded discussion model, although they have used different terms.
Empirical studies could test this argument directly. For example, protagonists could complete
measures of their dual concerns, prosocial and proself motivation, and cooperative goals to see
if these concepts are empirically as well as theoretically highly correlated.
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Clarifying Alternatives to Open-Minded Discussion

We have not meant to argue that the mutual benefit followed by open-minded discussion is ef-
fective in all situations. We appreciate the contingency approach, which encourages people to have
alternative ways of dealing with their incompatible actions, but evidence is needed to clarify when
alternatives are effective. Research comparing differences between conflict approaches has not
bolstered the contingency approach’s case, as such research mostly supports the usefulness of
mutual benefit relationships and open-minded discussion. Rather than comparing approaches,
research that investigates the conditions and dynamics of individual strategies, such as the win—
lose and avoidance approaches, may be more useful for developing our understanding of when
they are effective (Peng & Tjosvold 2011; Tjosvold & Sun 2002; Tjosvold et al. 2003, 2006a).

Alternatives to Mutual Benefit Relationships

What are the relationships that inhibit open-mindedness? This knowledge would be interesting
theoretically as well as useful practically. Evidence supports Deutsch’s (1973) argument that
competitive and independent goals develop closed-mindedness (Deutsch et al. 2014, Tjosvold
2007). Research is needed to understand the dynamics of closed-mindedness and the conditions,
such as competitive and independent goals, that promote it.

Integrating Conflict and Organization Research

Conlflict is an everyday part of working in organizations and doing business. However, conflict
management research has, to a surprising degree, been pursued independently from other issues in
organizations. Conflict researchers have, however, examined (@) how conflict can affect team
dynamics and outcomes (De Dreu & Weingart 2003, Jehn 1995) and (b) such team research
concepts as group potency and psychological safety (Chen & Tjosvold 2012, Wong & Tjosvold
2009).

Recent research suggests that conflict management knowledge can contribute significantly to
understanding leadership and perhaps to other organizational areas as well (Tjosvold et al. 2014a,b).
Research has directly challenged the traditional—and still popular—idea that effective leaders
make tough decisions and then use their power to enforce compliance. We are realizing that
effective leaders involve followers so that there is open-minded discussion of various ideas.
Transformational leaders are effective not by unilaterally directing employees but by encouraging
them to manage their conflicts cooperatively (Zhang et al. 2011). To help their teams be effective,
leaders can apply their productivity values of pressure to get jobs completed and their people
values of caring for followers by having team members discuss their opposing views open-
mindedly (Bhatnagar & Tjosvold 2012). Even in crises, leaders are typically more effective when
they seek out diverse views (Tjosvold 1984, 1990; N.Y.F. Chen, K. Yi & D. Tjosvold, un-
published manuscript).

Training Studies

More work is needed to broadly disseminate consistent conflict management research findings.
Training research could test the effects of applying mutual benefit relationships and open-minded
discussion in diverse contexts. Although the variety of terms used in different theoretical frame-
works has obscured consistency in findings, the various measures and experimental inductions of
the different approaches can be useful for managers and employees in their efforts to develop
specific strategies and conditions appropriate and practical for constructive conflict management.
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Indeed, the various operations and measures could be integrated to foster mutual benefit and
open-minded discussion in the workplace. For example, strategies for developing commitments to
one’s own benefit and to that of the other could be combined with forming cooperative goals to
convince protagonists that they have mutual benefit relationships.

In summary, researchers can directly test the extent to which the operations of mutual benefit
and open-mindedness are highly correlated. Studies are also needed to understand when and how
conflict avoidance and competitive conflict contribute to personal and organizational success.
Knowledge is needed about the relationships and other conditions that inhibit open-minded
discussion. Conflict management might also be used to develop our understanding of leader-
ship and other key aspects of organizations. Finally, training studies are needed to identify how
managers and employees can profitably learn and apply conflict management knowledge.

CONCLUDING COMMENTS

As they deal with conflict, individuals and teams use diverse actions, ranging from loud, heated
debate to the silent treatment. Movies, newspapers, and novels remind us that conflict management
often takes complex forms. Practitioners need clear advice to apply when dealing with their in-
creasingly challenging conflicts. However, the apparent fragmentation of conflict management
research has frustrated the dissemination of useful findings.

In this review, we argue that researchers with different theoretical frameworks have used
different terms and operations that tend to mask the agreement in findings on conflict manage-
ment. Studies conducted within these different traditions indicate that open-minded discussion—
in which protagonists freely express their own views, listen and understand opposing ones, and
then integrate them—is essential for constructive conflict. Researchers have also found that mutual
benefit relationships lay the foundation for this exchange because they provide incentives for
protagonists to discuss their conflicts open-mindedly.

Discerning consistent findings gives conflict management research real-world applicability.
Researchers can now offer the model of open-minded discussion supported by mutual benefit
relationships to managers and employees with confidence, knowing that its propositions are
supported by both experimental and survey research carried out across a range of theoretical
frameworks.

DISCLOSURE STATEMENT

The authors are not aware of any affiliations, memberships, funding, or financial holdings that
might be perceived as affecting the objectivity of this review.

ACKNOWLEDGMENT

We thank Taohong Zhu for her conscientious, helpful support.

LITERATURE CITED

Alper S, Tjosvold D, Law KS. 1998. Interdependence and controversy in group decision making: antecedents
to effective self-managing teams. Organ. Behav. Hum. Decis. Process. 74:33-52

Alper S, Tjosvold D, Law KS. 2000. Conflict management, efficacy, and performance in self-managing work
teams. Pers. Psychol. 53:625-38

Amason AC. 1996. Distinguishing the effects of functional and dysfunctional conflict on strategic decision
making: resolving a paradox for top management teams. Acad. Manag. J. 39(1):123-48

Bacon N, Blyton P. 2007. Conflict for mutual gains? J. Manag. Stud. 44(5):814-34

www.annualreviews.org * Conflict Management in Organizations

561



Annu. Rev. Organ. Psychol. Organ. Behav. 2014.1:545-568. Downloaded from www.annualreviews.org
by ${individualUser.displayName} on 03/30/14. For personal use only.

562

Baker WE, Sinkula JM. 1999. The synergistic effect of market orientation and learning orientation on or-
ganizational performance. J. Acad. Mark. Sci. 27(4):411-27

Bazerman MH, Neale MA. 1994. Negotiating Rationally. New York: Free Press

Ben-Yoav O, Pruitt DG. 1984. Accountability to constituents: a two-edged sword. Organ. Behav. Hum.
Perform. 34(3):283-95

Benton AA, Druckman D. 1973. Salient solutions and the bargaining behavior of representatives and non-
representatives. Int. |. Group Tens. 3(1/2):28-39

Bhatnagar D, Tjosvold D.2012. Leader values for constructive controversy and team effectiveness in India. 2.
J. Hum. Resour. Manag. 23(1):109-25

Blake R, Mouton J. 1964. The Managerial Grid: The Key to Leadership Excellence. Houston: Gulf

Bradley BH, Klotz AC, Postlethwaite BE, Brown KG. 2013. Ready to rumble: how team personality com-
position and task conflicts interact to improve performance. J. Appl. Psychol. 98:385-92

Brett JM. 2000. Culture and negotiation. Int. J. Psychol. 35(2):97-104

Brett JM, Shapiro DL, Lytle AL. 1998. Breaking the bonds of reciprocity in negotiations. Acad. Manag. ].
41(4):410-24

Campbell JT, Campbell TC, Sirmon DG, Bierman L, Tuggle CS. 2012. Shareholder influence over director
nomination via proxy access: implications for agency conflict and stakeholder value. Strateg. Manag. ].
33(12):1431-51

Cegarra-Navarro JG, Sanchez-Polo MT. 2011. Influence of the open-mindedness culture on organizational
memory: an empirical investigation of Spanish SMEs. Int. J. Hum. Resour. Manag. 22(1):1-18

Chen G, Liu C, Tjosvold D. 2005. Conflict management for effective top management teams and innovation
in China. J. Manag. Stud. 42(2):277-300

Chen G, Tjosvold D. 2008. Organizational values and procedures as antecedents for goal interdependence
and collaborative effectiveness. Asia Pac. |]. Manag. 25(1):93-112

Chen G, Tjosvold D. 2012. Shared rewards and goal interdependence for psychological safety among
departments in China. Asia Pac. |. Manag. 29(2):433-52

Chen NYF, Tjosvold D. 2005. Cross-cultural leadership: goal interdependence and leader-member relations
in foreign ventures in China. J. Int. Manag. 11:417-39

Chen NYF, Tjosvold D. 2007. Cooperative conflict management: an approach to strengthen relationships
between foreign managers and Chinese employees. Asia Pac. J. Hum. Resour. 45(3):271-94

Chen NYF, Tjosvold D. 2008. Goal interdependence and leader-member relationships for cross-cultural
leadership in foreign ventures in China. Leadersh. Organ. Dev. |. 29:144-66

Chen NYF, Tjosvold D, Su F. 2005a. Goal interdependence for working across cultural boundaries: Chinese
employees with foreign managers. Int. J. Intercult. Relat. 29:429-47

Chen NYF, Tjosvold D, Su F. 2005b. Working with foreign managers: conflict management for effective leader
relationships in China. Int. J. Confl. Manag. 16:265-86

Chen NYF, Tjosvold D, Wu PG. 2008. Effects of relationship values and goal interdependence on guanxi
between foreign managers and Chinese employees. J. Appl. Soc. Psychol. 38:2440-86

Choi JN, Sy T. 2010. Group-level organizational citizenship behavior: effects of demographic faultlines and
conflict in small work groups. J. Organ. Behav. 31(7):1032-54

Clark MS, Mills J. 1979. Interpersonal attraction in exchange and communal relationships. J. Personal. Soc.
Psychol. 37(1):12-24

Crotty SK, Brett JM. 2011. Fusing creativity: cultural metacognition and teamwork in multicultural teamwork.
Negot. Confl. Manag. Res. 5:210-34

De Dreu CK. 2004. Motivation in negotiation: a social psychological analysis. In The Handbook of Nego-
tiation and Culture, ed. MJ Gelfand, JM Brett, pp. 114-335. Stanford, CA: Stanford Univ. Press

De Dreu CK. 2006. When too little or too much hurts: evidence for a curvilinear relationship between task
conflict and innovation in teams. J. Manag. 32(1):83-107

De Dreu CK. 2007. Cooperative outcome interdependence, task reflexivity, and team effectiveness: a moti-
vated information processing perspective. J. Appl. Psychol. 92(3):628-38

De Dreu CK. 2008. The virtue and vice of workplace conflict: food for (pessimistic) thought. J. Organ. Bebav.
29(1):5-18

Tjosvold « Wong * Chen



Annu. Rev. Organ. Psychol. Organ. Behav. 2014.1:545-568. Downloaded from www.annualreviews.org
by ${individualUser.displayName} on 03/30/14. For personal use only.

De Dreu CK, Boles TL. 1998. Share and share alike or winner take all? The influence of social value orientation
upon choice and recall of negotiation heuristics. Organ. Behav. Hum. Decis. Process. 76(3):253-76

De Dreu CK, Gelfand MJ, eds. 2008. The Psychology of Conflict and Conflict Management in Organizations.
New York: Erlbaum

De Dreu CK, Koole SL, Steinel W.2000a. Unfixing the fixed pie: a motivated information-processing approach
to integrative negotiation. J. Personal. Soc. Psychol. 79(6):975-87

De Dreu CK, McCusker C. 1997. Gain-loss frames and cooperation in two-person social dilemmas:
a transformational analysis. J. Personal. Soc. Psychol. 72(5):1093-106

De Dreu CK, Nijstad BA, Van Knippenberg D.2008. Motivated information processing in group judgment and
decision making. Personal. Soc. Psychol. Rev. 12(1):22-49

De Dreu CK, Van Knippenberg D. 2005. The possessive self as a barrier to conflict resolution: effects of mere
ownership, process accountability, and self-concept clarity on competitive cognitions and behavior.
J. Personal. Soc. Psychol. 89(3):345-57

De Dreu CK, Van Lange PA. 1995. The impact of social value orientations on negotiator cognition and
behavior. Personal. Soc. Psychol. Bull. 21(11):1178-88

De Dreu CK, Van Vianen AE. 2001. Managing relationship conflict and the effectiveness of organizational
teams. J. Organ. Behav. 22(3):309-28

De Dreu CK, Weingart LR. 2003. Task versus relationship conflict, team performance, and team member
satisfaction: a meta-analysis. J. Appl. Psychol. 88(4):741-49

De Dreu CK, Weingart LR, Kwon S. 2000b. Influence of social motives on integrative negotiation: a meta-
analytic review and test of two theories. . Personal. Soc. Psychol. 78(5):889-905

De Jong A, Song M, Song LZ. 2013. How lead founder personality affects new venture performance: the
mediating role of team conflict. J. Manag. 39:1825-54

De Wit FR, Greer LL, Jehn KA. 2012. The paradox of intragroup conflict: a meta-analysis. J. Appl. Psychol.
97(2):360-90

Deutsch M. 1948. The Effects of Cooperation and Competition upon Group Process. PhD Thesis, MIT,
Cambridge, MA

Deutsch M. 1973. The Resolution of Conflict. New Haven, CT: Yale Univ. Press

Deutsch M, Coleman PT, Marcus E, eds. 2014. The Handbook of Conflict Resolution: Theory and Practice.
San Francisco: Jossey-Bass. In press

Eisenhardt KM, Kahwajy JL, Bourgeois L] III. 1997. How management teams can have a good fight. Harv.
Bus. Rev. 75(4):77-85

Farh JL, Lee C, Farh CI. 2010. Task conflict and team creativity: a question of how much and when. J. Appl.
Psychol. 95(6):1173-80

Fisher JG, Frederickson JR, Peffer SA. 2006. Budget negotiations in multi-period settings. Account. Organ.
Soc. 31(6):511-28

Fisher R, Ury WR. 1981. Getting to Yes. Boston: Houghton-Mifflin

Follett MP. 1940. Constructive conflict. In Dynamic Administration: The Collected Papers of Mary Parker
Follett, ed. HC Metcalf, L Urwick, pp. 30-49. New York: Harper

FriedmanR, Chi SC,LiuLA. 2006. An expectancy model of Chinese-American differences in conflict-avoiding.
J. Int. Bus. Stud. 37(1):76-91

Giacomantonio M, Pierro A, Kruglanski AW. 2011. Leaders’ fairness and followers’ conflict handling styles:
the moderating role of need for cognitive closure. Int. . Confl. Manag. 22:358-72

Gibson DE, Callister RR. 2010. Anger in organizations: review and integration. J. Manag. 36:66-93

Grant AM. 2008. Does intrinsic motivation fuel the prosocial fire? Motivational synergy in predicting per-
sistence, performance, and productivity. J. Appl. Psychol. 93:48-58

Grant AM, Sumanth JJ. 2009. Mission possible? The performance of prosocially motivated employees
depends on manager trustworthiness. J. Appl. Psychol. 94(4):927-44

Gruenfeld DH. 1995. Status, ideology, and integrative complexity on the US Supreme Court: rethinking the
politics of political decision making. J. Personal. Soc. Psychol. 68(1):5-20

Guina B, Brett J, Nandkeolyar M, Kamdar D. 2012. Paying a price: culture, trust, and negotiation con-
sequences. J. Appl. Psychol. 96:774-89

www.annualreviews.org * Conflict Management in Organizations

563



Annu. Rev. Organ. Psychol. Organ. Behav. 2014.1:545-568. Downloaded from www.annualreviews.org
by ${individualUser.displayName} on 03/30/14. For personal use only.

564

Hambrick DC. 1994. Top management groups: a conceptual integration and reconsideration of the “team”
label. Res. Organ. Bebav. 16:171-213

Hambrick DC. 1997. Corporate coherence and the top management team. Strategy Leadersh. 25(5):24-29

Hambrick DC. 2007. Upper echelons theory: an update. Acad. Manag. Rev. 32(2):334-43

Hanlon SC, Meyer DG, Taylor RR. 1994. Consequences of gainsharing: a field experiment revisited. Group
Organ. Manag. 19(1):87-111

Hatton JM. 1967. Reactions of negroes in a biracial bargaining situation. J. Personal. Soc. Psychol.
7:301-6

Isen AM, Levin PF. 1972. Effect of feeling good on helping: cookies and kindness. J. Personal. Soc. Psychol.
21(3):384-88

Jehn KA. 1995. A multimethod examination of the benefits and detriments of intragroup conflict. Adm. Sci. O.
40:256-82

Jehn KA. 1997. A qualitative analysis of conflict types and dimensions in organizational groups. Adm. Sci. Q.
42:530-57

Jehn KA, Greer L, Levine S, Szulanski G. 2008. The effects of conflict types, dimensions, and emergent states on
group outcomes. Group Decis. Negot. 17(6):465-95

Jiang JY, Zhang X, Tjosvold D. 2012. Emotion regulation as a boundary condition of the relationship between
team conflict and performance: a multi-level examination. J. Organ. Behav. 34(5):714-34

Johnson DW. 1967. Use of role reversal in intergroup competition. J. Personal. Soc. Psychol. 7:135-41

Johnson DW. 1971a. Effectiveness of role reversal: actor or listener. Psychol. Rep. 28(1):275-82

Johnson DW. 1971b. Role reversal: a summary and review of the research. Int. . Group Tens. 1(4):318-34

Johnson DW, Johnson RT. 2005. New developments in social interdependence theory. Genet. Soc. Gen.
Psychol. Monogr. 131:285-358

Johnson DW, Johnson RT, Tjosvold D. 2014. Constructive controversy: the value of intellectual opposition.
See Deutsch et al. 2014, pp. 76-103

Kelley HH, Schenitzki DP. 1972. Bargaining. In Experimental Social Psychology, ed. CG McClintock, pp.
298-337. New York: Holt, Rinehart & Winston

Klimoski RJ, Ash RA. 1974. Accountability and negotiator behavior. Organ. Bebav. Hum. Perform.
11(3):409-25

Kohlberg L. 1969. Stage and sequence: the cognitive-developmental approach to socialization. In Handbook of
Socialization: Theory and Research, ed. DA Goislin, pp. 347-480. New York: Rand McNally

Lau RS, Cobb AT. 2010. Understanding the connections between relationship conflict and performance: the
intervening roles of trust and exchange. J. Organ. Behav. 31(6):898-917

Le H, Schmidt FL, Harter JK, Lauver KJ. 2010. The problem of empirical redundancy of constructs in
organizational research: an empirical investigation. Organ. Bebav. Hum. Decis. Process. 112(2):112-25

Le H, Schmidt FL, Putka DJ. 2009. The multifaceted nature of measurement artifacts and its implications for
estimating construct-level relationships. Organ. Res. Methods 12(1):165-200

Lerner JS, Tetlock PE. 1999. Accounting for the effects of accountability. Psychol. Bull. 125(2):255-75

Li H, Li J. 2009. Top management team conflict and entrepreneurial strategy making in China. Asia Pac.
J. Manag. 26(2):263-83

Li J, Hambrick DC. 2005. Factional groups: a new vantage on demographic faultlines, conflict, and disin-
tegration in work teams. Acad. Manag. J. 48(5):794-813

Li J, Xin KR, Tsui A, Hambrick DC. 1999. Building effective international joint venture leadership teams in
China. J. World Bus. 34(1):52-68

Liu J, Fu P, Liu S. 2009. Conflicts in top management teams and team/firm outcomes: the moderating effects
of conflict-handling approaches. Int. J. Confl. Manag. 20:228-50

Lovelace K, Shapiro DL, Weingart LR. 2001. Maximizing cross-functional new product teams’ innovativeness
and constraint adherence: a conflict communications perspective. Acad. Manag. J. 44(4):779-93

Lu JF, Tjosvold D, Shi K. 2010. Team training in China: testing and applying the theory of cooperation and
competition. J. Appl. Soc. Psychol. 40(1):101-34

Mason RO, Mitroff II. 1981. Challenging Strategic Planning Assumptions: Theory, Cases, and Techniques.
New York: Wiley

Tjosvold « Wong * Chen



Annu. Rev. Organ. Psychol. Organ. Behav. 2014.1:545-568. Downloaded from www.annualreviews.org
by ${individualUser.displayName} on 03/30/14. For personal use only.

McClintock C. 1977. Social motives in settings of outcome interdependence. In Negotiations: Social-
Psychological Perspective, ed. D. Druckman, pp. 49-77. Beverly Hills, CA: Sage

Messick DM, McClintock CG. 1968. Motivational bases of choice in experimental games. J. Exp. Soc. Psychol.
4(1):1-25

Miron-Spektor E, Gino F, Argote L. 2011. Paradoxical frames and creative sparks: enhancing indi-
vidual creativity through conflict and integration. Organ. Behav. Hum. Decis. Process. 116(2):229-40

Mitchell R, Nicholas S, Boyle B. 2009. The role of openness to cognitive diversity and group processes in
knowledge creation. Small Group Res. 40(5):535-54

Mooney AC, Holahan PJ, Amason AC. 2007. Don’t take it personally: exploring cognitive conflict as
a mediator of affective conflict. J. Manag. Stud. 44(5):733-58

Nauta A, De Dreu CK, Van Der Vaart T. 2002. Social value orientation, organizational goal concerns and
interdepartmental problem-solving behavior. J. Organ. Behav. 23(2):199-213

Nemeth C, Owens P. 1996. Making groups more effective: the value of minority dissent. In Handbook of Work
Group Psychology, ed. MA West, pp. 125-41. Chichester, UK: Wiley

Ohbuchi K, Atsumi E. 2010. Avoidance brings Japanese employees what they care about in conflict man-
agement: its functionality and “good member” image. Negot. Confl. Manag. Res. 3:117-29

Peng AC, Tjosvold D. 2011. Social face concerns and conflict avoidance of Chinese employees with their
Western and Chinese managers. Hum. Relat. 64(8):1031-50

Peterson RS, Nemeth CJ. 1996. Focus versus flexibility: majority and minority influence can both improve
performance. Personal. Soc. Psychol. Bull. 21:14-23

Peterson RS, Owens PD, Tetlock PE, Fan ET, Martorana P. 1998. Group dynamics in top management teams:
groupthink, vigilance, and alternative models of organizational failure and success. Organ. Behav. Hum.
Decis. Process. 73(2):272-305

Pondy LR. 1967. Organizational conflict: concepts and models. Adm. Sci. Q. 12:296-320

Poon M, Pike R, Tjosvold D. 2001. Budget participation, goal interdependence and controversy: a study of
a Chinese public utility. Manag. Account. Res. 12:101-18

Pruitt DG. 1983. Strategic choice in negotiation. Am. Bebav. Sci. 27(2):167-94

Pruitt DG, Carnevale PJ. 1993. Negotiation in Social Conflict. Buckingham, UK: Open Univ. Press

Pruitt DG, Carnevale PJ, Ben-Yoav O, Nochajski TH, Van Slyck MR. 1983. Incentives for cooperation in
integrative bargaining. In Aspiration Levels in Bargaining and Economic Decision Making, ed. R Tietz,
pp. 22-34. Berlin: Springer

Pruitt DG, Lewis SA. 1975. Development of integrative solutions in bilateral negotiation. J. Personal. Soc.
Psychol. 31(4):621-33

Pruitt DG, Rubin J. 1986. Social Conflict. New York: Random House

Psenicka C, Rahim MA. 1989. Integrative and distributive dimensions of styles of handling interpersonal
conflict and bargaining outcome. In Managing Conflict: An Interdisciplinary Approach, ed. MA Rahim,
pp- 33-40. Westport, CT: Praeger

Rahim A, Bonoma TV. 1979. Managing organizational conflict: a model for diagnosis and intervention.
Psychol. Rep. 44(3):1323-44

Rahim MA. 1983. A measure of styles of handling interpersonal conflict. Acad. Manag. J. 26:368-76

Rahim MA. 1992. Managing Conflict in Organizations. New York: Praeger. 2nd ed.

Rahim MA. 1995. Confirmatory factor analysis of the styles of handling interpersonal conflict: first-order
factor model and its invariance across groups. J. Appl. Psychol. 80(1):122-32

Rahim MA, Psenicka C. 1984. Comparison of reliability and validity of unweighted and factor scales. Psychol.
Rep. 55(2):439-45

Richter F, Tjosvold D. 1980. Effects of student participation in classroom decision making on attitudes, peer
interaction, motivation, and learning. J. Appl. Psychol. 65:74-80

Roloff ME. 1987. Communication and conflict. In Handbook of Communication Science, ed. CR Berger,
SH Chaffee, pp. 484-534. Newbury Park, CA: Sage

Ruble TL, Thomas KW. 1976. Support for a two-dimensional model of conflict behavior. Organ. Behav. Hum.
Perform. 16(1):143-55

www.annualreviews.org * Conflict Management in Organizations

565



Annu. Rev. Organ. Psychol. Organ. Behav. 2014.1:545-568. Downloaded from www.annualreviews.org
by ${individualUser.displayName} on 03/30/14. For personal use only.

566

Schei V, Rognes JK. 2004. Knowing me, knowing you: own orientation and information about the opponent’s
orientation in negotiation. Int. J. Confl. Manag. 14(1):43-59

Schotter A, Beamish PW. 2011. Performance effects of MNC headquarters—subsidiary conflict and the role of
boundary spanners: the case of headquarter initiative rejection. J. Int. Manag. 17(3):243-59

Schweiger DM, Sandberg WR, Ragan JW. 1986. Group approaches for improving strategic decision
making: a comparative analysis of dialectical inquiry, devil’s advocacy, and consensus. Acad. Manag. ].
29(1):51-71

Shaw JD, Zhu J, Duffy MK, Scott KL, Shih HA, Susanto E. 2011. A contingency model of conflict and team
effectiveness. J. Appl. Psychol. 96(2):391-400

Smith PB, Bond MH. 2003. Honoring culture scientifically when doing social psychology. In Sage Handbook
of Social Psychology, ed. MA Hogg, ] Cooper, pp. 43—-61. London: Sage

Tekleab AG, Quigley NR, Tesluk PE. 2009. A longitudinal study of team conflict, conflict management,
cohesion, and team effectiveness. Group Organ. Manag. 34(2):170-205

Tetlock PE. 1992. The impact of accountability on judgment and choice: toward a social contingency model.
Adv. Exp. Soc. Psychol. 25(3):331-76

Tetlock PE, Armor D, Peterson RS. 1994. The slavery debate in antebellum America: cognitive style, value
conflict, and the limits of compromise. J. Personal. Soc. Psychol. 66(1):115-26

Thomas KW. 1976. Conflict and conflict management. In Handbook of Industrial and Organizational
Psychology, ed. MD Dunnette, pp. 889-935. Chicago: Rand McNally

Thomas KW. 1992. Conflict and negotiation processes in organizations. In Handbook of Industrial and
Organizational Psychology, Vol. 3, ed. LM Hough, MD Dunnette, pp. 651-717. Palo Alto, CA: Consult.
Psychol. Press. 2nd ed.

Tjosvold D. 1984. Effects of crisis orientation on managers’ approach to controversy in decision making. Acad.
Manag. |. 27:130-38

Tjosvold D. 1985. Implications of controversy research for management. . Manag. 11:19-35

Tjosvold D. 1987. Participation: a close look at its dynamics. J. Manag. 13:141-52

Tjosvold D. 1988. Effects of shared responsibility and goal interdependence on controversy and decision
making between departments. J. Soc. Psychol. 128:7-18

Tjosvold D. 1990. The goal interdependence approach to communication in conflict: an organizational study.
In Theory and Research in Conflict Management, ed. MA Rahim, pp. 15-27. New York: Praeger

Tjosvold D. 1998. Cooperative and competitive goal approach to conflict: accomplishments and challenges.
Appl. Psychol. 47(3):285-313

Tjosvold D. 1999. Bridging East and West to develop new products and trust: interdependence and
interaction between a Hong Kong parent and North American subsidiary. Int. J. Innov. Manag.
3:233-52

Tjosvold D. 2002. Managing anger for teamwork in Hong Kong: goal interdependence and open-mindedness.
Asian J. Soc. Psychol. 5:107-23

Tjosvold D. 2007. The conflict-positive organization: It depends upon us. J. Organ. Behav. 29:19-28

Tjosvold D, Chen NYF, Huang X, Xu D. 2012. Developing cooperative teams to support individual per-
formance and well-being in a call center in China. Group Decis. Negot. Oct.:1-24. doi: 10.1007/s10726-
012-9314-6

Tjosvold D, Dann V, Wong CL. 1992. Managing conflict between departments to serve customers. Hum.
Relat. 45:1035-54

Tjosvold D, Deemer DK. 1980. Effects of controversy within a cooperative or competitive context on or-
ganizational decision making. J. Appl. Psychol. 65:590-95

Tjosvold D, Field RHG. 1983. Effects of social context on consensus and majority vote decision making. Acad.
Manag. ]. 26:500-6. Reprint in Organizational Behavior: Readings and Exercises, ed. R Davis,
JW Newstrom, pp. 339-46. New York: McGraw Hill, 1985

Tjosvold D, Halco JA. 1992. Performance appraisal of managers: goal interdependence, ratings, and outcomes.
J. Soc. Psychol. 132:629-39

Tjosvold D, Huang Y, Johnson DW, Johnson R. 2008. Social interdependence and orientation toward life and
work. J. Appl. Soc. Psychol. 32(2):409-35

Tjosvold « Wong * Chen



Annu. Rev. Organ. Psychol. Organ. Behav. 2014.1:545-568. Downloaded from www.annualreviews.org
by ${individualUser.displayName} on 03/30/14. For personal use only.

Tjosvold D, Hui C, Law KS. 2001. Constructive conflict in China: cooperative conflict as a bridge between East
and West. J. World Bus. 36:166-83

Tjosvold D, Johnson DW. 1977. The effects of controversy on perspective-taking. J. Educ. Psychol. 69:679-85

Tjosvold D, Johnson DW. 1978. Controversy within a cooperation or competitive context and cognitive
perspective-taking. Contemp. Educ. Psychol. 3:376-86

Tjosvold D, Johnson DW, Johnson RT, Sun H. 2003. Can interpersonal competition be constructive within
organizations? J. Psychol. 137(1):63-84

Tjosvold D, Johnson DW, Sun H. 2006a. Competitive motives and strategies: understanding constructive
competition. Group Dyn. 210:87-99

Tjosvold D, Law KS, Sun H. 2006b. Conflict in Chinese teams: conflict types and conflict management
approaches. Manag. Organ. Rev. 2:231-52

Tjosvold D, Leung K, Johnson DW. 2014a. Cooperative and competitive conflict in China. See Deutsch et al.
2014, pp. 654-78

Tjosvold D, Su FS. 2007. Managing anger and annoyance in organizations in China: the role of constructive
controversy. Group Organ. Manag. 32(3):260-89

Tjosvold D, Sun H. 2002. Understanding conflict avoidance: relationship, motivations, actions, and con-
sequences. Int. |. Confl. Manag. 13:142-64

Tjosvold D, Tjosvold MM. 1995a. Cross-functional teamwork: the challenge of involving professionals. In
Advances in Interdisciplinary Studies of Work Teams, Vol. 2, eds. MM Beyerlein, DA Johnson, ST
Beyerlein, pp. 1-34. Greenwich, CT: JAI Press

Tjosvold D, Tjosvold MM. 1995b. Psychology for Leaders: Using Motivation, Conflict, and Power to Manage
More Effectively. New York: Wiley. Transl., (Chinese) Taiwan: Bus. Weekly, 1999 and Jinan, China:
Shandong Univ. Press, 2004; (Korean) Seoul, Korea: Gasan, 2007

Tjosvold D, Wong ASH, Chen NYF. 2014b. Cooperative and competitive conflict management in orga-
nizations. In Handbook of Research in Conflict Management, ed. N Ashkanasy, K Jehn, R Ayoko.
Cheltenham, UK: Edgar Elgard. In press

Tjosvold D, Wu P, Chen NYF. 2010. The effects of collectivistic and individualistic values on conflict and
decision making: an experiment in China. J. Appl. Soc. Psychol. 40(11):2904-26

Tjosvold D, Yu Z. 2007. Group risk taking: the constructive role of controversy in China. Group Organ.
Manag. 32(6):653-74

Vaara E, Sarala R, Stahl GK, Bjorkman I. 2012. The impact of organizational and national cultural differences
on social conflict and knowledge transfer in international acquisitions. J. Manag. Stud. 49(1):1-27

Van de Vliert E, Euwema MC, Huismans SE. 1995. Managing conflict with a subordinate or a superior:
effectiveness of conglomerated behavior. J. Appl. Psychol. 80(2):271-81

Van de Vliert E, Kabanoff B. 1990. Toward theory-based measures of conflict management. Acad. Manag. |.
33(1):199-209

Van de Vliert E, Nauta A, Giebels E, Janssen O. 1999. Constructive conflict at work. J. Organ. Behav.
20(4):475-91

Van Kleef GA, De Dreu CK, Manstead ASR. 2004. The interpersonal effects of anger and happiness in
negotiations. J. Personal. Soc. Psychol. 86:57-76

Van Lange PA. 1999. The pursuit of joint outcomes and equality in outcomes: an integrative model of social
value orientation. J. Personal. Soc. Psychol. 77(2):337-49

Van Lange PA, Kuhlman DM. 1994. Social value orientations and impressions of partner’s honesty and
intelligence: a test of the might versus morality effect. J. Personal. Soc. Psychol. 67(1):126-41

Walton RE, McKersie RB, eds. 1965. A Behavioral Theory of Labor Negotiations: An Analysis of a Social
Interaction System. Ithaca, NY: Cornell Univ. Press

Wong ASH, Tjosvold D. 2009. Innovation by teams in Shanghai, China: cooperative goals for group con-
fidence and persistence. Br. |. Manag. 20:238-51

Wong ASH, Tjosvold D. 2010. Guanxi and conflict management for effective partnering with competitors in
China. Br. ]. Manag. 21(3):772-88

Wong ASH, Tjosvold D, Yu ZY. 2005. Organizational partnerships in China: self-interest, goal in-
terdependence, and opportunism. J. Appl. Psychol. 90:782-91

www.annualreviews.org * Conflict Management in Organizations

567



Annu. Rev. Organ. Psychol. Organ. Behav. 2014.1:545-568. Downloaded from www.annualreviews.org
by ${individualUser.displayName} on 03/30/14. For personal use only.

568

Wong ASH, Snell R, Tjosvold D. 2014. Social responsibility and reflexivity for cooperative goals with
government units in China. Asia Pac. ]. Hum. Resour. In press

Wong EM, Ormiston ME, Tetlock PE. 2011. The effects of top management team integrative complexity and
decentralized decision making on corporate social performance. Acad. Manag. . 54:1207-28

Zhang XA, Cao Q, Tjosvold D. 2011. Linking transformational leadership and team performance: a conflict
management approach. J. Manag. Stud. 48:1586-611

Tjosvold « Wong * Chen



Annu. Rev. Organ. Psychol. Organ. Behav. 2014.1:545-568. Downloaded from www.annualreviews.org
by ${individual User.displayName} on 03/30/14. For personal use only.

R
Annual Review of
Organizational

Psychology and

Organizational Behavior

Volume 1, 2014

viii

Contents

What Was, What Is, and What May Be in OP/OB

Lyman W. Porter and Benjamin Schneider . ..............

Psychological Safety: The History, Renaissance, and Future of an
Interpersonal Construct

Amy C. Edmondson and Zhike Lei . . .. .................

Personality and Cognitive Ability as Predictors of Effective
Performance at Work

Neal Schmitt ... ... .. e

Perspectives on Power in Organizations

Cameron Anderson and Sebastien Brion ... ..............

Work-Family Boundary Dynamics

Tammy D. Allen, Eunae Cho, and Laurenz L. Meier . . . ... ..

Coworkers Behaving Badly: The Impact of Coworker Deviant
Behavior upon Individual Employees

Sandra L. Robinson, Wei Wang, and Christian Kiewitz . . . . . .

The Fascinating Psychological Microfoundations of Strategy and
Competitive Advantage

Robert E. Ployhart and Donald Hale, Jr. . .. ..............

Employee Voice and Silence

Elizabeth W. MOrrison . .. ....cuuu e ..

The Story of Why We Stay: A Review of Job Embeddedness
Thomas William Lee, Tyler C. Burch, and Terence R. Mitchell

Where Global and Virtual Meet: The Value of Examining the
Intersection of These Elements in Twenty-First-Century Teams
Cristina B. Gibson, Laura Huang, Bradley L. Kirkman,

and Debra L. Shapiro .. ... oot



Annu. Rev. Organ. Psychol. Organ. Behav. 2014.1:545-568. Downloaded from www.annualreviews.org
by ${individual User.displayName} on 03/30/14. For personal use only.

Learning in the Twenty-First-Century Workplace
Raymond A. Noe, Alena D.M. Clarke, and Howard ]. Klein . ......... 245

Compassion at Work
Jane E. Dutton, Kristina M. Workman, and Ashley E. Hardin ... ... ... 277

Talent Management: Conceptual Approaches and Practical Challenges
Peter Cappelliand JR Keller ... ...... ... ... 305

Research on Workplace Creativity: A Review and Redirection
Jing Zhou and Inga J. Hoever . . ... i, 333

The Contemporary Career: A Work—Home Perspective
Jeffrey H. Greenhaus and Ellen Ernst Kossek . .................... 361

Burnout and Work Engagement: The JD-R Approach
Arnold B. Bakker, Evangelia Demerouti, and Ana Isabel Sanz-Vergel ... 389

The Psychology of Entrepreneurship
Michael Frese and Michael M. Gielnik . ........... ... .. ........ 413

Delineating and Reviewing the Role of Newcomer Capital in
Organizational Socialization

Talya N. Bauer and Berrin Erdogan . .................c.cccuiu... 439
Emotional Intelligence in Organizations

Stéphane COE ... .ot e e 459
Intercultural Competence

Kwok Leung, Soon Ang,and Mei Ling Tan . .. ...........cocuuu... 489
Pay Dispersion

Jason D. Shaw .. ... ... . 521

Constructively Managing Conflicts in Organizations
Dean Tjosvold, Alfred S.H. Wong, and Nancy Yi Feng Chen . ......... 545

An Ounce of Prevention Is Worth a Pound of Cure: Improving
Research Quality Before Data Collection
Herman Aguinis and Robert J. Vandenberg . .. .......... ... ... .... 569

Errata

An online log of corrections to Annual Review of Organizational Psychology and
Organizational Bebavior articles may be found at http://www.annualreviews.org/
errata/orgpsych.

Contents

ix



ANNUAL REVIEWS

It’s about time. Your time. It’s time well spent.

New From Annual Reviews:
Annual Review of Statistics and Its Application

Volume 1 e Online January 2014 e http://statistics.annualreviews.org

Editor: Stephen E. Fienberg, Carnegie Mellon University
Associate Editors: Nancy Reid, University of Toronto

Stephen M. Stigler, University of Chicago
The Annual Review of Statistics and Its Application aims to inform statisticians and quantitative methodologists, as
well as all scientists and users of statistics about major methodological advances and the computational tools that
allow for their implementation. It will include developments in the field of statistics, including theoretical statistical
underpinnings of new methodology, as well as developments in specific application domains such as biostatistics
and bioinformatics, economics, machine learning, psychology, sociology, and aspects of the physical sciences.
Complimentary online access to the first volume will be available until January 2015.

TABLE OF CONTENTS:

® What Is Statistics? Stephen E. Fienberg e High-Dimensional Statistics with a View Toward Applications

* A Systematic Statistical Approach to Evaluating Evidence in Biology, Peter Bihlmann, Markus Kalisch, Lukas Meier
from Observational Studies, David Madigan, Paul E. Stang, * Next-Generation Statistical Genetics: Modeling, Penalization,
Jesse A. Berlin, Martijn Schuemie, J. Marc Overhage, and Optimization in High-Dimensional Data, Kenneth Lange,
Marc A. Suchard, Bill Dumouchel, Abraham G. Hartzema, Jeanette C. Papp, Janet S. Sinsheimer, Eric M. Sobel
Patrick B. Ryan « Breaking Bad: Two Decades of Life-Course Data Analysis

® The Role of Statistics in the Discovery of a Higgs Boson, in Criminology, Developmental Psychology, and Beyond,
David A. van Dyk Elena A. Erosheva, Ross L. Matsueda, Donatello Telesca

® Brain Imaging Analysis, F. DuBois Bowman e Event History Analysis, Niels Keiding

e Statistics and Climate, Peter Guttorp e Statistical Evaluation of Forensic DNA Profile Evidence,

¢ Climate Simulators and Climate Projections, Gt Bpasl . kil
Jonathan Rougier, Michael Goldstein ® Using League Table Rankings in Public Policy Formation:
Statistical Issues, Harvey Goldstein

by ${individual User.displayName} on 03/30/14. For personal use only.

® Probabilistic Forecasting, Tilmann Gneiting,
Matthias Katzfuss e Statistical Ecology, Ruth King

e Bayesian Computational Tools, Christian P. Robert e Estimating the Number of Species in Microbial Diversity

e Bayesian Computation Via Markov Chain Monte Carlo, Studies, John Bunge, Amy Willis, Fiona Walsh

Radu V. Craiu, Jeffrey S. Rosenthal ® Dynamic Treatment Regimes, Bibhas Chakraborty,
Susan A. Murphy

Annu. Rev. Organ. Psychol. Organ. Behav. 2014.1:545-568. Downloaded from www.annualreviews.org

e Build, Compute, Critique, Repeat: Data Analysis with Latent
Variable Models, David M. Blei e Statistics and Related Topics in Single-Molecule Biophysics,

e Structured Regularizers for High-Dimensional Problems: Hong Qian, 8.C. Kou
Statistical and Computational Issues, Martin J. Wainwright e Statistics and Quantitative Risk Management for Banking
and Insurance, Paul Embrechts, Marius Hofert

Access this and all other Annual Reviews journals via your institution at www.annualreviews.org.

A TS TS S S YA NS

ANNUAL REVIEWS | Connect With Our Experts
Tel: 800.523.8635 (us/caN) | Tel: 650.493.4400 | Fax: 650.424.0910 | Email: service@annualreviews.org n B El




	Annual Reviews Online
	Search Annual Reviews
	Annual Review of Organizational Psychology and Organizational Behavior 
Online
	Most Downloaded Organizational Psychology and Organizational Behavior
Reviews 
	Most Cited Organizational Psychology and Organizational Behavior
Reviews 
	Annual Review of Organizational Psychology and Organizational Behavior
Errata 
	View Current Editorial Committee

	All Articles in the Annual Review of Organizational Psychology and Organizational
Behavior, Vol. 1 
	What Was, What Is, and What May Be in OP/OB
	Psychological Safety: The History, Renaissance, and Future of anInterpersonal Construct
	Personality and Cognitive Ability as Predictors of EffectivePerformance at Work
	Perspectives on Power in Organizations
	Work–Family Boundary Dynamics
	Coworkers Behaving Badly: The Impact of Coworker DeviantBehavior upon Individual Employees
	The Fascinating Psychological Microfoundations of Strategy andCompetitive Advantage
	Employee Voice and Silence
	The Story of Why We Stay: A Review of Job Embeddedness
	Where Global and Virtual Meet: The Value of Examining theIntersection of These Elements in Twenty-First-Century Teams
	Learning in the Twenty-First-Century Workplace
	Compassion at Work
	Talent Management: Conceptual Approaches and Practical Challenges
	Research on Workplace Creativity: A Review and Redirection
	The Contemporary Career: A Work–Home Perspective
	Burnout and Work Engagement: The JD–R Approach
	The Psychology of Entrepreneurship
	Delineating and Reviewing the Role of Newcomer Capital in
Organizational Socialization
	Emotional Intelligence in Organizations
	Intercultural Competence
	Pay Dispersion
	Constructively Managing Conflicts in Organizations
	An Ounce of Prevention Is Worth a Pound of Cure: Improving
Research Quality Before Data Collection




