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Bazerman, M.H. Judgment in Managerial Decision Making, John Wiley & Sons, Inc., 1986, 1990, 1994, 1998, 2001,
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Bazerman, M.H., & Gino, F. Behavioral Ethics: Toward a Deeper Understanding of Moral Judgment and
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Milkman, K.L., Chugh, D. & Bazerman, M.H. How Can Decision Making Be Improved? Perspectives on
Psychological Science, 2009, 4(4), 379-383.
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Ordonez, L.D., Schweitzer, M.E., Galinsky, A.D. & Bazerman, M.H. Goals Gone Wild: The Systematic Side
Effects of Over-Prescribing Goal Setting. Academy of Management Perspectives, 2009, 23(1), 6-16.
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Bazerman, M.H., & Chugh, D. Decisions without Blinders. Harvard Business Review, January, 2006. Reprinted in:
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Idson, L.C., Chugh, D., Bereby-Meyer, Y., Moran, S., Grosskopf, B., & Bazerman, M.H. Overcoming Focusing
Failures in Competitive Environments. Journal of Behavioral Decision Making, 2004, 17, 159-172.
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Kendall/Hunt Publishing, 1995.

AWARDS

2010-2011 (as well as 2002, 2004, 2005, and 2008): The Excellence 100. Named one of the top 30 consultants,
trainers, and speakers by Executive Excellence.

2009: Harvard Business School Charles M. Williams Award for Teaching Excellence
2009: Harvard Business School Wyss Award for Excellence in Mentorship
2008: Academy of Management Distinguished Educator Award

2008: (with Deepak Malhotra) International Institute for Conflict Prevention and Resolution (CPR) Outstanding
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2001: Fellow, Academy of Management
1999- 2000: Marvin Bower Fellow, Harvard Business School.

1992: Teacher of the Year, Executive Masters Program, Kellogg Graduate School of Management



Max H. Bazerman, Page 23 of 24

1989-1990: Fellow, Center for Advanced Study in the Behavioral Sciences
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and Negotiation (funded by a variety of sources, $125,000 (with Henry Farber, Robert Gibbons, and Keith Murnighan).

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

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

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

1985-1988: National Science Foundation Grant entitled Negotiator Cognition: Ignoring the Decisions of Competitive




Max H. Bazerman, Page 24 of 24

Others (with John Carroll, $70,000).
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Consulting, teaching, and lecturing include work in Argentina, Australia, Austria, Barbados, Belgium, Brazil, Canada,

Chile, Costa Rica, Ecuador, England, France, India, Ireland, Israel, Italy, Malaysia, the Netherlands, Peru, the
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