

	
	

	









	




	







	









		

		
		

	
	




	
	


	
	



	
	


	
	
	
	
	
	
		
			
			
		

		
		
	

	

	



	
	
	
	

	







	















	Skip to main content












	

	

	
	

	

	
	












			

			





			






	




	


	
	





	








	

	
	
		
		
		
		
		
		
		
		
		
		
		
		
		
	

	
	
		
		
		
	


















	
		
	

	

	
		
	

	







	
		
		
		

		
		
		
		
			
				
				









	
	    












    
    






    
    







    




    






    
        
        
        
            
            

            

    

    

    

    

    

    


        
            

    

    

    

    

    

    


        
            
                
                    [image: PDF icon]Download This Paper
                    
                
            

        
    
        
    

            
            
                

                

    

    

    

    

    

    


        
            

    

    

    

    

    

    


        
            
                
                    Open PDF in Browser
                    
                
            

        
    
        
    
            
        

    






    
        
    


    
            
            
                
            
            
                
        Add Paper to My Library
        
        

    















	














	
	    







 



	




	







	




































    



			

			
				
				
				
				
				
						
				
				
				
					
						Share:
							
	
	
	


					

					
				
				
				




				
				

    
        
        
        
            

		
		
		
			
				
			
				
			
				
			
		

		
            

		
		
		
			
				
			
		
			
				
			
		
			
		
			
		
			
		

		
            

            
        

        
    

    


    




				
				
					

					
					Permalink

						Using these links will ensure access to this page indefinitely

						
							
							Copy URL
						

						
							
								
								Copy DOI
								

							

						
				

				
			

		


		
			
				
				




	
	
		
	

	
	
		
		
	

	
	

	
	
	
	The Objective Value of Subjective Value: A Multi-round Negotiation Study

	
    
        
            
            







    
    










    
    
    
    











			
                    MIT Sloan Research Paper No. 4696-08
 
                    Journal of Applied Social Psychology, Forthcoming
 
        

    
	

	
	
		
		
			31 Pages
		
		

		Posted: 17 Mar 2007
		
			Last revised: 26 Jul 2008
		
		
	

	
		
			
			




	See all articles by Jared R. CurhanJared R. Curhan
Massachusetts Institute of Technology (MIT) - Sloan School of Management
Hillary Anger Elfenbein
Washington University in St. Louis, Olin School of Business
Noah Eisenkraft
University of Pennsylvania - The Wharton School


		

	
	
	
	
	



	
	
	
	
		
		
	
	
		
			Date Written: July 9, 2008

		
	

	
	
		
		
	

	
	
		
	
	
		Abstract
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