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		Abstract

		Recent reviews have documented a shift over the last 25 years in the study of negotiation toward the decision-making process of the negotiator (Bazerman, Curhan, & Moore, 2000; Bazerman, Curhan, Moore, & Valley, 2000; Neale & Fragale, this volume; Neuberg & Fiske, 1987; Thompson & Fox, 2000). The decision perspective to negotiation has highlighted important ways in which negotiator judgment falls systematically short of rationality. This paper is broadly compatible with this perspective, but highlights an underexplored aspect of the judgmental failure - how decision-makers and negotiators systematically ignore valuable information that is readily available.      

Recent research in social and cognitive psychology has documented the ability of the human mind to focus on specific information while failing to incorporate other information that is readily available and relevant. We use this literature to integrate what we know about this failure, and organize this knowledge under our organizing construct of "bounded awareness". We define bounded awareness as an individual's failure to "see" and use accessible and perceivable information while "seeing" and using other equally accessible and perceivable information.      

We believe that bounded awareness is relevant to both individual decision making and negotiation. Thus, after reviewing the decision perspective to negotiation, we develop the individual decision making aspect of bounded awareness before identifying the specific application of the concept to negotiation. We conclude by suggesting future research directions on bounded awareness in negotiation. 
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