LIST OF REFERENCES

Adler, N. J. (2002). International dimensions of organizational behaviour (4th ed.).
Cincinnati, OH: South-Western.

Bangert, D. C., & Pirzada, K. (1992). Culture and negotiation. The International
Executive, 34(1), 43-64.

Berkovich, J., Kremenyuk, V., & Zartman, I. W. (2009). Introduction: The nature of
conflict and conflict resolution. In J. Berkovich, V. Kremenyuk & I. W.
Zartman (Eds.), The Sage handbook of conflict resolution (pp. 1-11). Los
Angeles: Sage.

Berridge, G. R. (2002). Diplomacy: Theory and practice (2nd ed.). New York, NY:
Palgrave.

Berry, W. (896). Negetiating i the age-af-integrityAcomplete guide to negotiating
vvingﬁy'n in business and lifes Londons: N- Brealey.

Bhawna and Gobind (2015). 'Resedrch Methodology and Approaches. Journal of
Research and Method of Education Vol 5, Issue 3 Ver. IV, PP 48-51

Blake, R. R., & Mouton, J. S. (1964). The managerial grid. Houston: Gulf Publishing
Company.

Blake, R. R., & Mouton, J. S. (1970). “The fifth achievement” J.Appl. Behav.Sci.,
6(4), 413-436.

Brown, H. and Marriott, A. (1999). ADR principles and practice, Sweet and Maxwell,

London.

Bryman, A.E. (2001). Introduction to qualitative research. Retrieved from
www.blackwell publishing.com/content/13pl/001-25% 5B1% 5D pdf

42


http://www.blackwell/

References

Carnevale,P., and Pruitt, D.(1992).” Negotiation and Mediation” Annu.Rev. Psychol.,
43,531-582.

Cellich, C., & Jain, S. C. (2004). Global business negotiations: A practical guide.

Mason, Ohio: Thomson/South-Western.

Cheung, S., Yiu, T., and Yeung, S. (2006). "A Study of Styles and Outcomes in
Construction  Dispute  Negotiation." J. Constr. Eng. Manage.,
10.1061/(ASCE)0733-9364(2006)132:8(805), 805-814.

Churchman, D.(1995). "Negotiation: Process, Tactics, Theory”. Boston: University

Press of America.

Cohen, L., Manion, L., & Morison, K. (2000). Research methods in education.
London: Routledge

Creswell, J.&2005) Planning;conducting and evaluating qualitative and quantitative
resg{’gh (4th.ed.), Boston;-PearsonEducation

Dasgupta, A(ZOOS), "Cultural Dynamics in International Negotiations™ . Available at

Social Science Research Network (SSRN): http://ssrn.com/abstract=

Douglas, A.(1962). Industrial peace-making, Columbia University Press, New York.

Dreher,H.M., and Glasgow, M.E.S.(2011).Role Development for Doctoral Advance
Nursing Practice, Springer Publishing Company, New York

Eagly, A.H., & Chaiken, S. (1993). The psychology of attitudes. Fort Worth, TX:
Harcourt.

Fatehi, K. (2008). Managing internationally: Succeeding in a culturally diverse

world. Los Angeles: Sage.

Fellows, R., & Liu, A. (2003). Research methods for construction (3rd ed.). Retrieved
from

43


http://ssrn.com/abstract

References

http://books.google.lk/books?id=bHXPKARZLSwC&printsec=frontcover&s
ource=gbs_ge summary_r&cad=0#v=onepage&q&f=false

Fink, A. (1995). How to design surveys. Thousand Oaks: Sage publication.

Fisher, R. and Ury,W. (1981). Getting to Yes. Houghton-Mifflin, Boston, MA.
Fisher, R. (1985). Beyond yes. Negotiation Journal(January), 67-70.

Fisher, R. (1989). Negotiating inside out: What are the best ways to relate internal

negotiations with external ones? Negotiation Journal(January), 33-41.

Follett, M.P. (1940). “Constructive conflict” H.C. Metcalf and L. Urwick, eds.,
Dynamic administration: The collected papers of Mary Parker Follett,

Harper, New York.

Gardner, M_.J, and Altman, D.G. (1986). Confidence, intervals rather than P values:
es@@tion father than Aypothesis, testing. British Medical Journal. Vol
298746750

Ghauri, P. N. (2003). A framework for international business negotiations. In P. N.
Ghauri & J.-C. Usunier (Eds.), International business negotiations (2nd ed.).

Oxford: Elsevier.

Goldman, A. L., & Rojot, L. (2003). Negotiation: Theory and practice. Hague ; New

York: Kluwer Law International.

Gosselin, T. (2007). Practical negotiating: Tools, tactics & techniques. Hoboken, NJ:
John Wiley & Sons, Inc.

44



References

Hall, J (1969). Conflict management survey: a survey on one's characteristic
reaction to and handling of conflicts between himself and others. Conroe,

Texas: Teleomerrics International.

Hashim, H.M., International Negotiation Styles: A perspective of Malaysian
Diplomats (unpublished PhD dissertation). Aukland University of
Technology

Hendon, D. W., Hendon, R. A., & Herbig, P. A. (1996). Cross-cultural business

negotiations. Westport, Conn.: Quorum,

Idawu, F.O, Ogunbiyi, O.E & Hungbo, A.A.(2015), An Evaluation of the use of ADR
in the Nigerian Public Construction Project Disputes, International Journal
of Sustainable Construction Engineering & Technology (ISSN: 2180-3242)
Vol 6, No 1

Kimure @(&V Inférnational Megetiationi Wetors! structure/process, values (pp.

It =5 |
iX‘Xf). New-York: St Martin's’Press

Klanderman, B., & Smith, J. (2009), Survey reseaich: A case ior comparative designs.
Survey Research, 3-31. Retrieved from
http://www.soc.uoc.gr/socmedia/papageo/Survey_research.pdf

Lawrence, P,. R., & Lorsch J., W(1967). Organization and environment. Boston:

Graduate School of Business Administration, Harvard University.

Lewicki, R.J., and Litterer,J.(1985). Negotiation, Richard D. Irwin, Homewood, 111.

Lewicki, R. J., Saunders, D. M., & Minton, J. W. (2001). Essentials of negotiation
(2nd ed.). Boston, Mass.: Irwin/McGraw-Hill.

45



References

Manning, T., & Robertson, B. (2003). Influencing and negotiation skills: some
research and reflections - Part 1: Influencing strategies and styles. Industrial
and Commercial Training, 35(1), 11-15.

Manning, T., & Robertson, B. (2004). Influencing, negotiation skills and conflict-
handling: Some additional research and reflections. Industrial and
Commercial Training, 36(3), 104-109.

Massey, A., & Miller, S. J. Tests of Hypotheses Using Statistics. Retrieved from
http://web.williams.edu/Mathematics/sjmiller/public_html/BrownClasses/1
62/Handouts/StatsT

Mintu-Wimsatt, A., and Calantone, R. (1996). “Exploring factors that affect
negotiator’s problem-solving orientation.” Journal of Business and Industrial

Marketing,11(6),61-73.

Moran, R. g & Stripp, W Gi €199 0, Dypammics-of successiul international business
ne@‘ig“%i'ations. Eoustonc GuliEubtisking Cs:

Newcombe, R. (1996). “Empowering the construction project team”
Int.J.Proj.Manage., 14(2), 75-80.

Niglas, K. (2004). The combined use of qualitative and quantitative methods in
educational research (Dissertation on Social Science). Tallinn Pedagogical
University, Estonia.

Ogilvie,J.R. & Kidder,D.L. (2008) "What about negotiator styles?", International
Journal of Conflict Management, Vol. 19 Iss: 2, pp.132 - 147

Plantey, A. (2007). International negotiation in the twenty-first century. Oxon:

Routledge-Cavendish.

Pruitt, D. G., & Rubin, J. Z. (1986). Social conflict: escalation, stalemate, and

settlement. New York: Random House.

46



References

Punch, K.F. (2005). Introduction to social research: Quantitative and qualitative
approaches (2nd ed.). London: Sage publications Ltd.

Raiffa, H. (1982). The art and science of negotiation. Cambridge: Harvard University

Press.

Rahim, M.A., and Bonoma, T.V. (1979). “Managing organisational conflict: A model
for diagnosis and intervention.” Psychol. Rep., 44, 1323-1344.

Rahim, M.A., (1983). Rahim organisational conflict inventories: Professional

manual, Consulting Psychologist Press, Palo Alto, Calif.
Rahim, M.A., (1992). Managing conflict in organisations, 2" Ed., Praeger, London

Rahim, M.A., (1992). Managing conflict in organisations, 3" Ed., Quorum books,
Westport, Conn.

Rahim, M.@i’?gand Magner, N.R..£4995). . “Cornfirmatory. factor analysis of the styles
of;f};‘_l;anding ioterpersenat cenflict:  First order factor model and its
invariance across groups. ” Journal of Applied Psychology. Vol 80, No 1,
122-132.

Rahim, M.A., (2002). “Toward a theory of managing organisational conflict”, The
International Journal of Conflict Management, Vol. 13, No. 3, pp. 206-235

Jones, S.R.(1994). “How constructive is construction law?” Constr. Law J., 10(1),
28-38.

Salacuse, J. W. (2003). The global negotiator: Making, managing and mending deals

around the world in the twenty-first century. New York: Palgrave Macmillan.

Schellenberg, J. A. (1996). Conflict resolution: Theory, research and practice.
Albany, NY': State University of New York Press.

47



References

Stevan, C.M. (1963). Strategy and collective bargaining negotiation, McGraw-Hill,
New York.

Shapiro, D. L., & Kulik, C. T. (2004). Resolving disputes between faceless disputants:
New challenges for conflict management theory. In M. J. Gelfand & J. M.
Brett (Eds.), The handbook of negotiation and culture (pp. 177-192).
Stanford, California: Stanford Business Books.

Shell, G. R. (2001). Bargaining styles and negotiation: The Thomas-Kilmann conflict

mode instrument in negotiation training. Negotiation Journal(April), 155-174.

Tan, W. (2002). Practical research  methods. Retrieved from
http://socionet.webs.com/Metode%20calitative/02_(L3) Dawson-
How%20t0%20Define%20Y our%20Project%20(capl).pdf

Thomac K \W L Kilmann P H/107A4Y Thomac-Kilmann econflirt rv]ode

B Pt TywxedordNew Yokl oGO M alngx
o
=)
Thoma W N nnfHet andceonth nnette’ ed.’

Handling of industry and organization psychology, Rand McNally, Chicago,
889-935.

Thomas,K.W and Kilmann, R.H. (1978)” Comparison of Four Instruments
Measuring Conflict Behaviour” Psychological Reports 1978 42:3c , 1139-
1145

Thompson, L. L. (1990). Negotiation behaviour and outcomes: Empirical evidence
and theoretical issues. Psychological Bulletin, 108(3), 515-532.

Volkema, R. J. (1999). The negotiation toolkit: How to get exactly what you want in
any business or personal situation. New York: American Management

Association.

48



References

Walton, R., and McKersie, R. (1965). A behavioural theory of labour negation: An
analysis of a social interaction system, McGraw Hill, New York.

Yiu, T. W,, Cheung, S. O., & Lok, C. L. (2015). A Fuzzy Fault Tree Framework of
Construction Dispute Negotiation Failure. Engineering Management, IEEE
Transactions on, 62(2), 171-183.

Zack, J.G.(1994).” The Negotiation of settlements- A team spirit” Cost Eng., 36(8),
24-30.

Zartman, 1. W. (1994). Negotiating cultures. In P. Berton, H. Kimura & I. W. Zartman
(Eds.), International negotiation: Actors, structure/process, values (pp. 1-7).
New York: St. Martin's Press.

Zartman, 1. W. (2009). Conflict resolution and negotiation. In J. Berkovich, V.
Kremenyuk & |. W. Zartman (Eds.), The Sage handbook of conflict

49



Appendix D:

Negotiation Styles of Sri Lankan Project Managers in Dealing with
Client and Consultant Organizations

Dear Sir / Madam,

Dissertation — M.Sc. in Construction Law and Dispute Resolution

| am following a M.Sc. course on Construction Law and Dispute Resolution at the
Department of Building Economics at University of Moratuwa. In order to fulfil the
requirements of this degree program, | am required to undertake a research and
produce a dissertation. The topic I have chosen is “Negotiation Styles of Sri Lankan
Project Managers in Dealing with Client and Consultant Organizations”.

| would be grateful if you could complete the attached questionnaire within your busy
work schedule. The information provided by you will be treated with strict
confidence,‘f'itwill belysed-lonly for!thel plivpose 'of Hulfiling requirement for
module disseriationlcalrtheabble scourdse andctiareowould not be specific
referencesitaany indiviguabonan orgahization.

Thank you.
Yours faithfully,

Supervisor
U.N.Piyasiri Dr. (Ms) Sachie Gunathilake
M.Sc. Student Senior Lecturer
Department of Building Economics Department of Building
Economics Telephone: 0719253558 Faculty of Architecture
Email:piyasiriun@yahoo.com University of Moratuwa
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Appendices

QUESTIONNAIRE SURVEY

Negotiation Styles of Sri Lankan Project Managers in Dealing with
Client and Consultant Organizations

Information given by you will be used for the academic purposes only.
Basic information about you
(Please "X" your answers in appropriate cage

Your experience in years as a Project Manager

0 -5 years

6 - 10 years

11 - 15 years

[l
: Xgu.; above
— A

=)
\ '

Instru

Questions should be answered considering the negotiations carried out during
construction period only.

Try to recall as many recent negotiations (conflict situations) as possible in answering
these statements.

Please indicate your agreeableness or disagreeableness for the statements in the
questionnaires in following scale;

1 = Strongly disagree

2 = Disagree
3 = Neutral
4 = Agree

5 = Strongly agree

You are kindly requested to fill both sections.
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Appendices

SECTION -1

Please rate your usual negotiation behaviour with Client organizations during construction
period of a project. Try to recall as many recent conflict situations as possible in ranking these
statements.

Key:

1 = Strongly disagree 2 = Disagree 3 = Neutral 4 = Agree 5 = Strongly agree

1 | I'tryto investigate an issue with the Client to find a solution acceptableto | 1 |2 |3 |4 |5
2 | | generally try to satisfy the needs of the Client. 11213]4|5
3 | lattempt to avoid being “put on the spot” and try to keep my conflict 11213145
with the Client to myself.
4 | Itry to integrate my ideas with those of the Client to come up with a 11213145
decision jointly.
5 | I try to work with the Client to find solutions to a problem which satisfy | 1 [2 (3|4 | 5
our expectation.
6 | 1 usually avoid open discussions of my differences with the Client. 1123 (4|5
7 | I'try to find a middle course to resolve an impasse. 1123|415
8 | I use my influence to get my ideas accepted. 1123|415
9 | I use my authority to make a decision in my favour. 112(3|4|5
101 | usually accommodate to the wishes of the Client. 112131415
111 I give in to the wishes of the Client, 11213415
12 | lexchap slaccurate information with the Client to solve a problem 112131415
togetiiersy
131 usually;éilovv concessions to the Glient. 11213145
14 | | usually propose a middle ground for breaking deadlocks. 112)1314]5
15| | negotiate with the Client so that a compromise can be reached. 11213]4|5
16 | | try to stay away from disagreement with the Client. 11213]4|5
17 1 | avoid an encounter with the Client. 11213145
18 | | use my expertise to make a decision in my favour. 1121345
19| | often go along with the suggestions of the Client. 11213]4|5
20 | T yse “give and take” so that a compromise can be made. 112]3]4]5
21 | | am generally firm in pursuing my side of the issue. 112]3]4]5
2o | I'try to bring all our concerns out in the open so that the issues can be 11213]4ls5
resolved in the best possible way.
23 | | collaborate with the Client for a proper understanding of a problem. 112131415
24 | | try to satisfy the expectations of the Client. 112131415
25 | | sometimes use my power to win a competitive situation. 112(3]|4|5
26 | | try to keep my disagreements with the Client to myself in order to 112131415
avoid hard feelings.
27| 1 try to avoid unpleasant exchanges with the Client. 11213145
28 | | try to work with the Client for a proper understanding of a problem. 112131415
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Appendices

SECTION -2

Please rate your usual negotiation behaviour with Consultant organizations during
construction period of a project. Try to recall as many recent conflict situations as possible
in ranking these statements.

Key:

1 = Strongly disagree 2 = Disagree 3 = Neutral 4 = Agree 5 = Strongly agree

1 | | try to investigate an issue with the Consultant to find a solution |1 |2 (3|4 |5
acceptable to us

2 | | generally try to satisfy the needs of the Consultant. 112|3]4]5

3 |1 attempt to avoid being “put on the spot” and try to keep my conflict 112131415
with the Consultant to myself.

4 | I'trytointegrate my ideas with those of the Consultant to come up 11213145
with a decision jointly.

5 | I try to work with the Consultant to find solutions to a problemwhich |1 |2 |3 |4 | 5
satisfv our expectation.

6 | lusually avoid open discussions of my differences with the 1123|415

7 | Itryto find a middle course to resolve an impasse. 1123|415

8 | I use my influence to get my ideas accepted. 1123|415

9 | luse my authority to make a decision in my favour. 112(3|4]|5

10 | | usually accommodate to the wishes of the Consultant. 112(3|4]5

11| | give in to the wishes of the Consultant. 112(3|4]5

12 | I exchapge accurate information with. the Consultant to,solve a 112131415
moblemigqether.

131 usualivajlow cdndessions)ta the Chasultant 112]3]4|5

141 usually_ipir,opose amiddie/ground fforspredking deadlocks. 112]3]4|5

15 | | negotiate with the Consultant so that a compromise can be reached. 112]3]4|5

16 | | try to stay away from disagreement with the Consultant. 112|3]4]5

17 | 1 avoid an encounter with the Consultant. 112]3|4]5

18 | | use my expertise to make a decision in my favour. 112|3]4]5

19 | | often go along with the suggestions of the Consultant. 112]3|4]5

20 | T use “give and take” so that a compromise can be made. 112]3|4]5

21 | | am generally firm in pursuing my side of the issue. 112|3]4]5

22 | I'try to bring all our concerns out in the open so that the issues can be 11213145
resolved in the best possible way.

23 | I collaborate with the Consultant for a proper understanding of a 112131415
problem.

24 | | try to satisfy the expectations of the Consultant. 112|3]4]5

25 | | sometimes use my power to win a competitive situation. 112345

26 | 1 try to keep my disagreements with the Consultant to myselfinorder |1 |2 |3 |4 | 5
to avoid hard feelings.

27 | | try to avoid unpleasant exchanges with the Consultant. 112(3|4]5

2 || tr)é) Ito work with the Consultant for a proper understanding of a 11213145
problem.
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