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Evyaprotieg

"Eva pokp kot tAovoto tagidt yvmong Kot EUmepiog ¢TaveL 6To TEAOG TOV Kot aicHdvopot tnv
avaykn va omevfive Eva HEYEAO EVYOPIGT® GTOVG AVOPOTOVG TOL GTAONKOY GTO TAGL LoV Kot
oTplEav TV TPooTadeld Lov O avTd Ta Xpovia. N1vOw amépavin EVYVOUOGUV Yo, GAOVG
exetvoug mov pe Pordnoav, pe katdiafav, pov copmapactadnkoy Kot cuvEBailay, o Kabévag

LE TOV O1KO TOV TPOTO, GTNV OAOKAN PG OLTNG TNG daTpIP1ig.

[Ipdrta amd dAovg BEA® va gvyaplotiom amd to fA0n T Kapdlds Lov, Tov 04oKAAO,
HEVTOPQ, TPOGTATY, EUTVEVCTN Kol KaBodnynTH LoV, K. AVAGTAGI0 TOAIKO Yio TV
EMIOTNUOVIKY], TVELHOTIKY Kot NO1kn vroctnpiEn mov pov mopeiye. Eniong, Tov evyoapiotd yo
TNV OVEKTIKOTNTO, KO TV DITOROVI TOL EMENEIEE GE 1oL VEX EPEVVITPL TTOV EKOVE AGOM, Yo TIG
TOAVTIHES GLUPOVAEG TOVL, YiaL TN GTHPIEN OV LE XOPE LLOV TPOCEPEPE GE SVGKOAES GTLYLLES TTOV
AVaTOPEVKTO LINPENY KOL Y10, TO YEYOVOS OTL SapOpO®SE o€ peydlo Babiod avtd mov ipon
onuepa. Tov vyoploT® TOV LE EUMIGTEVTNKE Kol TOTEYE GE PEVA OTOV GALOL apPEPailay OTL
LITOP® VO TO KATAPEP® KOl EVYOUOL VAL TOV dkaiwca. AAA®GTE, TPootdinca Kot SoVAEWa TOAD

OKANPA Y10 00 TO.

Tig Wwaitepec gvyapiotieg pov Ba NBera va amevBived Kot ota Ao 00 PEAN TG
TPEAOVS GUUPOVAEVTIKNG EMLTPOTNG TG dtoTpiPng pov, tov kadnynty [Havayidtn Kopdovtn
Kot TNV Kadnyntpro Zovitdvo MavtoyAov, yio Tig SNUOVTIKES GUUPOVALS, TN CLUTOPAGTACT] KOl

TNV QUECT OVTATOKPLIOT OAES EKEIVEG TIG POPEG TTOV YperdoTnKa TN Porfetd Tovg.

Eniong, aioBavopot evAoynuévn mov og 6A0 awtd 10 Taidl ElY0 GLVOSOITOPOVE OV TOL
HEAT TNG EPELVNTIKNG OLLAOAG TOV KUPLov AvaoTtdolov Xtodika kot o pEAN TG EAAN VKNG

Etopiog Oetucng Yoyoroyiog, pe ta omoio popoacstnKape VTEPoyes oTLyHES, Opopea tacida,



a&éyooteg eumelpieg, OAAG KO TOAVTULES YVOGELS. EeXPloth BEom avapesd Toug KOTEYOLV dVO
omovdaiol EPELVNTES, PIAOL Kl cuvepYdTeS, 0 ®odwpng Kupralog kot o Xpnotog
[Telnpxravidng, Tov omoimv ot TPOTACELS, 01 GLUPOVAES, O1 TAPATNPNGELS KOl Ol YVAGELG
amotélecav avektipnm Pondeia kot cuVEPAALAY KABOPIOTIKAE GTIV OAOKANP®GN TOV TOPOVTOG
eyxepnuatoc. H kprtkn patid tovg, og cuvdvacud pe 1 {eotaotd Kot TNV KOAOGLVT| TOVG, LE
ékavay TivTo vo aicBdvopot ac@aing Kot ctyovpn yua 1o amotédecpa. Eniong, svyopiot®
Bepud T1g cvvadEAPoVG Kot KaAég pikec Auntpa Aékka kot Katepiva Avyovstdkn yio
OTLLOVTIKT GUVEIGQOPE TOVG € O14.POopa. GTAdIO EKTOVIONG TNG TAPOLGAS daTPPNG, KBS Kot

v TNV 0K ToVg oTHPIEN.

H oloxApwon g d1dakTopikng pov datpiPng o oy KuploAekTikd adbvatn xwpic
ocvumapdoTacn, evhappuvon kot LYHYMOT NG 01KoYEVELAS Lov. Evyvouovd kabnueptva toug
Yoveic pov, tnv adepen pov Eva, tov adeppo pov Odvo, tnv vaépoyn yoryd Lov Kot tnv
OYOTNUEV OV VOV, Y10 TNV AVIOLOTEAT Ay, TNV TPOGPOPJ, TN OPOVTIda, TNV KATOVON o),
™V avoyn, ™ Padid tiot Toug o€ péva Kot Ttov evBouslacso Tov £deryvay o€ Kdbe vEo Lov
evhpnua, aKOUN Kot oV KATo1eg popég Oev katardPorvay yio Tt Tpdypo plovoa. Kabe pucpn 1
HeyaAn emtuyio pov givor Kon 01kN touve. Emiong, otov ayamnuévo pov aviyld My din opeilm
£va LLEYAAO GUYVMMUT Y10 TO oY VIOlo KoL TV TOPOVGio, LoV TOV TOL GTEPNGN OPKETEG POPES

01N OLBPKELL AVTAOV TOV YPOVOV.

Téhog, evyaplot®d mOAD TG Pihes Kot TOVS EIAOVS OV Y10 TN S10PKN GLUTAPAGTACT| TTOVL
pov mpdoeepay amd TV opyN HEXPL TO TELOG, Y10 TV KATOVONGN TOVG, TNV Oy TOVG, TIG
oLUPOVAES TOVG Kot TiG ateleimTes cuintnoels poc. Tovg evyvopovd mov 6Aa avTd Ta XPoOVIa
VIEPEVOV OOLOUOPTOPTTO TIG ATEAEIMTEG MPEG DOVAELAC, TNV KOVPOOT] KOl TOL VEDPO LLOV KoL

VIOO® gvAoynuévn mov Tovg £x® otr {on Hov.
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Hepiinyn

YK0mOG TG TapoVGoS SaTpPig NTav 1 depevlvnot TG oxEons HeTalh TV cLVAICONUATOV TV
STPAYUATEVTAOV KOL TOV OIKOVOUK®OV 0AAGL KOl TOV KOWOVIKO-YUYOAOYIKMOV OTOTEAEGUATOV
g Swmpayudtevonc. Ipoxeévov va emtevydel 0 okomdc avtde, mpaypotomombnkay dVo
UEAETES, OOV TPOTTLYLAKOT POITNTES YUYOAOYIOG CLUUUETEY OV CE TEWPAUATO EPYACTNPION KO
&ywve toyoio avadeon TV GUUUETEYOVI®OV GTNV TEPOUATIKT OLAd0 1] TV OLAd0 EAEYYOV. XTOVG
CUUUETEYOVTEG TNG OLAdOG TapEUPaOoNC, TPOYUATOTOONKE TPOKANGT GLVALCONUATOV HECH TOV
SWAOYIGHOV aydmNg Kol KOAOGOVNG, 1 OOTEAECUATIKOTNTA TOV Omoiov a&loAoynOnke pe
xpion ™ wouyoupetpwkng kAipokag SPANE-8. 'Emerta  akolovOnoe mpocopoimon
dlmpaypdtevong Katd TNV omoio OAOL 01 GUUUETEYOVTES, EXOVTAG GYNUATIGEL OLAOES, KANOM KOV
va olampoypotevtovy. Ta amoteléopata €0e1&av 0Tt 0 SloAoYIopOg aydmng Kot KOAOGUVIG
odnynoe oe avénuévo emimeda OeTikdv cuvalcONUATOV Kol 6E UEIOUEVO ETITEON APVNTIKAOV
ocvvarcOnuatov. Eniong, swamotmdnke 611 ta Oetikd cvvaucOnuato oyetiCovror pe avénuéveg
mhavoTNTEG SHVOYNG GLUEMOVING Kol PEI®UEVES TBavOTNTEG ad1EEO00V, evd Bpédnke Ot OGO
vynAdtepo givor to emimeda BeTik®V cvvolcOnuatwy, 1060 MydTEPOG Elval 0 YPOVOG OV
OTTOLTEITOL TPOKEUEVOL T ATOLO VO KOTOANEOVY G€ GUUPMVIN. 26TOGO, 01 VTOOEGELS aVaPOPIKAL
LE TN 0Y£0T TOV GUVAICONUATOV [E TIG PLAOO0EIES KO TIG TPOGOOKIES TOV OATPAYLOTEVTOV OEV
emPBePardOnrov. Ocov apopd GTa OIKOVOUIKE OTOTEAECUATO TNG OLOTPAYUATEVOTG, PAVIKE OTL
T OETIKA GUVOIGONLLOTO O GVVOLOVTOL LLE T ATOLKA KoL Ta, apolPaio kEPOT, dALE To apVNTIKA
ocuvalcOnuoto cvoyetilovior apvnTiKa pe avtd, @avepmdvovtag 0Tt 660 LYMAOTEPA Eivar Ta
EMIMESO TOV APVNTIKOV GUVOIGONUATOV, TOGO YOUNAOTEPQ EIVOL TO, ATOUIKA KO TO SVOSIKE KEPOT
YO TOUG OlOMPOYUATEVLTEG. XYETIKA HE TO  KOWMVIKO-WYUYOAOYIKG OmOTEAEGUATO NG

dwmpaypdtevong, £ywve eovepo 0t 1 Biwon vynAdV emnédmv BeTikdv cuvarcOnudtov petd ™
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SlmpaydTevon cLVOLETOL te BETIKOTEPEG AVTIANYELS TOV OOTPAYLATEVTMV Y10 TO. OIKOVOLLK(L
OOTELEGULATO KO TOV {010 TOVG TOV €AVTO KOl HE DYNAOTEPO EMIMESN GUVOAIKNG TKOVOTOINONG
amo T Jwmpaypdrtevon. EmmAéov, 1000 ta atopkd 6co kot to apolPaio k€pdn eavnke va
oyetifovton pe KAmoles omd Tig O106TACELS TG VTOKEEVIKNG a&iag Twv dtompaypatevtdv. Tédog,
&val aKOUT oNUOVTIKO gupMpa TG Tapovoag STpPrg ivar To yeyovog 0tL Ppébnke mog Ta
Eexmplotd BeTiKd Ko opynTiKa cuvolcHpato oxetiloviot O1POPETIKA LE TOL OTKOVOLKE Kot To,

KOW®OVIKO-YLYOAOYIKA OTOTEAEGLLATO TG SLOTPOY LATEVLOTG.

Aéeig-kherong: Oetikd cvvarcOnuotoa, Apvntikd cvvoicOnquata, Awepels dompaypatedoels,

Awdwosio TpoKANong cuvorsOnudtmv, AlAOYIGHOG 0yImNG Kol KOAOGVYNG
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Abstract

The purpose of this dissertation was to investigate the relationship between negotiators’ emotions
and the economic and social-psychological outcomes of negotiation. To achieve this goal, two
studies were conducted, during which undergraduate psychology students participated in
laboratory experiments and were randomly assigned to either the experimental or the control
group. The emotions of the participants consisting the intervention group were manipulated
through loving-kindness meditation, the effectiveness of which was assessed using SPANE-8.
Following the mood induction procedure, all participants, having formed dyads, were engaged in
a negotiation simulation. The results showed that loving-kindness meditation led to increased
levels of positive emotions and decreased levels of negative emotions. Additionally, positive
emotions were found to be associated with increased cooperation potential and reduced likelihood
of impasse, while it was also found that the higher the levels of positive emotions, the shorter the
time duration needed for negotiators to reach an agreement. Nevertheless, the hypotheses
regarding the relationship between negotiators’ emotions and their aspirations and expectations
levels were not confirmed. As far as the economic outcomes of the negotiation are concerned, it
was found that positive emotions are not associated with negotiators’ individual or mutual gains,
but negative emotions appeared to negatively correlate with them, indicating that the higher the
levels of negative emotions, the lower the individual and dyadic gains. Regarding the social-
psychological outcomes of negotiation, it became apparent that the higher the levels of positive
emotions experienced following the negotiation, the better the negotiators’ perceptions about their
economic outcomes, the feelings about the self, and the overall satisfaction derived from the
negotiation. In addition, both individual and mutual gains appeared to be related to several

subjective value dimensions. Finally, another significant finding of the present thesis is that it
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provided evidence about the different way distinct positive and negative emotions relate to the

economic and social-psychological outcomes of negotiation.

Keywords: Positive emotions, Negative emotions, Bilateral negotiations, Mood induction

procedure, Loving-kindness meditation



15

Kepdraro 1: Evoayoyn

Av Kot Y10 TOAAG ¥pOVIeL 1] GTOVILOTNTO TOV GLVALCONUATOV OTIG SLTPAYIATEVCELS El)E
vroTNOel, 0oV EpEact dSvOTav HOVO GTIG YVOOTIKEG SIEPYOTIES TV SLOTPAYUOTEVTMV, TIG
TEAEVTOIEG OEKOETIEC TO EPEVLVNTIKO EVOLAPEPOV EXEL OTPOPEL TN LEAETT T®V GuVALGONUATOV
OTIG SLOMPAYLOTEVCELS. e 0TO GLVEPaLe Ko 1) avOion Tng Oetikng Yoyoroyiag, Tov KAASOL
NG YuYoAoYiag mov emkevipaveTal oto BeTikd cuvarcOnuota, Tig OeTikég oxéoelg Kot ta etk
YOPAKTNPLOTIKA T®V aATOP®V. 26TOCO, OKOUT KOl CUEPA, O OPOUOC TV HEAETMV TOV
depeuvohv ToV pOLO T®V CLVOLGONUATOV GTIG SUTPAYLATEDGELS EIVOL TEPLOPICUEVOG, TO
EPELVNTIKA EVPNLATO EIVAL GLYVA AVTIPATIKE KoL LITAPYOVY KeEVA ot PiAtoypaeio. Qg ek
TOUTOV, 1 OLEEAYMYTN EPELVAOV AVAPOPIKA LE TO €V AOY® BEpa KpiveTan avaykaio yio TV

TPOOY®YY) TNG EMOTNUOVIKTG YVOONG Kot TPAENG.
O kh@dog g OcTiknig Pvyoroyiag

[Ipwv and tov B’ Iaykoouio [ToAepo, n emoTtun TG Yuyoroyiag iye Tpeig S10popeETIKONS
otoyove: 1) v TpodANyM kat TN Ogpomeio TG YUYIKNG VOGOV, 2) TNV EVIGYLON TNG YOYIKNAG
VYELOG KO TNV O1KOSOUNOT ULAG 710 Tapay®yikng Long kat 3) TNV avoyvadpion Kot avartuén tov
TaAEVTOV. Q6TOGO, 01 GUVETELES TOV TOAEUOL ETYAV O OTOTEAEGLOL T LETATOTIOT TOV
EVOLPEPOVTOG OXEOOV KT  OMOKAEIGTIKOTNTO GTIV OVTILETOTIOY Kot T Ogpameio Tov yuytkov
dltapaymv, YEYovos 6To omoio cuvetédeoe oe peydro Padbuod n idpvon g Evoong Betepdvav
[ToAépov otic Hvopéveg Iolreieg to 1946 kot tov Apepikdvikov Ivatitovtov Poyumg Yyeiog
10 1947. Tlapd 10 yeyovdg 6t 1 €oticom avtr] cuvéBaie kKaBoploTikd 6T dlayeiplon Kot TV
QVTILETOTION TNG Yuyomaboroyiog, 6TV avakoLPIGT TOV CUUTTOUATOV KOl GTNV OVAKTNOT TNG

AELITOVPYIKOTNTOG TOV ATOUMV, WGTOGO, OTOTEAECE TOV PAGIKOTEPO TOPEYOVTO. Y10l TOV OO0 M



16

evioyvon g morottog {oNg kot n Tpoaywyn g evimiog té0nkav oto mepdmpro (Etarikog &

Mvotokidov, 2011. Seligman & Csikzentmihalyi, 2000).

Katd ™ dudpxeta g dekaetiog tov 1950, 6toyaotéc Tov avipomotikod peduatog Omms
ot Carl Rogers, Erich Fromm kot Abraham Maslow, cuvéBolav oty avalondpwon Tov
EVOLPEPOVTOG AVAPOPIKA LLE TO €V {NV TOV aTtdU®V, HEGH NG avaTTLENG Bemprodv mov eotialav
otV gutuyia kot 6Tig Oetikég Truyég g avOpomivng evong (Linley kot cvv., 2006). Iapd
omovdaio ot €EEMEN, LEXPL KaL TAL TEAT) TOL TPOTYOVLEVOL OV NTAV KONAOG O
TPOPANUATIOUOG GYETIKA LE TO OV 1 OITOLGIN WYVYIKNG VOGO 1600ToL LE TNV VIopEn YuyIkng
vyelag, dMAadn v aicOnon TANPOVE COUATIKNG, YUYIKNG Kol KOWOVIKNG evnuepiag. H
aVayvVOPLGT TOV YEYOVOTOG OTL Ta. dtopa xwpic yuyomaboroyia dev ivat amapaitnta
EVTLYIOUEVO, GE GLVOLOGHO LLE TN GUVELONTOTOINGT OTL 1] EMGTHUN TNG YLYOAOYiag elye
TOPAUEAGEL TOVS 0VO ATTd TOVG TPELS OPYLKOVS TNG GTOYOVG, 0dNyNoay o1 YEvvnon g OTikng
Yuyoloyiag, n omoia 16pvONKe To 1998 and tov Martin Seligman w¢ dtokpitdg KAASOG TG

Apepikavikng Poyoroywkrg Etaupeiog (Ivizan kot cvv., 2015).

O khddoc g Oetikn|g Puyoroyiag, oe avtiBeon pe TIg TOPASOGIOKES TPOGEYYIGELS TG
YuYoAoyiog Tov £6TIALOVV OTIC WUYIKES dtaTapayEs, eEETALEL TIG GLVONKES KO TIC H1AdIKAGIEG
oV GVUPEALOVY 6TN AetToVPYIKOTNTA KO TNV dvBion TV ovBpdTTOV, ToV OUAd®V Kot TOV
OPYOVICLAOV KOl EYEL O KVPLO 6TOHYO TNV Tpoay®mYN TG Plmong Betikdv cuvaicOnudtov Kot v
evouVapmon Kot evicyvon tov avlpdnivov dvvatotitov kot apetdv (Gable & Haidt, 2005.
Seligman, 1998. Seligman & Csikszentmihalyi, 2000. Sheldon & King, 2001). Q¢ ek tovtov, 1
Oetikn Poyoroyia exteivetal o€ Tpio SLPOPETIKA enineda: 1) 6TO VIOKEWEVIKO EMinedO, TO
omoio €oTldlel 0N HEAETT TOV BETIKOV OTOUKAOV PLOUATOV Kot EUTEPLOV, OTWS To, OETIKA

ocvvailcOnuoTo, 1 evtuyia Kot To vonua (mng, 2) 610 0TOUIKO ENITEDO, TO OO0 EMKEVIPMOVETIL
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oT1 JlEPELNON TOV BETIKAOV YOPAKTNPIGTIKOV KOl TV SUVATOV GTOLYEIDV TOL YOPAKTNPO, OT®G
1N YEVVOUOTNTO, 1) ETLLOVN KOL 1] GLYYDOPEST] Kot 3) 6TO GLALOYIKO eminedo mov TeEPAAUPAVEL TN
peAér BeTik®dV BecU®OV Kol BETIKOV CLALOYIKMV Kol KOWVOVIKOV HUETAPANTOV, 0TS O
OATPOVIGHOG, 1] KOWV®OVIKY vItevbuvoTnTa Kot 1) epyactakn nown (Boniwell, 2012. Seligman,

2002. Seligman & Csikszentmihalyi, 2000).

Mvupnvikég évvoreg otn Otk Yoyoroyia

H épevva ot Oetikn Poyoroyia divel Epgaon oe pa IAndodpo LeTaPANTOV, OTMS 1N YUK
avOEKTIKOTNTA, 1 YUYOAOYIKY| pOT|, TO VO (NG, TO amolapPavey Kot Ta SuvoTd GTolXElD TOV
YOPOKTNPO, 01 OTTOlEG SVVAVTAL, LECH TNG EVEPYOTOINGTG WYLYIKADV UNYOVIGLMV, VO, 001y iCOoVV
oTNV &N TV EMTEIDV TNG YUYOAOYIKNG EVNUEPING TV aTOU®V. Q0TOGO0, GTNV TAPOVLGH
dwtpiPn e€éyovoa BEom katéyovv Ta BeTikd cuvarcHnuata, ot BeTikég oxéoelc, Kabmg Kot ot

BeTcég TopePAoelg o omoieg £Y0VV GYEOIAOGTEL KOl EPAPLOGTEL Y10 TNV EVIOYLGN TOVG.

Ta Octika cvvarcOijuaro.

Ta cuvousOpato amoteAoHV GOVTOUES EUTEPIES, IKOVES VO TPOKAAEGOVY OALAYEC OTIC
YVOOTIKEG AEITOVPYIES, TI CLUTEPLPOPE KO TIG PLGLOAOYIKEG AVTIOPACELS TOV ATOUOV
(Fredrickson & Branigan, 2005. Lerner & Keltner, 2000. Mauss kot cvv., 2005. Rottenberg ko
ovv., 2007). Ot avBpmmotl Bidvouy ToAAG Kot S1opopeTIKA, BETIKA 1 opyvnTIKd cuvoncOnuoTa, T
omoio emnPeAlovV TN CLUTEPLPOPA TOVE TOGO GTNV TPOCHOTIKY] OGO KOl GTNV EPYOUCLUKT TOVG
Con (Van Kleef kot ovv., 2016). Ta dtopa, w6tdG0, S0QEPOVY MG TPOS TOV TPOTO Pimong Twv
ocuVaIsONUATOV TOVG, KAOMG aVTA TPOEPYOVTIAL EITE OO GUYKEKPLUEVA YEYOVOTO, E1TE OO
oTafePA YOPOUKTNPLOTIKA TG TPOSOTIKOTNTAS TOVS. AVTH 1 dlopopd eENYEL TO YEYOVOS OTL O1

avOpomot tpoceyyilovv pe dopopetikd Tpomo Tig eumelpieg tovg (Greenberg & Baron, 2003).
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2mv vrdpyovoa Piproypaeia, n Evvola Tov cuvoicHnpatog (emotion) dapopomroteiton
amo v évvola g dtibeong (mood). To cuvaicOnua apopd o éva cuykekpipévo gpébiopa, £xet
pKp”| dtdpKeto Kot LeYAAn £vTact), evo 1 StiBeo avapEPETaL GE Lo O1dyvTN BETIKN 1 ApVNTIKY|
aicOnon, dev £xel cuykekpipévn KatevBovor, dev Tpokoieitot omd cuykekpipévo epédiopa Kot
Eyel peydan duapketa ko pkpn évraon (Eich kot ovv., 2000. Parrott, 2001. Russell, 2003). Ztmv
TPOYUATIKOTNTO, TO GuValoOpaTo Kot 1) 01d0eon adiniosEaptdvtat, dedopévou 4Tt 1| dtdfeo
ALEAVEL TNV TOAVOTNTA EVEPYOTOINGNG GVYKEKPLEVOV GLVULGONULATOV KOl T0. CLVULGON LT

duvovtol va TpokaAécovy cuykekpiuévn o1dbeon (Ekman & Davidson, 1994).

Ta apvntikd cuvousOnquata Exovv cuvoebel pe ®ONcelg ya dpdon amévavtt oe
epebiopara Ta omoia elval amelnTikd TOGO Y1 T YLYIKY OGO Kol Y10l T COUOTIKN OHo10GTAoN
ToV atopov. ['a mapdodetypa, o POPog onpovpyel 6To ATOUO TV TAGT YO VYT, 0 BLUOS TV
tdon y enifeomn, n andia TV TAGN Yo EUETO, N EVOYT TNV TAGN Yo eTavopBmon k.0.K. Ot
TAGELS AVTEG OEV AMOTEAOVV OMAEC GKEYELS, OAAG akoAOVOOVVTOL OO OAAAYEG GE OLOPOPETIKE,

eninedo, g Puctoroyiag Tov atdpov (Fredrickson, 2003).

Ao TV GAAN, T BTIKA cLVOLGOMLOTO ETITEAODVY TANOD PO EVEPYETIKMV AEITOVPYLDOV KO
N KoaAAépyeta toug glvan avoaykaia, oyt poévo yati n fiwon tovg avayvopiletor og Betikn| omd 10
dropo, aALd Kot yroti amoteAovy Pactkd HEGO Y1 TN YOXOAOYIKY| ovATTLEN Ko vmuepio TOv
atopov (Xrodikag & Mvutokidov, 2011). H Fredrickson (2013) diékpive déka Oetucd

cuvacOnuota, oto omoia otnpiydnke N Bewpia g Avtd eivat:

1) n xopd, mov wOel To dTOUO GE PLOIKO KO TVELLATIKO oL Vidt,

2) 1 evyvouooHVN, TOV T0 ®WOEl 68 TPAEELS KOl CUUTEPLPOPES EVYEVELNS KO

YeEVVOL00mpiag Tpog GAA dtopa To omoia Bempel mwg amoteAoHV TV TN TG KAAOTLYING TOV,
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3) N YaAvn, Tov TpokOTTEL 0TV Prddvel ikovomoinon kot 0EAeL vo amotelécovy vEEg

TPOTEPALOTNTES Ol GLVONKEG TOL TO OONYNCAV GE AT,

4) 10 eVOl0PEPOV, TOV KAVEL TO ATOLO 0VOLYTO OE VEEG EUTELPIEG,

5) n eAmida, mov Prdveton OTav 01 cuVONKeG etvon SVoKOAES Kl WOl TO ATopo va

a0 OEL TIC IKOVOTNTEG TOV KOL TV EPEVPETIKOTNTA TOV TPOKEYLEVOL VO TIG OVTILETMTIGEL,

6) n vepnedvela, 6tav VLapyEL Lo KoAr Koo kot o dtopo embopet tepiocdTEPA KO

L0 ONUOVTIKE ETLTEVYULOTOL,

7) 1 draokédaon, 0oL To dropo mOeitat va yivel SNUIovPYIKd GOTE VO TOPATEIVEL TV

aiocOnon evboupiog mov Pudvet,

8) n éumvevon, mov dnpovpyeitol OTav TO ATOUO YIVETOL LAPTLPAG EVOS GTUOVTIKOD

EMTEVYATOG KO EMBVLEL VO 0OGEL TOV £0VTO TOV GE AVTIGTOLYO EMIMEDO APLOTELNG,

9) 10 dé0c, 6Tav avtikpilel peydang KAILaKoS opopeld 1 koloohvn Kot eTBLUEL va Tig

evtagel ot {on Tov, Kot

10) n aydmn, n omoia Prodvetar mo cuyvd o GOYKPLoN e To GAAL BETIKA cuvalcO LT

KOl TPOKVTITEL G AMOTELEGLLOL ETE EVOG EITE KATOI®V OTTO AVTAL.

Ocwpia d1evpovens Kal 0ouneis Ty Oetik@y covarcOnudrwy. LOPEOVo. pe T Bewpio
devpuvong kot dounong Tev Betikdv cuvarstnuatov (broaden-and-build theory of positive
emotions. Fredrickson, 1998, 2001), ta Oetikd cuvoicOnpata GOUPAALOVY GTOV EUTAOVTIGHO
TOV PEMEPTOPIOV OKEYNG Kot SPAoTG KOl GTNV AOKTIOT VE®V Kol S0 POVIKDOV QUGIKAOV (TT.X.,
Danner kot cuv., 2001), kowvovik®dv (w.y., Aron kot cvv., 2000), Tvevpatikdv (.y.,

Csikszentmihalyi & Rathunde, 1998) kot yuyoloyikdv ndépwv (w.y., Folkman & Moskowitz,
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2000. Fredrickson ka1 ovv., 2003), Tovg 01010VG TO ATOWO UTOPEL VO 0ELOTOMNGEL LEAAOVTIKA.
Avt 1 dwdkacio 0dnyel ot Piwon axoun teptocdTEp®V BETIKOV cuvolsONUATOV,

ONUIOVPYDOVTOS KATE VTOV TOV TPOTO L0 ATEPLOV OVEMGGOUEVT dALGT1da BeTIKOTNTAS.

H Beticdt T amotedel pio Evvola mov TEPLYPAPEL TN YVOGTIKY, COUOTIKT KOt
cuvalcONUOTIKN KATAoTaon otny ontoia BpickeTon To dtopo 6tav Provet Betikd cuvasOnpato
ko gpmepieg. H Betikdtnta etvon e00pavotn ko Nma oe Eviaon. Xpetdletal apkeTog ypovogs yio
va KoAAepyNOel ko va edponmBel Kon amattel cuveyn Tpootadela TOL ATOUOL MG TPOG TNV
GULVELONTOTOINGN Kol TNV Katovonomn tov Betikov epnepudv tov. H Bimon g Betikdtmroc, kot
o1 amAa¢ o ottypaio aichnon andiavong, stvar avtn mov Exetl peyorvtepn onpacio oe Pdbog
YPOVOV, KOODG TPOKELITOL Y10l L0 KATAGTOOT TOL TPOGPEPEL LaKpoTtpOBeso BeTicd

amotedéopato otn {on tov avOpomov (Fredrickson & Losada, 2005).

Emumpocbétmg, cbppwva pe v idwa Bewpia,  Pioon Betikdv cuvaictnpdrtov
GUUPAALEL GTNV AVTILETMOTIOT TOV OPVNTIKOV CLVUGONUATOV, dedopéEvoy 0Tt Ta, OETIKA
CLVUGOMLOTO SPOVV O UTOTEAEGLOTIKA AVTIOOTA Y10 TIG AVEMBVUNTEG GUVETELES TV
apVNTIKOV cuvausOnudtov, Tig onoieg ko e&okeipovv (Fredrickson, 2001. Fredrickson &
Levenson, 1998. Fredrickson ka1 cuv., 2000). H mapamndve vrodeon, yvmor kot og “‘wrodeon
TOV aVTI00TOV’, VITOINAMVEL OTL TOL diTopa OVVOVTOL Vo PEATIOCOVV TN YUYIKT| KOl GOUATIKY TOVG
vyeia Brovovrag mteprocdtepa Oetikd cuvorstnpata (Folkman & Moskowitz, 2000. Fredrickson,

2000).

Ta 0péin TS Piwens Oetik®y cvvaucOnudTmy Kol 1 Yéen TOVS HE TO €0 (Y.
[TAnBopa epguvnTikdv evpnudtwv £xet deiEet 0t 1 Piwon Betikdv cuvaisOnudtov evicydel v
evnuepio tov avOponwv (Diener & Seligman, 2004. Lopez kat cuvv., 2018). Zdupmva pe

Oewpia g Avbevtikng Evtuyiag (Seligman, 2002), o o6 tig omovdaidtepeg mpodmobécelg
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v va {noet éva dtopo pa {on pe vomua eivar 1 Bimon Betikdv cvvaicOnpdtov, dedopévov
Opmg 6t dev amotelel T povadiky Tpovmodeon, 1 ida Oswpio ovabewpnidnke and tov Martin
Seligman (2011), o omoiog katackebace to poviélho PERMA. Zoupova pe avto to poviéro, to
ev (v emtuyydveTal LECH TNG VATTVENG KoL TAPOVGIOG TEVTE GUOTATIKMV 6TY (0N TOV
atopmv. Ta otoyeio avtd eivar 1 Biwon Betikdv cuvaicOnudatmv (Positive emotions),
O€CLEVOT) G PACTNPLOTNTES OV EVYaPLoTOVV TO dtopo (Engagement), n dnuovpyio Betikdv
oyéoemv (positive Relationships), to vonpa (o (Meaning) kot n cuyvn aicnon enitevéng

(Achievement).

Ext6¢ and v evioyvon tov gv {nv, n Piwon Betikdv cuvorsOnudtov coppdiiel ot
dtatpnon Kot v evicyvon g yuykng vyeiag (Aspinwall & Leaf, 2002. Carver & Scheier,
2002. Danner kot ovv., 2001. Folkman & Moskowitz, 2000. King & Miner, 2000. Kubzanskyxkot
ovv., 2001. Mahoney ka1 cuv., 2002. Moskowitz, 2003. Ostir ka1 cuv., 2001), otn BeAtioon g
KAVOTNTOG TOV OTOLOV VO, OVTOTECEPYETUL GTO YPOVIO GTPEG KOl GE GAAEG APVNTIKEG EUTEPIES
(Aspinwall, 1998), ot peimon TV TOAVOTATOV EUEAVIONS YOYIKOV SATAPAYDV, OTMG
KatabAym, ayymdeic drotapoyés, poPicc, oxloppéveta kot e&dptnon and ovoieg (Kashdan &
Roberts, 2004. Lyubomirsky kot cvv., 2005), otnv gvioyvon g yoyikng avOeKTIKOTNTOC
(Fredrickson kot ovv., 2003. Gloria & Steinhardt, 2016. Ong ka1 cvv., 2006) kot oty avénon

TV emrédmV Kavoroinong ard t {on (Cohn kot cvv., 2009).

Eniong, ta Betikd cuvarsOnpota dtadpapatiCovy onpovtikd poAo oty KOAN COUOTIKY
vyeia (Cohen ka1 cuv., 2003. Fredman ka1 cvv., 2006. Kok ka1 cvv., 2013. Tayyab, 2009),
Biwomn Mydtepov ducdpest®V cOUUTIKGOV cuuntopdtov (Lyubomirsky kot cuv., 2005), v
€0pvOUN Aertovpyia Tov avocsomoinTikov cuotiuatos (Cohen kot cuv., 2003) Kot TOL KAPSOKOV

naApov (Tugade kot cvv., 2004), v VTapEN HEIWUEVOV TIOAVOTATOV ELPAVIONG ELPPEYLOTOC


https://www.ncbi.nlm.nih.gov/pmc/articles/PMC3156609/#R4

22

T0V pvokopdiov (Ostir kot cuv., 2001), ta yopnAdtepa enineda TOVOL G ATOLO LE Y POVIXL
voonuata (Cohen & Pressman, 2006. Gil kot ovv., 2004) kor ™) paxpofiotnta (Danner kot cov.,
2001. Fredrickson, 1998. Huppert & Whittington, 2003. Levy ka1 cvuv., 2002. Moskowitz, 2003.

Xu & Roberts, 2010. Ostir kot cvv., 2000. Ostir kot cvv., 2001).

g 0,TL 0QOopE GTOVG KOWVMVIKOUS TOPOLGS, £xel Bpebel mwg ta BeTikd cuvoisOfuata Kot n
apoiBaio Biwon Tovg 00N YoV GE TTO GTEVEC, OVGLUCTIKESG KOl AVOEKTIKES GYECELS GTO YPOVO
(Danner kat ovv., 2001. Fredrickson, 1998), kabmg topoakivodyv Toug avBpmmovg vo. avalntody
pHeALOVTIKES evKanpieg va cuvdehovv e aAlovg (Whelan & Zelenski, 2012) kot va gvieydcovv
TOVG KOWVOVIKOVG TovG deopots (Ramsey & Gentzler, 2015). Avtd emainfedeTon amd apketd
EVPNUATO TTOV POVEPDOVOLY TS Ta. BETIKG cLVALGHNUATA 0dNYOVV GE PLEYAADTEPO EVOLAPEPOV Y10
tou¢ AALovg (Johnson & Fredrickson, 2005) kot og vynAdTEPQ EMIMES O SLATPOCMOTIKNG

eumiotoovvng (Dunn & Schweitzer, 2005) kot cvpndviag (Nelson, 2009).

Ta cuvarcHnpata acKovV oTUAVTIKY EMIOPOOT) KO OTIS YVOOTIKEG AELTovpYied,
CLUTEPIAAUPAVOUEVAOV TNG AVTIANYNG, TG TPOCOYNS, TNG LABNONS, TNG LVINUNG Kot TG EmiAvong
npoPAnudtov (Jung kot cuv., 2014, Phelps, 2004. Seli kot cvv., 2016. Tyng kot cov., 2017. Um
Kot ovv., 2012. Vuilleumier, 2005). Avagpopikd e ta Oetikd cuvousOnpata, Exet fpedei 6Tt
BeAtidvouv T oKEYN, T ANYT OTOQAGE®V, TNV EMIAVGT TPOPANUATOV, TN ONHovPYIKOTNTA,
KaO®G Ko Tig Aowég faoikég Kot oOVOeTEG YVOoTIKES Aettovpyieg (m.y., Fredrickson, 2001.

Kazen & Kuhl, 2005. Roehm & Sternthal, 2001).

Mo amd 116 omovdadtepeg LITOHEGEIS TOL TPOKLITTOVY Amd TN Bewpia dlevpLVONG KoL
dounong, apopd oto yeyovog 0Tt ta fetikd cuvaucOnuata dSvvavtal va coppfdrovy ot Bertiooon
Kot dlevpuven TV yvootikdv ikavottov (Fredrickson, 1998, 2001. Fredrickson & Branigan,

2005), evd avtifétmg 1 Biowon apvntikdv cuvarcbnudtov tig eplopiler (Derryberry & Reed,
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1998). [T cvykekpyéva, £xel pavel 6Tt o dropa mov Pudvovy BeTikd cuvousOfuoTa
eMOEKVOOLV dlevpupévn mpocoyn (Basso kat cuv., 1996. Fredrickson & Branigan, 2005),
TPOTOTLTO Kat EVEMKTO TpOTO okéyng (Bolte kat cvv., 2003), eivor avorytd o€ VEES
nAnpogopieg (Estrada kot cuv., 1997) kot mo arotelespatikd (Isen kot cvv., 1991). Me dAda
Aoy, To TOPOTTEVE AmOTEAOVV AOTEAEGLOL TNG SIEVPVVGT|G TTOL EMLTLYYAVETOL LEG® TNG Plwong

Oetikdv cuvausOnudrtov (Fredrickson & Branigan, 2005).

[ToALoi eivon o1 peeTnTég OV £Y0VV dlepeVVIICEL TNV EMIOPOCT] TV GuVALGONUATOV GTN
dnuovpykdTta. [Mapd to yeyovdc 6tL To evpHuata ivar cvyvé ovtipatikd (Zenasni & Lubart,
2002), n mieioynoio TV HEAETOV KATOOEIKVVEL OTL Ta, OeTikd cuvarcOnpoata fonbodv otnv
avantuén g dnovpykodtntag (w.y., Grawitch kot cvv., 2003. Mikulincer & Sheffi, 2000). M
e&nynon mov £xet 600l eivon 6Tt TaL BTG cuvalcHNpaTa dlevKOoAVVOVY TNV TPOSPaoT GE
Betikéc mAnpoopiec ¢ pvnung (Lyubominsky kot ovv., 2005), evd pio GAAn 6t 1 Bioon
OeTikdV cuvalsONUATOV 001 YEL GTNV EKKPIOT] VIOTAUIVIG TTOV UE T GEPA TNG EMOPA GTNV
evioyvom TG YVOOTIKNG ELEAMEING Kol TNG ONUIOVLPYIKTG EMiAvong TpofAnudtov (Ashby kot

ovv., 1999. Ashby, ka1 cuv., 2002).

Ao v AN, Kdmoleg Epevveg Exovv Ogi&etl 0Tt Ta BeTiKA cuvansOfuata, oe avtibeon pe
TOL OPVNTIKA, LELOVOLV Ta, emimeda dnpovpywotntog (n.y., George & Zhou, 2002), ebpnua 10
omoio &xet omnpyBel o drapopes Bempieg kKot vroBEoelg, Onme 61 Bewpio YvOoTUOD
ocuvtoviopo (cognitive tuning theory. Schwarz, 1990), n omoia TpesPevetl 411 OTOV Eva dTopo
Buovet Beticd cuvorsOnuaTo Exel YaUNAOTEPO KPITNPLL IKOVOTOINGNG Kol Apa Ogv £xel KiviTpo

Vo KOTOPAAEL EMITAEOV YVOOTIKY TPOCTAOELL.

Q¢ ek TOVTOL, GE U10, ONUIOVPYIKT OPAGTNPLOTNTA, TO ATOUO OPKEITOL OTIS APYIKES TOV

10€e¢ amd TIC 0moieg efvot IKOVOTOMNUEVO KOl OE UTOAVEL OTT) SLOOIKAGTO TOPOY®YTG TTLO



24

ONUIOVPYIKOV KOl TPOTOTLTMV WEDV, TPAYLA oL cLpPaivel 6Ty tepintmon Ploong apvnTikodv
cuvaeHnpaTeV, Ta omoio SpovV ®E Topayoveg Kivntoroinong (Martin, Ward kat cvv., 1993).
[Tavtmg, To eupaTA TOL PAVEPDOVOLV OTL Ta BeTIKA cLVoLsONuaTa propet va eivar emPBAap|
Yo T dnpovpykn exilvon tpofAnudtov (w.y., Bless kot cvv., 1990. Bodenhausen kot cov.,
1994. Melton, 1995), avaeépovtol oTig ETSPAGELS TOVG VIO CLYKEKPLUEVEG GLVONKES OOV, V1o

Topadelypa, To dropo dev epumAékovtal vepyd | mANpwg ot dpactnpotra (Isen, 2008).

H petd-avaivon mov mpaypatorodnke amd tovg Baas kot cuv. (2008) £de1&e 0TL
OMUOLPYIKOTNTA EVIGYVETOL TEPIGGOTEPO Ao TN Piwon BeTikdv cuvaicOnudatwv, ta omoio
EVEPYOTOLOVV TO ATOWO Kol oYeTICoVTOL e TNV KIVNTOTOiNoN Tov (). evTuyia), Tapd and ekeiva
T OTOL0L TPOGPEPOLY LUKPOTEPT KtvnTomoino (.. oAdpwon). Ao v GAAT, TO APVITIKA
oLVaIGHNUOTO TOL OEV TPOGPEPOLY KIVNTOTOINoT (.. AVTN) O€ PAVNKE VO 0oKOHV KATOL0
EMIOPOOT T ONUIOVPYIKATNTO, EVA AVTIOETMS TA APVTIKA GLVALCONUOTA TTOV EYOVV TNV
010N TO VO KIVNTOTTOLoLV (T.). OPOC, Ayy0S) @avNnKe va £xovV YounAn 0Tk cuoyETion He ™)

dNuovpykdTNTO Ko 1taitepa pe Eva omd to oTotyela TS, TN YVOOTIKN gveMEia.

210 gpyactokd mepiaiiov, Ta Betikd cuvarsOnuata £xel Bpedel mmwg empépovv
EVEPYETIKG OMOTEAEGLLATA Y10, TOVG EPYALOUEVOVG Kol TOVG opyaviopovg (Vacharkulksemsuk &
Fredrickson, 2013). Ta Ogtikd cuvoicOnpata cuoyetiCovrot pe avénuévn vrevbovvommra, avto-
AMOTEAEGUATIKOTNTO KOl avTomtenoifnon tov epyalopuévev (Xanthopoulou kot cuv., 2012),
yopmAdtepa emineda epyaciokng katomovnong (Galanakis kot cuv., 2011), Bedtioon g
QUMOTIUNG EPYOCIOKNG CLUTTEPLPOPAS (Spence kot cuv., 2014), ueyaidtepn epumiokn (Ouweneel
Kot ovv., 2012) ko vynAdTEPN OpYaVMGLOKY Kot Epyactakt déapevon (Gonzalez-Roma kot

ovv., 2006).
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Emumiéov, €xel Bpebetl 611 Ta BeTikd cuvarcOnpata emdpovv BeTikd oV avBeKTIKOTN T
TV opddwv (Meneghel kat cuv., 2014), v KavoTopio Kot THY 0VTOYH OTEVAVTL OTIC SVOKOAESG
(Hsu & Chen, 2015), tn Bektimon tov pyactakod KAILOTOG Kot TV VYNAN AELTovpyIKOTTO,
(Sekerka kat ouv., 2012), evéd cvvtelel Beticd 6t cuvolikn exidoon Tov opyaviopov (Rich kot

ovv., 2010).

O1 gpyalopevol mov Pidvouy Betikd cuvatsOnuata eivat o Thovo vo emnpedcovy
OeTikd Ko Tpog TV emBuunT KATELOLYVGN TOVG GLVAIEAPOVG TOVG, VL IO APESTOL MG TPOG
TIG KOWMOVIKEG TOVG GUVAVACTPOPES KO EMLTVLYYAVOVYV OLGLUGTIKY] GUVEPYAGI TOGO UE
GLVAOEAPOVS KOl TPOTCTALEVOVG OGO KOl LLE TOVG EEMTEPIKOVG GUVEPYATEG TOV OPYOVIGHOV
(Staw ko ovv., 1994). TTapdAiinia, ot Elfenbein & Ambady (2002) avagépovy g o va
acBavovtan o1 epyalopevor Betikd kot vo exk@palovv ta OeTikd Tovg cuvalGHNLOTO GTOV
EPYOCLOKO TOVG YDPO, EIVOL KATL TOV 00N YEL GE O OUAAEG KOWVOVIKEG OAANAETIOPAGELS, GE
oLUTEPLPOPES PonBelog 0ALL Kl GTO KPAVOLEVO TOV PMTOGTEPOVOLY, TO 0010 oyetTileTan e

TEPLGGOTEPO EVVOTKES OELOAOYNGELS TV EPYALOUEV®V OO TO S1ELOVVTIKG GTEAEY.

Téhog, ta Betikd cuvasONpLATA £X0VV GLGYETIOTEL e VYNAOTEPO EMIMES QL EPYOUCIOKNG
wavomoinong (Fisher, 2000. Sahu & Srivastava, 2017), peiopéveg TOavOTTEG EKOVGLOG
amoympnong oo tov opyaviopd (Siu ko cvv., 2015. Thoresen kot cuv., 2003) ko
OTOTEAEGLOTIKOTEPT] AVTLUETOTICT TOV APVNTIK®OV EMOpdcew@v Tov dyyovg (Folkman &
Moskowitz, 2000). Zoupwva pe v Fredrickson (2000), ta Oetucd cuvorcbniuata nailovv
ONUOVTIKO pOLO GT1 BETIKY OAAAYY], TOV LETAGYNUOTIGUO KOt TN HOKPOPBLOTNTA TOV OPYOVIGUAOV

KkaOdg kot ot Bertioon g vyeiog Kot TG amdO00NS TOV LEADY TOVG.

[Tapd to yeyovog 6t1 | Octikn WPoyoroyia eotidlel otov poro mov dtadpapatilovv ta

BetiKd cuvalcHuaTa GTN SLTHPNON KoL TNV EVICKLON TNG YUYIKNG VYELNG TOV ATOU®V, ®GTOCO,
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etvan e§onpetikd onpovtikd va avaeepbet 6TL og Kapia nepintwon de pewwvel v asia g
Biwomng Tov apynTiK®V cuvalcONUAT®V, 1 KOTOVON oY TV 0TolMV amoTeLel TPOATAITOVEVO Y10
™ perén tov Betik®v cvvaioOnudtov. Ta apvntikd cuvarcsOnpata stvor e€icov onpovTikd pe
T0 OeTid, dedopévou Ot M Plworn Tovg eEacParilel TV TPOCTAGI TOV ATOU®V OTEVOVTL GE
EVOEYOLEVES ATEIAESG KO GUOIKA 1) VTTAPEN TOVG TPOGOIdEL LEYOADTEPT] 0EIDL GTNV VITOKELUEVIKT

ektipnon g Pioong tov Betikodv cuvorcOnudatov (Seligman, 2002).

O1 Ostikés oyéoeilg.

Ot dvBpwmot etvan evoet kowvovikd 6vto. H 1oyvpn e00TEPIKN TOVG OVAYKN YloL GUVOEDT),
aydmn, ELTGTOGUV KOl CLVOLGONULOTIKY ETAPT, TOVS ®OEl 6TO YTIGO GYEGEWV [LE TOVG AAAOVG
(Sandstrom & Dunn, 2014), o1 ontoigg gival amapaitnteg Oyt LOVO yio TNV enimon) Tovg oALd

KO Y10 TNV YOYIKT, COUOTIKY], KOWOVIKT Kol TVELUATIKN Toug dvBion (Brewer, 2004. Roffey,

2012).

H dnpiovpyio otevdv S10TPOCOTIKMOV GYEGEDV KOt 1] TOLOTNTO 0VTAOV ATOTEAODV TN
onuovtikdtepn Tyn evlmiog Kot ikavonoinong and ™ (on (Brown kot cvv., 2003. De Vries kat
ovv., 2003. Reis & Gable, 2003). Avto €nyel kat o Yeyovog OtL OAeG o1 Bempieg avapOpLKd. e
70 €V {NV KoL TO GLOTATIKA TOV AvayvOPilovy GTOV TLPN VA TNG EVVOLOS TG EVLMing TG BeTuKEC
o)€0€Lg e Toug dAlovg (Hone kat cuv., 2014). Qg ek T00TOV, 01 GYECELS OTOTELOVY TNy aiEC,
E0MTEPIKEG TAGELS TOV ATOUWMV G€ KAOE 6TAd0 TG L®NG TOVG, Amd TOV TPOTAPYIKO OEGUO GTN
Bpepum nhikia, TIC TPOTEG PIMKEG OYEGELG GTNV TOOIKN NAKio, TV aicOnon Tov avikew oTig
TPAOTEG OPAdES oTNV PN Peia, HEYPL KoL TNV AVATTUEN EPOTIKAOV, YOVEIKMV KOl ETOYYEAUATIKOV

OYECEMV.
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Ievikd, extdg amd to YeEYOVOG OTL EYEl Povel MG Ot BETIKEG OXEGELS EVITYDOLV TOL EMITEIN
70V g (v (m.y., Lucas & Dyrenforth 2006. Sandstrom & Dunn, 2014), emumAéov, av&dvouvv to
aicOnpa Tov avikew (Sandstrom & Dunn, 2014), BeAtidvouv ) copatiky vysio (Miller kou
ovv., 2009. Pietromonaco kot cvv., 2013), petdvouvv Tov Kivouvo guepavions katdOinyng
(Hawkley ka1 cuv., 2006) kot evieybovv v mpocomikn avamtuén (Feeney, 2004. Jakubiak &
Feeney, 2016) kot ) paxpolwia (Holt-Lunstad kot cvv., 2010). Akopa, n vroapén
VTOGTNPIKTIKOV SIKTVOV GE TEPLOOOVS KATA TIG OTOIEG TO ATOUO AVTILETOTILEL OVTIEOOTNTEC,
pmopel v amoteAEseL TNYN ACOAAELNG Kot VO GUUPBAALEL 0T PEIMOT TOV APVNTIKOV
oLVaIGHNUATOV Kot 6TV EVioYLon TG WUXIKNG Tov avlektikdtnrag (Cohen, 2004. Uchino,

2009).

Ta televtaia ypdvia, N £EMEN ToL KAAOOL NG Octikng Puyoroyiag £xel odnynoel otov
OYESOC O KOL TNV EPAPLOYT OMOTEAECUATIK®V OETIK®OV TOpeUPAGE®V PEe 6TOYO TNV vicyvon

0V €V (v TV atdpev (Bolier kot cvv., 2013).

Octikés mapeufacerg.

Mo amd Tig o cLVNOEIS KPITIKES TOV ackovVTaL OTIG BETIKEG TapepuPdoelg sival Tmg doKola
umopet va. dtatvrmOel ya o tég £vag eviaiog Oempntikdg opiopdc. Ot Parks kar Biswas-Diener
(2013) apykd emonpavoy 0t 1 évvola TV Betikdv Topeufdceny yopaktnpiletot amo tpio

Baocud otoyeio.

[Ipwrtov, amotelovv mapepPacelg mov eotidlovy o {NTHLATO TO OTOT0 APOPOVV GE
Oeticéc mruyéc ™G Lomg TV avBpdrwv. Agutepov, T0 emBLUNTO amoTE eSO oyeTileTal pe
Koo OeTikn peTafAntn, 6mwg Ta BeTIKd GUVIGON AT 1) TOL SVVOTAE GTOLXELN TOV YOPOKTIPO.

AMwote, COUE®VO. LLE TOV 0plopd mov £xel 000el amd tovg Sin & Lyubomirsky (2009), ot


https://www.ncbi.nlm.nih.gov/pmc/articles/PMC5373007/#R25
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC5373007/#R25
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC5373007/#R26
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC5598782/#R28
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC5598782/#R47
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC5598782/#R47
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC5373007/#R12
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC5598782/#R16
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC5598782/#R99
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC5598782/#R99
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Betcég mopepPdoeig stvon exelveg o1 omoieg GTOYXELOVY GTNV KAAMEPYELD Kot avATTLEN BETIKDV
CLVUGONULATOV, GUUTEPLPOPDV Kot YVmoldV. Télog, o1 Betikég mapepfdoeic eivar oyedacpéveg

Yo TNV Tpo®@Bnom Tov gV LNV Kot Ot Yo TNV avakoHELomn 1 eEAAENYT KAVIKOV GUUTTOUATOV.

[Mapodra avtd, To TpiTo oTOLYEID, OTTMC YIVETOL KOTOVONTO, OMOKAEIEL Lol oTmovdaio BeTikn
napéuPacn, tn Oetikny Poyobepamneia (Positive Psychotherapy. PPT), n onoia €xet epappootet
EMTLYMG 0€ TEPLOTATIKG, peilmv katabmtikng datapoyng (Seligman kot cvv., 2006) kot
oyloppévetog (Meyer kot ovv., 2012). I'o Tov Adyo avtd, ot Parks & Biswas-Diener (2013),
TPATEWVAV, OVTL TNG ONUIOVPYiNG EVOG KOOV Opiopol, £va chOVOAO Kpttnpiov Bdcel TV omoimv
va pmopetl va BewpnBei po mapépPaomn og Betikr|. Ta kprripla avtd eivar 6t | tapépPaon Oa
TPETEL VAL AVOTTOGGEL EMTUYMG KAmola 0Tk petafAnt n onoia B 0dnyel oe Oetikd

amoteAéopaTa Yol Tov TANOLGHO oTov omoio Ba epapuodleTar.

[ToAAég elvar o1 BeTikég mapepPdoelg ol omoieg £xovv oyxedlaoTel Kot EQapLOCTEL GE
dpopeTikd TAaicta, Omwg N epyacia, 1 vyeia, N ektaidevon, N yoyobepameio Kot 1
ovpPovAievtikn. O1 TEPLEGOTEPES ATO OVTEG AUPOPOVV GTNV EVIGYLOT) TOV SLVATOV GTOLXEIWV TOV
YOPOKTNPO, oTNV aOENoT TV emmédwv Plwong Betikdv cuvarsOnudtov, oto yticio Betikmv
oX£GE®V, TNV KOAMEPYELD TG OLTOGVUTOVIOG KOt GTNV EVIGYLON TOL VONUATOG (MG KOl TOV
amolopfdaverv. Mo amd TG ONUOVTIKOTEPES KOl AMOTEAEGLATIKOTEPES TAPEUPAGES aENONS TV

emmédmVv Pimong BeTikdv cuvolsONUATeV ivol 0 SEAOYIoUOS oy dmNg Kot KAAOGUVTG.

Aradoyiouog ayanns ko kaloovvys. H avOion g Octikng Poyoroyiag ko 1 épepoaon
g ota OeTikd cuvasOnpata Kot to BETIKA YopaKTNPLOTIKE TOV avOpOT®V, 001yNoE GTNV
ava(NTNomn TPOKTIKOV TPOEPYOUEVOV OO AAAEG TOPUOOGELS, KLPIMG OVOTOMKES, TTOV Y10 TOAAN

xpovia elyav aplepwbel oty evioyvon Tv avBpomvev duvatotitov (Shapiro, 1980). To
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AOTELEG L. QVTNG TNG avalTNONG NTOV 1) EIGOYWYN AVOTOAMK®V TPOKTIKMOV SOAOYIGHOD GTNV

EMGTNHOVIKY HEAETT).

O1 06KkNoELg A0 YIGHOV £xovV pedetnOel Kot xpnopomoindel eKTeVAC, Kupiog Ady® NG
1010t TAG TOVS Vo, EAVoLY Ta emimeda TV OeTikdV cuvalsOnudtmv kot tov v (nv (Dimidjian
& Segal, 2015). Av ka1 1 TPOGOYN TOV EPELVIITAOV APYIKG GTPAPNKE OTIG AGKNGELS SIOAOYIGHOD
nov Pacilovion otny evovvedntotra (Mindfulness-based Meditation. MM), ctadiaxd to
EVOLAPEPOV TOVS APYLOE VO, TPOGOVATOAMEETOL TTPOG TOV SOAOYIGUO QyAmNG KOl KAOAOGUVIG

(Loving-Kindness Meditation. LKM) (Salzberg, 1995).

[Mopd To yeyovog 6Tt kot To 000 avTd €101 S1OAOYIGHOL TPoépyovTaL amd TIS POVOIGTIKEG
TAPUOOGELS KO £YOVV KATO10 KOWVA YOPUKTNPLOTIKE, MGTOGO, EXOPOVV LE SOPOPETIKO TPOTO
OTIG YVUYOAOYIKEG DlEPYOTIES TOV ATOLOV KO V1ot TOV AOY0 avTo 08 Ba TPEMEL VoL GuYYEOVTOL.
Xvykekpyéva, 1 MM apopd 6Ty ETKEVTPOON TNG TPOGOYTS TOV OTOUOV GTNV TOPOVGO GTLYUT|
£YOVTOG TANPY GLVELONON TOL £0M KO TOPO KOL TNPOVTOS L0, AVOLYTH Kot OEKTIKY] GTAOT

AmEVAVTL GE QVTO TOL GLUPOTVEL.

Ao Vv dAAN, 1 LKM agopd eniong otnv emkévipmon e TpoGoyNS TOL ATOHOL, ALY
TOVTOYPOVE, TEPIAAUPAVEL TV EKOVGLA EVEPYOTOINGT OLOEVTIKOV BETIKOV cuVIIGONUATOV
(Fredrickson kat ovv., 2017). Zvykekpuéva, 1 LKM gotidlel oe 6KEYELS KO OTTIKOTOMGELS TOV
ATOU®V KOl GTOYEVEL TNV KOAMEPYELD OETIKOV GUVOIGONUATOV KOl 6T O1EVPLVGT TNG
TPOGOYNG, KAADVTOS TOVG GUUUETEXOVTEG VO ODGOVY ELLPOCT) GTNV OVOTVOT] TOLG KO VOl
GLALOYLGTOUV £VaV KOl GTT) GLUVEYELD TEPLGGOTEPOVS OVOPDOTOLGS Yo TOLG 0Toiovg csOdvovtal

Leotd kot gvydpiota cvvotodnuata (Fredrickson kot cvv., 2008).
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O Shoyiopog aydnng kot kadosvvng £xet Bpebel 6TL cupufariet otnv avénon tov
emmédov Pimong Betikdv cuvorsOnudtev kot ) peimon tov apvntikav (Carson kat cvv., 2005.
Fredrickson kat cvv., 2008. Hofmann kot cvv., 2011. Shonin ko cvv., 2015. Zeng kot cuv.,
2015), otV enidel&n cupmdVIog Kot GATPOVICTIKNG cLupmepipopdg (Jazaieri kot cvv., 2013.
Klimecki kot ovv., 2013) kot otnv gvioyvon tov OeTIKGV GUVOLCONUOTIKOV EUTEIPLOV
(Fredrickson kat ovv., 2008. Bankard, 2015. Shahar ka1 cuv., 2014). Eminpocfétme, fonda ot
petmon Tov dyyovg kot Tov copatikov tovov (Carson kot cuv., 2005. Pace kot cvv., 2009), ot
Beltimon g copatikng vyeiag (Galante kot cvv., 2014) kot 6T pei®ON TOV KATAOMTTIKGOV

ovurtopdtov (Fredrickson kot cuv., 2008).

Ot Fredrickson kat ouv. (2008) dieEnyayav o épevva Kot v omoio £vo, deiypa
epyalopévav evniikov yopiotnke o€ dV0 opades, 6mov ot po epapuootnke 1 LKM, evo n
GAAN amotédeae TV opada eEAEYyov. Ta evpiuato TG HEAETNG €015V OTL Ol GUUUETEYOVTES TNG
TPAOTNG OULAdNS, LETA TO TTEPAG TNG TapEuPaocng, MAwcav avénon g Bimong Betikdv
ocuvalsONUATOV, 1 0TTol0 0ONYNCE GE EVIGYLON TOV TPOCOTIKMOV TOVS TOPMV. LVYKEKPIUEVAL,
AvEPEPAV OVENUEVT] EVELVEIONTOTITO, VITOKEEVIKN aicOnom avEnong g dtbéatung
KOWMVIKNG 6THPIENG Ko vynAoTepa emimedo vorpatog {ong kot tkavomoinong omd tn (mn, aAld

Kol pelmon Tov KatabMITIKOLOPP®Y CUUTTOUATOV.

Eniong, o1 Kok kot cvv. (2013) coykpivav dtopo ta omoia epdppolav tn LKM oty
KaOnpepvoTNTA TOLG, [E dTopa Ta omoia Og d€ynKay kapia mwapéuPacn. Ta anotedAéopata g
£peuvag £0€150V OTL 01 GUUUETEXOVTES TNG OLLAdOS TaPEUPAoNS, O)L LOVO avEPEPOV AOENCT TOV
OeTIKdV TOVG CLVUICONUATOV, OAAY ETITPOGHETMS TOAPOLGINGOY VYNAOTEPES EVEPYOTOUGELS TOV

TVELLOVOYAGTPIKOD TOVG VEDPOL, TO 0010 glvar VITELHVVO Y1 TN YOALPWGCT TOL COUNTOGC, TN
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pelmon TOV CLUTTOUATOV GyYXOLG KOl avNoLYiNG, TOV EAEYYO TNG AVOTVOT|S, TN HEl®ON TV

YTOTOV TG KapdLdS Kot T pLOULOT) TG YAGTPEVIEPIKNG EvaucOnciog.

Téhog, €xel pavel 6T1 1 LKM givon amotedespotikn kot o¢ Bpayeio mopépupacn, akoun
KoL 0V €QApUOCTEL pia pOvo @opa Yo Alya Aemtd. Maiiota, ot Zeng kot cuv. (2015) avagpépovv
o6t LKM ¢ mapépPacn mov epoppdletar po pdvo gopd empépet oAAayEC oTa OeTIiKA
cuvalcOnpoto, ot omoieg opeilovtatl otnv wapEpPacn Kabeavtr|, EVO OTOV YPNGUYLOTOLEITOL Y10
LEYOADTEPO YPOVIKO SIACTNLO, Ol GALAYEG TOV EXEPYOVTAL EIVOL ATOTEAEGILO TOV GLUVIVAGLOV

G TopEuPaong Kot Tov aAlay®v otn {on Tov aToLov.

Amd v épevva twv Barnhoffer kot ovv. (2010) avnke 611 ) cuvtoun ékBeon
dekamévte Aemtdv ot LKM éxet og amotéleoua v avénuévn evepyomoinon tov aplotepon
npopetomiaiov Aofov mov oyetiletan pe peyaddtepn Oetikn cuvarsOnpatikdomra. Eniong, n
épevva, tov Hutcherson kat ovv. (2008) €d€1& 0T 1 €pappOYN TOV SLOAOYIoHOD aydmTnG Kot
KOAOGUVNG GTOVG GUUUETEXOVTEG OONYNOE GE AVENUEVT BETIKOTNTA ATEVOVTL GE AyVOOTO Yol
ekelvoug ATopLa, YEYOVOS TOV DITOONAMDVEL OTL 1] GUYKEKPLUEVT] LOPPT] SLOAOYIGLOV givol og BEom
Oyt Lovo va, av&nacet Ta BeTikd cuvarsOnpaTo dAAG Kot vo GUUPBAAAEL GTNV KOWVOVIKY] GOVOEST.
[Ipdobeteg Epevveg (m.y., He kot cuv., 2015) éxovv emPBefardoel TNV ATOTEAEGUATIKOTITO TOV
SAOYIGHOV aydmNG KOl KOAOGUVNG GTV avENOT TV BETIKOV cuvatsOnudtov Kot ™ Bedtioon

TOV SOTMPOCOTIKDOV CYECEDV.

Agdopévov 06t Tapovcidotnke 0 KAAd0G ¢ Octikng Poyoroyiag, avarlvdnkay ot
BockoOTEPEG EVVOLEG OTIC OTTOTEG EMKEVIPMVETOL 1) LEAETT TNG KO ovapEPONKaY o1 BeTiég
TapeUPACELS, HE ERPAOT) GTOV SIOAOYIGUO AYATNG Kol KOAOGUVNG, GT GLVEXELD ELPacn Ha
d00¢el 610 TEDIO TV OATPAYUATEVCEWDV, KAODG GTOYO TN TOPOVCAG SLaTPIPNg amoTeAel n

HEAETN TNG drompaypdtevong vrd to mpiopo e Oetikng Yoyoroyiag.



H évvown ¢ ovykpovong

H ocbykpovon opiletar mg Evag TOmOG KOWmVIKNG 0AANAETIdpaong LeTalD atOU®mV pe
avtikpovoueveg atiec N ovupépovta (Deutsch, 1973) mov cuyvd 0dnyel o€ Evioveg
ovvalcOnuotikég avtdpaoelg (Van Kleef, 2008) kot pmopei va £xel apvnTIKEC GUVETEIEG GTV
gunuepio kot Tig oyxéoelg Tav atopmv (Kordoutis, 2004), aArd kot Oetikég cvvéneieg,

TPOKAADVTOG Kovovikn aAlayr (Madoglou & Samartzi, 2020).

Ot ovyKpoHGELS Elval OVOTOPEVKTES KO TPOKVTTTOLV AGY® TPLDV TOVOVOPOTIVOV
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YOYOAOYIKAOV TAGEMV: 1) GAOL 01 AVOP®TOL SLPEPOVY S TPOG TIG ATOYELS, TIG CLUTEPUPOPES, TIG

YVOGCELS KO TIC EUTEPIES TOVG, 2) 01 S1popEG avTéS ®BoHV ToVg avBpdTOLG va glvarn
EYWKEVIPIKOL Kol VoL OUGKOAEVOVTOL VO, KATOVOGOVV Kol VoL AABoVV DITOWT TIC TPOOTTIKEG TV
A oV Kot 3) ot AvOpOTOL KIVNTOTO10UVTOL KOl EMOLOKOVV VO, TPONCTICOVY TO, ATOUIKA TOVG

ovupépovta (Graziano & Jensen-Campbell, 2005).

H enilvon tov cuykpovoemv pumopel va emtevydel pe mokilovg tpdmovg, Omws HEG®
VOUIKGV S1adtkaotdv 1 axoun ko pe m xpnon Piag (Rubin & Brown, 1975). Qotoc0, o
ONUOVTIKOTEPOC, GLVNOEGTEPOG KO TTLO ETOIKOSOUNTIKOG Ny aviopdg emilvong Tomv

ovyKpovoemv givan 1 drompaypdtevon (Allred kot cvv., 1997. Van Kleef kot cuv., 2004).

H dwumpayparevon og péco nilvong GuYKpPovGE®VY

O1 GvOp®TOL S1aTPay LOTEVOVTOL GUVEXDS Kol ApaL 1] SLOTPOyLATELGT amOTEAEL Eva peydAo
LEPOG TNG KAOMNUEPIVIG TPOSMTIKNG Kot epyactakns toug Long (O’ Connor & Arnold, 2001).
Awmpoypdtevon etvot 1 S101KaGio ANYNG AmoQAcE®V Kot TV omoio dVO 1 TEPLEGOTEP
dropo EMOIOKOVY Vo BPOvV Hio KOWVAGS 0odeKTn AVoT| avapopikd pe Eva Bépa yo To onoio

VINPYE OPYKE Sapwvia AOY® aAANAocuYKpovOUEVOV cuppepovimy (Carnevale & Isen, 1986.
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Kimmel xat cov., 1980. Pruitt, 1998. Pruitt & Carnevale, 1993). O Oewpnrticdg 6td)0G TG
peAétng g daumpaypdrevong etvor va 600gt ota dropa 1 duvatdtnta va tpoPfAEnovy Ta
amoteléopato Kot v EKPact| TG, EVO 0 TPAKTIKOG 6TdY0G NS £ivar va Bondnocet ta dropa va

dwampaypatevovtol To amoterecpatikd (Bazerman, 1986. Raiffa, 1982).

1t debvn PiAioypaeia, ot 0pot ‘maldpepa’ (bargaining) kot Stompaypdtevon
(negotiation) cuyvd ypnoyomolohvTol Yio va. Tepypdyovy v idta cuvOnkn. Qotodco, ailel va
avaeepbet 6tL 01 600 Evvoleg dev givan Towtoonuec. o v akpifeta, o 6pog ‘bargaining’
TEPLYPAPEL £vaL £100G AVTUYMVICTIKNG OLATPAYUATEVCTG TOV ApOpd LOVO GTNV TN €VOG
TPOIOVTOC N LOG LITNPEGLOG KOl OTTOV 01 TOPOL EIVOL TEPLOPICUEVOL KOl POl TOL ATOLLAL OPEIAOVV
Vo OpAGOVY OPEALUICTIKA TPOKEYLEVOD VO LLEYIGTOTOUCOLVV TO KEPOOG TOVG GE APOG TOV
AVTITAAOL TOVG. ATTO TV GAAN, 1 SLOTPAY LATELGT] OVOPEPETOL GE L0, SLOOIKOGTO ETIAVOTG
npoPAnudtov and v onoio propovv vo weeindoiv e&icov Ola ta sumhekoueva uépn (Ghauri

& Usunier, 2003).

Baoikés évvoieg drampayudrevons.

O1 J1ampay LOTEVGELG SVLVOVTOL VO TAPOVV JIAPOPES LOPPES. MTopel va apopovv € dlayeipion
GLYKPOVGEMV 1] GE OIKOVOKES GLUVOALAYEG KoL va. oxeTilovTon pe amhés, Kabnueptveg
dpmvieg, pe ovvheTa 0pyoveGLloKd OEpoTa, Le VOUIKES S1eVEEELS, 1 AKOUT KO e SUTAMULOTIKA
{ntuata Tov propoHv va 0dnyncovyv o€ toAepo. Mropel va Aappdvouv yopa petald dvo
OTOU®V TTOL OLOTPAY LOTEVOVTOL AVOPOPLKE pe Eva B€pa, N va Tepthapfavouy ToALd Bpata,
TOAAGQ eUTAEKOUEVA LEPT], T ATOUO TTOV SPOVV EK HEPOVS AAAOL OTOHOL 1| KATOL0L 0PYAVIGLOD.
Emriong, umopel va apopodv oe katd Tpdcmno 1 €€ amocTAGEMS AAANAETIOPAGELS Kot VO £XOVV
HKpN M Heyaan owdpketo. H didpreta g dtompaypdtevons amotedel {nnua vyiotng onuaciog,

dedopévov Ot glvarl mOavo va yaBodv GLUPEPOVCES EVKALPIES 1] VO TPOKLYOLV OPVNTIKEG
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ovvémeles v dev emtevyel cuppmvia e cOVTOpHO Ypovikd ddotnua (Stuhlmacher kot cov.,
1998). Qot660, 6TO1A KO AV EIvaL 1) LOPPT TNE SLATPOYLLATEVGTG, OAES OL SLATPOYLLOTEDCELG
popdlovrar éva Koo atoyyeio: tnv embupia kot emdimén TovV atOU®Y Vo GLVEPYAGTOVV
TPOKEEVOL VO PTAGOVV GE GLULPOVIO KOl TOVTOYPOVA VO OVTAYOVIGTOVV MGTE VoL

peyotomomoovy ta 0PéAT Tovg (Komorita & Parks, 1995).

Ta Bacikd yopoakTnploTIKd TG Stampaypdtevong eivot 6Tt 1) to epmiekdpeva puépm
KPIVOLV T0 GUUPEPOVTA TOVG MG AVTIKPOVOUEVA, 2) 1 ETKOVOVi Eival QiKTT, 3) LIAPYOVV
TEPLGGOTEPEG OO 0L EVOAAAKTIKEG AVGELS, 4) T ATOWO £XOVV TO STKOUMMUO VO, KAVOLY
TPOGPOPES KOl OVTUTPOGPOPES KO 5) 01 TPOCPOPESG OEV £V TEMKEG Kol OEGUEVTIKEG LLEYPL VOl

yivouv anodektéc amd Oha to epmiexoueva, uépn (Chertkoff & Esser, 1976).

Ocov apopd oto otoryeio amd ta omoio amoteleitan pa dampaypdtevon, avtd etvor 1)
10 eumAEKOpEV PéEPN (Parties), SnAadn To ATOpo TOV GUUUETEXOVV, 2) TO GCUUPEPOVTA TOVG
(interests), Tov aPOPOVV GTIC TPOTIUNGELG TOVG, 3) N dradikacio (Process), n omoia TEPLYPAPEL
NV OAANAETIOPAOT), TV EMKOWVOVIA, TN GYECT, TIG CLUTEPLPOPES KO TO KIVITPOL TV
EUTAEKOEVOV Lep®V Kot 4) To amotéAespa (OUtCome), mov apopd otny ékPacn 1 10 ‘Tpoidv’
™G damparypotevtikng dradkaciog (Thompson & Hastie, 1990a). [Tapd to yeyovog 6Tt ot
EVVOLEG TV EPTAEKOUEVOV PEPADV KOL TOV CLUPEPOVTOV TOVG EIVOL APKETH GOPELS, 1 dtadtKacia
KO TO OMOTEAEGLOL TNG SLOTPAYUATELONG ALPOPOVV OE EEMPETIKE GVVOETES £VVOLES, Ol OTOLES, G

€K TOVTOV, YPNLOLV TEPATEP® EMEENYNONG Kot OVOAVOT|G.

Arampayuatevtiry oradikacio. H dourn g dtompoyoteuTikng dwadikaciog eEaptatan
and Tov fabpod oTov 0moio To GLUPEPOVTO TOV EUTAEKOUEVAOV LEPAOV EIVOL

aArnioovykpovoueva. Ot Walton & McKersie (1965), otnpilouevol o€ peréteg
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dmpayatedcemV pyaciag, eEEQPAcaV TPMOTOL TV Aroyn OTL GTNV TPOYUATIKOTNTO VITAPYOLV

dV0 €101 SLOTPAYLOTEVCEDV, 1] EVOTOMTIKT KOl 1] OLLVEUNTIKT OLOTTPAYLATEVCT).

Evoromrikn oampoyuctevon. Mia emroyng dStampaypdtevorn cuviiwg amottel omd ta
dropa va Tpofovv otV EDPECT] KO EPAPLOYN KOG EVOTOINTIKNG AVong. H evomoimtikn
dwampayudtevon (integrative bargaining), n onoia cuyva cvvavtdrol ot PiAoypoeio og
‘variable-sum’ 1} ‘win-win’, a@opd o€ pia KatdoTacn OTOV To GLUEEPOVTU TMV
SOTPAYUATEVTAOV OEV €lvail 0VTE AmOAVTOS cvuPatd ovTe evieAds acvpPata Kot 1 {nuio Tov
evOG 0V 1000TaL e TO OPEAOG TOL GAAOL. H evomomtikn dtompaypdtevon eivat pior cuvepyoTikn
dradkasio avTaAAOYG TANPOPOPIDVY KOl ETIAVCOTG TPOPANUATOV TOV 1KAVOTOLEL £EiGOV Tl
CLUPEPOVTO KOL TOV OV0 Pep®V Kot 00MnYel oe VYNAO apopaio dperog. Qg apoaio dPeLog
(joint benefit) opiletat 10 GLALOYIKO KEPSOG TV ATOUMY TOV GUUUETEXOVY OTN dLATPAYUATEVOT),

OC OmOTELEG L0 TNG TEMKN G TOVg cvupviag (Carnevale & Isen, 1986).

[ va yivel katavont 1 Vo™ TG EVOTOMTIKNG SLomp oy LATELGNG, OAAL KOl Yl VoL
daywpiotel amd TV Evvolo Tov GupPBacon (COMPromise) pe Ty onoio cuyva cuyyéetal, ot
Carnevale & Isen (1986) mepiéypoyav pio Katdotaot 600 0TOU®V oV €pYAlovTal 6To 1510
YPAPELO Kot SopvoHV avapoptkd Le To av To Topddvpo Tov ypapeiov Bo tapapeivel avorytod N
KAEL0TO. 210 v AOY® Tapddetypa Aomdv, o Evag epyalopevos embupel va mapapeivet to
TapdBVPO aVOLYTO TPOKELUEVOL VO ELGEPYETAL PPECKOS 0EPAS, EVD 0 AAAOG EpYalOUEVOG
EMPEVEL VO vl KAELGTO €161 MOTE Vo gELayIoTOTTOEITOL O EEMTEPIKOG BOpLPOG. Xe avTh T
ouvOn K, o epeaving copPiBactikny Avomn Ba propovce va givar va mapapeivel To mapdbvpo
avorytd TN HIoT HEPA Kol KAELGTO TNV LOAOWTN HoY|, KATL ToV d¢ B 1KovoTolovce amdAvT

KavEVay amd Tovg 600 epyaldpevous. QotdG0, ta evomomtikn Ao Ba propovoe va givar va
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napapeivel avorytd 1o Tapdbvpo £vOg YEITOVIKOD YPOUQEIOL £TGL DGTE VO ELGEPYETAL PPECTKOG

aépag AALL TaVTOYPOVA VO glval HEIWUEVOG 0 eEmTEPIKOS BOpLPOC.

"Eva dALo mopddetypo evomomtikng dtampaypdrevong €xel do0el amd tovg Fisher & Ury
(1981). Zopemva pe avtd, Svo adehpEg o1 0moieg PPicKOVTaL GE GOYKPOLGT) AVOPOPIKA LE £VOL
TOPTOKAAL TOV Kot 01 dvo embBopovv, amopacilovv va EA0ovv ce copPipacud K6Povtag To ot
péon. Metd and Alyo, 61060, GUVEWONTOTOOVV OTL 1| pio EMOLILOVGE TOV YVUO TOL TOPTOKAALOD
EVD 1 GAA TNV @LOVOA, 0mOTE 1 ADoT oL aKoAoLONGAV dev NTOV 1) WBAVIKOTEPT, EPOGOV Hal
Umopovce va emAeyel por GAAN 1 omtoia Ba ikavomolovoe o€ peyaAvTepo Pabuo v embopia kot

TV 000 AOEAPDV.

Onwg yivetar ovepd amd o TOPATAVO, OTIS SOTPUYLATEVGELS, 0L GOUEMOVIO UTOPEL Vi
BempnOei evomomntiky, amotehecpotikn 1 oAMdg kotd [Topéto Béltiot (Pareto optimal) 6tav
KOVOTIOLEL TOL GLULPEPOVTA TOV LEPDV TOV CLUUETEYXOVV GE TETOW0 PoOUO TOL Kapio GAAN
EVOALOKTIKN AOoT 08 Ba Lmopovce Vo @PEANGEL TEPIGGHTEPO TO EvaL 1} Kot T dVO UEPM, XWPig
®o1660 TV 1610 oTryun vo {npudecet kamoto and avtd (Pareto, 1935). Iapavta, 6T1¢
TPOYUOTIKEG OLOTPAYLATEVCELG 1| EMiteLEN TV Katd [Tapéto BérTioTwv Aoemv givat, SuoTuXdC,

eEopetikd omavio. (Thompson & Hastie, 1990p).

Ta téo0epa YOPAKTNPIGTIKA TG EVOTONTIKNG SLOTPOYUATELGNG, TO OO0 KO T
Staympilovv amod TN StoveunTikn dompay udtevon, eivar n dnuovpyia a&iog (value creation), n
eotioion ota cvpEépovta (T.y., “yperdlopar Evav ceho yio vo pmopEcm va avtamokplim oTig
VIOYPEDOELS LoV Kol VoL eEeAy0(d”) kat Oyt o€ Oéoelg (m.y., “yperdlopar avtov tov uichod’),
EMKPIVIG OVTOALOYT] TANPOPOPLADYV KOL O EXOVATPOGOIOPIGHAS TOV TPOPANUATOS. TNV
TPOYLOTIKOTNTO, KATO TNV EVOTOMTIKNY dtampayudtevo yivetal tpoonddeia diehpuvong g

‘mitag’, TV omoia ToAAEG Popég Ta dTopa g Yvmpilovv mOGo pmopobv va peyedivvouv kot yio
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TOV AOY0 00To, € (o Tpoomadeia va AdPet o KaOe dSampayLaTELTNG TO LEYOADTEPO dVVATO
KOUUATL TTiTog, oLy va eumodileton 1 dievpuven e 1 ta dropa odnyovvrar o pnén (Sebenius,

1992).

Moveuntikn owompayudrevon. H dwovepntikn dwompaypdtevon (distributive bargaining), n
onoio cvvavtdtal otn PipAoypapio kot pe tovg dpovg ‘pure conflict’, ‘fixed-sum’, “fixed-pie’
ko ‘win-lose’, eivaw n dradikacio KoTd TV 0moio T0 KEPOOS Y10 TO EVOL LEPOS TNG
drampaypdtevong toovton pe {nuio Tov dGAlov Kot apa 1 vikn givar povouepng (Kersten, 2001).
[Ipoxetton yio pol ovToy®VIGTIKY|, N GUVEPYOTIKY] GLVOTKN Le oKOTO TN dlaipeEST TOL
TEPLOPIGUEVOL KOl GUYKEKPLULEVOD ap1lBoD TOP®V, OEOOUEVOL OTL TO. GLUPEPOVTA TMV
SITPAyHATELTOV Eivol OMOADTOS AcHUPOTA KO AVTIKPOVOUEVE, 01 GTOYO1 TOLG AUOPOIMG
AmOKAEIOUEVOL KOl KAOE Atopo apveital Ty vioBETon kat epoppoyn copPifactikdv Avcemv
KoOMG EMOIDOKEL TN LEYIGTOMOINOT TOL oTtoptkov Tov képdove (De Cremer kot cvv., 2001. Kern

kot ovv., 2005. Olekalns kot cvv., 2014. Tremblay, 2016).

H dwavepmtikn ¢oon g dtompoaypdtevong umopel va yivel o dkolo Kotavontn Héca
oo To ‘manyvidl tov tedesiypapov’ (ultimatum bargaining game). To ‘mouyvidt Tov
TeEAEGTYPOAPOV’, TO 0010 avamTHYONKe Kot TEPLypdonKe Yio Tp®TN Popd amd tovg Giith,
Schmittberger kot Schwarze (1982), givat 1o mo gvpéwg dradedopévo meipapio o
YPNCLOTOLEITOL GTN HEAETT TOV SLOTPOYLATELGEWV Kot apopd o€ éva ‘take it or leave it’
Ty vidl katd To onoio avatifetal og £va dropo (proposer) va mpoteivel Tov TpdTO dlaipeong
€VOC GLYKEKPIUEVOD YPMUATIKOV TOGOV Ko o€ £va GAAo (responder) va dextel 1) va amoppiyet
TNV TPOTOGCT), YOPIG VAL £XEL TO SIKOUMUA OVTITPOTACT|G. TNV TPDOTN TEPITTMOT), 0 KAOE TOiKTNG
Aoppdvet To pepidto mov TOL AVOAOYEL, EVE GTNV TTEPIMTMOGT TOL TO ATOWO dE dEYTEL TNV

TPOTOCT), TOTE KAVEVOS ald TOVG dVO d€ kePHILEL KavEVA PLEPOC TOV TOGOV. AV KOl TO
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OGLYKEKPLUEVO TToyVidlL eaiveTot WtaiTepa amAd, 01 YUYOAOYIKOL UNXAVIGLOL TOV ETOPOVV Kot

KkaBopilovV TiG ATOPAGELS TOV TOIKTMOV Kol TV TEAMKN ToL £kPacm etvan eEanpetikd cvvOeTOL.

[Mopd t0 yeyovog 6t ot Walton & McKersie (1965) o Bempnoav kdmoto €idog
SITPayHETELONG AVATEPO OO TO GAAO, GTO TEPAGHA TOV ¥POVOV PAVNKE OTL 1) EVOTOINTIKT)
dwampaypdtevon odnyel oe KaAHTEPO Yo TOVG dtomparypatentés anoteAécpata (De Dreu kot
ovv., 2000). Epevveg, ®ot0660, £)0vVv deifet 0Tt o dlampoyudtenon evogyEToL va ivat Lo
OTOTELECUATIKT 0TV V10OETEITAL £VAG GLVOVLOCUOG EVOTOUTIKAOV KO SIUVEUNTIKOV GTOLYEIDV
(Allred, 2000. Harinck & De Dreu, 2004). Zvykekpuuéva, ot Inhyu kot cvv. (2012) emonpavov
OTL TOL GLUEEPOVTO Kot Ol EMOVUIES TOV SOTPAYUATEVTAOV TOKIAOVY Kol O EK TOVTOV
SPOPETIKEG GTPATNYIKES BepoVVTal KATAAANAOTEPES VIO SLOPOPETIKEG cLVONKeS. [l TOV
AOYO avTod, TPoTEIVAY TNV VIOBETNOTN EVOTOMTIKAOV GTPATNYIKAOV GE TEPIMTMOCEL OOV AmaLTEITOL
1N enitevén GLAAOYIK®OV GTOYWV KoL TV VIOHETNON SOVEUNTIKAOV GTPUTIYIK®OV CGE TEPITTMOCEL

OOV M EMITELEN ATOHKOV GTOYWV EIVOL TTLO GNUAVTIKT].

Arampaypatevtino amotélecua. Mo dwompoypdrevon unopet va kotaAnéel eite o
ad1EEodo (Impasse), oe mepintmon mov dev vVIapEet po apolPaing omodekt) Ao, gite og

oOvayn cvpemvioag (agreement) peta&d tov epmiekdpevov pepav (Thompson, 1990).

Ta anotehéopota g dStampaypdtevong xwpioviar oe 00 KATNYOPIiES, TO OIKOVOULKA
amoteAécpaTo (ECONOMIC OUCOMES) Kol To. KOWVMVIKO-YLYOAOYIKA amotelésparo, (Social-
psychological outcomes). Ta owovopikd anoteréouata, oo 0noio uéxpt Tpdoeota gixe 600l N
HEYOADTEPT EUPOOT], OVOPEPOVTOL GTO, OIKOVOULKA, OTOMKE Kot apotPaia, kEpdM mov Aapfdvovy
N YOVOLV Ol SLUTPOLYLOTEVTEG, EVA TO KOIVOVIKO-YVYOAOYIKA ATOTEAEGLLATO 1] GUVETELEG TNG
SmpaydTELONG TEPTYPAPOVV TIC CUUTEPUPOPES KOl TIC AVTIAMYELS TOV EUTAEKOUEVOV LEPDV

(Oliver ko ovv., 1994). Ta otkovouIKE OTOTEAECUATA TG SLOTPOYUATEVONC SVVOAVTOL VO,
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EMMPEACOVV TAL KOWOVIKO-YUYOAOYIKE amoteléopota kat o avtiotpogo (Thompson, 1990.

Thompson & Hastie, 1990a).

H évvoio ¢ vrokeyevikng aliog. e puo tpoomdieia S1epedvoNGg TOV VITOKEUEVIKDYV,
KOW®VIKO-YUYOAOYIKMV GUVETELOV TNG dlomparyLdtevong, mov eiyav tebel oto meptdmpo, ot
Curhan kot ovv. (2006) elonyayav v évvola g vrokelpuevikng a&iog (subjective value. SV),
TNV 0Toi0 OPIGAV G TO GOVOLO TMOV KOWVMVIKOV, OVTIANTTIK®OV KOl GUVOICONUOTIKOV GUVETEIDV
OV TPOKVTTOVV A0 TN SOTPAYUATELCT]. ZOUP®VO, L€ VTOVG, 1) VTOKEUEVIKT] a&io amoteleitan
and 1) T ovvieleotikn vrokeeviky a&io (instrumental SV), 2) v vrokeevikn a&io eavtoh
(self SV), 3) ) dwadikaotiky vrokeevikn a&io (process SV) kat 4) tn oXeG10KN VTOKEEVIKN

a&ia (relationship SV).

AvVOAVTIKE, 1] CUVTEAEGTIKN VITOKELEVIKT a&io 0pOPAE GTNV IKAVOTOINGT TOL ATOLOV
OYETIKA LLE TO. OIKOVOUIKO OTOTEAEGLLOTO TNG OLOTPOLYLATELONG, 1] VITOKELUEVIKT a&io EAVTOV
OVOPEPETOL OTO MG TO ATOHO ousBdvOnKe Yia Tov 1510 TOV TOV £0VTO KATA TN SWTPOYUATELST, M
OLOKOAGTIKN VIOKEEVIKT a&io 0pOopd GTNV VIOKEWEVIKY avTiAnyn OTL 0 avTimaAog T0
oefaotnke Kot Tov PEPONKE dlioa Kot 1 GYEGIOKN VIOKEEVIKN a&ia avapépetal o€ BeTIKE
EVTLTIMOGELS Y10 TOV AVTITOAO, TNV EUTIGTOGLVN ATEVOVTL TOV KoL TNV gmBupia Tov aTOHoL va
dwmpaypatevtet pe tov 1010 avtinaio 6to péALOV. O GUVIVAGUAS TG OOTKAGTIKNG KOl TNG
OYECGLOKNG VITOKEUEVIKNG a&iag odnyel o€ o eupiTEPN £VVOla, QLTI TNG VITOKELUEVIKNG a&iog
apoiBaiov decpov (rapport SV), mov avoaeEpeTol 6T YEVIKOTEPT SLVOLIKT TG AAANAETIdpOOoNG
Heta&d TV aTopmVv Kot £xel oplotel and tovg Tickle-Degnan kot Rosenthal (1990) mg o
Katdotoon apotPaiog OetikdtnTog Kot evotapépovtoc. TEL0G, 1 Yevikn vrokelevikn a&ia

(global SV) anotelei évo evomomtikd TAAIGLO TOV AVTITPOCHOTEVEL TH YEVIKOTEPT] IKOVOTOINGN
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TOV ATOLOL OVOPOPIKE [LE TOL OIKOVOULKA OMOTEAEGLLOTO, TNV EUTIGTOGUVY], TN SIKALOGUVI KOl TN

oyéon (Curhan xat cuvv., 2010).

H vroxeipevikn a&ia etvat moAd onpavtikn yuo tpeig Adyovs. [lpdtov, n ikavomoinon, 1
QVTOTETOIOM O, 1) VILEPNPAVELD KoL 1] GUVOIEST LE TOVG AAAOVG 00N YOVV GE ECMTEPIKN
Kivynromoinon. Agbtepov, 1 VIOKEEVIKT a&io pmopel va amotedéoet pia dtadtkacio pddnong n
omoia dVVATOL VO ETNPEACEL LEALOVTIKEG CUUTEPIPOPES TOV aTOHOL. Tpitov, 1 VTOKEUEVIKT
a&lo ¢ amoTEAEG LA OGS OLOTTPOY LATEVGNC TPOGPEPEL GTO ATOHO EVKOALPIES Y10 AVOGTOY OGO
KOl G €K TOVTOL UTOPEL VO EMNPEAGEL TO. OIKOVOUKE, ATOTEAEGLATO TOV ATOUOV GE LEAAOVTIKEG

dwampaypatevoels (Curhan kot cvv., 2006).

"Epevvec £govv 0eilet 0TL Ta KOIVOVIKO-YLYOAOYIK( TOTEAEGLLOTO LLOG OLOTTPOY LATEVOTG
EYOVV HOKPOTPODEGES GUVETELEG V1o TO, dTopo. Xt peAétn tov Curhan kot cvv. (2009),
Bpétnie 611 N vokeeVIKY a&i TOV SLOIKNTIKAOV GTEAEYMV TOV TPOEKLYE MG OTOPPOLN TNG
dmpay LATELONG TPOGANYNG TOLG GTOV OPYOAVIGHO, TPOEPAEYE og peydio Pabuo tig
LEALOVTIKES EPYOCLUKEG TOVG GUUTEPLPOPES Kot TN TPOBEST| Oy MPNOTNG TOVS, GE avTifeom pe
T1G OIKOVOULKES TOVG AOAUPEG TTOL eV TPOEPAEYAY TV EPYAGLOKT TOVS IKAVOTTOINGN 1 TNV
TPOBEST] ATOYMPNONG TOVG ATO TOV OPYOVIGUO. ATTO 0T YIvETOL AVTIANTTO OTL Ol GUVERELES TOV
KOW®VIKO-YUYOAOYIKOV OMOTEAEGUATOV S10PKOVV TEPIGGOTEPO AMO TNV ENMIOPOAOT TOV

OlKOVOUIK®OV OTOTEAECUATOV P0G SLOTPAyLATEVGTC.

EmnpocHétmc, n vrokeevikn a&io cvyvd emnpedlel tnv Exfoon piog LEAAOVTIKNG
dampaypdtevong pe tov idto avtinaro. ITo cvykekpipéva, ot Mannix kot cvv. (1995) Bprikav
OTL Ol GUUUETEYOVTEG EKOVOV TEPLGGOTEPES TTAPUYMPNCELS GE OLOTP ALY LATEVGELS LE AVTUTAAOVG
ToV¢ 0moiovg Bemwpovoay 6t Ba KANBoLV va avtipeTtoTicovy Eavd oto LEAAOV, LE TNV TPOGOOKio

6t B avtapepfodv peAloviikd. Xt perétn tov O’Connor kat cuv. (2005), edvnke 6ti ot



41

JTPOY LATEVTES Ol OTO101 ELYAV PTAGEL GE AO1EE0DO TN TPAOTN POPA TOV OLATPOLYLATEVTNKOV LE

évav avtimado ftay mo Thavo va ETAcovV o adEE000 Kot GTNV EXOUEVT] OLOTPAYLATEVCN.

Télog, or Curhan kot ovv. (2010) BpAkav 6Tt TOpdyovteg OTmg To. OeTikd cuvaisbniuara,
N EUTGTOGLVN, 1] AVTIAOUPOVOUEVT] SUKOLOGVVI] KO 1] IKOVOTTOINGT OO Lol SLomTpoly LATELGN
00N YoV 6€ KOADTEPQ OTOUIKEA KOl GUAAOYIKA OTKOVOUIKE OTOTEAEGLLATO GE [0 LEAAOVTIKN
dwmpaypdtevon pe Tov 1010 avTinmado, EVO 1 VYNAT DTOKEWEVIKT a&ia 6TV TpdTN
dwmpayudtevon tposPreye TV ML TOV CUUUETEXOVTOV VO EUTAAKOVY GE LEALOVTIKT
dwmpaypdrevon pe Tov 110 avtiraro. Ot 10101 TpdTEVaY OTL a S1amPOyLATEVOT) 1) OTTOiaL
oAoKANpOVETOL e BETIKA KOVOVIKO-Yuyoloyikd arnotedéspata Oa tpénetl va Bempeitan e&icov
EMITLUYNG LE L0 OLOTTPOY LATEVCT] TTOV £YEL VYNAG OLKOVOKA OQEAT], EOIKA AV T ATOLOL

TPOKELTOL VO, EXOVV Lo GLVEYILOUEVT] GYECT KOl GLVEPYATIO.

H vroxepevikn a&io amotedel P suvoisONUATIKY 0vTidOpacT TOL TPOKVTTEL Amd T
Jmpary LATELGT) KO KOT® ETEKTOGT] TO. GLVUIGONLOTO TOV OUTPAYLATEVTMOV TNV EXNPEALOVLY KoL
enmpedlovtan and avty (Curhan kot cvv., 2006. Gelfand kot cvv., 2006. Oliver kot cov., 1994).
Yuykekpluéva, £xel eavet 0Tt ToL YopunAd eminedo VITOKEWEVIKNG a&iog VTOONADVOLV OTL TO dTOUO
e&élafe ) dampaypdtevon oc Eva apvntikd yeyovog (Becker & Curhan, 2018) kot odnyodv ot
Bimon apvnrikdv cuvatctnudatov, ommg o Bopog (Allred, 1999. Gelfand kot cvv., 2006). And
™V GAAY, To VYNAL enimeda vIOKEPEVIKNG a&iag avep®VoLV dTL To dtopo eEEAaPe T
dampaypdtevon og éva Oeticd yeyovog (Becker & Curhan, 2018) kot 0dnyovv ot Pimon

OetikdV cuvausOnudtov, 6tmg n vaepnedaveln (Butt & Choi, 2006).

[Topd ™ orovdNOTNTA TOV KOWVOVIKO-YVUYOAOYIK®OV ATOTEAEGUATOV TNG

Slmpaypdtevons, o apliog TV EPEVLVOV AVAPOPIKE PE aVTA vl EEAPETIKA TEPLOPIOUEVOG
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KOl GOQOS SVCAVALOYOG GE GYEOT LE TIG LEAETES TTOV APOPOVYV GTO OTKOVOLLK( OTOTEAEGLLATOL

TOV OLOTPAYLOTEVCEWDV.

Iotopikn avadpoun THS HEAETHS TV OLATIPAYUATEVCEMY .

210 TEPACLLO. TOV XPOV®V, Ol SIUTPAYUATEVCELS EXOVV LEAETNOEL 0O TOIKIAOVG EMGTNUOVIKOVG
KAAO0VG, OTIMG 1] KOWVMVIKY] YuYoAoYio, N KOVOVIOAOYiN, 01 TOATIKEG EMGTNLES, 1) OPYOVOGLOKT
GLUTEPLPOPA, 1| VOLUIKT], 1] d10iKkN o™, Ta pafnuatikd Kot ot otkovoutkég entotnues (Thompson
Kat ovv., 2010). To yeyovog awtod £xel g amoTéAeS TNV VITOPEN TOAADV BE®PLDV, LOVTEA®DV
KOl EPELVNTIKAOV EVPNUATOV TOV KOO1GTOVV TN LEAETN KOl KOTAVOTNOT) TOV OUTPOY LOTEVCEWDY

eEapeTIKA cVVOETN.

Katd 115 dexaetieg Tov 1960 kot 1970, ot dStampaypoatedoelg amoteAovoay Eva Tedio Tov
egetalotav katd Baorn vo to Tpiopa ™S KoeVvikng yuyoroyiag (Pruitt, 1981). And v
nepiodo ekeivr, TO EVOAPEPOV TV EPEVVITOV GTPAPNKE OTI| LEAETN TOV ATOMK®DV SL0POPDV
TOV SOTPAYLATEVTOV, OTTMG TO SNUOYPAPIKE YOUPAKTNPIOTIKA (7)., POAO) KoL TO
YOPOKTNPLOTIKA TPOCOTIKOTNTAS (7., LoKIBEMOUOS), KAODG KOl G KATACTOGIOKA
YOPAKTNPLOTIKA 1] YOPAKTNPIOTIKA TOV TANLGIOV (T.)., €£0VGin) TOV UITOPOVV Vo EMNPECGOVY TNV

el éxPaon g dampayudtevong (Neale & Bazerman, 1992).

H mpocéyyion tov atoutk@v otapopv. Aedouévou 0T 1| dtompoayLdtevon amotelel Lo
STPOcOTMIKY dtadkasia, Elval avapevoprevo vo, LToBECEL KOVEIC OTL TO ATOUIKE
YOPUKTNPLOTIKA OGMV EUTAEKOVTOL GE QLT AOKOVV CUOVTIKTY ETPPON OTNV
amoteAEcUATIKOTNTA Tovg (Bazerman kot cuvv., 2001). I[Tapd to yeyovog 0Tl 0pKETOL EpELVNTEG
emPePardvouvy avtn v vodeon (m.y., Barry & Friedman, 1998), motdco, évog peydrog

aptOUoOC peleTNTAOV LTOGTNPILEL OTL TA ATOUIKA YOPUKTNPLOTIKA dev Mnpealovy
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SOTPOY LOTEVTIKT GUUTEPLPOPA, SL0SIKOGIO KOt amoTéAecpa 6 peydro Babud (m.y., Lewicki ko

ovv., 1994. Pruitt & Carnevale, 1993. Rubin & Brown, 1975. Thompson, 2005).

Mepikd and To ATOUIKA YOpaKTNPIGTIKA TOV Y00V HEAETNOEL ekTEVODG €ivat TO VA, N
YVOOTIKN IKAVOTNTO KOl 1) ONUIOVPYIKOTNTA, KAODG Kot 1) KOUATOVPA KOl 01 TOAMTIGUIKEG
SPOPES TOV STPAYUATEVTAOV, 1 TEPLYPOPT| TOV OTOIMV EIVOL ATOPAITNTN VIO TNV TANPESTEPN
Katavonon g SlmpoypdTeELoNS, OAAL KOl Y10l T GUVELONTOTOINGT TV KEVAOV TOL

eEakoAovBobv vo vTdpyovv 610 gV Ady® TEdiO.

To pbAo otn dampayudcrevon. To E0PHUATO OVOPOPIKE [LE TOV POAO TOL PVLAOL GTN
dampayudtevon sivar avtipotikd (Lewicki kot ovv., 1994) ko o¢ ek T00TOL T0 €V AOY® {RTnua
Oa pémetl va avtipetoniletoan pe okentikiond (Thomspon, 1990). [Tapodio mov £xovv deloybel
peAréteg mov vrooTPifovv OTL To PVLAO Ot dradpapatilel onpavtikd poro oty EkPacn g
damparypdrevong (m.y., Lewicki kat cvv., 1994. Pruitt & Carnevale, 1993. Walters kot cvv.,
1998), ®6t0G0, T0 TEPLGGOTEPA EPEVYNTIKA EVPNLLATA GCLYKAIVOVV GTO YEYOVOS OTL 01 YUVOIKES
gtvar MyOTepO OmMOTEAEGUATIKEG OTIG SLOTPAYUATEVCELS GE ayéon e Toug avpes (Kray kot cov.,

2001. Stuhlmacher & Walters, 1999).

ITo ovykekpyéva, 1 Theloyneio Tov HEAETOV £xel dgi&el OTL ot yuvaikeg 1)
avtiAapdvovtar kot fudvouy Tn GOYKPOVsoT) Kol T1 JOPayILATEVOT) LE SLOPOPETIKO TPOTO GE
oyéomn He toug avtpeg (.., Stevens kat ovv., 1993. Stuhlmacher & Walters, 1999), 2) eivon
TEPLOGOTEPO OPVNTIKG Srokeipeves g mpog Ti¢ dompaypoatevoelg (Kray & Babcock, 2006), 3)
EMBEIKVOOLVV YapunAoTepn awtonemoifnon (Watson, 1994), 4) mpotipody Ty emAoyn xpRoNG
ovvepyatik®v otpatnyikev (Walters kat cuv., 1998), 5) kataAnyovv o MyoTEPO MPEMUES Y10l
ekeiveg oopevieg (m.y., Dalton ka1 cvv., 1987), 6) diotdlovv va Eekivijoouy pia

dampayudtevorn (Babcock xat ovv., 2006. Bowles kot ovv., 2007. Small ka1 cuv., 2007), 7)
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Bétouv yapunAdTEPOVS 6TOYOVG Kat £X0VV YounAotepeg Tpoadokieg (Jackson kot cuv., 1992,
Stevens kot cvv., 1993), 8) cupemvoiv og yapniodtepovg apykovg uoebovg (Gerhart & Rynes,
1991) ka1 9) yevikd emrvyydvouv xewpotepa amoteréopoto (Kray kat ovv., 2001. Solnick, 2001.

Stuhlmacher & Walters, 1999).

H dvoyeprg Béon otnv omoia @aivetal va Bpickovtal ot yuvaikeg 660V apopd GTIC
dwampaypatedoels, Exet eEnyndel pe Pdon ) petwpévn eEovaio mov cLVNOME KATEXOVY OE GYEom
ue toug avrpeg (.., Amanatullah & Morris, 2010. Bowles ka1 cuv., 2005. Bowles ka1 cuv.,
2007. Miles & Clenney, 2010). Qo1660, 1| eXKpATESTEPT AITOYN OPOPE. 6TN GVUVOEST TNG
LEIWUEVNC OMOTEAEGLOTIKOTITAG TOV YUVOIK®OV pe T Bewpia cuvapeiag poimv (role congruency
theory. Eagly & Karau, 2002), n onoia tpecPedetl 0Tt Tpokelnévon ta dropo va a&lohoyodval

Betika elvan arapaitro va gvepyovv Bacel Tov pOAOL TOVG.

Avolutikd, ot yovaikes Oempeitor 6Tt KOTEYOLV YOPUKTNPIGTIKA TOL TIG KaO16TOOV T10
TPUPEPES, PIAKES KOl TPOCAVATOAIGUEVES GTT GUVAYT BETIKMOV SOTPOCOTIKAOV GYEGEDV KOl (G
€K TOVTOV AVOUEVETOL OO EKEIVES VOL OPOVV LLE TTLO NTLOVS TPOTOVS, OGS GTEPEOTLTIKA Opilet O
POLOG TOVG. ATO TNV GAAN, 01 Gvtpes Bempeitar 6Tl facel pOAoV emdeKVOOVY HeYOADTEP
OLEKOIKNTIKOTNTO KOl QLTOTETOIOM O™, YOPOKTNPIOTIKA T OTTOi0 GLVASOVV TEPICCOTEPO LIE TN
@Vo™ NG JTPAYUATEVONG, 1) OTTOL0L ATOTEAEL LIt EVIOVT), OVTAY®OVICTIKT KOl GKATPT dtadtkacio
(Eagly & Carli, 2003. Kray & Thompson, 2005. Putnam & Kolb, 2000). Zopewva pe v idio
Bewplia, €dv o1 yovaikes mapaPidcovy To 6TeEPEGTLIO TOV POAOV TOVG KOl VIOBETHCOVY 6T
P Ay LATEVGT) YOPAKTNPIGTIKA TTOL OEV AVOUEVOVTOL OO EKEIVES, TPOKEWEVOL VAL Elval TTLO
OTOTELECUATIKES, TOTE B0 Kp1BOVV apvNTIKE 0md TOVG AVTITAAOVS TOVG, PUIVOUEVO TO OTTOT0 givart

Yvooto pe tov 6po ‘backlash effect’. Ondte, ot yuvaikeg voypeovvtal va vIoBETHGOVY
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SLUTEPLPOPES OV cLUPadilovy pe Tov pOLo TovS, dStowvilovtag Katd avtdv ToV TPOTO TOV

@oOL0 KOKAO TG avamoteleopatikoTntd toug (Stuhlmacher kot cuv., 2007).

H nopandve Bewpio eEnyel o évav tkavomomtikd abud tov Adyo yio Tov omoio et
QOVEL OTL 01 YOVOITKES EMOEIKVVOVV TLO EXOPIKES Kot EMOETIKEG GUUTEPIPOPES OTOV EUTAEKOVTOL
o€ €€ amooTACEMS SOTPAYUATEDGELS OE GYECT IE OTAV GLUUUETEXOVV G ol {Momng
P oy LATEVGELS, OEOOUEVOD OTL GE QVTEG TIC TEPUTTMGELS LELDVETOL 1) TIECT] TOV TOVG AGKEITOL
®C TPOG TNV EMIOEIEN GLYKEKPIUEVOV YOPUKTNPLOTIKOV Bdoel porov (Stuhlmacher kot cuv.,
2007). Eniong, 1 amoTeAEOUATIKOTNTO TV YOVOIKOV OTIC SL0mPpayotedoelg avavetol otov
dwmpaypatedovtot yio Aoyaplacpo Tpitev, Kadadg ot avtitaiol tovg Bewpodv 0Tt vIToKIVOVVTUL
amd 1o evOL0PEPOV TOVG Yia Tovg AAlovg (Wade, 2001). Tédog, oe TEPTTOOELG OOV Ol YOVOIKES
KATEYOLV £E0VGIN KOl YONTPO, EXEL PAVEL OTL M EMOEIEN YOPOUKTNPICTIKMOV TOV TUTKA GLVASOLV
LE TN O1mPOyLATEVOT Elval AmOdEKTN OO TOVS AVTITAAOVS TOVS, 0E00UEVOL OTL Bewpeitan

dwcatoAoynpévn Adym Béong (Amanatullah & Morris, 2010).

I'voortixi 1kovotnto kot onuIovpyiKoTnTe. AAAOL ATOUKE YOPAKTNPICTIKA TTOV £XOVV
peietnOet og BABoc, OT®G 1 YVOOTIKY tKovOTTa, £X€1 Pavel OTL d€ umopoHV va. TpofAEYouV Tig
TP ALY HATEVTIKEG EMOOCELS TOV ATON®V 6€ peYaro Babuod (Pruitt & Carnevale, 1993). Apketol
EPEVVNTEC, ®OTOGO, TOVILOLV TN oIToLOAMOTNTA TNG ONUIOVPYIKOTNTAC, ) OTTOi0 GTNV EMIALON
GLYKPOVGEMV KOl GTIG SLOMPAYUATEVGEL GLYVA e€loMVETAL e TNV EMIAVOT TPOPANUATOV KO

TNV €0PECT KAVOTOU®V, GUVEPYATIK®V, apolfaio amrodektdv Acewv (Thompson, 2005).

H dnuovpywodmta £xel oprotel g N mapoyyn xpoILOV, KOVOTOU®V 10DV Kol
Moewv og mpoPfinuata (m.y., Anderson kot cvv., 2004. James ka1 cvv., 2004. Paulus & Nijstad,
2003. Simon, 2001). Aev mpdkettar yo povodidototn Evvora (Simonton, 2003) kaboTt

amotedeiton omd Tpia dakptd otoryeia, TV evyépeta (fluency) mov avagépetal otov aplOuod Tv
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SPOPETIKOV TAPOAYOUEVDV WEDV, TN YVOOoTIK) eveléia (cognitive flexibility) mov apopd 6to
€0POG TV SLOKPITAOV KOTNYOPUDY OTIG 0moieg £xel TPOGPACT TO ATOUO KoL TV TPMOTOTLTIN
(originality) mov avogépetat oty IKOVOTNTO TAPAY®YNG CTAVIOV, 0oLVHOIGTOV Kot

npwtoTVTEV We®V (Guildford, 1950. Guildford, 1967).

O Carnevale (2007) emonpaivetl 6Tt aKOUT Kol GE TEPITTAOGELG EEUPETIKA
AVTOYOVIGTIKOV GVYKPOVCEMV OOV O€ PAIVETAL VO LITAPYEL SLVATOTITO GLVEPYATIKNG ADONC, M
dpovpykdTNTO UIopEl va @avel Wlaitepa xpNon Yo TNV ETIAVCT TOVE. TNV
TPOYLOTIKOTNTO, TO ATOLO TTOV EUTAEKOVTOL GE 0L OLOTPAYLATELGT] KOAOVVTOL VO Adfouy pia
oEPa aToPAcE®V 01 0moieg duvavtat va kabopicovv 1o TeAkd anotéleoua (Bazerman & Neale,
1991). H Mjyn avtdv 10V ano@dcemy eumeptéyet T oadtkacio EmA0YNG LETAED GUYKEKPIUEVOV
EVOALOKTIKOV AVGEMV Kal 1) ONUIovpYIKOTTO UTopel va GLUPBAAEL G avTr TN dtadKacio OTav ot
VILAPYOVGES SLUDEGIUES EVOAAOKTIKEG OEV EIVOIL TKAVOTOINTIKEG Kol pal VEEG EVOAAAKTIKES

amoutovvTal Yio TNV eniAvon g cvykpovong (Kurtzberg, 1998).

evikd, axodun Kot 6€ TEPMTOGELS OOV TO ATOUIKE YOPOUKTNPLIGTIKA LTOPOVV VoL
EMOPACOVY GTNV OMOTEAEGUATIKOTNTA TOV SOTPAYUATELTAV, QOUIVETOL OTL LUKPES
SLPOPOTOUGELS GTOL YOPAKTPIGTIKA TOV TAOIGIOV UTOPOVV VO EACYLIGTOTOGOVY 1 KoL VoL
avtiotpéyouv v enidpacn tovg (Thompson, 2005. Walters kot cvv., 1998). Emmpocsbétmg, n
TPOCEYYLOT TV UTOUKAOV S10POp®V £YEL OEYTEL KPLTIKN AOY® TOL YEYOVOTOG OTL TOL LTOLK(L
YOPOKTNPLOTIKA O Ppickoviar vt Tov Eheyyo TV dumpaypatevtdv (Bazerman & Carroll,
1987). Télog, aKOUN Kot v 1 KOTOVONGT TV ATOUK®OV YOPOKTNPIOTIKOV TOV avTitdAov Oa
UTOPOVGE VAL MPEANCEL £VOV SIATPAYLLOTELTY], KATL TETO0 B Ty SVGKOAO Vo GLUPEL,
O€00UEVOL OTL 1) AELOAOYNOT GLYKEKPLUEVOV YOPAKTIPICTIKMV, OTMG TO. OPOUKTNPLOTIKA

TPOCORTIKOTNTOG, 0 Umopel va enttevydel amd pn e1dkovg (Morris kot cvv., 1999). IMapdia
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0TA, 01 TOMTIGHKES dlaPopEG Ba Lmopovoay vo arotelécovy e€aipeon o€ avTo, KOOITL N
Katavonotn Tovg dvvaTot vo Bondnocel Toug SOmPAYLATEVTEG GT OULUOPPOCT] TNG KOTAAANANG

otpatnykng (Bazerman kot cvv., 2000).

KovArotpa kou wolitiouixés orapopés. H kovAtobpa tov atopwv Exet Bpedel oto
EMIKEVTPO TNG HEAETNG TOV SLOTPOYUATEDGEWMV Y10, TOAAES deKaeTiec. g KOVATOVpa opileTol TO
oOVOAO T®V YVOPIGUATMV TOV SL0(POPOTOLOVV 10, GUYKEKPLUEVT opdda atopmy (Lytle kot cuv.,
1995). O vopueg mov popdlovtal to péAN pog térotag opddos kabopilovv Ta otoryeia ekeiva
oV Be®POVLVTUL KATAAANAQ GTIC KOWVOVIKEG TOVS GLVOVOCTPOPES KO KAT  EMEKTOCT OTN

dwmpaypdtevon (Brett, 2000).

"Epevvec €govv 0eilet OTL ToL TOMTICUIKE YOPOKTNPIOTIKA, OTIMG Y10 TOPASELY O EGV EVOG
STPOY LATEVTHG TPOEPYETOL OO LI OTOMKIGTIKT 1] GLALOYIKT KOVATOVPO, EXNPEGLOVV TOVG
TPOTOVG L€ TOVG OTOTOVG TO ATOLO. GLUTEPLPEPOVTOL KOl EPUNVEVOLVV TIC GUUTEPUPOPES TOV
AoV (m.y., Schwartz, 1994). L1i¢ atopkiotikég KovATovpes, 0mwe ot Hvopévec IMolrteieg, to
dropa BempoHv TOVg EAVTOVE TOVS LOVAIIKOVS KO avEEAPTNTOVS Kol Apa OpovV PACEL TOV OIKMOV
TOVG EMBVUIDV KOl GOUPEPOVTMV, U1 AAUPAVOVTOS VITOWT TIG AVAYKEG KOL TO. GUUPEPOVTA TMOV
A ov (Markus & Kitayama, 1991). AvtiBétmg, otig cuAAoykég KoVATOVpES, OTtmg M Kiva, Ta
dropa glvar aAANAOEEQPTMUEVO KOL ) OVGLOCTIKN CUVOEST LE TAL AU LEAN TNG opddag elvarn
amopaitnTn TPoHTAOES Yo T ST pnomn TG EVOTNTAG CAAL KOt TNG OTOMKNG TOVTOTNTOG

(Gelfand ka1 cvv., 2002).

[Moapd v TAnBdpa peletdv mov £xovv oelaybel, Ta svpHaTa AVAPOPIKA LE TNV
emidpaon tng KovAtovpag eival aviipatikd. Onwg avapevotoy, moAlEg Epevveg TPoTEiVOLY OTL O1
GLALOYIKEG KOVATOVPEG TPO®BOVV TN GLVEPYATIKY) GLUTEPLPOPA KATA TN Otampaypdtevon (m.y.,

Brett & Kopelman, 2004). Qotd600, kdmoteg peréteg £xovv katoAnEel 610 GuUTEPAGHO OTL TA
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dropo OV TPOEPYOVTOL OO KOAEKTIPIOTIKEG KOVATOVPES EMIEUKVIOVV TLO OVTOYOVICTIKEG
CLUTEPLPOPES OTAV TPOKELTOL Y10, OLATPALY LATEVGELG TOANTN-0yopasTh (.., Adair kot Guv.,
2004), 6tav dwompaypotevovtal pe dropo ektog TG opddag toug (m.., Parks & Komorita, 1998)
Kot 0tov Bewpovv 6Tt dev elvan amapaitntn 1 eykaBidpvon pid LoKPOXPOVING SLOTPOCOTIKNG

oyxéong (Koch & Koch, 2007).

Xapartypiotikd tov wlaiciov. H kovovikn yoyoloyio kotd Tig dekaetieg Tov 1960 kot
1970 eotiooe Kot 6T HEAETT TOV SOMK®DV GTOYEIMV TOV SOUOPPDVOLV TO TAAIGLO TNG
dwmpaypdrevons. Zta ototyeio avtd meptAapfdvetol o THTOG emKovmViag LETaED TV
eumiexopevov pepav (Wichman, 1970), ta owkovopikd ké€pon (Axelrod & May, 1968), ot
npobBeopieg (Pruitt & Drews, 1969), 0 aplBuog Tov atOp®V oL aVTITPOcOTEHOVY KAOE TAELPA
(Marwell & Schmitt, 1972) kot o avtiktuomog g mapovsiog tpitwv (Pruitt & Johnson, 1972).
Q61000, T0 6TOLYEI0 GTO 0010 £dMOAY UEYAAVTEPT] EUPACT] O EpELVNTEC NTav M e&ovaia TV
dampayuatevtov (m.y., De Dreu, 1995. Kim, 1997. Rawwas kat cuv., 1997), kabd¢ avapépetat
OTNV IKOVOTNTO TV OTOU®V VO 0CKOVV ENIOPOCT] GTOVS AALOVG Kol VO TPOTOTOLOVV TO

amotélecpa. TG dampoyudrevong (m.y., Keltner kot ouvv., 2003).

H elovoia w¢ douikod aroyeio s orompoayuarevons. H eEovaia evog atdpov pumopel va
TPoEPYETOL amd O1apopeg TNYES, Omwg 1) 1 tkavdtTd Tov Vo Ti@pet TOLG dALOVS Y1
avemBounteg cLUTEPLPOPES (coercive power) 1 2) va Tovg avtapeiPet yio emBountég
ovumeppopés (reward power), 3) 10 dStkoimpa Vo EAEYYEL TN CLUTEPLPOPE TOV GAL®DY AOY®
0¢omng (legitimate power) kot 4) 1 iKovOTNTO VoL EXNPEALEL TOLG AAALOVS AGY® YVAOOTG 1| EUTEPLOG
(expert power) 1} 5) Ady® Tov Bavpacpod Tov Tpokaiei (referent power) (French & Raven,

1959).
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Q061660, 61N LEAETN TOV SATPAYLATEVCEWMV, 0 BacikOg deiktng TG eEovoiag Tmv
dwmpaypatevtdv etvon  Aeyopevn ‘Koivtepn EvaAloktikn oe pio AlompoylotevuTik
Yvugpovio’ (Best Alternative To a Negotiated Agreement. BATNA. Fisher & Ury, 1981), évvowa
N omoia &gl TpokvyeL and TN Bewpia kowvovikng avtairayns (Thibaut & Kelly, 1959). H
Bewpla KOWOVIKNG avTaAloyng Tpoteivel 0Tt 1) 1 KOWVOVIKY] GUUTEPLPOPE TEPIAAUPAVEL
STPOCMOTKEG AVTOAAAYES KATA TIG OTOleS Ta dTopa AapPfavouy Kdmota o@EAN (avtapolBég) ue
avTOALay o KEmoloug Topovg (KOGTOG), 2) T ATOHN £XOVV KIVITPO VO GUUUETEXOVV GE 0.
oyxéon Otav ot avtopolBEg avapéveror va etvar peyoldtepeg amd to k66Tog Kot 3) Ta dTopo
dvucapectoivToL OTOV EKAAUPAVOLY TNV avTOAAOYT O AOKN 1 OTAV OVOKOADTTOLV OTL 01 GAAOL

Aappdvovy meplocotepa 0PEAT Tapd TO YEYOVOS OTL £xouv emPapuvoet pe ta idta KOoT.

H BATNA, Lowov, amotedel TV EVOALAKTIKT GTNV OTTO10 UopEl vo oTPa@El £va ATOHO
o€ MEPIMTOON OV OV €ival EPIKTN 1 EMITELEN ETOPEAOVS CLLLPOVING KOl GUVOEETOL LE TO
‘oprakd onueio’ (reservation point. RP) tov dampaypatevt mov meptypdpet To Arydtepo
amodektd onueio N Tiun (Blount kot cvv., 1996). Me dAra Adyia, To oplakd onpeio amoterel Tnv

nocotikonoinom g BATNA evog drampaypatevtn (Raiffa, 1982).

H BATNA Bewpeiton mpotapyikn mnyn e€ovciog o€ pia Sompaytdtenon, Kodog o
EAKVOTIKT EVOAAOKTIKN AVoT kaB16Td £va dtopo Ayotepo e£aptdpevo and Tov avTimald Tov
AVOPOPIKA LLE TO ATOTEAEGLO KL ETOUEVMG avEdvel v e€ovaia tov (Lee & Tiedens, 2001). H
e€ovaoia &xet pavel tt dSadpapatilel onuovtikd poAo ot dtapayrdTevon KaboTL Ta dTopa ToV
TNV KATEXOVV amontoVV TEPLocOTEPA KOl KAVOLV Aydtepeg mapoywpnoels (De Dreu, 1995),
Kévouv cuyvotepa Tig TpmTEG TPocPopic (Magee kat cuv., 2007), xpNOUOTOOVV TEPIGCOTEPES
napamiovntikes taktikég (Lawler, 1992) kot emituyydvouy KoADTEPO OIKOVOUIKE OTOTEAEGLOTOL

(Giebels ka1 ovv., 2000).
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[Mopd T0 yeyovog OtL 1 LEAETN TOV YOPAKTNPIOTIKAOV TOL TAUIGIOV TG S0Py LATELONG
£xel CUUPAAAEL GTNV KOADTEPT] KATOVOTOT) TG SOTPAYLATEVTIKNG dtadikaciog, weTdc0,
TPOKTIKA, 00TE aVTOl 01 TaPAyOoVTEG PpicKovTal VTG TOV EAEYYO TMV JATPAYLOTELTMV, OTMG
akpPdc cupPaivel kot pe ta otopkd yopaktnpiotikd (Bazerman kot cvv., 2001). T'a tov Adyo
atd, ToArot €101Koi vITooTnPilovy OTL TA ATOTEAEGLLOTA TTOV TPOKVITOVY OO TNV EMIOPACT
ALTAOV TOV TAPAYOVTIOV EEAPTOVTOL A0 TOV TPOTO TOV Ol SIUTPAYLLOTEVTES TOVG
avTiAappdvovtal, Tovug Katavoohv Kot Tovg eppnvedovv. H droyn avtr cuvadet pe v ‘apyn
g Bedpnong’ (principle of construal), 1 onoio Tpoépyetar amd TOV EMGTNUOVIKO KAGOO TNG
KOW®VIKNG Yuyohoyiog Kot VToypoppiletl T onUacio TOV TPOCOTIKOV KOl DVTOKEUEVIKOD
VONLLOITOG GTOV OVTIKTUTO LG avTIKEWEVIKNG Katdotaons (Ross & Nisbett, 1991. Nisbett &

Ross, 1980).

Yta TéAN TG OgkoeTiog Tov 1970, To evOlaQEPOV OVOPOPIKE LE TN LEAETN TOV
dwmpaypatehoemv apyroe va eOivel, kKupimg AOY®m TOL KOIVOVIKO-YVOGTIKOD Kivijpatog (social
cognitive movement) 6TV KOW®VIKY] YuYoA0Yid, TO 0010 E0TINGE OTIG YVMOOTIKEG TTUYEG TTOV
eMNPeAlovV TIC KOWOVIKEG OAANAETIOPACELS KOl (OG EK TOVTOL 1 LEAETT TOV OATPOCOTIKDOV
depyaoctmdv tapaykoviotnke (Bazerman kat cvv., 2000). ITapdra avtd, otig apyéc tov 1980, ot
UEAETNTEG TV GYOAMV O101KNONG GLVEWONTOTOINGAY OTL 1 ‘UEAETT) CLUTEPLPOPIKDV ATOPAGEDV’
(behavioral decision research. BDR) mov amotelet £va diemotnpovikd medio 1o onoio aglomotel
1 YVOOT] TOV TPOEKLYE OO T YVOOTIKN EXAVAGTOGT TPOKEWEVOL VO TEPLYPAYEL TOV TPOTO LE
TOV 0010 01 AvOp®TOL Kpivouv Kot Taipvouv amoedoels, Bo pmopovoe va ypnoipomondel yio
TNV KOADTEPT KATOVOTNOT) TOV OampayLoTtedcewV. To okenTikd frav 6Tt TapOLO TOV Ol
STPAYLATEVLTEG O€ UTOPOVV VO ELEYEOLV TOVG AVTITAAOLS TOVG 1] TO TANIGLO TNG

dmpaydtevong, wotdco, Umopov va eAEYEOLV TOV TPOTO Le TOV 0moio mpofaivovy otn ANy
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amopdcemv. Epeuvntéc and mowila emotnpovikd nedio tpoontdncav vo evtomicovv Ta cuvion
AGON TOV STPAYLATEVTAOV, TOVS TPOTOVG LLE TOVG OTOI0VG ATOKAIVOLY 0td ToV opBoroyioud
KOl TOVG TPOTOVG LE TOVG OTOTOVE 1] TKAVOTNTO TOVG GTN AW amoPdce®V Ba umopovoe va
Bedtiwbel. Qo1600, dev EAafov LTOYN TOVG PACIKEG KOWVOVIKES LETAPANTES, OTTMG TO

TOMTIGHUIKG Y apOoKTNPLOTIKA TV Stompaypotevutdv (Bell kot cuv., 1989).

Koatd ™ dudpreta tov dekaetidv tov 1980 kot 1990, ) €pevva emkevipdOnke oTIg
YVOOTIKEG TTUYEG TNG SLOTTPay LATELONG, dEGOUEVOL OTL EMNPeACTNKE ard T Bewpio
CLUTEPLPOPIKDV amoPacemv Kot and T Oewpio tov maryviov (Thompson kat cuv., 2010). Tnv
{010 TePiodo dapopPmdnke pa omd TG GTOVOMATEPEG BEMPNTIKES KATIYOPLOTOGELS GTN
HEAETN TNG SOTPOYLATEVLGNG KOL TTLO GUYKEKPIUEVE, O OO WPIoUOG LETAED TMOV KOVOVIGTIKAOV Kol

TV Teptypaik®dv povtédwmv (Neale & Northcraft, 1991. Raiffa,1982).

Kavovietixa povréia dampayudrevong. Ta kavoviotikd povtéla (m.y., Champlin &
Bognanno, 1986. Fisher & Ury, 1981. Nash, 1950, 1951, 1953. Von Neumann & Morgenstern,
1944), tponABav amd ™ Oempio TV TOYVIOV KoL 070 TIG ETGTHUES TMV OIKOVOULKMV KOl TOV
LLOOMLOTIKOV KOl O EK TOVTOV OTOTEAOVY OVTIKEILEVO LEAETNG TOV OIKOVOLOAGY®V KoL TOV
feopntikdv Tov Toryviov (Raiffa, 1982). H fewpia tov moryviov TopovucldctnKe yio TpdTD
eopd amd Tovg Von Neumann kot Morgenstern (1944) ko eEeliyOnke nepatépw amd tov Nash
(1950, 1951, 1953), oe pia mpoonddeto va enthvbel To TPOPANLA TG SLomParyLATELGNG TOV
1é0nKe and Tov otkovopordyo Edgeworth (1881). H ev Adym Bempio mpoteivel cuyKeKpUEVOLG
KOl TUTOTOMUEVOVS TPOTOVG TTPOGEYYIoTG TNG dampaypdtevons. To evpitepa Yvwotd
TapAdELy L TOV TEPLYpdpet T Bewpia TV Toryviov glvat To ‘dIANUIO TOL EVAAKICUEVOL’, TO
OTO10 AVOPEPETOL GE LLOL TUTTIKT] OLATPALYLLATEVCT] OTOL Ol EMAOYEG TV EUTAEKOUEVOV LUEPDV

kaBopilovv o TeEMKO amOTEAECLA, TTOPE TNV ATOVGI0 EMKOWVOVING LETAED TOVG.
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Ta kavovieTikd Lovtéda, TEPLYPAPOVY TOVG TEAELOVG TPOTOVS LLE TOLG OTTOIOVE Ot
amoAvTo Aoyukol, eEatpeTikd EEVTvot Kot Go@ol avOpwmot Bo ETPEme Vo GLUTEPLPEPOVTAL OE
WOOVIKES, OVTOYMVIOTIKES, OAANAETOPOCTIKEG KATAGTACELS GTE VO, EMTVYYXAVOLV TO KATH
[Mopéto PErTIoTO amotédeoia. Agv evOLAPEPOVTOL Y10l TO TG Ol amAoi dvOpmmot
CLUTEPLPEPOVTOL OTIG SLOTPAYUATEVGELS, AALL TPOTEIVOVV TTMG Bl EMPETE VOL GLUTEPLPEPOVTOL
eqv Ntav egumvotepot kot coeotepol. Ommg yivetratl Katavonto, ovTd To. LovTéA OgVv glvat
PEAMOTIKG OVTE EQPAPUOGIULA, KABITL OEV TEPTYPAPOVV TN GLUTEPLPOPA TOL LEGOV aVOPMTOV

katd ™ dwampayudtevon (Neale & Bazerman, 1985. Bazerman & Neale, 1983).

Heprypapixa povréia oranpayudrevons. e avtifeon e TO KAVOVICTIKO LOVTEAQ, TO
nepLypaeikd povtéla (m.y., Chamberlain & Kuhn, 1965. Douglas, 1962. Pruitt, 1983a. Pruitt &
Carnevale, 1982. Siegel & Fouraker, 1960.) givat umeipikd tekpunpiopéve, Loviélo, ta. oroia
avayvopilovv 1o yeyovog 6Tt o1 AvOpmmot dev glval dyoyol Kot GoQot Kol Kat’ eTEKTOOT) OEV
elvar ep1KTO va 0povv e Evav TEAEL0 TPOTTO KOTA TN dtampoypdtevon. Ta povtéda avtd
amOTEAOVV KLPImG avtikeipevo Tmv yoyoldywv (Pruitt & Rubin, 1986), dedouévov 6Tt
Bacilovion o€ TPAYHATIKES avOPDOTIVEG GUUTEPIPOPES Kot EETALOVV TNV EMPPON TOV
TPOCOTIKMV KO YVUYOAOYIKOV YOUPUKTNPLOTIKAOV, TOV KIVTPOV, TOV YVOOCTIKOV AEITOLPYUDY Kol
TOV GLVOICONUATOV GTI GUUTEPLPOPA TOV OTOUMV KO GTO TEAMKO SOTPOLYLOTEVTIKO

amotéleospo. (Thompson, 1990).

"Eva amd o yveotdTEPA KOt TO CILOIVOVTO TEPTYPUPIKA LOVTEAQ £IVOL TO LOVTELO
drtov evdapépovtog (dual-concern model. Pruitt, 1983p. Pruitt & Rubin, 1986), To onoio
TPOEKVYE OO TO KAVOVIGTIKO Hovtédo Tov Atokntikov ITAéypatoc (Managerial Grid) towv Blake
& Mouton (1964) oArd EraPe TNV AmopoiTnTN EUTEPIKT TEKUNPIOOT LLE ATOTEAEGLLA VO,

amoteLel TEPLYPAPIKO HOVTELD. ZOUP®OVO LE 0VTO, 01 SOTPyUATELTEG SLOBETOVV TN duVOTOTNTA
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YPNONG TEGGAPOV PAGIKOV GTPATNYIKAOV, €K TV OTOi®V 01 TPEic dhvavTal va 0N YooV 6

ovupovia. Ot otpatnyikéc avtég sivar ot €€ng (BA. Tynua 1.1):

Eriivon mpofinuatoc (problem solving) i ovvepyooio (collaborating). H otpatnywm
avt oxetiletal pe TV TPOocTADELD EVPECTC KOWVMG ATOOEKTMOV ADGEMV KOl TEPIAAUPAVEL TNV

EIMKPIVY] AVTOAAOYT) TTANPOQOPLDV.

Elavayrkaouog (forcing) # oexdixnon (contending) 7 avtaywvietikotyro.
(competitiveness). Apopd otny emdimEn 1oV £VOC HEPOVE TNE SLOTPAYLATEVGNG VO ETNPEACEL
TOV OVTITOAO TOV LE TETOL0 TPOTO MOTE VAL YIVOUV OMOOEKTA T OUTHUOTA TOV Kot TEPIAUPEvEL

TOKTIKEG OTWG EKPOPIGUO.

Yroywpnuxoryro. (yielding) n wopoaywpnon (conceding). Apopd otnyv omovcio

TPOCHOTIK®V EMIDEEDV KOl GTNV OT0d0YN TG EMBVUinG TOL GAAOL.

Amogoyn (avoidance) 7 adpavera (inaction). Avaeépetat og pia Tabntikn otéon n onoia

dvvaton vo KauoTepNoEL N KOl VAL EUTOSIGEL TN GUVAYT] CLLEOVIOG.

Etvor onpovtikd va avagepBet 0TL cuyva avaeépetar ot PAoypagio kot po méum
oTpatnyKn, 0 cupuPifacudg (compromising), Tov apopd 6t Tpocdokio apoPoinv
VIOYWPNoE®V. ZOpPmva, e tov Pruitt (1983p), o cupPiPacuog amotelel pio Lopen| avemapkovg

KoL QVETLTLYOVG eMiAvong TpoPANHATOS Kot oG €k ToVTOV o€ Ba Empene va Bempeitar Eexmpiot)

GTPOTNYIKY.
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KATOAANAOTEPT Y10 EKEIVOL CTPOTNYIKY, AVOAOY®G TOV EMTEOOV EVOLAPEPOVTOG TTOV EXOVV Y10, TOV

€avtd Kot Tov avtimoro. 'Eto, ta dtopa to omoia £ouv vymAd EVOLOPEPOV TOGO Y10l TOV E0VTO
0G0 KOl Y10t TOV GAAOV TEVOLV VO EMTVYYEAVOLY KOAVTEPQ SLOTPOY LATEVTIKA OTOTEAEGLOTO OE
o€0M e T ATOoLLo TOL VOldlovTol LOVO Y10 TO ATOUIKO GUUEEPOV OAAG Kot and ekeiva OV
voraLovTat HOVO Y10 TOV GAAOV 1} £XO0VV OTOVGie EVOLOPEPOVTOS KO Y10 TOV ENVTO KO Y10, TOV
dALov. AvTd dAL®DOTE EYEl PaVEL OO OPKETES EPEVVES TV OTOIMV TOL EPEVVITIKEG ELPTLOTOL
VRTOONA®VOLV OTL TO apOPaio EVILOPEPOV Y10l TO OTOULIKO CLLPEPOV KOl Y10 TO CLUPEPOV TOV
avTITAAOL 00NYEl GE GLVEPYATIKY] GUUTEPLPOPE KOIL EMITPETEL GTOVS OLOTPOLYLOTEVTES VOL
emhvovv mpoPAnata kot va Bpickovy kaivtepeg AMoelg (Deutsch, 1973. Lewicki kot ovv.,

1994. Thomas, 1992).
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I'evikd, 1 Bewpia CLUTEPLPOPIKDOV OATOPACEMY GUVEROALE GNUOVTIKE GTNV KOTOVONOT|
TOV SOTPAYLATEVCEMV, OALY EKTOC OO TO YEYOVOG OTL TOPAUEANGE OPKETOVG KOVMVIKOVG
TAPAYOVTES, OTMG TPOAVAPEPONKE, ExEL dEXTEL KPITIKT KoL Yo TV advvapio TG va eEETACEL T
dampayatevTikn dodikacio and pia gvpeio mpoontikn (Greenhalgh & Chapman, 1995). ‘Etot,
He TV aAAoyN TNG YIMETIOG, 1 KOWMVIKY WYOYXOAOYIKY| LEAETN TOV S0Py HOTELGEMY ETAVIADE
OTO TPOGKNVIO, EVOMUATMOVOVTOS TA KOWWOVIKE 6TotyElo Tov TTponyovpuévag eiyav ayvondel and

TOVG YVOGTIKOVG EPEVVNTEC.

SOUTEPAGLOATIKA, 1 LEAETT) TOV OLOTPAYUOTEVCEDV EXEL TEPAGEL ATO SLOPOPETIKES
Qacelg ko £xel ennpeaotel amd motkila emotnUoviKa media Kot Oewpieg 0T0 TEPAGHLA TOV ETMOV.
Koatd ) dudpkela tov dekaetidov tov 1960 ko 1970, o1 Stompaypatedoels Eekivioay va
HEAETMVTOL VIO TO TPIGHLA TNG KOWMOVIKNG Yuyoloyioc. H el TV atopkdv d1apopdv, e
EUPaon 6To VA0 KoL TNV KOVATOVPO, KOOMDG Kot TV YOPAKTNPIGTIKOV TOV TANGIOV TNG
dwmpaypdrevong, OTwg 1 €£0VGia, 00NYNGE TNV KOADTEPT KATAVOTOT TV TOPAYOVTI®V TOL
EMOPOVYV GE QTN TN OLAMPOCHOTIKY| Opactnprotnta. Apydtepa, mepi Ta TEAN Tov 1970, 1
YVOOTIKN ETOVAGTOCT] GTN YUYOAOYIO LETATOTICE TO EVOLAPEPOV TV EPEVVITMOV TPOS LN TTLO
yvootikn katevbuvor. Katd tig dexaetieg Tov 1980 kan 1990, 1 €pevva avapoptkd pe Tig
dmpaypatedoels ennpedotnke ond 1 Bewpio TOV Toryviov Kot omd ) Oewpio GLUTEPIPOPIKOV
ATOPAGEMV, APNVOVTOS WGTOGO OVEEEPELVITA KATOL0 KOWVMVIKE GTOt el TNG

SLOTTPOLY LOTEVTIKNG SLOOIKAGTOG,

["a tov Aoyo awtd, amd to TéAn Tov 1990 péypt Ko onpepa, £xovv yivel EKTETAUEVES
TPOCTADEIEG TPOKELUEVOL VA E1G0aYH0VV Eava Kot Vo EVEMUAT®OOVV 6T HEAETN TNG

dwampaypdtevong Pacticol KOmVIKO-YuyoAoyiKol Topayovies, OT®S Ol GYEGELS KO TO
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ocvvareBnpoto (Bazerman kat cvv., 2001), tov omoimv 1 cupufBoAn ot dompayudtevon

OVOADETOL TOPOKATO.

O1 Oetixés oyéocig oty orampayudtevoty: O poiLog THS EUTIGTOGVVHG.

Ot epguvnTég £0VV EMOEIEEL EVTOVO EVOLAPEPOV OVOPOPTKA LLE TOVG TPOTOVE LLE TOVG OTOTIOVG OL
ATPOCHOTIKEG GYECEIC EMOPOVV OTIS dlampoypatevoels (m.y., Jehn & Mannix, 2001. Jehn &
Shah, 1997). Qo1600, 1 évvola mov £xel pedetndei ekTevESTEPQ £V 1) EUTIGTOCHVN, 1] OTTOTA,
opiletar wg n mpobupic TOL ATOHOL VO PAVEPMDGEL TNV EVOAMTOTNTA TOV GE £vVal GAAO ATOO,
Bempdvtog 0Tt ekeivo de Ba to PAdyet N eEanatioet (Mayer & Davis, 1999. Mayer, Davis, &

Schoorman, 1995. Rousseau kot cvv., 1998).

H gumotocuvn evioybet v avtiinyn Tov SompoyaTeuT®dVv 0Tt 01 ovTITaAol TOVG
notpalovrot etmkpiveig kot akpiPeic mAnpogopieg (Parks kat cvv., 1996), av&avel v tdom tovg
va copPipdlovral, peumvel My entBLio TOVG Y10 LIOOBETNGN AVTAYOVIGTIKMOV GTPOUTNYIKOV
(Cronin & Weingart, 2005) kot yevikd 0dnyel G€ TO EVOTOUTIKA SIATPOLYLOTEVTIKAL
amoteréopato (Butler, 1995. Weingart kot cvv., 1993). Exiong, av&aver v emibopio tov
atopov va dtompaypotevtet Eava pe Tov 1010 avtitolo oto uéhiov (Naquin & Paulson, 2003),
d€d0UEVOL OTL avTIAaUPAVETAL T GYECT OC GTEVN KO 0LGIMON Kot Apa eVIoyHEL TNV Tpodupia

ToL va. peivel og avtr (Lawler & Yoon, 1995).

[Tapd ™ orovdOTNTA TN EUTIGTOGHVNG, Ol SLOTTPAYLATEVTEG GLYVE TNV TPOdidovV
(Elangovan & Shapiro, 1998), ypnouonotdvtag yEuata 1| anethéc, TPOKEWEVOD VO, ETLTLYOVV TO,
emBountd amoteAéopato kot vo Adfouvv to péyiota duvatd képdn (Thompson kot cvv., 2010).
Ortav cuppaivel avto,  epmotocvvn eivor e&opetikd dvokoro va amokotactadei (Glick &

Croson, 2001). Zougwva pe tovg Schweitzer kat ovv. (2006), | Tpodopévn EumIcTocHV O
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pmopel Toté va amokatooTadel, akOU Kol oV TO ATONO EKPPACEL LETAUELELD 1] TPOPEL oE
dopbmtiég evépyeleg. Ao v aAAn, ot Kim kat cvv. (2004) vrootpilovv 6TL 1| EUmIGTOGVUVN
pmopei va anokatactadel Otav apopd oe BELATO AVTOYOVIGTIKOTNTOS, OAAL 1 OTOKATAGTOO

g Oev glvar @kt OTOv M mapaPiaor| g oxetiCeTon pe {nTuaTo aKePUOTNTAG 1] AEUDV.

Ta covaicOijuaro 67TIS O1OTPAYUATEVGELG.

Onwg &xer non avaeepOel, yio moAAd xpoOvia, 1 oNHOcia TV cuvosOnudToy ot
dampayudtevon giye vrotiundei (Bazerman kot ovv., 2000. Brooks & Schweitzer, 2011.
Davidson & Greenhalgh, 1999. Van Kleef kot ovv., 2004). Ot tp®dTot £pevvnTég OV EGTPEYOV
TO EVOLUPEPOV TNG EPELVNTIKNG KOWVOTNTOG OTI LEAETN TOV GUVAICONUATOV GTT OLOTPUYLATEVCT
frov ot Carnevale & Isen (1986), ot omoiot £de1&av 6t M Oetikn d160eon kot ta OeTikd
cuvacOnuoTa 6N dtumpayrdTevon eival wavd va 0dnyfcovy 6e avénpéva apoPaia kEpon, M

OAM®DG GE EVOTONTIKY] S0Py LATELO).

O AOYOG NG TOPOYKOVIGNS TOV CLVOICONUATOV GYETICETOL LE TO YEYOVOG OTL Y10 TOAAEG
dexoaetieg Bewpodviav g epumddia Yo TNV EKPaon Hog ETLTLYOVS SUTPAYLATEVONG KOl G EK
TOVTOV 1) amovsia Bimong Kot EKQPAcTg CLVUICONUATMVY TOVL TEPLYPAPETOL OO TNV TAPOLULOI
epaon ‘poker face’ mpotewdtav ¢ KATAAANAN GTAGT TPOC OPEAOC TOV SOTPOYLATEVTMV
(Gibson & Schroeder, 2002). Avto eivon e&apetikd SucapecsTo dedopévon OTL Ta GuvasOnuaTa
EVLTAPYOVV TOGO GTIC GLYKPOVGELG OGO KO OTIG SLOTPOUYLATEVGELS KO 1) LEAETN TOVG givat
O0UTEPO GNUOVTIKT] Y10l TV KOTAVONGN TOV TPOT®V LLE TOVG OTOT0VE TOL ATOUO CKEPTOVTOL,
AVTIOPOVV KOl GUUTEPIPEPOVTOL KATA TG dtampaypatevoelg (Barry, 1999). Malota, 6rmc moly
gvotoyo &xovv datvndoet ot Davidson ko Greenhalgh (1999), oty nepintwon mov dHo 1

TEPLGGOTEPO ATOUA EYOVV SLOPOPETIKEG AVTIANYELG KOl ATTOYELG OvVOPOPIKA pe Eva, BEpa aALd
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KavEVos O Plavel cuvaicHnpota Ko 0ev EKONAMVEL GLVUIGONUOTIKES AVTIOPACELS, TOTE OF

UTTOPOVLLE VO WAGLLE Y10 S0Py LATELGT).

Evpipata and tov KAGS0 TV VELPOETIGTNUMV VITOJEIKVOOVY OTL To GuvousOHnpata givort
CoTKng onpaciog Yo T ANYn amo@icemV Kotd TiG Sompoy LATEVGELS KOl 1] ATOVGI0 TOVG
umopel va 00NyNoEL G€ TOPOUOLES SVOUEVELG GUVETELEG UE OVTEG TTOL TPOKVTTOVV ATtO TNV
Tapovcio apvnTikdv covousOnuatov (Damasio, 1999). And v dAAn, 1 KoTamieon TV
ocuvacOnuaTeV pumopel emiong va emieépet emEN U0 OTOTEAEGLOTO, KAODS GUUPAAAEL OTN
peiwon g yvootikng ikavotntos. Onwg vroostnpilovv ot Fisher kot Shapiro (2005), ta
cuvalcOpoTo eivol ovaTdEELKTO KOTA T1 SIOPKELD TOV SOTPAYLATEVGEMV, EVM OV Elval
EPIKTO Y10 T ATOpOL VoL ToL otewBncovy 1 va Ta ayvoricovy. 'ETot, n kaAbtepn emA0Y Yo TOLG
TPy LOTEVTEG EIVOL O EVIOTICUOG KOl 1] KOTOVONGT TOV GLVOIGHNLATOV TOVG KOl OTN
CLVEYELNL 1] AVTIKOTAGTOOT TOV ApVNTIKOV cuvolsOnudtov pe Betikd cvvorsOnpata (Goleman,

1998).

Ta cuvarsOfpata mov Prdvovy Kot ekEPALovy o ATopo KoTd Tig StomparyLatedoELS
SLOPOMOVOLV T d1adIKaGTo Kot duvavTal vo KaBopicovy T0 amoTéAeCLa, ETNPEALOVTAS TIG
YVOOTIKEG TOVG AEITOVPYIES, TIG OTPATNYIKES Kot Tig evépyelég Tovg (Frijda, 1986. Lanzetta,
1989). XOppwva pe toug Fisher kon Shapiro (2005), Ta cuvorsOqpoto pmopovv va amoteAéGouV
EUTOOL OTT OLATPALYLATEVCT), KAODS £YOVV TN dSVVATOTNTO VO EKTPETOVY TV TPOGOYT, VO
KOTAGTPEPOVV GYEGELG Kol VO EKOETOVV TaL ATOO, 1) VO ETLPEPOVY BETIKA amoTEAEGHATA, EPOCOV
01 SLOTTP LY LOTEVLTEG EVOLALPEPOVTOL Y10 TNV EMTEVEN TOV GTOHY®V TOVG, TNV IKOVOTOINGT TOV

CLUPEPOVTOV TOVG Kot TN PEATIOON T®V GYEGEDV TOVG.

Agdopévav OA®MV TOV TOPOTAV®, TO TEAELTAIN XPOVID, TO EPELVNTIKO EVOLAPEPOV EXEL

HETOTOTIOTEL OO TN HEAETT] TOV VONTIKAOV AEITOLPYUDV OTN UEAETN TOV GUVALCONUATOV, GE [
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TPOCTADELD. TANPECTEPNG KATAVONONG TOV SLOIKAGIOV KOl TOV OATOTEAEGUATOV TNG
damparypdrevong (m.y., Barry xat cvv., 2004. Kopelman ka1 ovv., 2006. Morris & Keltner,
2000). Q61060, TPOKEWEVOD VO, YiVEL ATOAVTMG KATOVONTOG 0 pOLOG TV GuVOIGONUATOV oTN
dmpary LATELGT) KO SEGOUEVOL OTL TOL GLVOLGONLOTO TOV SLATPAYLUATEVTAOV dV EMNpedlovV
LOVO TOLG 1610V OAAG Kot Tovug avtimdiovg tovg (Van Kleef kot cuv., 2004), sivor e&anpetikd
ONUOVTIKO va. emonpoaviet o d1oymplopog Tov veioTatol HETAED TV EVOOTPOSOTIKOV Kot

JampocoTK®V endpacemv tovg (Morris & Keltner, 2000).

Evoorpoocamikés kat S1ampocomKkés EMOPAGEIS TV covalcOnudtwy. Ot
EVOOTPOCOTIKEG EMBPACELS TV cvvalcOnudatmv (intrapersonal effects v affect-cognitive
perspective) a@opovv 6TV EXLPPOT TOV AGKOVV TO GLVOIGONLOTO EVOG SIATPAYUOTEVTH OTN
SN Tov cvumepLpopd. Amd TV GAAY, ol dlampocmmikéc emdpdoeic (interpersonal effects 1y
social-functional perspective) avagépovtatl otV €n1ppon oV 0.oKOHV T0 GLVALGOT LT EVOG
SATPAYUATEVT OTN GLUTEPLPOPA TOV avTitdlov Tov (Gino & Shea, 2012. Van Kleef, 2008.

Van Kleef kat cvv., 2004).

Av ko €xel mpaypotonomBel EKTETAUEVT EPELVA AVOPOPIKA LE TIG EVOOTPOTMIIKES
eMIPAcELS TOV cuvarsOnuatov (.y., Baron, 1990. Baron kot cvv., 1990. Carnevale & Isen,
1986. Forgas, 1998. Isen, Daubman, & Nowicki, 1987. Pillutla & Murnighan, 1996), uévo
TPOCPOTO OL EPEVVNTEG EGTPEYOV TO EVOLUPEPOV TOVG GTN LEAETT) TG EMPPOTNG TOV
oLVOLGONUAT®V TOV OTOUOL GTN GLUTEPLPOPE TOV avTiTdAov tov (m.y., Adler kot cuv., 1998.
Barry & Oliver, 1996. Barry ko1 cuv., 2004. Jehn & Mannix, 2001. Morris & Keltner, 2000),
mhavdg Ady® TG dmicTong 0Tt To CLVUIGONUATA SVVAVTOL VO ATOKAADYOVY CNUOVTIKES

TANPOPOPIES GYETIKA LE T KivnTpa, TIC TPOOEGELG KOt TO EVILOPEPOVTO KOl MG EK TOVTOV £XOVV
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™ dVvaun vo ETNPedoovy T cLUTEPIPOPE Tov dAlov (Cacioppo & Gardner, 1999. Ekman,

1993. Keltner & Haidt, 1999).

AVO amd TIc onuavTikdTePEG EPEVVES TOV EYoVV deEayDel avapopikd e Tig
ATPOCHOTIKEG EMOPACELS TOV cuvatsOnudtov eivor o perétec tov Van Kleef kot ovv. (2004)
kot Tov Sinaceur kot Tiedens (2006). Zvykekpiuéva, 1 TPOTN APOPOVCE GE SLOTPAYLATELCT
HEC® S1001KTVOV OOV GTOVG GLUUETEXOVTESG 0O KAV TANPOPOPIES AVAPOPIKA LLE TN
cLVALGONLOTIKN KATAGTAGCT] TOL AVTITAAOL TOLS (YOPOVUEVOS, BLU®UEVOC, 0VOETEPOC) Kol
QAavNKe OTL T ATOHOL EKOVOV LEYOADTEPES TAPOAYMOPNCELS OTOV KAAOVVTAY VO, AVTILETOTIGOVV
évav Qupopévo avtimalo, Eve ot KPOTEPES TOPAYWPNOELS YIVOVTAV OTOV KOAOVVTOV VO
AVTILETOTIGOVV évay yopoduevo avtiroro. O Sinaceur ko Tiedens (2006) TpayOTOTOIOVTOG
avtioToym £pevva ALY LE KOTE TPOGMOTO OLAOIKY SLOTPAYUATELGT], KATEANEQV GE TaPOUOLoL
gupNUATO OElYVOVTOG Kot TOAL OTL Ol GUUUETEYOVTES VITOYMOPOVCAY TEPICCOTEPO UTPOCTA GE £VOV

Bvpopévo Tapd oe Evav YapoVUEVO OVTITAAO.

Ta mapondve sopripata propovv va eEnynbovv facetl tov yeyovotog Oti ot
TP ALY LATEVTES YPTOLULOTOLOVV T1| YVMDGT| OVAPOPIKE LLE TO GLVOLGON AT TOV OVTITAAOD TOVG
TPOKELEVOL VO AVTIANPOOLV T OpLd TOV. ZOUEmVva pe To poviédo EASI tov dtampocomikmv
emMdpdoemv TV cuvalsOnudtov otnv Koveviky Kot opyavoctokn {on (Emotions As Social
Information model. Van Kleef, 2009, 2016. Van Kleef & Coté, 2018), évog domporyLatevtng
UIopEl Vo avVTIOPAGEL GTIC GUVOLGHMULATIKES EKPPAGELS TOV OVTITAAOD TOV LE GUUUETPIKOVG

(symmetrical) /| acOppetpovg (asymmetrical) Tpoémovg.

Ooov apopd 6TIG COUUETPIKEG EMOPACELS, £VOAG OLOTPAYUATEVTNG TOV OVTILETOTILEL Evay
avTimaho 0 omoiog ek@PAlel apvnTiKa cuvoisOnuata, Onwg Boud, eivar mbavo va avtidpdoet

EMOEIKVOOVTOG OVTOYMVICTIKT Kot ETOETIKN GLUTEPIPOPE AOY® TNG ‘CLVOLGONUOTIKNG
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puorvvong’ (emotional contagion) (Van Kleef, 2014). H cuvaicOnpotikt) poAvven meptypdeet
petddoon Tmv cuvalcOudtev HETaEL avOpOT®V Kot TpoTeivel 0Tt £va dtopo Punvel vymAdTepa,
eminedo apvNTIKOV cvvalcOnudtev otav extifetonl og Eva GAAO Gtopo mov ek@PALEL apvNTIKA
cuvaeOnuota Kot vynAdTepa emineda BeTikdv cuvasOnudtov dtav ektiBevion o éva dtopo

nov ekppdletl Oetikd cuvarcOnuata (Van Kleef, 2009).

ZyETIKA E TIG AGVUUETPES EMOPACELS, 1) 1010 Oewpio vootnpilet 6TL dTav Eva dTopo
dwmpaypatedeTon pe Evav avtimoro mov ekepdlet Bopod, eivor mbovo va vmobécel 6Tt Ta dpla
TOV €YOVV EEMEPACTEL KO APaL VAL EMAEEEL GTPATIYIKA VO DTTOY®PNGEL DGTE VO AmopevyHel To
ad1€E000. Opoimg, oy epintwon EKepaong HeTIK®V cLVUGONUATOV TO ATOHO EVIEYETUL VOL
vofEael OTL TAL APl TOL AVTITAAOL TOV €lvarl LYNAL KoL dpa VoL cuUTEPEVEL OTL ATOUTOVVTOL

Myotepeg mapaywpnoels (Van Dijk kot ovv., 2008. Van Kleef kat cuv., 2004).

A&gdopévou 0T 01 E6MOTEPIKEG SlEPYUGIES KO KOT® EMEKTOGT Ol GUUTEPLPOPIKES
AVTIOPACELS TV SOTPUYUATELTOV UTOPEL VO TOKIAOVY, givor eEapetikd onpavtikd vo
OVOYVOPLOTEL LLE TO10L KPLTHPLOL EMAEYETOL 1) YPTOT] CUUUETPIKADV 1] ACOUUETPOV TPOTWV
ovumeppopds. To poviého EASI mpoteivel 1t ot avtidpdoeig tov atopwmv eEaptd@viot amd oVLo
TOMOVG LETAPANTOV, TNV KOVOTNTA ENEEEPYAGIOG TANPOPOPLOV KOL TV OVTIANTTH
KATOAANAOTNTO TG CLUTEPLPOPIKNG EKPpaonc. [Tio cuykekpyéva, 1 IKavoTnTO ENEEEPYaTiog
TANPOPOPLOV KoBopiletal amd To YOPAKINPIOTIKE TPOCOTIKOTNTAG TOV ATOUMY KOl oo
YOPOUKTNPLOTIKAE TOV TAouciov, 6mwg 1 eEovoia (De Dreu & Carnevale, 2003. Van Kleef & De
Dreu, 2010), ev® 1 avTiAnmTy KOTOAANAGTNTA TG CLVULGONUOTIKNG EKppaong eEapTdtan and To
YOpoKTNPLoTIKA NG Kotdotaong (Ekman, 1993), ta yapoaktnpiotikd g 010G g
ocuvatsOnuotikng éxkepaong (Van Kleef kot ouv., 2012), kabdg kot To YopaKTnpIoTIKA TOV

eUmAeKOUEVOV Hep®V Kat NG petad Tovg oyéong (Shields, 2005. Tiedens kot cvv., 2000).



62

Katnyyopieg ueietav avapopixd ue ta cvvarecOquoata oty dwanpayudrevon. To
CLUVUGOMLOTO TOV EUTAEKOUEVOV GE L0l SLOTPOYUATELGT) UTOPEL VOL TPOEPYOVTOL 0T
KOTOGTAGELG TTOL TTPOTYOVVTOL KOt VoL U1 GYETIKES LE OVTN, VO TPOKVTTOLV KATA TN ddpKeLd
NG OLOMPAYLATEVOTG, 1] VO, fLOVOVTOL HETA TO TEPOS TNG KO VO APpOPOVV GTO AMOTEAEGLOTA TNG

(Barry & Oliver, 1996).

Ot peréteg mov £yovv mpaypatonombet avapopikd pe Ty enidpacn TV cuvoulcsOnUaTOV
ot owampaypdtevon yopilovtal e Tpelg Katnyopies, avardyme pe to av e&etdlovv 1o
ovvaicOnuo og TpoPrentikd napdyovta, cuvénela, 1| taktiky (Barry kot cvv., 2004). H tpd
KaTnyopio apopd oTig LEAETES TOL £EETALOLV TNV EMIOPACT] TOV GLVAICHNUATOV TOV
TPONYOHVTOL TNG OLATPOYUATEVONG, O GYeTICOVTOL [UE OVTN Kot Apal TO cuvaicOnua
AVTILETOTILETOL WG TPOYVOSTIKOG TOPEYOVTOS TG OLOTPAYLUATEVTIKNG O10OTKAGIAG 1) TOV
dampaypatevtikov amoteléopatog (affect as predictor) (m.y., Allred kot ovv., 1997. Baron,

1990. Carnevale & Isen 1986. Kramer ka1 cuv., 1993).

Zopeova pe to ‘povtého g dtabeong og mAnpogopia’ (affect-as-information model.
Schwartz & Clore, 1983), o1 avBpwmot givar mhovo v amod®Govy E6QAAIEVA TO TPOLTAPYOVTA,
doyeta P T dmpayLATEVOT), GLVOLGOHTLLATA TOVS, GTN GCLUTEPLPOPE TOV AVTUTAA®Y TOVG.
Avto onuaivetl 0Tt évag Bupopévos dtampayaTeLTg ToL 08 Yvpilel TNV TPoEAELOT TV
APVNTIKOV TOV cuVAIcONUATOV prnopel va amodmaoel AavOasuéva Tov Bupd Tov oTnV TPocPopd
TOV QVTITOAOL TOV KOt dpa va ennpedost T dompaydtevon avaidyms. Ao v GAAY, Evog
Smpary LATELTAG 0 0moi0g Yvmpilel OTL Ta BETIKG N TOL OPVNTIKA TOL GLVOLGHNLATO TPOEKVLY OV
Ot KOTOWOV 1N GXETIKO e T dtampaypdtevon Adyo, eivatl Arydtepo mhovo va enTpEVYEL G

aLTA To GLVOLGOHN AT VO ETNPEAGOVV TN SLUTPAYUATELGT).
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H debtepn xomnyopio avaeépetal oTig LEAETES TOL SLEPELVOVV TNV EMIOPOCT) TOV
CLVUGOMULATOV TOL TPOKVTTOVY KATA TN O1APKELD 1] LETA TO TEPAG TNG SLUTPAYUATEVONG KOL (OC
€K TOVTOL AOTELOVV GUVETELN TNG aAANAETiOpacng neta&d Tav pepmv (affect as consequence)
(m.x., Hegtvedt & Killian, 1999. Moore kot cvv., 1999. O’Connor & Arnold, 2001. Pillutla &

Murnighan, 1996).

TéNog, n Tpitn KaTNyopio LEAETOV QPOPA GE EPEVLVES TTOL EEETALOVV TN GTPATNYIKN
xpnon kot a&io Tov cuvousOnudTov Yo v enitevén tov emBountod dumpayATELTIKOD
amotedéopartog (affect as tactic). Av kat tétoteg £pgvveg eivarl vapktég (m.y., Barry, 1999.
Weingart kot ovv., 1990. Weingart kot ovv., 1993. Weingart kot cvv., 1996) wotéco givot

TEPLOPIGUEVES, KUPIOS AOY®D HEBOSOLOYIKADV TPOKANGEMV Kol SUCKOMMV.

Ta Ostika cvvarcOijuara otig drarpayparevoelg. H pekét tov Oetikdv
cuvacOnuatov &gl Bpebel 6to emikevrpo Ta tedevtaia ypovia, mBavdc Adym g Toyeiog
avantuéng Tov KAGOoL ¢ Oetiknc Puyxoroyiag. H mietoyneio twv epguvav mov Eyovv
de€ayBel £¢ Kol oNUEP OVAPOPIKE e TNV EMIOPACT) TOV BETIKOV GuvasOnudtwv, 1060 61N
dmp oy LaTeLTIKN dtadikacio 660 Kot otV EKPaot g dampaypdtevong, deiyvel 0TL 1| Pimon

TOVG OYETILETOL GE OPKETES TEPUTTMGELS e DETIKA OmOTEAEGLOTAL.

Yuykekpiéva, £xel eavet 6tL To BeTikd cvvatctuato coppdriiovy oty enilvon
npoPAnudatov kot cuykpovoemv (Carnevale & Isen, 1986. Forgas, 1998. Kramer kot cvv., 1993.
Lyubomirsky kot cvv., 2005), Bonfovv oty edpeon kawvotopmv Aoewv (Isen & Daubman,
1984. Isen, Daubman & Nowicki, 1987. Isen kat cuvv., 1985), av&davovv t StodhakTikdTnTO
(Van Kleef, 2008) kot to gvdapépov yia tovg diiovg (Rhoades kot cuv., 2001) kot petdvouy Tig
emBeTikég avtidpaocelg kot ovumeprpopéc (Carnevale & Pegnetter, 1985. Isen & Baron, 1991).

Emniéov, av&dvovv T1g Tpocdokieg TV atoumv yio kaAlvtepeg emodoelg (Kramer kot cov.,
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1993) ko de&aymyn| emruymv dampaypotevcemv (Forgas, 1998) kot amoBappvvovv ) xpron
tokTikdv egamdtnong (Olekalns & Smith, 2009), 6nmg N wapoanoinon TAnpoopidV Kot 1 ¥pHon
yevdav dniwoemv (Bazerman kot cvv., 2000. Boles kat cvv., 2000. O’Connor & Carnevale,

1997).

Télog, ta Oetikd cuvarsOniuata avéavouy to atoptkd kot apotBoio képdn (Allred kot
ovv., 1997. Carnevale & Isen, 1986) kot ti¢ mopoaywpnoeig (Baron, 1990. Forgas, 1998. Pietroni
Kot ovv., 2009), petdvouv ™ dbpketa TG dtampayudtevong (Prassa kot cov., 2022) kot
npomBovv 1 cuvepyaoia (Baron 1990. Baron kot cvv., 1990. Barry & Oliver, 1996. Barsade,
2002. Carnevale, 2008. Carnevale & Isen, 1986. Carnevale & Pegnetter, 1985. Forgas, 1998.
Hollingshead & Carnevale, 1990. Kopelman kot cvv., 2006. Kramer kot cuv., 1993. O’Quin &

Aronoff 1981. Pietroni kot ovv., 2008. Prassa kot ovv., 2022. Rhoades kat ovv., 2001).

Ot dwmparypotevtés Tev onoimwv ot avtinaiol ekppalovv yopd, tetvovv va aicBdvovon
YOPOVUEVOL, IKOVOTOMUEVOL KO TPOBVLLOL VOL SIATPAYLLOTEVTOVV LE TO 1010 ATOHO 6TO HEAAOV
(Kopelman kot ouv., 2006. Van Kleef kot cuv., 2004), evd déxovtat T TPOSPOPES TOL

AVTITAAOL TOVG HE HEYOADTEPN gVKOALa Kot gvyopictnon (Mussel kot cuv., 2013).

Ta apvytika covaicOuata 6TIS J10mPoyuatTevoels. X ovtifeon pe ta Oetikd
cuvacOnuota, 1 Bioon Kot EKEpacn apvnTIK®OV cuvolsOnuatov et dtomotwdel 6Tt GuyVa
etvar emPAaPNG Y100 TOVG SOTPAYUATEVTEG. ZVYKEKPIUEVQ, EXEL PAVEL OTL TOL APVNTIKA
cvuvalcsOnpoato evBappHvovy TV V10OETNON SVGAEITOVPYIKAOV KOl OVTOYOVIGTIKOV
CLUTEPLPOPOV Kat oTpatnyikdv (Baron, 1990. Barry & Oliver, 1996. Butt kot cvv., 2005.
Forgas, 1998. Liu, 2009. Rhoades kat cvv., 2001), ®000v 6€ younAdTEPES UPYIKEC TPOGPOPES

(Baron kot ovv., 1990. Brooks & Schweitzer, 2011), 0dnyovv o€ peiouévo apotfaio kEpon
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(Allred xat ovv., 1997) kot coufdrlovy oty andppiyn cvueepovcmv tpoceopmv (Espinoza

Kot ovv., 2006. Pillutla & Murnighan, 1996).

Emumpocbétmg, Ta apvntikd cuvorsniuoto kafiotohv ToVg SLOmPay LOTEVTES MO
eyokevtpikovg (Loewenstein kat cvv., 1989) kot ampodBupovg va Tpofovv 6e TapaywpoELS
(Van Kleef, 2008), av&avovv tig mbavotmreg adieEddov (Friedman kat ovv., 2004. Griessmair,
2017. Kopelman ka1 cuv., 2006. Yip & Schweinsberg, 2017) kot peudvouy to enineda
eumotoovvng (Campagna kot cuv., 2016) kot tnv emBopio Yoo LEAAOVTIKT S0Py LATEVOT| KOl

ovvepyaoio (Allred kot cvv., 1997).

O meprocdtepeg HeAéTeg mOL ExouV de&oyOel avapopikd e TV emidpacn TV
APVNTIKOV GUVOICONUATOV GTIC OOTPOYLOTEVCELS OpPOPOVV GTO GuvaicOnua tov Buuod (m.y.,
Allred ko ovv., 1997. Sinaceur & Tiedens, 2006. Van Dijk ko cvv., 2008. Van Kleef kat cuv.,
2004). O Bopdg éxet Ppebet 0Tt givan 0 O TPOEEEYOV GLUVAIGHT LA TOV UTOPEL VO TPOKVWYEL GTIG
ovykpovoels kot Tig dtampaypatevoels (Allred, 1999), kabmg cvvdéetan pe arcOpato
dwkaroovvng (Averill, 1982) mov mailovv kpicyo poA0 6TV EX{ALON GLYKPOVGE®Y KoL TN
cvvayn cvpeovidav (Daly, 1991). Avvntikd evdéyetar va datapdiet tn dadkocio Kot vo
SLKVPEVCEL TOL GLUPEPOVTA TOV UEPDV, OEOOUEVOD OTL umopel va mONGEL GE evEPYELEG
e€amdtnong, o€ o Tpoomdhela avTamddoong TG TPOSPoANS mTov 0 Buudg pumopel va

vroonAdvet (Allred, 1999).

Ao yvootikn dmoyn, o Bupdg exhapfavetor amd Tov avtimalo g EALENYT dIKOIOGVVNG
(Van Doorn kot ovv., 2015), evioydel TV TPOCSOKI OGS OTALTNTIKNAG KoL OVTOY®OVIOTIKNG
dwmpaypdrevong kot 0dnyel o amovsio gvolapépovtog kot amdcvpon (Knapp & Miller, 1985).
Onwg yiveton katavontod, mopdAio mov o Buudg pumopel va eivar EDEPYETIKOG GE TEPITTMOELS

SLOVEUNTIK®V S0Py HOTEVGE®V, MOTOGO, eivar eEPETIKAE €m0 OTIG EVOTONTIKES
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Smpary LATeEVGELG 1) OTOV 1] GXECT TOV OUTPAYLATEVTMV VOl CNLOVTIKY Kot TPETEL VoL

drapurayBei (Liu, 2009).

Apketéc perétec, ®oTOG0, VITOSEIKVHOLV OTL 0 BLUOG UTopel va empEpet BeTikd
OTOTELEGUATO. GTOVG OLATPOYLATEVTES, KAOMDG £vOL ATOLO TTOL SLOTPOYUATEDETOL LE EVOV
Bupopévo avtimoro gival mo mhovo vo KAVEL TAPUY®PNCEIS GE GUYKPION UE TIG TEPIMTMOELG
O6mov kaAgital va avTipeToiost Evav yapovuevo avtitaro (Sharma kot ocvv., 2020. Sinaceur &
Tiedens, 2006). [Tapoia avtd, cOuemva pe tovg Harinck ko Van Kleef (2012), o Quoudg pmopet
Vo EMPEPEL OPEAT LOVO OTOV TPOKELTAL Y10, GLYKPOVGELS TOV GYETILOVTOL [LE GLUPEPOVTOL
(SropmVIES OVOPOPTKE LLE TNV KOTAVOUN TOV TOP®V) Kot OxL Otav ekeives apopov o€ atieg
(dropmvieg oyetikd pe TPOoOTIKEG TEMOIONGELS), OTTOVL 0 BLUOC uTopEl VoL 00N YNGEL O
avtimowva. Ta opéin tov Bupod eaivetol vo avEavovtal 6e damPayLATEVGELS TOV
TPOLYLOTOTOL0VVTOL €€ OTOGTAGEMS Ko OTAV VILAPYEL TEGN YPOVOV, EVD 01 OETIKEG EMMTAOGELS
TOL glvan akoun peyadbtepeg 0tov o avtitalog dev £xel evorlhaktiké (Sinaceur & Tiedens,
2006. Van Dijk kat ovv., 2008), 1} 6tav 0 S10mparyLoTtELTHG OV AVTIUETOILEL Evov Bupmpévo

avtirolo &yxet yauniotepn e&ovoia (Van Kleef kot cvv., 2004).

Onwg &xer non avaeepbel, n eEovoia dradpapatifel onuavtikd poro oTic
dwmpaypatedoels. I'evikd, o Bupog gaivetor va fondd tovg dStomparyLATELTEG TOL KATEXOVY
VYNAOTEPN €£0VGIN VO ATOGTAGOVY LEYUADTEPES TOPUYMPNCELS OO TOVS OVTUTOAOVG TOVG,
AOY® T0V POPov mov Tovg TpokaAovy (Butt & Choi, 2009. Lelieveld kot cvv., 2012. Van Kleef
& Coté, 2007). ITapavta, ot avtinaroi tovg givar oAd mhavo vo avtomoddoovy, mpofaivoviag

oe avtirowva (Wang kot cvv., 2012).

Ot Bvpopévol dtompaypatevtég 01 0moiol KaTEYoLV ££0VG1IN AVEAVOLV TIC OMAITNGELS

TOVG, EVO GE TEPITTMOT oL KANOOVV Vo avTipet®nicovv Evav Bupmpévo avtitaio, Egovv
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LEYOAES OEIDGELS, AALA LOVO OTav Kpivouy Tov BLPO TOV AVTITAAOL TOVG MG AOTKALOADYNTO
(Overbeck ka1 ovv., 2010. Van Kleef & C6té, 2007). And tnv AN mhevpd, OTav
dwampaypatevtés pe e€ovoia exppalovy Betikd cuvarcOnpata, OTMG Yopd, 1 OVTIANTT
Kuplopyio TOLG HELDVETOL KO TOVG 00NYEL OE YOUNAOTEPES ATOLTHGELS Kot KEPOT, EVA TA
amoteAéopato etvar avtifeta ylo dSompary LATELTES e YauUnAN eEovaia, Tovg omoiovg 1 Pimon
OeTik®V cuvausOudtov pmopet vo 0dnynoet o€ Oetikd okovopukd arotelécpata (Kurtzberg
Kot ovv., 2005). Avagopikd pe to apotPoio k€PN, elvar TOAD vYNAGTEPA OTAV T DETIKA
cuvatcOnuota exkepalovtat amd Evay SampayLaTeELTH TOL KATEXEL EE0VTI, GE GYEDN LE TIg
TEPUTTMGELG OOV ETKOVOVOLVTOL OtO £V SLompayLotenth e younAdtepn e€ovaia (Anderson

& Thompson, 2004).

O Van Kleef (2009) cuvoyioe T1g cuvOnkeg vrd Tig omoiec 0 Buuodg pmopel va givan
EVEPYETIKOG Y10, TNV ATOTEAEC LATIKOTNTA TOL OTOLOV GTN SLoTpayLdtevon, vrootnpilovtag ott
avtd ovpPaivel 6tav 1) o Bopdg eivor TPOGAVATOAMGUEVOG GTY| O10OTKAGTN KOt Ol GTOV OVTITAAO,
2) n Plwon kot Ekepoaon Tov Bupov Bempeitar amd Tov ALOV dtkaoAoynuévn, 3) vtapyel oxéon
oAANAEEGPTNONG HETAED TOV EUTAEKOUEV®V HEPDV, 4) YIVETOL GTPATNYIKT XPNON TOL EV AOY®
apVNTIKOV cLuvalcHNUOTOg Kot 5) vdpyovy petmpéveg mbavotnteg eEamdtnong ard Tov

ovTimaro.

"Eva axoépun apvntikd cvvaicOnpo oto onoio £yel 000t 1Wdaitepn Epepaocn, sivar exeivo
NG OTOYONTELGNG, TO 0010 PAIVETL VO, 00NYEL GE TO YEVVOLOIMPEG TPOGPOPES AT TOV
avtitoro (Ketelaar & Au, 2003. Lelieveld kot cvv., 2012. Martinez kot cvv., 2011). H
amoyontevon Umopel va ennpedost tn dampoyudtevon tpombdviog ™ ovvepyacio (Ketelaar &
Au, 2003. Wietzker kat cuv., 2012) kot SLopop@®VOVTOG TIC TPOGPOPES TOV OVTUTAAOD

(Lelieveld ka1 ovv., 2011. Nelissen kat cuvv., 2011), yeyovog mov cougpmvo. pe tovg Van Kleef
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Kat ovv. (2006) opeidetan 6to OTL TPpOoKAAEL 6TOV avTimaio caeOqpata evoyne. Ta dtopa Tov
dampaypatedovtol pe Evay avTitalo Tov Pudvel CLVUIGONUATO EVOYNG Kot LETAUEAELNG
VoOETOLY OTL LITEGTNOAVY adtKia Kat dpa mBovvToL oty avénon Tev arartioe®y Tovg (Van
Kleef, De Dreu, & Manstead, 2006). TéLog, 1 ek@pacUEVN AT UTOPEL VO, TPOKOAEGEL GTOV
aVTITAAO cIGONUOTO CLUTOVIAG KO VAL TOV MBTCEL GTNV VIOBETNON UING TTLO CLUVEPYUTIKNG

otdong (Sinaceur kot cvv., 2015).

Ev xotaxeidl, mapd to yeyovog 6TL épevveg £xovv dei&el 6Tt Ta apvnTiKd cuvalcHnuato
UTOPOVV VO WPEATICOVV TOVS OLATPAYLATEVTEG VIO GUYKEKPLUEVEG TPOUTOBECELS, GE YEVIKEG
YPOUUES paivetal 6Tt Ta BeTikd cuvasOnpaTe 00nyoHv 6E KaADTEPO OLATPOY LOTEVTIKA
aroteAéopata. Agdopévou OTL 1 HEAETN TOV GLVOICONUATOV GTIG OLOTPAYLUATEVCELG LETPAL ALYEC
deKaeTieg Kot To vpnHaTo vl avTipatikd, o oplUog TV LEAETOV TOV SIEPELVOLY TOV POLO
TOV OETIKOV GLVIICONUATOV GTIG S0Py LATEVGELS EVaL TEPLOPICUEVOG KL DITAPYOVV KEVA GTN
BipAoypapia, mepattépm Epevva amanteiton TPOKEIUEVOL VoL EEETOCTEL O POAOG TV

ocLVAIGONUATOV GTIS SLOTPAYLLATEVGELS.

To meipapa wg uébooos épevvag yia. T peAétn Twv cvvarclnudrwyv oty
oampayudtevon. Onwg &xel oM avaeepbel, 0 pOAOG TV cuvalsONUdTOV 6N dtmpayUdTeLO
elye vmotiun0el, dedopévng TG EMKEVTIPMOOTG TMV EPEVVITOV GTLS YVOOTIKEG TTUYES TNG.
[Mopora avtd, Ta tedevTaio xpovia, 1 cvuvewdnTonoinon g atiog TV cuvaictnudtey oTig
OLO1KOGTES KOl GTOL OIKOVOULKA OAAG KOl KOWV®OVIKO-YLYOAOYIKA OTOTELECLATO TV
SmpayLaTtedGEDV £XEL OO YNGEL GTNV EVPECT] TPOTOV KoL TNV VIOOETNON GLYKEKPIUEVOV
LEBOSOLOYIKMY TPOGEYYIGEMV Y10 TNV EUTELPIKT] LEAETN TOL POAOV TV GLVALGONUATOV GTIG

drompory LateHGELS.



69

Apywad, tvon amopaitnto va avagepBet 6TL 1 suvnBéotepn pebodoroyio Epevvag mov
YPNCLOTOEITOL GTN HEAETT) TG SOTPAYUATEVONG YEVIKA, OALA KOL OTN) LEAETT TNG EMLOPOOTG
TV cuvausOnudtov otn dwmpaypdtevon ewdkd, etvor to neipapa (De Dreu & Carnevale,
2005). [To cvykekpipéva, yio T LEAETN TNG EMIOPACTS TOV GLVOLGONUATOV TOL TPOTYOVVTOL
™m¢ Swmpaypdtevong (m.y., Allred kot cvv., 1997. Baron, 1990. Carnevale & Isen 1986. Kramer
Kot 6uv., 1993) aArd Kot ekeivov OV TPOKVLTTOVY 6T d1dpKEL 1) LETA TO TTEPAG TNG (T.).,
Hegtvedt & Killian, 1999. Moore ka1 cuv., 1999. O’Connor & Arnold, 2001. Pillutla &
Murnighan, 1996), cuv0wg ypnopomoteitar 1 nEBOSOG TOL TEPALATOS e TPOKAN O

CLVUGONUATOV, TOV aKOoAOVOEITAL OO TPOCOUOIGT) SATPAYLATEVOTG.

To melpapa amoterel pia amod 115 1oyLPOTEPES PEBOIOVG Epevvag Kat T, facikd
YOPAKTNPLOTIKA TOL givor OTL 6€ avTd 0 epevvnNg 1) TpoPaivel ot cvuoTnuoTIKN LETAPOAN, 1)
OAMOG XEpOy®YNON, TNG aveEapTnTNG HETAPANTNAG, 2) dtotnpel oTalepég TIG LITOAOTEG
uetaPANTéG ko téAog, 3) petpd tn petafoin oty eEaptnuévn petapintm (Coolican & Kelly,

2015).

"Eva melpapa pmopet va givon gite neipapa epyastnpiov, dtav dieEdyetal 6To £pyacTiplo,
ette melpapa mediov, dtav mpaypoTonolEital omovdnmote aAAOV. Amapaitntn Tpodtdheom yio
de€aymyn evog TEPALOTOS OMOTELEL O TVLYOL0G SLYWPICUOG TV GUUUETEYOVIMV KO 1|
OLLadOTOIN G| TOVGS, LE TNV OULAdN OTTOV 1 EAEYXOUEVT] GLVONKN gival TOPOVGA VO, ATOKOAEITOL
TEPOALLATIKN OPLAda Kot TNV opddo 6mov 1 eAeyyOuevn cuvink gival amovco va ovopdaletan
onada eréyyov (Xrorikag & Kvpraloc, 2019). Ev oriyoig, otnv opdda eA&yyov dev epapudletan
N TEPOLOTIKT cLVOTKN TTOL dtepevvdrtal, aAAG TO OEGOUEVA TTOV TPOKVTTOVY YPTNGLULOTOIOVVTOL
¢ Baon yo va suyKpBoHv Ta dedoUEVA TNG TEPOUATIKNG ORAdAS. Ot GUUUETEYOVTEG O1 OTTOT0L

VKoLV oTNV 310 OpAdH VTOBAAAOVTOL GE KOWEG TEWPAUATIKEG GUVONKES, EVD OGOL OVIIKOLV GE
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SLPOPETIKT OpAd0 VTOPAAAOVTOL GE JLPOPETIKEG TTEPApATIKES cuvOnKes (APA, 2014).
[Tavtmg, 6ha mpémet va givor amapottHT®Mg OO Y10l TNV TEPOUATIKT OLLAON Kot Y1oL TV ORAda

eAEYYOL, EKTOG PLGIKA OO TOV KOPLO TEWPAUATIKO GYEOACUO.

H dmopén opddog eréyyov eivan vyiotng onpaciog, KaboTL EMTPETEL GTOV EPELVITN VAL
KOTOVOTOEL TL GUUPOIVEL GTNV TTEPITTMOT TOL 1 EAEYYOUEVT] TEPAUATIKY GLVONKN glvart
TaPOVGa, 6€ oyéom Le To Tt Oo cuvéPBatve av avt amovoiale (Morling, 2018). Avagopika pe
™ HEAETN TV GUVAIGONUATOV GTY SLOTPAYUATEVGY, OTIS TEPLGGOTEPES TEPUTTMGELS, Ol OLAOEG
eAEYYOL amoVG1IALoVY Kot MG €K TOVTOV O€ YIVETOL GOPES EAV TO ATOTEALEGLLATO TMOV
dampaypatevoemv oyetiCovron pe ) Bioon tov cvvarcOnudatov 1 oyt (Fredrickson & Branigan,
2005). I'a tov Aoyo avtd, chppmva pe v I1sen (1987), n cvykpion petacd OeTikng 1 apvnTikng
K0l OVOETEPTG GLVALCHNUATIKTG KATACTAOTG EIVal KPITIKNG ONULACIAG TPOKEYEVOL VO O10LPOVET

1N EMOPOON TOV GLVOICONUATOV.

21 oe&aymyn TEPAUATOV, TPOKEEVOL VO, amoPevyOel ) pepoinyia, mov opiletal ¢
omotadnmote téon N mpotiunomn and v omoia pumopel va TpokOyel cuotnuatikd cpdipa (APA,
2014), cvyva epoappoletor n Aeyopevn ‘tvern’ (blind) dwadwcacio. Topeova pe ovt, o axpipng
OKOTOG TOV TEPALOTOS Kol 1] GLVON KN 0TV omoia aviKeL 0 kKaBe cuppetéyovtag, dev
OTOKOAVTTETOL GTOVG GUUUETEXOVTES, TOPA LOVO LETE TNV OAOKANP®OT] TNG CLAAOYNG
dedopévov (Malim & Birch, 1997), oe pia evruep®TIKY GUVAVTNON TOL KOAEITOL ATEVUEP®OT
(debriefing) (McQueen & Knussen, 2006). Av ka1 yio. Adyovg d€0VTOLOYIiOG EIVOL VTOYPEMTIKN 1
EVIUEPMOT] TOV CLUUUETEYOVTIMV OVOPOPIK( LLE TOV KUPLO GTOYO TOV TEPAATOS Kot TIG CLVONKES

V7o 115 omoieg Ba deaybel, woTdG0, AemTOUEPELEG LITOPOVV VO TAPAAELPOOVV.

[Tpoxeévov va emttevybel 1 andkpvyn ototyeiwv ta onoia Bo propovcay va

POVEPDOGOVY GTOVG GLUUETEXOVTEG TOV OKPLPT] GKOTO TOV TEPANATOG Kol APl Vo ETNPEAGOVY TN
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ovumepipopa toug (Verheyen & Goritz, 2009), Tic TeplocdTEPEG POPEC EMAEYETAL OO TOVG
gpELVNTEG VoL yproorotnfovv cevdapla kaivyng (cover stories. Larsen & Sinnett, 1991), ta
omoia pedvouy awtég Tig emdpaoetg (Hertel & Rude, 1991. Parrott & Hertel, 1999). Ta oevépia
KAALYMG apopovV Gt ¥PNoT avoAinBdv SNAOGE®mY IOV WOOVV TOVS GUUUETEYOVTES VO,
TOTEYOLV OTL 0 aKPPNG GKOTOG TOL TTEPAUATOS EIVOL SLAPOPETIKOG OO OVTOV TTOL GTNV
npaypatikdtnta gtvat. H xpiom toug etvar deovioroyikd enttpenti) vid npoimobécelc, oAl Ko
e€apetikd cuvn NG, 101K GE TEWPEUOTA TTOL APOPOVV GTN HEAETT TV GuVALCHNUATOV GTIG

dwampaypatevoelg (Ferrer kat ovv., 2015).

Awadikooies Tpokinons orafeons. XTo TEPALOTA TTOL OPOPOVV GTNV EMIOPOUGCT) TOV
oLVAICONUATOV GTIG SOTPAYUATEVGELS, YIVETOL GOVEPD OTL 1 OVEEAPTNTN HETOPANTY], ONAaON TO
ocvvarcOnpotao, givol amapaitnTo vo VTOGTEL CLOTNUOTIKN LETAROAN, 1] SLOPOPETIKA VOl

YEPAy®yNOel, GTOVG GUUUETEYOVTES TNG TEWPOUATIKNG OLASOGC.

Agdopévov Ot Eyovv deEayBel moALES Epguveg TOL EMOUDKOLV Vo, avadeIEOVV Kot vo
LETPNOOVY TNV EMOPACT) TOV GLVAUGONUATOV GE YVOOTIKES dtepyacies (Lench kot cuv., 2011.
Westermann kot cuv., 1996), tin0dpo 0E10TIGTOV TEPAUATIKOV TEYVIKOV £X0VV avartuyBel kot
01000l TPOKEWEVOL VO KATAGTHGOVV QKT TNV TpOKAN N Tovg (Parrott & Hertel, 1999).
Y11g e VIKEG anTEG £xet 6obel 1 ovopacia Atadikacieg [Tpoxinong Atabeong (Mood Induction
Procedures. MIPs). Ot MIPs opilovtot ®g o1 6Tpatnykég mov £(ovv MG GTOYO TV TPOSMPIV
TpOTOTOiNoT TNG d1d0e0TC HE TEXVNTO Kau AeyyOuevo Tpomo (Garcia-Palacios & Barfios, 1999.
Jallais & Gillet, 2010) kot égovv meptypapei AenTopep®G amd opKeTONg HEAETNTES (TT.Y.,
Gerrards-Hesse kot ovv., 1994. Gilet, 2008. Martin, 1990. Otto, 2000. Westermann kot cuv.,

1996).
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"o mapadetypa, ot Carnevale & Isen (1986), ot omoiot Tav ot TPMOTOL EPEVLVNTEG TOV
LEAETNGOV TNV EMLOPOCT] TOV GLVALGONUATOV GTIG AP AYLATEVCELS, OEiyvovTag OTL To BETIK
CLVUGOMLOTO 00T YOUV GE IO EVOTOUTIKA AOTEAECLLATA, TTPOEPNGOV GTNV TPOKANGN BETIKOV
CLUVUGONULATOV GTOVS GUUUETEYOVTES TNG TEPUUOTIKNG OULAOOS, TPOGPEPOVTAS TOVG LKPA
dmpa ko delyvovtdg Tovg aoteio Kaptohv, aKpdOs TPV amd T dmpaypdtevct). Amo v GAA,
o Baron (1990) £££0e0e TOUG GUUUETEYOVTEG TNG TELPOLATIKNG OLADOS GE EVYAPIOTEG LVPOOLES
Kot £3€1E€ OTL TaL EMimMEda TV BETIKAOV cuVaLGONUATOV TOLg aVENONKAY, WOMVTOS TOVG CE

TEPLGGOTEPEG TAPUYMPNGELS.

AMAeG TEYVIKEG TTOV €OV Y¥pnoomonel apopovv ot ypnomn vveong (Bower, 1981.
Friswell & McConkey, 1989), kewévov (Gerrards-Hesse ka1 cuv., 1994. Johnson & Tversky,
1983. Westermann kot cov., 1996), avtd-froypapikig avaxkinong (Bless kat cuv., 1996.
Bodenhausen kot cvv., 1994. Brewer kat ovv., 1980. Goodwin & Williams, 1982. Jallais &
Corson, 2008. Krauth-Gruber & Ric, 2000.), kafodnyovuevaov voepmv eicévov (Miller kot cov.,
1987), diahoyiopot (Fredrickson kot ovv., 2008. Kok kat ovv., 2013) kot eumeipidv exttvoyiog

amotvyiog (Isen kat cuv., 1978).

Eniong, £éxet ypnowomomBel emtuydg 1 ékbeomn 6e Tovies 1] AmTOCTAGUATA TOVG
(Fernandez, xat ovv., 2011. Gross & Levenson, 1995. Philippot, 1993. Rottenberg kot cuv.,
2007. Schaefer kat ovv., 2010), potoypapieg (Fox, 1996), povown (Clark, 1983), eucovikn
npaypotikoétrag (Baios kat ouv., 2012) kot uotkd £xel tpotadel 0 GLVILOCUOC TEYVIKOV
(Mayer, Allen & Beauregard, 1995. Mayer kot cuv., 1990). Térog, pio dAAn cuviOng teyvikn
Tov ypnoponoteitar givar  péBodog Velten (Velten Mood Induction Procedure), katd tv omoio

TOPOVGIALETOL GTOVG CLUUUETEYOVTEG L0 GEPA A0 ONADGELS VTO-0VOPOPAS (TT.Y., ‘OUPPAAA®


https://www.frontiersin.org/articles/10.3389/fpsyg.2018.01110/full#B23
https://www.frontiersin.org/articles/10.3389/fpsyg.2018.01110/full#B56
https://www.frontiersin.org/articles/10.3389/fpsyg.2018.01110/full#B56
https://www.frontiersin.org/articles/10.3389/fpsyg.2018.01110/full#B60
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ot gipon évag a&toAoyos avBp®mog’) Kot 6T GLVEKELD TOVS diveTan 1) odnyia va Tpocsmadncovy

vo. Buidoovv Ta cuvoisHfuata Tov Tpokvtovy and avtés (Velten, 1968).

Méypt TpodG@ata, ot TeYVIKES TPOKANoNG dtdfeong eiyav oyxediaotel kot eheyybel pévo
Y10, TEWPALUOTO TTOV TPAYLLOTOTOL0VVTAL TPOSMTO e Tpoowno (face to face) vo eleyydueveg
EPYOOTNPLOKEG CLUVONKES, AALA TO TEAELTAIN YPOVIQ, 1) EKTETOUEVT] YPNON TOV S10OTKTVOV Y10l TN
deaymyn TEPAPATOV, AOY® TNG CVTOUATOTOIMGONG TOV JESOUEVMV, TNG OLKOVOULG XDPO Kot
xPOHVOL, TOL YOUNAOD KOGTOLG Kot TG EVKOATNG cuppeToyng (Birnbaum, 2004. Kraut kot cuv.,
2004. Reips, 2000), £xel odnynoet o mpoonadeieg mpdKANo”MG d1abeong og TEPAUATO TOV
de&ayovtan péom dradiktvov (Goritz, 2007. Goritz & Moser, 2006). Qot6G0, TO CTUOVTIKOTEPQ
LELOVEKTNLOTA TOV €V AOY® TEPAPATOVY givat TOG0 1 TOAvOTNTO EUPAVIONG TEXVIKAOV
SVOKOAIDV, OGO KOl 1) AGKN G UIKPOTEPOL EAEYYOV GTOVS GLUUETEXOVTEG Ko 6TOV TEPIPEALOVTA

ydpo (Birnbaum, 2004. Skitka & Sargis, 2006).

Ievikd, épevvec £xovv deilet 6TL Kamoteg dradikacieg mpdxAnong dabeong elvan o
amoteleopatikég and aileg (Westermann kot cvv., 1996), evd 6Aeg mapovoidlovv
mAeovektnpata kot petovektparta (Lench kot cuv., 2011). Eniong, éxet @avei 611 | tpdkinon
apvnNTIKnG dtabeomng amotedel mo e0KoAn dadikacia o€ oxéon pe TV TpoKAN o BeTIKNG
ddBeong (Augustine & Hemenover, 2009. Beaudreau kot cvv., 2009. Ferrer kot cvv., 2015.
Gerrards-Hesse ka1 cuv., 1994. Goritz & Moser, 2006. 1to kot cuv., 1998. Verheyen & Goritz,
2009. Westermann kot cvv., 1996). Avtd éxet cuvdebei pe 1o yeyovog 0Tt ot Oetikég
CLUVUGOMUOTIKEG KATAGTAGELS Eval AyOTEPO SLOPOPOTONUEVES OO TIG APV TIKEG

ovvalsOnuotikég kataotdoels (Shiota kot cvv., 2014).

Métpnon ovvareOnuatwy. Mo amd T1¢ anopaitnteg TpobimofEcelg TpokeéVoL va

YOPOKTNPLOTEL Pia, EPELVO MG TTEIPOLO, Elval 0 EAeYY0G LETA TN GLVOTKY, 0 0Toiog ovoudleTan


https://www.frontiersin.org/articles/10.3389/fpsyg.2018.01110/full#B2
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el eEétaom (post test) kar eivon avaykaiog dote va a&loAoynbodv ta amoteAéopato TG
ovvOnkng (Patten & Newchart, 2017). Q¢ ek T00TOL, GTA TEPALLOTO TTOV OPOPOVY GTNV EMIOPOOT|
TOV CLVOICONUATOV GTIG SOTPOYUATEVGELS, EIVOL EMTAKTIKN 1) XPNOT KMUAKOV LETPNONG
duiBeong 1 Biwong cvvaicOnudtwv. Ev okiyolg, epdcov ta cuvansOnuata yeipaymynbovv, ot

ouvvéyela glval amapaitnTo vo Petpnioiv.

Agdopévov 6t ot KATpaxeg pétpnong Bimong cuvarcOnudtwv mov £xovv peydin £Ktoon
elvar mBavod va TPOKAAEGOVV GTOVG GUUUETEXOVTEG VITOYIEG OVOPOPIKA LLE TOV GKOTO TOV
TEPALLOTOG KO APA VO EXNPEAGOVV T1 CLUTEPIPOPE TOVS, GLYVA YPNCLLOTOLOVVTAL GOVTOUES
KMUOKEG 0V TO-0VOPOPAES, OTOTEAOVUEVEG OKOUN Kot oo pio LOVo EpMTNON, AVOPOPIKA LLE TNV
VIapyovoa cuvacOnuatikn tovg katdotaon (Verheyen & Goritz, 2009). Emurpoctétmc,
KATO101 LEAETNTEG YPNOLLOTOLOVY EPMTILOTOAOYLO LOVO HeTd TV TapépuPaon (w.y., Goritz &
Moser, 2006), ev®d dALot yopnyovV KAILOKES PO cLUTANPwo™ TG0 Tptv (pre-induction) 6co
Ko petd (post-induction) v TpdxAnorn cuvaoOnuatov (w.y., Verheyen & Goritz, 2009),
TPOKEUEVOL va. a&lohoyn0el 1 OMOTEAECUOTIKOTNTA TNG TEXVIKTG TPOKANONG 01d0eons. H
KMpoako tov Ba ypnoiponmombet mpv Kon petd v mapéppaon propet va givon gite i idw (m.y.,
Bafios ka1 cvv., 2012. Goritz, 2007. Jallais & Gillet, 2010. Marcusson-Clavertz kot cvv., 2019),

elte SLOPOPETIKT).

Ipocopoimon d1ompoyudtevons. TNV TEWPUUATIKN LEAETN TNG SOmPayLATELONG,
KEVTPIKO pOAO dtadpopatifel To ‘Epyo’ (task), Tov ovolaGTIKG AVAPEPETOL GTIV TPOGOUOIMGN
P oy LATELGNG TOV TPy LLOTOTTOLEITOL KOl TEPIAAUPAVEL TN OLOTPOLYHOTEVTIKY] O10.01KOG 0L, TOL
mbavd amoteAéopata, T1G avTapolPEg, 0ALA Kot TO GHVOLO TV EVOIALUKTIKOV ETAOYMV TWV

TP ALY LATEVTMV, 01 0TOiEG amokaAovvTol ‘Oépata’ (1SSUES).
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H npocopoimon g dtompaypdrevong cuvnbwg amotelel pio AmAOVGTELUEVT] EKOOYT
TPOLYUOTIKNG StmparyLdtenong Kot dteEdyetor Hetalh dVO 01 TEPICCOTEP®V UTOU®V TOV
dwampaypatevovror petald Tovg, gite TpOSOTO e TPOcOTO gite dadiktvakd. H mpocopoinon
Hmopet va apopd povo pia drdotacn (single-dimension), dnAadn va mpaypoateveton povo Eva
0épa, KafoTOVTAG TNV SLOVEUNTIKT Stompaypdtevon, 1 ToAlanAég daotacelg (multi-
dimensions), dnAadn va eEetdlel mepiocdtepa amd £va OEpaTa Kot Apa v TapEYEL T

duvarotnto evomomrtikov anotehécuartog (Carnevale & De Dreu, 2005).

AVO amd TIC O EVPEMG OLOOEOOUEVES TPOGOUOIDGELS OIUTPOYUATEVGNG LUE LOVO LI
dtbotaon eivot To ‘Toryviol Tov tedesiypopov’ (ultimatum bargaining game. Gith kot cuv.,
1982), 10 omoio amoteAel KoL TN O GVVTOUT EKOOYT| HLOG KOTNYOPIOS TPOGOUOUDCEWDY TOV
ovopalovto ‘mayvidio cvppikvmong g witag’ (shrinking pie games), kot to ‘motyviol tov

evvéa’ (the game of nines. Kelley ka1 cuv., 1967).

210 ‘motyvidl Tov TeELESTYpOaEOL’ KaAgital TO £va amd T 6VO ATOO TOV GUUUETEXOLY VL
emAEEEL TOV TPOTO LE ToV omoio emtBupel va dtapebet Eva mpokaBopioévo xpNULaTIKO ToGo Kot
0 OVTITOAOG TOL £)EL T dvvaTOTNTA ElTE VO OEYTEL TO TOGO QWTO, EITE VO, TO AMOPPIYEL, XWPig
®0THG0 VA £XEL TN SVVATOTNTO OVTITPATACNG. LTV TEPIMTMOOT) OV O OVTITOAOG de)TEL TNV
TPOTOCT), TOTE 0 KABE eumAeKOIEVOG KEPHILEL TO TOGH TTOL TOV AVaAOYEL, GTNV avTiBETN OL®G
nePITTOOT, ONAAON €QV TO ATOUO amoppIYEL TV TPATAGT), TOTE KOl 0L SVO GUUUETEYOVTES

Kepdilovy m0Gd oL 1GoVTAL [LE UNOEV.

To ‘mayvidl tov evvéa’ meptAopPdver T xpron KapT®dV Kot 6€ avTd 01 VO
GLUUETEXOVTEG KAAOVVTOL VO TPOPOVV 6T O10ipEST EVVEN TOVIMV, TOL OVTIGTOLYOVV GE
ypnuato. [T cuykekpiuéva, Kot ot 000 TATKTEG 0PEIAOVY TO TAPOVGIACOVY GTOV AVTITAAO TOVG

pio oo TIG KAPTES TOL £O0VV GTNV KATOYY| TOLG KOt 01 0Toieg avaypdeovv aplfrovg and 1o Eva
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¢m¢ 10 evwid. Edv 1o dBpotopd toug sivar evvéa 1) Atydtepo, 101e emépyetot GLUP®Via Kot KAOe
okt AapPavel To mocd mov gpeaviletal otny KapTa ToV. X avtifetn TepinTo, deV VILAPYEL

cLHPOVio Ko dpo KovEVAS amd ToLG 000 cuupeTéyovTeS 08 Kepdilel Kavéva LéPOg TOL TOGOD.

Onwg yivetal avTiANTTod, Kot 6TIG dV0 TEPITTMOGELS EVOTAPYOVV GTOLXEIN AVTUYMVIGHOV,
dedopévov OTL Kabe Taiktng Ba TpoTipovse va kepdicel To peyaidtepo duvatd mocod (m.y., 6To
‘Toyvidt Tov evvéa’ o kKabévog Ba Tpotiovse va kepdicel entd TOVTOVS Tapd 600), OAAG Kot
ouvvepyaciog, aeol Kot yio Tovg 800 maikteg Oa Tav o meEAo va erélbsl cuppwvia. Mia
GAAN mpocopoimon pe po dtdotact Ba propovce va meptlapupdvel ™ dwumpaypdrevon petald
eVOG AyopaoT KOl EVOG TTOANTY OVOPOPIKA LE TNV T EVOS OVTOKIVITOL 1 VOGS KIVITOV

TNAEQDOVOV.

Ao TV GAAY, apkeTol HEAETNTEG EXOLV OVOTTTUEEL, TPOGUPUOGEL KO XPTGLOTOGEL
TPOCOUOIDGELS SOTPAYUATEDGEDV LE TOALUTAEG SLOCTAGELS, OOV Ol GLUUETEYOVTEG £XOVV TN
JUVOTOTNTO VO SLOTTP ALY LOTELTOVV AVAPOPIKA e TEPLoTOTEPD 0O €va BEpata. Ot
TPOCOUOIDGELS AVTES givorn o cHVOeTES G TPOS TN deEayyn Tovs, aAhd BewpovvTat To
KATdAANAES, KaODG avtikatonTpilovy [E TOV KOADTEPO SLVATO TPOTO T1) SLVOULKT TOV

TPOYLOTIKOV SampoyLatedoemv Kot Bonbodv oty €1g fabog katovonon tovg (Adam & Brett,

2015).

Mo tpocopoimon pe moAAATAEG SGTACELS, 1| OToia £l xpMoIpomoindel amd apkeTONg
epeLVNTEG 6T0 TOPEABOV elval 1 ‘Alampaypdrtevon petalh ayopaosTtn Kot TOANTH € KATAGTILLO
YOVOPIKTG TOANGNG OKloKDV cuokev®Vv’ (Buyer / Seller in a wholesale appliance market. Ben-
Shakhar kot cvv., 2007. Ben-Yoav & Pruitt, 1984. Carnevale & Isen, 1986. Pruitt & Carnevale,
1982). v mpocopoimon o, 0l GLUUETEXOVTES KOAOVVTOL VO TaiEOVVY EiTE TOV POLO TOV

ayopooTY| €ITE TOV pOLO TOL TOANTY| KO VO SIOTPOUYLOTEVTOVY aVaPOPIKA [ Tpio OEpata, Tnv
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TN H10G TNAEOPAGNC, LLOG NAEKTPIKNG CKOVTOS KOt LLOG YPAPOUNYOVIG. € KABe dtopo diveTat
évag mivokog kepOMV, 0 0moiog givar d10popeTIKOS Yo TOV KABE pOLO KoL dEV TPEMEL VoL glvarn
EULPAVTG OTOV OVTITOAO. ZTOHYOG TOV GUUUETEXOVIMOV EIVOL VO SLOTPOALYLOTEVTOVV KoL Yol T TPio,

Bépata e T€1010 TPOTO MGTE BPOLSTIKA VO ETLTVYOVV TO HEYITTO OLVATO KEPHOG.

Mo akOpun TPOGOUHOIMoT) TOAAATAMY S10.6TAcE®V OV £xel emheyOel Kot eEakorovbel va
eMALYETOL AtO TOAAOVG EpELYNTEG, elvar 1 ‘AlampayLTELOT KIVNTOD TNAEPDOVOL TPUDV
Bepatov’ (Three-issue cell-phone shipment negotiation. Brooks & Schweitzer, 2011. De Dreu &
Van Lange, 1995. Van Kleef, De Dreu, Pietroni, & Manstead, 2006. Van Kleef kot cvv., 2004).
Y1ov KaOe cuppeTéyovta diveton €ite 0 pOLOS TOL AYOPUGTY| £ITE 0 POAOG TOL TOANTN Kol Ol
EUTAEKOLEVOL KOAOVVTOL VO OLOTTPAYLLATEVTOVY OVOPOPIKE e Tpia Opata, TNV TN TOL KIvnTov,
™V TEPiodo gyydmong Kot v mepiodo service. H tun tov kivntov amotelel daveuntikd 0éua,
EVD M O1GpKELN £YYONONG Kot SErVICE TPOGPEPOLV TN SVVOTOTNTO EVOTOMNTIKNG CUUPMVIOG. TE
ké0¢e dropo diveton Evag mivakag kepdmv (PA. Tlivaxag 2.1 & 2.2), o omoiog ivon d1apopeTikdg
Y10l TOV 0yOPOGTI KOL TOV TTOANTY| KO TO TEPLEYOUEVO TOV OV TPEMEL VO YVOTOTOm 0el oTov
avtimaro. Ot oyopaoTéEG TPOTILOVY YOUNAT T KIVIITOU Kot LEYOAN O1dpKELD £YYOTONG Kot
service, v, avtifétmc, o1 TOANTEG EMOIOKOVY VYNAN TIU KivnToh Kot uikpr Stdpkela

€yyvmong Ko Service.
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IMivaxag 2.1. Tlivaxag kepdov ayopaotn (Three-issue cell-phone shipment negotiation.

Van Kleef, De Dreu, Pietroni & Manstead, 2006)

Ty Kivntod Aldpketo €yyomong Audpkela service
, Képdog ya , Képdog yua . Képdog yu
Tum 61(mp?xyugazsmﬁ Eyyonon 61anp[;yu€ogsmﬁ Service &anp?xyugazgmﬁ
$150 $0.00 1 pqvog $0.00 1 ufvag $0.00
$145 $1.00 2 unveg $0.60 2 ufveg $0.30
$140 $2.00 3 wveg $1.20 3 pfveg $0.60
$135 $3.00 4 unveg $1.80 4 unveg $0.90
$130 $4.00 5 pfvec $2.40 5 pfveg $1.20
$125 $5.00 6 urveg $3.00 6 prveg $1.50
$120 $6.00 7 pvec $3.60 7 Pveg $1.80
$115 $7.00 8 pMvec $4.20 8 unveg $2.10
$110 $8.00 9 uveg $4.80 9 pfveg $2.40

Mivakog 2.2. TTivakog kepddv moAnty (Three-issue cell-phone shipment negotiation.

Van Kleef, De Dreu, Pietroni & Manstead, 2006)

Twym Kvntod Awgpxero eyyomong Aldpkela service
’ . ’ . _ Ké
Tum 61;;;%?(23112)11'] Eyyonon 81(5:2%?(21%12)11’] Service 61an;83221(:faz}€?)m
$150 $8.00 1 pvog $2.40 1 pvog $4.80
$145 $7.00 2 unveg $2.10 2 ufveg $4.20
$140 $6.00 3 prveg $1.80 3 pfveg $3.60
$135 $5.00 4 unveg $1.50 4 unveg $3.00
$130 $4.00 5 pfveg $1.00 5 prveg $2.40
$125 $3.00 6 pvec $0.90 6 pvec $1.80
$120 $2.00 7 uveg $0.60 7 wvec $1.20
$115 $1.00 8 umMvec $0.30 8 uMvec $0.60
$110 $0.00 9 pveg $0.00 9 pvec $0.00

To péyioto duvatd atopKd kKEPSOG TOGO Y10 TOV AyOPacsTH OGO KOl Y10 TOV TOANTA £lval

$15.20 xon o ehdyroto givar $0, evd 1o péyioto apoPaio képdog eivor $17.60 kot to eAdyioTO
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etvon $12.80. H dampaypdrevon propei va Stopkécetl Emg kat dEKa Aemtd Kot va AfEet pe Evav
a6 ToLG 0KOAOVBOVS TPOTOLVG: 1) 01 SLUTPAYUATEVTEG VAL PTAGOVV GE GLUP®VIN, OTOTE O KAOE
GLUUETEYOVTAG AAUPEVEL TO TOGO OV TOL OVOAOYEL, 2) Vo amoy®PNGEL 0 £vag amd Tovg 600
OCLUUETEYOVTEG, OTOTE 0 KaOE drompaypatentng AapPaverl $4, 11 3) va teleidoet o ypdvog Tpv
oo T1 cHVOYT GLUE®VING TTOL GE OVTN TNV TEPITTOGT Kot 01 0V0 GUUUETEXOVTES AdpPAvouy

OGO OV 16OVTAL UE UNOEV.

Emiloyn osiyuarog. H emhoyn tov delypatog g 1610100 €1000¢ Telpdplata sivol vyiotng
onpaciog, Kabmg £xel eavel 0Tl T INUOYPAPIKE GTOLXEIN TV GUUUETEXOVTOV dtadpapatilovy
ONUAVTIKO pOAO oTNV TpOKANoT d1dfeonc. ['a mapddetypa, ot peyoldtepng nAkiog eVijAIKeg
aVAPEPOVY LIKPOTEPT EVTOGT] OPVNTIKOV GUVOIGCONUATOV GE GYECT LE TOVG KPOTEPOVS
nilakd eviikeg (Carstensen kot ovv., 2003. Charles & Carstensen, 2008). Ot yvvaikeg teivouv
VO aVOpEPOLY IO GLY VT Kot Evtovn Bimon cuvaisOnudtov oe oxéon pe tovg dvipeg (Bradley
Kot ovv., 2001) kot va givot o EKQPOCTIKES VOPOPIKA e aVTE, e EE0IPEST] CLYKEKPIUEVOL
cuvatsOnuota, 6mTwg o Buuds, Tov ot Avdpeg Ta ekPpdlovv cuyvotepa (.., COX kot cvv., 1999.

Lench, 2006).

O1 dvtikol moAtticpol TapovctdlovV HLo GYETIKN OLOIOYEVELD OVOPOPIKA LE TO OTL
TPocdidovV peydAn a&io ota BeTikd cuvarcHnpata, Evd ot avatolkol ToAMTIGHol Tapovstdlovv
peyaAvtepn etepoyévelo oc Tpog v asia mov tovg divovv (Chentsova-Dutton & Tsai, 2007. Eid
& Diener, 2001. Tsai kot cvv., 2006). TELOG, 01 POITNTEG TTOV ATOTEAOVY GLYVOTEPO, TO OElypLaL
TETOLOL €100VG PHEAETMV, GLVHOWME GLUUETEXOVY GTA TAAIGLO KATOIOV GLYKEKPLUEVOL LOBLOTOC
KOl ©C €K TOVTOL EIVOL TLO VITOYIOGUEVOL AVOPOPIKA LLE TOV GKOTO TOV TelpdpoTog (Sears, 1986).

Avroporfn oopueteyoviwy. OTmg avapépOnKe, oTIC TEPIGCOTEPES TEPIMTMOGELS

EEayMYNG TEPAUATOV OVOPOPIKA LE TNV EMLOPOCT T®V GLVAUIGONUATOV GTIG
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JSmpary LATeEVGELS, TO OElY L0l ATOTELOVV POLTNTEG TTOL GLUUUETEXOLY £0EloVTIKA ot TAiGLO
KATO100 HOBLOTOC, £1TE TPOKELUEVOL VO ETOPEANOOVV Yia 1 GUUUETOYN TOVS Padoloyucd

(extra course credit), gite owovopuka (flat-fee payment).

[Mopd T0o yeyovog 6Tt avtn 1 TakTikn aviopolPov cuvnbiletor 6t Yoyxorloyikn épgvva,
®GTOCO, GUUPMVO, LLE TNV OKOVOIKT Bempia Tov emiong TpaypotedeTon OEHOTO OYETIKA LE TIC
dtampayuatedoELS, 1 GVVHONG TPAKTIKY Elvar va apeipovtal ot GUUUETEYOVTEG PACEL TV KEPODOV
TOVG KoTd TV Tpocopoimwon g dampaypdtevong (Croson, 1996, 1999, 2000), dote vo vdpyet
ovvémela petald Tov ETAOY®Y oV Kavouv Kot Thg Bewpiog mov e€etaletar (Smith, 1976) ko

eMiong va Sl pLAGGGETAL 1) EYKLPOTNTO TNG TEPOLOTIKNG OLOOKAGIOGC.

[Tpoxeévov va Teplopilotel T0 PLEYAAO OKOVOUIKO KOGTOG TOV TPOKVTTEL OO TIG
avtopolBég Tov cvppetexdvtov PAcel kKEpODV, KOOMG Kot va amo@evydel To ovopevo cOUE®vV
LLE TO OTO10 Ol GLUUETEYOVTES PLOKAPOVY OAOEVA KOl TEPLGGOTEPO KATA TN OLATPOLy LATEVOT)
TPOKEEVOL VO, KEPOIGOLV TO peyaAdTEPO duvato mocd (wealth effect), ot epevvnég éxovv Ppet
EVOALOKTIKOVG TpOTOVS ovTapoav. Kamowot and avtodc ivor n aviapon peptkdv amo to
Cevyn M amd TOVG GLUUETEYOVTEG, O OTTO101 EMALYOVTOL TUY AN, T TANPOUN Yo KATO0VS omd
TOVG YOPOLGS TNG TPOGOLOIMONG (EPOCOV 1) SLTPAYUATEVCT) TEPIAAUPAVEL TEPIGGOTEPOVG OO
&vav yupovg), N EmA0YN TV omoimv eniong yivetar Tuyaia, N 1 TPOSPOPE Aayvdv, Kimolotl and
TOVG omoiovg 610 TéA0G B KePOiGOLV TO TPAYHATIKO TOGH TO OToio avtimpocwrevovy (Croson,

2005).

Y KOO TG TaPovSaS oo TPLPS

2Komdg TG Topovcag OaTpIPrg elvar va e&etdoet Tov poAo Tov dtadpapatilovv ta

CLVUGOMLOTO TOV ATOUMV GTIC SLOOIKAGIES KOl TOL OUKOVOUKE KOl KOVOVIKO-WYOYOAOYIKA
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amoTEAECUATO TV OepdV dtompaypateboewv. [ va emitevyBet 0 okomodg avtdg, tibevtat o
e&Ng kVprot 6tdHYo1 (01 EMPEPOVS GTHYOL TOPOLSLALOVTOL GE KOOEULA OO TIG EMUEPOVS LEAETEG

oTO EMOUEVO KEPAALOL):

1) H avaokomnon g BPAoypaeiog avapopikd (e T 6xEon T®V GLVUICHNUATOV UE TIC
JLOTKOGIES KOl TO AMOTEAEGILATO, TV SLOTPUYLOTEDGEDV.

2) H a&oldynon g amoTEAECUATIKOTNTOG TOV SIHAOYIGUOD OyGmnG Kot KOAOGUVIG MG
TEYVIKN TPOKANONG d160e0nC.

3) H a&oldynon g amotereopatikotntog g KAipoakag SPANE-8 w¢ epyoleio
aviyvevong cuVoGHNUATIK®OV S10POPOTONCEMY GE GUVTOLO YPOVIKO d1AGTNLLO.

4) H diepedivnon g oxéong TV cuVOLSONUATOV e TIC SLUOTKOGIES KOl TOL OTKOVOULK( KOl
KOWOVIKO-YUYOAOYIKE OTOTEAEGLOTO, TOV SIUEPDV SLOTPOYLATEVGEDV.

5) H diepedvnon g oyéong HeTa&d TMV OIKOVOUIK®Y Kol TMV KOWMVIKO-YUYOAOYIKOV

OTOTEAECUATMOV TOV SIUEPDV OLOTPAYLATEVCEMV.

Ta kOpla epeuVNTIKE EPMOTHILATA, TO OTOI0 KOAEITOL VO OTTOVTHGEL 1] TOPOVGA OLaTPPN etvat
Ta €EMG (T EMPEPOVS EPMTNUATO TAPOVSIALOVTOL 08 KaBEMA 0md TIG EMUEPOVS LEAETES GTOL

EMOUEVO KEPAALAL):

1) Tow givor 1 oyéon peta&d Tov OeTikdv cuvalcOnudtov Tpv Ty mapéupaocn, Hetd v
napEUPacn Kot HETE To TEAOG TNG dtampary Ldtevong;

2) Tlowa givon 1 oxéon peta&d TV apvnNTIKOV cvvalsOnudtov Tpv Ty mapéupocn, Letd
™V mopEUPacn Kot LETd TO TEAOG TNG OLUTPOYLATEVOTC;

3) Towa eivor n oxéon peta&d TV GLVUGONUATOV Kot TNE OTOPACTS TOV SLOTPOY ULAUTEVTMV

Y10 GOVOYT] GLLPOVING;
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4) Tlow givon n oyéomn TV cLVAIGONUATOV pE TIC PLIA0JOEIES KO TIG TPOCIOKIEG TV
STPAYUATEVTAOV, TNV TPAOTN TPOSPOPA, TO ATOHKA Kot apotPaio kEpdN Kot T ddpKeln
™G SLOmP Ay LATELONG;

5) Tow givor n oxéon HeTa&d TOV GUVOLGONUATOV KOl TOV KOW®OVIKO-YVUYOAOYIKMV
QTOTEAEGULATOV TNG SLOTPAYLATEVGNG;

6) Ilow eivor n oxéon HeTaED TOV OIKOVOUIK®VY Kol TOV KOWMVIKO-YUYOAOYIKOV

QTOTEAEGUATOV TNG SLOTPAYLATEVGNG;

Kepaiaro 2: H emidpacn Tov 0eTIKOV 6uvalcONRATOV 0TIC O1001KAGIES KOL TO, OLKOVOULKE,

OTOTEAEG AT TOV OUEPAV JumpaypaTevoe®y — [IhoTikn £pevva

21006 TOV TOPOVTOG KEPOANIOV EIVOL VO TAPOVGIAGEL TOL EVPNILATO TNG TIAOTIKNG LEAETNG, TTOV

deényOn ota mhaicio e mapovoag dratpiPrc.
H mapodoa perétn

YKomdg TG TOPOVCOS TAOTIKNG LEAETNG Elvar 1 diepehivnon TOV POAOL T®V BETIKMOV
oLVAICONUATOV OTIG SYUEPELS SLOTPAYLATEVGELS. ZVYKEKPIUEVA, oToYeVEL 1) va a&lohoynoetl v
OOTEAECUATIKOTNTA TOL OLOAOYICHOD aydmNG Kot KOAOGUVIG MG d1od1Kacion TpOKANOoNG
duabeong Kot 2) vo d1epeLVIGEL TNV ETOPOOT) TOV BETIKOV GLVAUUGONUATOV OTIG SLOOIKOGIES Ko

TOL OTKOVOUK(L OTOTEAEGLATO TNG OLOTPOLY LATEVONC.

Emopévac, n mapovsa Epguva Ba eoTIdoEL 6TV omdvTnoT TV €E1G EPELVNTIKMV

EPOTNUATOV:

1) [Tow eivan  oyéon peta&d Tov BeTikdv cuvasOnudTomy Tpv Kot pHetd tov

SLAOYIGHO OydmNg Kot KAAOGVUVIG;
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2) [Toa elvar n oxéon LETAEL TOV APVNTIKGOV GuVAIGONUATOV TPV Kot PETA
TOV SA0YIoUd aydmng Kot KaAooHVNg;

3) [Tota elvar n oyéon PeETAEL TV BETIKOV GLVAIGONUATOV Kot TG
ATOPOCTG TOV JUTPAYLATEVTMV Y10l CUVOYT CULPOVIOG;

4) [Tota glvar  oxéon TV BeTIKdOV cuvaeONUATOV LE TIg PLAodoElEg Kot TIg
TPOGOOKIES TMV SLATPAYLATEVTMV, TNV TPAOTN TPOSPOPH, TO ATOMUIKE Kol apotPoio KEPON
Ko T ddpKeL TG domporyLdtenonc;

5) [Tota elvar n oxéomn Tov pOAOVL (ayopasThg / TOANTNG) UE TIG PLA0d0ETEG

KOl TIG TPOGOOKIEG TMV OLOTPAYLOTEVTMV, TV TPMTI TPOGPOPE KOl TO OTOUKE KEPOT;

MéBodog.

Agdopévou OTL TOL EPELVNTIKG EVPNUATO AVAPOPIKA e T1 GLUPOAT TV BETIKOV cuVAGONUdTOV
OTIG OLOMPOLYLOTEVCELG £EvO akOUT OVTIPOTIKE, OeENyape Eva meipapa epyactnpiov,
TPOKELEVOL VO SIEPEVVIIGOVLE TO €V AOY® GVUVOETO, AL TaVTOYpOVE LYIGTNG oMUaGiog,
Mua. H mopovca £pguva vtakovel 6Toug kavoveg deovtoAroyiog, Omwg avtoi opilovtot amo
v Emtponr HOumg kan Agovroroyiag e Epevvag (EHAE) tov [Mavteiov [Mavemompiov, and

v omoia 060NKe Kot 1 amapaiTnTN AOE0OATNON.

2oppctéyovres. To cuvolikd delypa g Topovoag HeAETNG amotélecay 38 mpomTuyLokol
eortég yuyoroyiag (N=38) and 1o [1avrelo [Hovemomuo Kowvovikodv kot [ToMtikdv
Emomuov, ot oroiot coppetetyay pe avtdAiaypo tn Aqyn TioTomomTikoy topokoiovinong/
GLUUETOYMNG KO TN SLVATOTNTA VA TOPAKOAOVONGOLY dWPEdY EVa GEULVAPLO OLATPAYLOTEVCEMV.
Ot ovppetéyovteg NTav nAkiog and 18 £wg 49 etmv, ek TV omoiwv o1 36 (94.7%) Ntav yvvaikeg
ka1 ot 2 (5.3%) frav dvipec. H péon nikio tov cuvoikod detypatog nrav ta 20.8 £

(T.A.=5.69) kou n Theroynoia (60.5%) dev gixe epyoaociokn epmeipio.
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2yedwacudg. lpoypatomomOnke Toyoio ovaBeoT TV GUUUETEYOVIMV GE L0 OO TIG
Tpelg cuvOnkeg: oy TpmdTn cvvOnkm (N=12), Tpokarécape BeTikd cuvarsOfpata Kot GTovg 6v0
CLUUETEYOVTEG TNG KABE dvadag, otn devtepn cvvOnkmn (N=12), mpokarécape OeTicd
CLVULGOMULOTA GTOV EVaV 0O TOVG SVO CLUUETEXOVTEG TNG KABE SLADAS KoL GTNV TPITH GLVONKY
(N=14), dev mpokarécope OeTikd GLVUGONUATA GE KAVEVOY OTO TOVG SVO GUUUETEYOVTEG TG

Kd0e dvdoag (PA. ITivakag 2.3).

H npdxinon Betikdv cuvarcOnpudtov tpaypoatoromOnke pécm e ypnons og doknong
daAoytopov, Omwg £xel cuPel Kot og GALeC Tapouoteg Epevveg (m.y., Freshman kat cuv., 2002).
YVYKEKPEVO, XPNOILOTOMONKE 0 SLOAOYIGUOG Oy AN G Kol KOAOGUVIG, O OT010G amoTEAEL Lo
amd TIG MO EVPEWMS YVOOTEG ACKNGELS OLOAOYIGHLOV KOl OO £PEVVEG £XEL PAVEL M)
OMOTEAECUATIKOTNTO TOL MG TPOS TNV adENGT TV eMIEI®V OETIKOV cuvasOnudtoy o
obvTouo ypovikd dtdotnua (my., Hutcherson kat cuv., 2008). Avoivtikd, n epapuoyn g LKM
o1oYevEL 611 Pimon Betikdv cuvasOnudTmy Kot 6T d1ehpLVOT| TG TPOGOYNG TOV ATOUOV,
KaBMOG KAAEL TOVG CLUUETEXOVTEG VOl ETIKEVTPM®OOVY GTNV AVATTVOT TOVS KOl VO, GUALOYIGTOVV
€VaL KOl 6T GLVEYELN TEPIGCOTEPU AYOTNUEVO TOVS TPOGMOTA Y10l T, 0TToia VidmBovv (eotd Kot

TpLPep ocvuvorcHnpata (Fredrickson kot ovv., 2008).

Q¢ GevAPLO KAADYNG, EVILEPMDOOLE TOVG CLUUETEXOVTESG OTL 1] APIEN TOV AVTITIA®Y TOVG
Ba KaBvoTEPOVGE Kot ETOUEVOS TOVG TTPOTEIVAE VoL LTOPANBOVV GE Lo AoKNGN SLOAOYIGHOD
TPOKELEVOL O XPOVOG avaLOVG va ivat o evydprotoc. H cuvolikn didpketa g LKM ftav

nePImov ENTA AEMTAL.



IMivakag 2.3. Anpoypagikd ototyeio avé cuvOnkn

YuvOnkn 1 Yovnin 3
Zovonkn 2 (N=12)
(N=12) (N=14)

IMopéupacn SOUUETEXOVTOC/OVGO. ZVUUETEXOVTOC/OVGA

Amnovcia
K0l 6TOVG 2 OV dEYTNKE TOpEUPacm 7OV Og dEYTNKE

TopERPaong
GUUUETEYOVTES (N=6) napéupaon (N=6)

Tovaikeg 12 (100%) 6 (100%) 6 (100%) 12 (85,7%)
Avtpeg 0 (0%) 0 (0%) 0 (0%) 2 (14,3%)
Hhia

24,08 (9,55) 19,17 (0,41) 19,17 (0,41) 19,50 (0,76)
M.O. (T'A.)
Epyaciaxn
eumelpiol 3,25 (5,55) 0,00 (0,00) 0,00 (0,00) 0,64 (0,74)
M.O. (T'A.)

Epyaleia. v mapoHoa LEAET GUAAEXONKAY ONUOYPAPIKES TANPOPOPIES TOV

CLUUETEXOVTOV KoL YopnynOnke 1o yoyouetpkd epyareio KAipoaka Oetikng kot Apvntikng

Eunepiag (Scale of Positive and Negative Experience. SPANE-8. Kyriazos kot cvv., 2018),

TOGO TPV OGO KOl LETA TNV TOPEUPOON, TPOKEEVOL va. givar duvat 1 a&loAdynon g

OMOTEAECUATIKOTNTAS TNG.

Anuoypapikés minpopopies. ZNTONKE 0md TOLG GLUUETEXOVTES VO OVAPEPOLV

ONUOYPAPIKES TANPOPOPIEG GYETIKA LE TO PVAO, TNV NAIKIN KOL TV EPYUGLOKT TOVG EUTELPIaL.
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Kiiuakxo Octikng ka1 Apvytikng Eureipiog. 100G coppetéyovreg yopnynnke n Kiipoxa

Octikng kou Apvntikng Eumepiog (Scale of Positive and Negative Experience. SPANE-8.
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Kyriazos ka1 ovv., 2018), 1 onoia amotelel Eva epyaleio HETPNONG TOV VIOKEIUEVIKOD €V {nyv.
To epompatordylo amoteleitor cuvorikd amd 8 epoThpata Kot 600 SAGTACELS, TIG BeTikég
eumelpieg (4 otoryeia) Ko T1g apvntikég epmeipies (4 otoryeia). Kébe didotaon mepthapPiver
Tpio cvykekpéva cuvarsOnpata Kot Eva yevikd cuvaicOnuoa. Ot 4 Betikég epmeipieg lvan
‘euydprota’, ‘evtuyopéva’, ‘evBovpa’ Kot ‘ikavomompéva’, evd ot 4 apvnTikég epmelpieg sivon
‘doynua’, ‘Avmmuéva’, ‘epofiopéva’ kot ‘Bupmpéva’. Ot GUUIETEYOVTEG OTLLELOVOVV Ta. ETITESQL
Biwong avtdv TV cuvolsOnpaTov Kotd TN ddpkela TV tehevtaionv 4 fdouddwny
xpNoonotdvTog o tevrafaduia kiipaka tomov Likert (1=nokd ordvio 1 kabOAov g
5=mol cvyvd N mavta). Téso n Betucn Pabporoyio (SPANE-P), 660 kot 1 apyntikn
Babuoroyio (SPANE-N) xopaivovtor and 4 £wg 20. H a&lomotio e5mTEPIKNG GLVOYNG TNV
napovoa Epevva Ppédnie va gival ,88 yio v vwoxkAipaka tng OeTIKng epmelpiog kot , 75 yuo v

VTOKAILOKO TNG OPVNTIKNG EUTEPiagG.

Aradikacia. 1o neipapo coppeteiye Luyog aptBuoc atdpmy, dedopévon OTL IOV
ATOPOITNTOG O GYNUATIGHOS OLAS®V Y10 TNV ACKNOT TPOSOHoimong. Ot CLUUETEXOVTEG TNG
TEPOLOTIKNG OLAOAS TPOooNABay TpdTol oTNV 0ifovca dteEaywyng TOL TEPALUTOS KOt 0pOv
KkéOoav e andotaot petabd Toug, ot peuvntéc Odfacav dvvatd Tic facikég TANPOPopieg Kot
TIG YEVIKEG 001YiEg TNG £PELVOC. TN GLVEYELX, 0POV 01 GLUUETEYOVTEG emPefaimoay 6Tt o1
00MYleg NTOV KATOVONTES KOl GUUTANPOGAV TI QOPLLO EVILEPNS CLYKOTAOESTG, TOVG
yopnynnke mpog cvunAnpwon n kAipoka SPANE-8. Enetta, Toug dtoavepmbnkay ot odnyieg g
STPOYULATELONG KO O TIVOKES KEPODV KOl TOLG dOONKE YPOVOG SEKM AETTMOV Y10 VOL TOL

LEAETNOOLV KOl VO, TOL KATOVOT|COVV.

211 GLVEYELD, Ol GUUUETEYOVTEG EVILEPOONKAV 0O TOVG GLVTOVIGTESG OTL 1] APIEN TV

AVTITAA®Y TOVG, L TOVG 0TT010VG Bal KOAOVVTAY VO SoTPayLOTELTOVY, Elye KOBVOTEPNGEL KOt
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TOVG TPOTAONKE VoL KAVOLV [ AGKN OGN SLOAOYIGHOD DOGTE 0 ¥POVOG AVALOVIG VoL Efvat TTo
gvyaprotoc. H doknon dtodkoyiopov mov emAéyOnke NTav 0 S10A0YIGUAS oydmng Kot KoAooHVNG,
0 omoiog giye NyoypaenOel omd KAVIKO YuyoLOYO e EKTOIOELOT KOl TOAVETY EUmELPin GTOV

SAOYICUO KOl TAPOVGIACTNKE GTOVG CUUUETEYOVTEG LEGM NYEIWV VITOAOYIOTY).

AxoAob0®G, GTOVG CLUUETEXOVTES YOPNYNONKE KO TAAL TO WYUYOUETPIKO EPYOLEID
SPANE-8, cuvodevopevo amd 600 tpdcebeteg epmtoelc avapopikd pe Tig eriodotieg (ITooca
YPALOTO GUVOMK( EATILETE VO KEPIIGETE KOTA TNV SLOTPOYUATELGN;) KO TIG TPOGOOKIES TOVG
(ITéoa ypnpota cuvolikd motedete 0TL o KEPIIGETE KATA TN OLATPOYUATEVCT);) Yo T
dwmpaypdtevon. ApEc®G LETA TN GVUTAP®OT), TpocnABav oty aibovca ot avtimarol Tovg, ot
omoiot Bpiockovtayv oe d1apopeTiK aibovca Kot eiyav akoAovOncel akp®dg To 1010 TPOTOKOALO,
pe e€aipeon v doknon 610A0yIGHOY. TN GUVEXELN, AVOKOVOONKOV 01 SUAJES KOl OL
CLUUETEYOVTEG EEKivnoay va S1OmPayLatehOVTOL TPOGMTO LE TPOCHOTO, EVM OAES O1
dwmpaypatedoelg nyoypapovvray. TéAog, 6tav 1 dtadikascio TG TPOCOUOIMONG
dwmpaypdrevong oAokANpmOnKe, S0ONKOV GTOVE GLUUETEYOVTES TO TIGTOTOMTIKA GUUUETOYNG
o€ melpapa Kot evHeEp®OMKAY Y10 TO SIKOUMUA TOVG VO TOPOKOAOVOGOVY TO VITOGYOUEVO

dWPEAV GEUVAPLO SLOTPOAYLLATEDGEMV, OVIAOYWOG TV EMOOCEDY TOVC.

Ilpocouoimwen drarpayudrevens. I'a ) Tpocopoinon dompaypdtevong emAéyonie to
oevaplo ‘Alampaypdtevon Kivntov tniepdvov tpidv Bepdtov’ (Three-issue cell-phone
shipment negotiation), To omoio £xet ypnoonombel emTvydS and TANOdpa epgvvnTOV (T.Y.,
Brooks & Schweitzer, 2011. Van Kleef, De Dreu, Pietroni & Manstead, 2006), apov
TPOTYOLUEVMG EYVaV OL omapaitnTes Tpocsapproyés. H ouykekpiuévn mpocopoinon kpibnke mg

KATAAANAY, KaODS apopd G€ o Sompay LATELGN TOALUTADV S0GTAGE®V TOV OHOLAlEL 1e
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TPOLYLOTIKY] OLOTPAYUATEVCT] Kot SIVEL GTOVG OUTPOYLOTEVTEG T SVVATOTNTO EVOTOMNTIKNG

ovupoviag (Adam & Brett, 2015).

ApyiKd, Ol GUUUETEYOVTEG EVNUEPDONKaV OTL B TOoVg avatebel Tuyaia ite 0 pOAOG TOL
ayopaoTh €ite 0 pOAOG TOL TOANTA Kot EXELTO KANONKOAY VO SLOTPOLYLATELTOVV LLE TOVG
AVTITOAOVE TOVG AVOPOPTKA LE TNV TIUN, TN S1bpKeLo yyONoNg Kot T d1dpKeLa SEervice evog
KIyntov ThAepmvov. Xe kdbe dtopo d060nke Evog Tivakog KEPOMV, 0 0TO10¢ NTOV SLUPOPETIKOC

Y10 TOV 0lyOPOGTH Kol TOV TOANTY], BAGEL TOV 0TTOI0L OPEAAY VO SLOTPOLYLOTELTOVV.

Ot ayopaoTég eMOIOKAY TNV 0yOPA TOV KIVNTOO GE YOUNAN TN KO UE LEYAAT OLOPKELD
£yyOMoNG KoL Service, v o1 TOANTEG EMBIOKOV TNV TOANOT] TOV KIVIITOV GE DYNAT TIUN KO UE
wkpn didpketa yydmong ko service. To péyioto duvatd atopkod KEPSOG TOGO Y1 TOV AyOPAOTN
660 Kot Yo tov Toint frav 15,20€ kot 1o eAdyioto Ntav 0€, evod to péyioto apotPaio KEPOOG

nrav 17,60€ kot to ehdyioto Nrav 12,80€.

H péyiot emtpendpevn didpketa Tng SampayLldTtenong NTo 0EKo AETTA KOl LTOPOVGE
va Aéet pe évav and Toug ENG TPOTOVG: 1) 01 SomPayHATELTEG VAL PTACOVY GE GLUE®VIM, OTOTE
0 kéOe ovupetéyovtag Oa Adppave PePaimon cvppetoyns kot Oa giye to dikaiwpo va
TOPAKOAOVONGEL dWPEAV Eva HlPo GELVAPLO OVOPOPIKE. LLE TIG SUTPOAYLOTEVCELS, 2) VO
ATOYWPNGEL 0 £VAG AO TOVS VO GLUUETEXOVTES, OTOTE 0 KAOe drampaypotevtig Oo Adpupave
BePaimon coppetoyns, oAAG KavEVas amd Tovg dV0 GLUUETEYOVTEG O Ba glye TO dikaiwpo va
TOPUKOAOVONGEL TO GEUVAPLO, N 3) VO TEAEUDGEL O YPOVOG TPV OO T CLVAYT] CLUPOVING TOV
o€ OVTY TNV TEPITTMOT Kot 01 000 cvppetéyovtes Oa AdpPavay Pefaimon cupUeETONS, OALY

Kavévag amd Toug 600 o€ Ba eiye 10 dikaimpo vo TapakoAoLONGEL TO TPOGPEPOUEVO GEUVAPTLO.

Amoteléopara.
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Mo ™ deEaywyn TV GTATICTIKOV aVaADGE®Y GTNV TAPoVGO EPELV XPNGLOTOONKE TO
Loyopko mpdypappo IBM SPSS Statistics 28. Apywkd, yio va anavtn0ei o Tp®dTo kot To
OeVTEPO EPELVNTIKO EPMOTNLLO OVTNG TNG LEAETNG, OlevepyNONKaY EAEYYOL O1LPOPOV HECHOV OPWV
t-test oe e&aptnuéva Katd {ebyn delypata, dote va Tpaypotomondel cuykplon HeTa&d Tov
petpnoemv mov Elafav ydpa Tpv TV TapéuPaocn Kot eketvov mov Elafav yodpao HeTd TV

napéuPfacn, TOGO Yo TV TEPOUATIKT] OLAd0 OGO KO Yo TV Opdda EAEYYOV.

Mo v mepapatikn opdda, TopatnpiONKE GTATICTIKMG OTULOVTIKT adENoT TV OeTIKOV
ovvalcOnuatov (1(17)=-9,244, p<0,001) ko1 TapdAANAO GTOTIOTIKOG CNLOVTIKY LEI®OT TOV

apvntik®v cuvarodnudatov (t(17)=8,20, p<0,001) petd v mopiuPfoon (PA. ivaxag 2.4).

IMivakag 2.4. Metpnoeig Tpv Kol LETA TNV TOPEUPOCT Y10 TNV TELPOUATIKT] OUAdN

IIpwv v Metd v

mopEppfoon mapéupacn t

M.O.(T.4) M.O.(TA)

Betikd cuvacOnuata 14,33 (2,114) 18,11 (1,906)  -9,244*

Apvntikd cuvoucOfuote. 9,55 (2,895) 7,28 (2,052) 8,200*

*p <,001

O1 101eg oTOTIOTIKES OVOAVOELS deényOnoav Kot Yo TNV opdado EAEYYOV. ZOUPOVO, LE
TOVG EAEYYOVG dlapop®V pécwv Opwv t-test oe eEaptnuéva deiypata, Onwg avopevotay, o
Bpétnkav oToTIGTIKOS SNUAVTIKEG S1apopég LETAED TOV HETPNCEMV TTPLV KOl LETE, OVTE MG TPOG
ta OeTikd cvvarcOnpota (1(19)=1,831, p=0,083), aAAd 00TE KO MG TPOG TOL APV TIKA
ovvaisOnpoto(t(19)=-0,326, p<0,001) (BA. ITivaxoag 2.5). Qg ek T00TOL, UTOPOVUE VL

CLUTEPAVOVLE OTL 1] AGKN O™ S10A0YIGHOD OyAmNG Kol KOAOGHVNG NTOV OMOTEAEGLOTIKY, KOOOTL
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001 yNGE otV aENOT TOV EMTESMV Ploomg BETIKOV CUVUIGONLATOV KOl GTNV TOVLTOXPOVN
peimon Tov emmrédmv Plmong apvnTiKOV GLVUGOMUATOV TG TEWPAUATIKNG OLAJ0S, EVO O

oLVEPT To 1B10 pe TNV opdda eAEYYOL.

IMivakag 2.5. Metpnoeig mptv Kot LeTd TNV TopEUPacT yio TV opada eEAEYYO

Ipwv v Metd v

nopéppaocn napéuPfoon t

M.O.(T.4) M.O.(TA)

Oetikd cvvocHiuaTo 13,25 (2,971) 12,95 (2,837) 1,831

Apvntikd covoreoOnuata 11,35 (2,834) 11,40 (2,780) -0,326

*p <0,001

ZYETIKA LE TO TPITO EPEVLVNTIKO EPATNUO AVTNG TNG LEAETNG TTOV QLPOPE TNV ATOPAOT)
TOV SOTPAYLATEVTAOV Y10 GLVOYT cLHEoViag, a&ilel va avaeepbel 0Tt povo €E1 amd toug 38
CUUUETEYOVTEG TEPUATICAV T OLOTPOAYHATEVOT] Y®PIS Vo eMEADEL cLpPOVia. Zvykekpiuéva, 32
ovppetéyovreg (84,2%) mpoéfnoav oe cvppavia, 2 (5,3%) éptacav o adéEodo kat 4 (10,5%)
OEV KATAPEPAY VO PTAGOVY GE GLUP®VID TPV amd T ANEN Tov ¥PpOVoL. Onwg TpoPrendTay,
OAOL O1 GUUUETEYOVTES TNG TEIPALATIKNG OUAOAG KATEANEQY GE CLUEMVia, EVE EKEIVOL TOV
ATOYDOPNCAV OO TN STPAYUATEVST 1 OEV KATAPEPAV VA KOTAANEOLY GE GLUE®VIN TPV aTd TO
TEAOG TOV XPOVOL aviKay oty opdda eréyyov (PA. ITivakag 2.6). ITapodra avtd, o aplOuog tmv
CLUUETEXOVT®V OV OEV TPOEPNCAY GTN GUVOYT CLUP®VIAG elval LKPOG Yo va, eEdyovpe

OCQOAT] GUUTEPAGLLOTO.

Iivakag 2.6. 'ExPoaon dtoumpaypdrevong yio TV TEPOUOTIKT OUAd0 Kot TV Opada.

eAEYYOL
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Svueovia Ad1EE0d0 ANEN xpdvov
IMepopotikn opddo 18 (100%) 0 (0%) 0 (0%)
Opada eréyyov 14 (70%) 2 (10%) 4 (20%)

To tétapto gpevvnTIKO EpMOTNLLA, TO OTOI0 KANONKE VO ATOVTNGEL )| TOPOVGA LEAETN
aPOpA OTN YT TV BETIKOV GLUVUIGONUATOV LE TNV TPATY TPOSPOPA, TIG PLA0J0ELES KOl TIC
TPOGOOKIES TMV OATPOYLATEVTMV, T OTOUIKA Kot apotPaio kKEPOT Kol TN ObpKELN TNG
dmpayLdtevong. AvaQopikd Le TNV TPOTH TPOGPOPA, OTOTELEL CNULAVTIKO GTOXELO TNG
drampaydtevong, Koot avIImPoS®TEVEL TNV TPDT EVKAPIN TOV JLOTPAYLATEVTAOV VO
npoPovv o mapaympnoels (Brooks & Schweitzer, 2011). Xty mapovca épgvva, 10
GUUUETEYOVTEG OO TNV TEPALOTIKT Opdda Kot 9 cuppetéyovies amd v opdda eAEY 0L Ekovay
TNV TPOTN TPOSPOPE, 0mtoTE de Ppébnke va vtapyetl oxéomn LeTa&y g Plwong Betikdv

CLVUGOMUATOV KO TNG TPMTNG TPOSPOPAG.

[Ma 6hovg Tovg GLUUETEYOVTEG TTOL KOTEANEXY GE GLUEMVIN, VTTOAOYIGTNKE TO GLVOAIKO
atopkd toug k€poog. EmmAiéov, vmoloyiotnroay ta apoPaio kEpon yia kabe dvada. ['a tic tpeig
dVEOEG 01 0TTO1EG ATETLYAV VO PTAGOLYV GE GLUPMVID, TOGO TO ATOUIKE OGO KOt TOL SOVAOTKA TOVG
KkEPOM, BempnOnie O6TL 100HVTOL e UNOEV. TN GUVEXELD, LE TN (PNOT TOL OEIKTN GLOYETIONG
Pearson r, e€etdotnkay o1 cuoyeTioelg peta&d TV BeTik®v cuvastnudToy, TV ELAod0ELOY,

TOV TPOGOOKIDV, TOV OTOUK®OV KOl Apo1Boimy KepO®V Kot TNG SLUPKELNS TS OLOmP Oy LATEVOTG.

Mo v TpdT™N GVVONKT, OTOL Kol 01 VO GLUUETEYOVTEG TNG KABE dvAdAS dEYTKAV
napéuPacm, 0 PpEONKAV GTATICTIKMG CNUAVTIKEG SLOPOPES LETAED TV BeTik®V cuvaicOnudtwv
Kot Tov erhodo&iav (r=,281, p=,377), tpocdokiav (r=,317, p=,315), atopukov kepdov (r=-,120,

p=,710) kot apoifaionv kepdov (r=,272, p=,392). Qo1600, T0 AmOTEAEGHATA 0150V OTL T



92

ovoyéTion pHetald TV BETIKOV cUVUIGHNUATOV Kol TG OAPKELNG TNG OLATPAYLATEVLGNG NTOV
VYN, 0PYNTIKN Kol GTATICTIKG onpavtikn (r=-,682, p=,015), pavepdvovtag 0Tt 0G0
VYNAOTEPO givon o eminedo Pimong Betikdv cuvausOnudtov, Toco KpdTepn eivor n dbpkela
TOVL OONTEITOL Y10l TNV OAOKANPOOT TNG OLOTPAryLATEVONG KO TTLO GUYKEKPLUEVA Y10l T GOV
ocvppaviog (PA. Iivakag 2.7). Eniong, elvar apketd evotapépov 1o yeyovog 0Tt kdmota Oetikd
cuvasOnuota, 6Tog To ‘tkavomomuéva’, ‘evydpiota’ Kot ‘evbopa’, dvnke va cuoyetilovton
TEPLOCOTEPO LLE TN SIAPKELD TNG OATPAYUATEVCTG, CLYKPLTIKA LE TO ‘EVTVYICUEVA, OV KoL Ol

GULGYETIGELS OEV NTOV CTOTIGTIKA GNUAVTIKES.

Mivakag 2.7. Xvoyetioeig yio ) ocvvOnkn 1 (mtapépPoon kot 6Toug S00 GUUUETEXOVTES)

Oetikd cuvacnuoTo

R
Ddrrodotieg ,281
[Ipocdoxieg 317
ATopukd képoN -,120
ApoBaio kEpdn 272
AGpKELDL SLOTPAYULATEVCTG -,682*

*p < ,05, **p < ,01.

AvoQopiKd e TOVG CUUUETEYOVTEG 01 0TT0{01 O TNKAY TaPEUPAON, EVEO Ol avTimaAol Tovg
dev VTOPANONKAY GTNV AGKN T SIHA0YIGHOD, Ol GUGYETIGEIS HETAED TMV BETIK®V TOVG
oLVUCOMUATOV Kot TOV PLAodo&mV (r=-,652, p=,161), Tpocdoki®v (r=-,164, p=,756), atopiK®OV
kepdwv (r=-,714, p=,111), apopaiov kepdav (r=-,923, p=,109) kot ¢ didpKelog

dwmpayudrevong (r=,421, p=,406), d¢ Bpébnie va gival GTATIGTIKA ONULOVTIKEC.
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Opoimg, Yo TOVG GLUUETEXOVTES TTOV dg OEYTNKAV TOPEUPCT), OAAL GTOVS OVTITAAOVG
ToVG TpokANONKay BeTikd cuvarsOnpata PEcm g doknong dtloyicpov, de Bpédnkav
OTOTIOTIKAOG CNUAVTIKES GUGYETICELS HETAED TOV BETIKOV GLVAUGONUATOV Kol TOV PIA000ELDY
(r=-,104, p=,844), mpocdokidv (r=,245, p=,639), atopukdv kepdmv (r=-,473, p=,344), apofaiov

Kkepdwv (r=,430, p=,395) ka1 tng didpkelag dompayudrevong (r=-,103, p=,845).
p p NG OWPKELOG poryp ns p

Oocov apopd oty opdda eEAEYYOV, GTNV 0TTOL0 KOVEVAG OTO TOVG GUUUETEXOVTES TNG KAOE
dvadag oe déyTnKe mapEpuPacn, ol cuoyeTioelg petald TV BeTik®V cuvalcOnudTeV TV
TPy HATEVTOV Kot TV PrAodo&iav (r=,442, p=,113), tpocdokiov (r=-,276, p=,339),
atopukmv kepdmv (r=,483, p=,081), apofaiov kepdwv (r=,597, p=,124) ko1 g StdpKelag

dwampaypdrevong (r=,652, p=,121), d¢ Bpébnke va givarl GTATIGTIKA OTULOVTIKEC.

Emumpocbétme, og amdvinomn 6To TEUMTO EPELVNTIKO EPAOTNILO TS TAPOVSUS LEAETNG, O
poOLOG (ayopaotng / TmANTNC) de PavnKe va cuoyetiCeton pe Tic eriodosieg (t=0,771, p=,126), t1g
npoodokieg (1=0,833, p=,084), N ta artopukd ké€pom (t=0,589, p=,381) tov dompaylatevT®V.
Téhog, axkpPadg ot picég (19 and tic 38) mpmdTeg TPOGPOPES TPy LatomoOnKay amd
GLUUETEYOVTEG TTOL €LYV TOV POAO TOANTY|, OTOTE CLUTEPAIVOVLE OTL O POAOG OEV 0oKEL Kdmota

EMOPAOT GTNV TPMOTN TPOGPOPAL.

Yvvoyilovtoagc,  mapovca peAétn emPePfainoe v amoTeLecUATIKOTNTO TOV SIOAOYIGHOD
aydmng Kot KaAoGVVNG MG dtodkacio TPOKANGNG 0140e0MC, EPOGOV GUVETEAECE GTNV ODENON
Blwong Betikadv cuvaicHnuatwv kot v tavtdyxpovn peimon Ploong apvntik®v cuvoucstnudtov
TOV GUUUETEXOVTMV TNG TEPAUATIKNG opddas. EmmAéov, Ta Oetikd cuvansOnuata Bpédnke ot
oyxetilovran pe avEnUéveg TOAVOTNTES EVOTOMTIKNG CLLPOVING Kot LEWMUEVT OLdpKELDL

SmpayHdTeELONG, EVM 0 PAVNKE VO GLCYETILOVTOL LE TNV TPATY] TPOSPOPA, TIG PLA0J0EIES, TIg
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TPOGOOKIES KO TO OTOUIKA Kot Svadikd kEPON TV dampaypatevt®dv. TéAog, o porog de Ppédnke

Vo GLOYETICETAL LE TNV TPATN TPOSPOPQ, TIS PIAOO0EIES, TIC TPOGOOKIES KO TO ATOLKE KEPOT).

2olnTyoy.

O KOp10g 6TOYOG TNG TAPOVSOG TIAOTIKNG £PEVVOC NTAV VA AELOAOYNGEL TNV ATOTEAEGLATIKOTNTO
TOV SAOYIGHOV OYATNG KOl KOAOGUVNG, ¢ O1001KOG10 TPOKANGTG S100E0MC KOl VoL SLEPEVVIOEL
TN GYE0MN TOV BETIKOV GLVIIGONUATOV LE TIG SIUOIKACIEG KOl TOL OUKOVOULKA OTOTEAEGILATO. TNG

dwmpoay Ll tevonc.

Ta anoteréopata g Epevvag emPefaincav v arotelespatikoétnto s LKM, n ool
Exel xpNoomoin el EmTLYMG OO OPKETOVS EPELYNTEG GTO TAPEAOIV Ko £xEL Pavel OTL
ovuPaiiel oty KoAMEpyela OeTikdv cuvarsOnudtov (.., Barnhoffer kot cvv., 2010. Carson
kot ovv., 2005. Fredrickson kot cuv., 2008. He kot cvv., 2015. Hofmann kot cuv., 2011.
Hutcherson ka1 cuv., 2008. Shonin kot ovv., 2015. Zeng ka1 cuv., 2015). Zvykekpuéva, ot
CUUUETEYOVTEG TNG TEPALATIKNG OUAD0S OVEPEPOY aLENUEVA ETimEd BETIKAOV cuvolcOnUdTOV,
EVO TOL EMMES QL OPVNTIK®OV cuvalcOnudtov peiddnkay petd v mapéufacn. Tnv idia otryun,
JEV TOPOATNPNONKOV GTATICTIKA CNUOVTIKES SLOPOPES OTA ETTESN TOV OETIKMOV KO TOV

APVNTIKOV GUVOLGONUATOV Y10, TNV OUAd0 EAEYYOV.

Eniong, to SPANE-8 @dvnie yio tpdtn Qopd 0Tl amotedel KOTAAANAN KATLOKO HETPNONG
CLVALCONUATOV Y10 TEPAUATO OTTOV YIVETOL P01 OAOIKACIDV TPOKANONG d1A0EGNS, OEOOUEVOL
OTL Mo TOONKE TMG £lvart EEAPETIKA EVOIGONTO GTNV AVIXVEVCT] CLVALGONLOTIKMOV

SLLPOPOTOUCEMV GE GUVTOUO YPOVIKO O1AGTN L.

Ta gupipata ™G Tapovcag EPEVVIS GLYKAIVOVVY E TPOYEVESTEPES LEAETES IOV EXOVV

de€ayBel kar o1 omoieg cuvdEovy T Pimon BETIKOV GLVOLGONUATOV LE TN YPTON CLVEPYOTIKMV
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OTPATNYIK®V OTIG S0Py LATEDGELS, TN cUVOYT cLHEoviog (.., Baron kot cvv., 1990. Forgas,
1998. Hollingshead & Carnevale, 1990. Kopelman kat cuv. 2006) kot tig petmpéves mOavotreg
ao1e€odov (m.y., Kopelman kot cvv., 2006). Zvykekpipéva, omd To amoTEAEGLATA TOPATPELTOL
OTL Ol STPAYUATEVTES OV Pradvovy BeTikd cuvaicHNato Tapovctdlovv avEnpéveg
TOAvVOTNTEG EVOTOMTIKOD AMOTEAEGLOTOS KOl GOVAYNG CUUOMVING KOl TOVTOYPOVA LEIMUEVES
mOavoHTNTEG AmOYDPMNONG ATd TN STPAyHATELST. Q6TOGO, O LKPAS aPlOUOG TOL delypaTog deV
LLOG EMTPEMEL VO KATOANEOVIE GE AGPOAT] GCUUTEPACLATO AVAPOPIKA LLE T1) GYECT TOV BETIKOV

cLuVaGONUATEOV Kot TS £KBaong TG dampayLATELOT|S.

"Eva moAb evdlapépov ehpnpa mov Tposkvuye amd TNV Topodea EPEVVO Eval TO YEYOVOG
ot T0 OeTikd cuvosOnpata BpEdnke va Exovv LYNAT, APVNTIKY KOl GTOTIGTIK( OTULOVTIKT
GLGYETION UE TN SLIPKELD TNG SLOTPAYLATELONG. AVAAVTIKA, TO ATOTEAESHATO £EIENV OTL OGO
vymAdTEPO givan 10 einedo Piwong Betikdv cuvasOnudtoy, TOco pKpdTEPN Elvor 1) d1bpKELn
OV OOLTEITOL Y10 TV OAOKANP®GON TNG Slompaydtevong Kot T cvhvayn cvpewviog. Emmiéov,
Qavnke 0Tl dropopeTikd OeTikd cuvarcOoto cuoyeTilovTon Le SIUPOPETIKO TPOTO Kot £VTAON
LE TN OldpKeLn TG dtampoaypatevonc. ['a mapdoetypa, yio Toug SampoyLOTEVTES TOV VidOovV
€00Bv ol 1 IKavoToMUEVOL PaiveTal Vo amorteitol Ayotepog xpovog yio vo Tpoovv 6e GLUPOVIN
o€ oyéon Le eKeivovg Tov VidBovV euTLYIGUEVOL. AVTIOTOTYO EVPNUATO AVOPOPTKA LLE TN GYESN
TOV 0ETIKOV cuVOIcONUATOV Kot TNG OEPKELNG SLOTPAYUATELONG OEV £XOVV EVIOTIGTEL GTNV

vrdpyovca Bipioypapia.

Ta gvpiuata avtd pmopovv va eEnynbovv Pacet g Bewpiag devpvvong Kot dounong
10V Oetikdv cvuvarsOnudatev (Fredrickson, 1998, 2001), mov mpesPevet 6Tt ta OeTikd
oLVUGOMLOTO SIELPVVOVY TO PEMEPTOPLO CKEYNG Kot OPACTNG, EVIGYDOVTOG TNV TPOGOYN, TN

oKEWYT, TN ONUOLPYIKOTNTA Kol TNV KotvoTopio Tov atopmv. Emnpoctéitng, coupmva pe v
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Fredrickson (2013), dwapopetikd Betikd cuvoicOnuata eEVTNPETOVV SIUPOPETIKEG AEITOVPYIEC.
IMo mapddetypa, n yopd ®Bel T0 ATOULO GE PVGIKN EUTAOKT], EVA 1] IKOVOTOINGT, YVOGTY KOl (G
YOANVY, TPOKVTTEL OTAV TO ATOUO osOAVETOL AvETO VIO OPIGUEVES GLVONKES Ko mBupel va

TOPATEIVEL 1] KOL VO EVEOUATMOGEL TIG KOTAGTAGELS 0V TEG 0T Cm1| TOL.

To amoteAéopOTO APKETOV HEAETMV TTOL £Y0VV dei&et 0Tt Ta BeTikd cuvalcOnuaTa
o0dnyovv o€ LYNAOTEPQ aTopkd kot opotaio kEpd (m.x., Allred kot cvv., 1997. Anderson &
Thompson, 2004. Carnevale & Isen, 1986. Kramer kot cvv., 1993), dev emPeParmdnkay otnv
TOPOVCA HEAETT), OOV PdvNKe OTL Ta BeTiKd GuVoGOpata de cuoyetilovtal pe avTd Ta
emBopuntd owovopka amoteléopoto. EmmpocsOétwg, oe avtiBeon pe mpoyevéstepeg HeAETe
(m.x., Kramer kot ovv., 1993. Baron, 1990), d¢ diamotmOnke n vrapén oyxéong petald g

Biwong Betikdv cuvaicONUATOV Kol TOV PIA000E1DV Kol TPOGOOKIDY TMV S0Py LLOTEVTOV.

Téhog, 060V 0POPA GTIS TPADTES TPOSPOPES, GTNV VILAPYOLSA BiAoypapio dev
VILAPYOVV EPEVVEG TTOL VoL eE€TALOVV TN TXEOM TOLG L Ta BETIKG cLVIIGONLOTA Kot TOV pOAO TV
dampaypatent®v. Q610060, ot Brooks kot Schweitzer (2001), ot onofot peAétnoayv v enidpaon
TOV AYYOLG OTIG SLOmPayATEVGELS, BpIKav OTL TO Gyyog oyetiletan Le YoUNAOTEPES TPADTES
TPOCPOPES, 0ALA O oyeTileTon e TIG PLA000EIES, TIG TPOGOOKIES KOl TOL OTOLKE KEPOT TV
STPAYUATEVTAOV. ZTNV TapoVca HeAET Oev emPefaimOnke | yéon TG TPOTNG TPOGPOPAIS LE
T0. BTG CLVOIGOM AT KO TOV POAO TMV SOTPAYLATEVT®V, OAAG 00TE Kot 1 GXEGT TOV POLOL

LE T1G PLA0d0ETES, TIG TPOGOOKIEG KOl TO ATOUIKA TOVG KEPOT).

2VVEIGPOPD TOV ATTOTEAEGCUATWVY TNHS TTapoveas uelétns. H mapovoa Epevva omotelel
™V TPATN TPocTadeila mov Tpaypatomroleiton otnv EALGSOa Tpokeévon va eEgtactel 0 pOAOG

TV OeTiKOV cuvaicOnuatov otig dyuepeig dSrampayuatevoets. H pébodog mov emréynke nrav
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10 TeipapLa, Kot to omoio mpaypatoromdnke tpoxkinon Betik®dv cuvarcOnudtov pécw

Goknong SLEAOYIGHOD KOl GTT) GLUVEXELD OKOAOVONGE TPOCOUOIWGT dlmPayLATEVGTC.

[Mopd T0 yeyovog 6t o€ TpoyevEoTEPES LEAETES £X0VV YpNoLomombel Totkileg
dradtkaciec TpdkAnong dtdbeong, Onme | vvwon (w.y., Friswell & McConkey, 1989), n
napakorovOnon taviov (Rottenberg kot cvv., 2007), n povowkn (m.y., Clark, 1983) kot n oawt6d-
Bloypagikn avaxinon (Jallais & Corson, 2008), wotdc0, €lvar | TpOTN POpE TOL
YPNOULOTOLEITOL EMTVYDS O SIOAOYIGUAOC OYUTNG Kol KOAOSHVNG YOl TN XEPAYDYTOT| TWV
oLVAIGONUATOV TOV GUUUETEXOVTOV TPV 0md TPOocopoiwon dtumpaypdtevons. Emiong, to
SPANE-8, 10 onoio pdvnike va amoteAel £va e&otpeTikd evaichnto epyaleio g mpog v
aviyvevon GLVOICONUATIKAOV SL0POPOTOMGEMY GE GUVTOUO YPOVIKO OAGTNUA, dEV EXEL
ypnoporomBel Katd 1o TapeABOV o¢ KAMpoKo LETPNONG TOV GUVAICONUATOV TPV Kot LETE 0md

omoladNmote dradikacio TpOKANoNS 01d0eomg.

Ta gvpnpata ™g Tapovoag LEAETNS VITOINAMVOLY OTL O SIAOYIGHOG OryAmNG Kot
KaAOGUVNG Ba popovce va ypnotponoteitor okoun Kot og Bpayeio mopépupaon, e otdyo v
avENOT TOV EMTESOV TOV OETIKOV GLUVOLCONUATOV Kol TN HLEI®ON TOV EMTEIOV TOV OPVNTIKOV

cLVAUGONUATOV, G d1dpopa TAaicLa Kol TANOLGHOVC.

Eniong, dwapaiveton 6t1 1 Biwon Betikdv cuvalsOnpudtov dvvatatl vo 001 y\eEL TOVG
SWTPAYUATEVTEG OTTV AToPLYT ad1eEO00V Kat 6T cvuvayT cvuemvias. To edpnua avtd, oe
oLVOLAGHO LE TO YEYOVOS 0Tl Ta BeTikd cuvalcOpata eaivetot vo oyetiCovion pe pkpdtepn
duapkela drampaypdrevongs, Bo propovcoe vo Anedel vroyn ko va ypnoipomondel oe podnuata
OV SEEAYOVTOL TPOKEUEVOL VAL KOTAGTIGOVV TO, AITOLLOL TTLO OMOTEAECUOTIKA OTIG

SlmpoyLatedoELC.


https://www.frontiersin.org/articles/10.3389/fpsyg.2018.01110/full#B56
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EmumpocHétme, avt n yvoon Oa propovce va a&lomoindel 6 TPOGOUOUDCELG
SmP Oy LATEVGEWDV KO TPOYPALLOTO EKTOIOEVONG ETOYYEALATIDV TOV OTOCYOAOVVTOL GE OEGELS
gpyaciag 6mov 1 GUVAYT GLUPOVING GE GUVTOHO XPOVIKO ddcTnia Kot VIO Tieon xpovov ivat
amopoiTnTN (Yo TOPASELY Lo GTNV TEPITTMON TOV TOANTMV, OTOL £IVOL AVAYKOIO0 VO OTAGOVV
YPNYOPQ GE GLUEMVIR TPV EELANPETNGOLV TOV EMOUEVO TELATT]). ALTO B £d1ve TN duvaTOTNTA
ota dropa vo eE01KOVOUNGOLY ¥POVO Kol EVEPYELN KO MG €K TOVTOV Vo BEATIOCOVV TIG
EPYAOLOKEG TOVG EMOOGELS KoL ToTOYPOVa Ba pmopovoe vo cupPdriel oty eEotkovounon

TOPOV TOV OPYOVIGU®V KL APa. STV aENGON TNG TOPAYMYIKOTNTOS KOl THG KEPOOPOPIaG TOVGS.

Ta mpotevopeva mpoypappoTo EKTaidevons, o rav xpioiuo va eotialovy o€
oLYKeKpIEVA BeTikd cuvousOnuata, OTmg N xopd Kot 1 tkovoroinom, ta oroio Bpédnke va

ovoyetilovtol TEPIoCOTEPO LUE TN OLAPKELN TG OLOTPAYUATEVOTG.

Iepropiouoi g mapoveas ueAETHS Kol TPOTAGEIS YIa HEALOVTIKES Epevveg. 'Evag
TEPLOPIOUOG TNG €V AOY® €pevvag Eivat TO YEYOVOG OTL TO. ATOTEAEGILOTO £(OVV GUGYETIOTIKO
YOPOUKTNPO KoL APOL OEV LG EMTPETOVY VO GUVAYOVLE CUUTEPAGLLOTO OVOPOPIKA LLE CYECELS
a1TIOTNTOG HETAED TV VIO pehétn petafAntov. Eniong, Epeacn 060nKe oTic eVOOTPOsSOTIKEG
EMOPACELS TV GLVOLGONUATOV, EVO TEPULTEP® EPEVVES OTALTOVVTOL AVAPOPIKA LLE TN CLUPOAN
TOV CLVOLCONUATOV GTIG SOTPOYUATEVGELS, GE OLOUTPOCOMIKO EMimed0. AKOLAL, TOL
ocvvalcHn oo ToL TPOoKANONKY GTOVG CLUUETEYOVTES, NTOv TuYaia (incidental), dedopévov dtL
aPOPoVGOV GE KATAGTAGELG TOV TPONYNONKAV TNG S0Py LATEVCTG KOL T)TOV LT GYETIKEG LE
avt. [lepartépm perétn mpoteivetat ovapopikd e v enidpacT TOV CLVUGONUATOV TO OToin
TPoKoAOVVTOL amd TN dlampaypdtevon kabeavty. Emmiéov, dAdeg petafintés, Onme n

CLVOLGONLOTIKT] VONUOGUVI], Ol YVOOTIKEG IKAVOTNTES, TO SUVATH GTOXELN TOL YOPUKTNPOL KOl TO,
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YOPOUKTNPLOTIKAE TPOCOTIKOTNTAS, O Hropovsay va LeAeTNOOVV GUVIVAGTIKA L TO

CLUVULCONLOTO GE LETOYEVECTEPES EPEVVEC.

AAeg Tpothoelg yio peALovTIKEG Epevves Ba pmopovoay va meptlapupdvouy tnv
a&loAOYN o™ TOV GLVULGONUATOV KOl TOV GUUTEPIPOPDOV TOL ETOVTAL TNG OLTPOYULATEVGNG,
KaOMOG Kol TOV KOWVOVIKO-YVYOAOYIK®OV OTOTEAEGUATOV TNG, OT®G 1| EUTIGTOGHVT HETAED TV
TP ALY LLATEVTDOV, Ol EVIVTTMGCELG TOVG Y10l TOV OVTITOAO, Ol AVTIANYELS Y10 TOV E0VTO, TN
Sld1Kacio Kot TO amoTEAES O Kot 1) ETfupio TOVG va SompayLoTeVTOHV e ToV 1010 avtimaio

070 PEAAOV.

Téhog, mapd 10 yeyovog OTL 01 TEPIGGOTEPES LEAETES TTOV SLEPEVLVOLV T GULUPOAN TV
oLVOICONUATOV OTIG SLOTPAYLATEDGELS AAUPAVOLY YDPO GTA TACIGLO KATO100 [LalfLoTog Kot
YPNOOTOLOVV MG dely o TpomTuytakovg portntég (wy., Bendersky & McGinn, 2010), motdoo,
o1 TANPOoPOpieg TOv avTAoLVTOL Efval dSLOPOPETIKEG O GYEom Ue exelveg Tov Ba Aappavapue edv
01 JLOTTP ALY LOTEVGELS TPALYLOTOTOLOVVTOV LETAED EMAYYEALOTIOV GE OPYOVIGUOVG. 26 €K TOVTOV,
1 HEAETT TPOLYLOTIKMV OLOTPOYLOTEVGEMVY, OTTOL OloKLPEHOVTOL LEYAAO OUKOVOLUKE

GLLLPEPOVTOL KOl CTLLOVTIKES SLOTPOCWOTIKES GYECELS, Ot NTOAV TPOYLOTUCHL TOAVTIY).

Kepaiaro 3: H emidopacn ToV OETIKOV KOl TOV 0PV TIKOV GVUVIIGONUATOV 6TO OLKOVORLKA

KO TO KOWVOVIKO-YUYOAOYIK( OTOTEALEGUOTA TOV SPUEPOV LUTPOYNUOTEVCEDV

21006 TOV TOPOVTOG KEPOANIOV EIvVOL VO TAPOVGIAGEL TOL EVPNLLATO TNG KVPLAG EPEVVAG, TOV

oeENyOn ota mAaictla TN TaPOVGOC OATPIPG.

H mapodoa perétn

2KomHG NG TOPOVCOS KUPLUG EPELVOG Eivar 1 diepehivnon Tov PpOAOL T®V BETIKMOV KOl TOV

OPVNTIKOV GLVOICONUATOV GTO OIKOVOLIKA KOl TO KOWMOVIKO-YUYOAOYIKE OTOTEAEGLOTOL TWV
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OWEPDV OOTPAYLOTEVCEMVY. LVYKEKPIUEVA, 6TOYEVEL 1) Vo alohoynoet Tnv
OTOTELEGUATIKOTNTO TOV SLOAOYIGHOV ayAmnG Kot KAAOGUVIG MG OadIKAGT0 TPOKANGNG
duiBeong, 2) va SlepeuVNGEL TNV EMLOPACT) TOV BETIKMV KOl APV TIKOV CLVOIGONUATOV GTA
OLKOVOUKG OTOTEAEGLLOLTOL TG OLATPAYULATEVLGTG Kot 3) VO SIEPEVVIGEL TNV EMOPACT| TOV
OETIKOV Kol OpVNTIKOV GUVAICONUATOV GTA KOWVOVIKO-YUYOAOYIKA ATOTELEGLLATO TNG

damp oy b TELONG,.

Enopévmg, n mapovca Epeuva Bo €6TIAGEL GTNV ATAVINOT TOV EENG EPELVNTIKMOV

EPOTNUATOV:

1) [Tow etvan n oyéon peta&y Tov BeTik®dV cuvasOnudToy Tpv TV
napéuPaon, Hetd v mapupactn Kot HETd To TEAOG TNG SlomTpoy LATELONG;

2) [Toa glvar n oyéon LETOEL TOV APVNTIKGOV GuvalsOnudtov Tptv TV
napéuPfoacm, LeTd v TapépPacn Kot HETA TO TEAOG TG SLOTPOy LATELONC;

3) [Toa elvar  oyéon LETOED TOV BETIKAOV Kl TOV APVNTIKOV
CLVUGOMNULATOV KO TNG OTOPAONS TOV SLOTPOYLATELTOV Y10, GOVOYT) GUUPMVIOG;

4) [Tota elvar  oxéon TV BETIKOV Kot TOV ApVNTIKOV GLVOULGONUATOV LE TIg
QLA000ETEG KO TIG TPOGOOKIES TV SLOTPOYUATEVTAOV, TO ATOLLKE Kot apotPaio kEpON Kot
™ SLapKeLd TG Sompory LATELONG;

5) [Tota elvar n oyéon HETOED TOV BETIKOV Kot TOV APV TIKOV
CLUVUGONUATOV KOl TOV KOWVOVIKO-YLYOAOYIKOV OTOTEAEGUATOV TNG OLOTPOYHLATEVOTG;

6) [Tota elvar n oyéon HETAED TOV OIKOVOUIKAV KOl TOV KOWVOVIKO-

YUYOAOYIKOV ATOTEAEGUATOV TNG S1ATPOy LATEVOTG;

MéBodog.
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Y& GLVEYEL TG TAOTIKNG £PEVVAG TTOL JLEPEVVNGE TOV POLO TV BETIK®V cuvalcONUATOV GTIg
JLO1KOGTES KoL TO OIKOVOUIKA OTOTEAEGLLOTO TV OLATPOLYLOTEVCEMV, TPAYLOTOTOMONKE Eval
Oe0TEPO EPYUTTNPLOKO TEIPALLA, TTOV AMOTEAEGE KOL TNV KOPLAL £PELVA TG TOPOVGAS dTPIPNG,
TPOKEUEVOL Vo €EETACTEL O POLOG TOGO TV BETIKMOV OGO KOl TOV APV TIKOV GuvaLsOnudtov
OTO OIKOVOUIKG KOl TO, KOWVOVIKO-YUYOAOYIKA OTOTELEGUATO TV OUepdV dtompaypatedoewv. H
TapoVGa EPEVVE VITAKOVEL GTOVS KAVOVES deovToroyiag, OTmG avtoi opilovtar and v Emitpony|
HOum g kou Agovroroyiag g 'Epevvac (EHAE) tov Iavteiov [Havemotnpiov, and v onoia

d00nKe Kot 1 amapaitnTn 0d10d6TNON.

2opuctéyovres. Tplavta oxtd TpomTLYLOKOL PO1TNTES YuyoAoyiag (N=38) and to
[Tavtero [Mavemotuo Kowvovikdv ko [ToMtikdv Emoetmuadv coppeteiyov oto neipapa, pe
OVTAALQYLLOL T LOPTYNOT| TGTOMONTIKOD GUUUETOYNG / TapakoAlovdnong kat T duvotdtnTa vo
TAPUKOAOLONCOVY dWPEAV £val SIMPO EMUOPPOTIKO GEUVAPLO OVOPOPIKAL LLE TIC
dwmpaypatevoelc. [IpobhmodBeon cuppetoyng oy £pevva AmTOTEAOVGE 1) GLUTANP®OT Tov 18
£€10Vg TG NAKiag TV cvppetexdviov. To delypo arotérecay 34 yovaikeg (89,5%) kan 4 dvpeg
(10,5%). H nlxio tov coppetexdviov kopavinke oro 19 éwg 59 etov (M.0.=25,76,

T.4.=10,29) ko1 0 pécog 6pog TNG EPYACIOKNG TOVG eumelpiog NTov ta. 4,5 étn (7.4.=8,96).

2yedraocudg. lpoypatomomOnke toyoio avabeon TV CUUUETEYOVTOV GE Lo OO TIG OVO
ouvOnkeg: otV Tepapatikny opdda (N=22) emdidydnke n tpdxinon Betikdv cuvolsOnuiTmv
KOl GTOVG dVO GLUUUETEYOVTEG TNG KABE dvadag, evd otnv opdda eAEyyov (N=16) dev éytve
TPooTadELln TPOKANGNG BETIK®OV GUVAIGONUATOV GE KOVEVAY 0O TOVG OVO GLUUETEOVTES TNG
kd0e dvdoag (PA. ITivakag 3.1). Me e€aipeon v doknon S10hoyIGHoD TOV ¥PNCIULOTOMONKE MG
dradtkacio TPOKANGNG O140£0MG GTNV TEPOLOTIKT OLAS, KOTA TO GAAML, TO TEPULATIKO

TPMOTOKOAAO NTAV TOVOLOIOTVTO KOl Y10l TIG dVO OUAOEC.
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IMivakag 3.1. Anpoypa@ikd ototyeio avé cuvonkn

[epapatikn opddo Opada eréyyov
(N=22) (N=16)
[Mopéppoon Kot 6Tovg
2 CUUUETEYOVTEG

Amovoia mapéupfoong

Tuvaikeg 18 (81,8%) 16 (100%)
Avtpeg 4 (18,2%) 0 (0%)
HXlicio M.O. (T.A) 26,73 (12.74) 24,44 (5,54)
Epyaciaxn eumepia
M.O. (TA) 5,23 (11,31) 3,38 (4,11)

Onwg avaeépbnke, N tpdkAnomn OeTIKOV CLVUGONUATOV GTOVS GUUUETEYOVTES TNG
TEPALATIKNG OUASOG TPOy LaTOTOONKE HEGM TNG ¥PNONS OIS ACKNONS O0AOYIGHLOD.
[Tponyodpeveg peréteg £xovv emPefardoel TNV AmOTELECUATIKOTNTO TOV SIOAOYIGHOD O
YEPAy®YNOM TG 01abeong Kot Tov cvvatctnudatov (t.y., Erisman & Roemer, 2010. Feldman

kot ovv., 2010. Freshman kot cuv., 2002. Prassa kot ovv., 2022. Thompson & Waltz, 2007).

YVYKEKPEVQ, XPNOILOTOMONKE 0 SLOAOYIGHOG Oyl Kot KoAosvvng Tov Pacileton
OTIG apYoies BOVOIOTIKES TPAKTIKES SLOAOYIGHOV Kot £XEL @avel 0Tt cLUPBAAAEL TNV AWENOT TOV
EMIES®V TOV OETIKOV GLVOIGONUATOV KOt 6T HEI®OT TOV EMTESOV TOV OPVNTIKOV
cuvalcONUATOV, KON Kot OTAV 1) EQAPLLOYT TOV TPAYLUATOTOLEITOL Y10 GOVTOHO YPOVIKO
dtdotnpo (w.y., Hutcherson kot ovv., 2008). H LKM nepilapfdvel oKEYELS Kol OTTIKOTOINOELS
OV GTOYELOVY GTNV AVENOT TOV BETIKOV cLVGONUATOVY, TN HElWON TOV APVNTIKOV
ocuvalcONUATOV Kot TN SIELPVVCT TNG TPOCOYNGS, LEGM TNG KOBOOYNONG TV ATOUMV VO

KAelooLV TOL PATIO TOVG, VO XOAOPDGOVV, VO EGTIACOVY GTIV OVOTVOT] TOVG KOl VO GKEQPTOVV
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£VOV KoL GTT) GUVEYELD L0 GEPA avOpOTOV Yia ToVG 0moiovg vidBovv (eoTd Kot EvydploTa

ocvvareBnpoto (Fredrickson kot cuv., 2008).

H doxnon dedoyiopod dmpknoe mepimov entd Aemtd Kot yio va a&toroyndein
OTOTELECUATIKOTNTA TNG MG TTPOG TN SLAPOPOTOINCN TOV BETIKAOV Kot 0pyNTIK®V GuVOIcOUATOV
ypnooromnOnke n Khipaxa Octikng kot Apvnrikng Eumepiag (SPANE-8), éva epyoadeio to
omoio oe mponyovuevn épevva (Prassa kot covv., 2022) edvnke 6Tt gival ToAd gvaicOnto otV

aviyvevon GLVOIGONUATIKAOV JL0POPOTOMGEDMY GE GUVTOUO YPOVIKO OAGTN LA,

Epyaieia. Lty mopohoo LeAET GUAAEYONKOY ONUOYPAPIKES TANPOPOPIES TV
CUUUETEXOVTOV KO Yopnynonkav d00 YuyoUeTPIKEg KATLOKES. Apyikd, xYopnynonke to
yoyouetpiko gpyoreio Khipaka Ostiknc kot Apvnrikng Eunepiag (Scale of Positive and
Negative Experience. SPANE-8. Kyriazos kot cvv., 2018), cg tpio S10popeTIKd YpoviKd onpeia,
npwv TV TapEUPact, LETA TV TapEUPacn Kot LETA TNV OAOKANP®OT| THG TPOGOUOIMGoNG
dampaypdrevonc. Emmpoctétmg, yopnyndnke n Khipaxa Ymokeevikng A&iag (Subjective
Value Inventory. SVI. Curhan kat cvv., 2006), Tpokeiévon vo aE1oAoyndodv ot KOvmviko-

YOYOAOYIKEG GUVETELEG TNG SLOTP ALY LATELONG.

Anquoypagikés minpopopics. ZNTONKe 0md TOLG GLUUETEXOVTES VO OVAPEPOLY

ONUOYPAPIKES TANPOPOPIES GYETIKA e TO PVAO, TNV NAIKIO KOt TNV EPYOCIOKT TOVG EUTELPTOL.

Kiiuoxo Octixng xar Apvytikns Eumeipiog. XT00G GUUUETEXOVTEG YOpNYNONKE TPOg
ocvumAnpoon n Kiipaka Ostikng kar Apvnrtikig Eunepiag (Scale of Positive and Negative
Experience. SPANE-8. Kyriazos kat ovv., 2018), 1 onoia amotelel éva epyaleio uétpnong tov
VTOKELUEVIKOV €V NV e dVo avtibeteg dlooTdoels: Tig Oeticéc eumelpieg (4 otoryein) Ko T1g

apvnrtikes epmepieg (4 otoryein). Ot téocepig Oeticég epnerpieg elvan ‘evydpiota’, ‘evtvyiopéva’,
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‘ehBovpa’ Kot “UIKovoTompéva’, EVM Ol TECCEPLS APVNTIKES eUTElpieg etvan ‘doymua’, ‘Avanuéva’,
‘pofiopéva’ kan ‘Bupopéva’. Kabe didotoon meprhappdvet tpio cuykekpipévo covorsnuoto
Kot £va yevikd cuvaicOnua (‘evydpiota’ yia tig Oetikég epmerpieg Kot ‘Aoymuo’ yio Tig opvnTIKES
eumeipieg). Ot ovppetéyovies onueldvovy Tov Babud otov omoio Plwoay avtd To cCLVGON LT
Katd TN OldpKeln TOV TELELTAL®OV 4 ESOUAd®V, YPNOYOTOIDOVTAS Lo TEVTARAOo KAk
tomov Likert (1=mtold ordvia 1} KabBoAov Emg 5=mold cvyva n mavta). Toco 1 OeTikn
Babporoyio (SPANE-P), 660 kot 1 apvntikr Babporoyia (SPANE-N) uropodv va kvpaivovrot
amo 4 ¢o¢ 20. H a&lomiotia ecmTEPIKNG GLVOYNG 0TV TopoVGa HEAETN Ppédnke va etvan ,84 kot

,82, Y10 T1g vVIToKAMpOKEG TNG BETIKNG Kot TNG APVNTIKNG EUTEPLOG AVTIGTOLYOL.

Kiiuoxo Yroxeyeving Aiog. Katomy ¢ mpocopoimwong SlompoyLiTtevong,
yopnyndnke otovg cvpuetéyovreg 1 Khipoko Ymokepevikng A&iag (Subjective Value Inventory.
SVI. Curhan kot ovv., 2006), n oroia aE10AOYEL TNV VTOKEWEVIKT EKTIUNGT TOV GUUUETEYOVTIOV
WG TPOG TA KOVOVIKO-YLYOAOYIKA ATOTEAEGLLATO TNG OLOTPOYLATEVONC. ATTOTEAEITON OO

T€60EP1G O100TAGEL Ko 16 epotiuata (4 epotirata yio kdbe didotaon):

1) ™ ovvredeotikn vrokeevikn a&ia (instrumental SV) mov apopd oty kavomoinon
TOV ATOHOV GYETIKA LE TO OIKOVOUIKA AOTEAEGHOTA TNG dlampaypdtevong (m.y., ‘T1éco
KOVOTIOMUEVOC-T) €10TE e TNV 100PPOTHLAL AVALESO GTO SIKO GOG OMOTEAEGLOL KO TO OTOTELEGLLOL

TOV QVTITOAOL GOG;’)

2) v vrokeevikn a&ia eavtov (Self SV) mov avagépetatl 6to Tmg To dTopo
aeBavOnke yio Tov 1610 TOV TOV EVTO KATA TN OtampoaypdTevon (m.y., ‘Avt 1 dompayUdTeLoT

00G £KOVE VO VIOOETE TEPLEGOTEPO N AYOTEPO TKOVOG-1 GOLG SLATPOLY LATEVTNG-TPLNL; )
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3) ™ dwdkacTik vrokeevikny agia (Process SV) mov apopd 6TV VTOKEWEVIKN
avtiAnym Tov atépov 6Tl 0 avTinaAog To cefAoTnKe Kot Tov PEpOnKke dikona (.., Oa

yopaktnpilote ™ dtdikacio g dampaypdtevong og dlkoun;’)

4) ) oyeotakn vrokeevikn aéia (relationship SV), n omoia avageépetan og Oetiég
EVIVTTAOGELS Y10 TOV OVTITOAO, TV EUMIGTOCHVN OEVAVTL TOV Kot TV €mBupia Tov aTdHoL va
dwampaypatevtel pe tov 1610 avtinaio oto péALov (m.y., ‘H dampaypdtevon cog Ekave va

EUMIOTEVTEITE TOV OVTITOAO GOg;).

Emumpocbétmc, etvan duvatn n vmapén pog yevikng Badpoioyiog vrokeievikng a&iog
(global SV), vroloyilovtac tov péco 6po tv faduoroyidv Tmv 4 vrokhudkwv. TElog, and Tov
VTOAOYIGUO TOV UEGOV OPOL TV POOLOAOYLOV OTIG KATUAKES TNG O1UOTKAGTIKNG KO TNG
OYECGLOKNG VITOKEUEVIKNG a&iag, umopel va mpokvyetl 1 Badpoioyio TG VITOKEWEVIKNG a&iog
apotpaiov deopov (rapport SV), mov avapEpetat 6T YEVIKOTEPT SuVOULKT TG HETAED TOVG

aAAnAemidpaonc.

Ta epotuarta paduoroyodvrar o€ pa entofadio khipoka tomov Likert (1=kaboiov
€m¢ 7=amolvtmg). To SVI dev éxet otabiotet otov eAAnvikd TAnBocpd. I'a tov Adyo avtd,
TPOKEUEVOL VO YPNGYOTOMOEL ETTVYDOG Y10 TOLG GKOTOVS TG TAPOVGAS EPEVVAG,
LETOQPAOTNKE OTO EAANVIKA HECH TNG dtadtkaoiag avtiotpopng petappacng (translation / back-
translation method. Brislin, 1970). H a&lomiotio ecmtepikng cuvoyng g kAipakog otny

napovoa perétn Bpébnke va eivan ,91.

Aradikaacia. 1o neipapo coppeteiye Luyog aplioc GUUUETEYOVIMV, TPOKEUEVOL VO
elvar SuVaATOG 0 GYMNUATIGHOS SLASMV Y10 TNV ACKTOT) TPOGOLOIMONG KOt TPOLYLLOTOTOONKE

taipracpo (Matching) tov cupuetexdviov g Tpog To POAO, TNV NAKIN KoL THV EPYAGIOKN
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eunepio. IToapd to yeyovog 6Tt tpoonABay GAOL 0L GUUUETEYOVTEG TNG TEPALOTIKNG OpLddag, £E1
CUUUETEYOVTEG TNG OPLAONG EAEYYOV EMEAEENY TEMKE VO LT GUUUETACYOVY GTO TEIPOO KOl OC EK
TOUTOVL dgv gppaviotnkoy. Katd v deiEn toue, ot GUUPETEXOVTES TNG TEPALATIKNG OULAONS Kot
™G opad oG EAEYYOV eloNABav Gg dlapopeTikég aifovoeg Kot apod kdbioay e amoctaon Hetall
TOVG, Ol GLVTOVIOTEG dldPacav duvatd Tig PaciKég TANPOPOPIES Kot TIG YEVIKEG 00MYies TG
épevvac. 'Emetta, a@oh OA0L 01 GUUUETEXOVTEG GUUTANPOGAV TN POPLLO EVILLEPTIG CLYKATAOECTG
kot emPePaimcav 6TL o1 00MYieg NTav caeig, kKAOnkav va copurinpdcovv 1o SPANE-8. Xm
GULVEYELD, TOVG JVEUNONKAY 01 0ONYIES TNG OMP ALY LATEVOTG KOt O TIVAKES KEPOMVY KO TOVG

d00NKE XPOVOG OEKA AETTAV Y10 VOL TOL LEAETICOVV KO VO, TO, KOTOVOT|GOVV.

O)Lot o1 GuppeTEYOVTES EVILEPDOMNKAV OTL GKOTOG TOL TTELPALNTOG NTAV 1] LEAETT TNG
Slmpaypdtevong yevika Kot £Totl Tioteyay 0Tl B eumAékovtay og pa kotdotaon 6mov Ho
SlpayatelovTay TPOKEUEVOL Vo dtepeuvnBolv o1 TapdyovTeS Kol 01 UNYavVIGHOT Tov 001yoUV
o€ KOAOTEPO SLOTPAYLATEVTIKE amoTeEAEGHATO. Q6TOGO, GTNV TPAYUATIKOTNTA, TO
oLVALGHNUOTO TOV GUUUETEYOVIMOV TNG TEPAUATIKNG OUAS0S VTEGTNOOV YEPAYDYNOT), LEG® TNG
YPNONG AOKNONG SLHAOYIGHOV, 1 OTTOL0L TAPOVCIAGTNKE MG £VOC EVYEPLOTOG TPOTOC OVOLOVIG
TOV GUUUETEXOVTMV TTOL elyav kabvotepnoetl va mpocérBouvv. H doknomn dtohoyiopov o€

YPNOUOTOMONKE GTNV TEPITTMOOT TNG OLADNG EAEYYOV.

H doxnon dadoyiopod mov emléydnke NTav o S10A0YIGHOG aryAmng Kot KAAOGUVIG, O
omoiog glye NyoypaenOel amd KAMVIKO YuyoAdYO LE EKTOIOEVOT) KOl TOAVETN EUTELPIN OTOV
SLAOYIoUO KOl TAPOVGLAGTNKE GTOVG CUUUETEYOVTEG LEGM MNYEI®V VTTOAOYIOTY. ApES®G LETE
TNV AoKNGN SLHAOYIGHOV, Ol GUUUETEXOVTES KOl TV 000 OUAd®V cupTANpOcay Eavd To
SPANE-8 ka1 amdvtnoayv oe d00 Tpdcheteg pmTNOELS avapopikd pe Tig priodoéieg (ITéoa

YPLOTO GUVOMK( EATILETE VO KEPOIGETE KOTA TNV SLOTPAYUATELGN;) KO TIG TPOGOOKIEG TOVG
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(ITéoa xpnpato cuvorkd moTEVETE OTL B KEPIIGETE KATA TN SLUTPAYUATELGN;) YidL TN
dwmpayudtevon. Engita, avokovmOnikoy ot Sudoeg Kot o1 GOUUETEXOVTES EEKivicay Vo

dmpary LatedovTol TPOGMTO PE TPOCHOTO, EVA OAES Ol SITPAYLLATEVGELS MY OYPAPOVVTAV.

Metd to TéA0g TG SOmTPOyUATELONG, GTOVG CLUUUETEYOVTEG YOpNYNONKE KoL TAAL 1)
yoyopetpikn kAipako SPANE-8, dote va agliohoyn0el n enidpaom g doknong
dwmpaypdrevong ota cuvalcOnuatd tovg. Emmpocfétme, Toug {ntminke va cupunAnpmcovy v
KMpoka Yroxepevikng A&iag (SVI). Otav 6da to ep@THatoAdyLlo ETGTPAPN KOV
CUUTANPOUEVE GTOVG GLVTOVIOTEG, Ol GUUUETEYOVTES amoydpnoay amod 11§ aifovoeg deEaywyng
TOV TEWPAUATOC, 0OV TPMTO TOVG dOONKAY T TIOTOTOMTIKA GUUUETOYNG OE TEIPALLL Kot
evnuep®OMKaV y1o To OIKoim b TOLg Vo, TaPaKOAOVOINGOLY TO VTOGYOUEVO dWPEQY CEUVEPLO

SmPayHatelGE®V, AVOAOYMOS TV ETOOCEDY TOVC.

Ilpocouoiwan drarpayudrevons. I'o v tpocopoinon dwompoydtevons emAEXONKe 1
TPOCAPUOGLEVT €KOOYT TNG GoKNoNG ‘AlamparyLATELGT KIVIITOL THAEPDOVOL TPLDV BEpdTmOV’
(Three-issue cell-phone shipment negotiation), n omoia £yt ypnoponombei and Evav peydro
aplOuo6 epevvnTdv oto TapeAdov (m.y., Brooks & Schweitzer, 2011. Sinaceur ko cvv., 2011.
Steinel kat ovv., 2008. Van Kleef & Coté, 2007). To cuykekpiuévo oevapio mpotiufonke kabott
aPOPA GE 10 SLOTPAYLLATEVGT) TOAAATAMY JUGTACEMY TOL £XEL TAL YOPOKTNPIOTIKA
TPOYUATIKNG dtampaypdtevong, dSniladn tpaypatedeTon ToALd CnTiato, oTov Kabe
GUUUETEYOVTO TOPEYOVTOL TANPOPOPIES LOVO Y10, TOL OUKA TOL KEPON KO Ol OLOTTPOLYLOTEVTES

£YOLV TO SKALMUI TPOGPOPAS Kot avTITPoS@opas (Sinaceur kot cuvv., 2011).

Apyikd, ot coppetéyovreg evnep®dnkay 6t Ba Toug avatebel Tuyaia eite 0 pdAOG TOV
ayopaoty| €ite 0 pOAOg ToL TOANT. ‘Emteita kKANOnKav vo Stompaylatevtody e TOVG AVTUTOAOVG

TOVG AVOPOPLKA LE TNV TIUT, TN ddpKeLa £yyOdNoNG Kat T SLpKELD SEIVICe evog Kivnton
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MAEPDOVOL, 0o TpdTO. ENYNONKE 1 dtapopd pneta&d eyybnong Kot Service mov yio £va peydAo
LEPOG TOL EAANVIKOV TANBLGHOD dev givar drakpltn. Le kdBe dropo d6OnKe évag mivakog
KEPOMV, 0 OTOT0G MTAV SLAUPOPETIKOG Y10 TOV AYOPAGTH KOL TOV TOANTY, fAGEL TOV 0TOiov
o6petay va dwmpaypatevtovy. Ot mivakes kepdmdV TeEPAAUPavay TapadelyLaTo VTOAOYIGLOD
TOV KEPODV TOL 01 GLUUETEXOVTESG Ol LTOPOHGAV VAL ATOKOUIGOVV GV EMTVYXAVOAV TO KAADTEPO

KOLL TO EPOTEPO OLVATO ATOTELEGLOL.

Ot ayopaoTéc emdimKay TNV 0yopd TOL KIVTOH G YOUNAN TN Kot PE HEYOAN dtdpKeLa
€yyOMoNG Ko Service, eved ot TOANTEG EMSIMKAY TV TOANOT TOL KIVITOO G€ VYNAN TN KOl LE
Hikpn dtdpketa yydnong kot service. TO péyioto duvatd atopko KEPSOG TOGO Y10 TOV AYOPACTY|
000 ka1 yio tov ToAnt rav 15,20€ kot to ehdyioto frav 0€, evd 1o péyroto apotPaio k€poog
Nrav 17,60€ kot 10 eEldyioto Nrav 12,80€. Or cuoppetéyovteg de yvopllov 10 TEPEXOUEVO TOV
TivaKa KEPOMV TOV AVIUTAAOL TOVS, AVTIAOUBAVOVTOY, ®GTOGO, OTL SIEPEPE A0 TO TEPIEXOUEVO

TOV J1KOV TOVG TIVAKN KEPODV.

H péyiot emrpenduevn didpketa tng dtamparyLdtevong NTov 0K AETTA Kol LTOPOVCE
va Aéet pe évav and Toug ENG TPOTOVG: 1) 01 SLomPayHATELTEG VAL PTAGOVY GE GLUE®VIM, OTOTE
o kdBe ovppetéyovtag Oa Adppoave PBePaimon cvppetoyns kot Oa giye to dikaiwpo va
TOPAKOAOVONGEL dWPEAV Eva HlPO GEUVAPLO OVOPOPLKEL LLE TIG OLATPALYLLATEVCELS, 2) V.
ATOYWPNGEL 0 £VAG AO TOVS OVO GLUUETEXOVTES, OTATE 0 KAOe drampaypatevtig O Adpupave
BePaimon cvoppetoyns, oALd Kavévas amd Toug VO GLUUETEYOVTEG OE Ba glxe TO dikaimpa va
TOPAKOAOVONGEL TO GEUVAPLO, 1 3) VO TEAELDGEL O YPOVOS TPV Atd TN CHVOYT CLLPOVIOG TOV
O€ LTI TNV TEPIMTMOOT) KO 01 VO GLUUETEYOVTES B AduPavay BePaimon cuppetoxns, oArd

KavEVaG amd Tovg 000 o€ Ba elye TO dikaimpa Vo TapAKOAOVONGEL TO TPOGPEPOIEVO GEUVAPLO.

Amoteléouara.
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Mo ™ deEaywyn TV GTATICTIKOV aVaADGE®Y GTNV TAPoVGO EPELV XPNGLOTOONKE TO

Loyiopikd Tpdypappo IBM SPSS Statistics 28.

[Tpokeévov va amavinBei 10 TPAOTO Kot TO SEHTEPO EPEVVITIKO EPMTNLUA TNHG TAPOVCAG
uelémng, oeénydn avéivon dakvpovong Siming katevBuvong (two-way ANOVA) kar énetta
devepyndnkav Ereyyot dlapopmv pécwv 0pwv t-test o eaptnuéva kotd Cevyn deiypota
(paired-samples t-test) ka1 o ave&aptnrta deiyuata (independent-samples t-test). Zvykexpuuéva,
TpoypaTomonOnKe avdivon dtakdpoveng SumAng katehbvvong, dote va aloroynoel n kHpla
eMidpaom 1oV YpOvoL (Tpv amd Vv mapéuPaoct, petd v mapéuPaocn / mptv T dwompay LATELOT),
petd ™ Swmpaypdtevo), Kabmg Kot 1 oAANAeRidpacn pneta&d ypOvoL Kot GuvON KNG
(Telpapatikn opdda kot opdoo EAEYXOV), oTo EMIMESN TOV BETIKOV cuvalcOINUdTOVY, TOV
APVNTIKOV GuVOIcONUaTOV Kot ToV EeExmplotdv cuvalstnudatov (doynua, vydpioto,

gVTLYIOUEVA, AvTnpéva, pofiopéva, eHBvpa, Bupmpéva, IKaVOTONUEVA) TV GUUUETEXOVIMV.

Ta amotedéopata 0150V OTL OEV VITAPYEL OTATICTIKA CNLLOVTIKY ETIOPOCT TNG YPOVIKNG
oty oto Ostikd [F(2, 72) = 3,019, p =,055, 52 = ,077] ko1 Ta apvnrikd cvvarsOfpota [F(2,
72) = 1,204, p =,306, 7p° = ,032] tov GuVOAIKOV Selypotog, arré 0VTE Kol 6TO EEYOPIOTA
GLVOLGHNLOTO TOV CUUUETEXOVIMV KOl GLYKEKPLUEVE, oTa cuvausOnpata ‘doynua’ [F(2, 72) =
0,481, p =,620, 5y =,013], ‘evyépiota’ [F(2, 72) = 1,179, p = ,313, n,?>=,032], ‘svtvyicuéva’
[F(2, 72) = 1,089, p =,342, p2 = ,029], ‘Amnuéve’ [F(2, 72) = 0,797, p = ,455, p? = ,022],
‘poPropéva’ [F(2, 72) = 1,966, p =,147, np? = ,052], ‘c00vpa’ [F(2, 72) = 4,975, p =,059, > =
,121], ‘Quuompéve’ [F(2, 72) = 1,746, p = ,182, np? = ,046] xon ‘ikavomompéva’ [F(2, 72) = 1,775,
p =,177, ny® = ,047]. Ta evprjuora avtd vIodetkviovy 6Tt dtav AapBdvoval vedyn Orot ot

CUUUETEYOVTES, AVEEAPTHTMG TNG GLVONKNG GTNV OTOi0 AVIIKOVV, OEV VITAPYEL GTATICTIKA.
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OMUOVTIKN EMIOPOOT) TOV XPOVOL oTa. BETIKG GVVaLSHN AT, TO APVNTIKE GLVOLGHT LATO KOt TO

Eexmplotd BeTiKd Kot apvnTiKd cuvosOquato.

AVTI04TOG, OTATIOTIKG ONUOVTIKES OAANAETIOpdoELS Bpénie va vTapyovY peTa&y
¥POVOL Kat cuVONKNC Yo Ta OeTicd cuvansOnpato [F(2, 72) = 8,200, p < ,001, #p°=,186], ta
apvntikd cvvansOnpato [F(2, 72) = 11,475, p < ,001, p? = ,242] xou to. cuversOfiuota doynuo’
[F(2, 72) = 4,108, p =,020, 7p> = ,102], ‘cvyapiota’ [F(2, 72) = 7,159, p < ,001, 5% = ,166],
‘evtuyiopéva’ [F(2, 72) = 4,152, p =,020, ;x> =,103], ‘Aomnpéva’ [F(2, 72) = 4,545, p = ,014,
np? =,112], ‘poPropéva’ [F(2, 72) = 6,336, p = ,003, 5,2 =,150], ‘e00vpa’ [F(2, 72) = 6,633, p =
,002, n,?=,156], ‘Qupouéve’ [F(2, 72) = 7,926, p <,001, 1p? =,180] ko ‘ikavomompéva’ [F(2,

72) = 4,514, p = 014, n?= ,111].

Yuykekpluéva, ta eninedo Pimong BETIKOV cUVUGONULATOV Y10 TOVG CLUUETEXOVTES TNG
opadog mapépfaons, ovénonkay onUavIiKd Letd Tov SIHA0YIGHO ayImng Kot KOAOGUYNG Kol
peWmONKOY EAAPPADS LETA TNV OAOKANPOGT TNG SLOTPAYUATEVONG, EVA TO EMUTEDN TOV
APVNTIKOV cuvalsOnudtov g 010G Opados HELmONKAY oNUaVTIKG HeTd TV Tapéppacn Kot
aLENON KOV LETA TNV TPOGOUOIWGT SATPAYULATEVOTG. AVAPOPIKA LLE TNV OLAdO EAEYYOV, TO
emineda TV BeTIKOV cuvasOnUaTOV petddnKav Katd tn ypovikn otryun T2 kot avéndnkav
EAAPPAOC LETA TN SLOTPAYUATEVGT), EVD TO. EXITEDQ TOV APV TIKOV TOVG GLVOLCON UATOV
avENONKav 6to devTEPO YPOVIKO onuelo Kot petmOnkay petd to téhog g dtompaypdrevong (PA.

Awypappa 3.1 & 3.2).
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16,507
—— MelpapaTich opdda
Opada eAéyyou

16,00

15,501

15,00

14,507

Mpeocuppocpéveg HEGEG THES

14,004

13,50

T T T
1 2 3

OeTikd cuvaicIfpaTa

Abypappa 3.1, TIpocapprocpéves HEGEC TILEG TOV BETIKOV cuvaicOnudTov o KGO

YPOVIKO GTUELO Y10 TNV TEIPOLOTIKT] OLLAdO KoL TNV Opddo EAEYYOL

11,00
—— Mepapankr opdse
Opdda ehéyyou

10,00

9,00

Mpocuplocpéves PEoEg TEG

8,00-]

7,00

T T T
1 2 3

ApvnTiKd cuvaliglfHaTa

Avdypappa 3.2. Ilpocoppocpéves HEGES TYES TOV APVNTIKOV cuvousOnuatov og Kée

YPOVIKO GMUETID Y10 TNV TEWPOUATIKY] OUAO0 KOL TNV OLAd0 EAEYYOV

Onwg tpoavapépnie, GTATIOTIKA CNUAVTIKESG OAANAETOPATELS LeTA D YpOVOL Kot

oLVONKNG PAvVNKE va VILAPYOVY Kot Yl T EeYPLoTA BETIKA Kol apvnTiKd cuvoisOnpato.
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Avolutikd, ta enimeda Pfimong Tov apvnTiKod GLVOLIGOLATOS ‘Ao’ CTNV TEPULLLOTIKN
onada petdnkav petd v mopéuPfoct kot avENdnKav LETA TN SOmPAYUATELST), EVD TO.
amoteAéopato NTov avtiBeTa Yo TNy opdda EAEYYOL, 0ToL 1| Biwon Tov cuvaleONLATOC
‘doymua’ avéndnke Katd tn ypovikn otryun T2 kot emavilOe ot opykd TG enimeda KaTd ™

ypovikn otrypn T3 (BA. Awdypoppa 3.3).

3,00
— Melpapankn opdda
Opdda ehéyyou

2 60 A
y.
/////
//, g
2,60 P \
2,40

2,20

Mpocapyocpéveg HETEG TIHEG

2,009

1,80

T T T
1 2 3

AcyxnHa

Adypappa 3.3. Ilpocappoouévec péoeg TYEG TOL GuvacHnpaTog ‘aoynuae’ o€ Kabe

YPOVIKO CMUELO Y10 TNV TEPOLOTIKY] OLAdO KoL TNV Opdd0 EAEYYOL

Aropopetikd potifo aAAnAenidpaong peta&d ypdvou Kot cuvONKNG TapatnpnONKe Yo To
BeTcd cuvaicOnua ‘svydprota’ (PA. Awdypappa 3.4). e aut) TV TEPINTOON, TO EMITESA TNG
opnadog mapépuPaons avéNOnKoay onUovVTIKE HETA TOV SIOAOYIoHS aydmng Kot KaAOGHVNG Kot
petmonkoy petd to TéA0G TG SmPayATELONG, EVA TO EMIMEDN TNG OLASOS ELEYXOV pemOnKav

Katd ) ypovikn otrypn T2 kot avEndnkay HETA TNV TPOGOUOIMGT) SLATPAYLATEVCTG.
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—— Nepapankr oudda
Opdda ehéyyou

4,207

=
[=]
=]

1

MpocapHogHévEG HETES TIMES
w
3
1

3,60

T T T
1 2 3

EuydpieTa

Avaypoppa 3.4. Ilpocapprocspéveg HEGEG TIUES TOV GLVOLCONUATOS ‘EVYdploTa’ o€ KAOE

YPOVIKO GMUETID Y10 TNV TEWPOUATIKY OUAO0 KL TNV OUAd0 EAEYYOV

Evowagpépov ebpnua amotehel to yeyovog 0Tt ta emineda Tov BeTikov cuvoucHnuaTog
‘evtuylopéva’ avénnkay petd v TapEuPacn yio TNy TEWPAUATIKT OULEON KOl GUVEXICAY VO
av&avovtar petd ™ dwompaypdtevon. Avtifétmg, Ta enimedn TG OpAdNg EAEYYOL HE®ONKOY
KOTA TO OEVTEPO YPOVIKO CNUELD KO LT 1] TTOTIKN TAOT GLVEXIGTNKE UETA TNV TPOCOUOIMOT)

dwmpaypdrevong (BA. Adypoppa 3.5).
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4,00
— Mepauanikh opdde
Opdsa eAfyyou

3,807

3,60

MpoGapUoTHEVEG TIEG

3,407

3,20

Evutuyiouéva

Awaypappa 3.5. Tlpocappoosuéveg HEGES TIHEG TOV cLVOLGONILATOC ‘EvTVYIoUEVE GE

K@0e ypovikd onueio Yo TNV TEPOUOTIKN OUAS0 Kot TNV ORAda EAEYYOL

Ocov apopd ota apyntikd cvvarcsOfipoto ‘Avampéva’ kot ‘eofiopéva’, eaivetrot vo
VILapyEL TapoOUoo Hotifo arAnienidopaong petad ypdvov kot cuvOnkne. ITo cuykekpyéva,
OTOVG GUUUETEXOVTES TNG TEPAUATIKNG OPLAOAS, Ta eineda TV 600 aVT®OV GuValcHNLATOV
petmnkay petd v mopspupaon kot avénonkoy Katd to ypovikd onueio T3, evd otovg
CLUUETEYOVTEG TNG OPLAONG EAEYYOL Ta EMimeda avENONKaV Katd To Ypovikd onpeio T2 ko

petmonkay petd to tépog g dampaypdatevons (PA. Awdypappa 3.6 & 3.7).
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2,70
—— Nepapankr oudda
—— Opdda eAfyxou

2,60

2,50

2,40

2,30

MpocapHogHévEG HETES TIMES

2,20

2,107

T T T
1 2 3

Autrnpéva

Awaypappa 3.6. [Ipocappocpéveg Héceg TIREG Tov cuvoloOnpaTog ‘Avmnuéva’ o kibe

YPOVIKO GMUETID Y10 TNV TEWPOUATIKY OUAO0 KL TNV OUAd0 EAEYYOV

2,404
— Mepapankr opdda
—— Opdda eAéyxou

2,20

2,009

1,80

MNpoGapUOGHEVEG HETEC TIMES

1,60

1,407

T T T
1 2 3

DofiopEva

Awbypappa 3.7. Ilpocappocpéveg HEGEG TILES TOV cuvalcHNaToG ‘PoPiopuéva’ o Kabe

YPOVIKO GMUETID Y10 TNV TEWPOLUATIKY OUAOa KoL TNV OpAd0 EAEYYOV

Emniéov, ta enineda Bimong tov Beticod cuvarsOnpartog ‘€vBvpa’ avéndnikov

ONUOVTIKA LETA TOV OOAOYICUO Y100 TOVS GUUUETEYOVTES TNG OUASOS TOpEUPaoNS Kot pLet@OnKoV
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LETA TN S0Py LATEVCT], EVA GTNV OLAdA EAEYYXOV TOL EMIMED A LELOON KAV ELAPPDS KATA TN

yxpovikn ottypn| T2 kot avEnOnkav petd ™ dwampaypdtevon (BA. Awdypappo 3.8).

— Melpaparniky opdsa
Opdsda eAéyyou

4,20

4,00

3,80

Mpocuplocpéveg HETEG TIMEG

3,60

Avaypappa 3.8. Ilpocoppocpéveg péoeg TipeS tov cuvarshnuatog ‘€vbvpa’ o kabe

YPOVIKO GMUETID Y10 TNV TEWPOLUATIKY] OUAO0 KOl TNV OLAd0 EAEYYOV

Avaeopikd pe 1o cuvaictnua ‘Gopopéva’, To exinedo TG TEPAUATIKNG OLASOS
petmonkoy petd v mopéppaocn kot avénonkoy HeTd TNV TPOGOUOI®MGT S0Py UATEVONG, EVGD
oV TEPITTOOT TG OpAdag EAEYYOL M Pimor Tov ev AOY® cuvausOnuotog avénonke oto
devTEPO YPOVIKO onpeio Kot eraviABe ota mpdtepa emineda Kotd T ypovikn otryun T3 (BA.

Awdypappa 3.9).
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MpocapHoGHEVEG HETES TIMES
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— Mepapanr] oudda
—— Opdda eAfygou

Awaypappa 3.9. [lpocappocpéveg péceg TIES Tov cuvoicHnuatog ‘Bupopéva’ oe kibe

YPOVIKO GMUETID Y10 TNV TEWPOUATIKY OUAO0 KL TNV OUAd0 EAEYYOV

Télog, 660V apopd 610 BeTikd cuvaicOnua ‘tkavomomuéva’, Ta enineda TG Opdoag

napEuPaons avENdnkay pHetd Tov SIHAOYIGHO aydmng Kot KAAOGUYNG Kol TOPEUEVAY 1010 KOTd

™ ypovikn otiypn T3, evod ta emineda ¢ opadag EAEYYOV HEIDONKOV KATA TN YPOVIKN GTIYUN

T2 xon mapépevay apetdfAnto kotd to ypovikd onueio T3 (PA. Ardypoppa 3.10).

3,90

3,80

3,70

3,60

3,50

Mpocaplogpéveg HETEG TIMEG

3,40

3,307

T
2

Ikavotroinpéva

—— Mepaparnikr opdsa
—— Qudsa eAfyyou
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Avdypappa 3.10. ITpocappocpéveg HEGES TILES TOV CLVOLGHNLATOG ‘IKOVOTTOINUEVA GE

KAOg YpovIKO GNUELO Y10l TNV TEPALOTIKT OLAS0 KOt TNV ORLAda ELEYYOV

AxoAo00mg, TpokelévoL va depevvnBel oe peyaAdtepo Pabog 1 aAinieniopaon peta&d
xPOVOL Ko GuVONKNG, dtevepynOnke yua kdbe cuvONKn EAeyyog t o GuoyeTIGUEVA detypata yio
va eELeyXB0UV 01 GTATIOTIKEG LAPOPES LETAED TWV YPOVIKAOV onueimv katd (gvyn, Kabndg kot

ave&aptntog éleyyog t peta&d tov 600 cuVONK®V ot Tpia ¥POVIKE onueia.

Ta amotedécpato LopTLPOLY TNV VITOPEN CTUTICTIKA CTIUOVIIKMOV SL0POPDV LOVO Y1, TV
onada mapéupaong (PA. ivakag 3.4), nv omoia amotéhesav ot SvAdES GTIC OTOlEG
TpoKANONKaV BeTIKE GUVOIGOMLLATO Kol GTOVG VO GUUUETEYOVTES, LECH TOL SLUAOYIGHOD
aydmng Kot KAAOGVVNG. AVOALTIKA, ovapoptkd pe T Bimon Betikdv cuvorsOnudtwov, Bpédnkay
OTATIOTIKG GNUOVTIKEG dtapopég peta&d T1-T2 (1(21)=-7,659, p<,001) ko T1-T3 (t(21)=-4,755,
p<,001), evéd 660V apopd ot Biwon apvnTiKOV cuvaednuaTev, Bpédnkay oTaTIoTIKA
onuovtikég dSrapopég peta&d T1-T2 (1(21)=7,807, p<,001), T1-T3 (t(21)=-2,832, p=,010) xou T2-

T3 (t(21)=2,409, p=,025).

YVYKEKPYEVO, Ol GUUUETEYOVTES TNG TELPULOTIKNG OLAONS, AVEPEPAV CNUOVTIKE
vynAdtepa enineda Oetikdv cvvarsOnuatoy (T1: M.0.=-2,46, T.A.=1,50. T2: M.0.=-,21,
T.4.=1,78. T3: M.0.=-2,18, T.A.=2,15) xou yoauniotepa enineda apvnTikov cvvarsOnudtov (T1:
M.0.=195, T A.=1,17. T2: M.O0.=91, T.A.=1,77. T3: M.0.=-1,05, T.A.=1,73) petd v
wapEUPact, To 0oio TOPEUEIVAY CTUTIOTIKA CUAVTIKA LETA TN dtampaypdtevon (PA. Tlivaxog

3.3). T v opdida eAEYYoL O BpEdNKOY GTATIGTIKA GNUOVTIKES SLOPOPES.

IMivakog 3.3. Mécoc 6pog (TLmIK amdKALoN) Y10l To, OETIKG KO TOL 0PV TIKAL

CLVUGONLOTO WG GLVAPTNOT TOV ¥POVOL KO TS GLVONKNG
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Xpoviko onueio Ilewpopoatikn opddoo Opdada eréyyov
®etikd cuvarlstnpoato T1 -2,46 (1,50) ,63 (3,98)
T2 -,27 (1,78) ,13 (3,76)
T3 -2,18 (2,15) ,50 (1,26)
ApvnTikd cuvoicHiuato T1 1,95 (1,17) -1,69 (3,50)
T2 91 (1,77) -1,81 (3,90)
T3 -1,05 (1,73) -,13 (1,93)

Iivakag 3.4. 'ELeyyog d10pop®dV HEGHOV OP®V TOV TPLOV YPOVIKOV onUeiwv katd {ebyn

®G GLVAPTNON TNG GLVONKNG
Zgoym t df p

Hewpapotikny opdoa
Oetikd cuvasOnuata T1-T2 -7,659 21 ,000
T1-T3 -4,755 21 ,000
T2-T3 -, 720 21 ,480
Apvynrikd cuvoicOnpota T1-T2 7,807 21 ,000
T1-T3 -2,832 21 ,010
T2-T3 2,409 21 ,025

Opaoa eréyyov

Oetikd cuvactnuata T1-T2 ,628 15 ,539
T1-T3 1,581 15 ,135
T2-T3 ,133 15 ,896
Apvntikd cuvousOnuato T1-T2 -1,930 15 ,073
T1-T3 -,259 15 ,799
T2-T3 -1,858 15 ,083

Téhog, 0 EAeyyog dopopdv pEcmV Opwv t-test oe aveEdptnta delypata veédelle v

VP& GTATICTIKG CTLOVTIK®OV O10popdV ovipesa oTig 000 cuvinkeg oto ypovikd onueio T1

v To BeTikd cuvacHpato Kot 6to xpoviko onueio T2 yio ta apvntikd cuvousOfuata (PA.

[Tivaxag 3.5). Aev mpoékuyav GALEG GTATIOTIKA CNUAVTIKEG O10POPES.

IMivakag 3.5. 'Edeyyog d10pop®dv HEGOV Op®V Y10, TNV TEPAUATIKT OULEON KoL TV OLAdN

eEAEYYOV MG GLVAPTNOT TOL YPOVOL
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t df p
®etikd cuvoncOnpata T1 -2,513 36 ,017
Oetikd cvvoucHnpoto T2 1,337 36 ,190
Oetikd cuvausOnuarta T3 ,905 36 372
Apvnrikd cvvoucOnuata T1 ,460 36 ,648
Apvnrikd cuvoucOnuato T2 -3,201 36 ,003
Apvntikd cuvasOnuato T3 -,416 36 ,680

IMa va amavinBel to tpito epevvnTiKd EPOTNIA TNE TAPOVCAS EPEVVOC, VTOAOYIGTNKE O
aptOUOC TOV CUUUETEXOVTOV TOV ATETLYOV VO PTAGOLV GE GLUEMVIM, KAODS Kl EKEIVOV TOL
wéTuyav T cvvaymn cvpewviag. Tpio (evyn COUUETEXOVTOV TEPLATIOOV TN OOTPAYUATELOT)
YOPIg v emEAOEL GuUEMVia, KaODS o1 dStampayratevtés eite Eptacay o ad1Eodo gite dev

KaTOpH®GOV Vo OAOKANPDOGOLV TN dtompaypdtevon Tpy amd T AMEN Tov xpdvou.

Ewwotepa, 32 coppetéyovieg (84,2%) mpoéfnoav oe coppwvia, 2 (5,3%) npotiuncav
va aroywpnoovy kot 4 (10,5%) dev katéAn&av oe cuue®via Tpv omd 10 TEA0G TOL YPOVOUL.
Onwg avapevotay, 6Ll 0t GUUUETEYOVTEG TNG TEPAUATIKNG ORAd0S KATEANEAY GE CLUP®VIA,
EVD 6601 Aoy MPNoAY amd TN SOTPAYHATEVCT 1} OEV KATAPEPAY VO TACOVY GE GLUPOVIN TPV

a6 TO TEAOG TOV POVOL VKAV GTNV OLAd0 EAEYYOVL.

IMivakag 3.2. 'ExBaon dtoumpaypdtevong yio TNV TEWPOUOTIKT OPAI0 Kot TV OUAda.

eAEYYOL
Zopemvia Ad1EEodo  ANEN ypodvov
IMepapotikn opdda 22 (100%) 0 (0%) 0 (0%)
Opdda eréyyov 10 (62.5%) 2 (12.5%) 4 (25%)

21 GUVEYELWN, MG ATAVTNOT GTO TETAPTO EPEVVNTIKO EPMTNLLA, TPOYLATOTOONKAY

AVOADGCELG GLOYETIONG, LLE TN YPNON TOL OeikTn cuayETiong Pearson r, mpokeévou va ereyyOel
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KOTé OGO VIAPYOLV GTATICTIKG CNUAVTIKES GYECELS LETAED TV BeTk®V cuvalcOnpdtov, Tov
APVNTIKOV cLVALGONUATOV, TOV PIL0J0ELOV, TV TPOGOOKIDV, TMV ATOUKOV KEPODV, TOV

apoBainv KepODV Kot TG O1bpKELNS TNG SLOmPayLATELGTC.

Oocov agopd ota enineda TV OETIKOV GLVAIGONUATOV TN TEPAUATIKAG OULAdAS, O
Bpébnkav oTaTIoTIKOC GNUAVTIKEG GLOYETIGEIS e TIg Prhodo&ies (r=-,003, p=,990), t1¢
npocdokieg (r=,071, p=,753) kot ta dSvadikd képon (r=,125, p=,578). Exiong, de pavnke va
VILAPYEL OTATIOTIKG GNUOVTIKT GUCYETION TV OETIKOV cuvalcOnpdTeV e Ta atopkd k€PN
(r=,350, p=,110), ue e€aipeon 1o BeTikd cuvaicOnua ‘kavomompéva’, To omoio Ppédnke va Exet
OTOTIOTIKG onpavtiky 0TIk cvoyétion pe o atopkd képomn (r=,442, p=,040). EmutAéov, amod
TOL ATOTEAEGLOTA PAVIKE OTL 1] GLOYETION HETAED TV BETIKOV cuvaGONUATOV Kot TG O1dpKELNg
NG SLOTPAYUATELONC NTOV VYN AT, GPVNTIKY Kot 6ToTioTikd onuavtikny (r=-,480, p=,024),
QavepdvovTag 0Tt 060 VYNAGTEPO givan To emtinedo Piwong Oetikdv cuvasOnpdtomyv, 1660
HIKPOTEPT Elvar 1 AonTOOUEVT YPOVIKT SLAPKEL Y10 TV OAOKANP®ON TNG S0Py LA TELONG KO
O GLYKEKPLUEVE, Y10, T oOvayn cvugviog (BA. [Tivakag 3.6). Ta Oetikd cvvaicOniuata
‘evBopa’ (r=-,637, p<,001) ko ‘evydprota’ (r=-,441, p=,040) pdvnke va. £x0VV GTATICTIKA

OTUOVTIKT 0pVNTIKT cLGYETION UE T d1dpkela TG dwampaypdtevong (BA. IMivaxag 3.7).

ZYETIKA LE T OPVNTIKA GuvonsOnuata, de PpEBnNKaV oTATIOTIKE GNUOVTIKEG CLUGYETIGELS
e g erhodotieg (r=-,219, p=,329), 11 Tpocdoxkieg (r=,026, p=,909) kot ™ didpkeia TG
dwampaypdrevong (r=,356, p=,104), oA TopatnpONKAY GTATIGTIKG CNUOVTIKES OPVITIKESG
OVLOYETIGEIG pE Ta aTopkd kEpON (r=-,446, p=,037) ko to apoPaio képomn (r=-,463, p=,030),
VIOJEIKVOOVTAG OTL OGO VYNAOTEPQ EIVOL TA EMITEDA TV OPYNTIKMOV GLVOICONUATOV TOV
TP AYLATEVTAOV, TOGO YoUNAGTEPA £IVOL TO ATOLLKG KOt TOL dvadKd Tovg kEPOT (PA. TTivakag

3.6). Ocov agopd ota Egywplotd cuvarsOnuata, Bpédnke 6Tt T0 apvnTikd cuvaicOnua
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‘Aomnuéva’ cvoyetiletot onuovikd pe ta otopkd képon (r=-,608, p=,003), evd 10 apynrtikd
ocuvaiocOnuo ‘Bvpmpéva’ cvoyetifetar onpovtikd pe ta apotPaio képdn (r=-,537, p=,010) (BA.

[Tivaxag 3.7).

IMivakag 3.6. Zvuoyetioelg peta&d cvvaloOnudtov Kot lodoéldv / Tpocdokiay /

JAPKELAG OATPAYLATEVOTG / OIKOVOUIK®DV OTOTEAECUATMV Y10 TNV TEPOLOTIKT OLAd0L

Betikd cuvasOnuata Apvynrikd cuvoicOnpoto
R
Drhodotieg -,003 -,219
IIpocdoxkieg ,071 ,026
ATopKE KEPON ,350 -,446*
Apoifaio k€pdn ,125 -,463*
Adpxela Stompaypdtevong -,480* ,356

*p < ,05, **p < ,01.

IMivakag 3.7. Xvoyetioelg petadd Eexymplot®v cuvousOnudTmy Kot rlodoSimv /
TPOGOOKIDV / O1GPKELNG SLOTPAYUATELONG / OIKOVOLK®Y ATOTEAEGULATMV Y10 TNV TEPOUOTIKN

opdoa

Dd1hodosieg Ilpoodokieg AT9Hle A (,)IB ol . et
KEPON KEPON dwmpaypdrevong
R
Evydpiota 322 ,098 415 -,049 -,441*
Ot COVOIH T Evtuyiopéva -,292 -,183 ,003 ,144 -,384
Evbopa ,150 ,123 314 171 -,637**
Ixovomoinuéva -,065 ,199 ,442* 114 -,200
Aoymuo ,012 ,213 -,303 -,263 ,385
) . Avmnuéva -,275 -,174 -,608** -,403 ,383
Apvntid ovvanobipote g e 073 024 147 056 - 215
Ouumpéva -,328 ,010 -,160 -,537** ,278

*p < ,05, **p <,01.
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Avopopikd pe v opdda eAEYYOV, 0 PPEONKAY GTATIGTIKA OTLLOVTIKES S0POPEG LeTAED
TV BeTIKOV cuvaeHnudTev Kot tov erhodoéidy (r=,117, p=,666), tpocdokimv (r=,126,
p=,641), atopkdv kepdav (r=-,176, p=,515), apoiBaiov kepdmv (r=,094, p=,728) kot g
ddpketag g drampaypdrevong (r=,112, p=,679). Opoiwg, 6¢ Bpédnkav oTOTIGTIKG GNUAVTIKEG
ovoyeTicelg petall TV apvnTIKOV cuvasOnudtov kot tov eriodoéiov (r=,177, p=,512),
npocdokimv (r=,020, p=,941), atopkmdv kepdamv (r=,222, p=,410), apopaiov kepdaov (r=,010,
p=,972) ko tng d1dpKelag g dampayudrevong (r=,125, p=,644) (BA. Iivaxog 3.8). Térog,
Kavéva amd o Eeymplotd cuvatsOnpata o eavnke vo cuoyetiletal pe Kamola amd TG vd

perémn petaPintég (PA. ivakoag 3.9).

IMivakag 3.8. Zvoyetioelg peta&d cvvalcOnudtov Kot lodosimv / TpocdoKimY /

SLAPKELOG OLTPOLYUATEVGNG / OIKOVOLK®V OTOTEAEGLATMV Y10 TV OULAd EAEYYOV

Oetikd cuvolcOnuaTa, Apynrikd cuvoicOnuota
R
Duhodotieg 117 A77
IIpocdoxieg ,126 ,020
ATopKA KEPOM -,176 222
ApoBaio kEpdn ,094 ,010
AldpKeL SLOTPAYLLATEVOTG 112 125

*p < ,05, **p < ,01.

IMivakag 3.9. Xvoyetioeig petadd Eexmplot®v cuvousOnudTmv Kot lodoSimv /

TPOGOOKIDV / O1EPKELNG SLUTPAYUATELONG / OUKOVOLIK®DV ATOTEAEGUATMV Y1 TNV OULAd0 EAEYYOL
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d1lodotiec Tlpoodoxieg AT?“ K Au9lﬁaia Alde,aa
KEPOM KEPON  OLATPAYUATELGONC
R
Evydprota ,077 ,131 -,135 ,170 ,151
OeTicd Evtuyiopéva ,123 -,011 ,061 224 ,278
cvvausHnuato Evboua -,151 -,126 -,015 ,230 ,336
Ikavomoinuéva ,294 ,382 -,480 -,243 -,298
Aoymuo ,346 ,075 ,287 ,098 ,136
ApvTiKd, Avmnpéva ,099 ,096 ,045 -,013 ,028
cvvoichnpata doPiopéva ,092 -,036 334 ,032 ,105
Ouuopéva ,013 -,037 -,043 -,091 ,093

*p < ,05, **p <,01.

AoV gEetdotnke 1 oyxéon HeETASD TOV GUVAICONUATOV TOV SOTPAYUATELTOV KOl TOV
OLKOVOUIK®OV OTOTEAECUATMV TNG dlampory Latevonc, Oempnnke eEicov onuovtikn 1 diepedvion
NG GYE0NG LETOED TOV CLVUICONUATMOV TOVG KO TOV KOWMVIKO-YUYOAOYIKMV GUVETELDV TOL
TPOEKLY OV OO TN SLOTPAYUATELGT). 26 AMAVTNON GTO TEUTTO EPEVVITIKO EPMTNLAL TG
TapoVGaG EPELVAGS, TA ELPNULATA EOEIEAV OTL OEV VTLAPYOVY CGTOTIGTIKA CTLLOVTIKES OL0POPES
LeTall TV BETIKOV KOl TOV 0pVNTIKOV GLUVOICONUATOV TPV amtd TN SoTpayLATELST, ) TV
APVNTIKOV GLVAIGOMUATOV PETA TN SLOTPay LATEVGT) KOl TNG VITOKEWEVIKNG a&ioc. Qotdoo,
Bpétnkav oToTIoTIKE oNUAVTIKEG GLGYETIGELS HETAED TV BETIKOV CLUVUIGONUATOV TOV
Brodnkav petd ™ SompayLdTELGT KO TG CLVTEAEGTIKNG vokeevikng a&iag (r=,453, p=,004),
™G vokelpevikng aéiag eavtov (r=,437, p=,006) kot tng yevikng vrokepevikng a&iag (r=,360,

p=,027).

Avagpopikd pe ta Eeympiotd cuvaicOnuota, oamoetddnKe 6Tt opIGpéVa omd avTd
oLOYETILOVTOL CIUAVTIKA LE KATO1EG O10GTAGELS TNG LITOKEWEVIKNG a&ioc. To Oetikd cuvaicOnua
‘euydpiota’ Ppébnke va cvoyetiletal onuavtikd pe t dadikaotikn vrokeevikn a&io (r=,342,

p=,035), otov BrdveTor TPV TN SOTPAYUATELCT KOl LLE TN GUVTEAEGTIKT VITOKEWEVIKT] aia
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(r=,477, p=,002), tnv vrokepeviky a&io eavtov (r=,494, p=,002), T S1081KOGTIKT VITOKELEVIKT
a&ia (r=,479, p=,002), t yevikn vrokeevikn a&io (r=,475, p=,003) kot tnv vrokeueviky a&io
apotpaiov deopov (r=,374, p=,021), 6tav Puovetar petd ) dwompayudtevon. EmmAiéov, 1o
apvNTIKd cvvaicOnua ‘Avmmuéva’ eavnke vo £l GTATICTIKA GNULOVTIKT OPVITIKT GLUGYETION WE
NV VTOKEWEVIKT o&ia EavToD, TO60 mpwv (r=-,383, p=,017) 600 ko petd (r=-,430, p=,007)

dwmpaypdrevon.

Kamnowa Eeymprotd cuvarcOnpota damot®Onke 0Tt GLoYETILOVTOL [LE TNV VITOKELEVIKN
a&la, aALG povo petd ™ dwumpaypdrevon. AvaAvtikd, to cuvaicOnua ‘evtuyiopuéva’ Bpédnke va
ovoyetifeTol oNUAVTIKA pE TN cLVTELEOTIKT vokeeviky aia (r=,397, p=,014) kat v
vrokelpevikn a&io eoavtov (r=,359, p=,027), To cuvaicOnua ‘€0Bvpa’ e TN GVVTEAESTIKY
(r=,374, r=,021) ko t dradikactikny vrokeevikny aio (r=,340, p=,037) kot T0 cvvaicOnuo
“icovomomuéva’ pe v vokelpevikn a&io eovtov (r=,336, p=,039). H Bioon tov Aowmdv
OeTiKdOV 1 APVNTIKOV cuVocONUATOV, ElTE TPV €lTE PETA TN OlampayLdTELOT), 0 Ppédnke va

ovoyetileton pe kamoo amd TS O1UCGTAGELS TNG VITOKEEVIKNG a&iag.

Téhog, Yo va amavtn0el To £KTO £pELVITIKO EPMTNLA TNG TAPOVOAG LEAETNG, KPiOnKe
ONUOVTIKN 1 OlepedvIoN TNG GXE0MG LETAED TMV OIKOVOIK®VY KOl TV KOWMVIKO-YUYOAOYIKOV
OOTELECUATOV TNG SOTPAYUATEVGNG, TOGO Y10 TNV TEPALOATIKT OLAd OGO KOt Y1 TNV OUAda
eréyyov (BA. IMivaxag 3.10). Zyetwkd pe v opdda mapéuPaocng, o€ fpédnkoy oTaTIGTIKA
OTUOVTIKES O10pOPEG LETAED TV apoIPaimy KEPOIMVY KOl OTOLOGONTOTE OO TIG SIUGTACELS TNG
VIOKEWEVIKNG a&log. AvTfETg, TapatnpnOnKoV GTUTIGTIKE GNUAVTIKEG O1POPEG HETAED TOV
OTOHK®V KEPOMV KOl OAOV T®V S0GTAGEMV TNG VITOKEEVIKNG a&inGg, ONAAdT TNG CUVTEAECTIKNG
vrokepevikng a&iog (r=,473, p=,026), tg vrokeevikng a&iog eavtov (r=,610, p=,003), ¢

dradikaotikng vokepevikng a&iag (r=,535, p=,010), ¢ oxectoxng vwokeevikng a&iog
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(r=,431, p=,045), g yevikng vmokeevikng a&iog (r=,572, p=,005) kot TG vrokeevikng a&iog
apotpaiov deopov (r=,506, p=,016). Ocov apopd otV opdada erEyyov, o Ppédnke oTaTIGTIKG,
OTLLOVTIKT] GUGYETION HETOED TOV ATOMK®V KEPOMDV KOl OTOLUGONTOTE AT TIG SOLUGTAGELS TNG
VIOKEWEVIKNG a&log. Q06Td00, Ta SLAdIKE KEPON PAVNKE VO CLGYETILOVTOL GNUOVTIKA LLE TN
oyeotakn vrokeevikn agia (r=,591, p=,016) kot v vrokeevikn a&io apofoiov decpon

(r=,524, p=,037).

IMivakag 3.10. Zvoyetioelg peta&h TV OIKOVOUIKMY KOl KOWVOVIKO-YOYOAOYIKOV

OTOTEAECUATMV TNG SOTPOYUATEVCNG Y10 TV TEPALOATIKT OLAd0 KoL TNV OpAd0 ELEYYOL

[Mepapatikn opdda Oudda eréyyov
Atopkd képdn  Apoifoio k€pdn  Atopkd k€pdn  ApoPaio k€poN
R
YVVTEAECTIKT VITOKEWEVIKT a&iol A473* ,019 ,168 ,301
Ymoxepevikr a&io eovtov ,610* ,122 ,092 ,226
Awdikaotikn vrrokelpevikn aéia ,535* 311 ,101 ,330
Yyec1oKn vTokeEeVIKT afio ,431* ,350 ,446 ,591*
I'evikn vokepevikn a&io D72** ,231 ,276 AT72
Yroxepevikn a&io apopaiov deopon ,506* ,348 324 524>

*p <,05, **p < ,01.

11 GLVEXELD, TPAYLOTOTOMONKE TOALUTAN YPOUUIKT TUAVOPOUN G YidL T
povteAomoinom ¢ oxéong HeTasl TV GUVAICONUATOV TOV SOTPAYUATEVTOV GE dLOUPOPETIKA
YPOVIKA GIUEID KO TOV OIKOVOUIKDV KOl KOWVMOVIKO-YUYOAOYIKAOV OMOTEAECUATMV TNG

dlmpaypdtevonc.

IMa v mepopotiky opdoa (PA. Tlivaxag 3.11), ta anotedéopata £0e1&av OTL TO EMITESQ
OeTik®V cuvausOnuUATOV PeETd TNV TOPEUPACT, SNANOT TPV TN OLATPAY LATEVCT), LITOPOVV VO,

e&nynoovv 10 23% g dudpkelag g dampaypdtevong (f=-,48, p=,024). EmmAéov, Ppébnke ot1
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TOL EMIMESA APVNTIKAOV CLVOICONUATOV TPV T SLOTPOYLATEVCT] LTOPOVV va TPOPAEYOLV TO
21,4% tov apoiBaiov kepdov (B=-,46, p=,030), to 26.1% ¢ vrokepevikng a&iag avto (S=-
,51, p=,015) kat to 21,4% tng Sradkaotikng vrokeevikng a&iog (f=-,46, p=,030). Téloc, ta
emineda Plowong Betikdv cuvalsOnudtov PeTd TN dampayLdTenon umopovv vao TpoAEyouy To
20,5% tov atopuk®v kepddv (5=,45, p=,034) kot o 20,4% ($=,45, p=,035) T cLVTELECTIKNG

VTOKEWEVIKNG a&log.

IMivaxkag 3.11. [ToAhamAn YPOUUIKT TEAVIPOUNOT) Y10 TV TEPOLATIKT] OPLASM

R2 B SEB p t p
OeTikd cvvarcOfpata petd Ty wopéppfaon / Tpv ) dwmpaypdrevon (T2)
Aldpkela dStomparypdtevong ,230 -,15 ,06 -,48 -2,445 ,024
ApvTIKG ovvalsOnpata peta v tapéppaocn / Tpwv ™) dwmpaypdrevon (T2)
ATOUIKA KEPON 214 -,16 ,07 -,46 -2,336 ,030
Yrokeipevikn a&ia avton ,261 -1,08 41 -51 -2,657  ,015
A001K0GTIKY LITOKEWEVIKT aio 214 -,84 ,36 -,46 -2,336 ,030
OeTikd cvvareOpata petd ™ dwwapaypdrsvon (T3)

ATopIKG KEPOT ,205 27 12 45 2,271 ,034
YVVTEAECTIKT DIOKEWEVIKT aia ,204 ,50 ,22 ,45 2,264 ,035

Avogopikd pe v opdda eréyyov (BA. [Mivaxoag 3.12), Bpédnke 6Tt Ta emineda Piwong
OeTikdV cuvaeOnuaTOV petd ) Stampaypdtevor uropovv va tpoPfAréyovy to 34,7% g
vrokelpevikng a&iog gavtov (=,59, p=,016), evd to enineda Pimwong apvnrikdv cvuvoicOnudtov
HETA TN Slompay LATELGT| UIopovV va. eEnyncovy to 35,4% ¢ StakHHovenG TG S10OTKOGTIKNG
vrokelpevikng a&iag (6=,60, p=,015), to 31,1% ¢ yevikng vrokewevikng a&iog (8=,56, p=,025)

Kot 10 34,2% 1t vrokeevikng a&iag apotPaiov deouov (5=,59, p=,017).
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ITivexog 3.12. [ToAAamAT YPOPMIKY] TOALVOPOUNOT) VL0 THY ORLAd0 EAEYYOL

R2 B SEB p t p
OeTikd cvvorcOpata petd ™ dwwmpaypdrevon (T3)
Yroxeevikn a&io e0vto 347 54 ,20 ,59 2,727 016
ApvnTika covoncOfpata petd ™ dwmapaypdrevon (T3)
A0 d1K0OTIKT VTOKEEVIKT a&ia 354 73 ,26 ,60 2,770 015
Ievikn voxepevikn a&io 311 2,30 ,90 ,56 2,515 ,025
Yrokeevikn a&ia apopaiov deopov ,342 1,48 ,55 ,59 2,70 ,017

2oénTyon.

O KOp10g 6TOY0G TG TAPOVGUG EPELVOG NTAV VO OLIEPEVVIGEL TN GYECT UETAED TV
SLVAIGONUATOV TOV SLOTPOYLATELTMOV KO TOV ATOTEAECUAT®OV TG Otampaypdtevonc. [poxettan
Yo TV TpadTn peAétn mov e€etdlel Tov poOAo TV cuvalsOnudTeV oTIg SUEPEL
SmpayatedoELS OO [0 OMOTIKT TPOOTTIKY, Kabmg epfabdvvel 6tov TpdTO e ToV 0moio Ta
ocvvarcOnpoto oyetilovTot LLE T0 OTKOVOUTKE KOl TOL KOVMVIKO-WYUYOAOYIK( OITOTEAEGILATO TNG

Slmpayrdtevong oe Tpio OPOPETIKA YPOVIKA GNUETiaL.

Ot ovppetéyoves yopiomkay 6€ VO OUADES, TNV TEPAUATIKT OpLAd Kot TV opdoa
EAEYYOL KO GTNV TTEWPAATIKY OpLdda TpokANOnKav BeTikd cuvaicHnpato HEG® Tov SIHAOYIGHOD
aydmng Kot KAAOGUVIG, EVM GTY] GUVEYELD TTPAYLOTOTOMONKE TPOGOUOIMGT Slompory LATELGNG
Kot yuo TS 600 opdoes. Ta cuvarsnpata (T6co ta BeTikd 660 Kot To ApVNTIKG) OA®V TOV
cuppeTeOVTOV aglodoyndnkav pe tn ypnon tng kKiipakog SPANE-8 e tpia dtapopetikd
ypovikd onueia, mpv v mapéuPoocn (T1), petd v mopéupaon Kot apo Tpwv
Swmpaypdrevon (T2) kou petd ™ dwompoaypdrevon (T3). Metd 1o téhog TS TPOcOopHoimong
dampayudtevong, LETPHONKAY TO OIKOVO LKA KOl TO KOIVOVIKO-YUYOAOYIK(H OTOTEAEGILOTAL,

TPOKEWEVOL Va domiotmBel o etvar 1 oxéon petald Tov cuvaicnudtov tov
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TP ALY LATEVTAOV GTO, TPiL OLOPOPETIKA Y POVIKE GNUEIN KoL TV ATOUIK®V KEPOIDV, TOV
apoainv KepOdV, NG SAPKELNG TNG OATPAYLATEVOTG KOl TNG VITOKEWEVIKNG a&iog
(cvvoucHNUATO CYETIKA LE TO OMOTEAEGLO, TOV E0LTO, TN SLOdIKAGIA KoL TN GYECT TOV

OVTUTAA®V).

Apyikd, ta amoteAEGHOTO TNG LEAETNG £d€1EAV OTL 1) YPOVIKY| GTIYUN OEV OOKEL GNUOVTIKY|
eMidpaon oTa ENIMEdQ TV OETIKOV GUVALCONUATOV, TOV APYNTIKOV GLVOICONUATOV 1 TOV
Eexyoplot®v cvuvausOnudtov, otav Aappdvoviar vToYn OAOL Ol GUUUETEXOVTEG, AVESOPTITOS TNG
ovvONKNGg otV omoia avikovy. Qotdc0o, PPLONKAY CTATICTIKA CNUOVTIKES CAANAETIOPAGELS
petad ypovov kot cuvOnkne. H dapopd avt propel va eEnynbet Bdoet tov yeyovdtog 6t ot
CUUUETEXOVTEG TNG TEIPALATIKIG OUAO0S KO TNG OUAOAG EAEYYOV EVIGOV OVOLLOLOL
cvuvarcsOpoto Kot Bliocov ™ d1001Kacio [e SIPOPETIKO TPOTO KOTA TN SIOPKELD TOV TPUDV
YPOVIK®OV orueimv Kot Yo Tov Adyo avtd og Bpédnke onuovtikn enidpaoct tov ¥pdvov ota

oLVALGHNLOTO TOV GUVOAIKOV OETYLLATOG.

Ocov apopd otnv aAAnAienidopacn HeTaEd ¥povov kot GuVONKNG, dtamieTddnke 0Tt TO
emineda TV BETIKOV CLVUGONUATOV TOV GUUUETEYOVTOV TG TEPALOTIKNG OpLAdag avEnonkay
HeTd Tov SoAoyiopd aydmns Kot KoAooHVNG, EVA T EMIMESA TOV APVNTIKOV cuvarlcsOnudtwv
TOVG petddnkov. ATd v GAAn, 1 opddo EAEYYXOL avEPePE HEL®UEVA ETiTEdD BETIKMV
CLUVUGOMULATOV KO 0VENUEVA EMITESA OPVNTIKOV GUVOIGCONUATOV KOTA TO dVTEPO YPOVIKO
onueio. Avtd ta gvpnuarta empPefoidvouvy Tponyovpeves peréteg (m.y., Bankard, 2015.
Barnhoffer kat ovv., 2010. Carson kot ovv., 2005. Fredrickson kot ovv., 2008. He kot cov., 2015.
Hofmann kot cvv., 2011. Kok kot ovv., 2003. Prassa kot cvv., 2022. Shahar kot cvv., 2014.
Shonin kot cuv., 2015. Zeng kot cvv., 2015), ot omoieg vrostTpilovy TV OMOTEAEGHATIKOTNTO

TOV S10A0YIGHOD aYAmNG Kot KAAOGUVIG G TapEuPacn mov odnyel oe avénuéva enimeda OeTiKOV
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CLUVUGOMULATOV KOl LELOUEVO ETTEOQ OPVNTIKMOV GLVALCONUATOV, aKOUT Kol GE GUVTOUO

YPOVIKO SLACTN LA

AvoQopiKa Le To GUVOIGONUATO TOV GUUUETEXOVTI®MV HETA TN SLOTPOYUATELCT), PAVIKE
OTL T0 emimEd A TOV OETIKOV GUVAICONUATOV TOV GUUUETEYOVTIOV TNG TEPALOTIKNG OPAS0G
HEWMONKOY EAAPPAOC KOL TO ETITEIQ TOV OPVNTIKOV GUVOISONUAT®V TOvS avénonkay, v ta
enmineda TV OETIKOV cuVUGONUATOV TG OPAdag EAEYYOL ALENONKAY EAAPP DS KO TO ETITESQL
TOV OPVNTIKOV CLVOUGONUATOV TOVG petmbniay. Agv &yovv delaybel mapdoteg Epevveg 610
TapeABOV Ko eToUEVEMG dev elvar duvato va eEnynbovv avtd ta aroteléouata PAcet
TPONYOLUEVOV gVpNudTeV. QoTdG0, Uropove va vofécovpe ATl a1 O10Popa opeileTal
o1 OLPOPETIKN VOMUATOOOTN O TG OLOTPAYUATEVOTG OO TOVS GUUUETEYOVTES, OVOAOYMG TNG
oLVALGHNUOTIKNG TOLG KATACTOONGS, KOOME KOl GTOV TPOTO TOV EMAEYOVV Vo, BLOCOVV KoL Vo

EKQPAGOLY T cLVacHN AT TOLG,.

[T ovykekpyéva, N drampaypdtevon Bewpeiton MG o TOAVTAOKT OVTOYOVIGTIKT
dwadwacio mov propel va mpokarécst apvntikd cuvousOnuata (Van Kleef, 2008) kot €tot 1 {61
1N @VO™ NG JTPAYUATELOTG dVVATOL VAL EENYNOEL EMOPKDG TN UElMON TOV EMTESOV TV
BeTIKdV cUVUIGOMUATOV KoL TNV ADENCT) TOV EMTES®V TOV OPVNTIKAOV CUVOICONUATOV TNG
TEPOALATIKNG OUAOOG LETA TNV TPOGOUOIOT H1ATPOYLATEVCTG. 26TOG0, OGOV APOPA GTNV
opnada eEAEYYoL ov aveépepe avénuéva eninedo BETIKOV cuvGONUATOV KoL LELOPEVO ETiTEd
APVNTIKOV GLVOLGONUATOV apécm LeTd TO TEAOG TG dtOmPayLATEVONG, OE UTOPOVV VL

e€oyBobv aopoin copmepdopato BAceL TG VITAPYoLGoS BiAloypapiog.

Xe TN TNV TEPIMTOOT, LTOPOVLE VO VTTOOEGOVE OTL EPOGOV 01 GUUUETEXOVTES TNG
opdoag eErEyyov Eekivnoay T dlompaydtevon e apvnTikd cuvalcOnuatiopo, icwg Bedpnoay

KOATOAANAN TV L10BETNON LG OKANPNG KO OVTAYWOVIGTIKNG OTACNG TOV GLVAJEL LE TN VoM TNG
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dmpaypdrevons. Avto mBavdg va cLVERN Ady® TG memoifnomg Tovg OTL AVTN 1) GLUTEPLPOPA
Ba umTopovGE v 00N YNOEL GE KOADTEPQ Y10l EKEIVOVC OTOTEAEGLOTA KOL LETE TO TEPAG TNG
dmpaydtevong EKpvay OTL VT 1) GTPOTNYIKT YPTOT TOV GLVOLCHNLATOG dEV MTAY TAEOV

amopoitnen.

[Tponyovpeveg peAétec £xovv 0pIGEL TN GTPATNYIKY XPNON TOV GLVOIGONUATOV OC TNV
OKOTTIUN EKQPOCT CLVAUICONUATOV LLE OTOYO TNV EMiteLEN TV emBuunTOV amoteAecpdtov. H
OTPOTNYIKN ¥PNOT T®V cuvasOnudTemv pmopet va apopd gite oV £KOpacT TV avOEVTIKOV
oLVAICONUATOV TOV SLUTPAYUATELT®V, GLYVA VITEPPAALOVTAS Ta, €lTE GTNV €EKOVGLA YPT|OM
mpocmomt®v cvvousOnudtov (Hochschild, 1983. Kopelman & Rosette, 2008. Levenson, 1994).
Qg gk TOVTOVL, £ivorl TOAVO Ol SOTPAYUATEVTES TNG OUASOS EAEYYOL VO OTTOPACIGOV VO TPOBovV
0€ YPNON TOV LIOPYOVTOV OPVNTIKOV GLVUGONUAT®V TOVS, EEMTEPIKEVOVTOS TOL 1) KO
VIEPPAAAOVTAG TAL, TPOKELUEVOL VOL EMLTLYOVY KOADTEPO SLOTPOLYLOTEVTIKA omoTeEAEGLTA. MeTd
™ OTPOYLATEVCT), QLT 1] GTPATNYIKN YPTOT TOV CLVOUUCHNUATOV dEV NNTOV TAEOV YPNOIUN, 1
01 GUUUETEYOVTEG 160G BedpM oAV 0VT TN OTACT MG TPOCMTIKT EMLTLYI0, 0O YDOVTOS OE

avénuéva enimeda BETIKOV cLVIICONUATOV Kot LEWOIEVO ETITEON OPVNTIKOV GLVOULGONUATOV.

H aAAnienidpaon petad g xpovikng oTiypng kot g cuvOnkng Bpébnke va etvan
OTOTIOTIKA GNUOVTIKY] Kot Yol To EEXMPLoTA OeTied Kot apvntikd cvvorsOnuata. Ocov apopd
OTNV TEPAUATIKT OLAdA, TO EMIMESO OA®V TOV EEXMPIOTAOV BETIKOV cLuVIIeONUATOV avENONKav
petd v mapépPaocn. Qotdc0, av Kot To EMINEdA TOV CLVUCOMUATOV ‘gvyaploTa’ Kot ‘evfopa’
HetmOnKav HETE T S1amPayLATEVOT, TO EMTEIC TOL GLVOLGONLATOG ‘EVTLYIGUEVE GLVEXIGAV VO,
aLEAVOVTOL Kot TaL ET{TESO TOL GLVOLGONLATOG “IkavoToMUEVA TAPEUEVOY OUETAPANTO,
gupfuaTa IOV pIopovv vo eEnynbodv Pdcet Tov yeyovoTog 0Tt dlapopeTikd cuvalcHnpata

e&ummpetovv drapopetikég Asttovpyieg (Fredrickson, 2013). Avtifeta, ta enineda dhwv TV
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EEYMPIOTAOV OPVNTIKOV CLVUICOMUATOV petminkay petd tnv mopéupaon Kot avénonkoy petd

TNV TPOCOUOIMGT JOmPayLATEVGTG.

A6 TV GAAT, TNV o0pdda ELEYYOL, Ta ENITEDD TV EEYMPLOTOV BETIKOV GuVaLGONUATOV
HemOnKay KoTd T S1apKeLD TOV SEHTEPOL YPOVIKOD GNLEIoL Kol avénonKay Hetd
dwmpayudrtevon. E&aipeon amotedet to Oetid cuvaichnua ‘ikavorompéva’, kabmg to eninedd
TOV peEImOnKay katd ™ xpoviky ottyun T2 kot mapépevay apetdfAnto petd
dmpayUdTevoT). ZyeTika Pe ta EeY®pLoTd apvnTIKG cuvaloOnuato e opddag EAEYYoL, Ta
emimedd Toug owéNOnKav katd ) ypovikn otrypn T2 ko petddnkov Katd m ypovikn otryun T3.
Aappavovtog vroyn to Topondve gvprpota, okolovdel culnon avoaeopikd pe TN oyéon

HETOED TV GLVOIGOMUAT®V KOl TOV ATOTEAECUATOV TNG SLOTPOYLATELONG.

Apywcd, n éxPaon pog dtampaypdrevong pmopel va apopd gite otn copeovio petalhd
TOV OVTITAAWV, £iT€ 6€ 001E£000, OTIC TEPUTTMGELS OOV Ol SITPAYLOTEVTES ATOTVYYEVOLY VL
kataAn&ovv g o opoPaing arodekt copewvia (Thompson, 1990). [Tponyodpeveg peréteg
&yovv vootnpi&etl Ot Ta BeTikd cuvarcOnuata oyetilovtal e GLVEPYATIKES GTPUTNYIKES (TT.X.,
Baron ka1 cuv., 1990. Barsade, 2002. Carnevale, 2008. Forgas, 1998. Hollingshead & Carnevale,
1990. Pietroni kot cuv., 2008. Rhoades kot cuv., 2001) kou petwpéveg mBoavotnteg ad1e£660v
(m.x., Kopelman kot cvv., 2006), evd to apvnTikd GuvoLGONULATO GLVOEOVTOL LUE OVTOYMVIGTIKES
CLUTEPLPOPES KoL avENpéves mbavotnteg adeEodov (m.y., Friedman kot cuv., 2004. Griessmair,
2017. Kopelman ka1 cuv., 2006. Yip & Schweinsberg, 2017). Ta aroteléopato T mopovcog
£PEVLVOC GLYKAIVOUV LLE TOL EVPNLLOTA TPOYEVESTEPWOV LEAETMV, KAODG povepDVOLV OTL O
dampaypatevtés mov Plwoay Betikd cuvousOfuata iyav avénuéveg mbavotTTeg cHvoyng
CLLPOVIOG Kot LELOUEVES TOOVOTNTES 001EEOO0V, EVMD TO aVTIBETO PAVNKE VO 1oYDEL Y10 TOVG

Jmpary LaTELTES OV Plooay apvnTiKd cuvaicOfpata.
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AvoQopiKd [LE TO OIKOVOUKE OTOTEAEGLLOTOL, VITOAOYIGTNKE TO GUVOAIKO ATOMKO KEPAOG
Yo KOs cuppeTEOVTa Kot Ta. apotPoio KEPOM yia Kabe dvdoa. I'a Tig Tpelg Svddeg Tov
ATETLYOV VO KOTOANEOLV GE GLUP®VIN, TOGO T OTOUKE OGO Kot T Svadikd KEPON BewpnOnkav
{oo pe Unoév. XtV MEPALOTIKT OLAd0 GAVIKE OTL TO ATOIKA Kot To apotPaio kEpON de
oyetiCovron pe T BeTikd GLVUICHNUOTO TOV CUUUETEXOVIOV, oV Kot Somiot®inke 6Tl HéPog Tmv
ATOHK®V KEPOMV pmopel va TpoPrepdei amd ta enineda TV OETIKOV GLVUICONUATOV TOVS HETA
™ Swmpaypdrevon. Ta ev AOY® amoTeAECUATO OE GUUPMVOVV LE TPOYEVECTEPES EPEVVEG,
oOLPMVO, LLE TIG oToieg Ta BeTikd cuvarsOnpoTa oyetiloval pe VYNAOTEPO ATOIKA KOt VOO
KéPOM (1., Allred kot ovv., 1997. Anderson & Thompson, 2004. Carnevale & Isen, 1986.
Kramer kot cuv., 1993). Qot660, Oa mpénet va AneOel vTOYY OTL GOUE®VA LE TIG OPYKEG
001yieg 6TOHYOG TV GLUUETEYOVTOV deV NTAV TO ALENUEVA OTOUIKA Kot opolaio k€poM, aALE M

cLVAYT GLUEOVING.

Ao ™V GAAY, TO aTOUIKA Kol To opotPaio kEPOT eAavnKe va cuoyetilovtol pe o
aPVNTIKE GLVOLGONULATO TOV GLUUETEXOVTOV, VTTOONAGVOVTAG OTL OGO VYNAITEPA Elval TO
EMIMESO TOV APVNTIKAOV GLVOLCONUATOV, TOGO YAUNAOTEPA Elval TO ATOUIKE Kol apolPoio KEPOM
vl Toug otampaypatevtéc. EmmpooBitwe, Bpédnke 0T Tar apvnTikd cuvaicOquota Tpv
Slmpayrdtevon Hmopovy va TpofAEYOLY CUAVTIKA To opolPaic kKEPOT. AVTA To EVPNUATAL
elvatl GOLPOVO LE TPOTNYOVUEVEG EPEVVEG TTOV VTTOYPAUILOVV TN GYEoN UETAED APVNTIKAOV
CLVOICONUATOV Kol LELOUEVOV OTOUKOV KOl SLASIKOV KEPODOV ()., Allred ko cvv., 1997). T'a
NV opada EAEYYOV, d€ PpEdnke va vtdpyel oyEon LETAED TV GuvasOnudTOY TOV

SLOTTPOAYLOTEVTAOV KOl TOV ATOUIKOV 1 apo1Poimv KEPIDV.

Ocov apopd ot oyéon petad Tov EeYmPIoT®V GLVAICONUATOV Kol TV OIKOVOUIK®OV

amotelecpdTmV, T0 BeTikd cuvaicOnua ‘kavorompéva’ Bpédnke va cuoyetiletar OeTikd pe ta
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ATOKA KEPOT, EVA TO apvNTIKO cuvaicOnua ‘Avmnuéva’ Bpébnke va cvoyetiletor apvnTikd pe
TOL OTOUIKA KEPOT KoL TO cuvaicOnua ‘Bupopéva’ edvnke va cuoyetileTot apvnTikd pe To
apoBaio képdn. I'a ta cuvarcOnpata ‘wavorompéva’ kot ‘Avmnuéva’ dev €xovv delaybel
LEAETEG IOV VO, CLUPOVOVV 1) VO SLOP®VOVV LE TO ELPNLLATO, TNG TAPOVGOG HEAETNG. 26TOGO, N
apvnTIkn oyéon petad tov cuvarsHnuatog ‘Bupopéva’ Kot Tov apotPaiov kepdav Exet

vrootnpyBel kot and dAlovg epguvntég 6to mapeABov (.., Anderson & Thompson, 2004).

[Tpokeyévou 1 mopovca £pgvuva Vo amoTEAESEL a €16 BAO0C pHEAETN TV
dwmpaypatedoemv, Bewpndnke onuoavtikn n diepedhivnon g ox€ong TV GuVUIcONUATOV TV
SLTPOAYUATEVTOV LE TIG PLA000ETIES KO TIG TPOGOOKIES TOVG Y10l TO OITOTEAEGLOTAL TG
dwmpaypdrevong, kabag kot pe tn ddpkeld e. To armoteléopata £6i&av 6T To GuVOLGO T
TOV SLOTPAYLATELTOV 0eV oyeTilovTon pe TIG P1A0d0Eleg Kot Ta eMimeda TPOGIOKIDOV TOVG,
ELVPNUATO TTOV EPYOVTOL GE OVTIOEST e LEAETEG BAADV LEAETNTMV TOL TPOYLATOTOMOMKOV GTO
napeAOoOv (m.y., Baron, 1990. Kramer kot cuv., 1993), aALd copemvoldv pe pio tpdoatn HeAétn
(Prassa ko ovv., 2022), 1 omoio pavEP®GE TV ATOLGIN GYECNC LETAED QVTAOV TOV UETOPANTAOV.
Ao ™V GAAN TAEVPA, EAVNKE OTL VTTAPYEL VYNAT OPVNTIKT GLOYETION HETAED TV BETIKMOV
ocuvacONUATOV Kot TNG O1EPKELNG TNG OLOTPAYLATEVLGNG, VTOONAMVOVTOS OTL OG0 LYNAOTEPQ
elvan ta emimeda TV BeTIKOV cuvaGONUATOVY, TOGO AYOTEPOC YPOVOG OTTOLTEITOL YOl TY) GOVONYT
ocvpupoviag. EmumAiéov, Ta anoteléopota e £pevvog £6e1&av 0Tt T BETIKA GUVAIGON LT TTOV
Biodvovton Tpv v TapEuPact Hropovv vo TpoPAEYoLV T ddpKELd TS OUTPay LATEVOTG.
AVTA o PN UOTO. CLVAOOVY UE TN LOVAOIKT HEAETN OV Exel delaryOel 6TO TaPEABOV
aVaQOPIKA LE TN SlepedvNon TNG oxE0MNG LETAED TMV GLVOIGHNUATOV TOV SLOTPOLYLLOTELTOV Kol

G dtapketog g orampaypdrevong (Prassa kot ovv., 2022). Ta Eeywprotd Oetikd cuvousOnuata
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‘e0Bvpa’ ko ‘evydpiota’ Bpébnke va cuoyetilovtar onUAVTIKE pe TN SLIPKELL TNG

Jamp oy LéTELOTG.

Agdopévov 0t 1 oxéomn HeTa&d TV GUVAICHNUATOV Kol TOV OIKOVOUIK®OV
amotelecudTmv g dampaypdrevong xetl eneEnynoet, etvan peiovog onuociog vo culntnbei n
oyxéomn HeTabd TV GLVUIGONUATOV KOl TOV KOWVOVIKO-YLYOAOYIKAOV OTOTEAECUATOV TOV
TPOKVTTOVV Ao TN dlampaypdtevot). To svprpota TG mopovsag HeAétng £6e1&av 0Tt dev
VILAPYEL OYECT HETOED TOV DETIKMOV KoL TOV OPVNTIKOV GUVOLGONUATOV TPV TN SLompory LATeELOT,
N TOV OPVNTIKOV GUVOICONUATOV HETE TN SOTPOYUATELGT, KOl OTOLAGONTOTE OO TIG
S TAOELS TNG LTOKEWEVIKNG aloc. 201060, dlamoT®dnKke 0Tt T emineda TV OETIK®OV
cuvalsOnuaTOV oV PrdvovTon PHETE TN SOTPAYHATEVLST GYETILOVTOL LE TPELS 0D TIG OLOGTACELG
NG VIOKEYEVIKNG 0EI0G KO TTO GUYKEKPLUEVA LLE T GUVTEAECTIKT LIOKEIEVIKY aia, TNV
VTOKELUEVIKN 0&lo E0VTOV Ko TN YEVIKT LIOKEWEVIKT a&ia. Avto onpaivel 0t n Bioon vyniov
EMIMES®V OETIKAOV GUVOIGONUATOV HETE TN SOTPAYUATELGT] GUVOEETOL UE KAADTEPES OVTIMYELG
TOV SLOTPOLYLLOTELTMV Y10l TO. OIKOVOUKE OITOTEAEGILATO TTOV TOVG ATEPEPE 1) OLOTPOYLATEVOT), LE
OeTKOTEPA GLVALGONLLATO OVOPOPTKA LLE TOV 1010 TOVG TOV E0LTO KOl LE VYNAOTEPT] GUVOAIKY|

Kavomoinom amod T SlompayATELGT).

[opd T0 yeyovdg 0Tt 0 aplBog TV HEAETOV TTOL dlEPELVOVV TN GYEN HeTAED TV
CLUVUGONULATOV TOV SLOTPUYHOTELTMOV KOl TNG VITOKEUEVIKNG a&iog etvat TpoyaTikd pkpog,
®GTOGO, TO OMOTEAEGLOTA LOG GUUPOVOVV LLE TTPONYOVUEVESG EPEVVEG TTOL dElYVOLV OTL 1|
VIOKEWEVIKN a&ia, ™G GLUVUICONUATIKY aVTIOPOGT TOL TPOKVTTEL OO TN JLOTPAYLLATEVOT),
emnpedlet ko emnpedletan and to cuvarstnuata twv dtompaypatevtav (Butt & Choi, 2006.

Curhan ka1 ovv., 2006. Gelfand kot cvv., 2006. Oliver kot cvv., 1994).
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Ocov apopd ot oyéon petald Tomv EeYmplotdv BETIKOV Kot apvnTIKOV cuvousnuétov
KOl TNG VTOKEEVIKTG a&iag, Ppédnke OTL S0QOPETIKA CLVUGONLOTO GLVOEOVTOL LLE
JPOPETIKEG SLOCTAGELG TNG VITOKEUEVIKTG a&iag. AvaivTtikd, To cuvaicOnua ‘evydpiota’
Bpénke va oyetiCetan pe ™ SodkaoTiky] vToKeWevikn a&ia dtav Pidvetor Tpv amod )
SmpayLATELOT) KO e OLEG TXEOOV TIG OLOCTAGELG TNG VIOKEUEVIKTG a&iag, pe e€aipeomn )
OYECLOKT) VTOKEWEVIKT] oo, OTav Prdvetor petd ) dampaypdtevor). To vdiouma Oetikd
cuvaeONUoTo EAVNKE Vo oXeTILOVTOL e OPLOUEVES OLUCTACELS TNG VITOKEWEVIKNG a&lag, oAAd
pévo dtav Brodvovron petd and dwumpaypdrevon. Ewdkotepa, to Oetikd cuvaicOnpua
‘euTuyopéva’ BpEONKE VoL GUVOEETOL LLE TN GUVTEAECTIKT) VITOKEUEVIKT i Ko TV
vrokeevikn a&ia gavtov, To BeTikd cuvaicOnua ‘€HBvua’ pe TN CLVTEAEGTIKT KoL TN
JOKOGTIKN VITOKEEVIKT a&ia Kot To BeTiKO GuVaiGHN O “IKOVOTOIEVA LE TV VITOKELEVIKY|
a&io eavtov. To povadikd apvntikd cuvaicOnua Tov edvnke va cuoyetifeTon pe tnv
vrokeevikn a&la Ntav to cuvaichnua “Avmnuéva’ to omoio Bpédnke va cuoyetiletor apvnTikd

LE TNV VIOKEEVIKT a&io €aVTOV, TOGO TPV OGO Kol LETA TN SLOTTPOyLATELGN.

Télog, diepevvnOnke 1 oxéon HeTalD TOV OTKOVOUIK®OVY KOl TOV KOWOVIKO-YUYOAOYIKMOV
OTOTEAECUATMOV TNG OLTPUYUATEVONG, TOGO Y10 TNV TEPALATIKT] OLAd0 OGO Kol Yio TNV Opdoo
eréyyov. Ooov apopd otV opada TapEUPacnc, To AmTOTEAEGLOTO, LOPTVPOVY OTL TOL OTOUIKE
KképOM oyetilovran pe OAEG TIG SLOGTACELS TNG VITOKEUEVIKNG a&iog, EVO Yo TV opdda EAEYYOV
Bpédnke 611 Ta apoBaio kEPON oyetilovia LLE TN GYECIOKT] VITOKEUEVIKT a&io Kot TNV
vrokelevikn o&io apofaiov decpov. Kot moit, dev vapyovv mapouoleg LEAETES TOV Vo
EPUNVEVOVY OLTA TO ELPNUOTO, KAOMG 1 LEAETN TNG VITOKEWEVIKNG 050G EYEL EOTIAGEL GTNV
EMIOPOON TNG OE LEALOVTIKES OLOTPOYLATEVCELS KO OTIS LAKPOTPODECUEG GUVETEIEG TG,

Q061000, ot Curhan kot cuv. (2010) égovv emonpdvel 0Tt To VYNAG enimeda VITOKEWEVIKNG a&iog
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o€ oL P ayLATELGT) LITOPOVV VoL 00N YNGOLV GE LYNAOTEPQ OTOUIKA Kot apolfaio kEpoN o€
[0 LEAAOVTIKY Smpary LATEVGT, LE TN SLACTUCT TNG CGYECIOKNG VITOKEWEVIKNG a&lag va eivan
eopetid moAOTIUN, KAODS TpoPAEmel TNV emtBupio TV SOTPAYUATELTOV VO, GUUUETATYOVY GE

po dtompoypdtevon pe tov 1010 avtinaAo 6to HEALOV.

Ev xotakeidl, Ta amotedéopato e mapovcsas Epeuvag £0e1&av 0Tt To avENpéEva enimeda
BetikdV cuvacsONUATEOV Kot To LELOUEVE ETITESQ APVNTIKAOV GUVAICONUATOV HITOPOVV Vi
001 YNOOLV GE KAAVTEPO OIKOVOUIKE KOl KOWVOVIKO-YUYOAOYIKE S10mTpory LOTELTIKA
aroteAéopata. Ta suvprjuata avtd propov va eEnynbodv Bacel e Bewpiag dievpvvong kot
dounong tev Betikdv cuvarodnudtwov (Fredrickson, 1998, 2001), wov vrootnpilel 6Tt Ta BeTIKA
cuvalcsOpoto GUUPBAAAOVY 6T O1EVPLVGT) TOL PEMEPTOPIOV GKEYNS KOl dPAoTG KO
ONUOLPYOLV o VEMSGOUEVT 0AVGTON BETIKOTNTOG, EVD, AVTIOETMS, TO APVITIKAL
ocvvalcOpoto meplopilovy TV TPOGOoY, TN OKEYN, T ONUIOVPYIKOTNTO KoL TNV KOVOTOMIO TV
ATOU®V, GTOLYELD TOL GOPAOS EIVOL ATOPAITNTA Y10 TNV OTOTEAEGUATIKOTITO TOV

TP LY LOTEVTADV.

2ovelepopd TV arotelecudTmy TS Tapoveas uelétns. H napodoa épevva amotelel
TNV TPOTN TPOSTAOELN TOV TPy LOTOTOLEITOL TPOKEEVOD VO EEETAGTEL TOLTOYPOVA O POLOG
TOV BETIKOV Kol TOV 0PVNTIKOV GLVOUGONUATOV GTO OIKOVOUKE Kol TO. KOLVOVIKO-YUYOAOYIKA
amoteléopato TV dampaypotevoemy. Emxiong, sivol n mpdtn perétn mov diepguvd v
EMIOPAOT TOV CLVUICONUATOV GE SLOPOPETIKA YPOVIKA CTLLELR TNG OOTPOAYHATELGOTG, KOOMG Kot

T1G SPOPETIKEG AELTOVPYiEG TV EeY®PIOTOV GUVAIGONUATOV.

Ta amotedécparto e mapovsos HeAETNS emPBeRatdVoOLV OTL 0 SIOAOYIGUOS Oy OTNG Kol
KaAoovv” g Ba pmopovoe va ypnoipomoteitar akOuN Kol o¢ Ppoyeia mapéupoocn, pe otdYo TV

avénon Tov eMrEdMV TOV BETIKOV CLVUGONUATOV Kol TN HEIMOT] TOV EMTEI®Y TOV APVNTIKOV
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cuvaeOnuaTov, oe dtipopa TAaicta kot TAndvcopote. Eniong, emPePordverar 611 1 Biwon
BeTikdV cuvasOnuatoV uropel vo 0dNyNoEL 6T LEIWGT TNG OMOLTOVUEVNS OEPKELOG TNG
dmpay LATELGNG, GTNV VIOBETNGN CLVEPYOTIKMY GTPUTNYIKMOV Kol GTY GUVAYT GUUP®VING, EVAD
N Ploon apyntikdv cvuvoirsOnuatov dHvatat vo odnynoetl oe adlEEodo Kot yapnAd eninedo

ATOLK®V Kol apolPaiov Kepdmv.

Ta gvprjpata avtd Oa propovcav va alomrombodv e TPOGOUOIDGELS
TP oY UATEDGEDV KO TPOYPAUUOTO EKTAIOEVOTG TTOV TPOLYLOTOTOLOVVTAL EVTOC 1| EKTOG
OPYOVIGLAOV Kot amevLOHvovTal GE ETAYYEALOTIES Y10 TOVG OTOI0VE 1| GUVAYT] CLUPOVING GE
GLVTOUO YPOVIKO dtdotnpo Kot vtd mieom ypovov givor amapaitntn. Eva yapoktnpiotikod
TOPAOELY L0 OTOTEAEL 1] TEPITTMOT TV TOANTOV, Y10 TOLG OTO10VG Efvorl avaryKaio 1 OmoPLYY|
ad1EEOO0V Kol 1| GUVOYT CLUPOVING Kol LAAIGTA GE GUVTOLO YPOVIKO OIACTNLOL, TPOKEUEVOL VO
elvar og Béomn va eEumnpetnoovy Tov peyaAdtePo duvato aplBud telatdv. TEtotov gidovg
wpoypdhupata, Bo £dtvav Tn duvaTOTNTA GTO ATOUO VO, EE0TKOVOUNGOVY XPOVO KOt EVEPYELDL KO
va BEATIOGOVV TIG EPYOCIOKES TOVG EMOOGELS KO TIG OOAAPEG TOVG, EVA TNV 1010 oTryun Ha
ouVéBaiay otV €01KOVOUNCT TOPMV TOV OPYUVIGLAOV KoL AP TNV oOEN 0T TG

TOPAYOYIKOTNTOS KO TNG KEPIOPOPING TOVC.

EmumAéov, ta anoteréopata tng épevvag Ba propovoay va aglomombovv ce
epyalOpeEVOVG, OTMG GTEAEYN EMLYEPNCEWMV, OL OTOI01 KAAOVVTOL VO EUTAAKOVV GE
EMOVOAOUPOVOLEVES OLATPOAYLOTEVCELS LLE TOVG 1010V¢ “avTimdAovg’ Kot pa To cuvasOaTo
7OV PUDVOVTOL KO Ol EVTUTMGELG TOV SLOUOPPDOVOVTOL OO o Stompoydtevon etvat vyiomng
onuaciog, kabmg dHvaviot vo exnpedoovy 1 kot va Kabopicovv Ty Ekfaon Tov HEALOVTIKOV

P oy LATEDGEMV.
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EmumpocbHétme, Ta evprjpata g mopovsag peiétng o oy moAvTio va
ocuumepANEBoVV ce GEUIVAPLO KOt TPOYPALUATO EVIGKVONG SEEI0THTOV OMAGYOANGILOTNTOC, 1
deaymyn tov omoiwv Ba oy eEAPETIKA YPNGLO VO TPOY LATOTOEITAL GE GYOAEIN Y100 TNV
eKTOLdEVOT TOV HOONTOV, OAAL KO OE 1OLMTIKOVG Kot SNUOGIOVG QPOPEIS TOV 0.GYOAOVVTAL LIE TNV
évtaln avépymv 1 EVATK®V YoUNANG E10IKELONG GTNV OVTAY®VIGTIKN oyopd epyaciog. Ta
TPOTEWVOUEVO TTPOYpappata ekTaidgvong Ba NTav ®eEAo va eoTialovy oty KaAMEpyEL
OLYKEKPIUEVOV BETIKMOV cuvalcOnudtov mov Bpédnke va cuoyetilovion TeplocdTEPO e TN

JLpKeELa TNG OLOTPAYULATEVONG KO TO OIKOVOLK( KOl KOWVOVIKO-YUYOAOYIKA OTOTEAEGLATA TG,

IHepropicuoi T mopoveag ueléTS Kol TPOTAGEIS YIa HEALOVTIKES Epevves. 'Evag
ONUAVTIKOG TEPLOPIOUOG TNG TOPOVSAG LEAETNG 0popA 6TIG LEBOSOAOYIKESG SUGKOALEG TOV
CLVAVTMOVTOL OTIC TEPLOGOTEPES EPEVVEG TTOVL OPOPOVV GTNV EMIOPACT] T®V cLVosONUdTOV 0N
STPOyULATELGT KOl TTPOYLOTOTOLOVVTOL LEGM TEPAUATOV 6TO TANIGL0 KATO10L LoBTLLoTog
YPNOUOTOIDOVTOS MG OELYLO TPOTTVYIOKOVE POITNTES. ZVYKEKPIUEVA, Ol SLOTPUYUATEVGELS TG
TPOyHaTiKng Long, OTov pumopel va dtakvPedovtol HEYEAN OIKOVOULKE GUUOEPOVTA 1) CIULOVTIKES
STPOCOTIKEG OYECELS, elvor e€alpeTikd dVoKoAO va avamapayfodv oto epyactiplo. H
eEMTEPIKT EYKLPOTNTA GLYVA amoTeELel TPOPANUA, KaODG dev eivan EekdBapo dv Ta evprLaTa
TOV EPYOCTNPLOKDV TEPAUATMOV UTOPOVV VO YEVIKEVTOVV GE OLOMPAY LATEVGELS TNG TPOYLOTIKNG

Cong.

Eniong, ota mepdpata tibevion cuykekpipéva {ntmpato og dtopa mov e0elovtikd £yovv
EMAEEEL VO GUUUETAGYOLV, EVA OTIC OLOTPOLYLOTEVGELS TNG TPOYUATIKNG NG, TA ATOHO EXOVV
TNV EMAOYN KOL TOV EAEYYO OVOPOPIKA LE TIC KATAGTACELS Y1d TIG 01oieg Oa dtampayLatenTohv 1)
QKOLT] KOL OVOPOPIKA LLE TO. dTopa To. omtoia Ba avtetmnicovv. To yeyovog avtd dvvatat va

emnpedoet Ta Propévo GUVOICHNUATO TOV GUUUETEXOVTOV Kol KAT  ETEKTOON TIG
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drampary LaTeLTIKEG dtadikacieg kot amoteléopata. QG ek TOVTOV, N LEAETT TTPAYLATIKAOV

Smpayatedce®V HETAED EMOYYEALATIOV GE OPYAVIGLOVG Ba Tay E0PETIKA YPNOUL.

"Evog axoun meploptopog g ev A0Ym £pevvag givat To YeYovog 0Tt Eppact d00nke oTig
EVOOTPOCMOTIKES EMOPAGELG TOV GLVAICONUATOV, EVEO TEPATEP® EPEVVES ATTOLTOVVTOL
AVOPOPIKA LLE TIC SLOUTPOCHOTIKES EMOPAGELS TOV GLVALCONUATOV OTIG SLOTPAYUATEDCELG.
Emiong, Ta cuvousOnpata mov tpokAndnkayv 6Toug GUUUETEXOVTES, APOPOVGAV GE KATOGTAGELS
OV TPONYHONKAV TNG APy LATEVOTG KO NTOV U OYeTIKEG pe o). [lepartépm perén
TPOTEIVETAL AVAPOPIKA LE TNV EMLOPOAOCT TV GLVUIGONUAT®V TO 0010, TPOKAAOVVTAL ATTO TNV
{010 TN SmP Ay LATEVGOT), KOODG KO OVOPOPIKE LLE TT) GTPATNYIKT XPNON TOV GUVAICONUATOV Yo

™V eniTEVEN TOL EMBLUNTOV SATPOYUOTEVTIKOV OTOTEAEGLLOTOG.

EmumpocBétme, 1o detypa e peAéng Nrav oyeTikd tkpd, Ady® g OVGKOALG
AVEVPESTG TEPLIOCOTEP®V OTOUMV Y10, T GUUUETOYN OTO TEIPALA, LLE TI) CLVIPITTIKY TAELOYNOin
TV CLUUETEXOVTOV va. gfvor Yovaikes. [Ipokeipévou va S1aoQoioTel 1) SuVATOTNTO YEVIKELONG
TOV AmOTELECUATOV glval amapaitnTn 1 SEEAYOYT TEPUITEPM LEAETOV LE LEYAAVTEPO dEtya,
TN GUUUETOYN ATOUMV OV AVTITPOCOTEVOLV Kot ToL OV0 GUAM KOl EYOVV SLOPOPETIKN NAKia Kol
epyaotakn gunelpio. EmmAov, n yoyoperpikn kKAipaKo mov ypnoiponomonke yuo m pétpnon
NG VILOKEEVIKNG a&iag Oev elvar oTabUicpuévn 6To EAANVIKO KOWVMVIKO-TOATIGHIKO TAOIGLO Kot
®¢ €K TOVTOL 1 OTAOUIGT TNG TPOTEIVETAL TPV TN YOPNYN O TNG OE TAPOUOIEG LEALOVTIKEG
peiéteg. Axopa, dAleg LETAPANTES, OTMG 1) GLVALGHNLLATIKY] VONLLOGUVT], O1 YVMOTIKES
KOVOTNTES, TOL OLVOTA GTOLYEID TOV YOPAKTHPO KOl TO YOUPUKTNPLOTIKE TPOCOTIKOTNTAS, Oa

UIopovGaV Vo, LEAETNO0VV GLUVOVAGTIKA LLE TOL GLVOICONUOTO OE LETAYEVEGTEPEG EPEVVEC.

Téhog, kdvovtag pia TpoomdBeia eotiocng oto KEVA TG vdpyovcas BipAoypapiog,

elvar onpoavtikd va avaeepBet 0Tt etvon amapaitnn n SteEaywyn EpELVOV AVOPOPIKEL LLE TO.
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KOW®VIKO-YUYOAOYIKEH ATOTEAEGLLOTA TG SLOTPAYLATEVOG, V1oL TO. OTTOi0 O1 LEAETES glvan
TPOLYUOTIKE TEPLOPIGUEVES KOl APOPOVV LOVO GE OLOTPALYLOTEVCELS TOV EMOVALAULPEVOVTOL GTO
LEALOV e TOV 1010 aVTImOAO, TN HLEAETN TOV CLVUICONUATOV OTIG SOTPOYUATEOGELS GE
SPOPETIKA XPOVIKA onpeia (TpLv, KATA TN SLOPKELN KOl LETA) Kot TIG SLOPOPETIKEG AEITOLPYiEg
TV Eeymplotdv cuvasOnudtov. Emmiéov, Oa ntav ypriowun n die&aywyn nepiocdtepwv
EPELVMOV OV Va. TPOGeYYiLovv To BENA TOL POLOL TV GLVAGONUATOV OMOTIKA, e&eTdlovTag TIg
eMOPAOCELS TOVS TOGO GTIG OIKOVOLIKEG OGO KOl OTIS KOWVOVIKO-WYOYOAOYIKES GUVETELES TWV
dwmpaypatedoemv. Aapfavovtog vToYT To TAPUTAV®, Ol LEALOVTIKEG LEAETES efvatl ¥pOLLO VO
€0TIdooVV ot VITdpPYovTa KEVE TG PIAOYpapiag, pixvovTag S 6T GYEoT TV
CLUVUGOMUATOV LE TO OTKOVOULKE OAAGL KO TO KOVOVIKO-YUYOAOYIKE OTOTEAEGLLOTA TOV

SmP Oy UATEVGEDV GE OLOPOPETIKOVG TANOVGHOVG.
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Hapaptnpae I
"Evtumo evipepng ocuykotddeong

ANAmon GLYKOTABEGNC Y10 GUUUETOYN GE EpELVOL

Koakeiote va coppetdoyete o pia emotnpovikn épguva tov tunpotog Poyoioyiag tov Iavreiov

[Movemompiov Kowvovikdv kot IoAtikdv Emotudv. H épevva mpaypatonoteitol 6to mAaiclo

g exmoévnong g Awaktoptkng Awrpiprg g Yroynoewog Awaktopog Kovotavtivag Ilpacod

(emPAET@V KaONYNTG K. AvaoTac10¢ ZTAATKOG) KOl 0popd 6T d1epeHlvNoN TOV TOPAYOVI®V TOL

EMOPOVV OTIC S10OIKOGIEG KO GTO OMOTEAEGLOTO TOV SLOTPAYLUTEVCEMV.

[Tpotoh GLUE®VICETE e TN CLUUETOYY] GO GTNV £PELVA, GO TOPAKIA® BePormbeite OTL Exete

SAcEL KOl KOTAVONGEL TIG TOPAKAT®O TANPOPOPIES.

H mapovca épevva Ba mpaypatomonbel péom g deaymyng melpapotog epyactnpiov.
To meipapo Ba AaPer ydpa S (dong oto Ilavteo IMavemotyuio Kowovikov &
oMtk Emomuov kot Oa dtopkéoet 1 émg 1,5 opa. Encita Ba akolovbnoet Stadikacio
ocvvtopov debriefing Twv cuppeTEXOVIOV/0VCOV.

Ot portég eivar amoAdtmg eAedBepot va eMAEEOVY €QV EMOLULOVY VO GULUETAGYOVV TNV
épeuva. e TePITTMOT GLUUETOYNG OTO TEIPALO TO OTTO10 OMOTEAEL EKTONOEVTIKY EUTELPiQ
KO 7TNYN YVOONS Y10 TOVG GOITNTEG, Ol cuppetéyovteg Ba Aapovv Pefaimon cupupeToyng
Kot B €yovv TN SVVATOTNTO VO GUUUETAGKOLV GE GEUVAPLO OVOPOPIKA HE TIG
drampayuatedoels, To onoio Ba AdPeL xdpa LETA TNV OAOKANP®OGT) TOV TEPELOTOC,.

Agv vhpyovv evogyOUEVOL KIVOUVOL Y10 TNV COUATIKY] OKEPULOTITO TOV GUUUETEXOVTOV.
Agv vapyel Kivouvog TpOKANONG SCOUOTIKNG PAGPNG Kot puotkd Toviletal 6Tt Yoo Adyoug
npootaciag amd tov COVID-19 6a Anebovv Ola ta oamapaitnto pETpo TPOPUAAENG.
Emniéov, dev vmdpyetl evoeydpuevo va TpokHyouy YyoyoAoykol Kivouvol dedouEVoL 0Tt To
neipapa dev omottel TANPOPOPIEg TOV OTOIMV 1| AVAKANOT| UTOPEL VO TPOKAAEGEL GTPEG N
Ao ducpopikd cuvaicHpaTa.

Atevkpwviletal 0Tt Ol GUUUETEYOVTEG LTOPOVV VO OTOYMPTCOVV AItO TNV EPELVO AVEL TAGO.

OTLYUY], Y ®PIg Vo, ODGOVV Kamola eEnynon 1 vo. bTdpEovy KupdGELC.
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o IlIpokepévou va emttevyBel n ETTLYNG ATOYDPNGCT) TOL GLUUETEYOVTO ATO TNV EPELVOL KO
N QUECT KATOGTPOPT TV OEOOUEVOV TOV, O TPEMEL O 1010G VO EMKOVOVNGEL UE TNV

gpevvitplo. otédvovtoag e-mail oto konstant _prassa@hotmail.com.

e H gpevvirpla decpevetol yoo v TANPN EXERVOEIN KOl EUTIOTELTIKOTNTO OA®V TOV
TAnpogopltd®v mov Ba amoktnBovv oto WAoo TNG ovyKeEKpEVNS Epevvog. To
OVOUOTETMVULO T®V GUUUETEXOVTOV deV Ba eppavileTon 6€ KATO10 £yypapo TG £PEVVaS,.
Avti avtov Ba yivel xpnon KodKov. ZTo EPOTNUATOAOYLN, GTI POPLO GLYKOTAOEoNS Kot
evNnUEP®OTG aALG Ko ota dedopéva Tov Ba amodnkevtov yia eneEepyacia, TpécPacn Oa
EXEL LOVO 1 EPEVVNTPLA KOl O EMPAETOV KOO YN TNC.

e H ovAhoyn, eneepyacia, amodnkevon kot tpootacio Tmv d0edopévev Ba Tpaypoatomonel
o€ AP CLUUOPPMOGCT LE TOV KOJIKA TEPT TPOOTAGING TPOCSHOTIKADOV OEOOUEVDV.

e Ta dedopéva g épevvag Ba amodnkevTovy yia 2 xpdvia Kot Emeita O KOTOGTPAPOVV.

Mo oyxév amopieg M mapdmova ce BERATA AVAPOPIKE e TNV EMGTNUOVIKY €pEvva, Umopeite va
gmkowvovioete pe v vrevbovn  epevvitple Kovotavtiva  Tlpaccd  oto  e-mail

konstant_prassa@hotmail.com.

‘Exom owpdoet 116 avotépm ovagePOUEVEG TANPOPOPIEC KOL CLUUPOVEA VO CLUUETEX®D OTN

GUYKEKPULEVT EMIGTNHOVIKT] EPELVAL. ]
OVoUATETDOVUO CUUUETEXOVTOG / CUUUETEXOVCOG:


mailto:konstant_prassa@hotmail.com
mailto:konstant_prassa@hotmail.com
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Hapaptnpo 11

Dopo ONUOYPOPIK®V GTOLYEIWV

ANUHOYPOPIKE YOpOKTNPICTIKA

1. ®vro Avdpog O INvaika O Ao O
2. HAador oo,



Hapaptnpa I

KAipoka Ostikng ko Apvntikng Eumepiog (Scale of Positive and Negative Experience-8.
SPANE-8. Kyriazos kot cvv., 2018)

[Mopakaid okepteite 6o0 Kavate Kot 0ca Pudcate Katd tn ddpkela TV terevTainy 4
gfoopddmv. ‘Enetta, OnAmote e v mopokdto kAipoka t16co otcavinkate kdbe Eva omd ta

TOPOKATO CLVOLGONLOTAL.

Emiléte yua 10 k6Oe cvvaicOnua évav apBud ond 1o 1 émg to 5.

1. IToAd oravia 1 KabBdAiov
2. Xmdvio

3. Mepwcéc popéc

4. Zoyva

5. [ToAb cuyvé 1\ Idvta

AwsOavopovy doynuo
AweBavopovy guydpiota
Awe0avopovy evtuyiopéva
Ate0avopovy Avmmuéva
AwsBavopovv pofiopéva
AwsBavopovy vbopa
AwsBavopovy Bopopéva

A1600vOLOVVY 1KOVOTOINUEVOL
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Hapaptnpoe IV
KX\ipaxo Yrokeevikng A&iag (Subjective Value Inventory. SVI. Curhan kot cuv., 2006)

For each question, please circle a number from 1-7 that most accurately reflects your opinion.
You will notice that some of the questions are similar to one another; this is primarily to ensure
the validity and reliability of the questionnaire. Please simply answer each question
independently, without reference to any of the other questions. If you encounter a particular
question that is not applicable to your negotiation, simply circle “NA.” Even if you did not reach

agreement, please try to answer as many questions as possible.

1. How satisfied are you with your own outcome—i.e., the extent to which the terms of your

agreement (or lack of agreement) benefit you?

1 2 3 4 5 6 7 NA
Not at all Moderately Perfectly

2. How satisfied are you with the balance between your own outcome and your counterpart(s)’s

outcome(s)?
1 2 3 4 5 6 7 NA
Not at all Moderately Perfectly

3. Did you feel like you forfeited or “lost” in this negotiation?

1 2 3 4 5 6 7 NA
Not at all Moderately A great
deal

4. Do you think the terms of your agreement are consistent with principles of legitimacy or
objective criteria (e.g., common standards of fairness, precedent, industry practice, legality,
etc.)?

1 2 3 4 5 6 7 NA
Not at all Moderately Perfectly

5. Did you “lose face” (i.e., damage your sense of pride) in the negotiation?
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1 2 3 4 5 6 7 NA
Not at all Moderately A great
deal

6. Did this negotiation make you feel more or less competent as a negotiator?

1 2 3 4 5 6 7 NA
It made It did not It made
me feel make me me feel
less feel more more
competent or less competent
competent

7. Did you behave according to your own principles and values?

1 2 3 4 5 6 7 NA
Not at all Moderately Perfectly

8. Did this negotiation positively or negatively impact your self-image or your impression of

yourself?
1 2 3 4 5 6 7 NA
It It did not It positively
negatively positively impacted
impacted or my self-
my self- negatively image
image impact
my self-
image

9. Do you feel your counterpart(s) listened to your concerns?

1 2 3 4 5 6 7 NA
Not at all Moderately Perfectly

10. Would you characterize the negotiation process as fair?
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1 2 3 4 5 6 7 NA
Not at all Moderately Perfectly

11. How satisfied are you with the ease (or difficulty) of reaching an agreement?

1 2 3 4 5 6 7 NA
Not at all Moderately Perfectly
satisfied satisfied satisfied

12. Did your counterpart(s) consider your wishes, opinions, or needs?

1 2 3 4 5 6 7 NA
Not at all Moderately Perfectly

13. What kind of “overall” impression did your counterpart(s) make on you?

1 2 3 4 5 6 7 NA
Extremely Neither Extremely
negative negative positive
nor
positive

14. How satisfied are you with your relationship with your counterpart(s) as a result of this
negotiation?
1 2 3 4 5 6 7 NA
Not at all Moderately Perfectly

15. Did the negotiation make you trust your counterpart(s)?

1 2 3 4 5 6 7 NA
Not at all Moderately Perfectly

16. Did the negotiation build a good foundation for a future relationship with your

counterpart(s)?
1 2 3 4 5 6 7 NA
Not at all Moderately Perfectly

K\ipoaka Ymokewevikng A&iag (Subjective Value Inventory. SVI)
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EXAnvikn petdopaon

INo k60e epdTNON, TAPAKAAD KUKADGTE Evov aptBpd amd to 1 £mG T0 7 TOV VTITPOCHOTEVEL L
peyoAvtepN okpifeta  yvoun cog. Oa mopatnpnoete 6Tl KATOEG 0l TIC EPMOTNOELS Elval
TaPOUOLEG LETOED TOVG. ALTO cuuPaivel TPOTIGTMOS Yo Vo S10GQEAMGTEL 1) €YKLPOTNTO KO 1)
a&omotio Tov epwtnpatoroyiov. [HapakaAid andd aravinote v KaOe epdytnomn Eexwpiotd,
AGYETOC 0O TIG VTOAOTEG EPOTNOELS. AV CLUVOVINGETE KATOL0 EpMTNOT OV O GYETICETAL LE TN
dmpayUdTevo oag, anAmg KVKA®GTE T0 "AE/AA". AkOun Kot av 0€ PTACATE GE GLUP®VIa,

TOPUKOAD TPOCTAONOTE VO ATOVINGETE GE OGO TO dVLVUTO TEPIGCOTEPES EPOTNOELG.

1.IT6co wavomompévog-n €lote pe 10 91K oag amotédesua - dniadr|, Tov Babud otov omoio ot

Opot TG SLHP®VING oag (1] TS EAAEIYNG CLUEMOVING) GOC WPEAOVV;

1 2 3 4 5 6 7 AZ/AA

KoaBorov Métpia AmoAbToC

2.11660 KavomomuéVog-n €0TE e TNV 10O0PPOTIL AVAUESH GTO SIKO GO OMOTEAEGLOL KOL TO

QTOTEAEGLOL TOV OVTUTAAOL GOG;
1 2 3 4 5 6 7 AE/AA

Koaforov Métpla AmoAbTOC

3.Nwwoate kaBorov "prypévoc-n" 1 "yapévoc-n" o avT| TN SOTPAYUATEVCT);
1 2 3 4 5 6 7 AE/AA

Koaborov Métpo 2e

TOAD
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peyaro
Babuo

4 Nopilete 6T 01 OpO1l NG SLOTPOYULATEVONG GOG EIVOIL GUVETEIS LLE TIC OPYES TNG VOLUOTNTOG N
LE OVTIKEUEVIKA KPLTHPLaL (T.)., KOWA TPOTLTO SIKOLOGHVNG, KOVEC TPOKTIKESG, 0pBOTNTA, KTA.);

1 2 3 4 5 6 7 AZ/AA

Kaforov Métpla AmoAbToC

5.2ag ‘énecav To povtpa’ (dnradn, {nuwbnke n aichnon g vaepnedvelog cog) o

dwampaypdrevon;
1 2 3 4 5 6 7 AE/AA
pX
TOAD
Koaborov Métpia
peyaro
Boduo

6.AvT N SLOTPAYUATEVOT| GOG EKAVE VO VIDCETE TEPLOCOTEPO 1) AYOTEPO IKOVOC-T| GOG

SLTTPOY LOTEVTNG-TPLL

1 2 3 4 5 6 7 AZ/AA
Agv ue
Me éxave gKove va Me éxave
VoL VIOG® VIOC® VO VIOG®
AMyotepo TEPLGGOTEPO TEPLGGOTEPO
KavOG-N N Mydtepo KOvVOC-N
Kavos-1

7.Zoumepipeptnkate cOUP®VA LE TIG OIKEC GoG apyEg Kat aieg;
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1 2 3 4 5 6 7 AZ/AA

Koafolov Métpia AmoAbTOC

8.Avt N drumpaypdrevon giye OeTikd 1 APVNTIKO AVTIKTLTTO GTNV ALTO-EIKOVO, GG 1) GTNV

EVIVTMOGT] Y10, TOV EQVTO GOG;

1 2 3 4 5 6 7 AZE/AA

Agyv glye

ovte Eiye
Elye

BeTco BetiKd
aPVNTIKO ) )

ovte avtiKTLTOo
QVTIKTLTTO

apVNTIKO oTNV 0VTO-
GTNV OVTO-

avTiKTLTO gKoval
€IKOVA OV

GTNV QVTO- pov

€KOVA LoV

9.N1wbete mwg 0 avTiTOAOG GOC AKOVGE TIG OVI|CLYIES COG;
1 2 3 4 5 6 7 AE/AA

Koaforov Métpua AmoAbTOC

10.0a yapaxtpilate tn dadkacio TG dtampaypdTevons og dikoun;
1 2 3 4 5 6 7 AZ/AA

KaB6Aov Métpa AmoATMG

11.IT6c0 wovomomuévog-n eiote pe v evkoiia (1] SLGKOMA) VO PTACETE GE CLULP®VICL,

1 2 3 4 5 6 7

AZ/AA
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Kafolov Métpla AmoAbTOC
IKOVOTTONLEVOG- KOVOTTONHEVOG- 1KOVOTTONLEVOG-
n n n

12.0 avtitardg cog ELape voOyT ToLv/TNG TG O1KEG G0 EMBVUES, amOYELS, 1| OVAYKEG;
1 2 3 4 5 6 7 AE/AA

KoafBorov Métpla AmoAdTmG

13.T1 €idovg "ouvolkn)" EVIVTTOOT GOG £KOVE O OVTITAAOG GOG;

1 2 3 4 5 6 7 AE/AA
E&apeticd Ovte apvnTikn E&apeticd
OPVNTIKY 001e BeTIKN BeTuicn

1411660 wovomompuévoc-n elote amd Tn oXE0TN GOG LLE TOV OVTITAAO UG GOV ATOTEAEGLOL VTN

™G SOTPOYLATEVOT|G;
1 2 3 4 5 6 7 AZE/AA
Kaborov Métpla AmoAOTOG

15.H dwoumpaypdtevon cog EKOvVe vo, EUTIGTEVTEITE TOV aVTITOAO GOg;
1 2 3 4 5 6 7 AE/AA

Kab6riov Métpa AmoATmG

16.H dwampaypdtevon €ytice KoAd Oepéda yio o LEALOVTIKY GYEGN LE TOV OVTITAAO GOg;
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1 2 3 4 5 6 7 AZ/AA

KaBorov Métpua AmoAdTOG
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Hapaptnpa V
[1pdcBeTec EpOTNOELG AVAPOPIKE [E TIC PLAOJ0ETIES Kot TIG TPOGOOKIES TMV OATPOAYLATEVTMV
[Ipdobeteg epmoElg

20g TopaKaA® ovaTpEETe 6TOV TTivaKo KEPOMV Kot BAGEL OVTOV ATOVIOTE OTIG TOPAKAT® dVO

EPMTNCELC:

1. [Toca yprnata cuvoAikd (ot €) eAniCete vo kepdicete KaTd TNV dampaydTevon;
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Hapaptnpa VI
Odnyieg drampaypdtevong
Odnyieg dwampaypdtevong (Ayopactig)

KoaAgiote va dwompaypatevteite Ty Ty, Ty TEPiodo £yyvnong Kot TV TEPiodo service evog

KIVNToU ThAEQOVOU.

Q¢ ayopOasTNG TPOTYLATE VO, TO OLYOPACETE GE YOUNAT TN KoL LLE LEYAAN SLAPKELN £YYVTONG KO

service.

H dwmpaypdrevon pmopei va kpatnoet £o¢ 10” max kot pwopel va Anéet pe évav amd toug eENg

TPOTOLG:

o No @Tdoete 68 GLUEOVIO. X€ QLT TV TEPITTMOT Kot 0 KEPIIGUEVOGS KO O YOUEVOG
ocvppetéyovtag Ba AdPovv Pefaimon coppetoyng Kot Ba Tapakoiovbncovy Eva 2wpo

CEUVAPLO OVOPOPIKA LLE TIG SLOTPOLYLOTEVGELS,

o No amoy®wpnoet 0 évag amd Tovg 0V0 CLUUETEYOVTEC. € AT TV TEPITTMOT KAOE

ovppetéyovtag 0o AdPet Befaimon cvoppetoxng oAl kavévag omd tovg 0vo de Ba £xel ™

duvatdTNTO Vo TAPUKOAOLONGEL TO 2MPO GEUVAPLO AVOPOPIKA LE TIG SLOTPOY LATEVGELG.

e Na telewdaoet 0 ypdvog (10 Aemtd) mpv amd T CLVOYN GLUEMOVIOG. € VTN THV

nepintoon kabe cvppetéyovtag o Aapetl Pefaimon coppeTorng OAALL KavEVOS 0O TOVG
dvo 0g Ba £yl T dvvaTdTNTA VO TAPAKOAOVONGEL TO 2WPO GELVAPLO AVAPOPIKA LE TIG

dtmpory LaTeHGELS.

[Mopaxdato cog dlveton Evag wivakag kepdmv (payoff chart), Bdoel Tov omoiov Oa mpémetl va

Swmpaypatevteite. 'Exete 10° yio va 10 HEAETOETE KO VO TO KATOVOT|OETE.
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ATOPAXTHZ
Twn Kivntov Awapkero eyyomong* Awdpkela service*
2XTHAH 1 2THAH 2 2THAH 3 2XTHAH 4 2XTHAH 5 2XTHAH 6
Tups Képoog v Eyrénen Képdog yuu S Képdoc yu
SmP Oy LOTEVTN SlmpayLoTELTH TPy LATEVTY
150 € 0,00 € 1 pvag 0,00 € 1 pivag 0,00 €
145 € 1,00 € 2 pnjveg 0,60 € 2 pnveg 0,30 €
140 € 2,00 € 3 miveg 1,20 € 3 pmiveg 0,60 €
135 € 3,00 € 4 pveg 1,80 € 4 pveg 0,90 €
130 € 4,00 € S pnveg 2,40 € 5 pnjveg 1,20€
125 € 5,00 € 6 pnveg 3,00 € 6 pnveg 1,50 €
120 € 6,00 € 7 pveg 3,60 € 7 pveg 1,80 €
115 € 7,00 € 8 pnveg 4,20 € 8 pveg 2,10€
110 € 8,00 € 9 mveg 4,80 € 9 pveg 240 €

2TOY0G €IVaL VO UTOPETETE VO, OLOTPOYUOTEVTEITE OGO TIO ATOTEAEGUOTIKG UTOPEITE DOTE VO EYETE TO
ueyaivtepo ovvato képoog. To uéyiaro ovvato képoog eivor €15,20 (€8,00+€4,80+€2,40) [oe
Kitpivo] mov mpokdmrel av ) il wov Bo oyopdoete to kivnTo givar €110 (younlotepo ovvaro
KOGTOG), 1 O10pKELD, YyOnons 9 unves (ueyalvtepn dvvari d10pkelo. eyyonons) kai 1 SLlapkeLa service
9 unveg (ueyoaiotepn ovvary olapkelo. service). 201000, ETEION € UIO OLUEPT OLOTPOYUCTEDTH GUTO
o€V eival ovyVa, EPIKTO, Qo UTOPODOATE VO, ETIOLMEETE KATOLOV OLAPOPETIKO GVOVOVATUO Tt.). €120
T k1vnod, 3 ujveg yyonon kot 6 uiveg service kai apo. vo, kepoioete €8,70 (€6,00+€1,20+€1,50)

[o€ mpaaivo].

*Aropopd, eyydnonc - service

H gyybnon apopa otnv mpoyuatikotnta o, vwocyeon’ omo 10V KOTOOKEDAOTH TOV TPOIOVIOS OTI
70 TPOIOV 0100ETEL TVYKEKPLUEVO. YOPOKTHPLOTIKG, TPOOPILETAL Y10 CVYKEKPLUEVES YPIOTELS KO

IKQVOTIOIEL GUYKEKPIUEVES OVOYKES KO OKOTOVG.
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To service amoteldel pia wopoyn wov de SIVETOL GO TOV KOTAGKEDAOTI] GAAG ATO TOV EUTOPO
Aavikng (mpounBevti) o omoiog avoloufaver Thv ETIOKEDN 1] KOL OVTIKOTATTOOH TOD TPOIOVTOS GE

TEPITTWOTELS TOD OEV OPOPOVY GE KOATOTKEVOTTIKG. TPOPANUOTO.

Ev oliyoig, i eyydnon kaldmrel 1o, eEAaTTOUOTO. KATAOKEDNS £V TO SEIVICe kalvmrel Ao
TPOPAUOTO TOV UTOPODY VA TPOKOWOLVY 1] Kol TOaVES (NuIES TOV umopel va. TpokinBodv oty

OVOKEVH].

Odnyieg owmpaypdtevong (Iointmcg)

KaAeiote va dwompaypatevteite tnv Ty, tnv TEPiodo £yyvnong Kot TV TePiodo service evog

KIVNTov ThAEQOVOV.

Q¢ moANTGg / TPOUNOELTNG TPOTILATE VO TO TOVANGETE GE LYNAN T Kot PE HKPY| O1dpKeELn

gyydnong Ko service.

H dwmpaypdrevon pmopei va kpatnoet £o¢ 10” max kot propel va Anéet pe évav amd toug eENg

TPOTOVG:

e No @tdoete 6€ GLUEOVIO. X& QT TNV TEPITTMOT Kot 0 KEPIIGUEVOS KO O YOUEVOC

ocvppetéyovtag Ba AdPovv Pefaimon coppetoyng Kot Ba Tapakorlovbncovy Eva 2wpo

CEUVAPLO OVOPOPIKA LLE TIG SLOTPOLY LOTEVGELS.

e No amoy®pnoet 0 évag amd Tovg SV0 GUUUETEYOVTEG. L€ VTN TNV TEPITT®ON KAOE

ocvppetéyovtag o AdPet BePfaimon coppetoyng aAld Kovévag amd Toug 600 o Ba Exel T

duvatdHTNTO VA TAPUKOAOLONGEL TO 2MPO GEULVAPLO AVOPOPIKA LE TIG SLOTPOY LATEVGELG.

e Noa telewdaoel 0 ypdvog (10 Aemtd) Tpv amd T GLVOYN GLUEMOVING. L€ AVTH TV

nepintoon kabe cvppetéyovtag o Aapetl Pefainwon coppeToynNg OAALL KOvEVOS 0O TOVG
dvo 0g Ba £yl T dvvaTdTNTA VO TAPAKOAOVONGEL TO 2WPO GEUVAPLO AVAPOPIKA LE TIG

dtmpory LateHGELS.




[Mopakdto cog divetan Evag mivakag kepddv (payoff chart), Bdoet Tov omoiov Ba mpémet va

Swmpaypatevteite. Exete 10° yio va 10 LEAETOETE KO VOL TO KATOVOT|OETE.
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[TQAHTHZ / TIPOMHOEYTHZX
Twn kKivntov Awapkera gyyomnong * Awapkera service*
2THAH 2THAH 2THAH
. XTHAH 2 . 2THAH 4 . 2THAH 6
Tup Képoog v Eyyénon Képoog v S Képoog v
SLTPOLY LOTEVTY) OLTTPOYLOTEVTT) SLTPOLY LOTEVTY)
150 € 8,00 € 1 pnjvag 2,40 € 1 pvag 4,80 €
145 € 7,00 € 2 mveg 2,10€ 2 mjveg 4,20 €
140 € 6,00 € 3 pnjveg 1,80 € 3 pnjveg 3,60 €
135 € 5,00 € 4 prjveg 1,50 € 4 pnveg 3,00 €
130 € 4,00 € 5 pveg 1,00 € 5 miveg 240€
125 € 3,00 € 6 pveg 0,90 € 6 pnveg 1,80 €
120 € 2,00 € 7 pveg 0,60 € 7 mveg 1,20 €
115 € 1,00 € 8 mveg 0,30€ 8 pnveg 0,60 €
110 € 0,00 € 9 pnveg 0,00 € 9 pnfveg 0,00 €

EYETE TO UEYAADTEPO OVVATO KEPOOG. To uéyiaro ovvaro képoog eivor €15,20

2T0)0¢ EIVaL VO UTOPEGETE VO, OIOTPOYUATEVTEITE OGO TLO ATOTEAEGUOTIKG UTOPEITE DOTE VO,

(€8,00+€2,40+€4,80) [o¢ Kitpivo] mov mpokdrTer av n Tiuny mov Qo TOVANGETE TO KIVHTO gival
€150 (vynlotepn dvvary Ttiun), n orapkeia eyyonong 1 unvag (uikpotepn ovvary di1GpkeLo.
eyyomang) kou n o1apkeio, service 1 unvog (Ukpotepn dvovorn oiapkeio, service). L2otooo,
ETELON TE LUI0, OWUEPT] OLOTPOYUCTEDTH QVTO OEV EIVAL GUYVO, EQPIKTO, Ba umopodoote vo
EMLOLOEETE KATTO10V OLOPOPETIKO avVOvoouo T.y. €140 tyun kivytoov, 4 unveg eyyonon kar 7

UNveg service kot apa. vo, kepoioete €8,70 (€6,00+€1,50+€1,20) [oe mpdoivo].




238

*Alowopd eyydnonc - Service

H gyydmon apopd oy mpaypatikdtnTo [o “rocyect’ amd ToV KATUCKEVOGTY] TOL TPOIOVTOG
OTL TO TPOTOV OLOOETEL GUYKEKPLUEVA YOPOUKTNPIOTIKA, TPOOPILETOL Y10 CLYKEKPIUEVES YPNOELG

KOl IKOVOTIOLEL GUYKEKPIUEVES AVAYKES KOl GKOTTOVG,.

To service amotelel po Topoy Tov O JiveTal 0o TOV KATACKEVAGTH GALA amd TOV EUTOPO
Mavikng (tpopunBevtn) 0 omoiog avaAapPavel TNV EMGKELT N KOL OVTIKOTAGTOGT TOV TPOIOVTOG

0€ MEPIMTMGELS TOV OEV APOPOVV GE KOTACKEVOGTIKA TPOPATLLOTAL.

Ev okiyoig, n eyydnon kaldmrel o elotropota koTaokevns eva to Service kalomrel alla
TpofAnuoTa mov UTopPovY va mpokdyovy 1 kot mhavés (NuiES mov umwopel va mpokinbodv oty

ODOKEVY].
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Hapaptypa VII
Awroyiopdg Ayanng ko Kaloothvng

[Ipoomabnote va YoAopOOCETE.

KobBiote dveta pe ta 16100 60,6 VoL 0KOVUTOVV GTO £30(POG KoL TY| GTOVOVAIKT GG GTHAN
evbeia. Xohapdote OLO GO TO GMLLOL.

[Mapte pepucég Pabiég avaoeg KL 0Tav elote ToLol KAEIOTE TO HATLO GOG.

Kpatnote ta pdtia cog KAEIoTA 68 OAN TN SLAPKELN TG AOKNONG KoL EGTIACTE TNV
TPOCOYN oag e ovTO oV cLUPaivel péca coc. Xwpic vo tpoomadeite va
OLYKEVTPMOEITE, AMAMG YAAUPDOTE KOl AKOAOLONGTE TIG 0OMNYiES.

[Tapte po Pabid etomvon. Kot exnvevorte. Tldpte pepikég axoun Pabiég avaoes yio vo
YOALOPDCETE TO COUA GOG. AvamvedoTte amd T Lot oag, Babid ota Tvevpdvia cog Kot
aenote Tov aépa va Byel amd 10 GTOU GOG.

AoV mépete pepucéc Pabiég avaoeg, unv mpocmadeite mAEOV vo eEAEYEETE TNV OVOTTVON)
00G OAAG APNOTE TOV OEPO VAL UTTOEVEL Kot Byaivel omd TO GOUA GG PUGIKAL.

Eoctidote Tdpa TNV Tpocoyr| GOg GTNV OVOTVOT| GOG, TTMG PLGIKA O 0EPOG UTAIVEL KO
Byaivel and 10 chpo oG, ZTadoKd €6TIAGTE OO TV OVOTVOT) GTOVS YTOTOVS TNG
KapdLG GOG.

Kpatdvtag ta pdrtio cog kKAeloTd, oKepTeite £va KOVTIVO GOG ATOLO, TOL GOG OYOmde
ToAV. Oa umopovoe va elvorl KAmol0g dAcKALOC, £vag KOAOS Oilog 1 Kdmolo HEAOG TNG
01KOYEVELAG GOC.

davrtaoteite avTod 10 dTopo va Bpioketor ot 0eEld GOC KOl VoL 060G GTEAVEL OAT TOL TNV
ayamn. Xag oTEAVEL EVYEG Y1 TV 0CQAAELL OOG, TNV VYEIN GOC KL TNV EVTVYIN GOG.
Ax000TE T0 KOl VIDGTE OAEG TIG (EOTEG ELYES KO TNV OYOTN TOV GOG GTEAVEL.

Topa, pépte 6TO VoL GOG £va AAAO dTopo, Tov Gag ayordel Babid. Poviacteite To dTopo
avTd va. BploKeETOL GTO APLOTEPE GOG KOL VO GOG GTEAVEL ELYES Yol TNV LYEla, TV guTuyia
ka1 TNV ev{mia cog. AKOVGTE TO KOl VIOGTE OAN TNV KAAOGUVN KoL TNV aydmn Tov GG
OTEAVEL.

Topa, pavtacteite 6TL Teprrpryvpileote amd OAEG TIG TAELPES OO ATOLO TOV GOG
ayamovv. Kdavte eucovo 6A0vg Tovg pIAOVE, TOVS GUYYEVEIG 1] TOLG AYATNUEVOLS GAG YOP®

o0G.
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2TEKOVTOL KOl 060G GTEAVOLV €VYEG Yol TNV uTuyia Kot TNV vyeia cag. Nubote OAn v
KOAOGUVT KO TNV aydmn), Tov épyetal amd OAeS Tig TAevpéc. Eiote mAnpelg ko
Eexelilete ayann ko {eotaod.

[Tapte po Pabid avdoca. Kot aprote  va edyet. Tdpte o akdun fabid avaca kot
QPNOTE TN VA PUYEL.

[Mapatnpnote TV KOTAGTOGT TOV LLOAOD GOG Kol TO TMOG VMBeTE PHETA omd TNV doknon.

Otav elote £To101 avoilte To LATIO GOG.
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Hapaptnpa VIII
Emtpomn deovroroyiag tng épevvog [avreiov [Mavemompiov - ITictomomtikd £ykpiong
Ap1Opog Ipwtokodirov: 22/ 15- 5 -2022

Tithog g Epevvntikng [pdtaonc: «H enidpaon g Pimong Betikdv cuvaicOnudrtov otig

depels drompory LaTeHOEIS»

Emotpovikdg YrehOvvog-n: Ilpaced Kovetavriva
Yuvepydtes: LTOAKOS AVOGTACL0G

Awgpkewn 'Eykpiong: 3 pnveg

Avopevopevn évapén épevvag : 22- 5 - 2022

Avapevopevn AMén épevvag : 30 — 9 - 2022

Huepopmvia Aéng g éyxpiong: 30-10-2022

E&ovorodotnuévn vroypaen: Eévn Xpvcoydov [1pdedpoc EHAE
Hpepounvia : 22 — 5 - 2022

[MAnpopopieg ehde@panteion.gr

H mapovoa adsto yopnyeiton pe faon ta ototyeio mov ntpooskopiomkay otnv EHAE. Tuyov
yevdn otoryeia, avainfeig dnimaoelg fopHvovy Tov artoVUEVO 0 0TO10G LTOKELTOL 6T VOopoBesio

nepl YeLO0HE ONAMOEMC.

Ad€1000T 01 pE Paon v v’ ap. [Ipmtokdériov 66/ 29-11-2021 aitnon kot Tig
6VVaKOLoVOES drevkprvioerg 29/8-2-2022, 67/27-4-2022 g Kovetavriveg [paccd.

OPOLI:

Noa onuetwdel 6Tt av n nuepounvia Evapéng eivor tépay TV 12 unvov amd TV oVOUEVOLEVT
nuepounvia Evapéng Tavel vo 1oyOEL VTO TO TIGTOTONTIKO £YKPIONG KO 1) EPELVA TTPETEL VO,
emavérDel ek véov oty EHAE yio mBavég petaforéc otn vopobesia 1 otig dadikascieg Tov

[Mavemouiov.


mailto:ehde@panteion.gr
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Mopokar® deite KOl 0KOAOVONGTE TIC TAPUKATO UTALTIOELS Y10 TIS UOELOOOTNNEVES

épevvec:
Alrayég oto Epevvniko Ilpmtokorio

Kd&Be aAlayn oto epeuvntikd mpwtdkoAro mpémel va vtoPaiietar ek véov oty EHAE

TP amd TV Evapén TV S1001KACIOV.
AvaTpo@odoTnon GYETIKG NE TIS 6uVONKeg delaymyng TS Epevvag

Ké&Be mpopAna deovioroyiog mov mpokdmTeLl Kotd T dtesoywyn e £pEVVag TPEMEL VL

avapépetor opécmc otnv EHAE.
AvaTpo@odotnon oyeTika pe avtiéoa (1) kot pun avapevopeva (2) yeyovota

Kd&Be avtioo (un exobdoro kot pun embountd) Kot pn avoueVOUEVO YEYOVOS KATA T
deEaywyn g Epevvag pénet va avapépetar otnv EHAE. X¢ nepintoon mov mpdxettan yio
coPapd yeyovog n épevva mpémel va, dtokomteTal Ko o/ tpodedpoc e EHAE va evnuepdveton

eV1oc 24 wpav.
"EAeY(0¢ TOV 00E1000TOVPEVOV EPEVVAV

To Iovemot o eAEYYEL TEPLOJIKA TIC AOE000TNEVES Epevves. Mmopel va {ntnel amd tovg
EPEVVNTEC VO AVAPEPOLV SPAGTNPLOTNTES TTOL APOPOVV T OEOVTOAOYID TOV AOELOIOTNUEVOV

EPELVOV. ATOTLYIO OTNV KAALYT TOV EPEVVITIKAOV TPOTHTTWV SEOVTOAOYING GOUPOVA LE TOVG
Kavoviopovs tov [avemotnpiov propei va 0dnynoet o€ ecmTepkég dradikacies melbapytkon

eEAEYYOL TOV €V AOY® TOPOTTMUATOC.

1. Avti&oo yeyovog Bempeitan kdbe cupPdav mov AapPavetl yopa Katd ™ oeaymyn evog
EPELVNTIKOD TPWTOKOALOL Kt £{TE TPOKOAEL PUOIKN I YVYOoAOYIKT BAGPN, gite avédvel Tov
KIVOLUVO QUGIKNG 1 YLYOAOYIKNG PAAPG 1] 00N YEL OTNV ATMAELN TG OIWTIKOTNTOG KOl TNG

EUMGTELTIKOTNTOG TOV CUUUETEXOVTOV 1) GAA®V.

2. Mn avapevopevo yeyovog givat po cuvOnknm Katd tn degaymyn g £pevvag mTov o)
nrav PAafepn yia Evo/pio GUUUIETEYOVTO-0Voa. 6TV £pgvva B) av&ave Tov KivOuvo VoL LTTOGTOVV

BAGPT 01 GLUUETEXOVTEG-OVGES GTNV £PEVLVOL.

[Ipoctacio dedopuévav
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1.0cov agopd  dradikacia deEaymyns e £pguvag, N TpOSPacT TOL EPEVVITI GTA GYETIKA
apyeio Oa yivel 6TOV YMPO THPNONG TOVS, MOTE VO UMV EKPVYOVV A0 TNV GOAIPO ETLPPONG TOV
vevBuvou kaTdyov TV apyeiwv. O gpguvng Ba Bécel vitd enelepyacia and To apyeio pdvov
0G0 oTotEln Elval, KATO TNV ETGTNUOVIKT TOV KPIGN, ATOPOATTO Y10 TV OAOKANP®GN TOV
EPELVNTIKOD TOL £PYOL KoL KATA TNV OAOKANPWOGT TNG £PEVLVOG OMKMG 1) LEPIKDG KO TTPLV TN
onpocigvon 1 Ko’ 010vONTOTE AAAO TPOTO YPTOT| TOV ATOTEAECUATMV TNG, GUVOAIKA 1) KOTA
016010, Oa TpoPel GTNV AVOVLUOTOINGCT TOV TPOCOTIKDOV OEO0UEVMV TOL £XEL CLALEEEL Ko Oa
KOTAGTPEYEL TO TVYOV LITAPYOV OVOUAGTIKO apyeio mov Exel cuAleyDel. O gpevvnig Ba Adfet T

OLYKOATADEST] TV GLUUETEYOVTIMV GTNV £PEVVAL.

2. Amayopevetar 1 StoPifoacn 0E0UEVOV GE TPITOVE EKTOG TV EPEVVITMV TOV OVOPEPOVTOL
otV aimon. Emrpénerol ) avokoivoon Tov anoteAecudtov e £peuvag vrd T Hopen
OTOTIOTIKMV 1) OVOVUUOTOMUEVOV 6ToLElmV. 'ETo1, oTor)Eln ONUOCIOTOM OO GE ETIGTNLOVIKA
apBpa, Lovoypapies, EMGTNUOVIKA TEPLOSIKA SVVAVTOL VO EIVOIL LOVO GTOLYXEID VO VLLLOTOMUEVL
1] CUYKEVTPMTIKA GTATICTIK(, EKTOG TEPITTMOCEDV TOV OUTIOAOYNUEVA £OVV avapepOel otV

aitnomn adedoTNoNG.

3. O vrevBvvog emelepyaciog Oa mpénet va tpel amapeykAitog ta amapaitnTo HETPO acPAAELO,
10img, va AapPavet Ta KATIAANAL OPYOVOTIKE KoL TEXVIKO LETPO Y10 TV OGPAAELD TOV
OEOUEVAOV KOl TNV TPOCTAGIO TOLG amd Tyl 1 ABEULTY KOTAGTPOPT), ATMAELN, AALOI®OT),

amoyopevpévn dtadoon 1 tpodcPaocn kot Kabe GAAN popen abéuitng eneEepyaciog.

4. Etvar avtovont 1 cORROpemon Tov veedBuvou g enegepyaciag Tpog tn vopobesia
TPOCTOCIOG OEQOUEVMV, TIG YVOUOO0TNGELS, 00NYiEg Kol AOUTEG ATOPAGELS TG APYNS
[Ipootaciog oyeTkd e TNV EpUNVELN KoL EPOPLOYN TOV KAVOVIGTIKOD KOOEGTMOTOG OV SIEMEL TN

Aertovpyio Tov apyeiov TPOCOTIKOV dEGOUEVOV.

g TePINTOOT U GLUUOPPOONG LE TOVG TOPATAVED OPOVS 1) AOELN TAVEL VO IGYVEL.
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Hapaptnpa I1X
[Ipogktvmwon dnpoacievpévou dpbpov

Prassa, K., & Stalikas, A. (2020). Towards a Better Understanding of Negotiation: Basic
Principles, Historical Perspective and the Role of Emotions. Psychology, 11(01), 105-136.
http://dx.doi.org/10.4236/psych.2020.111008
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Towards a Better Understanding of Negotiation
Basic Principles, Historical Perspective and the Role of Emotions

Konstantina Prassa
email: konstant_prassa@hotmail.com
Anastassios Stalikas
Department of Psychology,
Panteion University, Athens, Greece

Abstract

Negotiation, as a form of interpersonal interaction, is essential in any context as it is the means
individuals use for managing conflict and accomplishing their objectives. The purpose of this
article is to review the current negotiation literature and highlight the significance and pervasive
effects of emotions in the negotiation or bargaining process and outcome. Although there has been
a broad interest in the study of negotiation, research has mainly focused on the study of the
cognitive and rational aspects of the negotiation process while its emotional aspects have been
overlooked. Nevertheless, in the past few years, there has been an increasing realization that
emotions play a crucial role in negotiation and therefore the study of emotions in negotiation has
been embraced by both researchers and academics. This article is organized in three sections. In
the first section, the fundamental principles of conflict resolution and negotiation are provided in
order to facilitate the understanding of the mixed existing literature which leads to a chaos. In the
second section, a historical perspective of negotiation is presented in order to shed light on its
evolution over the years. In the third section, the role of emotions in negotiation is highlighted and
an emphasis is put on the significance of positive emotions, in an attempt to outline how the

discipline of positive psychology can meaningfully contribute to the negotiation field.

Keywords: Negotiation, Positive Emotions, Positive Psychology, Bargaining, Conflict Resolution
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1. Introduction
Conflict is inevitable and ubiquitous in both personal and organizational life and it often

causes strong emotional responses to the conflicting parties (Van Kleef, 2008). Conflict is defined
as a type of social interaction process between individuals with incompatible values or interests
(Mack & Snyder, 1957; Bernard, 1957; Deutsch, 1973). Several techniques, such as legal
procedures, or even violence, can be employed to resolve conflict (Rubin & Brown, 1975).
Nevertheless, the primary and most constructive mechanism for managing conflict is negotiation,
which is a form of social exchange used whenever conflict erupts and is defined as the symbolic
communication between two or more parties pursuing to reach an agreement on an issue where
contradictory interests originally existed (Kimmel et al., 1980). Other definitions consider
negotiation as a deliberate interaction between two or more complex social units aiming to define
or redefine the terms of their interdependence (Walton & McKersie, 1965) or as a process aiming

to resolve a perceived discrepancy of interests (Pruitt & Carnevale, 1993; Pruitt, 1998).

In the majority of the literature, ‘bargaining’ is a term used as a synonym for ‘negotiation’,
as if they have reference to the same phenomenon. Nevertheless, it is helpful to mention the
distinction between the two. Literally, bargaining is more like haggling over price in a ‘bazaar’
setting, so it is negotiation of price alone. It refers to a typical win-lose or competitive form of
negotiation where resources are limited and parties act opportunistically as they seek to maximize
their benefits at the expense of the other party. On the other hand, negotiation refers to a win-win,
problem-solving approach where all parties can end up with equally beneficial outcomes (Stevens,
1958; Ghauri & Usunier, 2003). Another view supports that while bargaining concerns the
interaction between people over some sale or purchase, negotiation refers to the interaction
between complex social units (e.g. nations), aiming at resolving multiple issues (Rubin & Brown,

1975). Since the above-mentioned meanings of the two concepts are considered to be outdated
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(Ghauri & Usunier, 2003), in this article, the terms negotiation and bargaining will be treated as

interchangeable.

Negotiation has drawn the attention of researchers and practitioners for a long period of time.
However, for many years, research had focused on the study of the cognitive aspects of the
negotiation process. The emotional aspects in bargaining were not just underestimated but
absolutely neglected (Thomas, 1990; Kramer et al., 1993; Brooks & Schweitzer, 2011).
Surprisingly, even concepts such as trust and motives that embody an emotional content had been
studied exclusively in terms of strategy (Olekalns & Druckman, 2014). Emotion was considered
to be an obstacle to an effective negotiation outcome while rationality was considered as more
appropriate, and neutral emotions expressed by the use of the proverbial impassive ‘poker face’

were strongly suggested (Gibson & Schroeder, 2002).

Only recently negotiation researchers have shifted their attention from the procedural,
cognitive and rational processes to the emotional ones, in an attempt to understand negotiation
more fully (e.g. Barry, Fulmer & Van Kleef, 2004; Kopelman, Rosette & Thompson, 2006;
Thompson, Nadler & Kim, 1999; Allred, 1999; Sinaceur & Tiedens, 2006; Shapiro, 1991; Baron,
1990; Barry & Oliver, 1996; Morris & Keltner, 2000; Shapiro & Bies, 1994; Lawler & Yoon,
1995; Barry, 1999). Over the past few years, the influence of emotions and affective components
in negotiation has been highlighted (Kumar, 1997) as it has become apparent that rational thought
is critical but it cannot operate in the absence of emotions, and vice versa (Callahan, 1988). As
Davidson and Greenhalgh (1999) suggest, when two individuals have different opinions about an

issue but neither of them has an emotional reaction, there will be no negotiation.

The purpose of this article is: (a) to review the relevant literature and highlight the

fundamental principles of conflict resolution and negotiation, (b) to present a historical perspective
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of negotiation, and (c) to emphasize the role of emotions, and especially the impact of positive

emotions on the negotiation process and outcomes.

2. Basic Principles of Negotiation
Since conflict is omnipresent, it can occur between individuals, groups, organizations or

nations (Van Kleef & C6té, 2018). For this reason, negotiation has been studied from several
perspectives, including the psychological (e.g. Barry & Oliver, 1996), the economic (e.g. Tversky
& Kahneman, 1991), the collective (e.g. Walton & Mc Kersie, 1965), and the diplomatic or

international perspective (e.g. Adler, Graham & Gehrke, 1992).

Negotiations can take several forms. They can be conflict management or transactional
negotiations. They may concern simple daily interactions and disagreements, complex
organizational issues, legal disputes or even issues capable of leading to wars. They can take place
between two people discussing one issue, or they may involve multiple topics, multiple parties or
several people acting on behalf of a constituency. They can be short or long-lasting and they may
refer to face-to-face or virtual interactions. Nonetheless, regardless the type of negotiation, they
all share a common element: the desire of the parties involved to cooperate so as to avoid impasse
and reach an agreement and to compete in order to maximize their outcomes (Komorita & Parks,

1995; Deutsch, 1973).

The theoretical goal of the negotiation study is to enable individuals to foresee the outcomes
of the bargaining process, while its applied goal is to facilitate individuals negotiate in a more
effective way (Bazerman, 1986; Raiffa, 1982). The principal features of negotiation are that (a)
participants consider their interests as conflicting, (b) communication is feasible, (c) several
alternative solutions are possible, (d) individuals have the right to make provisional offers and

counter-offers, and (e) offers are not final and binding neither determine the outcome until they
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are accepted by both parties (Schelling, 1960; Chertkoff & Esser, 1976). The basic components
of negotiation are: (a) the parties that are the individuals (or a group of people sharing common
interests) who participate in it, (b) their interests that express their preferences, (c) the process that
describes the interaction, communication and relationship between the parties as well as the
bargainers’ behaviors, cognitions and motivations, and (d) the outcome that is the product of the
bargaining process (Thompson & Hastie, 1990; Walton & McKersie, 1965). While the parties and
the interests are quite explicit and clear, the negotiation process and outcome are extremely

complex and therefore should be explained and analyzed in more depth.

Negotiation process. The structure of the negotiation process depends on the degree of
conflict that exists between parties’ interests. Pure conflict, also known as fixed-sum or win-lose
or value claiming or purely distributive bargaining, refers to situations where parties’ interests are
absolutely conflicting and perfectly negatively correlated and thus bargainers’ primary motivation
is to maximize their utility or their share of fixed-sum payoffs. At the very opposite end, there are
pure coordination situations that describe negotiations where bargainers’ interests are totally
compatible. Nevertheless, most negotiation situations are not classified into any of the above
categories but into a third one, variable-sum or win-win or value creation or integrative
bargaining, where parties’ interests are neither completely opposed and purely competitive nor
completely compatible, and the gains of one party do not represent equal losses for the other party.
Integrative negotiation follows a joint problem-solving and information sharing format and gives
individuals the opportunity to achieve a ‘bigger pie’ and increase the size of their gains (Thompson,
1990; Pruitt & Rubin, 1986; Raiffa, 1982, Walton & McKersie, 1965; Lewicki, Weiss & Lewin,

1992; Lewicki, Saunders & Barry, 2006; Pruitt & Lewis, 1977).
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Negotiation outcome. As far as the negotiation outcome is concerned, it can be either the
impasse, when the bargainers fail to reach a mutually accepted agreement, or the agreement

between the parties (Thompson, 1990).

Integrative negotiation agreement. In bargaining situations, the agreement is considered to
be integrative, efficient or Pareto optimal when it satisfies the interests of all parties involved and
there is not any other possible alternative that could benefit one or both parties while at the same
time not hurting any of them (Pareto, 1935; Nash, 1950). An illustrative example to comprehend
Pareto optimality is a story recounted by Fisher and Ury (1981). Two sisters fighting for a single
orange, decided to resolve their dispute by cutting it in half. After a while, they realized that one
of them just needed the juice while the other wanted the rind. In this case, cutting the orange in
half cannot be considered as Pareto efficient, since another possible solution could have
maximized both sisters’ outcomes; one could have received the juice and the other all of the rind.
Unfortunately, in the real world, not many bargainers manage to reach Pareto-optimal outcomes
regularly (Thompson & Hastie, 1990).

Distributive negotiation agreement. The distributive aspect of bargaining refers to the way
individuals choose to divide resources and can be understood through the classic ultimatum game.
The ultimatum bargaining game is the most popular instrument used in negotiation research and
was described by Giith, Schmittberger and Schwarze (1982). In fact, it is a ‘take it or leave it’
experiment during which a player, called the proposer, is given the opportunity to split a fixed
amount of money with another player, called the responder. Once the proposer communicates his
decision to the responder, the latter has the option to either reject it, if the deal is perceived as
unfair, or to accept it. In the first case, both players receive nothing, while if the responder accepts

it the amount of money is split as per the proposal and the distributive aspect of the bargaining
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process is the proportion of the initial amount that each negotiator gets. Although the game’s
structure seems to be quite simple and easy to understand, nevertheless, the psychological

mechanisms underlying the players’ decisions are both complex and diverse.

Negotiation may result to both economic outcomes, which describe the financial elements
gained or lost, and subjective or social-psychological outcomes that refer to the perceptions and
feelings about the bargaining situation, the opponent, the self and the instrumental outcomes. The
negotiators’ satisfaction, the relationship between the parties, and their willingness to repeat the
process with the same opponent in the future are some examples of the social-psychological
outcomes which may result from negotiation (Curhan et al., 2006). Economic outcomes can
influence social-psychological outcomes and vice versa (Allport, 1955; Thompson, 1990;

Thompson & Hastie, 1990).

One of the most commonly investigated social-psychological outcomes resulting from
negotiation is negotiators’ subjective value (SV) that is defined as the ‘social, perceptual, and
emotional consequences of a negotiation” (Curhan, Elfenbein & Xu, 2006, p. 494). The concept of
subjective value incorporates four factors, (a) instrumental SV, (b) self SV, (c) process SV and (d)
relationship SV while there is also the (e) global SV representing an integrative framework.
Instrumental SV describes the subjective perception that the economic negotiation outcome was
beneficial for the individual, self SV refers to one’s satisfaction resulting from the belief that his
behavior was appropriate, process SV comprises his perception that was treated fairly, and
relationship SV includes trust and positive impressions that enhance the willingness for future
interaction. Process SV together with relationship SV form the broader construct of rapport
(Curhan, Elfenbein & Xu, 2006) that describes the mutual positivity and interest (Tickle-Degnen

& Rosenthal, 1999).
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Studies have shown that negotiators who have succeeded instrumentality in a past
negotiation feel more confident and motivated to repeat it in the future (Sullivan, O’Connor &
Burris, 2006). In addition, individuals who feel satisfied with the process and the relationship can
evoke same in others and are more willing to compromise with counterparts they know (Druckman
& Broome, 1991; O’Connor et al., 2005). So, subjective value is objectively beneficial in

negotiation (Curhan, Elfenbein & Eisenkraft, 2010).

3. Historical Perspective of Negotiation
Negotiation research has been influenced by several disciplines, including social

psychology, cognitive psychology, sociology, communication studies, political science,
organizational behavior, law, management, mathematics, and economics (Thompson, Wang &
Gunia, 2010). As a result, there is an impressive body of empirical findings that span several
decades and along with the numerous theoretical frameworks and the great variety of terminologies

used, they make negotiation field one of the most complex and challenging ones.

Throughout the 1960s and 1970s the study of negotiation was a field within the domain of
social psychology (Druckman, 1977; Pruitt, 1981). During that period, negotiation study primarily
focused on two areas of research: (a) individual differences of negotiators such as demographic
(e.g. gender) and personality (e.g. Machiavellianism) factors, and (b) situational or contextual
features (e.g. power) that facilitate or hinder the negotiation process (Rubin & Brown, 1975; Siegel
& Fouraker, 1960; Kelley, 1966; Deutsch, 1973; Druckman, 1986; Morley & Stephenson, 1977;

Neale & Bazerman, 1992).

a) Individual differences
Since bargaining is an interpersonal activity, it seems reasonable that negotiators’ personal

characteristics should have a significant impact on their performance (Bazerman, Curhan &
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Moore, 2001). Nonetheless, despite the countless investigations that have been conducted,
individual differences including demographics and personality variables have not been found to
explain much variance in negotiation behavior and outcomes (Rubin & Brown, 1975; Thompson,
1998; Lewicki et al., 1994; Pruitt & Carnevale, 1993), although supporters of their predicting
power still exist (e.g. Barry & Friedman, 1998). One of the factors that have been extensively
studied is gender (e.g. Babcock & Laschever, 2003; Watson, 1994; Kolb & Williams, 2000; Kray
et al., 2002; Deal, 2000; Major et al., 1984), which is one of the most enduring and controversial

issues in negotiation research.

Gender. Across a plethora of studies, there has been inconsistent evidence regarding the
influence of gender on bargaining performance (Lewicki, Litterer, Minton & Saunders, 1994).
Most of the research findings have reported that women (a) perceive and experience conflict and
negotiation in a different way than men (e.g. Stevens et al., 1993; Stuhlmacher & Walters, 1999;
Gerhart & Rynes, 1991; Gilkey & Greenhalgh, 1984; Pinkley, 1990; Zechmeister & Druckman,
1973), (b) use more cooperative strategies (Walters et al., 1998), (c) reach more unfavorable
agreements (e.g. Dalton & Todor, 1985; Dalton et al., 1987), (d) hesitate to initiate negotiations
(Small et al., 2007; Babcock et al., 2006; Bowles et al., 2007), (e) agree on lower starting salaries
(Gerhart & Rynes, 1991), and (f) they typically achieve worse negotiation outcomes (Stuhlmacher

& Walters, 1999; Kray et al., 2001).

Although these findings have been explained in terms of power and status differences
between men and women (Watson, 1994; Watson & Hoffman, 1996; Bowles, Babcock & Lai,
2007; Amanatullah & Morris, 2010; Bowles, Babcock & MacGinn, 2005; Miles & Clenney, 2010),

the most prevailing aspects associate them with role congruency theory (Eagly & Karau, 2002)
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according to which individuals should behave similarly to their role expectations in order to be

positively evaluated.

Women are considered to exhibit more communal features than men and thus the expectation
for them is to act in accordance with common female roles and behave in a friendly and warm
way, while men are expected to exhibit more assertiveness, confidence and dominance (Eagly &
Carli, 2003). Negotiation is viewed as a tough procedure associated with masculine traits rather

than stereotypical feminine characteristics (Kray & Thompson, 2005; Putnam & Kolb, 2000).

What creates a dilemma for women is the fact that although their role is not congruent with
bargaining, when they violate the gender stereotype and they adopt a masculine style that could
make them more effective and successful, they are socially punished and judged negatively by
their counterparts (also known as backlash effect). As a result, women are pressed to exhibit an
affiliative style during negotiation, perpetuating the vicious circle of their ineffectiveness
(Stuhlmacher, Citera & Willis, 2007). This fact is in accordance with the finding that women are
more hostile in virtual than face-to face negotiations, since virtual negotiations allow them to
ignore labels, and reduce pressures to be relationship oriented (Stuhlmacher et al., 2007).
Nevertheless, gender differences in bargaining seem to be mitigated when women hold power and
high-status roles as their demands in this case are considered as legitimate (Amanatullah & Morris,

2010).

On the other hand, numerous studies have reported that gender does not play a significant
role in negotiation competitiveness (e.g. Lewicki et al., 1994; Pruitt & Carnevale, 1993).
Specifically, the meta-analysis conducted by Walters, Stuhlmacher & Meyer (1998) showed

gender differences to account for less than 1 percent of the variance in negotiators’ performance.
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Therefore, findings that support the gender impact on negotiation should be treated with skepticism
as there may be plentiful studies that have not reported their results due to the lack of statistically

significant effects (Thompson, 1990).

Other individual characteristics, such as cognitive ability, also seem to offer limited insight
into predicting negotiator performance (Rubin & Brown, 1975; Pruitt & Carnevale, 1993;
Hermann & Kogan, 1977; Thompson, 1998). Numerous investigations have documented that
when individual differences variables have an impact on negotiation behavior and outcomes, slight
variations in contextual features can eliminate or even reverse their effect (Walters, Stuhlmacher
& Meyer, 1998; Thompson, 1998; Ross & Nisbett, 1991). Individual differences in negotiation
have also been criticized due to their limited practical implications, since these characteristics are
beyond negotiators’ control (Bazerman & Carroll, 1987). Even if the understanding of the
opponent’s individual characteristics could benefit a negotiator, it is vital to remember that
personality characteristics cannot be easily identified and assessed by non-experts (Morris, Larrick
& Su, 1999; Morris, Leung, & Sethi, 1995; Bazerman, 1986). Cultural differences, though, could
be an exception to this because their understanding could potentially help bargainers shape the

appropriate strategy (Bazerman, Curhan, Moore & Valley, 2000).

Culture. Negotiation research has placed great importance on bargainers’ cultural
differences. Culture is defined as the distinctive features of a specific group of people (Lytle et al.,
1995). The norms shared by the members of a social group affect what is considered as appropriate
in social interactions, and therefore in negotiation situations (Brett, 2000). Empirical research
suggests that cultural characteristics, such as whether a negotiator comes from an individualistic
or a collectivistic culture, affect what directs one’s behavior and how the behaviors of others are

interpreted (e.g. Schwartz, 1994). In individualistic cultures like the United States, individuals
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perceive themselves as unique, independent and detached from the social context, so they act in
their own way, being unconcerned about the needs and interests of others (Markus & Kitayama,
1991). On the other hand, in collectivistic cultures such as China, individuals are interdependent
and the need for relatedness and connection with in-group members is a key condition to maintain

the group solidarity (Gelfand et al., 2002).

Although substantial research has been conducted on cultural characteristics, it has yielded
equivocal results regarding their impact on negotiation. Despite the fact that several studies suggest
that collectivism promotes cooperative behaviors during negotiation (Brett & Kopelman, 2004;
Hemesath & Pomponio, 1998), another line of research has concluded that people coming from
collectivistic cultures are more competitive in buyer-seller negotiations (Schmidt, 1979; Adair et
al., 2004), when they interact with out-group members (Triandis, 1988; Parks & Komorita, 1998),

and when a long-term relationship does not need to be established (Koch & Koch, 2007).

b) Situational or contextual features

The social psychological research on negotiation during the 1960s and 1970s also explored
the structural elements that determine the context of the bargaining situation. These variables
include the type of communication between the parties (Wichman, 1970), the payoffs (Axelrod &
May, 1968), the deadlines (Pruitt & Drews, 1969), the number of individuals representing each
side (Marwell & Schmitt, 1972), as well as the impact of the presence of third parties (Pruitt &
Johnson, 1972) and constituencies (Druckman, 1967). However, the contextual element that has
received the most research attention is the negotiator’s power (e.g. Marwell, Ratcliff & Schmitt,
1969; Kim, 1997; De Dreu, 1995; Rawwas, Vitell & Barnes, 1997), as it refers to an individual’s
ability to exert impact on others and modify the bargaining outcome (Bacharach & Lawler, 1981;

Keltner et al., 2003; Kelley & Tribaut, 1978).
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Power. Power may derive from several sources, such as (a) the ability to punish people for
unwanted behavior (coercive power) or (b) reward them for desired behavior (reward power), (c)
the right to control other individuals’ behavior based on seniority or position (legitimate power),
(d) and the ability to influence others due to experience, knowledge or expertise (expert power) or

(e) based on the admiration others feel (referent power) (French & Raven, 1959).

In negotiation literature, though, the dominant indicator of a bargainer’s power is the so-
called Best Alternative To a Negotiated Agreement (BATNA; Fisher & Uri, 1981), which is a
concept derived from the social exchange theory (Thibaut & Kelley, 1959). Social exchange theory
briefly suggests that: (a) social behavior involves interpersonal exchanges during which
individuals get some benefits (rewards) in exchange of some resources (costs), (b) people are
motivated to participate in a relationship when the rewards are expected to be greater than the
costs, and (c) individuals are dissatisfied when they perceive the exchange as unfair or when they
find out that others get more benefits for the same costs that incurred to them. So, BATNA is the
alternative a person can turn to in case that it is not feasible to reach a beneficial agreement, and it
is closely related to a negotiator’s reservation point (RP) that describes the least acceptable point
(or price) for a negotiator (Blount, Thomas-Hunt & Neale, 1996) or -to put it differently- it is the
quantification of one’s BATNA (Raiffa, 1982). BATNA is considered to be a primary source of
power in negotiation since an attractive alternative makes an individual less dependent on the
opponent for the outcome and therefore increases his power (Thibaut & Gruder, 1969; Lee &
Tiedens, 2001). Power has been shown to play a significant role in negotiation as powerful
bargainers seem to demand more and concede less (De Dreu, 1995), make initial offers more often
(Magee et al., 2007), use more deceptive tactics (Lawler, 1992), and achieve more successful

outcomes in terms of payoffs (Giebels, De Dreu & Van de Vliert, 2000).
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Despite the fact that research on contextual factors such as power has definitely contributed
to a better understanding of the bargaining process, nevertheless, from an applied perspective,
these aspects of the negotiation are also beyond negotiators’ control, just like the individual
characteristics (Bazerman, Curhan & Moore, 2001). For this reason, many experts assert that the
effects of such aspects of a bargaining situation depend on the way negotiators perceive,
comprehend and interpret them, a view that although is consistent with social psychology’s
principle of construal (Ross & Nisbett, 1991; Nisbett & Ross, 1980) that emphasizes the
significance of the personal and subjective meaning on the impact of an objective situation, it was

left unexamined by situational research during these decades.

In the late 1970s, the study of negotiation began to decline mainly due to the social cognitive
movement in social psychology that focused on the cognitive aspects that influence social
interactions, and left little room for interpersonal processes (Bazerman et al., 2000). Nevertheless,
by the early 1980s, scholars in schools of management realized that behavioral decision research
(BDR), which is an interdisciplinary field that draws on insights that emerged from cognitive
revolution to describe how people judge and make decisions, could inform negotiation theory. The
rationale behind this was that if negotiators need to confront a situation and an opponent they
cannot control, the only feature that is within their control is the way they make decisions. Decision
researchers from several fields offered various theoretical perspectives on the common mistakes
negotiators make, the ways they depart from rationality, and how their decision making can be
improved; however, they did not take into consideration key social variables (Bell, Raiffa &

Tversky, 1989) such as the bargainers’ cultural characteristics.

During the 1980s and 1990s, negotiation research focused on the cognitive aspects of

bargaining, as it was strongly influenced by both behavioral decision theory and game theory



259

(Thompson, Wang & Gunia, 2010). Game theory was presented by von Neumann & Morgenstern
(1944) and was further developed by Nash (1950, 1951, 1953) in an effort to resolve the bargaining
problem that was first presented by the economist Edgeworth (1881). Game theory provides formal
and standardized approaches to model bargaining and its most widely used example is the
prisoner’s dilemma that is a deceptively simple 2x2 matrix game where no communication exists

between the participants but their choices determine both parties’ outcomes.

During this period, the discipline of negotiation was divided into two components: (a)

normative or prescriptive models and (b) descriptive models (Raiffa, 1982).

(a) Normative models

Normative or prescriptive models (e.g. von Neumann & Morgenstern, 1944; Nash, 1950,
1951, 1953; Fisher & Ury, 1981; Champlin & Bognanno, 1986) describe the way impeccably
rational and wise people should behave and what they should optimally do in ideal, competitive,
interactive situations, and are mainly in the jurisdiction of economists and game theorists (Raiffa,
1982). These models do not adequately describe the behavior of average people in bargaining
situations as it is not realistic for individuals to follow their principles (Neale & Bazerman, 1985;

Bazerman & Neale, 1983).

In negotiation literature, the terms ‘normative’ and ‘prescriptive’ models are usually used
interchangeably (e.g. Bazerman et al., 2000; Bazerman et al., 2001); however, several authors
claim that there are slight differences between the two and therefore they should be treated
distinctly. According to this view, the main difference between these two models is that normative
models are assessed by the extent to which they provide rational options, or their theoretical

adequacy, while prescriptive models are evaluated by their pragmatic value that is their capacity
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to develop ‘prescriptions’ in order to guide people make better decisions, provided that they are
not perfectly rational, mainly due to biases (Bell et al., 1989). In this article, the terms ‘normative’

and ‘prescriptive’ models are considered as synonymous.

(b) Descriptive models

Descriptive models (e.g. Siegel & Fouraker, 1960; Douglas, 1962; Chamberlain & Kuhn,
1965; Pruitt, 1981; Pruitt, 1983; Pruitt & Carnevale, 1982) are empirically verified models which
recognize that it is not feasible for negotiators to behave always in a perfect, game-theoretic,
optimal fashion. These models have been largely the province of psychologists (Pruitt & Rubin,
1986) as they are based on observed behaviors, and investigate the impact of personal and
psychological characteristics, motivations, and cognitive processes on individual behavior and

negotiation outcomes (Thompson, 1990).

One of the most influential descriptive models is the dual concern model (Pruitt, 1983; Pruitt
& Rubin, 1986) that specifies four basic strategies available to negotiators, depending on the level

of concern for own and others’ outcomes (see also figure 1):

¢ Problem solving or collaborating describes the endeavor for finding solutions that
are approved and acceptable by both parties.

e Forcing or contending or competitiveness refers to the attempts from the
individual’s side to influence his counterpart in such a way so as to accept alternatives that
are in favor of the former.

e Yielding or conceding concerns accepting and incorporating the other’s will.

¢ Avoidance or inaction involves a passive stance and refers to a kind of strategy that

can delay or even hinder agreement.
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An additional strategy, compromising, which is based on the anticipation of a mutual give-
and-take interaction, has been included in the related research (Blake & Mouton, 1964). However,
according to Pruitt (1983), this fifth strategy is a kind of poor form of problem solving, and thus it
IS not necessary to be considered as a distinct one. This model supports that individuals who have
a high degree of concern for themselves and a high degree of concern for the opponent tend to
reach more cooperative outcomes compared to those who are concerned only with the
maximization of their own utilities, those who are not concerned with themselves or the other party

or those who are concerned only with the other party.

Figure 1: The dual concern model, adapted from Pruitt and Rubin (1986).

HIGH YIELDING SOLVING
| - - T/~ —
concern . COMPROMISING |
for others . |
AVOIDING | FORCING
concern .
LOW for self HiGH

Generally, the behavioral decision perspective had a great impact on both the scholarship
and practice of negotiation but except for the fact that it left several social variables unexamined,

as mentioned before, it was also criticized for not taking a broad view of the bargaining process
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(Greenhalgh & Chapman, 1995; Barley, 1991). So, at the turn of the millennium, the social
psychological study of negotiation started to reemerge and became the dominant research
perspective of negotiation, being influenced by the behavioral decision theory but also
incorporating social-psychological elements that are vital to effective negotiations and were

previously ignored by cognitive investigators.

In summary, negotiation research has undergone several phases during the past decades.
Throughout the 1960s and 1970s, negotiation was an active research topic within social
psychology. The study of both individual differences, with an emphasis on gender and culture, and
situational characteristics such as the negotiator’s power led to a better understanding of the factors
that affect this interpersonal activity. In the late 1970s, the cognitive revolution in psychology
moved negotiation research towards a cognitive direction. During the 1980s and 1990s, negotiation
research was heavily influenced by game theory and behavioral decision-making perspective, but
left unexamined significant social components of the negotiation process. For this reason, since
the late 1990s, there have been extensive efforts to reintroduce the social factors in the study of
negotiation and incorporate them within the behavioral decision perspective. Emotions and social
relationships are among the key social-psychological factors the scholarship and practice of

negotiation seek to explore during these decades (Bazerman, Curhan & Moore, 2001).

4. The Role of Emotions in Negotiation
The difficulty in defining emotion is conspicuous from what Fehr & Russell (1984, p. 464)
noted: ‘Everyone knows what an emotion is, until asked to give a definition. Then, it seems, no
one knows’. Emotions can be positive or negative. The former are uplifting while the latter are
distressing (Fisher & Shapiro, 2005). At this point it is helpful to highlight the differences between

emotion, mood, and affect. Emotion refers to the physiological arousal resulting in response to a
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specific stimulus, it is explicitly other-directed and has a relatively short duration (Parrott, 2001;
Oatley & Jenkins, 1996) while mood describes a diffuse positive or negative feeling (Forgas, 1998)
and affect is a construct including both emotion and mood (Gino & Shea, 2012). Although these
terms are often used interchangeably, it is worth mentioning that they are discrete concepts that

are equally significant in the study of negotiation.

Emotion is inherent in negotiation as it is an integral and indispensable part of human nature
and experience (Fromm, 2007). The role of emotion in bargaining is complex and multifaceted.
Conflict and negotiation can cause intense emotions that may affect the behavior of all involved
parties as well as the final negotiation outcome (Barry, Fulmer & Van Kleef, 2004). Evidence from
neuroscience has shown that emotions are vital in decision making and their absence can lead to
similarly unfavorable consequences as the ones occurring from the presence of negative emotions
(Damasio, 1999). On the other hand, suppressing emotions can also bring about quite detrimental
effects as it results to reduced cognitive ability. As Fisher & Shapiro (2006) assert, emotions are
unavoidable during negotiations, it is not feasible for people to get rid of them, it is meaningless
to try to ignore them and it is too complicated to deal directly with them. So, the best solution is
to stimulate and enlist positive emotions into negotiation as well as to replace negative emotions
with positive ones; however, in any case, negotiators should first know what is going on inside

them (Goleman, 1998).

The emotions individuals experience and express during negotiation can shape the procedure
and determine the outcome by affecting their cognition, decisions, strategies and actions (Lanzetta,
1989; Frijda, 1986). According to Fisher & Shapiro (2006), emotions can be both obstacles and
great assets in negotiations. They can be impediments since they have the power to divert attention

from essential issues, ruin relationships or exploit oneself while they can be considered as assets
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since they can help individuals to achieve their goals, satisfy their interests and improve

relationships.

Intrapersonal and interpersonal effects of emotions. Bargainers’ emotions not only affect
themselves but also their opponents (Van Kleef, De Dreu & Manstead, 2006). A significant
distinction that should be pointed out is between intrapersonal and interpersonal effects of
emotions in negotiation (Morris & Keltner, 2000; Van Kleef, De Dreu & Manstead, 2004).
Intrapersonal effects (or affect-cognitive perspective) focus on the impact of particular emotions
and inner experiences on an individual’s own behavior while interpersonal effects (or social-
functional perspective) describe how one person’s emotions can affect his counterpart’s behavior

(Gino & Shea, 2012; Van Kleef, 2008).

Despite the fact that prior negotiation research had mostly emphasized the affect-cognitive
perspective, the last few years more and more researchers have turned their attention to
understanding the interpersonal effects of emotions in negotiation (Barry, Fulmer & Van Kleef,
2004; Morris & Keltner, 2000; Jehn & Mannix, 2001). From a social-functional perspective,
emotions reveal useful information about individuals’ motives, social intentions, behavioral
orientation, interests and feelings and thus they have the power to stimulate others’ behavior

(Ekman, 1993; Keltner & Haidt, 1999; Cacioppo & Gardner, 1999).

Positive emotions. Positive emotions have drawn special attention the past few years,
probably due to the development of positive psychology. The mission of this new domain of
psychology is to study positive emotions, positive character traits, and positive institutions and to
contribute to the understanding of the factors that lead to flourishing (Seligman &
Csikszentmihalyi, 2000). Positive emotions both signal and produce flourishing and when

cultivated they contribute to psychological growth and improved well-being in the long term
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(Fredrickson, 2001), while they also foster cognitive expansion as they trigger the release of
dopamine which improves cognitive ability and encourages creative thinking (Shapiro, 2004). In
addition, according to the broaden-and-build theory (Fredrickson, 1998, 2001), positive emotions
have the ability to broaden individuals’ momentary thought-action repertoire and build their
enduring physical, intellectual and social resources, while at the same time they eliminate the

unfavorable consequences caused by negative emotions, acting as an antidote.

Positive emotions have been associated with the use of cooperative negotiation strategies
(Pietroni et al., 2008; Rhoades, Arnold & Jay, 2001; Carnevale, 2008; Carnevale & Isen, 1986;
Hollingshead & Carnevale, 1990; Baron, 1990; Barsade, 2002; Barry & Oliver, 1996; Kramer,
Newton & Pommerenke, 1993; Baron et al., 1990; Forgas, 1998). In addition, they have been
found to facilitate conflict resolution (Lyubromirsky et al., 2005), enhance creative problem
solving abilities (Carnevale & Isen, 1986; Isen, Daubman & Nowicki, 1987), facilitate
conciliatoriness (Van Kleef, 2008) and concession making (Forgas, 1995; Baron, 1990), increase
joint gains and distributive success (Carnevale & Isen, 1986; Allred et al., 1997; Forgas, 1998),
help bargainers avoid hostility (Isen & Baron, 1991), and discourage the use of deception and
contentious tactics (Olekans & Smith, 2009; Carnevale & Isen, 1986) such as information
misrepresenting, use of false statements, bluffing and lying (Bazerman et al., 2000; Boles, Croson

& Murnighan, 2000; O’Connor & Carnevale, 1997).

Furthermore, it has been shown that negotiators whose opponents express happiness tend to
feel happy, satisfied and willing to repeat involvement in a bargaining situation with the same
person in the future (Van Kleef, De Dreu & Manstead, 2004). Moreover, they accept offers with
greater ease and willingness (Mussel, Goéritz & Hewig, 2013), and tend to concede more (Pietroni

et al., 2009). There is strong evidence that positive affect influences social judgment and impacts
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on evaluations in a positive way (Isen et al., 1978; Veitch & Griffitt, 1976), increases the
accessibility to memory’s positive material (Isen et al. 1978), decreases hostility and belligerence
(Carnevale & Pegnetter, 1985), encourages innovative solutions to problems (Isen et al., 1985),
make individuals feel that they are more effective than their opponents (Kramer et al., 1993), and

help bargainers to obtain integrative outcomes (Carnevale & Isen, 1986).

Positive relations: The case of trust. In recent years, researchers have turned their attention
on the ways that interpersonal relationships can have an impact on bargaining situations (e.g. Jehn
& Shah, 1997; Jehn & Mannix, 2001). One topic in this area that is widely acknowledged to affect
negotiation behavior and outcomes is trust which can be defined as a person’s willingness to be
open to risk and vulnerable to another individual or the judgment that an individual does not have
the intention to neither deceive nor harm the trusting person (Mayer, Davis & Schoorman, 1995;

Mayer & Davis, 1999; Rousseau et al., 1998).

Trust makes negotiators consider information their counterparts share as sincere and accurate
(Parks et al., 1996), increases individuals’ tendency to compromise and decreases the inclination
for adopting competitive strategies (Cronin & Weingart, 2005), and generally leads to more
integrative negotiation outcomes (Butler, 1995; Weingart et al., 1993; Pruitt & Kimmel, 1977).
Furthermore, high levels of trust lead to a greater desire to negotiate again with the same
counterpart (Naquin & Paulson, 2003) as the perception of a relationship as close, strong and

cohesive enhances the willingness to stay in this relationship (Lawler & Yoon, 1996).

Despite the significance of trust, negotiators often violate it (Elangovan & Shapiro, 1998) by
making use of deceptive tactics such as lies, bluffs, false statements, threats and disclaimers, in

order to get the desired outcomes and maximize their profits (Thompson, Wang & Gunia, 2010).
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When this is the case, trust is extremely difficult to be restored in the future (Glick & Croson,
2001). More specifically, according to Schweitzer et al. (2006), violated trust can never be totally
restored, not even after the trust breaker has demonstrated regret and has performed numerous
trustworthy actions. On the other hand, Kim et al. (2004) support that a trust breaker can win his
counterpart’s trust when its violation concerns an issue of competence but its recovery IS not

feasible when its violation relates to a matter of integrity.

Negative emotions. In contrast to positive emotions, negative emotions have been found to
impede interest-based negotiation in general as they encourage dysfunctional and competitive
behaviors and strategies (Liu, 2009; Forgas, 1998; Barry & Oliver, 1996; Baron, 1990), decrease
initial offers (Brooks & Schweitzer, 2011; Baron et al., 1990) and joint gains (Allred et al., 1997),
contribute to the rejection of ultimatum offers (Pillutla & Murnighan, 1996; Espinoza, Fedokhinin
& Srivastava, 2006), make negotiators more self-centered and less concerned about the other party
(Loewenstein et al., 1989), enhance the reluctance for concessions (Van Kleef, 2008), increase the
possibilities for impasse (Griessmair, 2017), and reduce the desire for future negotiation (Allred

etal., 1997).

When individuals confront a counterpart who expresses negative emotions, they feel
unsatisfied and reluctant to get involved in a negotiation with the same person in the future (Van
Kleef, De Dreu & Manstead, 2004). To date, although research on emotions in negotiation is
relatively sparse, several studies have been conducted on the emotion of anger (e.g. Allred et al.,
1997; Van Dijk et al., 2008; Van Kleef et al., 2004; Sinaceur & Tiedens, 2006). Anger has been
found to be the most prominent and pervasive emotion that can arise in dispute and negotiation
(Allred, 1999) as it is closely associated with fairness judgments (Averill, 1982) that play a crucial

role in deal making and conflict resolution (Daly, 1991). Anger carries a high potential risk for
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disrupting bargaining. It may lead to deception and this can be explained by the fact that when a
negotiator expresses anger throughout the negotiation, the counterpart may feel offended and has
the need to retaliate or even deceive (Allred, 1999). Research findings have shown that individuals
may react to their opponents’ expressed anger either with a reciprocal response (Hatfield,

Cacioppo & Rapson, 1992) or with a complementary one (Butt, Choi & Jaeger, 2005).

From a cognitive perspective, anger is perceived by the opponent as lack of fairness (Van
Doorn, Van Kleef & Van der Pligt, 2015), fosters the expectation of a difficult and competitive
negotiation, and leads to absence of interest and withdrawal (Knapp & Miller, 1985). To put it all
in a nutshell, it seems that feeling and expressing of anger can be effective in distributive
negotiations but it is likely to be detrimental in cases where an integrative potential exists and also

in situations where future relationship between bargainers is significant (Liu, 2009).

Another negative emotion that has received some attention is that of disappointment that -
as opposed to regret - has been found to lead to less generous offers (Martinez, Zeelenberg &
Rijsman, 2011). Interestingly, individuals experience more satisfaction when their opponents are
disappointed than when they are happy (Thompson, Valley & Kramer, 1995), and tend to concede
more (Van Kleef & Van Lange, 2008). Disappointment can influence negotiation by encouraging
cooperation (Ketelaar & Au, 2003; Wietzker et al., 2012) and shaping the opponent’s offers
(Nelissen et al., 2011; Lelieveld et al., 2011) due to the fact that it stimulates feelings of guilt in
the other party. Bargainers who negotiate with a guilty or regretful opponent assume that the other
party claimed too much and makes them increase their demands (Van Kleef, De Dreu & Manstead,

2006).
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Significant dilemmas. There is evidence that anger may have positive effects during
negotiation (Sinaceur & Tiedens, 2006) as an individual who negotiates with an angry counterpart
is more likely to demonstrate willingness to make concessions compared to an individual
negotiating with a happy opponent. However, according to Harinck and Van Kleef (2012), the
benefits of anger are limited to conflicts about interests (disagreements about the distribution of
resources) while when conflicts concern values (disagreements about personal beliefs and norms)
anger expression may trigger retaliation. The positive effects of anger seem to occur in computer-
mediating settings, where time pressure is high, the beneficial effect depends on the strength of
the counterpart’s alternatives (Sinaceur & Tiedens, 2006; Van Dijk et al., 2008), or when the

negotiator facing the angry opponent is of lower power (Van Kleef, De Dreu & Manstead, 2004).

As discussed, power and status play a significant role in negotiations and have a great impact
on the felt and expressed emotions. Generally, anger seems to benefit high-power negotiators
extract larger concessions from their counterparts due to the fact that they elicit fear in them, while
those possessing low power make more concessions to their opponents expressing anger and claim
less value from them (Butt & Choi, 2009; Van Kleef & Coté, 2007; Lelieveld et al., 2012; Wang,
Northcraft & Van Kleef, 2012). However, in such cases, low power negotiators may reciprocate

by being engaged in any forms of covert retaliation (Wang, Northcraft & Van Kleef, 2012).

Negotiators with high power, when they are angry, feel energized and increase their demands
while in case that they need to face an angry opponent they claim more value, but only when they
assess the anger as unjustified (Overbeck et al., 2010; Van Kleef & C6té, 2007). Nonetheless,
when negotiators with power and high-status express happiness, their perceived dominance
decreases leading to lower demands and gains while this finding is opposite for low-power and

status bargainers whose expressed happiness can result to increased outcomes (Kurtzberg, Naquin
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& Belkin, 2005). As far as joint outcomes are concerned, they are much greater when positive
affect is communicated from a high-power than a low-power negotiator (Anderson & Thompson,

2004).

To summarize, although positive emotions seem to lead to better and more integrative
negotiation outcomes, there are also findings showing that negative emotions such as anger can
benefit negotiators under certain circumstances. The study of emotions in bargaining situations is
still at an embryonic stage and these inconsistencies reveal that further research is needed and
several factors should be taken into consideration before we decide which emotions should be
triggered under which conditions in order to achieve the desired negotiation outcomes. Therefore,
negotiation needs to be examined as a complex process and a multilevel phenomenon where
although emotions play a significant role, the types of emotions that are most appropriate in certain

situations may depend upon numerous variables that should be identified.

5. Conclusion

Negotiation literature is one of the most complex ones mainly due to the fact that negotiation
research has been profoundly influenced by numerous disciplines. Countless theories have been
expressed and plentiful models have been formulated in an attempt to enhance negotiators’
performance. Over the past few years, the psychological study of negotiation has witnessed an
amazing shift as several researchers have challenged the impact of cognition in bargaining by
studying how emotions can affect and predict negotiated outcomes (Barry & Oliver, 1996; Kumar,

1997; Baron, 1990; Barsade, 2002; Thompson, Nadler, & Kim, 1999; Forgas, 1998).

Evidence has shown that positive emotions benefit bargainers in several ways while negative

or even neutral feelings usually lead to severe negative consequences. Nevertheless, the present
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study reveals several inconsistencies among findings that can be explained by the complexity of
the topic, the plethora of factors to be taken under consideration as well as the fact that the study

of emotions in negotiation is still in its incipient stage and further research is needed.

The interest on emotions in negotiation, which has increased during the past few years, is
probably related to the emergence of positive psychology as a new field of psychology at the same
period. The discipline of positive psychology, which is the scientific study of positive emotions,
has contributed to the understanding of how positivity can lead to enhanced results in several
aspects of life. Therefore, we can hypothesize that its principles may successfully apply to
bargaining and that the broadening and building effects of positive emotions, as described by
Fredrickson (1998, 2001) and Seligman (2002), can decisively and positively affect negotiation
behaviors and processes leading to more advantageous outcomes for all parties involved.
Nevertheless, this hypothesis has not been confirmed and thus further research is needed in order
to find out whether and how positive psychology can contribute to the better understanding of

negotiation.
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Abstract

This pilot study aimed to assess loving-kindness meditation as a mood induction procedure and
investigate the role of positive emotions on different aspects of negotiation processes and
outcomes. Thirty-eight undergraduate psychology students formed dyads and were assigned to one
of three conditions: in the first condition, positive emotions were induced to both parties in each
dyad, in the second condition, positive emotions were induced to the one of the two counterparts,
and in the third condition, individuals were not exposed to any emotional manipulation. The
effectiveness of the meditation practice was assessed using SPANE-8 to measure participants’
emotions and a negotiation simulation followed using a widely used cell-phone negotiation
exercise. The results showed that loving-kindness meditation led to increased levels of positive
emotions and decreased levels of negative emotions. Also, it was found that positive emotions
relate to increased cooperation potential and reduced possibilities for exit decisions, while it was
also found that the higher the levels of positive emotions, the less negotiation time is needed for
individuals to reach an agreement. The hypotheses about the relationship of positive emotions with
negotiators’ first offer, aspirations, expectations, individual gains, and joint gains were not
confirmed.

Keywords: positive emotions, negotiation, experiment, mood induction, loving-kindness

meditation
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Conflict is inherent and omnipresent in both personal and professional life (Van Kleef,
2008), and although there are various ways for managing it, negotiation is considered to be the
primary and most constructive means for conflict resolution (Allred et al., 1997; Pruitt &
Carnevale, 1993). Negotiation is an interpersonal decision-making process in which individuals
attempt to reach an agreement on an issue where incompatible or contradictory interests
originally existed (Kimmel et al., 1980; Rubin & Brown, 1975). The broad interest in the study
of negotiation has turned it into an area investigated by numerous disciplines including
psychology, economics, mathematics, management, communication studies, organizational

behavior, sociology, law, and political science (Thompson et al., 2010).

Despite the fact that negotiation has been extensively studied from a cognitive perspective
for many years (Davidson & Greenhalgh, 1999), emotions in negotiation had been underexplored
(Bazerman et al., 2000), and only the last few decades several researchers have challenged the
cognitive tradition by studying the influence of emotions in negotiation (e.g., Friedman et al.,
2004; Barsade, 2002; Kopelman et al., 2006; Sinaceur & Tiedens, 2006; Brooks & Schweitzer,
2011). Carnevale and Isen (1986) were the first researchers who brought scholarly attention to
the significance of moods and emotions in negotiation by showing that positive affect could lead

to increased mutual gains to both parties, known as integrative negotiation (Pruitt, 1981).

Emotions have both intrapersonal and interpersonal effects in negotiation (Van Kleef et al.,
2004a). Intrapersonal effects (or affect-cognitive perspective) concern the impact of a
negotiator’s felt emotions on this person’s behavior and attitudes, while the interpersonal effects
(or social-functional perspective) describe the way in which an individual’s expressed feelings
can affect the counterpart’s behavior (Van Kleef, 2008; Gino & Shea, 2012). After many years of

an almost exclusive emphasis on affect-cognitive perspective (Van Kleef, 2008), it was realized
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that emotions can disclose critical information to others about an individual’s feelings, motives,
social intentions, and behavioral orientation (Ekman, 1993; Fridlund, 1992), and thus Van Kleef

et al. (2004a) were the first to explore how feelings can influence others’ behavior.

At the individual level of analysis, negotiation can bring about intense emotions (Barry et al.,
2004) that can heavily affect negotiation processes and outcomes through their impact on
negotiators’ cognition and strategies (Lanzetta, 1989). According to affect priming models,
moods and emotions influence social thinking and behavior by selectively priming related
memories and ideas, thus positive emotions may increase the accessibility of positive cognitions,
while negative emotions may activate negative cognitions that affect the appraisal of subsequent

stimuli (Bower & Forgas, 2001).

Furthermore, the affect-as-information model (Schwartz & Clore, 1983) suggests that people
may misattribute their preexisting, unrelated moods and emotions to their counterpart. This
simply means that an angry negotiator who is not aware of the origin of the felt negative
emotions may wrongfully attribute the anger to the opponent’s offer, which, in turn, may affect
negotiation process and outcomes accordingly. On the other hand, a negotiator who is aware that
the positive or negative emotions were generated by another reason that is unrelated to the
negotiation, may be less likely to use these feelings as input in the negotiation. Expanding this
approach, the appraisal-tendency framework (Lerner & Keltner, 2000, 2001) postulates that all
emotions, including incidental emotions that are caused by unrelated events, can influence

negotiators’ decisions, evaluations, and behaviors during negotiation.

At the dyadic level of analysis, the key point is how the emotions expressed by a negotiator
can influence the emotional, cognitive, and behavioral responses of the counterpart. According to

Emotions as Social Information theory (EASI) of the interpersonal effects of emotions in social
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and organizational life (Van Kleef, 2009, 2016; Van Kleef & C6té, 2018), an individual may
react to the counterpart’s emotions in either symmetrical or asymmetrical ways. More
specifically, as far as symmetrical effects are concerned, when a negotiator confronts an
opponent expressing negative emotions such as anger, it is possible to infer that the counterpart
is frustrated which may lead to a competitive reaction due to emotional contagion (Van Kleef,
2014). Emotional contagion refers to the transfer of emotions between people and suggests that
individuals experience higher levels of negative emotions when they are exposed to a person
who expresses negative feelings, while they experience higher levels of positive emotions when

they are exposed to a person expressing positive feelings (Van Kleef, 2009).

Regarding asymmetrical effects of the counterpart’s emotions, the same theory postulates
that when a negotiator faces an opponent who conveys angry messages, it is possible to
hypothesize that the opponent’s limits have been exceeded and therefore the negotiator will
strategically concede more in order to reach an agreement. Similarly, when a negotiator
expresses positive emotions, the counterpart may infer that this person has generous limits and

therefore the opponent will decide that smaller concessions are required (Van Dijk et al., 2008).

Since affective and inferential internal processes can lead to dissimilar behavioral responses,
it is extremely significant to acknowledge when the one or the other process takes precedence.
EASI model proposes that the behavioral responses depend on two types of moderating
variables: the observer’s information-processing ability, and the perceived appropriateness of the
emotional expression. More specifically, the observer’s information-processing ability is
determined by personality factors such as the need for cognitive closure, and situational
influences such as the power (De Dreu & Carnevale, 2003; Van Kleef & De Dreu, 2010), while

the perceived appropriateness of the emotional expression (Van Kleef, 2016) depends on
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characteristics of the situation (Ekman, 1993), characteristics of the expression itself (Van Kleef
et al., 2012), and characteristics of the expresser, the perceiver, and the relationship between

them (Shields, 2005; Tiedens et al., 2000).

Given that the mechanisms behind negotiators’ cognitions, emotions, and behaviors were
briefly explained based on the most prevalent theories and models, the next step is to emphasize
on the specific effects of positive and negative emotions on negotiation processes and outcomes.
Positive emotions have been associated with more cooperative strategies (Forgas, 1998;
Hollingshead & Carnevale, 1990; Kopelman et al., 2006; Baron et al., 1990), more concern for
the other party (Rhoades et al., 2001), integrative outcomes and higher individual and joint gains
(Carnevale & Isen, 1986; Krammer et al., 1993; Allred et al., 1997; Anderson & Thompson,
2004), increased concession making and creative problem solving (Isen, Daubman & Nowicki,
1987; Rhoades et al., 2001), less usage of contentious tactics (Carnevale & Isen, 1986), and a
reduced likelihood of impasse (Kopelman et al., 2006). In addition, positive emotions have been
related to higher expectations and better perceptions of performance (Krammer et al., 1993), as
well as higher pre-negotiation aspirations (Baron, 1990). From a dyadic perspective, it has been
revealed that negotiators whose counterparts express positive emotions demonstrate more

cooperative behavior and abide by the agreement afterwards (Forgas, 1998).

On the contrary, negative emotions have been shown to be related with the use of
competitive tactics (Forgas, 1998; Butt et al., 2005; Rhoades et al., 2001), lower joint gains
(Allred et al., 1997), less regard for opponent’s interests (Allred et al., 1997), lower initial offers
(Brooks & Schweitzer, 2011; Baron et al., 1990), rejection of ultimatum offers (Pillutla &
Murnighan, 1996), early exit from the negotiation process (Brooks & Schweitzer, 2011),

diminished trust (Campagna et al., 2016), and decreased desire for future interaction (Allred et
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al., 1997). Negotiators whose opponents express negative emotions tend to experience negative
emotions themselves (Friedman et al., 2004; Kopelman et al., 2006), form negative impressions
about their counterparts (Van Kleef et al., 2004a; Sharma et al., 2020), are more likely to exit the
negotiation before settlement (Yip & Schweinsberg, 2017; Kopelman et al., 2006; Friedman et
al., 2004), are less willing to engage in future interaction (Kopelman et al., 2006; Sharma et al.,
2020), and tend to adopt deceptive tactics (such as bluffing and misrepresentations) and backfire

(Van Dijk et al., 2008).

According to the broaden-and-build theory of positive emotions (Fredrickson, 1998, 2001)
which provides an extremely valuable framework to comprehend the functional importance of
positive emotions, positive emotions such as joy, contentment, interest, and love, broaden
individuals’ cognition and mindset, which in turn, builds their enduring physical, intellectual,
social, and psychological resources. In other words, Barbara Fredrickson’s theory asserts that
while negative emotions shrink momentary though-action repertoires, urging people to act in
specific ways (e.g., escape or attack), positive emotions give people the opportunity to widen the
array of their thoughts and actions, leading to the creation and augmentation of durable
consequential personal resources. In addition, the “‘undo hypothesis’ (Fredrickson & Levenson
1998; Fredrickson et al., 2000) supports that the experience of positive emotions gives people the
opportunity to ‘correct’ or ‘undo’ the negative effects of negative emotions, and thus to function

as antidotes.

Although many researchers have extolled the advantages of positive emotions in negotiation,
there is a number of scholars who argue that negative emotions can be extremely beneficial.
Negative emotions such as anger, have been associated with larger concessions from the

opponent’s side (Van Kleef et al., 2004a, 2004b; Sinaceur & Tiedens, 2006; Sharma et al., 2020),
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although other researchers have shown that this can lead negotiators to sabotage their opponents
after the negotiation is over (Wang et al., 2012). Negotiators’ concession to an angry opponent is
moderated by several parameters such as the counterpart’s power (Van Kleef et al., 2004b; Van
Kleef et al., 2006; Friedman et al., 2004) and the existence of alternative options (Sinaceur &
Tiedens, 2006). Additionally, expressed disappointment can elicit guilt in negotiators’
opponents, leading to more generous offers (Lelieveld et al., 2012; Katelaar & Au, 2003), while
expressed sadness can evoke feelings of empathy and compassion, which can make counterparts

to adopt a more cooperative stance (Sinaceur et al., 2015).

As Van Kleef & Cété (2018) concluded, there is no a simple answer to the question of which
emotions are helpful in negotiation nor in which cases they have a positive or negative effect on
negotiation outcomes. In the existing literature, there are studies showing that positive emotions
can benefit negotiators, but at the same time, there are studies revealing that positive emotions
can be harmful under certain circumstances. The current study is an effort to shed light on the
role of positive emotions in negotiation. In particular, the aim of this study is (a) to assess the
effectiveness of loving-kindness meditation (LKM) as a mood induction procedure (MIP), and
(b) to investigate the influence of positive emotions on different aspects of negotiation processes

and outcomes. More specifically, the research questions of this study are:

1) What is the relationship between positive and negative emotions before and after LKM?

2) What is the relationship between positive emotions and negotiators’ decision to reach an
agreement?

3) What is the relationship between positive emotions and first offer, aspirations,

expectations, individual gains, joint gains, and negotiation duration?
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4) What is the relationship between the role and the aspirations, expectations, individual
gains, and first offer?
Method
Although several studies have been conducted the last few decades regarding the impact of
positive emotions in negotiation, many inconsistencies still exist. In order to look into this
complicated but —at the same time—crucial issue, we conducted a pilot study with a Greek adult

population.

Research exploring the role of emotions in negotiation has been grounded methodologically
in experimental approaches using mood induction procedures. In this kind of studies, participants
in a laboratory or classroom setting are usually exposed to an experimental manipulation of
mood, and then they are requested to role-play participation in a simulated (typically mixed-

motive) negotiation exercise (Barry & Fulmer, 2004).

Participants

Undergraduate psychology students (N=38) from a Greek University (Panteion University of
Social & Political Studies) were recruited in order to participate in the experiment in the
exchange for the opportunity given to them to attend a negotiation seminar free of charge and get
a participation certificate. Thirty-six were women (94.7%) and two were men (5.3%), with age
ranging from 18 to 49 (M=20.84, SD=5.69). Most of them (60.5%) had no working experience.

All participants spoke fluently Greek and were representative of the University population.

Design

We randomly assigned participants to one of three conditions: in the first condition (N=12),

we induced positive emotions to both parties in each dyad, in the second condition (N=12), we
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induced positive emotions to the one of the two counterparts, and in the third condition (N=14),

we did not induce positive emotions to any of the participants (Table 1).

Table 1

Demographics per condition

((3|{|0:u1p2)1 Group 2 (N=12) %{Iozu&f
. Not
B.Oth parties Intervened party (N=6) intervened . No .
intervened _ intervention
party (N=6)
Women 12 (100%) 6 (100%) 6 (100%) 12 (85.7%)
Men 0 (0%) 0 (0%) 0 (0%) 2 (14.3%)
Age M (SD) 24.08 (9.55) 19.17 (0.41) 19.17 (0.41)  19.50 (0.76)
Working
experience M 3.25 (5.55) 0.00 (0.00) 0.00 (0.00) 0.64 (0.74)
(SD)

We induced positive emotions by subjecting participants to a meditation exercise before the
negotiation. Prior research has used meditation to manipulate mood and emotions (Freshman et
al., 2002). More specifically, we used loving-kindness meditation that is one of the most widely
used meditative practices and from previous research it has been found to be effective in
increasing levels of positive emotions in a short time (Hutcherson et al., 2008). LKM involves
various thoughts and visualizations and intends to cultivate positive emotions and broaden
attention, by asking participants to put emphasis on their breath and contemplate one and
afterwards more people for whom they feel warm and caring emotions (Fredrickson et al., 2008).
As a cover story, we informed participants that their counterparts’ arrival would delay and
therefore we proposed them to have a meditation exercise in the meanwhile in order to remain

interested. The meditation exercise lasted approximately seven minutes.
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Measures

Demographics

Socio-demographic information collected included gender, age, and working experience.

Scale of Positive and Negative Experience (SPANE-8)

Participants completed SPANE-8 (Kyriazos et al., 2018) that is a subjective well-being
measure with two distinct factors: positive experiences (4 one-word items) and negative
experiences (4 one-word items). Each dimension contains three specific feelings and one general
feeling. The four positive experiences are Pleasant, Happy, Joyful, Contented, and the four
negative experiences are Bad, Sad, Afraid, Angry. Items are scored on a Likert scale ranging
from 1 (very rarely or never) to 5 (very often or always). Experiences are evaluated over a 4-
week time frame. The positive score (SPANE-P) and the negative score (SPANE-N) can range
from 4 to 20. Internal consistency reliability measured by Cronbach’s alpha (Kyriazos et al.,

2017) are .85 and .75 for SPANE-P and SPANE-N respectively.

Procedure

We recruited even number of participants since we needed to form dyads for the negotiation
exercise. Participants of the experimental condition arrived first and the facilitators seated them
and read loudly the background information and the general instructions. After participants
confirmed that instructions were clear, they completed SPANE-8. Next, participants read the

negotiation instructions, were given the payoff chart and got prepared for the negotiation task.

As a cover story, we informed participants that the other group, consisting of their

counterparts, had delayed and until their arrival, we could have a pleasant time by having a
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meditation exercise. Following the meditation, they completed SPANE-8 again together with
two additional questions about their aspiration levels (What do you hope to earn in the
negotiation?) and their expectations (What do you expect to earn in the negotiation?). After
responding to these questions, their counterparts (who were in a different classroom and had
followed the same procedure, except for the meditation) entered the classroom, and participants
negotiated with their opponents. Participants negotiated face-to-face, and we recorded each

negotiation.

Negotiation Task

Consistent with prior emotion and negotiation research, we used the three-issue cell-phone
negotiation (De Dreu et al., 2004; Brooks & Schweitzer, 2011) that is a mixed-motive
negotiation. Negotiation situations can differ depending on the degree to which they provide
motivation for cooperation or competition (De Dreu, 2010; Weber et al., 2004; Rusbult & Van
Lange, 2003). As mixed-motive is considered the type of negotiation where parties have the need
to both compete in order to maximize their earnings and cooperate so as to reach an agreement
(Deutsch, 1973) and thus, a mixed motive negotiation is the most suitable to comprehend the

social dynamics in general and the role of emotions in particular (Adam & Brett, 2015).

We informed participants that they would be randomly assigned to the role of either buyer or
seller. Participants were invited to negotiate with their counterpart the price of a cell phone, that
was a distributive issue (i.e., win-lose), as well as its warranty and service period that had
integrative potential. Participants had the opportunity to increase the total dyadic outcome by
trading across these three issues, and they were provided with a payoff chart that represented

payoffs related to nine different levels of outcomes for each of these issues.
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Sellers preferred the cell phone to be purchased at a high price, and with short warranty and
service period, while buyers preferred a low price, long warranty period, and long service period.
The maximum possible individual profit for both buyers and sellers was $15.20 and the
minimum was $0. The maximum possible joint outcome was $17.60, while the minimum
possible dyadic outcome was $12.80. Participants were not provided with their counterpart’s
payoff chart, but they understood that it differed from their own. Also, they were told that the
negotiation could terminate in one of three ways: (a) they reached an agreement, (b) one of the
negotiators chose to exit, or (¢) time ran out before settlement. Participants had limited time to
negotiate (10 min) and they were instructed that if they managed to reach an agreement they

would earn the promised incentive, otherwise, none of the negotiators in each dyad would get it.

Results
Statistical analyses were conducted using SPSS software (Version 28). First of all, a series of
one-tailed paired samples t-tests were employed to compare pre- and post-measures in study

outcomes for the experimental and control group.

For the experimental group, a statistically significant increase was observed for positive
emotions (t(17)=-9.244, p<.001), when comparing the scores before and after the meditation.
The prices of positive emotions increased significantly in the post-measure. Also, a statistically
significant decrease was observed for negative emotions (t(17)=8.20, p<.001) when comparing
the scores before and after the meditation. The levels of the negative emotions dropped

significantly in the post-measure (Table 2).

Table 2

Pre- and post-induction results for the experimental group
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Pre- Post-
induction M induction M t
(SD) (SD)
14.33
Positive emotions 18.11 (1.906)  -9.244*
(2.114)

Negative emotions  9.55(2.895)  7.28 (2.052) 8.200*

*p <.001
The same statistical analyses were carried out for the control group. According to one-
tailed t-tests, as expected, no statistically significant difference was found when comparing the
pre- and post-measure scores in terms of positive emotions (t(19)=1.831, p=.083) and negative
emotions (t(19)=-0.326, p=.748) (Table 3). Therefore, we can conclude that loving kindness
meditation has been effective in increasing positive emotions and decreasing negative emotions,
and having this in mind, we can proceed with checking whether positive emotions can influence

negotiation processes and outcomes.
Table 3

Pre- and post-measure results for the control group

Pre-measure Post-measure

M (SD) M (SD)
13.25
Positive emotions 12.95(2.837) 1.831
(2.971)
11.35
Negative emotions 11.40 (2.780)  -0.326

(2.834)
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*p <0.001
Regarding exit decisions, only six out of the 38 participants chose to exit before reaching
an agreement. More specifically, 32 participants (84.2%) reached an agreement, 2 (5.3%)
preferred to exit, and 4 (10.5%) did not manage to reach an agreement before the end of time.
Consistent with our predictions, all of the participants in the experimental condition reached an
agreement, while all those who chose to exit or did not manage to reach an agreement before the
end of the time were in control group (Table 4). However, the total number who exited is too

small for us to draw inferences about exit decisions.

Table 4

Negotiation outcomes per condition in terms of agreement / impasse / end of time

Agreement Impasse End of time
Intervention 18 (100%) 0 (0%) 0 (0%)
No intervention 14 (70%) 2 (10%) 4 (20%)

As far as the first offer is concerned, it is a critical element of negotiations because it
anchors the negotiation (Brooks & Schweitzer, 2011). In fact, the first offer represents the first
chance for negotiators to make concessions. Previous research has associated first offers with
subsequent patterns of concessions and, ultimately, negotiated outcomes (Galinsky et al., 2002).
In our study, 10 participants from the experimental group and 9 participants from the control

group made the first offer, so we found no link between the condition and the first offer.

For each of the participants who made a deal, we computed the total individual profit

they earned. In addition, we computed the joint gains for each dyad. For the three dyads who
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failed to reach an agreement, the individual gains as well as the dyadic gains were equal to zero.
Pearson correlation coefficient was calculated to test the correlations between the variables of
positive emotions, aspirations, expectations, individual gains, joint gains, and negotiation

duration.

For the first condition, consisting of the dyads we induced positive emotions to both
parties, no statistically significant differences were found in terms of aspirations (r=.281,
p=.377), expectations (r=.317, p=.315), individual gains (r=-.120, p=.710), and joint gains
(r=.272, p=.392). However, we found statistically significant differences in terms of the
negotiation duration (r=-.682, p=.015), showing that the higher the level of positive emotions,
the shorter the time duration needed for negotiators to reach an agreement (Table 5).
Interestingly, some positive emotions seemed to correlate more with negotiation duration,
although there is no statistically significant difference. For example, positive emotions

‘contented’, ‘pleasant’, and ‘joyful’ correlated stronger with negotiation duration than ‘happy’.

Table 5

Correlations (Pearson) for condition 1

Positive emotions

R
Aspirations 281
Expectations 317
Individual gains -.120
Joint gains 272

Negotiation duration -.682*
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*p < .05. **p < .01.

Regarding the participants who were induced with positive emotions, but their
counterparts were not, we found no significant differences in terms of aspirations (r=-.652,
p=.161), expectations (r=-.164, p=.756), individual gains (r=-.714, p=.111), joint gains (r=-.923,

p=.109) or negotiation duration (r=.421, p=.406).

Similarly, for participants who were not induced with positive emotions, but their
opponents were, we found no significant differences in terms of aspirations (r=-.104, p=.844),
expectations (r=.245, p=.639), individual gains (r=-.473, p=.344), joint gains (r=.430, p=.395),

or negotiation duration (r=-.103, p=.845).

Finally, as far as the control group is concerned, consisting of participants none of whom
were induced with positive emotions, no significant differences were found in terms of
aspirations (r=.442, p=.113), expectations (r=-.276, p=.339), individual gains (r=.483, p=.081),

joint gains (r=.597, p=.024), or negotiation duration (r=.652, p=.021).

The role (seller/buyer) was not found to be related with aspirations (t=0.771, p=.126),
expectations (t=0.084, p=.084), or individual gains (t=0.589, p=.381). Also, exactly half (19 of
38) of the first offers were made by sellers, so we can conclude that the role does not have any

effect on first offer.

In summary, the present study revealed that the practice of loving kindness meditation as a
mood induction procedure led to increased levels of positive emotions and decreased levels of
negative emotions, which, in turn affected the cooperation potential and the negotiation duration,

but did not have any impact on participants’ first offer, aspirations, expectations, individual
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gains, and dyadic gains. Also, the role was not found to influence negotiators’ first offer,

aspirations, expectations, and individual gains.

Discussion

The primary goals of this study were to test the effectiveness of loving kindness meditation
as a mood induction procedure in a Greek adult population and also to investigate whether
positive emotions affect negotiation processes and outcomes. The findings of this study
confirmed the effectiveness of LKM, that has been tested from other researchers in the past
(Carson et al., 2005; Fredrickson et al., 2008), since participants in the experimental group
reported increased levels of positive emotions, while their levels of negative emotions dropped
significantly. At the same time, for the participants in the control group, no changes were
observed in their levels of positive and negative emotions. SPANE-8 seemed to be an
appropriate scale for such experiments using mood induction, as it was found to be quite

sensitive in detecting emotional differences in a short time.

In line with previous studies, which support that positive emotions are linked to more
cooperative strategies (e.g., Forgas, 1998; Hollingshead & Carnevale, 1990; Kopelman et al.
2006. Baron et al., 1990) and reduced likelihood of impasse (e.g., Kopelman et al., 2006), the
results of this study provide preliminary evidence that negotiators experiencing positive
emotions have increased cooperation potential and reduced possibilities for exit decisions.

Nevertheless, due to the small sample size, we refrain from drawing inferences about this.

A very interesting finding derived from this study is the fact that positive emotions were
found to have a significant impact on negotiation duration. More specifically, results showed that
the higher the levels of positive emotions, the less negotiation time is needed for individuals to

reach an agreement. Furthermore, different positive emotions have different impact on
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negotiation duration (for example, individuals feeling joyful or contented need less time to reach
an agreement than those who feel happy). To the best of our knowledge, such evidence about

positive emotions and negotiation duration cannot be found in the existing literature.

These findings can be probably explained based on the broaden-and-build theory of positive
emotions (Fredrickson, 1998, 2001), according to which positive emotions broaden individuals’
thought—action repertoire by triggering attention, thinking, creativity, and novelty, enabling them
to form durable personal resources. Furthermore, according to Fredrickson (2013), distinct
positive emotions serve different functions. For instance, joy creates the urge for a person to get
involved, while contentment, also known as serenity, arises when an individual feels comfortable
under certain circumstances, and creates the urge to savor and integrate these situations into new

priorities or values.

Despite several researchers’ findings according to which positive emotions are associated
with higher individual gains and increased joint gains (e.g., Carnevale & Isen, 1986; Krammer et
al., 1993; Allred et al., 1997; Anderson & Thompson, 2004), inconsistent results derived from
the present study, as it was found that positive emotions do not correlate with these two desirable
negotiation outcomes. The same inconsistency exists regarding aspirations and expectations
levels for which our study did not generate any correlations with positive emotions, as other

scholars’ studies (e.g. Krammer et al., 1993. Baron, 1990) did in the past.

Finally, as far as the first offer is concerned, there is a penury in studies investigating its
relationship to emotions and role. However, Brooks & Schweitzer (2001) who studied the role of
anxiety in negotiation revealed that anxiety relates to lower first offers, but the role does not have
any significant effect on first offer, aspirations, expectations, and individual gains, findings that

are supported by the present study.
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Implications, limitations, and avenue for future research

In a field that has exploded with the interest in the impact of emotions on negotiation
processes and outcomes, we conducted the first study in Greece using experimental design with
mood induction in order to examine the role of positive emotions in negotiation. In addition,
although several mood induction procedures such as the use of hypnosis (e.g., Friswell &
McConkey, 1989), texts (e.g., Westermann et al., 1996), music (e.g., Clark, 1983), gifts (e.g.,
Isen, Daubman & Gorgoglione, 1987), and odors (e.g., Ehrlichman & Halpern, 1988) have been
used to manipulate emotions before a negotiation simulation, this is the first time that loving
kindness meditation is used. Finally, it is the first time SPANE-8 is used as a scale to measure

positive emotions before and after a mood induction procedure.

In this study, we suggest that loving kindness meditation can be used in several cases as an
intervention for increasing levels of positive emotions and decreasing levels of negative
emotions. Prescriptively, our findings illustrate that negotiators may reach an agreement and
avoid impasse if they experience positive emotions. This finding, together with the fact that
positive emotions seem to reduce the time needed for negotiators to reach an agreement, can be
useful for negotiation courses as well as negotiation simulations and training for professionals
who need to make agreements quickly and under time pressure (for example for salesmen who
need to have quick deals before they serve the next customer). This could save time and energy
for individuals and of course resources for businesses. These programs could focus on specific

positive emotions that were found in this study to correlate stronger with negotiation duration.

A limitation of this study is the fact that the results are correlational in nature and this does
not allow us for cause-effect relationships regarding the variables under study. In addition, we

mainly focused on the intrapersonal (internally felt emotions) effect of emotions, while further
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research is needed to examine the role of emotions in negotiation at the interpersonal level. Also,
the emotions induced to the participants were incidental, meaning that they derived from
preexisting, unrelated to the negotiation facts. Further research should be conducted on directed
emotions that are those emotions caused by the negotiation itself. Additionally, the role of other
variables such as individuals’ emotional regulation, emotional intelligence, cognitive skills,

character strengths, and personality characteristics should be examined in future studies.

Other avenues for future research could include the assessment of post-negotiation behaviors
and socio-psychological outcomes of negotiations, such as the established trust, negotiators’
impressions and perceptions for the process and outcomes, as well as their desire to negotiate
again with the same counterpart in the future. Finally, although most studies on the role of
emotions in negotiation take place in university settings with undergraduate students (Bendersky
& McGinn, 2010), this may tell us little about the negotiation behaviors of professionals within
organizations; thus, studies with real-life negotiations that involve substantial financial and

relationship risks would be valuable.
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Abstract

Negotiation is omnipresent in both personal and professional life. This study aimed to assess
loving-kindness meditation (LKM) as a mood induction procedure and investigate the role of
emotions in both social-psychological and economic outcomes of negotiation. Thirty-eight
undergraduate psychology students formed dyads and were randomly assigned to either the
experimental or the control group. In the experimental condition, positive emotions were induced
through LKM to both parties in each dyad, while in the control condition participants were not
exposed to any emotional manipulation. Then, all participants were engaged in a cell phone
negotiation simulation. The results showed that LKM led to increased levels of positive emotions
and decreased levels of negative emotions. Nevertheless, the levels of experimental group’s
negative emotions increased after the negotiation. In addition, the present study provided evidence
that positive emotions are linked to increased cooperation potential and reduced possibilities for
impasse, whilst it was found that the higher the levels of positive emotions, the less time is needed
for negotiators to make a deal. Furthermore, it was found that negative emotions are associated
with worse economic outcomes, while positive emotions experienced after the negotiation relate
to participants’ perceptions about their self, the economic outcomes, and the overall satisfaction
derived from the negotiation. Finally, it was found that distinct positive and negative emotions

serve different functions. Practical implications for designing and implementing interventions
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focusing on cultivating positive negotiation skills in several contexts, such as workplace, close

relationships, and parenting, are discussed.

Keywords: Positive emotions, Negative emotions, Negotiation, Mood Induction, Loving-

Kindness Meditation
Introduction
Emotions in Negotiation

Negotiation is a part of everyday life as it is the primary and most constructive mechanism for
managing conflict, whether the context be arguing with a spouse, making a business deal, or
buying a new car (Hart & Schweitzer, 2022). The cognitive aspects of negotiation have been
extensively studied since the dawn of negotiation research, and thus the research findings span
many years (Davidson & Greenhalgh, 1999). On the other hand, the role of emotions in
negotiation has been relegated to a subsidiary position (Bazerman et al., 2000), and only in the
last few decades several researchers have shifted their attention to emotion-relevant variables, in
an attempt to understand the multifaceted aspects of negotiation (e.g., Brooks & Schweitzer,

2011; Sinaceur & Tiedens, 2006).

Emotion refers to an experience that has a relatively short duration and can generate
changes to individuals’ thoughts, behaviors, and physiological responses (Fredrickson &
Branigan, 2005). Emotions have intrapersonal consequences but they also serve social functions
in conflict and negotiation (Van Kleef et al., 2011). Unlike the affect-cognitive perspective that
concerns the influence of a negotiator’s felt emotions on the own behavior, the social-functional
perspective refers to the way in which an individual’s emotions can affect others’ attitudes,

judgements, and behaviors (Gino & Shea, 2012). The first study investigating the intrapersonal
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consequences of moods and emotions in negotiation was conducted by Carnevale and Isen
(1986), showing that positive affect reduces the use of contentious tactics and increases joint
gains. On the other hand, Van Kleef and colleagues (2004) were the first researchers who
brought scholarly attention to the significance of interpersonal effects of emotions in negotiation
by investigating the role of anger and happiness in a computer-mediated negotiation task and

finding that participants concede more to an angry counterpart, in order to avoid impasse.

Nevertheless, the majority of studies have shown that positive emotions are linked to
increased preferences for cooperation (e.g., Kopelman et al., 2006), higher individual and mutual
gains (e.g., Anderson & Thompson, 2004), increased concession making (e.g., Rhoades et al.,
2001), reduced likelihood of impasse (e.g., Kopelman et al., 2006), as well as higher

expectations and better perceptions of performance (e.g., Krammer et al., 1993).

On the contrary, negative emotions have been found to be detrimental for negotiators,
since they are associated with the use of competitive tactics (e.g., Butt et al., 2005), lower
individual and joint gains (e.g., Allred et al., 1997), early exit from the negotiation process (e.g.,
Yip & Schweinsberg, 2017), diminished trust (e.g., Campagna et al., 2016), and decreased

willingness for future interaction (e.g., Sharma et al., 2020).

Although numerous researchers have extolled the advantages of positive emotions in
negotiation, several scholars argue that negative emotions can be quite beneficial for negotiators,
under certain circumstances (e.g., Van Kleef & C6té, 2007). In addition, most studies have put
emphasis on negotiators’ economic gains, and have ignored critical relational, noneconomic
elements, which have long-lasting impact, such as negotiators’ satisfaction or the perceived

relationship between the parties (Thompson et al., 2010).

Loving-Kindness Meditation Effects on Positive and Negative Emotions
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Prior research has successfully used meditation to manipulate mood and emotions (e.g.,
Erisman & Roemer, 2010). Despite the fact that Mindfulness-based Meditation was the first to
draw sustained scientific attention (e.g., Segal et al., 2002), researchers gradually shifted their
interest to Loving-Kindness Meditation (LKM; e.g., Fredrickson et al., 2008). LKM involves
various thoughts and visualizations and aims to cultivate positive emotions, reduce negative
emotions, and broaden attention, by instructing participants to close their eyes and relax, and by
guiding them to emphasize on their breath and contemplate one and afterwards a series of people
for whom they feel warm and caring emotions (Fredrickson et al., 2008). Previous research
provides evidence that LKM increases positive emotions and decreases negative emotions
(Shonin et al., 2015), reinforces positive emotional experiences (Bankard, 2015), increases
altruistic behavior (Klimecki et al., 2013), and reduces depressive symptoms (Fredrickson et al.,

2008).
The Present Study

The present study attempts to investigate whether LKM can act as a pre-negotiation tool
that helps negotiators to attain better outcomes and achieve their goals. Moreover, since there are
still important inconsistencies and gaps in the existing literature, the current study attempts to
shed light on the role of positive and negative emotions in both economic and social-
psychological outcomes of negotiation. In particular, the aim of this study is: 1) to assess the
effectiveness of LKM as a mood induction procedure, 2) to examine possible changes in
negotiators’ emotions in three time-points (before intervention, after intervention, and after
negotiation), and 3) to investigate the influence of positive and negative emotions on economic

and social-psychological outcomes of negotiation.

More specifically, the research questions of this study are:



1)

2)

3)

4)

5)
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What is the relationship between positive emotions before LKM, after LKM, and after the
negotiation?

What is the relationship between negative emotions before LKM, after LKM, and after the
negotiation?

What is the relationship between negotiators’ emotions and their decision to reach an
agreement?

What is the relationship between negotiators’ emotions and their aspirations, expectations,
individual gains, joint gains, and negotiation duration?

What is the relationship between negotiators’ emotions and social-psychological outcomes

of negotiation?

Method

Participants

A total of thirty-eight undergraduate psychology students from a Greek University

(Panteion University of Social & Political Studies) were recruited in order to participate in the

experiment in exchange for the opportunity to attend a negotiation seminar free of charge and

receive a participation certificate. Thirty-four were women (89.5%) and four were men (10.5%),

with age ranging from 19 to 59 (M=25.76, SD=10.29). Participants had an average of 4.5 years

of working experience (SD=8.96).

Participants were randomly assigned to one of two conditions: in the experimental

condition (N=22), we attempted to manipulate the emotions of both parties in each dyad, while in

the control condition (N=16), we did not make any intervention (see Table 1). Except for the

meditation exercise used in order to induce positive emotions to the experimental group, the

experimental protocol was identical for the two groups.
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Table 1

Demographics per condition

Experimental Group (N=22) Control Group (N=16)
Women 18 (81.8%) 16 (100%)
Men 4 (18.2%) 0 (0%)
Age 26.73 (12.74) 24.44 (5.54)
Working experience 5.23(11.31) 3.38 (4.11)

Note. For men and women, frequencies and percentages (in parentheses) are reported; for age

and working experience, means and standard deviations (in parentheses) are reported.
Measures
Demographics

Participants were asked to report socio-demographic information, including gender, age,

and working experience.
Scale of Positive and Negative Experience (SPANE-8)

Participants completed the Scale of Positive and Negative Experiences (SPANE-8;
Kyriazos et al., 2018), which is an emotional well-being measure with two opposite dimensions:
positive experiences (using four one-word items) and negative experiences (using four one-word
items). The four positive experiences are: pleasant, happy, joyful, and contented, and the four
negative experiences are: bad, sad, afraid, and angry. Each dimension contains three specific
feelings and one general feeling (items “pleasant” and “bad”, respectively). Items are scored on a
five-point Likert-type scale ranging from 1 (very rarely or never) to 5 (very often or always).
The positive score (SPANE-P) and the negative score (SPANE-N) can range from 4 to 20. In this
study, the internal consistency reliability measured by Cronbach’s alpha was .84 and .82 for

SPANE-P and SPANE-N respectively.
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Subjective Value Inventory (SVI)

The Subjective Value Inventory (SVI; Curhan et al., 2006) assesses the social-
psychological outcomes that are subjectively valued as consequences of a negotiation. It consists
of 16 items that form four subscales, negotiators’ feelings about the instrumental outcome (e.g.,
‘How satisfied are you with the balance between your own outcome and your counterpart’s
outcome?’), feelings about the self (e.g., ‘Did you behave according to your own principles and
values?’), feelings about the process (e.g., “Would you characterize the negotiation process as
fair?’), and feelings about the relationship (e.g., ‘Did the negotiation make you trust your
counterpart?’). Furthermore, a global score can be calculated by averaging the four subscale
scores, and also a rapport score may be calculated by averaging scores for process and
relationship feelings. Items are scored on a seven-point Likert-type scale ranging from 1 (not at
all) to 7 (perfectly) in order to rate post-negotiation satisfaction. SVI has not been validated in
the Greek cultural context; for this reason, in order to be used for the purposes of the current
study, it was translated in Greek using the translation/back-translation method (Pezirkianidis et
al, 2017). In this study, the internal consistency reliability measured by Cronbach’s alpha was

adequate (a=.91).
Procedure

We recruited even number of participants since we needed to form dyads for the
negotiation exercise, and we randomly assigned them to either the experimental or the control
condition. Although all individuals consisting the experimental group participated, six
participants of the control group did not appear. On arrival, participants of the experimental and
control group entered separate classrooms and the facilitators seated them and read loudly the

background information and the general instructions. After all participants completed the written
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informed consent form and confirmed that instructions were clear, they completed SPANE-8.
Next, participants were given the detailed negotiation instructions together with the payoff chart

and got prepared for the negotiation task.

All participants were informed that the purpose of the experiment was to study
negotiation in general, so they were led to believe that they would engage in a situation where
they would negotiate in order to find out which are the factors and mechanisms that result to
better negotiation outcomes. In reality, the emotions of the participants in the experimental group
were manipulated using LKM that was presented as a way to offer them some pleasant time
because a few members of the other group were supposedly late and we needed to wait until their

arrival. The meditation exercise was not used in the case of the control group.

Participants in the experimental group listened to the recorded LKM instructions,
presented by audio recording played over computer speakers. The recording was narrated by a
licensed clinical psychologist with extensive experience in meditation and it lasted
approximately seven minutes. Following the meditation, all participants in both conditions
completed SPANE-8 again in order to check the effectiveness of the emotions’ manipulation,
together with two additional questions about their aspiration levels (“What do you hope to earn in
the negotiation?”) and their expectations (‘What do you expect to earn in the negotiation?’).
Next, we announced the formed dyads, and participants started negotiating with their

counterparts. Participants negotiated face-to-face, and we recorded each negotiation.

After the negotiation simulation was over, participants were asked to complete SPANE-8
once again in order to check the impact of the negotiation task on their emotions. Furthermore,

they were instructed to complete SVI. When all questionnaires were completed and handed to
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the facilitators, participants exited the experimental session, after they got informed about their

right to attend the promised seminar, depending on their negotiation outcomes.
Negotiation Task

All participants were engaged in a cell phone negotiation task that was an adopted
version of the one that has been used by several researchers in the past (e.g., Sinaceur et al.,
2011; Van Kleef & Coté, 2007). This task has been pilot tested in a previous study in Greece
(Prassa et al., 2022) and was considered as appropriate for the current study as well, since it is
mixed-motive, meaning that the parties can both compete in order to maximize their earnings
and cooperate so as an agreement to ensue (Deutsch, 1973), and it also captures the main
characteristics of a real-life negotiation. Specifically, there are multiple issues, information only

about one’s own payoffs, and the typical offer and counteroffer sequence (Sinaceur et al., 2011).

Participants were told that they would be randomly assigned to the role of either the
buyer or the seller. They were invited to negotiate with their counterpart about the price of a cell
phone, that was a distributive issue (i.e., win-lose), as well as its warranty and service period that
had integrative potential. We explained the exact difference between warranty and service, since
for many Greek people it is not distinct. Participants had the opportunity to increase the total
dyadic outcome by trading across the three issues, and they were provided with a payoff chart
that represented payoffs related to nine different levels of outcomes for each of these issues, as
well as the number of points they could obtain depending on their choices. Their goal was to
obtain as many points as possible. The participants were given examples of computations of the

total points they would gain if they achieved the best and the worst possible settlement for them.

Sellers preferred the cell phone to be purchased at a high price, and with short warranty and

service period. On the other hand, buyers preferred a low price, long warranty period, and long
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service period. The maximum possible individual profit for both buyers and sellers was 15.20€
and the minimum was 0€. The maximum possible joint outcome was 17.60€, whereas the
minimum possible dyadic outcome was 12.80€. Participants were not provided with their
counterpart’s payoff chart, but they understood that it differed from their own. Also, they were
informed that the negotiation could terminate in one of three ways: (a) they reached an
agreement, (b) one of the negotiators chose to exit, or (¢) time ran out before settlement.
Participants had limited time to negotiate (10 minutes) and in order to enhance involvement,
secure experiment’s validity, and emphasize the mixed-motive nature of the negotiation, they
were instructed that if they managed to reach an agreement they would earn the promised

incentive, otherwise, none of the negotiators in each dyad would get it.
Statistical analyses

Statistical analyses were conducted using the Statistical Package for Social Sciences
(SPSS) software, version 28. First of all, a two-way repeated measures mixed design ANOVA
was carried out. Subsequently, to investigate the interactions between time and condition in more
depth, we ran t-tests for each group between pairs for the three time-points, as well as
independent samples t-test between the groups for the three time-points. Finally, in order to test
if there are significant relationships among the variables under study, we conducted correlation

analyses.
Results
Demographics

To start with, we identified the number of participants who failed to make a deal, as well

as those who managed to reach an agreement. Specifically, 32 participants (84.2%) reached an
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agreement, two of them (5.3%) preferred to exit, and four (10.5%) did not reach an agreement
before the time ended. All the participants in the experimental group made a deal, while the three

dyads that did not manage to reach an agreement were in the control group.
Two-Way Repeated Measures Mixed Design ANOVA and Post-Hoc Tests

A two-way (2x3) repeated measures mixed design ANOVA was conducted to assess the
main effect of time (before intervention, after intervention / before negotiation, after
negotiation), as well as the two-way interaction amongst time and condition (intervention and
control group), on the levels of positive emotions, negative emotions, and distinct emotions (bad,

pleasant, happy, sad, afraid, joyful, angry, and contented).

The results showed that there is no statistically significant main effect of time on positive
emotions [F(2, 72) = 3.019, p = .055, #p? = .077], and negative emotions [F(2, 72) = 1.204, p =
.306, 7> = .032] of the total sample, nor on the participants’ distinct emotions, namely bad [F(2,
72) = 0.481, p = .620, 5> =.013], pleasant [F(2, 72) = 1.179, p = .313, 5, =.032], happy [F(2,
72) = 1.089, p = .342, 2= .029], sad [F(2, 72) = 0.797, p = .455, np2= .022], afraid [F(2, 72) =
1.966, p = .147, 5> = .052], joyful [F(2, 72) = 4.975, p = .059, ,?=.121], angry [F(2, 72) =

1.746, p = .182, 5, = .046], and contented [F(2, 72) = 1.775, p = .177, np? = .047].

Additionally, we tested for possible interactions between time and condition. This time,
the results were totally different, since statistically significant interactions between time and
condition were found for positive emotions [F(2, 72) = 8.200, p < .001, 5,2 = .186] and negative
emotions [F(2, 72) = 11.475, p < .001, np?= .242]. The post-hoc results indicated statistically
significant differences only for the intervention group (see Figure 1, Figure 2, and Table 3),
consisting of the dyads we induced positive emotions to both parties through loving-kindness

meditation. Analytically, statistically significant differences were found regarding positive
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emotions between T1 — T2 (t(21)=-7.659, p<.001), and T1 — T3 (t(21)=-4.755, p<.001), as well
as regarding negative emotions between T1 — T2 (t(21)=7.807, p<.001), T1 — T3 (t(21)=-2.832,

p=.010), and T2 — T3 (t(21)=2.409, p=.025).

In particular, the participants in the experimental group reported significantly higher
levels of positive emotions (T1: M=-2.46, SD=1.50; T2: M=-.27, SD=1.78; T3: M=-2.18,
SD=2.15), and lower levels of negative emotions (T1: M=1.95, SD=1.17; T2: M=.91, SD=1.77,;
T3: M=-1.05, SD=1.73) after the intervention, which remained significant after the negotiation

(see Table 3). No statistically significant differences were found for control group (see Table 3).
Figure 1

Mean of positive emotions showing time effects for control and intervention group
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Figure 2

Mean of negative emotions showing time effects for control and intervention group
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Table 2

Mean (standard deviation) of each variable as a function of time and condition

Variable Time Intervention Group  Control Group
Positive emotions T1 -2.46 (1.50) .63 (3.98)
T2 -.27 (1.78) .13 (3.76)
T3 -2.18 (2.15) .50 (1.26)
Negative emotions  T1 1.95(1.17) -1.69 (3.50)
T2 91 (1.77) -1.81 (3.90)
T3 -1.05 (1.73) -.13 (1.93)
Table 3

Paired-samples t-test coefficients for the mean comparison of pairs between the three time-points

as a function of condition
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Condition Pairs t df p d C.l.
Intervention group
Positive emotions T1-T2 -7659 21 .000 -1.63 [-3.19, -1.18]
T1-T3 -4.755 21 .000 -1.01 [-1.40, .84]
T2-T3 -720 21 480  -15 [.70, 3.11]
Negative emotions T1-T2 7.807 21 .000 1.66 [.12,1.95]
T1-T3 -2832 21 .010 -.86 [2.10, 3.89]
T2-T3 2.409 21 .025 .50 [0.89, 3.02]
Control group
Positive emotions T1-T2 .628 15 539 15 [-2.29, 3.29]
T1-T3 1.581 15 135 .39 [-2.00, 2.26]
T2-T3  .133 15 .896 .03 [-1.65, 2.39]
Negative emotions T1-T2 -1.930 15 073 -.48 [-2.55, 2.79]
T1-T3 -.259 15 799 -.06 [9.27, 13.35]
T2-T3 -1.858 15 .083 -.46 [8.97, 13.41]

Moreover, the independent samples t-test indicated statistically significant differences
between the two conditions at the first time-point regarding positive emotions, and at the second

time-point regarding negative emotions (see Table 4). No other significant differences emerged.
Table 4

Independent samples t-test coefficients for the mean comparison of control and intervention

group as function of time

Variables based on
; df
Time

Positive emotions T1  -2513 36 .017 .79 [.33, 3.16]

Positive emotions T2 1.337 36 .190 41 [-.68, 3.32]
Positive emotions T3~ .905 36 .372 .30 [-1.14, 3.00]
Negative emotions T1  .460 36 .648 .15 [-1.60, 2.54]
Negative emotions T2 -3.201 36 .003 1.02 [1.16, 5.17]
Negative emotions T3  -.416 36 .680 .14 [-1.73, 2.63]

p d C.l.
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Additionally, statistically significant interactions between time and condition were also
found for distinct positive and negative emotions. More specifically, the pattern in the levels of
all negative emotions is the same. In particular, the intervention group levels of the negative
emotions ‘Bad’ [F(2, 72) = 4.108, p = .020, 5,2=.102], ‘Sad’ [F(2, 72) = 4.545, p = .014, 2=
112], “Afraid’ [F(2, 72) = 6.336, p = .003, 7,2= .150], and ‘Angry’ [F(2, 72) = 7.926, p < .001,
np? = .180], were decreased after LKM, and increased after the negotiation, while the control
group levels of these emotions increased at the second time-point, and decreased after the

negotiation (see Figures 3, 4, 5, and 6).
Figure 3

Mean of emotion ‘Bad’ showing time effects on the two conditions
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Figure 4

Mean of emotion ‘Sad’ showing time effects on the two conditions
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Figure 5

Mean of emotion ‘Afraid’ showing time effects on the two conditions
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Figure 6

Mean of emotion ‘Angry’ showing time effects on the two conditions
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However, the pattern of the interaction between time and condition was different
concerning the distinct positive emotions. For instance, the intervention group levels of the
general positive emotion ‘Pleasant’ [F(2, 72) = 7.159, p < .001, ;%= .166] were highly increased
following the intervention, and decreased after the negotiation, whilst the control group levels

were decreased during Time 2, and increased after the negotiation (see Figure 7).

Figure 7

Mean of emotion ‘Pleasant’ showing time effects on the two conditions
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Interestingly, the levels of the positive emotion ‘Happy’ [F(2, 72) = 4.152, p = .020, > =

.103] for the intervention group were increased following LKM, and continued to increase after
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the negotiation. On the contrary, control group levels dropped at the second time-point, and this

downward trend continued after the negotiation simulation (see Figure 8).
Figure 8

Mean of emotion ‘Happy’ showing time effects on the two conditions
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Additionally, the levels of positive emotion ‘Joyful’ [F(2, 72) = 6.633, p = .002, 5% =
.156] for experimental group were significantly increased after LKM, and decreased after the
negotiation, while for the control group its levels remained stable during the three time-points

(see Figure 9).
Figure 9

Mean of emotion ‘Joyful” showing time effects on the two conditions
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Finally, the levels of the positive emotion ‘Contented’ [F(2, 72) = 4.514, p = .014, 5> =
.111] were increased in the intervention group after LKM, and remained stable during Time 3,

while the levels of the control group decreased during Time 2, and remained unchanged during

Time 3 (see Figure 10).
Figure 10

Mean of emotion ‘Contented’ showing time effects on the two conditions
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Correlation Analysis

For the experimental condition, in terms of positive emotions, no statistically significant

associations were found with aspirations (r=-.003, p=.990), expectations (r=.071, p=.753), and
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joint gains (r=.125, p=.578; see Table 5). We also found no statistically significant differences
between positive emotions and individual gains (r=.350, p=.110), with the exception of positive
emotion ‘contented’, that was found to have a statistically significant positive association with
individual gains (r=.442, p=.040; see Table 6). Another interesting finding concerns the
relationship between positive emotions and negotiation duration, as they were found to be
strongly negatively correlated (r=-.480, p=.024; see Table 5). Also, positive emotions ‘joyful’
(r=-.637, p<.001) and ‘pleasant’ (r=-.441, p=.040) were found to have a statistically significant

negative correlation with negotiation duration (see Table 6).

As far as negative emotions are concerned, no statistically significant differences were
found in terms of aspirations (r=-.219, p=.329), expectations (r=.026, p=.909), and negotiation
duration (r=.356, p=.104), but statistically significant associations were observed with individual
gains (r=-.446, p=.037) and joint gains (r=-.463, p=.030; see Table 5). In particular, the emotion
‘sad” was found to strongly negatively correlate with individual gains (r=-.608, p=.003), while
the emotion ‘angry’ was found to negatively correlate with joint gains (r=-.537, p=.010; see

Table 6).
Table 5

Correlations between emotions and aspirations / expectations / negotiation duration / economic

outcomes for experimental group



349

Positive emotions Negative emotions
r d C.L r d C.l
Aspirations -003 -.01 [-47,.41] -219 -.45 [-.65, .21]
Expectations 071 14 [-.38, .52] .026 .05 [-.42, .48]
Individual gains 350 75  [-.04,.74] -446* -1.00 [-.81, -.09]
Joint gains 125 25 [-.32,.57] -.463* -1.05 [-.82, -.11]
Negotiation duration -.480* -1.09 [-.83,-.13] .356 0.76 [-.04, .75]

Note. *p < .05. **p <.01.
Table 6

Correlations between distinct emotions and aspirations / expectations / negotiation duration /

economic outcomes for experimental group

Distinct emotions ~ Aspirations Expectations Indlv_ldual Jo_mt Negotlf_mon
gains gains duration
Pleasant 322 .098 415 -.049 -441*
Happy -.292 -.183 .003 144 -.384
Joyful 150 123 314 A71 -.637**
Contented -.065 199 A442* 114 -.200
Bad 012 213 -.303 -.263 .385
Sad -.275 -174 -.608** -.403 .383
Afraid .073 .024 -.147 .056 -.215
Angry -.328 .010 -.160 -.537** .278

Note. *p < .05. **p <.01.

Regarding the control group, we found no statistically significant correlations in the
relationship of neither positive nor negative emotions with aspirations, expectations, individual
gains, joint gains, and negotiation duration. In accordance with this finding, none of the distinct

emotions was found to significantly correlate with any of the variables under study.

Since the relationship between emotions and economic outcomes was investigated, it was
also considered as crucial to look into the relationship between emotions and socio-psychological

outcomes resulting from the negotiation for all participants. After correlation coefficient was
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calculated, there were found no statistically significant differences between positive and negative
emotions before negotiation, or negative emotions after negotiation, and subjective value (SV).
Nevertheless, statistically significant differences were detected between positive emotions
experienced after negotiation, instrumental SV (r=.453, p=.004), self SV (r=.437, p=.006), and

global SV (r=.360, p=.027).
Discussion

The present study’s main objective was to investigate the relationship between
negotiators’ experienced emotions and negotiation outcomes. This is the first study to examine
the role of both positive and negative emotions in bilateral negotiations from a holistic
perspective, since it explores how emotions reported in three time-points relate to both economic

and socio-psychological outcomes of negotiation.

First of all, statistically significant interactions were found to exist between time and
condition, as the results of the study showed that the levels of positive emotions experienced by
the participants consisting the experimental group, were increased following LKM, while their
levels of negative emotions were decreased. On the other hand, control group reported decreased
levels of positive emotions and increased levels of negative emotions just before the negotiation.
These findings are consistent with previous studies (e.g., Bankard, 2015; Prassa et al., 2022;
Shonin et al., 2015), which support the effectiveness of LKM as an intervention that leads to
increased levels of positive emotions and decreased levels of negative emotions, even after one
short session. Changes in immediate positive and negative emotions can be attributed to the
exercise’s focus on the here and now, as well as its emphasis on achieving personal happiness

through positive relationships with others (Zeng et al., 2015).
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However, the levels of the experimental group’s negative emotions increased again after
the negotiation. Negotiation is considered as a complex competitive procedure that can generate
negative emotions (Van Kleef, 2008), and thus, negotiation’s nature itself can adequately explain
the increase in negative emotions of the experimental group following the negotiation

simulation.

The interactions between time and condition were also found to be statistically significant
for distinct positive and negative emotions. Regarding the experimental group, the levels of all
positive emotions were increased after the intervention. However, although the levels of
emotions ‘Pleasant’ and ‘Joyful’ were decreased after the negotiation, interestingly, the levels of
emotion ‘Happy’ continued to rise, and the levels of emotion ‘Contented’ remained unchanged,
findings that can be explained based on the fact that distinct emotions serve different functions
(Fredrickson, 2013). On the contrary, the levels of all negative emotions were decreased
following the intervention and bounced back to the previous levels after the negotiation
simulation. As far as the control group is concerned, the opposite pattern was observed for both

positive and negative emotions.

To continue with, the outcome of a negotiation can be either the agreement between the
conflicting parties, or the impasse, when negotiators fail to reach a mutually accepted agreement
(Thompson, 1990). Previous research provides evidence that positive emotions are linked to
more cooperative strategies (e.g., Carnevale, 2008; Pietroni et al., 2008), and reduced likelihood
of impasse (e.g., Kopelman et al., 2006), while negative emotions are related to competitive
behaviors and increased possibilities for exit decisions (e.g., Griessmair, 2017; Yip &
Schweinsberg, 2017). The results of the current research are consistent with the findings of

previous studies, as they indicate that negotiators experiencing positive emotions have increased
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cooperation potential and reduced likelihood of impasse, while the opposite is true for the
negotiators experiencing negative emotions. However, due to the small sample size, we refrain

from drawing inferences about this.

Regarding the economic outcomes, for the control group, no relationship was found to
exist between emotions and individual or joint gains. As far as the experimental group is
concerned, it was revealed that neither individual nor joint gains are related to participants’
positive emotions. These results do not confirm previous research, according to which positive
emotions are associated with higher individual and mutual gains (e.g., Anderson & Thompson,
2004; Kramer et al., 1993). Nevertheless, individual and joint gains were found to be negatively
correlated with participants’ negative emotions, showing that the higher the levels of negative
emotions, the lower the individual and joint gains for the negotiators. These results are in line
with previous research that highlights the relationship between negative emotions and reduced
individual and dyadic gains (e.g., Allred et al., 1997), and they are consistent with the Broaden-
and-Build Theory of positive emotions (Fredrickson, 1998, 2001). This theory holds that positive
emotions broaden momentary thought—action repertoire, which in turn builds personal resources,
while, negative emotions narrow the scope of people’s attention and thinking, urging individuals

to struggle when problem solving.

As far as the relationship between distinct emotions and economic outcomes is
concerned, the positive emotion ‘Contented’ was found to strongly correlate with individual
gains, while the negative emotion ‘Sad’ was found to negatively correlate with individual gains,
and the emotion ‘Angry’ seemed to negatively correlate with mutual gains. For the emotion
‘Contented’ there are not any studies in conflict or negotiation literature to either confirm or

contradict the present findings. However, according to Fredrickson (2004), contentment creates
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the desire to savor current life circumstances, and incorporate them into new perspectives of self
and the world; thus, it seems plausible that it could extent to social interactions, such as
negotiation. Regarding the emotion ‘Sad’, it has been argued that it reveals helplessness,
dependency, and a need for support, and therefore it elicits reactions of compassion and leads to
helping behaviors (e.g., Graham et al., 2008). Prior research suggests that sadness increases
concession making in communal relationships, but not in transactional ones (Clark & Mills,
2012). A recent study provides evidence that sadness expression increases the recipient’s
concern for the expresser, but only during social interactions that provide the former with
reasons to express concern for the latter (e.g., when the expresser is perceived as low-power, or

when future interaction is anticipated) (Sinaceur et al., 2015).

On the other hand, anger has received significant research attention and has been found
that negotiators concede more to an angry opponent because it induces fear and it conveys the
threat of an undesirable and costly impasse (e.g., Van Kleef et al., 2004). Nonetheless, anger is
interpreted as signaling aggression and interpersonal hostility, bears feelings of mistreatment,
and leads to less cooperative behavior and unwillingness for future interaction (e.g., Allred et al.,
1997). This justifies the negative relationship between the emotion ‘Angry’ and joint gains that
was found in the present study and has been revealed from previous research as well (e.g.,

Anderson & Thompson, 2004).

In order to adopt a more holistic perspective, we considered as crucial to also look into
the relationship between participants’ emotions and their aspirations and expectations, as well as
the relationship between emotions and negotiation duration. Results showed that negotiators’
emotions are not related to their aspirations and expectations levels, findings that are inconsistent

with other scholars’ studies conducted in the past, which support that negotiators with low
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aspirations and expectations experience higher levels of positive emotions because they perceive
negotiation as more successful (e.g., Kramer et al., 1993). However, the findings are in line with
a recent study (Prassa et al., 2022), which indicated that no relationship exists between these
variables. On the other hand, it was revealed that there is a strong negative relationship between
positive emotions and negotiation duration, showing that the higher the levels of positive
emotions, the less negotiation time is needed for negotiators to reach an agreement. These
findings are consistent with the one and only study that has been conducted in the past to
investigate the relationship between negotiators’ emotions and negotiation duration (Prassa et al.,
2022) and can be attributed to the broadening effects of positive emotions and the consequential
enhancement of cognitive, psychological, and social resources (Fredrickson, 1998, 2001).
Distinct positive emotions ‘Joyful” and ‘Pleasant’ were found to strongly correlate with
negotiation duration, probably due to the fact that these emotions are linked to playfulness,
savoring, and creativity, which has been found to facilitate problem solving and to be closely
associated with innovative, collaborative, and mutually accepted solutions in negotiation

(Thompson, 2005).

To add more, it is important to explore the relationship between emotions and socio-
psychological outcomes resulting from the negotiation. The findings of the present study
indicated that there is no relationship between emotions and any of the SV dimensions. However,
it was found that the levels of positive emotions experienced after the negotiation are linked to
three of the SV dimensions, namely instrumental SV, self SV, and global SV. This means that
the higher the levels of positive emotions experienced following the negotiation, the better the
negotiators’ perceptions about their economic outcomes, the feelings about the self, and the total

satisfaction derived from the negotiation. Although there is a penury in studies exploring the
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relationship between negotiators’ emotions and SV, however, our results agree with previous
research showing that SV, as an emotional reaction resulting from negotiation, affects and is
affected by negotiators’ emotions (Butt & Choi, 2006; Curhan et al., 2006).

Implications, Limitations, and Avenue for Future Research

In our knowledge, this is the first study to examine the role of positive and negative
emotions in both economic and social-psychological outcomes of negotiation. In addition, the
present study provides an accurate understanding of how negotiators’ emotions work in three
different time-points, and it reveals that distinct emotions serve different functions in negotiation.

To start with, the results of this study confirm that LKM can be used in several cases as a
short and effective intervention for cultivating positive emotions, which benefit negotiators in
many ways. These findings can be extremely useful for the development and implementation of
negotiation courses, simulations, and training programs for professionals (e.g., salespeople) who
need to make agreements quickly and under time pressure. Such programs could give individuals
the opportunity to save time and energy, while, at the same time, they could reinforce
organizations’ productivity and profitability.

Moreover, since it was found that positive emotions relate to better social-psychological
outcomes, similar training courses and interventions would be precious for executives, who often
need to engage in repeated negotiations with the same counterparts. In addition, our findings
could be taken under consideration for the design of seminars and training programs addressed to
students, unemployed, and low-skilled adults, aiming to enhance their employability and soft
skills. Finally, similar training programs could be designed and implemented to contribute to

other contexts such as education, positive parenting, mental health, and counselling. The
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proposed training programs could emphasize on specific positive emotions that were found to

correlate stronger with the desired negotiation outcomes.

A limitation of this study is that the sample was relatively small, with the vast majority of
participants being women. To ensure that the findings are generalizable, future studies should
aim to recruit a larger and more diverse sample in terms of gender, age, and working experience.
In addition, the scale used to assess subjective value has not been validated in the Greek social-
cultural context. The use of validated measures is proposed for similar future studies.
Furthermore, despite the fact that most studies on the role of emotions in negotiation take place
in university settings with undergraduate students, who are often motivated about the process,
this may tell us little about the negotiation behaviors of professionals within organizations, and
therefore studies with real-life negotiations that involve substantial financial and relationship

risks would be valuable.

Moreover, we primarily emphasized on the role of emotions in negotiation at the
intrapersonal level, while further research is needed to investigate the interpersonal effect of
emotions. In addition, the emotions induced to the participants were incidental, meaning that
they resulted from preexisting, unrelated to the negotiation events. Further research should be
conducted on directed emotions that are caused by the negotiation itself. Finally, the impact of
other variables such as individuals’ emotional regulation, emotional intelligence, cognitive skills,

character strengths, and personality characteristics should be examined in future studies.
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