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Morton Deutsch
Quoted by Lewicki

Competitive goals (Win/Lose)

Misperception and bias

Emotionality

Decreased communication

Blurred issues

Rigid commitments

Magnified differences, minimized similarities

Escalation of conflict / commitment
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تاکید بر مواضع

فراموش کردن منافع
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معیارهای ذهنی




