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Access	through	your	institutionVolume	104,	March	2020,	105966	rights	and	contentInterpersonal	skills,	including	negotiation	skills,	communication,	and	collaborative	problem-solving	skills	are	important	skills	for	school	and	the	workplace.	Employer	surveys	conducted	within	and	outside	the	U.S	have	identified	interpersonal	skills	such	as
communication	and	problem	solving	as	among	the	most	highly	sought	skills	in	new	workers	(Casner-Lotto	and	Barrington,	2006,	McKinsey	&	Company,	2012,	National	Association	of	Colleges	and	Employers	(NACE),	2015).	Interpersonal	skills	are	likely	to	become	increasingly	valued	and	rewarded	in	the	workforce	due	to	changes	in	technology
(Deming,	2017).	As	technology	replaces	routine	and	increasingly	non-routine	cognitive	work	(Autor	et	al.,	2003,	Elliott,	2017,	Frey	and	Osborne,	2013),	hard-to-automate	skills,	such	as	interpersonal	skills,	particularly	in	conjunction	with	complex	cognitive	skills	such	as	problem	solving,	will	likely	be	the	ones	that	remain	viable	in	the	future	workforce
(Deming,	2017,	Weinberger,	2014).An	important	kind	of	interpersonal	problem-solving	skill	is	negotiation.	
Negotiate	tasks	represent	a	full	quadrant	of	McGrath	(1984)	group	tasks	taxonomy	(the	others	being	generate	tasks	[e.g.,	idea	generation],	choose	tasks	[e.g.,	achievement	tests],	and	execute	tasks	[e.g.,	crew	performance]).	Negotiation	courses	are	among	the	most	popular	courses	in	business	schools,	reflecting	the	importance	of	negotiation	not	only
in	commerce	but	in	all	areas	of	life	where	just	about	any	situation	can	be	seen	as	a	negotiation	(Thompson	&	Leonardelli,	2004).	Negotiation	has	been	studied	from	the	standpoints	of	not	only	business,	but	also	social	psychology,	game	theory,	and	behavioral	economics	(Bazerman	et	al.,	2000,	Thompson	et	al.,	2010).	Negotiation	tasks	are	an
interesting	class	of	interpersonal	skills	tasks	in	that	they	represent	a	fairly	large	swath	of	interpersonal	tasks	and	thus	gaining	insight	into	negotiation	task	behavior	is	likely	to	pay	dividends	in	understanding	social	and	collaborative	skills	more	generally.	The	broader	domain	of	social	and	collaborative	skills	has	also	been	studied	from	a	variety	of
perspectives	including	educational	and	organizational	psychology	(e.g.,	von	Davier,	Zhu,	&	Kyllonen,	2017)	and	from	the	small	groups'	perspective	of	social	psychology	(e.g.,	Larson,	2010).Negotiation	can	be	defined	as	a	process	through	which	two	or	more	parties	interact	to	create	potential	agreements	intended	to	provide	guidance	and	regulation	to
their	future	behavior	(Sawyer	&	Guetzkow,	1965).	Negotiation	is	a	“ubiquitous	social	activity”	that	occurs	“anytime	people	cannot	achieve	their	goals	without	the	cooperation	of	others”	(Thompson,	Wang,	&	Gunia,	2010,	p.	492).Negotiations	usually	involve	different	issues	that	must	be	agreed	upon.	The	literature	distinguishes	three	kinds	of	issues
(ten	Brinke	et	al.,	2015,	Gelfand	et	al.,	2011).	diagonalização	de	matrizes	exercicios	resolvidos	The	first	is	distributive	issues	(also	“zero-sum”)	in	which	negotiators	view	the	task	as	one	involving	either	winning	or	losing	with	their	goal	being	to	win	(Gelfand	et	al.,	2011).	The	second	is	integrative	issues	in	which	the	parties	can	maximize	joint	gains	by
searching	for	an	outcome	in	which	both	parties	benefit.	This	typically	involves	a	tradeoff	in	which	parties	gain	ground	on	issues	important	to	them	in	exchange	for	giving	ground	on	issues	less	important	to	them	(Elfenbein,	Curhan,	Eisenkraft,	Shirako,	&	Baccaro,	2008).	The	third	is	compatible	issues	in	which	the	priorities	of	the	negotiating	parties	are
aligned,	and	interests	are	mutual	(Thompson	&	Hrebec,	1996).	In	this	study	we	were	interested	in	negotiation	behavior	with	respect	to	all	three	kinds	of	issues,	and	so	we	purposely	set	up	payoffs	to	make	the	negotiations	feature	distributive,	integrative,	and	compatible	issues.Negotiation	can	also	be	understood	from	the	standpoint	of	game	theory
(e.g.,	Hausken,	1997,	Turocy	and	von	Stengel,	2002).	One	useful	concept	from	game	theory	is	that	of	Pareto	optimality,	which	refers	to	the	allocation	of	resources	(in	the	tasks	we	administer	here,	points)	across	parties	so	that	no	other	allocation	can	make	a	party	better	off	without	hurting	another	party.	For	two	of	the	issue	types	we	present
(integrative	and	compatible),	achieving	Pareto	optimality	is	the	unstated	goal	of	the	negotiation	(for	zero-sum	or	distributive	issues,	all	states	are	Pareto	optimal).Real-world	negotiations	often	feature	opportunities	for	mutual	benefit	and	opportunities	for	personal	gain	at	the	expense	of	the	other	party	(Deutsch,	1949,	Tjosvold,	1984).	Competitive
negotiation	strategies	are	those	aimed	at	maximizing	individual	gains	(De	Dreu,	Weingart,	&	Kwon,	2000)	and	include	tactics	such	as	creating	an	impasse	(i.e.,	refusal	to	reach	an	agreement),	staking	out	a	strong	starting	position,	and	disagreeing	with	an	offer	proposed	by	the	other	party.	Cooperative	negotiation	strategies,	those	aimed	at	maximizing
joint	gains	(De	Dreu	et	al.,	2000),	include	tactics	such	as	making	a	concession	to	the	other	party,	establishing	a	compromise,	or	“logrolling,”	in	which	parties	engage	in	strategic	trade-offs	that	differ	in	priority	for	each	negotiator	such	that	it	is	possible	to	yield	on	lower	priority	issues	in	exchange	for	maximizing	higher	priority	ones	(Pruitt,	1981).As	a
“ubiquitous	social	activity”	the	space	of	negotiation	tasks	is	potentially	quite	large.	From	the	perspective	of	McGrath's	taxonomy,	negotiation	tasks	are	those	that	involve	conflict	(vs.	
cooperation),	but	such	tasks	may	be	difficult	to	distinguish	from	decision-making	tasks,	at	least	in	natural	settings	(Larson,	2010).	Negotiation	tasks	are	also	often	referred	to	as	mixed-motive	tasks	in	that	individuals	within	the	negotiating	dyad	must	resolve	conflicts	of	interest	in	which	the	interests	of	the	group	(i.e.,	joint	interests)	can	conflict	with
individual	interests.	As	such,	many	economic	games	are	often	considered	negotiation	tasks	in	experimental	studies.	These	include	prisoner's	dilemma	and	variants	(Halevy,	Chou,	&	Murnighan,	2012),	coalition	games	(Van	Beest,	Van	Kleef,	&	Van	Dijk,	2008),	and	ultimatum	games	(e.g.,	Van	Dijk,	van	Kleef,	Steinel,	&	van	Beest,	2008).Negotiation
games	are	commonly	used	as	exercises	in	business	school	to	familiarize	students	with	issues	and	to	teach	strategies.	Kellogg	School	of	Management	(2008)	produced	a	brochure	identifying	a	number	of	negotiation	(Thompson,	2012)	and	decision	making	(based	on	Murnighan,	1991)	exercises	that	could	be	used	for	this	purpose.	It	is	useful	to	review
the	types	of	games	and	exercises	offered	to	get	a	sense	for	the	space	of	negotiation	tasks.	Exercises	fall	into	the	categories	of	decision-making,	negotiation	(cross-cultural,	dispute-resolution,	third	party,	and	two-party	deal	making),	and	teams	exercises	(creativity,	cross-functional	teams,	team	decision	making,	team	dynamics).	The	dispute	resolution
and	two-party	deal	making	negotiation	tasks	are	closest	in	intent	to	what	we	are	examining	in	this	study.	Dispute	resolution	(12	tasks)	includes	exercises	designed	to	teach	distributive	strategies,	distinguish	rights	and	interests,	understand	emotional	aspects,	and	deal	with	multiple	issues.	Two-party	deal	making	(35	tasks)	exercises	address	integrative
and	distributive	strategies,	ethics,	issues	of	trust	and	misrepresentation,	and	introduce	concepts	such	as	opening	offer,	best	alternative	to	a	negotiated	agreement	(BATNA),	resistance	and	aspiration	points,	and	bargaining	zone.	Exercises	in	both	categories	are	presented	with	various	cover	stories	including	real	estate	developer	vs.	subcontractor,
condominium	owners,	repair	bill	disputes,	roommate	rent	splitting,	buyers	and	sellers	of	various	goods	and	services,	union	negotiations,	hiring	interview,	and	many	others.	One	of	the	negotiation	tasks	is	a	multi-trial	prisoner's	dilemma	game	set	in	a	corporate	context,	illustrating	the	connection	between	the	two	domains.Negotiation	tasks	include	one
called	New	Recruit	(Neale,	1997)	(also	a	variation	called	Outside	Offer;	Maddux,	1997),	which	is	characterized	as	“two-party,	multi-issue,	quantified	negotiation	over	an	employment	contract.	The	exercise	illustrates	Pareto	optimality	and	the	differences	between	compatible,	trade-off	or	integrative,	and	distributive	issues”	(Kellogg	School	of
Management,	2008).	Perhaps	because	of	its	comprehensiveness	in	touching	on	these	issues	and	its	prototypical	nature,	New	Recruit	is	frequently	used	as	a	learning	exercise	for	business	students	and	as	a	task	in	negotiation	research	(Elfenbein	et	al.,	2008).	For	this	reason,	we	chose	to	develop	variants	of	the	New	Recruit	task	for	this
research.Bazerman	et	al.	(2000)	concluded	in	their	review	that	there	was	little	evidence	for	the	importance	of	individual	differences	in	negotiation	skill	in	that	personal	characteristics	did	not	account	for	much	variance	in	negotiation	outcomes	and	context	swamped	individual	differences	in	importance.	An	example	of	a	context	manipulation	is	labeling
a	repeated-play	prisoner's	dilemma	game	as	a	“Wall-street	game”	versus	a	“Community	game”	which	led	to	twice	as	much	cooperation	in	the	Community	game	(Ross	&	Ward,	1995).	However,	Bazerman	et	al.	(2000)	did	concede	the	potential	importance	of	cultural	differences,	such	as	an	individualistic	vs.	collectivist	orientation	(Markus	&	Lin,	1998),
and	more	recent	research	has	explored	the	importance	of	personality	(Wilson,	DeRue,	Matta,	Howe,	&	Conlon,	2016),	and	other	personal	factors	(Elfenbein	et	al.,	2008),	such	as	attitudes	toward	negotiations,	conflict	style,	intelligence,	personality,	and	demographic	characteristics.	This	also	includes	dyadic	interactions	(Elfenbein,	Eisendraft,	Curhan,
DiLalla,	2018)	and	training	effects	(Stevens	et	al.,	2018).	This	more	recent	research	has	suggested	a	much	larger	role	for	individual	differences;	for	example	Elfenbein	et	al.	(2008)	estimated	that	over	40%	of	the	variance	in	performance	outcomes	could	be	attributed	to	individual	differences.Context	effects	and	individual	differences	are	not	opposed	to
each	other,	and	both	can	contribute	to	task	performance,	simultaneously	(Steyer,	Mayer,	Geiser,	&	Cole,	2015).	It	is	difficult	to	imagine	that	negotiation	is	not	a	skill,	and	that	some	individuals	are	not	better	at	it	than	others.	la	odisea	resumen	por	capitulos	Although	individuals	may	differ	in	what	they	hope	to	achieve	as	a	result	of	a	negotiation,	in	all
negotiations	the	goal	is	to	achieve	an	optimal	solution	that	maximizes	value	for	both	parties	(ten	Brinke	et	al.,	2015).	Thus,	if	value	for	each	party	is	quantified,	individual	and	joint	gains	can	be	calculated	and	used	as	measures	of	negotiation	skill	at	the	individual	and	joint	levels.In	classical	test	theory,	reliability,	or	more	generally,	generalizability
(Webb,	Shavelson,	&	Haertel,	2006)	is	a	direct	measure	of	individual	differences	in	a	skill.	The	generalizability	question	is	what	proportion	of	variation	in	observed	task	outcomes	is	associated	with	individual	differences	(individual	differences	are	reflected	in	true	scores,	or	universe	scores)	as	opposed	to	task	or	context	differences	(which	are	reflected
in	that	portion	of	variance	in	observed	scores	not	associated	with	true	scores,	sometimes	referred	to	as	error	or	measurement	error),	and	what	are	the	conditions	or	contexts	over	which	the	generalization	occurs.	For	example,	it	would	be	possible	in	principle	to	generalize	across	all	negotiation	tasks;	in	this	study	we	confine	generalization	to	two
negotiation	tasks	that	have	similar	formal	structure	of	issues	and	payoffs,	but	that	vary	in	their	settings.	
Generalizability	can	be	quantified	with	a	correlation	across	tasks,	or	subtasks,	at	the	individual	and	joint	levels.	Individual	gains	represent	the	value	of	the	negotiated	agreement	to	one	individual	negotiator	while	joint	gains	refer	to	the	sum	of	the	gains	obtained	by	both	negotiators.Key	findings	from	negotiation	research	have	been	summarized	in
several	review	articles	(Bazerman	et	al.,	2000,	Thompson	et	al.,	2010).	
Main	effect	findings	most	pertinent	to	the	negotiation	tasks	here	are	that	negotiators	often	assume	a	fixed	pie	and	“miss	opportunities	for	mutually	beneficial	trade-offs	between	parties”	(Bazerman	et	al.,	2000,	p.	283).	ruqyah	shariah	mishary	Negotiators	often	falsely	assume	that	their	preferences	for	the	negotiation	are	opposed	to	the	preferences	of
the	other	party,	and	they	often	ignore	the	perspective	of	other	parties,	for	example	by	devaluating	concessions	made	by	the	other	(Bazerman	et	al.,	2000).	Negotiators	also	often	tend	to	“leave	value	on	the	table,”	failing	to	reach	mutually	beneficial	agreements	due	to	incorrect	assumptions	about	the	negotiating	partner	(Thompson	&	Lucas,	2014).
These	factors	suggest	that	parties	will	often	fail	to	find	common	ground	on	compatible	issues	and	settle	for	non-optimal	solutions,	for	example,	failing	to	find	an	integrative	solution	when	possible	(Thompson	et	al.,	2010).The	purpose	of	this	study	was	twofold.	First,	we	sought	to	evaluate	the	generalizability	of	negotiation	skills	across	two	negotiation
tasks	at	both	the	individual	and	joint	level.	Negotiation	tasks	are	mixed-motive	tasks	in	that	participants	are	motivated	to	achieve	both	personal	gains	(i.e.,	accumulate	more	points	personally)	and	a	successful	joint	outcome	(i.e.,	accumulate	more	total	points	as	a	dyad).	For	some	issues	within	our	negotiation	tasks	the	individual	and	joint	motivations
are	aligned,	and	for	some	they	are	in	conflict.	The	question	of	generalizability	concerns	whether	individuals	who	perform	well	on	one	task	(i.e.,	achieve	individual	gains,	accumulate	more	points)	perform	well	on	the	other;	and	whether	dyads	that	perform	well	on	one	task	(i.e.,	experience	successful	joint	outcomes;	accumulate	more	points	as	a	dyad)
perform	well	on	the	other.	It	is	possible	that	there	can	be	generalizability	(i.e.,	high	correlations	across	tasks)	at	one	unit	of	analysis	(e.g.,	individual)	but	not	at	the	other	(e.g.,	joint)	or	that	there	can	be	generalizability	at	both	(i.e.,	high	correlations	between	individual	outcomes	across	tasks,	and	joint	outcomes	across	tasks),	or	neither.	
To	our	knowledge,	this	specific	issue	of	generalizability	of	negotiation	skill	at	the	individual	and	joint	levels	has	not	yet	been	evaluated.	

The	question	of	generalizability	has	been	addressed	for	other	small	group	tasks	(e.g.,	Woolley,	Chabris,	Pentland,	Hashmi,	Malone	et	al.,	2010),	where	there	has	been	evidence	for	generalizability	at	the	joint	level.	However,	mixed-motive	tasks	are	likely	different	because	there	can	be	a	conflict	in	incentives	at	the	individual	and	joint	level.The	second
purpose	of	the	study	was	to	explore	process	consistency	across	tasks,	and	process	correlates	of	negotiation	success,	separately	at	the	individual	and	joint	levels,	and	separately	by	issue	type.	We	operationalized	process	by	frequency	of	specific	tactics	used	in	negotiation	discussions.	Our	negotiation	task	was	administered	online,	and	participants
communicated	through	a	chat	window.	

Each	chat	turn	was	classified	with	respect	to	14	tactic	categories	(e.g.,	create	an	impasse,	articulate	a	starting	position).	We	evaluated	process	consistency	by	correlating	tactic	use	across	tasks.	We	evaluated	process	correlates	of	negotiation	success	by	correlating	tactic	use	with	points	at	both	the	individual	and	joint	levels.	These	approaches	allow	us
to	address	questions	such	as,	are	specific	negotiation	tactics,	such	as	refusing	to	reach	an	agreement,	associated	with	personal	gains	in	the	negotiation?	Are	others,	such	as	logrolling	(trading	off	issues),	associated	with	joint	gains,	particularly	for	integrative	and	compatible	issues?	Among	the	tactic	categories	were	maintaining	communication	tactics,
such	as	greetings	and	affect	displays,	which	are	thought	to	generate	and	maintain	social	bonds	(Nardi,	2005),	and	which	we	have	identified	in	prior	collaborative	research	(Hao,	Liu,	von	Davier;	&	Kyllonen,	2017).	There	have	been	process	analyses	of	small	group	task	performance,	for	example,	finding	turn-taking	to	be	associated	with	joint	success
(e.g.,	Wooley	et	al.,	2010).	
However,	to	our	knowledge,	an	individual	and	joint	generalizability	analysis	based	on	negotiation	tactics	has	not	been	conducted	for	negotiation	tasks.The	sample	was	42	dyads,	comprised	of	84	undergraduate	students	participating	online	(through	Amazon	Mechanical	Turk).	convolutional_neural_network_matlab.pdf	Participants	were	recruited	from
an	online	panel	and	paid	$9-$11	US	per	hour	for	participating.	Each	session	took	a	little	less	than	an	hour.The	sample	identified	as	51%	female;	59%	White,	22%	Asian	or	Asian	American,	13%	Black	or	African	American,	13%	Hispanic	or	Latino,	8%	American	Indian	or	Alaska	Native,	and	3%	as	Native	Hawaiian	or	Pacific	Islander	(participants
couldThe	results	are	organized	as	follows.	First,	we	examine	the	generalizability	of	individual	and	joint	negotiation	skill	operationalized	as	individual	and	joint	points	earned	across	tasks.	Following	this,	we	examine	the	generalizability	of	negotiation	tactics	operationalized	as	annotated	categorizations	of	chat-based	communication	during	the
negotiation,	at	the	individual	and	joint	levels.	We	then	report	the	results	of	a	principal	components	analysis	of	tactic	frequency	for	the	14	tactics	at	theWe	investigated	negotiation	as	a	general	skill	at	both	the	individual	and	joint	level.	Although	there	was	some	evidence	for	context	effects	(participants	did	better	as	a	joint	with	the	more	familiar
fundraising	context),	there	was	strong	evidence	for	consistency	or	generalizability	across	tasks	at	both	the	individual	and	joint	levels.	This	implicates	both	general	negotiation	skills	at	the	individual	level,	and	general	joint	negotiation	skills	at	the	dyad	level.	That	is,	with	respect	to	theThis	research	was	supported	by	Educational	Testing	Service	R&D
division's	research	allocation	fund.	gmail_phishing_email_template.pdf	We	thank	the	editor,	three	anonymous	reviewers,	and	three	ETS	reviewers	(James	Carlson,	Jessica	Andrews	Todd,	and	Marcel	Ionescu)	for	their	helpful	comments.M.	Almlund	et	al.L.	ten	Brinke	et	al.H.A.	Elfenbein	et	al.L.	Ross	et	al.D.H.	Autor	et	al.M.H.	Bazerman	et	al.Y.
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collaborative	problem	solving	(CPS)	and	negotiation	skills,	are	essential	in	many	aspects	of	the	21st	century.	With	the	rapid	development	of	technologies	in	the	past	decades,	it	has	become	increasingly	prevalent	for	collaborations,	negotiations,	and	communications	to	occur	virtually.	Furthermore,	the	COVID-19	pandemic	accelerated	the	shift	from	in-
person	interactions	to	virtual	interactions.	On	the	other	hand,	personality	traits,	enduring	characteristics	of	individuals	that	are	largely	stable	over	time,	affect	a	wide	variety	of	human	behaviors,	including	how	people	interact	with	each	other.	
In	this	study,	we	investigated	the	extent	to	which	team	members'	personalities,	the	heterogeneity	in	personalities	among	team	members,	and	the	interaction	processes	in	virtual	tasks	impacted	performance	on	these	tasks	with	limited	exposure	to	personal	information	such	as	appearance	and	voice.	In	addition,	we	examined	how	one	perceived	the
team	partner's	personality	and	how	people	tended	to	project	their	own	personality	onto	partners	during	the	short-term	virtual	interactions.	
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Findings	suggested	that	higher	heterogeneity	in	personality	between	partners	was	associated	with	better	team	negotiation	performance,	while	it	was	not	associated	with	collaboration	outcomes	in	the	CPS	task.	Implications	of	the	findings	and	limitations	of	this	research	were	also	discussed.Collaborative	problem	solving	(CPS)	has	been	deemed	a
competency	critical	for	success	in	today's	world	given	that	many	of	the	challenges	of	today	require	individuals	to	come	together	to	find	solutions	to	novel	problems.	

This	has	made	developing	and	implementing	ways	to	assess	CPS	an	important	endeavor.	In	the	current	article,	we	describe	principles	and	applications	for	how	to	carry	out	various	aspects	of	CPS	assessment,	including	operationalizing	the	construct,	identifying	evidence	of	CPS	skills	from	log	data	in	digital	environments,	and	aggregating	evidence
about	individuals'	behaviors	to	make	inferences	about	CPS	proficiency.There	is	a	widely	held	consensus	in	the	field	of	intelligence	research	that	the	broad	factors	identified	by	Cattell,	Horn,	and	Carroll	are	an	adequate	summary	of	individual	differences	in	human	cognitive	abilities.	

Most	researchers	would	agree	that	the	redundancy	among	these	factors	is	best	accounted	for	by	an	overarching	general	factor.	We	think	the	best	way	to	acknowledge	major	accomplishments	is	to	build	upon	them	with	the	goal	to	challenge	the	status	quo.	Here	we	want	to	do	so	by	discussing	six	broad	ability	factors	that	are	either	considered	in
Carroll's	epochal	book	or	could	be	candidates	for	future	inclusions	to	the	list	of	established	cognitive	ability	factors:	fluid	intelligence,	crystallized	intelligence,	cognitive	speed,	creativity,	social	and	emotional	intelligence,	and	collaborative	problem	solving.	thai	lesson	for	beginner	pdf	We	conclude	with	four	pleas:	reunite	correlational	and
experimental	research,	enrich	construct	interpretations,	reunite	educational	and	psychological	measurement	of	maximal	cognitive	effort,	and	reconsider	the	sampling	of	indicators	and	content	validity.View	all	citing	articles	on	ScopusComputer	use	has	been	proposed	to	carry	a	host	of	benefits	for	cognitive	function	and	socioemotional	well-being	in
older	adults.	However,	the	literature	on	computer	use	remains	equivocal	as	extant	research	suffers	from	mixed	findings	as	well	as	methodological	limitations,	such	as	overreliance	on	cross-sectional	designs,	small	sample	sizes,	and	use	of	narrow	criterions.	lifodizivivudej.pdf	The	current	studies	(NStudy	1 = 3,294,	NStudy	2 = 2,683)	sought	to	address
these	limitations	through	the	use	of	a	large-scale,	nationally	representative,	and	longitudinal	dataset.	We	found	that	frequency	of	computer	use—over	a	period	of	approximately	9	years—longitudinally	predicted	positive	changes	in	executive	functioning,	hedonic	well-being,	eudaimonic	well-being,	sense	of	control,	optimism,	self-esteem,	and	social
relationships	with	family	and	friends.	We	also	found	that	these	cognitive	and	socioemotional	benefits	are	associated	with	greater	computer	use	over	time.	In	contrast	to	studies	showing	that	computer	use	promoted	sedentary	lifestyles	or	adverse	physical	health	outcomes,	we	instead	found	that	computer	use	longitudinally	predicted	better	self-reported
physical	and	mental	health	and	reduced	functional	disabilities.	solucionario	calvache	geometria	plana	pdf	
The	current	findings	attest	to	the	promising	benefits	of	computer	use	in	promoting	healthy	cognitive	and	socioemotional	functioning	across	midlife	and	old	age.While	there	is	scholarly	opposition	to	the	concept	of	game	addiction,	such	as	the	statement	by	the	APA's	division	46	or	the	scholars'	open	letter	to	the	World	Health	Organization,	the	WHO
officially	recognized	“Gaming	Disorder”	as	a	disease.	However,	there	is	a	dearth	of	communication	studies	on	the	social	functions	of	game	playing	and	game	communities.	This	study	aims	to	demonstrate	whether	specific	game	genre,	media	usage,	discussion	of	game	issues,	and	social	network	(conceptualized	as	gamers'	communicative	ecology)
significantly	contribute	to	game	community	involvement	and	self-identification	as	a	gamer	in	such	a	way	that	game	playing	is	positively	linked	to	personal	identity	and	social	interactions,	which	leads	to	the	sociability	of	gamers.	Analyzing	data	from	an	online	survey	of	Korean	gamers	(N = 1362),	this	study	found	that	game	communities	serve	as	public
spheres,	and	gamers	who	played	a	politically	targeted	game	genre	perceived	themselves	as	gamers.	
In	this	regard,	games	and	interactions	via	game	playing	encourage	social	consciousness	and	social	behavior	such	as	engaging	in	public	discourse	(information	sharing	and	expression)	and	community	activities.	In	this	respect,	games	are	a	social	simulator	that	allows	for	social	experience,	and	such	experience	may	be	transferred	to	positive	real-life
consequences.One	of	the	important	facets	of	effective	social	communication	is	Joint	Attention	(JA).	However,	children	with	Autism	Spectrum	Disorder	(ASD)	are	often	characterized	by	JA-related	deficits,	adversely	affecting	their	social	communication.	In	conventional	interventions,	therapists	use	different	types	of	JA	cues	depending	on	one's	capability
to	pick	up	the	delivered	cue.	Though	effective,	conventional	approaches	suffer	from	restricted	healthcare	resources,	cost,	etc.	With	an	increase	in	computational	power,	investigators	are	exploring	alternative	robot-based	and	computer-based	techniques	for	JA	skill	training	while	delivering	different	types	of	JA	cues.	However,	robot-assisted	techniques
are	powerful	but	suffer	from	limitations	such	as	high	cost,	restricted	flexibility,	etc.	Thus,	researchers	are	exploring	the	use	of	computer-based	techniques	for	JA	skill	training	since	it	can	be	controllable,	flexible,	cost-effective,	more	accessible,	etc.	With	the	advent	of	rich	graphics,	researchers	are	augmenting	computer-based	interfaces	with	Virtual
Reality	(VR)	while	designing	Human-Computer	Interaction	(HCI)-based	JA	tasks.	Given	the	importance	of	VR-enabled	HCI-based	JA	training	platform,	studying	the	comparative	potential	of	different	types	of	JA	cues	(having	varying	information	content)	implemented	using	a	VR-enabled	HCI-based	task	platform	is	important.	In	this	research	work,	we
presented	a	VR-enabled	HCI-based	JA	task	platform	that	can	deliver	avatar-mediated	and	environment-triggered	JA	cues	of	varying	information	content.	Results	of	a	preliminary	study	with	twenty	typically	developing	and	twenty	age-matched	children	with	ASD	indicate	differentiated	implications	of	JA	cues	of	varying	information	content	on	one's
functional	and	physiological	measures.Narrative	sharing	is	a	common	strategy	for	soliciting	social	support	in	online	communities.	surah	yasin	english	translation	pdf	Identification	is	a	form	of	audience	involvement	and	describes	how	individuals	respond	to	mediated	texts.	In	two	online	surveys,	this	study	tested	the	effects	of	identification	in	the
context	of	support-seeking.	In	Study	1	(N = 268),	participants	read	a	first-person	support	soliciting	narrative	that	described	emotional	distress	caused	by	an	interpersonal	conflict.	Results	showed	that	identification	with	the	support	seeker	increased	social	support	intention	and	behavior.	In	Study	2	(N = 131),	identification	was	manipulated	by	randomly
assigning	participants	to	read	a	narrative	from	the	perspective	of	either	the	support	seeker	or	the	opposing	character.	When	the	narrative	was	told	from	the	perspective	of	the	opposing	character,	identification	with	the	support	seeker	decreased	significantly,	and	the	opposing	character	was	blamed	less	for	causing	the	conflict.	Implications	for
narrative	persuasion	in	the	context	of	support	solicitation	are	discussed.Millions	of	young	American	children	have	consumed	media	created	with	funding	from	the	Department	of	Education's	Ready	To	Learn	(RTL)	initiative,	which	aims	to	promote	school	readiness.	The	Early	Learning	Hypothesis	predicts	such	educational	media	catalyzes	long-term
academic	success.	To	test	RTL's	effectiveness	and	the	Early	Learning	Hypothesis,	the	authors	re-contacted	and	re-assessed	101	youth	in	middle	childhood	who	had	participated	in	an	evaluation	of	an	RTL-funded,	literacy-themed	computer	game	in	early	childhood.	exemple	cahier	de	charge	projet	informatique	A	curvilinear	relation	was	found	between
children's	early	childhood	pretest	scores	and	middle	childhood	outcomes.	The	positive	RTL	effects	were	still	measurable	in	middle	childhood,	but	only	for	children	with	below	and	above	average	literacy	prior	to	the	original	intervention.	Theoretical	and	practical	implications	are	discussed.View	full	text
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