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Research Objectives
Using data from professional baseball, Budd, Sojourner and Jung sought to 
test the long-standing assumption that voluntary agreements produce more 
favourable long-term outcomes than third party imposed resolutions. Outcomes 
investigated included player performance and the durability of the player-club 
relationship. Although the research is in the context of professional baseball, 
the results have important implications beyond professional baseball for both 
researchers and practitioners.
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Personal Response
What are some implications for business and other settings?

  Organisations need to remember that dispute resolution methods 
matter. Dispute resolution systems need to be designed in ways that 
support rather than undermine other organisational objectives, and 
factor in manager as well as employee reactions. The research also 
suggests that mechanisms that increase the transparency of disputants’ 
post-resolution actions to future potential partners within or outside of 
the organisation may improve the incentives for the parties to focus on 
constructive and productive actions rather than any lingering negative 
influences from the dispute resolution process. 

It is widely assumed that a dispute 
resolution reached voluntarily will 
be more satisfying to participants, 

engender stronger feelings of procedural 
justice and control over the process and 
the outcome than an imposed resolution. 
Consequently, the post-resolution 
relationship between participants is 
expected to be stronger and more 
enduring. Dr John Budd, Dr Aaron 
Sojourner, and Jaewoo Jung used Major 
League Baseball data from 1988 to 
2011 to investigate whether voluntarily-
negotiated agreements produced better 
long-term consequences than third-party 
imposed resolutions.

THE EFFECT OF ARBITRATION 
ON PERFORMANCE AND 
RELATIONSHIPS 
Budd, Sojourner, and Jung analysed 
more than 1,400 player-club salary 
renegotiations from Major League 
Baseball data to determine whether 
players who settled their salary disputes 
with their club’s management voluntarily 
performed better the following season 
than those who settled their disputes 
by arbitration. Interestingly, there was 
no significant difference in subsequent 
on-field performance between players 
who proceeded to arbitration and 

players who settled voluntarily. 
This may be driven by the fact 

that player performance is 
visible to potential future 

partners. However, the relationship 
between players and clubs that relied 
on arbitrated resolution were twice 
as likely to break up before the end 
of the following season compared with 
relationships where resolutions were 
reached voluntarily. Relationships that 
went through arbitration were less 
likely to remain intact in the following 
season, regardless of which side 
won the arbitration, than relationships 
that reached settlement voluntarily.

THE INTENSITY OF THE DISPUTE 
AND THE MARGIN OF VICTORY
The researchers also investigated the 
effects of dispute intensity and degrees 
of compromise in resolutions on both 
player performance and relationship 
durability. Higher levels of salary 
disagreement were associated with 
poorer subsequent player performance, 
perhaps due to overconfidence of the 
player about his future performance. 
In addition, Budd, Sojourner and Jung 
analysed the relationship between 
players’ degree of compromise and 
future player performance. The degree 
of compromise was determined by 
calculating the settled player’s salary as 
a fraction of the player’s final offer and 
the player’s settled salary as a fraction 
of the club’s final offer. Interestingly, 
no significant relationship was found 
between these variables and subsequent 
performance or relationship durability.

Conflict Resolution:
Are voluntary agreements more favourable?

Conflict resolution professionals 
and academics have traditionally 
believed that voluntarily-
negotiated agreements are 
superior to third-party imposed 
resolutions. However, there 
is limited evidence on this 
belief, outside of participants 
feeling more satisfied after 
the resolution. John Budd, 
Aaron Sojourner, and Jaewoo 
Jung from the University of 
Minnesota analysed data from 
Major League Baseball to 
determine whether voluntarily-
negotiated agreements produce 
more favourable long-term 
consequences than third-party 
imposed resolutions.
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The relationship between players 
and clubs that relied on arbitrated 
resolution were twice as likely to 
break up before the end of the 

following season compared with 
relationships where resolutions 

were reached voluntarily.

CONCLUSIONS
It seems that there is some support 
for conventional wisdom that consensual 
agreements are more favourable than 
third-party imposed agreements in 
professional baseball. Analysis by 
Budd, Sojourner and Jung suggest 
that the arbitration process itself, rather 
than the outcome, is detrimental to 
the club-player relationship. Making 
disputants’ post-arbitration behaviour 
observable to potential future partners 
creates incentives for them to maintain 
high performance and may limit loss 
of performance quality. While this data 
comes from professional baseball, these 
results are important for dispute resolution 
researchers and practitioners operating 
in a range of fields.
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