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Steve Weiss, an international negotiation specialist, is a tenured associate 
professor of policy/strategy and international business at the Schulich School 
of Business, York University, in Toronto.  In 2015, he received the Outstanding 
Educator Award of the Academy of Management, International Management 
Division.  He has also received the top honors for graduate-level teaching at 
the Schulich School and at York University, delivered faculty development 
workshops on teaching, and created a variety of teaching materials.  He 
teaches courses on negotiation, international business, cross-cultural 
management, strategy field studies, and management skills.  In research, he 
focuses on complex, international negotiations and covers contextual and 
macro-strategic considerations as well as the behavior and interactions of 

individuals.  His best-known work includes case studies of multinational enterprises, analytic frameworks 
for cultural factors, and comprehensive surveys of the field of international business negotiation. 
 

In the administrative arena, from 2012-15, Professor Weiss served as the academic director for 
Schulich’s MBA, a program with 1,000 students.  Before that, he directed the Schulich IMBA, an intensive 
study-and-work program in international business.  Prior to joining Schulich, he held positions on the 
faculties of the University of Pennsylvania (where he received his Ph.D.) and New York University’s Stern 
School of Business.  His visiting appointments have included Aalto University (Finland), BI Norwegian 
Business School, Dartmouth College (USA), Eindhoven University of Technology (the Netherlands), HEC 
Paris (France), and IDEA (Argentina).     
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