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This paper presents the results of an n-person characteristic function game played by
between seven and and twelve players, one of whom was a monopolist. A factorial design
allowed for analysis of the effects of group size, the availability of information, and
communication opportunities for a series of seven trials. The data were compared to the
game theoretic concepts of the core and Shapley value, (Shapley, 1953, Roth, 1977a), and
to the predictions of the Weighted Probability model (Komorita, 1974). The findings
indicated that the monopolist held a great deal of power, especially when communication
among the players was not allowed. His payoffs increased over trials and approached the
core in all of the conditions except when communicaion was available in seven and eight-
person groups. The overall results were very close to the Shapley value and the predictions
of the Weighted Probability model. The results were compared to an earlier study on a
similar three-person game; increasing the group size seemed to be the primary case of the
increase in the monopolist’s payoffs.

N—person game theory offers several formal models that can be used

to analyze a wide variety of conflict situations. In particular, game
theory provides a framework within which games having different
numbers of players can be compared. Unlike much of the social psy-
chological literature (Chertkoff, 1970; Stryker, 1972), where research
has focused primarily on the dynamics of three-person conflict situa-
tions, one advantage of game theory is its general applicability to
situations where the number of players can vary.
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