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Program Overview 

 
Thursday, 25 February 2016 

8:00 am - 6:00 pm  Doctoral Consortium  

2:00 pm - 8:00 pm  Registration  

1:00 pm - 3:00 pm  Publications Committee  

3:00 pm - 6:00 pm  SCP Executive Committee  

6:00 pm - 8:00 pm  Reception  

6:00 pm - 7:30 pm  Working Paper Session I  

 

Friday, 26 February 2016 
7:00 am - 8:00 pm  Registration  

7:30 am - 8:15 am  Breakfast  

8:15 am - 9:30 am  Session 1  

9:30 am - 9:45 am  Break  

9:45 am - 10:45 am  PLENARY SESSION 1 ï George Loewenstein, Carnegie Mellon University  

10:45 am - 11:00 am Break  

11:00 am - 12:15 pm Session 2  

12:30 pm - 2:00 pm  LUNCHEON AND PRESIDENTIAL ADDRESS  

2:15 pm -  3:30 pm  Session 3  

3:30 pm - 3:45 pm  Break  

3:45 pm - 5:00 pm  Session 4  

4:00 pm - 4:55 pm  JCP AE RESEARCH AND REPORT MEETING  

5:00 pm - 7:00 pm  JCP ERB MEETING  

6:00 pm - 7:30 pm  Working Paper Session 2  

6:00 pm - 8:00 pm  Reception  

 

Saturday, 27 February 2016 
7:00 am - 3:45 pm  Registration  

7:30 am - 8:15 am  Breakfast  

8:15 am - 9:30 am  Session 5  

9:30 am - 9:45 am  Break  

9:45 am - 10:45 am  PLENARY SESSION 2 ï Michael Platt, University of Pennsylvania  

10:45 am - 11:00 am Break  

11:00 am - 12:15 pm Session 6  

12:30 pm - 2:00 pm  AWARDS AND BUSINESS LUNCHEON  

2:15 pm - 3:30 pm  Session 7  

3:00 pm - 5:00 pm  SCP ADVISORY PANEL MEETING  

3:30 pm - 3:45 pm  Break  

3:45 pm - 5:00 pm  Session 8  

8:00 pm - 12:00 pm  "Fire and Ice" Fire dancing, magic, glass blowing, DJ, and a molecular bar. 
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Thursday, 25 February 2016 

 
Doctoral Consortium 

8:00 am - 6:00 pm 
Tarpon Key 

 

Registration 
2:00 pm - 8:00 pm 

Grand Palm Col. West 

 

Publications Committee 
1:00 pm - 3:00 pm 

Blue Heron 

 

SCP Executive Committee 
3:00 pm - 6:00 pm 

Blue Heron 

 

Reception 
6:00 pm - 8:00 pm 
Banyan Breezeway 

 

Working Paper Session I 
6:00 pm - 7:30 pm 
Banyan Breezeway 
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Friday, 26 February 2016 

 
Registration 

7:00 am - 8:00 pm 
Grand Palm Col. West 

 

Breakfast 
7:30 am - 8:15 am 

Grand Palm Col. West 

 

Session 1 
8:15 am - 9:30 am 

Symposium: Beyond Personal Consumption: How Consumers Choose for Joint Consumption and  

Otherôs Consumption  

Symposium: The Potential Pitfalls of Experiential Consumption  

Symposium: A Left -leaning, Per Gram, Positively Natural, and Expensive Recipe for Healthiness: What on Earth 

Makes Us Think Food is Healthy?   

Individual Papers: Measurement  

Individual Papers: Context and Information  

 

Break 
9:30 am - 9:45 am 

Grand Palm Col. West 

 

PLENARY SESSION 1 ï George Loewenstein, Carnegie Mellon University  
9:45 am - 10:45 am 

Tarpon/Sawyer/Long 

 

Break 
10:45 am - 11:00 am 

Grand Palm Col. West 

 

Session 2 
11:00 am - 12:15 pm 

Symposium: Context Effects in Word-of-Mouth (WOM): How Innocuous Characteristics of Message Generation 

Influence Sharing and Persuasiveness  

Symposium: Doing Well by Doing Better: Strategies to Increase Consumer Participation in Charitable Campaigns  

Individual Papers: Selected Topics of Consumer Psychology  

Individual Papers: Identity and Consumption  

Individual Papers: Feelings in control: Affective influences on purchase and consumption decisions  
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LUNCHEON AND PRESIDENTIAL ADDRESS  
12:30 pm - 2:00 pm 

Garden Courtyard/Banyan Bzwy 

 

Session 3 
2:15 pm -  3:30 pm 

Symposium: Protect Yourself:  the Social, Emotional & Self-Protecting Consumer  

Symposium: Flashing Forward: Antecedents and Consequences of Future-Self Connectedness 

Individual Papers: Sampling and Experiences  

Individual Papers: Simulation and Experiences  

Individual Papers: Decision Environment and Consumption  

 

Break 
3:30 pm - 3:45 pm 

Grand Palm Col. West 

 

Session 4 
3:45 pm - 5:00 pm 

Symposium: Beyond the Choice Set: The Impact of Considering Outside Options 

Symposium: Effects on Time and Time Effects: The Interplay of Consumer Behavior and Time  

Individual Papers: The influence of financial considerations on consumer behavior  

Individual Papers: Consumer Decision Making  

Individual Papers: Evaluations and Attitudes  

 

JCP AE RESEARCH AND REPORT MEETING  
4:00 pm - 4:55 pm 

Blue Heron 

 

JCP ERB MEETING  
5:00 pm - 7:00 pm 

Tarpon Key 

 

Working Paper Session 2 
6:00 pm - 7:30 pm 
Banyan Breezeway 

 

Reception 
6:00 pm - 8:00 pm 
Banyan Breezeway 
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Saturday, 27 February 2016 

 
Registration 

7:00 am - 3:45 pm 
Grand Palm Col. West 

 

Breakfast 
7:30 am - 8:15 am 

Grand Palm Col. West 

 

Session 5 
8:15 am - 9:30 am 

Symposium: When Products and Devices Seem Human and Humans Feel Like Machines: Antecedents of 

Anthropomorphism and Consequences of Dehumanization  

Symposium: Time and Affect  

Individual Papers: Consumption  

Individual Papers: Better Living through Psychology  

Individual Papers: In limbo: Influen cing performance and decisions  

 

Break 
9:30 am - 9:45 am 

Grand Palm Col. West 

 

PLENARY SESSION 2 ï Michael Platt, University of Pennsylvania 
9:45 am - 10:45 am 

Tarpon/Sawyer/Long 

 

Break 
10:45 am - 11:00 am 

Grand Palm Col. West 

 

Session 6 
11:00 am - 12:15 pm 

Symposium: Judging Authenticity from Prosocial Gestures  

Symposium: Experiencing experiences: Great strategies for designing, purchasing, and enjoying experiences   

Individual Papers: Self and other-perspective in gifting, consuming, and advising   

Individual Papers: Malleable Attitudes  

Individual Papers: Others, Self, and the Mysterious  

 

AWARDS AND BUSINESS LUNCHEON 
12:30 - 2:00 

Garden Courtyard/Banyan Bzwy 
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Session 7 
2:15 pm - 3:30 pm 

Symposium: Conversation Pieces, Shared Experiences, and Gifts: The Impact of Different Types of Social 

Consumption on Social Connection  

Symposium: The Greater Good: Behavioral Research with Social Value  

Special Awards Session: SCP Fellow, Early Career and Dissertation Competition Winners  

Individual Papers: Visual Effects in Consumption  

Individual Papers: Cognitive processes in judgment and decision-making  

 

SCP ADVISORY PANEL MEETING  
3:00 pm - 5:00 pm 

Snowy Egret 

 

Break 
3:30 pm - 3:45 pm 

Grand Palm Col. West 

 

Session 8 
3:45 pm - 5:00 pm 

Symposium: (Donôt) Fear the Reaper: Mortality Salience as a Driver of Consumer Behavior  

Symposium: Marketin g Actions that Change Behavior  

Individual Papers: External influences on consumer behavior: environment, society, and framing  

Individual Papers: Consumption, Decisions, Judgments and Construal Over Time  

Individual Papers: New insights on consumer influence in advertising and retailing  

 

"Fire and Ice" Fire dancing, magic, glass blowing, DJ, and a molecular bar. Theme attire encouraged.  

Duncan McClellan Gallery, 2342 Emerson Ave. South, St. Petersburg, FL 33712 
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Thursday, 25 February 2016 

 
Doctoral Consortium 

8:00 am - 6:00 pm 
Tarpon Key 

 

Registration 
2:00 pm - 8:00 pm 

Grand Palm Col. West 

 

Publications Committee 
1:00 pm - 3:00 pm 

Blue Heron 

 

SCP Executive Committee 
3:00 pm - 6:00 pm 

Blue Heron 

 

Reception 
6:00 pm - 8:00 pm 
Banyan Breezeway 

 

Working Paper Session I 
6:00 pm - 7:30 pm 
Banyan Breezeway 

Working Papers: Working Paper Session 1 

 

The Early Bird Gets the Worm: Changing Behavior Via Reduced Attention Communication Vehicles 

Steven Dallas, New York University, USA* 
Gavan Fitzsimons, Duke University, USA 

 
When a persuasive appeal is counter-attitudinal, the current common practice is to make the appeal as attention-grabbing and 

in-your-face as possible. However, the current research suggests that a better alternative is available. Specifically, the current research 

reports the results of a lab study and a field study that suggest that placing a counter-attitudinal or reactance-inducing persuasive stimulus 

in a location where it is quickly ignored is an effective path to change behavior. Thus, we find that habituation to a counter-attitudinal or 

reactance-inducing persuasive appeal can increase the effect of the appeal. 

 

For more information contact: sdallas@stern.nyu.edu   
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The Effect of Targetability and Ethnic Identity on the Likeability of Ethnically Congruent Advertising 

J.P. James, Rutgers University, USA* 

 
The extant marketing literature demonstrates that ethnically similar casting and identity primes make ethnic advertising more preferred 

by the congruent ethnicity.  However, the psychology of ethnic identity relative to the likeability of ethnically targeted advertising has 

not been studied.  This paper leverages Distinctiveness Theory and Social Identity Theory to explain and this phenomenon.  Findings 

show that the multicultural marketing communications are more likeable when the advertising is ethnically congruent and individuals 

feel less targeted by the advertising.  Additionally, ethnic advertising is more likeable among individuals with a lower level of ethnic 

exploration and feel more targeted by the multicultural advertising. 

 

For more information contact: j.p.james@rutgers.edu    

 
The Effects of Self-Control on Deal Proneness Behavior 

Cansu Karaduman, HEC Lausanne, Switzerland* 
Joseph Lajos, HEC Lausanne, Switzerland 

 
When considering each phase of the customer journey, online retailers must make decisions about using promotional-pricing strategies. 

The purpose of this paper is to help marketers decide how to make deals more attractive to consumers. We provide evidence from three 

online studies that consumers with depleted self-control are less likely to choose deals than consumers whose self-control is not depleted. 

We hypothesize that this effect occurs because consumers with depleted self-control are less able to process the additional information 

typically associated with deals. When choosing deals, consumers must determine which deal is best, and what to do to get it. 

 

For more information contact: Cansu.Karaduman@unil.ch   

 
Being a Geek is the New Chic: How Technology Products Signal High Social Status 

Perrine Desmichel, University of Lausanne* 
Bruno Kocher, University of Lausanne 
Joseph Lajos, University of Lausanne 

 
Lately high technology products have become trendy and always more expensive. The present research explores whether these products, 

like luxury products, can be considered as status goods, i.e. whether they increase the level of perceived social status of their owners. In 

two experiments we found convincing support for the fact that technology products are status goods, and that they signal a specific type 

of status. These findings are important for both the luxury and technology industries, which seek to differentiate themselves from each 

other. 

 

For more information contact: Perrine.Desmichel@unil.ch   

 
 

 

mailto:Cansu.Karaduman@unil.ch
mailto:Perrine.Desmichel@unil.ch
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Eating Healthy but Pricey: Influence of Conflicting Goals on Food Choice 

Mingyue Zhang, Rutgers University, USA* 
Christine Ringler, Rutgers University, USA 

 
When faced with various choices in daily life, consumers often find themselves in conflicting situations because the purchase might 

fulfill one goal while contradicting another. Increasing health consciousness continually reminds consumers to purchase more healthy 

foods. On the other hand, the goals of saving money become more important for adults. Thus the higher price of healthy foods and goals 

of saving money put consumers in a conflicting goal situation. In Study 1, we investigate how conflicting goals and self-control 

influence consumer decision-making and purchase of healthy but pricey food. 

 

For more information contact: mingyue010@gmail.com   

 
If I Look at Myself, I May Stop Shopping: The Moderating Role of Visualization Perspective on Impulsive Buying. 

Carlos Bauer, The University of Texas at San Antonio, USA* 

 
Impulsive buying, and other consequences linked to lack of self-control have been extensively studied in the Marketing and Consumer 

Behavior literatures. Perhaps one of the most frequent explanations for impulsive buying is mental depletion. This study proposes a 

novel moderator for impulsive buying, visual perspective. When evaluating products or behaviors, either in the past or future, consumers 

may do so from a first or third-person perspective. We argue that changes in visualization particularly moving from the default 1st person 

to a 3rd person perspective decreases the consumersô likelihood to engage in impulsive buying. In doing so, we have also showed that the 

effects are not due to lack of mental resources. In addition, past literature suggest that resulting effects from variations in visual 

perspective are not due to changes in construal levels. 

 

For more information contact: carlosforphd@gmail.com    

 
Can I Extend my Enjoyment if I Change Perspectives? The Role of Visualization Perspective on Satiation 

Carlos Bauer, The University of Texas at San Antonio* 

 
Product satiation is a problem that marketers face constantly. As past studies have shown, satiation does not only devalue the product, 

but also motivates satiated consumers to seek variety. The purpose of this study is to put forth a novel variable that may help ameliorate 

the negative effects of satiation. As consumers evaluate a product or experience, they may do so either from the default first-person 

visual perspective or from a third-person visual perspective. Since repeated consumption increases satiation, we argue that visualizing 

such consumption from a third-person perspective slows the satiation process down compared to when such visualization takes place 

from a first-person perspective.  

 

For more information contact: carlosforphd@gmail.com    
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The Effect of Product Availability on Choice in Different Display Environments 

Sarah Whitley, Boston University, USA* 
Remi Trudel, Boston University, USA 

 
We show that product availability influences consumer choice differently depending on the retail environment. When product displays 

allow for empty space that signals scarcity, consumers interpret low product availability as a sign of popularity, driving choice of that 

option. Instead, consumers confer high product availability as an indirect sign of popularity among consumers when viewing the 

fully-stocked displays of efficient assortment retailers, prompting choice of the most available option. 

 

For more information contact: scwhit@bu.edu   

 
The effect of display format on choice variety in the simultaneous multiple choice condition 

Jihye Park, Hankuk University of Foriegn Studies* 

 
The purchase of this study was to examine the effect of product display format on choice variety in the simultaneous multiple choice 

condition. Results of three experiments revealed that consumers tended to choose more product variants in the segment display over in 

the mixed display. The effect of display format on choice variety was strengthened when product variants were similar, but the effect 

was weakened when assortment size increased. Results are applicable to stock management by SKU for promoting choice variety in 

simultaneous multiple purchases. 

 

For more information contact: jihyepark@hufs.ac.kr   

 
Advertisements as Threats to Competence 

Raymond Lavoie, University of Manitoba, Canada* 
Kelley Main, University of Manitoba, Canada 

 
This research examines when advertisements will be perceived as threats and how to mitigate the perceived threats. Study 1 supports a 

moderated mediation model in which advertisements for products from a brand that a person did not choose are perceived as threats to 

decision making competence which reduces affect. Threats can be perceived from advertisements that contain no claims and by 

consumers who do not identify with a competing brand. Time moderates this relationship by reducing perceived threat. In Study 2 we 

demonstrate that seeing an advertisement for a brand which consumers already own reduces their defensiveness towards competitor 

advertisements.  

 

For more information contact: umlavoir@myumanitoba.ca   

 
Influence of addiction warnings on the consumption of everyday products and actions 

Matthew D. Meng, Boston University, USA* 
Remi Trudel, Boston University, USA 
Carey K. Morewedge, Boston University, USA 

mailto:scwhit@bu.edu
mailto:umlavoir@myumanitoba.ca


11 

 
The most accepted strategy for combating addiction is simply to draw attention to the fact that an item, activity, or substance may be 

addictive. Through different experimental methods, we show that framing an everyday product or action can actually backfire, resulting 

in an increase in the deleterious behavior. Specifically, framing the act of shopping as being addictive increases both impulsive shopping 

decisions and the amount consumers are willing to pay for products. Further, informing consumers that chocolate is addictive 

significantly increases the amount of chocolate subsequently consumed.  

 

For more information contact: mdmeng@bu.edu   

 
Warm Brands as Relationship Partners: Social Exclusion and Consumer-Brand Relationships 

Soyoung Kim, University of Alberta, Canada* 
Sarah Moore, University of Alberta, Canada 
Kyle Murray, University of Alberta, Canada 

 
We focus on the social nature of brands by investigating the effect of social exclusion on consumersô short-term and long-term 

reconsumption of warm brands. We find that socially excluded consumers are more likely to be emotionally attached to warm brands 

than competent brands and thus are willing to reconsume these warm brands. Over and above the transient consumption of brands, our 

research suggests that cultivating relationships with warm brands can serve as an effective coping mechanism. 

 

For more information contact: soyoung@ualberta.ca   

 
Positive and Negative Effects of Service Recovery in the Absence of a Service Failure: The Mediating Effect of Surprise 

Marcus Wardley, University of Oregon, USA* 

 
Service failure and recovery has received extensive attention in the literature. However, little is known about the effects of a generalized 

service recovery effort on consumers who did not experience a service failure. This current paper fills the gap in the literature by 

examining a mass email recovery effort due to a website outage. We show that a service recovery involving an apology can lead to lower 

purchase intention in consumers who werenôt affected by the service failure. However, when the apology is combined with a discount 

this increases purchase intention and trust. We show that surprise mediates this result. 

 

For more information contact: phdinfo@uoregon.edu   

 
 

 

 

 

 

 

 

mailto:soyoung@ualberta.ca
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Gifts from Whom Matter: The Effect of Asymmetric Power Between Givers and Receivers on Their Preferences for Gifts 

Woo Jin Choi, University of Seoul, South Korea 
Jae Hong Park, Kyung Hee University, South Korea 
Terryn Lee, Seoul National University, South Korea* 

 
Past research on gift-giving behaviors has presumed the receiver-giver relationship as an equal and horizontal. However, in the real 

world, an unequal power distribution can exist in many giver-receiver relationships. This research suggests that the difference in 

interpersonal power between givers and receivers can predict their gift preferences. 

 

For more information contact: wjchoi@uos.ac.kr    

 
Loving to Be Different: How Romantic Love and Sexual Desire Influence the Desire to Be Different 

Chenying Tang, Arizona State University, USA* 

 
This article examines the functionally independent roles of romantic love and sexual desire in influencing the desire to be different. It 

suggests that when in love (vs. lust), people take on a long-term perspective, which facilitates abstract thinking producing greater social 

distance and thereby enhances the desire to express difference. These findings offer initial insights into how marketers can make 

strategic use of romantic versus sex appeals to promote a diversity of products and opinions.  

 

For more information contact: Chenying.Tang@asu.edu   

 
The Purgatory of No Reply 

George Alba, Federal University of Rio Grande do Sul & Federal Institute of Rio Grande do Sul, Brazil* 
Caglar Irmak, University of Miami, USA 

 
From dating proposals to product negotiations, consumers and companies sometimes do not receive any reply to their proposals from the 

relevant parties. We investigate the impact of receiving no reply on peopleôs inference- and decision-making. Two studies demonstrate 

that after receiving no (vs. negative) reply consumers are more likely to update their personal profile at a dating website and reduce the 

asking price for their car at a greater amount. We show that this effect is mediated by lower perceived interest from the relevant party in 

the no (vs. negative) reply condition. 

 

For more information contact: george.alba@hotmail.com    

 
How Creative is Jack of all Trades? The Effects of Multitasking on Consumer Creativity 

Sydney Chinchanachokchai, University of Wisconsin - Eau Claire* 

 
In the world of fast changing environments, consumers have a tendency to perform more than one task at a time; for example, texting 

while watching TV, listening to the radio while doing homework. This multitasking behavior in consumers is inevitable and could affect 

mailto:Chenying.Tang@asu.edu
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consumer creativity. Consumers sometimes encounter situations in which they need to use their problem-solving skill to alter a product 

to enhance its performance or appearance, or even to create a new product (creativity). This research examines the types and structures of 

task in multitasking and how they affect consumer creativity.  

 

For more information contact: chinchb@uwec.edu   

 
Do Thanks Really Cost Nothing? When (High) Feelings of Gratitude Do Not Yield Better Relational Outcomes 

George Alba, Federal University of Rio Grande do Sul & Federal Institute of Rio Grande do Sul, Brazil* 
Rafael Lionello, Federal University of Rio Grande do Sul, Brazil 

 
Many scholars advocate that gratitude increases psychological well-being in daily life, as well as it builds and preserves strong social 

relationships. Nevertheless, gratitude has been largely underestimated by consumer psychology literature. Our work shows that high 

levels of gratitude create a large window for consumers reciprocate. However, our findings indicate that gratitude-based reciprocal 

behaviors may be harmful to consumers, because consumers become more susceptible to make non-optimal decisions. In addition, we 

shed light to the fact that high levels of consumersô gratitude are not long lasting, making people reset the ñgratitude clockò when they 

feel that they have already reciprocated. 

 

For more information contact: george.alba@hotmail.com      

 
The Effect of Inferred Chances for Reaffiliation on Socially Excluded Consumers' Response to Scarcity Appeals 

Na Ri Yoon, Seoul National University, Korea* 

 
In response to social exclusion, individuals may show behaviors of either conformity or differentiation, depending on their cognitive 

assessment of chances for reaffiliation. The results reveal that when socially excluded individuals inferred low chances to re-enter the 

group, they indicated higher purchase intention for products unavailable to other consumers due to limited supply (supply-side scarcity) 

and not because they already have been purchased by many people (demand-side scarcity). However, individuals who inferred high 

chances for reacceptance showed similar preference between products in limited quantity due to prior consumption by others 

(demand-side scarcity) and products in scarcity because of restricted supply (supply-side scarcity). 
(*This paper is an extract from the author's master's thesis.) 

 

For more information contact: mentrol@snu.ac.kr   

 
 

 

 

 

 

 

 

 

mailto:chinchb@uwec.edu
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To-Date versus To-Go?: Exploring the Interplay of Self-Construal and Goal Framing in the Effectiveness of Advertising Campaigns 

for Charitable Giving 

Soyoung Lee, The University of Texas at Austin* 
Wei-Na Lee, The University of Texas at Austin 
Yoon Hi Sung, The University of Texas at Austin 

 
The study examines how individuals' self-construal (i.e., independent vs. interdependent) interacts with advertising messages featured in 

goal framing (i.e., to-go vs. to-date) for charitable donations in a shared goal context. Based on this, the current study aims to answer how 

self-construal and goal framing are associated and affect peopleôs attitude and behavior. On the basis of the concept of self-construal and 

goal framing, a 2 (Self-construal: Independent vs. Interdependent) × 2 (Goal framing types: to-go framing vs. to-date framing) factorial 

design will be employed. Theoretical and empirical implications are discussed. 

 

For more information contact: leesy8733@utexas.edu   

 
Business in Mind, Recklessness in Action : Incomplete Prior Decisions Increase Risk Taking on the Subsequent Behavior 

Jinwoo Kim, Seoul National University* 
Kyoungmi Lee, Seoul National University 

 
It is common for consumers to postpone their resolutions on a specific choice to a later time. The current research focuses on the 

downstream consequences of such incomplete prior decisions (IPDs) and demonstrates how IPDs increases risk-taking tendencies in 

subsequent decision making. Two experiments were conducted to test the hypothesis. In Study 1a, participants in the incomplete 

condition showed higher preferences for a riskier option compared to participants in the complete condition. Study 1b also replicated 

such results. The current research will help understand how everyday behaviors, postponing decision making to a later time, affect their 

subsequent decision making. 

 

For more information contact: jikim72@gmail.com   

 
When More People Give And When People Give More: Comparing Appeals To Express Support Versus Make A Difference 

Minjung Koo, Sungkyunkwan University 
Ayelet Fishbach, University of Chicago 
Hye Kyung Park, Community Chest of Korea* 

 
We compare two types of persuasive appeals in charitable giving: an appeal to ñexpress supportò for a social cause and an appeal to 

ñmake a differenceò for that social cause. We show that an express-support appeal increases the participation rate, whereas a 

make-a-difference appeal increases the average contribution. It is because these two appeals tap into two different motivations people 

have to contribute to a social cause: to express commitment to the cause via widespread symbolic giving and to help the social 

organization make progress on solving a problem via a substantial resource investment. 

 

For more information contact: soma0605@gmail.com   
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Thinking About the Past Mitigates the Positive Effect of Vivid Information 

Ana Kono, University of Miami, USA* 
Juliano Laran, University of Miami, USA 

 
Vivid information increases the desire for a product by facilitating consumers to imagine its consumption (Nisbett and Ross 1980). Our 

research explores if this effect is moderated by a consumerôs temporal thinking orientation, such that when a consumer has a neutral 

thinking orientation, vivid information does indeed positively impact desire; but when a consumer is thinking about the past, vivid 

information negatively impacts desire. We suggest this occurs because vividness and thinking about the past can produce an imagined 

consumption that is too familiar, generating a sense of ñbeen there, done thatò which mitigates the desire for the product. 

 

For more information contact: akono@bus.miami.edu    

 
Paying Memories of Kindness Forward: The Impact of Memory and Power on Prosocial Behavior  

Katina Kulow, University of Louisville, USA 
Kara Bentley, University of South Carolina, USA* 
Priyali Rajagopal, University of South Carolina, USA 

 
This research seeks to understand how increasing the salience of altruistic memories among consumers will promote prosocial behavior. 

More specifically, we investigate how memories of receiving (vs. giving) help may result in an increase in charitable giving among 

individuals who are low (vs. high) in power. We suggest that eliciting memories of being a beneficiary of someone elseôs goodwill will 

promote future prosocial behavior, particularly in contexts that will afford the consumer a perceived increase in power. 

 

For more information contact: Kara.Bentley@grad.moore.sc.edu    

 
Stop Arguing! Interparental Conflict and Consumer Avoidance Behavior 

Mengmeng Liu, Temple University, USA* 
Maureen Morrin, Temple University, USA 
Boyoun Chae, Temple University, USA 

 
This article examines how interparental conflict experienced during oneôs childhood impacts consumer behavior during adulthood. 

Specifically, we hypothesize that exposure to high levels of interparental conflict early in life motivates such consumers to avoid 

products and services that exhibit a potential for future conflict or that are ñtaintedò with conflict from the past. Across four studies, we 

show that adults who report having witnessed higher levels of interparental conflict as children avoid products and services that may 

involve interpersonal conflict (e.g., price negotiation) as well those that are conflict-tainted (i.e., associated with the ñresidueò of prior 

disagreement).  

 

For more information contact: mengmeng.liu@temple.edu   

mailto:akono@bus.miami.edu
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The Benefits of Distraction: Distracting Ads Cue Consumers to Infer Product Liking through Metacognitive Inferences 

Daniel M. Zane, Ohio State University, USA* 
Robert W. Smith, Ohio State University, USA 
Rebecca Walker Reczek, Ohio State University, USA 

 
This research explores how a consumerôs simultaneous exposure to a focal task and a non-focal advertisement in a multitasking setting 

affects his or her views of the advertisement and the advertised product based on metacognitive inferences from attention. Drawing from 

a lay theory that oneôs attention is diagnostic of oneôs interest in a stimulus, consumers infer that they are interested in an advertised 

product when the ad draws their attention more than expected. However, consumersô lay theories about attention are malleable and under 

certain circumstances, high perceived attention to an advertisement leads consumers to instead infer annoyance with the ad. 

 

For more information contact: zane.7@osu.edu   

 
The Role of Social Distance and Message Framing on Charitable Giving 

Kara Bentley, University of South Carolina, USA 
Katina Kulow, University of Louisville, USA* 
Mitchel Murdock, University of South Carolina, USA 

 
Two studies illustrate that positively-framed charitable appeals generate more donations than negatively-framed charitable appeals when 

victims are seen as socially distant. Additional evidence suggests that this effect is mediated by empath  

 

For more information contact: Kara.Bentley@grad.moore.sc.edu 

 
Are people happier when giving to others? A cross-cultural examination 

Merav Weiss-Sidi, Ben-Gurion University of the Negev, Israel* 
Hila Riemer, Ben-Gurion University of the Negev, Israel 

 
Research shows that people are happier when spending on others than when spending on themselves. We examine this phenomenon 

across cultures. According to past research, individualists gain happiness from fulfilling individual goals. This would suggest that they 

should be happier when spending on themselves, while collectivists should be happier when spending on others. Our conceptualization, 

however, proposes a different effect: Because altruism aims, in fact, at fulfilling selfish needs, we expect individualists to be happier 

when spending on others. By contrast, collectivistsô embedded tendency to help others should lessen this effect. One study supports our 

propositions. Future directions are discussed. 

 

For more information contact: meravws@gmail.com   
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Offering Initial Evidence of a Choice-Removal Effect 

Brian Gillespie, University of New Mexico* 
Ryall Carroll, St. John's University 
Christian Otto, University of New Mexico 

 
Consumers are often presented with choice sets in which they are required to compare multiple options simultaneously before making a 

final decision. It has therefore been assumed that removing options from a choice set prior to making a selection will minimize negative 

choice effects, increase decision ease, lead to optimal choice outcomes, and increase satisfaction with the final choice. The present 

research explores this phenomenon and offers evidence contrary to this assumption. Two studies support a choice-removal effect 

indicating that option removal shifts consumers' motivations for choice. These motivational shifts result in sub-optimal outcomes, 

decreased satisfaction with the choice, and fail to make the decision process easier for the consumer.  

 

For more information contact: briangillespie@unm.edu     

 
Goal Failure Enhances Creativity 

Luke Nowlan, University of Miami, USA* 
Juliano Laran, University of Miami, USA 

 
This research explores the consequences of goal failure on cognitive processes and subsequent performance in tasks unrelated to the 

goal. Specifically, we propose that failing at a goal enhances performance on tasks involving creativity. This occurs because goal failure 

leads to the consideration of an array of alternative goals and activities, which activates a flexible mindset and helps people be more 

creative. The findings offer a contribution to the goal pursuit literature by highlighting an unexplored consequence of goal failure. The 

findings also offer a contribution to the creativity literature by demonstrating a new antecedent of creativity. 

 

For more information contact: wnowlan@bus.miami.edu        

 
Choosing an Inferior Alternative: The Case of Disappearing ñInherited Optionsò  

Rusty Stough, Graduate Student, United States* 
Evan Polman, Assistant Professor, United States 

 
People receive things which they do not choose; for example: a door prize at an event, or a free item from a store. Our research looks at 

how consumers make choices when these ñinheritedò items become unavailable. Previous research has shown consumersô choices are 

affected by subsequently unavailable options. We extend this work by examining items that consumers acquire despite their preferences. 

We found that when people experience a loss of an inherited option, they try to replace it with a similar option, to such an extent that they 

will choose an option that is inferior to other available options.  

 

For more information contact: rstough@wisc.edu   
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Reacting to Moral Marketplace Claims: Consumer Moral Skepticism  

Jeff Rotman, Ivey Business School, Western University* 
Gail Leizerovici, Ivey Business School, Western University 
June Cotte, Ivey Business School, Western University 
Remi Trudel, Boston University, USA 

 
The need for CSR has become increasingly important with consumers becoming progressively attentive to corporate actions.  Through 

7 studies, this research develops and validates a measure of Consumer Moral Skepticism (CMS), measuring a consumerôs propensity to 

scrutinize marketplace moral claims.  Study 1, 2a and 2b demonstrate convergent, discriminant, and predictive validity.  Study 3 and 4 

demonstrate that those high in CMS elaborate on claims which results in backlash when unbelievable claims are made.  This backlash 

can be mitigated when the company has a trustworthy reputation (study 5).  Lastly, study 6 provides behavioral evidence, demonstrating 

that CMS predicts actual purchasing behavior.   

 

For more information contact: jrotman@ivey.ca   

 
Older and wiser? Exploring product placement vulnerability in older adults 

Beth Armstrong, Lancaster University, UK* 
Charlie Lewis, Lancaster University, UK 

 
Product placements influence consumer brand attitude and product choice, though opinion divides over whether the influence is implicit 

or explicit. Aging can decrease explicit memory but priming remains stable, potentially increasing placement influence. The effect of 

placement exposure on the brand recall and product choice of 260 older and young adults was examined. Older adults who did not 

remember the placement showed no evidence of implicit effects. Recall had no influence on the choice of younger adults. However, the 

older participants who remembered the placement were more likely to select the product, suggesting that aging increases vulnerability.  

 

For more information contact: b.armstrong1@lancaster.ac.uk   

 
The embodied effects of marking action on consumer judgments 

Gunwoo Yoon, University of Miami, USA* 
Patrick Vargas, University of Illinois at Urbana-Champaign, USA* 

 
Our bodily experiences can exert an influence on how we think. This research examines whether the way a choice is physically 

experienced can influence how people respond to choice options. We manipulate bodily experiences at the point of choice by asking 

people to either draw check-marks, or X-marks when making choices. The results indicated that, compared to negatively connoted 

X-marking actions, performing positively connoted check-marking actions leads people to evaluate novel targets as more pleasant and to 

agree more with statements about familiar, controversial social policies. Differential marking actions with check and X-marks could 

shape how people make judgments. 

 

For more information contact: gunwooyoon@miami.edu   
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Want a taste?: Consumer Contamination in Food Advertisements  

Donya Shabgard, University of Manitoba, Canada* 
Kelley Main, University of Manitoba, Canada 

 
Consumers encounter various advertisements in their day to day life, most of which contain images of food and desserts.  In our 

research, we presented participants with one of three dessert advertisements, a bitten dessert, one cut in half, or a dessert left untouched. 

Our findings support the literature on consumer contamination showing that participants who viewed the bitten dessert found the 

advertisements to be unappealing, least appetizing, and most inappropriate for a healthy menu. We also find differences between 

individuals with and without dieting experience in their perceptions of the dessert. 

 

For more information contact: umshabgd@cc.umanitoba.ca      

 
Fuel or food? Priming a performance mindset in absence of task achievement increases consumption and preferences for 

high-calorie foods  

Pierrick Gomez, NEOMA Business School* 
Dimitri Vasiljevic, NEOMA Business School* 

 
This research examines how priming the concept of performance influence food behavior beyond task achievement. In four studies, we 

show that priming the concept of performance increases consumption and preferences for high-calorie foods. 

 

For more information contact: pierrick.gomez@wanadoo.fr   

 
The Role of Culture in Consumer Response to Negative Experiences 

Hila Riemer, Ben Gurion University, Israel* 
Oded Zafrani, Ben Gurion University, Israel* 

 
The goal of this study is to examine differences between individualists (independents) and collectivists (interdependents) in their 

responses to negative consumption experiences (e.g., their favorite team playing carelessly and losing the game; poor service at a 

restaurant). We propose that independents are more likely than interdependents to express intentions of negative behavior toward the 

experience provider following a negative experience. This is supported in two experiments, which additionally show that the reaction  

is mediated by negative emotions toward the experience provider and is driven by the existence of prior expectations. Future directions 

are discussed. 

 

For more information contact: Odedzaf@post.bgu.ac.il   
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Does Customer-Stranger Interaction Vary as a Function of Age in the Retail Context?  

Tabitha Thomas, Univesty of Otago, New Zealand* 
Kirsten Robertson, Univesty of Otago, New Zealand 
Maree Thyne, Univesty of Otago, New Zealand 
Preeti Krishnan-Lyndem, Indian Institute of Management, Bangalore 

 
In the present research, we examine how customer-stranger interactions vary as a function of age in the offline retail context. Across 

three studies, we find that compared to younger customers, older customers engage more in stranger interactions and turn to strangers for 

advice and reassurance, ultimately treating strangers as a shopping companion. 

 

For more information contact: tabitha.thomas@otago.ac.nz    

 
The Effects of color lightness on Ethical Behavior 

Eunmi Jeon, School of Business Sungkyunkwan University, Korea* 
Myungwoo Nam, School of Business Sungkyunkwan University, Korea* 

 
Our research aims to have better understanding of how change in lightness of image influences evaluation of pro-gay image. Two 

different predictions can be made with regard to how lightness of color affects ethical evaluations. In literature and religion, darkness is 

associated with evil and lightness is associated with good. For instance, Frank and Gilovich (1988) demonstrated that sports players 

wearing black are perceived as more violent than players wearing nonblack attires. Therefore, one can predict that darker images would 

lead people to evaluate pro-gay image to be less ethical. On the other hand, it could be argued that lighter image would prompt people to 

behave in more ethical manners. This would make them to be more sensitive to societal norms; hence, they would view lighter images 

containing pro-gay message to be less ethical. 

 

For more information contact: jem7453@gmail.com    

 
How do you feel?: Factors affecting quality of life in the social media context 

Seonjeong Ally Lee, Kent State University, USA* 

 
Well-being marketing is a business philosophy that guides companies to develop and implement marketing strategies to focus on 

enhancing customer well-being through the customer/product life cycle.  With the exponential growth of social media these days, the 

purpose of this proposal is to examine the effectiveness of well-being marketing in the social media context, based on the 

self-determination theory as a theoretical background.  This proposal attempts to identify (1) antecedents of customersô sense of 

well-being and (2) key outcomes of the sense of well-being in the social media context.  

 

For more information contact: slee89@kent.edu   
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óSorry, Iôve got a thingô: The interpersonal benefits of precommitment to personal goals 

Sarah Memmi, Duke University, USA* 
Jordan Etkin, Duke University, USA 
Christine Moorman, Duke University, USA 

 
Precommitment is a widely recognized self-control strategy that increases goal adherence by restricting future choices. Even when 

self-control is intact, however, consumers must regularly navigate interpersonal conflict in their social environments to pursue valued 

personal goals. This research demonstrates that when goal conflict is interpersonal, precommitments to a personal goalðin particular, 

precommitments whose consequences affect other peopleðincrease goal adherence. We further demonstrate that this effect is driven by 

reduced selfishness for choosing a self-interested over a relational goal. We identify precommitment as an effective but overlooked 

strategy that can help consumers shield personal goals from competing interpersonal demands. 

 

For more information contact: sarah.memmi@duke.edu   

 
Learning Lingo 

Sara Hanson, University of Oregon, USA 
Troy Campell, University of Oregon, USA 
Katie Mercurio, University of Oregon, USA* 

 
This research explores whether education and use of lingo, vocabulary or jargon related to a certain brand, product, or product category, 

influences consumersô enjoyment and mastery of a product, as well as downstream marketing consequences. Study 1 shows that 

consumers who learn lingo about bottled water are willing to pay more for the bottled water than consumers who do not learn the lingo. 

Future research will test the proposed mechanism in a lab study using existing Star Wars fans and a field study at an art museum, while 

integrating the impact of lingo use and prior expertise as moderators.  

 

For more information contact: skhanson@uoregon.edu    

 
Money Given Away is More Valuable 

Liane Nagengast, University of St. Gallen, Switzerland* 
Johannes Bauer, University of St. Gallen, Switzerland 
Michael Norton, Harvard Business School, USA 

 
Across various disciplines, research has analyzed the effectiveness of self-focused vs. other-focused (prosocial) bonuses in influencing 

individual behavior. The effectiveness of prosocial bonuses has been linked to the ñwarm glowò of giving, which suggests that people 

experience positive feelings from the act of ñdoing goodò. We propose an additional motivation for why prosocial bonuses might 

influence behaviors, suggesting that peoplesô value perceptions differ depending on whether an equivalent bonus is spent on others or on 

oneself. Two laboratory experiments show that individuals overvalue other-focused compared to self-focused bonuses. These results 

have implications for the design of incentive schemes. 

 

For more information contact: liane.nagengast@unisg.ch   
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Sensitivity of CSR-Based Identification in the Event of Negative Publicity 

Sabine Einwiller, University of Vienna, Austria* 
Bettina Lis, University of Bayreuth, Germany 
Sankar Sen, Baruch College, USA 

 
Consumer-company (C-C) identification can protect attitudes in the event of negative publicity. In this research we analyze whether this 

protective effect is suspended if the negative information assails the attributes on which consumersô identification is based. These 

attributes may be corporate social responsibility (CSR) or corporate ability (CA) related. It shows that when consumers identify with a 

company because of CSR, attitudes deteriorate even more in the event of CSR misbehavior than when consumers do not identify with the 

firm. This boomerang effect does not occur when C-C identification is CA-based. 

 

For more information contact: sabine.einwiller@univie.ac.at      

 
Consumers' reliance on imagination moderates the effect of information on anticipated satisfaction 

Samuel Franssens, London Business School, UK* 
Simona Botti, London Business School, UK 

 
Information has been shown to positively affect consumersô anticipated satisfaction with upcoming experiences because it gives 

consumers a sense of control. We predicted that consumers derive a sense of control from fantasizing about upcoming experiences and 

would therefore have a lower need for control through information. Three experiments indeed show that the positive effect of 

information on anticipated satisfaction decreases or even reverses for consumers with an imaginative mind-set. 

 

For more information contact: sfranssens@london.edu   

 
Reducing Product Uncertainty by Increasing It: The Metacognitive Processing of Doubt-Inducing Consumer-Generated  

Product Reviews 

Christilene du Plessis, Rotterdam School of Management, Erasmus University, The Netherlands* 
Andrew T. Stephen, University of Oxford, England 
Yakov Bart, Northeastern University, USA 
Dilney Goncalves, IE Business School, Spain 

 
A field study and two experiments demonstrate that encouraging consumers to ñmerely thinkò about their uncertainty in the 

trustworthiness of incentivized reviewers can mitigate source-related uncertaintyôs negative effects on product evaluations. Merely 

thinking about source-related uncertainty is shown to make review readers unsure about the basis of their uncertainty. Consequently, the 

impact of uncertainty on evaluations is reduced without uncertainty being resolved. However, elaborating on source-related uncertainty  
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could also solidify doubts and enhance its adverse effects on judgments. As such, we show that the mere thought effect depends on 

whether uncertainty is integral (enhance) or incidental (attenuate) to judgment formation. 

 

For more information contact: duplessis@rsm.nl   

 
The Excitement of Rentals 

Li Huang, University of South Carolina, USA* 
Natalie Truong, Nanyang Technological University, Singapore* 
Jennifer Argo, University of Alberta, Canada 

 
How do consumers form their relationships with rented products? Across two studies, we find that renting a product is conceptually 

similar to a fling and as a result consumers feel more excitement using a rented as compared to an owned product. This effect is 

attenuated when the number of times a consumer uses the same rental increases.  

 

For more information contact: kaffeel@gmail.com  

 
1,000 ml vs. 1L: The effect of a unit size, unit congruency, and product similarity on perceived volume of bundled products 

Youngsung Kim, Hankuk University of Foriegn Studies 
Jihye Park, Hankuk University of Foreign Studies* 

 
The purpose of this study was to examine the effect of a unit size of a core product in the bundle on perceived volume of an additional 

product and the total volume of a bundle. Results of three experiments revealed that people tended to overestimate the volume of an 

additional product and the total volume of a bundle, when the unit of a core product was low. The unit effect was strengthened when the 

units of a core product and an additional product were congruent and when the bundled products are similar. Estimation bias was found 

in product bundling. 

 

For more information contact: jihyepark@hufs.ac.kr   

 
Does a Happy Mood Always Lead to Decisions based on Feelings? 

Sungjun Park, College of Business, KAIST, Korea 
Moon-Yong Kim, College of Business, Hankuk University of Foreign Studies, Korea* 

 
This research examines a boundary condition for the effects of a happy mood on feeling-based decision making. The results of two 

experiments show that happy individuals are more likely to choose cognitively versus affectively superior options when a situation is 

controlled by others (vs. oneôs self). The mediation analysis confirms that happy individuals are more likely to rely on cognitive, 

reason-based decision making when others are in control of a situation. 

 

For more information contact: parksj89@business.kaist.edu   
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When Beauty Isnôt Skin Deep: Cosmetic Contagion and Consumersô Aversion to Ugly Foods 

Lauren Grewal, University of Pittsburgh, USA* 
Jillian Hmurovic, University of Pittsburgh, USA* 
Cait Lamberton, University of Pittsburgh, USA 
Rebecca Walker Reczek, Ohio State University, USA 

 
There is currently a large problem of food waste due to throwing away food that is deemed ñnot pretty enoughò for sale. Despite a 

number of programs trying to combat food waste, thus far, researchers and companies alike are not sure exactly why consumers find 

non-aesthetically pleasing foods so aversive. Across a couple of studies thus far, this research demonstrates that consumers have a 

systematic preference for more versus less aesthetically pleasing versions of the same food due to a form transference of the foodôs 

features to the consumer through a process we term ñcosmetic contagionò. 

 

For more information contact: laurengrewal@gmail.com  
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Friday, 26 February 2016 

 
Registration 

7:00 am - 8:00 pm 
Grand Palm Col. West 

 

Breakfast 
7:30 am - 8:15 am 

Grand Palm Col. West 

 

Session 1 
8:15 am - 9:30 am 

Symposium: Beyond Personal Consumption: How Consumers Choose for Joint 

Consumption and Otherôs Consumption 

Chair: Yanping Tu, University of Florida, USA 
 

Choosing Variety for Joint-Consumption in Committed Relationships 

Jordan Etkin, Duke University, USA* 

 
Variety plays a key role in choice. People are attracted to varied product assortments (Broniarczyk et al. 1998; Hoch et al. 1999; Iyengar 

and Lepper 2000; Rolls et al. 1981) and choose varied consumption experiences even when it means selecting less preferred items 

(Ariely and Levav 2000; Ratner et al. 1999). Decades of research has examined consumersô variety preferences for personal 

consumption (Ariely and Levav 2000; Berlyne 1970; Kahn and Wansink 2004; Menon and Kahn 1995; Ratner and Kahn 2002; Raju 

1980; Simonson 1990).  

 

In addition to choosing more or less variety for personal consumption, however, consumers can also choose more or less variety for 

joint-consumption with a committed relationship partner. When a person decides what to do with his or her spouse over the weekend, for 

instance, that person could choose more varied activities to do together (e.g., going out to dinner, to a movie, and to a concert) or less 

varied activities to do together (e.g., going out to dinner at different restaurants). While prior work provides much insight into factors that 

drive choice of variety for personal consumption, factors that shape choice of variety for joint-consumption in committed relationships 

have yet to be explored. What might affect how much variety consumers prefer? 

 

I propose that whether consumers choose more or less variety for joint-consumption in committed relationships depends on their 

relationship time perspective - the perceived future time ahead in the relationship. 

 

Research on aging and longevity (Carstensen 1992, 2006; Carstensen et al. 1999; Mogilner, Kamvar, and Aaker 2011; Sinha and Wang 

2013; Williams and Drolet 2005) posits that consumers monitor the passage of time, paying particular attention to time remaining ahead 

in the future (Medina 1996; Suddendorf and Corballis 1997). Consumers may perceive more future time ahead in their life (i.e., a longer 

future time horizon) or they may perceive less future time ahead in their life (i.e., a shorter future time horizon), and this impacts the 

emotions that they value. In particular, prior research shows that excitement, an emotion associated with the anticipation of future events 

(Kamvar and Harris 2009), is linked to happiness when individuals perceive a longer future time horizon, but not when they perceive a 
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shorter future time horizon (Mogilner et al. 2012, 2011). Thus, when consumers perceive more (vs. less) future time ahead in life, they 

value excitement, and desire exciting experiences, to a greater extent Carstensen 1992, 2006; Carstensen et al. 1999; Fung et al. 1999; 

Mogilner et al. 2012; 2011). 

 

Similar to the life course of an individual person, I suggest that committed relationships follow a ñlife course,ò characterized by a 

beginning and an end (e.g., the death of one or both partners). Thus just as an individual may perceive more or less future time ahead in 

his own life, I propose that consumers may perceive more or less future time ahead in a committed relationship. 

 

Consumersô ñrelationship time perspectiveò should influence the value of excitement in the relationship, and thus how much variety is 

preferred for joint-consumption. When consumers perceive more future time ahead in a committed relationship, they should value 

excitement in the relationship to a greater extent. Because incorporating more variety into what consumers do with a relationship partner 

should make the relationship feel more exciting (Berlyne 1970; Faison 1977; Kahn 1995; Raju 1980; Menon and Kahn 1995; 

Venkatesan 1973), I predict that perceiving more (vs. less) future time ahead in a committed relationship will increase how much variety 

consumers choose for joint-consumption with their partner. 

 

Four experiments test these predictions. All experiments utilize participants in committed relationships (either romantic relationships or 

friendships) and manipulate perceived future time ahead in the relationship. Experiment 1 examined choice of activities (e.g., make a 

dinner, watch a movie at home, take a walk). Participants were randomly assigned to make choices for joint-consumption with their 

romantic relationship partner, or for themselves, and we manipulated how much time they perceived ahead in their romantic relationship. 

Results supported my predictions. In the joint-consumption condition, perceiving more future time ahead increased the variety of 

activities chosen (F(1, 188) = 4.08, p < .05). There was no such effect, however, on choice of variety for solo consumption (F < 1).  

 

Experiment 2 examined restaurant choices and demonstrated the underlying process. Similar to experiment 1, participants were 

randomly assigned to make choices for joint-consumption with a friend, or for themselves, and we manipulated how much time they 

perceived ahead in their romantic relationship. Consistent with experiment 1, in the joint-consumption condition, perceiving more future 

time ahead increased choice of variety in restaurants (ɢ
2
 = 6.53, p < .05), driven by a greater value for excitement in the relationship (ab 

= -.31, 95% CI [-.66 to -.10]). There was no such effect, however, for solo consumption (ɢ
2
 < 1), because the value of excitement in 

participantsô friendship is not what drives choice in this case (ab = -.04, 95% CI [-.31 to .13]). 

 

Building on these findings, experiments 3 and 4 further explore the underlying process by manipulating the excitement afforded by 

joint-consumption choice options (experiment 3) and how exciting the relationship feels prior to choice (experiment 4). Experiment 3 

examined movie choices. Results showed that perceiving more future time ahead in the relationship increased the variety of movies 

chosen for joint-consumption (ɢ
2
 = 4.29, p < .05), but when the movies themselves were exciting, this effect was attenuated (ɢ

2
 < 1). 

Experiment 4 examined dinner recipe choices. Consistent with experiment 3, results showed that perceiving more future time ahead in 

the relationship increased the variety of recipes chosen for joint-consumption (ɢ
2
 = 7.18, p < .01), but when the relationship was 

independently made to feel exciting prior to choice, this effect was attenuated (ɢ
2
 < 1). 

 

Together, the studies demonstrate that aspects of consumersô committed relationships play an important role in their variety-seeking 

behavior. The perceived future time ahead of a committed relationship determines whether people prefer more or less variety for 

joint-consumption with their partner. 

 

For more information contact: jordan.etkin@duke.edu 
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The Friendly Taking Effect: How Interpersonal Closeness Leads to Seemingly Selfish Yet Jointly Maximizing Choice 

Yanping Tu, University of Florida, USA* 
Alex Shaw, University of Chicago, USA 
Ayelet Fishbach, University of Chicago, USA 

 
Consumers frequently choose consumption packages for the self and other together, jointly considering the benefits for both. For 

example, they choose snacks and movie to consume with friends. Consumption packages are not created equalðsome provide greater 

self-benefit and some provide greater other-benefit. In addition, consumption packages vary by the total benefits they offer. In this 

research, we study consumers choosing between a consumption package that offers significantly more self-benefit (and thus greater 

total-benefit) (e.g., 50-minute/30-minute massage for self /other) and a consumption package that offers slightly more other-benefit 

(e.g., 30-minute/40-minute massage for self/other), and explore the impact of interpersonal closeness on choice for the self-benefiting 

package. 

 

On the one hand, closeness may reduce choice of the self-benefiting package because people care more about a close otherôs benefit 

(Batson 1991; Clark 1983). On the other hand, interpersonal closeness may increase choice of the self-benefiting package in our 

paradigm because the self-benefitting option maximizes joint benefit. Because cognitively closeness is characterized a highlighted sense 

of self-other collective (Aron et al. 1991), as evidenced by research on self-other merging (Batson et al. 1997), cognitive 

interdependence (Kelley and Thibaut 1978), and oneness (Cialdini et al. 1997), we argue that closeness may lead the concern for joint 

benefit to override the concern for either self-benefit or other-benefit. We explore this possibility and dub the effect ñthe friendly taking 

effectò because the intention behind the taking is friendly (i.e., concern for the total-benefit; we-oriented) rather than selfish (i.e., concern 

for the self benefit; I-oriented).  

 

Six studies support our theorizing using different manipulations of interpersonal closeness. In Study 1, participants chose between two 

chocolate sampling packages for themselves and another personðñA. 7 chocolates for self + 3 chocolates for otherò versus ñB. 2 

chocolates for self + 4 chocolates for other.ò Participants in the close (vs. distant) condition were more likely to choose package A (63% 

vs. 35%; ɢ
2
(1) = 4.60, p = .032), although they learned they could not redistribute their chocolates.  

 

Study 2 ruled out future reciprocity as an alternative by making the ñother personò anonymous with whom participants would not 

interact in the future. Specifically, we first manipulated closeness by having participants chat with an anonymous other online, following 

the procedure of the Relationship Closeness Induction Task (Sedikides et al. 1999). We then had participants and the anonymous other 

rank preferences for five gift items (1
st
 is best), and asked participants to choose between two gift packagesðñA. 1st favorite for self + 

3rd favorite for otherò versus ñB. 4th favorite for self + 2nd favorite for other.ò Again, more people chose package A in the close (vs. 

distant) condition (77% vs. 55%, ɢ
2
(1) = 4.57, p = .030). 

 

Study 3 replicated the friendly taking effect in the context of 1) selecting airlines to earn award miles and 2) selecting cab routes to save 

time, even without explicit mention of the total benefit information. 

 

Study 4 ruled out the alternative explanations that people are more selfish towards, and anticipate more forgiveness from a closer other. 

In the context of receiving referral program gifts, we had participants choose between two gift delivery time options, and manipulated 

whether the beneficiary in the overall sooner delivery package is self or otherðñA. gift for self (vs. other) is delivered in 3 days; gift for 

other (vs. self) is delivered in 50 daysò versus ñB. gift for self (vs. other) is delivered in 50 days; gift for other (vs. self) is delivered in 13 

daysò. Participants chose the overall sooner delivery package (A) more often in the close (vs. distant) condition, regardless of whether  
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itôs more beneficial for self (i.e., friendly taking; 80% vs. 38%, ɢ
2
(1) = 9.08, p = .003) or other (i.e., friendly giving; 92% vs. 73%, ɢ

2
(1) 

= 3.36, p = .067). 

 

Study 5 provided information processing evidence for the proposed mechanism (i.e., greater concern for the total-benefit in closer 

relationship), in the context of choosing between two massage packages. In study 4a, we told participants that, to make a decision, they 

can only view one of the three types of information: time for self, time for other, and total time. We found more participants acquired 

information on total time in the close (vs. distant) condition (62% vs. 42%; ɢ
2
(2) = 4.55, p = .033). In study 4b, we presented participants 

with total time and asked participants whether they would like to pay to view the specific allocation before making the choice. We found 

less participants acquired information on ñwho-gets-whatò in the close (vs. distant) condition (12% vs. 31%; ɢ
2
(1) = 5.92, p =.015). In 

study 4c, we revealed all the information to participants, asked them to make a choice, and a few minutes later, had them recall ñtotal 

timeò in the option of their choice. We found smaller memory errors for total time in the close (vs. distant) condition (5.00 min vs. 10.75 

min, F(1, 130) = 5.47, p = .021), suggesting greater attention to joint benefit. 

 

Study 6 provided mediation evidence for the proposed mechanism, as well as directly measuring ñtakingò by having participants start 

with a hypothetical massage package that gives them 0 minutes and gives the other 10 minutes. We asked participants to decide how 

many minutes to take from the other person, under the rule that each minute they take from the other person will be converted into 3 

minutes for themselves. Participants took more minutes from a closer other (3.02 vs. 2.10, t(112) = 2.40, p = .018), and their rated 

importance of maximizing total time (4.66 vs. 3.60, t(112) = 2.90, p = .004) and mediated the effect of closeness on taking. 

 

Relationship involves give and take. People give more to closer others, partly because giving to a close other feels like giving to the 

self-other collective. We show that, interestingly, for exactly the same reason, relationship closeness may also lead to more taking, as 

long as it maximizes joint benefit. 

 

For more information contact: yanping.tu@warrington.ufl.edu 
 
The Interactive Effect of Social Distance and Queue Length on Pay-It -Forward: Role of Felt Responsibility 

Narayan Janakiraman, University of Texas at Arlington, USA 
Zhiyong Yang, University of Texas at Arlington, USA 
Morgan Ward, Southern Methodist University, USA* 

 
The phenomenon of paying it forward (PIF), which is understood as a set of behaviors in which individual A extends a kindness to B and 

subsequently, rather than re-paying a similar gesture back to A, B instead pays it forward to C and C to D and so on, would seem at first 

blush to be a rare occurrence as it requires the cooperation and generosity of long chains of relative strangers.  However, the norm of 

reciprocity is a powerful influence on behavior and it has been shown that once an individual feels indebted, s/he is strongly motivated to 

repay the favor to the originator (Cialdini and Goldstein 2004). Thus, it follows that when one receives a kindness, s/he feels inclined to 

re-pay the favor (even if not directly to the originator of the gift). Much of the extant research on these effects shows that individuals tend 

to follow a norm of generalized reciprocity which is characterized by the individual (who received the initial benefit or generous act) 

feels positive affect and subsequently is motivated to pass forward a similar generous deed to an unrelated third party.  

 

In this research we examine how the social context in which the giver chooses to pay forward the act of generosity, affects the likelihood 

to do so. We suggest that there are important contextual variables that may play a role in the decision to PIF. We suggest that the  
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likelihood to PIF is a function of both the individualsô identification with the potential recipient, and the number of individuals in the 

chain that may potentially benefit from the act of generosity.  

 

 

Prior research examining group identification finds that the size of the group and the degree to which one affiliates with the group 

identity will greatly influence individualsô behavior towards the members of the group. We suggest that interacting with individuals 

from a group that one perceives as psychologically close (ingroup), engenders feelings of closeness and responsibility (Brewer and 

Gardener 1996).  Furthermore, as the psychological distance increases, the perceiver is less likely to adopt the individualôs perspective, 

and is more likely to process the information at a higher, abstract construal level (Trope and Liberman 2000). Drawing from the literature 

on the identifiable victim effect, we suggest that willingness to PIF is similarly affected by how óidentifiableô the recipient of the act is to 

the giver. Since oneôs identification with a group positively affects the relatability and individuality of the people within it, we suggest 

that a recipient who is from an outgroup will be perceived as a non-individualized thereby decreasing his/her likelihood to pay forward a 

good deed to this person. Likewise, the size of the group is likely to affect how identifiable the recipient is. Specifically, we suggest that 

people in a large group are less identifiable and thus are less likely to receive a PIF item than those from a small group.  Three 

experiments support our proposed effects.  

 

Study 1 featured a 2 (social distance: close-other vs. distant-other) × 2 (queue length: short vs. long) between-subjects design. 

Participants were first instructed to imagine waiting in a queue at a coffee shop for a beverage during a sports event. Social distance 

was manipulated through school affiliation: in the close [distant] other conditions, others in the line were from the same university 

[opposing] team as the participant. Queue length was manipulated by visually depicting the participant in a queue with 15 [1] person 

behind him. After reading the scenario, participants rated their likelihood to PIF to the person behind them. The data revealed a 

significant interaction (F(1,130)=6.01, p<.01). Participants in close-other conditions were equally likely to PIF (MShort=73.25% vs. 

MLong=68.21%, F(1,130)=.48, p>.45) while those in distant-other conditions were less likely to PIF when the queue was long 

(MShort=76.00% vs. MLong=58.71%, F(1,130)=12.35, p<.01). 

 

In study 2, we ruled out the rivalry between the opposing teams as an alternative explanation of our findings and feelings of 

responsibility as the key mediator. The study design was similar to study 1 except that social distance was primed by having participants 

write about 10 similarities [dissimilarities] between themselves and others at the coffee shop. After the PIF choice, participants reported 

the degree to which they felt responsible for keeping the chain going. We found a significant interaction (F(1,128)=7.25, p<.01) such 

that individuals primed with similarity were equally likely to PIF (MShort=72% vs. MLong=67%, F(1,128)=.49, p>.45). However, those 

primed with dissimilarity were less likely to PIF when the queue was long (MShort= 71% vs. MLong=44%, F(1,128)=15.1, p<.01). 

Mediation analysis showed that the extent to which individuals felt they were responsible to keep the chain going mediated the 

interaction of queue length and similarity on PIF.  

 

Similar to study 2, in study 3 we examined how likely individuals were to PIF easy tasks depending on similarity/dissimilarity to others 

and number of people behind them. Participants were told that they had to divide 4 tasks between themselves and a future participant: 

they could complete two word-association tasks (easy) or two vowel-counting (difficult) tasks, or one of each. They were told that the 

person before them had chosen to pass two easy tasks onto them and that they would need to complete in addition to the ones they were 

left with. The DV was whether they chose to pass forward both the easy tasks or not. In the high [low] similarity condition, the 

participants rated two productsðApple and Samsung smartphonesðon ten attributes. Then were told that the person who was 

completing the study next strongly [weakly] matched or 75% [25%] in their responses to the attribute questions and hence were very 

similar [dissimilar] to them. In the short [long] queue condition, the participants were told that their actions would affect two [ten] people 

behind them. Consistent with earlier studies, (ɢ
2
(1,128)=3.79, p<.05), individuals who had been primed with similarity showing equal  
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proportion of passing forward under short (34%) and long (32%) queues; while those primed with dissimilarity were less likely to pass 

forward under long (7%) than under short (29%) queue. 

 

For more information contact: mkward@mail.smu.edu 
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Givers frequently tailor gifts to recipients, as it is not just the act of giving a gift, but the meaning of that gift, that matters (Belk 1996; 

Schwartz 1967). Yet the tendency for givers to tailor gifts to recipients may, paradoxically, lead them to choose gifts that are not what 

recipients prefer to receive. When selecting and tailoring gifts, givers may focus on recipientsô enduring, distinctive traits to select what 

seem like appropriate gifts, but recipients may be more aware that what they want depends on the situation and frequently changes (e.g., 

Jones and Nisbett 1971; Nisbett et al. 1973). Consequently, givers may gravitate toward gifts that are tailored to recipientsô traits but are 

too specific to meet recipientsô varying wants and needs. 

 

Studies 1a, 1b, and 1c examine whether givers tend to choose gifts that are more specific than recipients prefer to receive. In study 1a, 

participants imagined either giving or receiving a gift card and chose between a Visa gift card or a gift card for the recipientôs favorite 

store. Recipients were more likely to want to receive the Visa gift card than givers were to give it (ɢ
2
(1, N = 294) = 44.50, p < .001). 

Study 1b illustrates the generality of this discrepancy by showing that recipients are more likely than givers to prefer a gift card meant for 

several stores over one meant for a single store (t(115) = -2.36, p = .02, d = .43), a gift card over a gift (t(117) = -2.73, p = .007, d = .50), 

and cash over a gift (t(118) = -4.05, p < .001, d =.74). Study 1c shows that this discrepancy extends to tangible gifts as well: recipients 

preferred a multi-purpose gift over a single-purpose gift more than did givers (t(268.28) = -5.08, p < .001, d = .61). 

 

Study 2 investigates whether givers persist in choosing overly specific gifts even when they first consider what they themselves would 

prefer to receive. Indeed, givers chose overly specific gift cards even when they sequentially assumed the roles of both recipient and 

giver (paired t(341) = 12.66, p < .001, d = .71). Studies 3a and 3b suggest that givers truly have incorrect beliefs about recipientsô 

preferences. Study 3a shows that recipients were more likely to consider a Visa gift card to be more thoughtful (relative to a store gift 

card) than were givers (ɢ
2
(1, N = 238) = 21.20, p < .001). Additionally, recipients liked the Visa gift card more than givers thought they 

would (t(236) = 4.04, p < .001), and liked the store gift card less than givers thought they would (t(213.36) = -2.77, p = .006). Study 3b 

shows that givers persist in giving overly specific gifts even when the giverôs identity will remain unknown to the recipient (t(194.98) = 

7.15, p < .001, d = 1.00), suggesting that attempts to signal knowledge about the recipient cannot completely explain this discrepancy. 

 

Studies 4a and 4b show that this discrepancy is rooted in the tendency for givers to focus on recipientsô enduring traits and for recipients 

to focus on their own variable wants and needs. In study 4a, givers rated themselves more likely to consider what their friend was like as 

a person when choosing a gift than recipients were to consider what they were like as a person when suggesting gifts they would want to 

receive (t(169) = 5.58, p < .001, d = .84). And, givers were less likely than recipients to consider the recipientôs current wants and needs 

when choosing gifts (t(169) = -2.30, p = .02, d = .35). In study 4b, givers rated themselves more likely to choose a Visa gift card over the 

store gift card when they first thought about what their recipient would like than when they first thought about what their recipient is like 

(t(206) = 2.33, p = .02, d = .32). 

 

mailto:mkward@mail.smu.edu
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Studies 5a and 5b show that this giver-recipient discrepancy can contribute to gift non-use. In study 5a, participants recalled a gift card 

that they gave [received] and indicated how long it took the recipient [them] to redeem it (if at all). Gift cards were coded for specificity 

based on the number of product categories for which they could be redeemed. Recipients took longer to redeem gift cards (if at all) the 

more specific they were (ɓ = -.31, t = -4.08, p < .001), but givers failed to anticipate this (ɓ = -.13, t = -1.61, p = .11). In study 5b, we 

analyzed all gifts that were given in 2013 and redeemed via Giftly, a service that allows givers to give gift cards with a suggestion of 

what to get and where to get it and allows recipients to receive their gifts as a credit to their credit card or PayPal account. Controlling for  

 

gift value and method of receipt, recipients took longer to redeem gifts that came with a specific suggestion of an item or place than ones 

that did not (F(1, 9,355) = 75.89, p < .001, ɖp
2
 = .008). 

 

This work contributes to a growing body of research showing that givers often fail to accurately anticipate what recipients would most 

like. It further suggests that giver-recipient discrepancies in judgment may be one reason why so many gift cards go unredeemed. It also 

suggests a solution: focusing on what recipients would like may encourage givers to choose gifts that are more likely to be used and 

appreciated. 

 

For more information contact: m.steffel@neu.edu 
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Discretionary Debt: Perceived Time-Sensitivity Predicts Willingness to Borrow for Experiences and Material Goods 
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Imagine wanting to purchase a stereo system, but not having cash to pay for it. You could borrow, delay the purchase, or forego the 

purchase. What would you do? Now, replace the stereo with a similarly-priced concert ticket for a touring band. Would your decision 

change based on the ease or difficulty of making the same purchase in the future?  The current work investigates the perceived 

time-sensitivity of purchasing opportunities and how this under-examined factor in consumer borrowing can make novel predictions 

about borrowing decisions for discretionary purchases. 

 

Previous research suggests that physical longevity predicts willingness to borrow (WTB). People prefer borrowing for purchases that 

last longer in time because they continue receiving benefits from the purchase over the period for which they are paying for it (e.g., Hirst 

et al., 1994). One fundamental categorization of purchases that is inherently tied to longevity is that of experiences and material goods 

(Van Boven & Gilovich, 2003). Since experiences are shorter-lived than material goods, the previous research suggests that people 

should prefer borrowing for material goods (vs. experiences).  

 

In contrast, the current work argues that, on average, people are more willing to borrow for experiences (vs. material goods) despite their 

greater ephemerality. We uncover a new, systematic difference between experiences and material goods that we suggest influences 

WTB more strongly than does the purchaseôs longevity. We argue that opportunities to buy experiences, on average, are perceived as 

more time-sensitive (relevant for a shorter window of time) than opportunities to buy material goods. As a result, people are more willing 

to borrow to acquire experiences since it may be more difficult to make the purchase in the future.    

mailto:m.steffel@neu.edu
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In the current work, we also reconcile our predictions with the previous research. In most borrowing situations, time-sensitivity is highly 

relevant since people typically weigh their WTB against their willingness to delay or forego the purchase. However, we suggest that in 

contexts in which the borrowing decision does not affect timely acquisition of the purchase (and time-sensitivity is no longer relevant), 

people will prefer borrowing for material goods over experiences because doing so permits benefit-payment duration matching.  

 

In Study 1, participants imagined buying either a vacation or a new furniture set (a pair used in the previous work). As predicted, 

participants in the experience condition (M = 3.60) were willing to take on more credit card debt than were participants in the material 

good condition (M=2.93), F(1, 198)=9.10, p=.003. 

 

In Study 2, participants thought about an upcoming purchase they planned to makeðeither an experience or a material goodðand 

indicated their willingness to finance the purchase on a credit card. Participantsô WTB was higher when considering an experience 

(M=4.52) as compared to a material good (M=3.91), F(1, 335)=5.80, p=.017. This effect was explained by differences in perceived 

time-sensitivity (95% CI: .17, .63). These results could not be explained by other differences such as expected happiness from the 

purchase. 

 

Study 3 attempted to further isolate the importance of time-sensitivity from general attractiveness. Participants imagined being on 

vacation and not having enough money to buy either an experience (a city tour) or a material good (a painting from a local artist). 

However, we varied whether the artist made their paintings available for purchase online (not time-sensitive) or not (time-sensitive). 

Participants were more willing to borrow for the experience (M=3.99) than for the non-time-sensitive material good (M=2.68), F(1, 208) 

= 17.24, p<.001. However, as predicted, there was no difference in WTB for the experience and the time-sensitive material good 

(M=3.97), F(1, 208) < 1, NS. This lack of difference in willing to borrow emerged despite the finding that the experience was rated as 

providing significantly more happiness than the time-sensitive material good, p<.05.  

 

Next, we aimed to reconcile our results with previous research. We predicted that when time-sensitivity was made irrelevant, people 

would prefer matching purchasesô duration of benefits to their duration of payments, and using debt to fund material goods over 

experiences. Some participants imagined making only one purchase (either a stereo or music festival tickets) that would need to be 

financed, whereas other people imagined making both purchases, but that only one would be financed (the other would be paid with 

cash). Since participants in the latter condition could acquire the time-sensitive purchase with cash, we expected the relevance of 

time-sensitivity to be eliminated and for borrowing preferences to reverse. Indeed, replicating Studies 1-3, participants had a 

significantly higher WTB when asked to consider financing the experience alone (M=3.41) rather than the material good alone 

(M=2.93), F(1, 503)=7.35, p=.007. However, when told that they could purchase the other option with cash, preferences reversed; 

participants then indicated less WTB for the experience (M=2.41) than for the material good (M=4.76), t(244)=12.07, p<.001. 

 

We have suggested that the reversal found in Study 4 was due to the relevance of time-sensitivity in the purchasing context. However, 

two alternative possibilities are that (1) the longevity component is less evaluable in the absence of a second, reference purchase (e.g., 

Hsee 1996) and (2) when both material goods and experiences are together, people may feel they ought to borrow for the former even 

though they may want to borrow for the latter (Bazerman et al. 1998).  Study 5 examined these alternatives and was identical to Study 4 

but for the addition of two new conditions: ñReference purchase conditionsò, in which participants were told about a previous purchase 

they made before reading about the focal purchase (i.e., ñéA month ago, you purchased [a new stereo / two tickets to an upcoming 

music festival] for $400 with some cash you hadò). The remaining three conditions were the same as those in Study 4. As in Study 4, 

WTB was greater for the material good (M=4.92) than the experience (M=2.50) when cash was also available, t(238)=10.60, p<.001). 

However, regardless of whether a reference purchase was provided, when cash was not an option, WTB was greater for the experience  
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versus material good (no reference: Mexperience=3.33, Mmaterial=3.01, F(1, 975)=3.26, p=.071; with reference: Mexperience=3.51, 

Mmaterial=2.79, F(1, 975)=15.85, p<.001). 

 

For more information contact: eesha.sharma@tuck.dartmouth.edu 
 

 

FOMO: How the Fear of Missing Out Leads to Missing Out 

Jacqueline Rifkin, Duke University, USA* 
Cindy Chan, University of Toronto, Canada 
Barbara Kahn, University of Pennsylvania, USA 

 
Fear of Missing Out (FOMO) is defined as ña pervasive apprehension that others might be having rewarding experiences from which one 

is absentò (Przybylski, Murayama, DeHaan, & Gladwell, 2013). This research explores FOMOôs antecedents and consequences, and 

how it is distinct from regret (e.g., Gilbert, Morewedge, Risen, & Wilson, 2004; Rosenzweig & Gilovich, 2012) and loss aversion (e.g., 

Shin & Ariely, 2004). In 4 studies, we establish that seeing social media photos of a missed social-group event triggers a two-pronged 

ñFOMO effectò: a decrease in enjoyment of oneôs current experience, and an increase in expected enjoyment of the missed experience.  

 

In Study 1, we asked 198 participants, ñWhat does FOMO mean to you?ò and coded their responses. We found that 75% of participants 

mentioned their social group or friends. Of the participants who mentioned when they experienced FOMO, the majority (54%) reported 

experiencing FOMO during the missed event, compared to before (22%) or after (30%) the event. Finally, although few participants 

mentioned social media, subsequent questions revealed that more active social media users experience FOMO more frequently (r =.23, 

p = .001), and that FOMO occurs most often in social situations (84.4%), compared to with family members (48.3%), coworkers 

(53.7%), or in academic settings (57.6%).  

 

Studies 2a and 2b demonstrated the two-pronged ñFOMO effectò by examining how social media photos affect enjoyment of current and 

missed experiences. In Study 2a, participants (N = 91) imagined they faced a social dilemma: attend a ñonce-in-a-lifetimeò concert with 

an old friend, or a regularly-scheduled party with their social group. All participants were told that they chose the concert (confirmed by 

a separate pretest to be the most realistic choice). Participants rated their pre-event expected enjoyment of both the concert and party, and 

then were randomly assigned to one of four conditions: While at the concert, they saw [did not see] photos of the party on Facebook, and 

they posted [did not post] their own concert photos. Following the photo manipulations, participants rated their enjoyment of the current 

event (concert) and their expected enjoyment of the missed event (party); participants also completed the same ratings ñthe next day.ò 

We analyzed enjoyment ratings in a 2 between (Viewed Photos: see, do not see party photos) × 2 between (Concert Photos: post, do not 

post) × 2 within (Event: concert, party) × 2 within (Time: before-to-during, during-to-after) mixed ANOVA. Results revealed a 

significant interaction of Viewed Photos, Event, and Time, F = 24.90, p < .0001. Seeing (vs. not seeing) party photos produced the 

two-pronged ñFOMO effectò: decreased current event enjoyment (Mconcert, party_photos = -0.40 vs. Mconcert, no_party_photos = -0.06), F = 4.09, p < 

.04, and increased missed event expected enjoyment (Mparty, party_photos = 0.31 vs. Mparty, no_party_photos = -0.41), F = 18.02, p < .0001. Notably, 

the FOMO effect was observed even though participants perceived the concert as more enjoyable than the party (Mconcert  = 6.47 vs. Mparty  

= 5.25, t = 7.32, p < .0001). Finally, we found that posting oneôs own concert photos did not mitigate FOMO, suggesting that FOMO is 

not driven by the desire to ñkeep upò with othersô social media activity.  

 

Study 2b replicated Study 2a using a more controlled travel-versus-travel social dilemma: Participants (N = 137) imagined choosing 

between a vacation in Hawaii with an old friend, or a regularly-scheduled trip to a beach-house with their social group; all were told that 

they chose the Hawaii vacation (confirmed by a separate pretest to be the most realistic choice). Then, in a 2 within (Event: Hawaii, 
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beach-house) × 2 between (Viewed Photos: see, do not see beach-house photos) design, participants rated their enjoyment of the current 

event (Hawaii) and their expected enjoyment of the missed event (beach-house) before and after seeing [not seeing] social media photos 

from the beach-house. We found the hypothesized Viewed Photos × Event interaction, F = 14.47, p < .001, replicating the two-pronged 

FOMO effect: Seeing (vs. not seeing) beach-house photos decreased participantsô current event enjoyment and increased their expected 

enjoyment of the missed event. 

 

Study 3 adapted the concert-versus-party scenario from Study 2a and included an additional ñViewed Photosò condition (a friend posting 

conference photos), in order to rule out the alternative explanation that FOMO is caused simply by distraction. Submitting participantsô 

(N = 179) over-time enjoyment ratings of the current and missed events to a mixed ANOVA, we again replicated the FOMO effect 

(Viewed Photos × Event interaction, F = 6.59, p < .002): Seeing (vs. not seeing) party photos decreased participantsô current event 

enjoyment (Mconcert, party_photos = -0.49 vs.  Mconcert, no_party_photos = -0.12), F = 6.96, p < .009, and increased their missed event expected 

enjoyment (Mparty, party_photos = 0.12 vs. Mparty, no_party_photos = -0.24), F = 6.47, p < .02. Further, as predicted, seeing conference photos did 

not elicit FOMO (changes in concert and party enjoyment ps > .2), indicating that distraction is not sufficient to produce FOMO. We also 

measured participantsô proclivity to worry about missed events using a trait FOMO scale (Przybylski et al., 2013). A Viewed Photos × 

trait FOMO mixed ANOVA predicting concert enjoyment revealed a signification interaction, t = 2.34, p < .03, with those higher in trait 

FOMO experiencing sharper declines in current event enjoyment after viewing photos of the missed social event.  

 

These studies demonstrate that seeing social media photos of a missed social-group event produces the ñFOMO effectò: decreased 

enjoyment of the current experience, and increased expected enjoyment of the missed event. FOMO was triggered even when the current 

event was considered more enjoyable and was experienced with a friend (Studies 2-3); however, FOMO was not triggered when the 

social media photos were unrelated to the social group (Study 3), nor was it mitigated by posting oneôs own event photos (Study 2a, 3) 

Together, these findings highlight the critical role of feeling absent from oneôs social group in eliciting FOMO. This research contributes 

to the literature by demonstrating how exposure to photos on social media can affect oneôs enjoyment of ongoing experiences. 

 

For more information contact: jacqueline.rifkin@duke.edu 
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Our experiencesðand in particular, our memories of themðplay a key role in a wide range of contexts, including the formation of 

self-identity (Howe & Courage, 1997) and decision-making (Alba & Hutchinson, 1987; Lynch & Srull, 1982). Today, photography is 

essential to how we document our experiences; just ask the 300 million people who chronicle their lives on Instagram or the 82% of 

American cell phone users who regularly use their device to take photos. Given its prevalence, it is important to understand how the act 

of taking pictures itself influences peopleôs memory of their experiences, even without revisiting those photos. 

 

Prior work on how photography affects memory of experiences has studied the role photos can play in cueing past memories (Glenberg 

& Grimes, 1995; Neisser & Libby, 2000; Wade et al., 2002), but this work has focused on the role of revisiting photos after the 

experience. Only one recent paper (Henkel, 2014) examined the effect of photo-taking itself on memory and showed that being directed 

to take pictures can impair visual recognition of objects.  However, by instructing people when to take photos, this paper was unable to 
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examine how freely deciding when and what to photograph affects memory. This autonomy is integral to photo-taking and may be 

crucial in examining its effect on memory. On one hand, taking photos may cause people to remember more from their experiences. 

Photo-taking has been shown to make people more engaged in their experience (Barasch, Diehl, & Zauberman, 2015), which could 

cause people to remember more details. On the other hand, taking photos may lead people to remember less about their experiences; the 

photographer may pass off the responsibility of remembering the details to the photos, much like people can shift their memory of 

information to computers when they expect to access it later (Sparrow, Liu, & Wegner, 2011). Additionally, retaining other aspects of 

the experience (e.g., auditory information) may be particularly important as that information is not documented by photo-taking. Recall 

of auditory and visual memories occur along the same neural pathway, which could lead to auditory and visual memory being affected 

by photo-taking in the same way (Buckner et al., 1996). However, photo-taking may focus photographers more on the visual aspects of 

an experience to the detriment of other aspects.  

 

In four studies we examined the effect of photo-taking on memory for visual and auditory details in experiences. We found that 

photo-takers consistently remembered visual information better but auditory information worse. 

 

In studies 1 through 3, lab participants used a unique computer interface that allowed them to ñexperienceò an event by watching a 

first-hand video and taking pictures by clicking a button. This procedure provided consistency across experiences in each condition, thus 

ensuring high internal validity. 

 

In study 1, we examined how taking photos affects visual memory. 251 MTurk participants took photos during, or simply experienced, 

a bus tour of London. This video contained only instrumental background music without any auditory information in order to eliminate 

any chance for auditory cues to influence participantsô photo-taking behavior or their memory. After watching the bus tour, participants 

answered 11 visual recognition questions. 

 

We found that taking photos affects memory for visual information; in a two-way ANOVA, participants in the camera condition 

remembered more of what they had seen (M=58.1%, SD=20.3) compared to participants in the control condition (M=52.8%, SD=19.7, 

F(1, 249)=4.46, p=.036).  

 

In study 2, we shifted our focus from visual to auditory information. 171 lab participants were randomly assigned to take pictures during, 

or simply experience, the Hershey Park factory tour ride. Afterwards, participants answered 10 auditory recognition questions. 

 

Contrary to our findings for memory of visual information, a two-way ANOVA revealed that participants who took pictures remembered 

less (M=51.5%, SD=26.2) than participants who were not given a camera (M=58.6%, SD=26.1, F(1,169)=6.27, p=.013).  

 

In study 3 we examined the effect of photo-taking on both visual and auditory memory simultaneously, as would be expected in a real 

life experience. 306 MTurk participants were randomly assigned to take pictures, or simply experience, three narrated tours of three 

different art galleries. Participants then answered 7 visual and 8 auditory recognition questions about the experience.  

 

In a mixed ANOVA, there was a main effect of type of question (F(1,63)=114.44, p<.001), such that participants remembered more 

visual than auditory information. There was also a significant interaction between type of question and condition (F(1,304)=461.28, 

p<.001). While participants in the camera condition remembered significantly more visual information (M=87.2%, SD=18.5) than 

participants in the control condition (M=76.3%, SD=23.3, F(1,304)=20.46, p<.001), participants in the camera condition remembered 

significantly less auditory information (M=43.9%, SD=21.7) than those in the control condition (M=56.0%, SD=21.3, F(1,304)=24.54, 

p<.001).  
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To assess the external validity of our lab findings, we conducted a field study in a museum exhibit. 203 participants were given a map 

and audio guide and were randomly assigned to take photos as they wished, or simply experience, a self-guided tour of an exhibit. 

Afterwards, they answered 9 visual and 9 auditory recognition questions (Time 1). A week later, 142 participants answered 7 visual and 

5 auditory recognition (Time 2).  

 

In a three-way mixed ANOVA, there is a main effect of time (F(1,200)=60.63, p<.001) as well as type of question (F(1,200)=37,78, 

p<.001), such that participants remember more visual information and in Time 1. Replicating the previous studies, there was a two-way 

interaction between condition and type of question (F(1,200)=11.33, p<.001); participants in the camera condition remembered more 

visual information than participants in the control condition (Mcamera=72.5%, SD=1.4; Mcontrol=68.2%, SD=1.7) but less auditory 

information (Mcamera=59.4%, SD=1.6; Mcontrol=64.4%, SD=1.8). There was also a two-way interaction between time and type of question 

(F(1,200)=7.64, p=.006); participants remember less at Time 2, but the decrease is significantly larger for auditory memory (M time 

1=68.7%, SD=1.4; Mtime 2=55.1%, SD=1.9) than for visual memory (Mtime 1=73.5%, SD=1.2; Mtime 2=67.3%, SD=1.7).  

 

Overall, we find that photo-taking improves visual recognition but hinders auditory recognition. These results hold when participantsô 

auditory and visual memory are tested individually or simultaneously, and in an externally valid field study. 

 

For more information contact: jasilv@wharton.upenn.edu 
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Due to regulations, products sold worldwide are often required to have nutritional labels. However, companies have considerable 

flexibility regarding where to place these labels on packages. In this research, we examine whether the lateral (left vs. right) position of 

a nutrition label on a package influences product perceptions.  

 

Studies in numerical cognition have documented that consumers make numerical judgments quicker and more accurately when the 

stimuli is displayed congruently (versus incongruently) with the spatial mental organization of numbers (Proctor & Cho, 2006). Also, 

magnitude comparisons of numbers are facilitated when large (small) numbers are placed on the horizontal right (left).  

 

Given that the horizontal left (right) side of space is associated with small (large) numbers, we expect that consumers will apply this 

mental-schema to evaluate caloric information. Hence, when calorie information is presented on the left side of the package (vs. right), 

consumers will associate the caloric information with smaller magnitude and therefore deem it less harmful to nutritional valuations of 

the product. We tested our hypothesis across a series of studies.  

 

Study 1a used a 3 (placement of nutritional label on package: left vs. right vs. control condition of center) X 2 (healthfulness of product: 

healthy vs. unhealthy) between-subjects experiment. We examined the moderating effects of healthfulness of the product since the halo 
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effect that healthy products typically carry (Chandon & Wansink, 2007) can potentially attenuate the influence of nutritional label 

placement position on evaluations. The nutritional information of a frozen yogurt product was placed on the left, center, or right side of 

the product packaging. To manipulate healthfulness of the products, we equaled the caloric information to the amount in a low-fat frozen 

yogurt bar or in an ice cream bar. The key dependent variables were nutritional attitude towards the product (Kozup, Creyer, & Burton, 

2003) and attitude towards the brand.  

 

The results revealed a significant 3X2 interaction effect (F(2, 266) = 3.28, p <.05) on nutritional attitude. In order to explore this 

interaction further, we followed Hayes & Preacher (2013) suggestions on how to treat multicategorical independent variables. We 

compared the nutritional attitudes towards the product when the nutritional information was placed on the left versus the right of the 

package. For the unhealthy product, placing the nutritional information on the left (vs. right) led to higher nutritional attitudes (Mleft = 

3.54 vs. Mright = 3.06; p < .05). For the healthy product, placement of the nutritional information on the left (vs. right) also led to higher 

nutritional attitudes towards the product (Mleft = 4.39 vs. Mright = 3.95; p = .05). Furthermore, for unhealthy products, the left (vs. center) 

condition led to higher nutritional evaluations of the product (Mleft = 3.67 vs. Mcenter = 2.84, p < 0.01). However, for the healthy product, 

there was no significant difference between the two conditions (p = .37). The results were replicated for attitude towards the brand. 

 

In Study 1B, we replicated our effects by using a real product package of a wafer cookie product with the nutrition label seamlessly 

pasted on the back of the package. As expected, participants held higher nutritional attitudes toward the product when the label was 

placed on the left (M = 3.1) compared to the right (M = 2.5, p < .05) or the center (M = 2.5, p < .05).  

 

Study 2 found that consumers with low nutritional involvement, who are more likely to minimize the cognitive effort required to analyze 

nutritional information, are more vulnerable to the placement of calorie information than those consumers with high nutritional 

involvement (H2). We manipulated calorie placement in the front façade of a lab-created version of a granola product package and then 

measured nutritional involvement. An ANCOVA revealed a significant interaction effect between nutrition information position and 

nutrition involvement on nutrition evaluation (F(1,83) = 5.760; p <.05). As expected, participants low on nutritional involvement (- 1 

SD) evaluated the product higher on nutrition when the information was on the left (vs. right) (Mleft = 5.11 vs. Mright = 4.48; p < .05). 

However, the effect was attenuated for participants with high nutritional involvement (p = .17). 

 

Study 3 explored some of the process differences that occur when nutritional information is placed on the left versus right side of a 

product package. Also, to examine experimental robustness, we provided a broad health claim of ñlow-fatò, which was placed on the left 

(vs. right) of an unhealthy (vs. healthy) package. We expect, that low-fat claims will be evaluated as more credible when placed on the 

left because this side of space is associated with small/low numerical quantities. We analyzed thought protocols by counting the number 

of thoughts related to health benefits. 

 

A 2 (left vs. right) x 2 (healthy versus unhealthy) ANOVA on the number of health benefits mentioned in the thought protocol revealed 

significant interaction effects (F(1,125) = 4.07, p <.05). Specifically, for unhealthy products, a low-fat claim on the left (vs. right) of the 

product led to higher number of health benefits (Mleft = .33 vs. Mright= .06, p = .06). The same pattern was found for credibility of the 

claim; for unhealthy products, placing the claim on the left (vs. right) was evaluated as being marginally more believable (Mleft = 4.12 vs. 

Mright = 3.45, p = .09). Consistent with a health halo explanation, we did not find an increase in health positive thoughts or credibility of 

the claim between conditions when the product was healthy. Finally, the number of health benefit thoughts about the product mediated 

the effect of nutritional information placement on belief (95% CI = ī.72, ī.06). 

 

Across four studies, we provide evidence that the placement of a nutritional label on the left (vs. right) of a product package results in 

higher nutritional valuations of the product. From a practical perspective, it can help regulators/managers decide optimal positions for  
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placing nutritional information on product packages. Moreover, given widespread concerns about high obesity rates, studying factors 

that can lead to more accurate assessment of nutritional labels/information is important. 

 

For more information contact: romerom@usf.edu 
 
Introducing the ñCalories per Gram Ratioò Label to Promote Healthy Food Choices 

Julio Sevilla, University of Georgia, USA* 
Brian Wansink, Cornell University, USA 

 
Past research has shown that consumers tend to make unhealthy food choices even when they attend to caloric information and intend to 

make healthy decisions (e.g. Balasubramanian & Cole 2002). One of the factors responsible for such problem may be manufacturersô 

lenient following of the regulations provided by the Nutritional Label and Education Act (NLEA) of 1990, which establishes the portion 

size that constitutes one serving of food. Despite this regulation, manufacturers regularly report smaller serving sizes than established by 

the NLEA, often with the intention to lead consumers to believe their products have fewer calories and are healthier than they actually 

are (Mohr, Lichtenstein & Janiszewski 2011). Given eating restrained consumersô (Herman & Polivy 1980) tendency to look for licenses 

to indulge (e.g. Fitzsimons, Nunes & Williams 2007; Wilcox et al. 2009), it is not surprising that they tend to interpret the ambiguity of 

such caloric information in a way that allows them to maximize consumption (e.g. Aydinoĵlu & Krishna 2011). Furthermore, serving 

size issue aside, consumers often overvalue the importance of consuming a product containing an absolute lower number of calories (e.g. 

a small donut vs. a large bagel) to the detriment of attending to other important food attributes such as caloric density (e.g. Wansink 

2004), that is, the relationship between the size of a food item and the absolute number of calories it contains. Caloric density has been 

shown to be an important predictor of caloric consumption (Rolls et al. 2004), as people become more full by the weight of a food than 

by the amount of calories it contains (Rolls, Bell & Waugh 2000; Rolls et al. 1998; Rolls, Morris & Roe 2002). Thus, this suggests that 

consuming foods that are high on caloric density often results in an overall higher amount of calories ingested. 

 

These past findings suggest that consumers may benefit from cues or instruments that hint them towards consuming foods that have a 

lower calories per gram ratio or a lower caloric density, even if they contain a larger amount of calories due to their higher volume (e.g. 

a large bagel vs. a small donut), since these will be more filling and will likely decrease subsequent consumption. The current work aims 

to introduce and test the effectiveness of one such tool: the ñCalories per gram ratioò label. By introducing this instrument, we aim to 

teach consumers to make more informed and healthier food choices that will lead them to reduce their total caloric intake. We argue that 

this metric achieves this objective by allowing consumers to easily compare the caloric density across different types of foods that may 

vary on their weight and absolute number of calories.  

 

In four studies we show that the use of the Calories per gram ratio label leads consumers to reverse their choices in favor of healthier 

options that have a lower caloric density (fewer calories per gram) even in cases when these have an absolute higher number of calories. 

Study 1 (N=288) showed initial evidence in favor of the effectiveness of the label in a design where participants selected a bagel or a 

donut. In this study the bagel had a higher number of calories than the donut but a lower calories per gram ratio. We obtained that when 

participants only had access to the traditional nutritional information they were more likely to pick the donut (Mdonut =52.8%) and 

believed this item was healthier (Mdonut =53.5%). However, this pattern reversed in the presence of the label, as people were more likely 

to pick the bagel (Mbagel=61.8%; z = 2.49, p = .01) and believed it was healthier (Mbagel=62.5%; z = 2.72, p < .01). This suggests that using 

the label nudges consumers towards making healthier choices and helps them realize which item is healthier even if it has an absolute 

higher number of calories. 
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Study 2 (N=160) used a similar paradigm and replicated the effect with the use of packaged products: granola bars and chocolates. As 

expected, we obtained that the healthier item, the granola bar, was more likely to be chosen (M =65.5% vs. M =34.2%; z = 3.95, p < 

.0001) and was perceived to be healthier (M=90.5% vs. 68.4%; z = 3.48, p < .001) when presented with the calories per gram ratio than 

when only featured with the traditional nutrition information. Furthermore, we showed that the effect of the label on choice was 

mediated by healthiness perceptions associated to the products [LLCI: .11 to ULCI: .82].   

  

Study 3 (N=274) showed that merely featuring the label can improve a manufacturerôs choice share and healthiness perceptions. 

Specifically, in this design we compared two potato chips products that had the same nutritional information: Cape Cod and Kettle. We 

showed that while Cape Cod was more likely to be chosen and was perceived as healthier when only calories and grams (MCape-Cod 

=63.0% vs. MKettle =37.0%; z = 3.54, p < .005) or only calories were presented (MCape-Cod =64.8% vs. MKettle =35.2%; z = 4.00, p < .05), 

this effect was neutralized in the presence of the label, as in these cases Kettle was perceived to be similar to Cape Cod in terms of choice 

share (MKettle =47.3% vs. MCape-Cod =52.7%; z = .74, p = .46) and perceived healthiness (MKettle =54.9% vs. MCape-Cod =45.1%; z = 1.33, 

p = .18). 

  

While the initial studies showed the effect in a computer-based setting, study 4 (N=162) replicated the findings in a set-up where 

consumers had to make a real consumption choice between a bagel and a donut. Furthermore, this study confirmed our prediction that 

picking healthier items that have an absolute higher number of calories but a lower calories per gram ratio due to the presence of the 

Calories per gram ratio label leads consumers to ingest fewer calories in subsequent consumption opportunities. Besides replicating the 

same effect as in past studies, we also demonstrated that those that picked and consumed the bagel against the donut subsequently ate 

less granola trail mix when invited to consume such item freely. 

 

For more information contact: sevilla@uga.edu 
 
You Call This Healthy? Refining ñHealthy Foodò Claims and Their Associations  

Quentin Andre, INSEAD, France* 
Pierre Chandon, INSEAD, France 
Kelly L. Haws, Vanderbilt University, USA 

 
Consumers are routinely exposed to a large variety of front-of-package statements meant to communicate in one way or another that the 

food is healthy. Although it is well-known that consumers are poor at understanding food claims (see Marioti et al. 2010; Nocella & 

Kennedy 2012 for a recent review), it may come as a surprise that business practitioners and food researchers still have limited 

conceptual tools to navigate the diversity and complexity of food claims. Indeed, although research has investigated peopleôs responses 

to specific food claims (e.g., ñlow fatò), we do not know whether these reactions can be generalized to other claims. More generally, we 

do not know whether all food claims meant to communicate health benefits should be lumped together for research or usage, or whether 

they should be grouped into a meaningful clusters, and if so on what basis. Finally, little is known about how these claims are interpreted 

differently across cultures with potentially varying perceptions of what it means for a food product to be healthy, as reflected for example 

in the ñFrench Paradoxò (Rozin, 2005; Wansink, Payne & Chandon, 2007).  

 

To address those issues, we develop and test a theory-driven classification of food claims based on customersô perceptions. We first 

identified two dimensions which have been shown to be of high theoretical and practical relevance in the context of food evaluations and 

choice. The first dimension, perceived positivity (focusing on the positive or negative aspects of the food), has been shown to play a 

central role in motivation echoing research on regulatory focus, previous research has demonstrated that people respond differently to a 
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food claiming the presence of a positively-framed benefit (e.g. promotes energy) than to a food claiming the absence of a 

negatively-framed benefit (Malaviya & Brendl, 2014). In practice, the distinction between positive and negative nutrients is commonly 

used by business practitioners (e.g. ñSmart Choiceò or ñNuValò labeling systems). The second dimension, naturalness, reflects the 

natural and scientific nature of the food claim. Indeed, concerns for the naturalness of the food are widespread and profound (Rozin et al., 

2012), and consumersô judgments of naturalness depend on the process through which the food has been produced (Evans, de 

Challemaison & Cox, 2010), and marketers often highlight the natural qualities of their food products, or extol the scientific benefits of 

their production process.  

 

Next, starting from 108 health claims appearing in the ProductScan database of new products in the U.S., we developed a sample of 37 

common and familiar food claims that fit into one of the four identified categories by pretesting these claims (n = 432). These 37 claims 

were then used in study 1, in which 401 Amazon MTurk participants each evaluated 8 food claims randomly chosen from the 37. The 

assessments included measures of naturalness, positivity, as well as inferences about the healthiness, taste and satiating power of the 

food, and demographic information.  

 

Results revealed independence between the two factors, providing evidence of the four different types of food claims: ñRemovingò 

claims (science-based and negative-focused, e.g.,ñgluten freeò), ñaddingò claims (science-based and positive-focused, e.g., ñadded 

vitaminsò), ñnot removingò claims (nature-based and positive-focused, e.g., ñwhole grainsò) and ñnot addingò claims (nature-based and 

negative-focused, e.g., ñno artificial flavorò). This four cluster solution best describes the perceptual space of food claims and 

corresponds to a 2 (nature vs. science based) x 2 (positive vs. negative focus) framework. Further analysis revealed that each type of 

claim was associated with different taste, health, and satiation expectations. First, positive-focus claims were seen as healthier than 

negative focus (M=5.49 vs. M=5.05, F(1,33)=19.67, p<.001), and similar differences were observed for the predicted satiation from the 

food (M=4.35 vs. M=3.70, F(1,33)=22.32, p<.001). The differences were even stronger for predicted taste: ñNot Removingò claims were 

seen as tastier than both ñNot Addingò and ñAddingò, which were in turn seen as tastier than ñRemovingò. 

 

In our second study, we collected another sample from U.S. MTurkers (n= 1367) as well as a demographically matched sample of French 

participants through working with a French research company. Both samples were similar in terms of restrained eating and subjective 

nutrition knowledge, but the American sample was higher in BMI (27.0 vs. 24.7) nutrition consciousness, and objective nutrition 

knowledge. We chose 16 representative claims from the prior study, with four from each of our previously identified clusters. For this 

study, to focus participants, all were told that the health claims were on a box of ready-to-eat cereal, a product category with frequent and 

varied health claims. Each participant evaluated 4 of the 16 claims. The results served to confirm the healthiness framework revealed in 

study 1, while also highlighting important similarities and differences between the cultures.  

 

For overall evaluation of the cereal, the French preferred those with the nature-based claims over those with the science-based claims, 

whereas the Americans liked both nature and science-based claims equally. Health claims focusing on positive elements led to better 

inferences in general (about healthiness, taste, satiation, and overall quality) than health claims focusing on negative elements across 

both cultures. However, while Americans viewed science-based claims as healthier than nature-based claims, the opposite was true 

amongst the French participants. Science-based and negative ñremovingò claims were perceived to be better for dieting and seen as 

more appropriate for women in both countries. Finally, nature-based claims were linked to better taste and food quality than 

science-based claims across cultures.  

 

In conclusion, our results provide both food researchers and marketers with a better understanding of the way consumers perceive 

healthy food claims, and the extent to which functionally similar food claims can lead to strikingly different expectations in terms of 

taste, healthiness, and other characteristics. Further, our cross cultural study documented both some similarities, but also striking  
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differences in how health claims were perceived by American and French participants, suggesting that the cultural context is critical in 

determining which type of claims most effectively communicate a productôs healthiness. 

 

For more information contact: quentin.andre@insead.edu 
 
Healthy Diets and Empty Wallets: The Healthy=Expensive Intuition 

Kelly L. Haws, Vanderbilt University, USA 
Rebecca Reczek, Ohio State University, USA 
Kevin L. Sample, University of Georgia, USA* 

 
Is this food healthy? Tasty? Affordable? Satisfying? Consumer decision making regarding foods is a belief-laden, complex, and 

important issue significantly impacting overall health. Prior research examining consumer lay theories with respect to food consumption 

has shown this, such as the belief that unhealthy products are tastier (Raghunathan et al. 2006). Clearly, underlying beliefs in the 

relationships among the various factors driving food choices are critical in understanding food decision making.  

 

Health and financial concerns are two factors subject to consumer beliefs that are often in conflict in consumer decision making, for 

example when offered super-sized pricing, consumers value finances over health by choosing larger sizes with lower unit-prices (Haws 

& Winterich 2013). Rehm et al. (2011) and Larson et al. (2009) have provided evidence suggesting that a healthier diet may indeed be 

more expensive, but Carlson and Frazao (2012) have demonstrated that unhealthier diets can be more expensive depending on how it is 

assessed. Therefore, an understanding of the beliefs behind these factors of health and cost is crucial in understanding food decision 

making. We examine beliefs about the relationship between the healthiness and expensiveness of food products at the level of the 

individual consumer in a series of experimental studies, proposing and demonstrating that consumers incorporate a lay theory that 

healthier products are more expensive, leading to intuition-based inference making, food choice, and more global evaluations of  

health claims.   

 

In study 1, 108 MTurk participants were provided with information about the health grade of a granola product, with the grade being 

either an ñA-ò or a ñCò. Following this manipulation, participants were asked to rate how expensive they thought the product would be 

compared to other similar products on a 7-point scale. As expected, the product rated as healthier was perceived to be more expensive 

than the less healthy product (Mhealthy = 5.15 vs. Munhealthy = 4.51, F (1, 106) = 6.29, p<.05).  

 

In study 2, we simultaneously examined how information about product price impacted perceptions of healthiness and how information 

about healthiness impacted perceptions of product price when the actual food product was consumed. After being provided with 

information about either the price ($.25 or $2.00) or healthiness level (independent health grade: A- vs. C), participants were asked to 

indicate the relative healthiness and expensiveness of the product compared to other similar types of products. We examined the contrast 

of healthiness perceptions based on the cheap versus expensive manipulation and found that the cheaper product led to lower perceptions 

of healthiness than did the more expensive product (Mexpensive = 4.77 vs. Mcheap = 3.83, t(137) = 2.97, p<.01). Similarly, the less healthy 

product led to lower perceptions of expensiveness than did the healthier product (Mhealthy = 4.34 vs. Munhealthy = 3.51, t(137) = 5.64, 

p<.001). The results of this study suggest that the healthy = expensive intuition operates in both directions, that is, when an item is 

positioned as more expensive, consumers perceive it to be healthier, and when a product is positioned as healthier, consumers perceive it 

to be more expensive. 
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In study 3, we presented 38 participants a scenario in which they were in charge of choosing an entrée that would better meet a goal to be 

healthier. Following a health goal prime, participants were presented with two different chicken/pasta dishes selected to be similar in 

terms of healthiness, based upon actual nutrition information. We counterbalanced which option was more expensive, using price points 

of $15 and $22, and the order of presentation of the options was randomized for each participant. A chi-square test revealed differences 

in choice selections consistent with the notion that whichever option was more expensive was selected to be more likely satisfy the 

healthier goal (Chi-square = 5.16, p<.05). Essentially, choice shares between the options reversed such that whichever entrée was listed 

as the higher price was selected more than twice as often as the other option. Therefore, study 3 provides evidence that beliefs about the 

link between healthiness and expensiveness impacted choice. 

 

In study 4, the 197 participants were asked to make a series of choices structured as a grocery shopping trip for a family of four. Half of 

the participants were explicitly told to imagine that they were on a budget. Participants were presented with 26 grocery choices, 13 of 

which were pairs pretested to differ in healthiness perceptions. An analysis of the number of choices of the less healthy products show 

that the participants in the budget condition were less likely to choose the healthier products ((M = 5.69) than those in the control 

condition (M = 7.17; F (1, 195) = 14.30, p < .001), indicating that when given a goal to conserve money, participants chose less healthy 

options as a means to do so. 

 

Finally, study 5 examines how beliefs that healthy=expensive impacts broader beliefs about healthiness. Specifically, 115 participants 

were shown a set of 4 trail mix options in which one mix was labeled as the ñPerfect Vision Mixò and said to contain DHA for eye health. 

Participants either saw a price consistent with the other three options or 20% higher for the focal trail mix. In this case, the dependent 

measures were perceptions of the importance of DHA and intentions to take actions related to consuming DHA and protecting eye 

health. All four measures (i.e., ñHow important is it that a healthy diet include DHA?ò 1 = not at all important, 9 = very important) 

showed that seeing the premium price increased perceptions of the importance of the DHA/eye health claim. For example, those in the 

higher price condition thought that DHA was a more important part of their diet than did those in the average price condition (Mhigh = 

4.93 vs. Mlow = 4.11, F (1, 114) = 4.89, p < .05). .   

  

In summary, we have established a basic link demonstrating a consumer lay theory linking healthiness and expensiveness. This intuition 

led to lay inferences regarding perceptions of health and price, differences in choice patterns, and more general perceptions of the 

importance of health claims, suggesting significant implications for food decision making. 

 

For more information contact: kls62341@uga.edu 
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Revisiting range theory of pricing: Overlapping price ranges 

Saravana Jaikumar, Indian Institute of Management Udaipur* 
Arvind Sahay, Indian Institute of Management Ahmedabad 
Rajiv Vaidyanathan, University of Minnesota Duluth, USA 

 
Consumers may rely on few determinant attributes (Alpert, 1971) to evaluate their choices and make purchase decisions. When a 

consumer focuses on a particular determinant attribute (eg. screen size in the case of television purchase) and considers the set of 

products meeting specific quality criteria for that attribute (eg. 32ò TV), the range effects of price evaluation may be observed. Prior  
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research on range theory shows that consumersô psychological price evaluation scale depends on the range of prices (most and least 

extreme prices for the 32ò TV) observed (Janiszewski and Lichtenstein, 1999).  

 

In this paper, we study a more realistic situation where a range of prices is observed at each quality level (eg. 32ò range, 40ò range, etc) 

with the anchors of one range overlapping with those of another range. For instance, a high end 32ò may be priced similar to a low end 

40ò leading to an overlap in the two price ranges. A consumer has to evaluate a productôs price in the presence of two or more price 

distributions whose anchors overlap. When the lower (upper) anchor of a range overlaps with the upper (lower) anchor of a lower 

(higher) quality range, we term it as left (right) overlap. 

 

Consider a consumer evaluating a low end (lower end of the price range) 32ò television. Exposure to a 24ò television available at similar 

price levels is likely to trigger counterfactual thoughts in consumerôs mind. The fact that a low quality (24ò) is available at the same price 

may lead to cognitive dissonance and consumer is likely to avoid the region of overlap (left overlap) and consider better models in the 

32ò range. Similarly, when evaluating a high end 32ò television, the consumer may be exposed to a 40ò television available at similar 

price levels. This again may result in counterfactual thoughts that a better quality television (40ò) is available at the same price and the 

consumer is likely to avoid the right overlap region of the 32ò television. Hence we argue that the psychological price evaluation scale 

for a particular range of prices (32ò TV) is shortened in case there is an overlap with other ranges (24ò and 40ò TVs).    

 

Three studies were conducted to examine the effect of overlapping price ranges. Study 1 illustrates the effect of overlapping price ranges 

using a single factor (four levels: left control, left overlap, right control and right overlap) between-subjects design. Subjects were 

presented with two lists of television prices - 24ò and 32ò in the left conditions and, 32ò and 40ò in the right conditions. Across all 

conditions, the prices of 32ò TVs remain the same (ranging from INR18,500 to INR38,800). Subjects in the left (right) control condition 

are presented with 24ò (40ò) TV prices that do not overlap with the anchors (lowest and highest prices) of 32ò TVs. Subjects in the left 

(right) overlap condition viewed prices of 24ò (40ò) TVs whose upper (lower) anchor overlap with the lower (upper) anchor of the 32ò 

TV range. Price attractiveness ratings were measured at three price levels (INR19,000, INR27,400 and INR35,000) for a newly launched 

32ò television on a 7-point scale (1-not attractive to 7-very attractive). Further, subjectsô evoked price range for the 32ò TV was captured 

on a price line (a line segment where subjects have to mark the lowest and highest prices that they are willing to pay). The results indicate 

a significant difference in the attractiveness rating of INR19,000 (MLeftOverlap=4.26; MLeftControl=4.64) and INR35,000 (MRightOverlap=2.27; 

MRightControl=2.64). The price closer to the left (right) anchor is rated significantly lower in the left (right) overlap condition compared to 

the left (right) control condition. Analysis of the evoked price range revealed a marginally significant difference in the lowest price 

subjects were willing to pay between the left control and overlap groups (MLeftControl=20,503; MLeftOverlap=21,881). Further, the highest 

price that subjects were willing to pay was significantly different between the right control and overlap groups (MRightControl=32,033; 

MRightOverlap=29,216). The results illustrate the shortening of the evaluation scale and evoked price range in the overlap groups. 

 

In study 2, we use óeye trackingô as a tool to illustrate the extant of counterfactual thought arising due to overlapping ranges. We used 

two groups (right control and right overlap) and the stimuli were similar to study 1. Pattern of price attractiveness ratings were consistent 

with those of study 1. Further, fixation times on the 40ò lower anchor (MRightControl=1016ms; MRightOverlap=2408ms) before rating the 

prices differed significantly between the two conditions. A similar pattern was observed with revisits (number of visits). Subjects  

spent more time contemplating the low end of the 40ò range in the right overlap condition indicating the importance given to the 

overlapping anchor. 

 

In study 3, we use a simple between-subjects design (overlap and control). Initially, we capture subjectsô preferences for TV attributes 

(screen size and screen resolution). Subjects are then shown six TV models (three 32ò, high resolution and three 40ò, low resolution) and 

are asked to indicate the purchase likelihood of buying one of the three 32ò TVs (PLAttributes). In the next stage, the price information is 

added to the six models (prices of 40ò vary depending on overlap or control groups) and subjects are asked to indicate the purchase 
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likelihood again (PLAttributes+Prices). The dependent measure is the difference in purchase likelihood (PLAttributes+Prices-PLAttributes) ï the 

incremental effect of price information. Results of ANCOVA (screen size and screen resolution preferences controlled) indicate a 

significant difference between the overlap and control groups. Evidently, the pricing structure (overlap vs no-overlap) has a significant 

influence on purchase likelihood while taking preferences for attributes into account (eliminating asymmetric dominance as an 

alternative explanation). 

 

In conclusion, this work makes a significant contribution to range theory of pricing by considering multiple price distributions. Our  

work indicates that price evaluation scale may not be linearly dependent on the price range, but may also depend on anchors of other 

price ranges. 

 

For more information contact: saravana.jaikumar@iimu.ac.in 
 
The development and measurement of tightwad-spendthrift tendencies in childhood 

Craig Smith, University of Michigan, USA 
Margaret Echelbarger, University of Michigan, USA* 
Scott Rick, University of Michigan, USA 
Susan Gelman, University of Michigan, USA 

 
How do consumers emotionally respond to the prospect of spending money? A number of studies have argued that some people ï 

ñtightwadsò ï chronically find the prospect of spending money psychologically painful, whereas others ï ñspendthriftsò ï do not find the 

prospect of spending painful enough (Rick, Cryder, and Loewenstein 2008; cf. Berman et al. 2014; Frederick et al. 2009; Raghubir and 

Srivastava 2009; Thomas et al. 2011; Rick, Small, and Finkel 2011). The tightwad-spendthrift scale (and construct) is distinct from 

related individual differences (e.g., frugality, materialism, self-control), has high internal and test-retest reliability, and is predictive of 

spending and saving behavior (controlling for income; Rick et al. 2008).  

  

An important set of open questions regarding the tightwad-spendthrift construct concerns how it develops in the first place. For example, 

are parents coaching their children regarding how they should respond to spending opportunities, or are children observing and 

unconsciously mimicking their parentsô reactions to spending opportunities? And by what age do children develop chronic emotional 

reactions to the prospect of spending money? Can children report on these tendencies (as adults do when completing the 

tightwad-spendthrift scale), or are researchers better served by asking parents to report on their childrenôs emotional reactions toward 

spending? An understanding of the sources of tightwaddism and spendthriftiness may provide parents with some insights into how to 

steer their children away from these tendencies (which are common sources of distress among both tightwads and spendthrifts; Rick et 

al. 2011).  

  

As a first step toward addressing these questions, we developed and validated a tightwad-spendthrift scale for children. The scale was 

similar in structure to the Berkeley Puppet Interview (e.g., Measelle et al. 1998). That is, rather than ask children to rate their agreement 

with different items, each of the seven ñitemsò in the child tightwad-spendthrift scale presents two different puppets, each of whom 

expresses different feelings toward spending money (e.g., one puppet says ñSpending money makes me feel bad,ò and the other puppet 

says ñSpending money makes me feel goodò). Children indicated (sometimes verbally, sometimes by pointing) which puppetôs reaction 

most closely matches their own typical reaction to spending money. After completing the scale and some filler measures, we gave 

children $1 and the opportunity to use it to buy a small bag of toys (41% chose to buy the toys).  
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We administered the scale to 136 children (ages 5-10; 51% female), who were attending a museum with a parent. Parents remained in the 

vicinity while their child completed the study, but they did not interact with their child during the study. The scale exhibited good 

internal consistency (mean inter-item correlation: .23, which is above the recommended .15-.20 threshold for ñbroadò constructs, Clark 

and Watson 1995). As in adult samples (Rick et al. 2008), the distribution of child tightwad-spendthrift scores was significantly skewed 

toward tightwaddism. For example, the lowest two scores (0 and 1 on the 0-7 scale, indicative of tightwaddism) were about 4 times as 

common as the highest two scores (6 and 7, indicative of spendthriftiness): 29% of the sample vs. 7% of the sample. Also consistent with 

prior work with adults, child tightwad-spendthrift scores were negatively and significantly correlated with age (older children were more 

likely to be tightwads), but unrelated to gender. Perhaps most importantly, child tightwad-spendthrift scores significantly predicted their 

buying decisions at the end of the study, even when controlling for childrenôs self-reported liking of the toys (ratings that were, 

themselves, unrelated to child tightwad-spendthrift scores). Taken together, these results suggest that children as young as 5 years old 

have fairly stable emotional reactions to the prospect of spending money, have some insight into these reactions, and can describe them.  

  

Seventy-five parents completed the (adult) tightwad-spendthrift scale and answered some questions assessing their view of their childôs 

tendency for tightwaddism (e.g., ñMy child wants to buy new things for herself, but ends up saving her money instead of spending itò). 

Parentsô perceptions of their childôs tightwad-spendthrift tendencies correlated significantly with their childôs view of their own 

tightwad-spendthrift tendencies (r = .25). However, parentsô perceptions of their childôs tightwad-spendthrift tendencies did not predict 

childrenôs buying decisions. This suggests that assessing childrenôs feelings toward spending money may best be accomplished by 

asking the children themselves. In fact, parents largely (and mistakenly) seemed to see themselves in their children: the correlation 

between parentsô perceptions of their childôs tightwad-spendthrift tendencies and parentsô own tightwad-spendthrift score was .74. By 

contrast, the correlation between the childôs actual tightwad-spendthrift score (as assessed by the child) and the parentôs 

tightwad-spendthrift score (as assessed by the parent) was only .05.  

  

We are currently building on these results in an ongoing lab study (to be completed this fall) in which parents are discussing different 

spending situations with their child (e.g., a child who is out of money wants to buy something and is considering borrowing money from 

a friend) to examine whether the way in which parents talk about money with their child predicts their childôs tightwad-spendthrift 

tendencies. 

 

For more information contact: srick@umich.edu   
 
Customer Inspiration: Conceptualization, Scale Development, and Validation 

Tim Boettger, University of St. Gallen, Switzerland* 
Thomas Rudolph, University of St. Gallen, Switzerland 
Thilo Pfrang, University of St. Gallen, Switzerland 
Heiner Evanschitzky, Aston University, UK 

 
Introduction  

Consumers are not only shopping to fulfill utilitarian needs, but also due to hedonic motivations such as the search for new ideas and 

inspiration (Babin, Darden, and Griffin 1994; Childers et al. 2001; Arnold and Reynolds 2003; Barnes, Beauchamp, and Webster 2010). 

However, little is known about the state of inspiration in a marketing context. Hence, it is unclear  

(1) How customer inspiration can be conceptualized and measured,  

(2) How it relates to established constructs in consumer psychology, 

(3) How consumersô levels of inspiration can be influenced, and 
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(4) Whether inspiration can predict consumption-related outcomes beyond established constructs such as satisfaction and delight.  

In order to address these research gaps, we propose a conceptualization of customer inspiration, and report four studies involving (1) 

development of a reliable scale, (2) exploration of its nomological network, (3) experimental manipulations and tests for predictive 

quality, and (4) a field experiment. 

 

Conceptual Background 

Prior research in social psychology suggests that inspiration generally involves an epistemic component and a motivational component, 

and can occur during mundane activities such as work, sports, and relaxation (Hart 1998; Thrash and Elliot 2003, 2004). Customer 

inspiration is the state of inspiration as experienced by the customer in a marketing context. Based on theoretical reasoning, we define 

customer inspiration as a customerôs state of high motivation to pursue a goal caused by an epistemic event. For example, a consumer 

might be inspired by finding a new recipe (epistemic) and is thus inspired to buy one of its ingredients (motivational). Customer 

inspiration is, thus, a two-dimensional construct, which is composed of an epistemic, and a motivational dimension, labeled as inspired 

by and inspired to. Episodes resembling inspiration have been reported in response to brand experiences (Brakus, Schmitt, and 

Zarantonello 2009), brand community events (Schouten, McAlexander, and Koenig 2007), and product trials (Lakshmanan and 

Krishnan 2011). 

 

Study 1: Scale Development 

A pool of 37 potential scale items was created using a literature review, a survey of 918 shoppers across various retail industries, an 

expert panel, and three card-sorting tasks. The potential scale items were then administered to 287 undergraduate students. Using 

exploratory and confirmatory factor analyses, we eliminated items with low factor loadings, high cross loadings, or high modification 

indices. Our final 10-item scale consists of 5 items measuring the inspired by component and 5 items measuring the inspired to 

component. Both dimensions showed high reliability (>h.87), convergent validity (AVE>.62), and were distinct to each other, yet 

correlated (r=.76). Full details for this and later studies are available on request. 

 

Study 2: Nomological Network 

In order to explore the nomological network of related marketing constructs, we administered the two-dimensional customer inspiration 

scale to 425 randomly chosen shoppers along with established scales for satisfaction, delight, positive affect, transcendence, idea 

shopping, impulse purchases, and loyalty intention. While all these constructs were significantly correlated with the two dimensions of 

customer inspiration (rs>.16, ps<.01), inspired by was significantly more strongly correlated with the epistemic constructs, 

transcendence and delight, whereas inspired to showed a stronger correlation with impulse purchases (ɲr>.10, ps<.05), in line with our 

conceptualization. 

 

Study 3: Experimental Manipulation and Predictive Quality 

We expect that a high (vs. low) level of inspirational content in a shopping environment increases the level of being inspired by it. This 

effect should be especially strong for shoppers who are actively searching for new ideas and are, thus, more open to inspiration. To test 

this interaction, we used a 2 (content: high vs. low) x 2 (idea search: high vs. low) between-subjects design.  

 

We programmed two online grocery shops featuring 4,934 products. In the high content condition, the store additionally included 104 

recipes for meal ideas. Participants were asked to imagine planning a dinner party for friends and to shop accordingly. While participants 

in the low idea search condition were asked to think about what they would buy before entering the store, participants in the high idea 

search condition were asked to look for ideas in the store. 230 US participants completed this study. 
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As expected, ANOVA revealed a significant main effect of inspirational content on inspired by (F(1,226)=18.9, p<.01) and an 

interaction with idea search (F(1,226)=3.20, p=.08). Planned contrasts support an effect of inspirational content in the high idea search 

condition (t(226)=3.39, p<.001) and no significant effect in the low idea search condition (t(226)=.77, p=.44).  

 

Furthermore, we tested the power of customer inspiration to predict outcomes beyond and above satisfaction and delight. The inclusion 

of inspired by and inspired to improved the prediction of the number of clicks in the store (ɢ
2
(2)=52.25, p<.001), shopping duration 

(F(2,223)=2.41, p=.09), products viewed (ɢ
2
(2)=12.73, p<.01), and purchase intention (F(2,223)=4.44, p<.05). 

 

Study 4: Field replication 

To replicate our findings, we installed a promotional display in a local grocery store on two consecutive Saturdays. In the low content 

condition, the display featured only selected products. In the high content condition, we added three recipes for the selected products. 

121 shoppers who passed the display filled out the customer inspiration scale and measures for idea search motivation and related 

constructs.  

 

Spotlight analysis (±1 SD) supported a significant effect of inspirational content on inspired by for shoppers with high idea search 

motivation (t(109)=3.54, p<.05) and no significant effect for shoppers with low idea search motivation (t(109)=.93, p=.36). Furthermore, 

inclusion of the customer inspiration dimensions improved the prediction of the number of products taken from the display (ɢ
2
(2)=12.06, 

p<.01). 

 

Conclusion and Outlook 

Our results support the reliability and validity of the proposed customer inspiration scale. Furthermore, we explore the nomologic 

network of customer inspiration, and provide evidence for the experimental and predictive quality of the construct in the lab and in the 

field. We hope that our work offers firms new ways to differentiate and to improve everyday shopping experience for consumers. 

Managers can use the proposed scale to assess the current level of customer inspiration, identify shortcomings, set goals, and measure 

changes over time. Further research is needed on the antecedents and consequences of customer inspiration as well as its potential side 

effects. 

 

For more information contact: tim.boettger@unisg.ch 
 
A New Test for Mediation in Consumer Research 

Xin (Shane) Wang, Ivey Business School, Western University* 
Jiaxiu He, National University of Singapore, Singapore 
David Curry, University of Cincinnati, USA 

 
Methods that correctly detect mediation (when present) and avoid false positives (when mediation is absent) are critical in consumer 

research. In this paper, we propose and validate a new statistical test for mediation based on likelihood ratio principles rather than 

estimated regression coefficients.  Our work contributes to the literature in five ways.  First, by analyzing components of variance, we 

develop new theoretical arguments to support claims of unresolved and unrecognized problems with current methods.  Second, the 

proposed test performs well regardless of the variable types involved; continuous, binary, or more general categorical variables and with 

any link function to model relationships among variables.  Third, the new test is effective whether mediation is due to linear or 

nonlinear relationships.  Fourth, as we illustrate with real and simulated data, our test is superior to mainstay tests with respect to type I  
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and type II errors and is more powerful than such tests.  Finally, the proposed test is easy to carry out in the majority of situations 

encountered in consumer research. 

 

The goal of mediation analysis is to establish the extent to which casual variable X, influences outcome variable, Y through mediator, M.  

Since Baron and Kenny (1986), mediation analysis has been widely used in the social, behavioral, and health sciences (Preacher 2015, 

Rucker et al 2011).  An online search of papers published in JCP and JCR using the search term ñmediationò generated nearly 600 

results.  We expect applications of mediation analysis to steadily increase as consumer research embraces newer sub-fields such as 

behavioral economics and neuroscience.   

 

Todayôs mainstay tests for mediation use the basic three equation framework: (i)
01

ĔY b cX= + ; (ii )
02

ĔM b aX= + ; and (iii ) 

03
Ĕ 'Y b c X bM= + + and share the same statistical machinery. They are product-of-coefficients tests.  Tests in this category use the 

product of the estimates a bÖ.  They express each coefficient either in its original units (Sobel 1982; Baron and Kenny 1986) or in 

standardized units (MacKinnon and Dwyer 1993; MacKinnon et al 2002; Iacobucci 2012; Hayes 2013), then divide by an estimate of the 

standard error of the product.  Tests in this category differ in their coverage of the eight general cases possible, when each of {X,M,Y} 

is either {continuous or categorical} and they use different ways to estimate the standard error of the indirect effect abs .  The oldest 

approach assumes that a and b are normally distributed, hence their product is approximately normally distributed in which case the test 

uses Ĕ
S abz a bs= Ö (Sobel).  Todayôs preferred approaches use bootstrapping to estimate abs directly and acknowledge the 

asymmetric region of rejection produced by bootstrapping (Hayes 2013).  Other variations are found in the literature (Hayes and 

Scharkow 2013, MacKinnon et al 2004, Rucker et al 2011). 

 

To motivate our work, we avoid focusing on problems addressed elsewhere, such as poorly measured variables, correlated mediators, or 

causal paths that vary in strength across individuals.  And we do not adopt the causal modeling framework known as potential outcomes 

(PO), which uses the notion of logical counterfactuals to underpin specific econometric techniques for testing large-scale causal models. 

(See Coffman and Zhong 2012.) These issues are all important, but we address more fundamental problems with the simple 

three-variable model used most often in consumer psychology.  We examine weaknesses of the product-of-coefficients approach that 

are in part due to the fact that  methods in this class fail to logically (and statistically) separate mediation and linearity, and in part due to 

common practices among researchers when faced with measures of X, M, and Y that are not continuous. 

 

We report results from simulation studies and analyses of previously published data.  We compare results from the proposed test to 

those from appropriate counterparts.  For example, if M is binary, then logistic regression often replaces OLS to estimate relation (ii) 

and Iacobucciôs statistic is used: 
( )( )
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 rather than Sobelôs.   Results show that the new test is superior 

to mainstay tests with respect to type I and type II errors and is more powerful than such tests.  For example, in the baseline case when 

X, M, and Y are continuous and mediation is present, the new test statistic correctly yields significance in almost all scenarios while the 

standard regression coefficients test does so in fewer than half of the scenarios.  (We experimentally manipulate sample size and the 

degree of mediation in our simulations.)  The proposed test has greater power in all scenarios tested. When M is binary, the gap in 

performance widens. The mainstay test correctly yields significance in only about one-third of the cases tested, while the new test 

correctly yields significance in nearly every case. We also illustrate that the proposed test is effective whether mediation is due to linear 

or nonlinear relationships.  The new test is easy to carry out in the majority of situations encountered in consumer psychology.  Finally, 

we position the test as a complement to existing methods.  For example, if the mediation channeled from X to Y via M is purely  
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nonlinear, the new test will detect it without any prior knowledge of the particular functional form(s) involved.  Analysts who seek to 

properly specify these forms can use a program such as MEDCURVE (Hayes and Preacher 2010) in a subsequent confirmatory stage. 

 

For more information contact: xwang@ivey.uwo.ca 
 
Individual Papers: Context and Information  

 

Attribute Matching Increases Confidence 

Hannah Perfecto, University of California Berkeley, USA* 
Jeff Galak, Carnegie Mellon University, USA 
Leif D. Nelson, University of California Berkeley, USA 
Joseph P. Simmons, University of Pennsylvania, USA 

 
A wide variety of factors affect consumersô confidence in their decisions. Some of these are more objectiveðsuch as the quality and 

quantity of information availableðwhereas others are more subjective, involving feelings coming from how the decision was made. 

This latter category has spawned a number of literatures investigating these psychological determinants of confidence. Work on fluency, 

for example, has shown that making a decision feel easier increases confidence (e.g., Kelley and Lindsay 1993). Similarly, work on 

regulatory fit, suggests that using a decision strategy that ñfitsò with oneôs current mode of thinking increases motivation and certainty 

regarding oneôs choice (e.g., Higgins 2000).  

 

In the present paper, we expand upon these two literatures and propose that attribute matching can also elicit these psychological effects 

on confidence. Rather than focusing primarily on how people approach the stimuli (as does regulatory fit) or on the stimuli themselves 

(as does fluency), we suggest this ñfeeling of rightnessò that increases confidence can be more general, coming from either source, or 

both. Across five studies, we manipulate salient attributes of the decision frame and options so that participants do or do not experience 

attribute matching, and find higher reported confidence when they do. In addition, we show this increase in confidence has downstream 

consequences for consensus estimates, and is mediated by metacognitive ease.  

 

Study 1 (N=306) demonstrates this basic effect. Participants were shown 16 pairs of womenôs facesð8 were pretested to be attractive 

(positive valence), 8 were pretested to be unattractive (negative valence)ðand asked to select a face from each pair for a hypothetical 

advertising campaign. To make this choice, half of participants were asked which face of the pair they would choose (positive valence) 

and half were asked which face of the pair they would reject (negative valence; Shafir, 1993). After each choice, participants reported 

how confident they were in their preference on a 9-point scale and what percentage of other respondents would also make that choice. 

The predicted interaction obtained: when the valence of the stimuli matched the valence of the decision frame (i.e., for both 

attractive/choose and unattractive/ reject), confidence was significantly higher than in mismatched conditions (ts>12.11, ps<.001), with 

confidence mediating consensus. 

 

Study 2 (N=302) extends this phenomenon to multiple levels of attribute intensity, again with valence. Participants evaluated 20 pairs of 

words that were pretested to be very positive (e.g., love), slightly positive, slightly negative, or very negative (e.g., vomit). As in Study 1, 

half were asked which word they would choose and half were asked which they would reject. Again, after each choice, participants 

reported their confidence and consensus estimates. Replicating Study 1 and in line with our predictions, we found a strong linear 

relationship between the intensity of the attribute match and confidence and consensus (ts>16.67, ps<.001), as well as confidence 

mediating consensus. 
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Study 3 (N=406) moves beyond valence and preferences to a more objective domain. Participants evaluated 10 pairs of foods, pretested 

to be perceived as very high or very low in calories. Half of participants were asked which food has more calories and half were asked 

which food has fewer calories. As in Studies 1-2, participants reported their confidence and consensus estimates after each trial. In line 

with previous results, on matched trials (i.e., reporting which high-calorie food has more calories or which low-calorie food has fewer), 

participants reported higher confidence and consensus estimates than on mismatched trials (ts>4.70 ps<.001), with confidence  

mediating consensus. 

 

Having established the basic effect and one downstream consequence, in Studies 4 and 5 we move to confirm our ñfeeling rightò 

mediator. Study 4 (N=300) replicates Study 2, but with only the 10 very positive and very negative word pairs. Additionally, participants 

reported how easy the choice seemed on a 9-point scale before reporting confidence and consensus ratings. In addition to replicating our 

matching effect on confidence and consensus (ts>9.77, ps<.001), we found these feelings of ease fully mediating both effects. 

 

Study 5 (N=500) employs an alternative approach to test our proposed mediator: debiasing. Using the 10 positive and negative word 

pairs and choose/reject manipulation from Study 1, half of participants were told that the valence of the question and choices may impact 

how easy choosing felt, after choosing but before providing confidence and consensus estimates. Control participants did not receive this 

additional text and replicated our standard matching effect in confidence and consensus. Critically, debiased participants did not, and, in 

fact, showed an unpredicted reversal (3-way interaction: ts>9.0, ps<.001).  

 

Together, these five studies show a highly consistent pattern: attribute matching increases confidence ratings (which, in turn, increase 

consensus estimates) because matched-attribute choices foster metacognitive ease, a sense of ñfeeling right.ò We find this pattern 

emerges not only for questions of preference, where intuition would be leaned on the most, but also for questions that have a correct 

answer. We look forward to future research investigating other types of matching effects in judgment. 

 

For more information contact: hannah_perfecto@haas.berkeley.edu 
 
Judgments Based on Stocks and Flows: Different Presentations of the Same Data Can Lead to Opposing Inferences 

Stephen Spiller, University of California Los Angeles, USA* 
Nicholas Reinholtz, University of Colorado, USA 
Sam Maglio, University of Toronto, Canada 

 
Consumers regularly encounter data reflecting how the world around them is changing. Such data are included in persuasive arguments 

(e.g., claiming the economy is improving), news stories (e.g., reporting on epidemic outbreaks), and personal activity reports (e.g., 

tracking workouts). For many such quantities that vary over time, the data may be presented as a stock (level) or a flow (rate). Although 

each format presents exactly the same information about the change in quantity, even well-educated adults have substantial difficulty 

translating between stocks (e.g., number of people in a store by minute) and flows (e.g., number of people leaving and entering a store by 

minute; Cronin, Gonzalez, & Sterman 2009; Sweeney & Sterman 2000; Sterman 2010). Despite this difficulty, both types of 

presentations are commonly used. The current work examines whether the choice of data presentation format can influence the 

inferences and judgments consumers make from the data. 

 

When making judgments, people place the most weight on the information that is made the most salient and explicit (WYSIATI, 

Kahneman 2015; the concreteness principle, Slovic 1972; framing effects, Tversky & Kahneman 1981). This includes information from 
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graphical displays (Cleveland & McGill 1984; Lurie & Mason 2007). As a result, trends that are made explicit are more likely to 

influence judgments than trends that are available but must be deduced. Consider a $1,000 bank account balance that increases to $1,700, 

to $2,100 and finally to $2,200 with an implied flow of +$700, +$400, +$100. One might judge the balance based on the stock trend 

(increasing) or the flow trend (decreasing). One common mistake is to conflate the two, inferring that stocks and flows track each otherôs 

patterns (Sweeney & Sterman 2000). People are particularly sensitive to ending trends (Duclos 2015) and predict that trends of the 

evolution of a forecast will continue (Maglio and Polman 2015). Our results indicate that presentation format ï and the apparent trend 

that varies by format ï strongly shapes consumer judgments. 

 

Study 1. 100 participants were randomly assigned to view US employment data (2007-2013) as either a stock (number of private-sector 

jobs per month) or flow (number of private-sector jobs gained or lost per month). The most rapid job loss occurred around January 2009 

when Barack Obama was inaugurated. The rate of job loss accelerated in the previous year and slowed (but did not reverse) in the year 

following his inauguration. Although they show the same data, the apparent stock trend during Obamaôs first year was negative and the 

apparent flow trend was positive.  

 

When asked ñIn your view, what effect did Barack Obama have on the American economy during his first year in office?ò (1 = ñmade it 

much worse,ò 7 = ñmade it much betterò), flow participants reported that Obama had a positive effect (M = 4.84, SD = 1.36), whereas 

stock participants reported that Obama had a negative effect (M = 3.32, SD = 1.61; t(98) = 5.10, p < .001); each of these values 

significantly differed from the midpoint (4 = ñmade no difference,ò ps < .01). We do not claim whether one depiction better represents 

the economy, but rather that they lead to very different judgments. 

 

Study 2. 402 participants were randomly assigned to make forecasts based on each of 9 stock graphs or 9 flow graphs. These nine data 

patterns came from a 3 (overall stock trend: negative, zero, positive) x 3 (overall flow trend: negative, zero, positive) design; domains 

and magnitudes were randomized across the 9 patterns. To illustrate the patterns, consider a quantity that follows the sequence (32, 41, 

47, 50, 50) with the associated flow (+9, +6, +3, +0). This sequence has a positive stock trend (32 to 50) and a negative flow trend (+9  

to +0). Participants saw four years of monthly data and the ending quantity and made a forecast of what the quantity would be one  

year later.  

 

Across the 9 patterns, the modal response reflected a linear extrapolation from the ending trend. In 5 cases, this trend had the same sign 

for stocks and flows, with the dominant response receiving between 79% and 100% of responses. In the other 4 cases, forecasts followed 

the observed ending trend, which varied for stocks and flows. For example, for a positive stock / negative flow trend, the modal forecast 

in the stock condition was no change (41%) and the modal forecast in the flow condition was negative (94%). In each of these 4 cases, 

the distribution of signed changes varied by condition (p < .001). 

 

Study 3. We tested whether the differences were due to an inability to comprehend the graphs. We selected the four cases with different 

ending trends from Study 2, but calibrated the trends differently (e.g., the positive stock / negative flow trends were patterned (20, 32, 41, 

47, 50) and (+12, +9, +6, +3), respectively). 605 participants were assigned to one of six conditions in a 3 (Graph: Stock, Flow, 

Stock+Flow) x 2 (Order: Forecast then Describe; Describe then Forecast) design. Participants in the Stock+Flow condition saw both 

graphs; their responses fell between the Stock and Flow participants and we do not discuss them further. The Forecast task was like  

the Study 2 task. The Describe task asked participants to read and compute quantities from the graph rather than make a forecast of  

the future.  

 

Aggregate results replicated Study 2. When the sample was limited to observations on which participants read the graphs correctly (42%, 

in line with Cronin et al. 2009), the differences persisted when flows trended upwards or downwards. For example, for a positive stock /  
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negative flow trend, the modal forecast in the stock condition was positive (97%) but the modal forecast in the flow condition was 

negative (41%; p < .001). 

 

These results show that the decision to present data as stocks or flows, despite being formally equivalent, is not a neutral choice. Stark 

differences in judgment valence result from such differences, even among those who demonstrate a priori that they can accurately 

describe such graphs. 

 

For more information contact: stephen.spiller@anderson.ucla.edu 
 
Simultaneous vs. Sequential Presentation of Online Reviews 

Noelle Nelson, University of Kansas, USA* 
Amin Attari, University of Kansas, USA 

 
The importance of online shopping in the marketplace became extremely clear when Amazon.com recently surpassed WalMart to 

become the largest retailer in the US. A large part of Amazonôs attractiveness has been due to the participation of consumers in online 

reviews. Research has examined reviews from the perspective of word-of-mouth (Chevalier & Mayzlin, 2006), for example, but we 

suggest that another important aspect of online reviews is not the content, but the presentation of the reviews: whether they are seen all 

on one page, or one at a time. Many sites offer both options, but each may affect consumer perceptions differently. 

 

Research into simultaneous versus sequential visual presentation of crime suspects suggests that simultaneous presentation primes a 

more relational processing style while sequentially presented items prompt people to process each item individually and serially 

(Lindsay & Wells, 1985). Therefore, we also expect the arrangement or ordering of the reviews within a set to play a role. In relational 

processing, people examine information as it relates to other information, sometimes determining which the dominant influence is. If, for 

example, a predominately positively reviewed product has a few grouped negative reviews, those will easily be seen as minor relative to 

the positive reviews, leading to overall positive product attitudes. On the other hand, if the few negative reviews are randomly 

interspersed, they will seem to be a bigger part of the picture, resulting in a relatively less positive attitude. If a predominately positively 

reviewed product is processed in a serial manner (due to sequential presentation), a run of negative reviews (grouped) will be seen as 

relatively high frequency in the overall set, leading to less positive attitudes. Sporadic spacing of negative reviews can be easily 

discounted in the series of overall positive reviews, leading to relatively more positive attitudes. Of course, if the reviews are mostly 

negative, we expect an entire reversal of the results. 

 

Formally,  

H1: For products with mostly positive reviews, simultaneous (sequential) presentation of reviews will lead to better (worse) attitudes 

toward the product when the positive and negative reviews are grouped together versus when they are interspersed and seemingly 

randomly ordered. 

 

H2: For products with mostly negative reviews, the expectations reverse. 

We confirm these hypotheses in three studies. Study 1a and Study 1b examine our hypotheses on attitudes (WTP) using different 

products and different operationalizations of the review order construct. In study 2, we examine the underlying process of how positive 

the reviews were perceived overall, which is a result of the review presentation and order, and therefore the processing style invoked. 
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Study 1a was a 2 (presentation: simultaneous vs. sequential) x 2 (order: random vs. grouped) x 2 (dominant valence: positive vs. 

negative) between subjects design. To obtain sufficient N, 102 undergraduates and 325 online participants participated in the study in 

exchange for either course credit or $1. Participants evaluated online reviews for a mug that changed color when warmed. Half the 

participants were presented with the reviews all on one page (simultaneously) while the other half read each review one page at a time 

(sequentially). The order of reviews was fixed and followed either a seemingly random pattern or positive reviews and negative reviews 

were grouped separately. Finally, the reviews were either predominately positive or negative (i.e., either 7 positive reviews and 3 

negative, or vice versa). Finally, participants indicated, on a scale from $2 to $80, their WTP for the mug. 

 

We found the expected 3-way interaction between review presentation, grouping, and valence on WTP (F(1, 419) = 8. 46, p < .01) 

depicted in the graph below. Specifically, when participants were shown primarily positive reviews sequentially (simultaneously), they 

had a higher (lower) WTP when those reviews were ordered randomly, versus in groups. When participants saw reviews that were 

generally negative, these relationships reversed.  

 

Predominately Positive Reviews Predominately Negative Reviews 

 

 

 

Study 1b had the same design but differed from study 1a in a few aspects. First, the product was an alarm clock that lit up gradually, 

mimicking the sun. Second, the scale for WTP was $0 to $50. Finally, we varied the review ordering: they were still either seemingly 

random or grouped, but different from study 1a to provide another operationalization of the construct. Again, we found the expected 

3-way interaction on WTP (F(1, 184) = 3.59, p = .06); the means were in the same pattern as study 1a. 

 

Study 2 was designed to show that participantsô attitudes toward the product varied as a function of presentation, order and valence 

because these factors affected the perceived positivity of the reviews in general. For predominantly positive reviews, in the simultaneous 

condition, participants will be processing the information holistically and negative reviews that are grouped (randomly ordered) should 

be seen as less (more) important to the overall ópictureô leading to greater (lesser) perceived positivity. The opposite will be true when 

the majority is negative. On the other hand, sequentially presented reviews will lead to serial processing of each individual review, which 

will make a group of minority reviews seem frequent and relatively important, but easily discounted when they are randomly ordered. 

This leads to a reversal of the effects found in the simultaneous condition. 
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The design of study 2 was identical to that of study 1a, but instead of WTP, participants were asked to indicate the overall positivity of 

the reviews they read. We find a 3-way interaction (F(1, 121) = 5.24, p < .05) of general positivity that replicates the findings for WTP in 

the previous two studies. 

 

Overall, we find consistent results for our hypotheses across different products and begin to see process evidence in study 2 that indicates 

that perceived positivity of the reviews overall drive the effects on attitude (WTP) for the product.  

 

For more information contact: noellenelson@ku.edu 
 
Paying People to Look at the Consequences of Their Actions 

Daylian M. Cain, Yale University, USA* 
Jason Dana, Yale University, USA 

 
How does one persuade consumers to engage in prosocial action or at least refrain from antisocial actions?  People are more willing to 

cause harm if they can do so in ignorance, or if they can at least plausibly deny that they knew they were causing harm. Experiments on 

ñstrategic ignoranceò (Dana, Weber, & Kuang, 2007; Larson & Capra, 2009; Grossman, 2010; van der Weele, 2011), for example, show 

that participants often refuse free information about the impacts of their choices on others so that they can act more selfishly.  We 

replicate strategic ignorance and also show that paying people small amounts of money to receive information about the social 

consequences of their actions can dramatically reduce strategic ignorance and efficiently increase overall welfare.   

 

In our dictator game variant, ñsendersò faced a choice between receiving $6 or $5 for themselves, with this choice having uncertain 

effects on the payoffs to the ñreceivers.ò Specifically, choosing $6 left the receiver either better off (getting $5 instead of $1) or worse off 

(getting $1 instead of $5).  A coin flip prior to the session determined whether the payoffs were aligned or conflicted.  Although the 

coin flip structure and payoff possibilities were publicly announced, the results of the coin flip were not.  Senders could privately look at 

which payoff state they were assigned (aligned or conflicted) by clicking a small button on the right side of the screen marked ñReveal 

Payoffs.ò  However, the sender could choose his or her payoff without revealing the payoff state.  Because the reveal decision is 

private, a receiver who ended up with $1 would not know whether the sender knowingly chose this payoff ($6, $1) or chose it in 

ignorance ($6, $?).  We tested various payments for lookingïlook for free, 25 cents to look, $1 to look, or a ñTom Sawyerò treatment 

where participants were offered to pay 25 cents for revealing the consequences of their actions.  Charging participants or letting them 

look for free does not work as well to promote generosity as does paying them to look.  More surprisingly, we show that the effect of 

these payments is not merely due to increased looking.  Even conditional on looking, participants who were paid to look are more 

prosocial than those who look for free.  We speculate on various mechanisms, testing wealth effects (using unconditional payments of 

an extra 25 cents vs. paying 25 cents to look), and whether it becomes less plausible for participants to claim ignorance when it is known 

(vs. unknown) that they were paid to look.  

 

Our results tie into a number of literatures.  A growing empirical and theoretical literature seeks to understand the economic 

consequences of strategic ignorance (Grossman, 2010; van der Weele, 2012) or rational ignorance (Nyborg, 2011).  Offering various 

payments for consuming information suggests a mechanism for quantifying the value of such ignorance.  Furthermore, our method is 

innovative in that we intervene at an early point in the decision chain.  Specifically, rather than paying people to be generous, we are 

merely paying them to be informed about the effects of generosity.  Perhaps our payments allow people to feel that they acted on their 

own values once informed.  In this vein, several papers explore the phenomenon of agents ñsorting outò of situations that will make 



55 

them feel guilty about taking selfish actions (see Dana, Cain, & Dawes, 2006; Lazear, Malmendier, & Weber, 2012; Dillenberger & 

Sadowski, 2010; and, for a review, see Cain, Dana, & Newman, 2014).  For example, someone may want to avoid those who are in 

desperate need in case one will feel compelled to help.  Our payments are a nudge towards generosity because they encourage people to 

sort into a situation that activates social preferences without otherwise restricting them from acting selfishly.  Our results suggest an 

efficient way to change behavior; it may be cheaper to pay someone to look at information about his or her social/environmental 

footprint than it would be to directly monitor and reward pro-social behavior. 

  

These results suggest several practical applications.  Consider the example of blood donation.  One problem with cash compensation 

for donation is adverse selection; payments can attract low-quality donations from so-called ñskid row donorsò (Titmus, 1969) who 

would otherwise not donate.  In contrast, small incentives for people to learn about blood shortages and the donation process should be 

less likely to attract low-quality donations; skid row donors might take the payments to look at the need for donations but not act by 

donating blood for free.  These incentives would be highly effective in the case of advantageous selection, for example, if many of the 

people who choose to remain uninformed are the same people whose sympathies would be most evoked once informed.  As another 

example, it may be cheaper and more pragmatic to pay people to look at their HIV statuses so that they better regulate themselves than to 

monetize actual safe sex practices.  It is hoped that payments to look at test results attract at-risk individuals to become tested.  

Furthermore, such payments also undermine plausible excuses for not knowing oneôs test results.  Thus, anyone who can claim to be 

risk-free might still be getting tested, if only to get paid.  In the case of infectious diseases, anyone who infects another person has more 

difficulty in claiming ignorance when it is known that people are paid to know their statuses.  Of course, such ideas are only speculative 

at this point, but our results suggest that offering subsidies to look at the consequences of oneôs own actions can efficiently encourage 

people to behave prosocially. 

 

For more information contact: daylian.cain@yale.edu 
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Context Effects in Word-of-Mouth (WOM): How Innocuous Characteristics of Message Generation Influence Sharing  

and Persuasiveness 

Evan Weingarten, University of Pennsylvania, USA* 
Jonah Berger, University of Pennsylvania, USA & Cornell Tech, USA 

 
People frequently talk about experiences in everyday life. They may discuss the embarrassment they felt encountering an ex the previous 

day, a recent frustrating sports game, or an exciting upcoming weekend. Yet, these events are embedded in a temporal context occurring 

in the past or future. How might the temporality of an event change whether people talk about it?   

 

We propose that whether people are likelier to discuss events in the future or past depends on two factors: arousal and self-presentation. 

Research suggests that people are likelier to share more arousing events (Berger, 2011; Berger & Milkman, 2012), and other work 

contends the future is more arousing than the past (Van Boven & Ashworth, 2007). Therefore, an event occurring in the future will be 

likelier to be shared than the same event in the past due to the formerôs heightened arousal.  

 

However, this pattern should be moderated by whether the event reflects badly or not on the sender. Self-presentation can shape sharing: 

people are more likely to share things that reflect favorably rather than unfavorably on the self (De Angelis et al., 2012). Because the 

influence of arousal depends on the dominant response to a context (e.g., sharing things that reflect well, not sharing things that reflect 

badly; Zajonc, 1965), we argue that while the futureôs increased arousal will boost sharing for events that donôt reflect badly on the self, 

this relationship wonôt persist and may reverse for events that reflect badly on the self. We test these hypotheses in six studies.  

  

Study 1 (N = 111) tests how temporality influence sharing for events that donôt reflect badly on the sharer. Participants imagined they 

were either going on vacation a week from now (future) or had come back from vacation a week ago (past), and indicated how likely they 

are to talk about the vacation. As predicted, participants indicated they would be likelier to talk about the future (M = 5.98) than past 

vacation (M = 5.3; F(1, 109) = 7.96, p = .006). 

  

Study 2 (N = 109) provides process evidence by measuring arousal (Berger, 2011). Participants read about a fancy meal that will either 

occur a week from now or occurred a week ago. Per our theory, senders were more likely to share a future (M = 4.72) compared to past 

meal (M = 3.98; F(1, 107) = 4.45, p = .037) and felt more arousal when imagining the future meal. Arousal mediated the effect of 

temporality on sharing (95% CI [.43, 1.28]).  

 

Study 3 (N = 229) applies our theory to a real event: a concert for a major pop star. Participants were asked about their likelihood of 

talking and felt arousal about the concert either a week before (future) or a week after (past). As in study 2, participants were more likely 

to talk about the future concert (M = 5.07) than the past one (M = 4.60; F(1, 227) = 5.53, p = .02), felt more arousal for the future; arousal 

mediated sharing (95% CI [.02, .44]).  
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In study 4 (N = 143) we manipulated arousal, predicting we should only observe the past/future asymmetry in sharing for more arousing 

events. Subjects read a scenario that either occurred a week ago or will occur a week from now; some subjects were told they would 

ñhang outò with their best friend (high arousal), whereas others were told they would ñhang outò with an acquaintance (low arousal). 

Consistent with our predicted interaction (F(1, 139) = 4.00, p = .047), people were likelier to share the future event when it was with their 

best friend (MFuture = 5.63 vs. MPast = 4.76; F(1, 139) = 5.08, p = .026). No difference in sharing, between past and future events, occurred 

for acquaintances (F < 1). Moderated mediation evidence showed arousal mediated sharing in the best friend (95% CI [.20, .96]) but not 

in the acquaintance condition (95% CI [-.84, .30]).  

 

Study 5 (N = 245) explores whether the increased likelihood of discussing future events is moderated by self-presentation. Participants 

read, and indicated likelihood of talking about incurring a fee either in the future or the past; this fee either reflected badly on the self 

(they paid their rent late) or did not reflect badly on the self (the fee was for maintenance costs). We observed our interaction (F(1, 241) 

= 8.59, p = .004): in the maintenance condition (not reflect badly), people were more likely to share the future (M = 5.24) rather than past 

fee (M = 4.50; F(1, 241) = 4.77, p = .03); however, the opposite was true in the late rent (reflect badly) condition (MFuture = 2.93 vs. MPast 

= 3.58; F(1, 241) = 3.84, p = .051). 

 

Study 6 (N = 603) extends study 5 with process evidence. Participants imagined a court date one week from now or a week ago. We also 

manipulated whether senders were in court for stealing (reflect badly) or jury duty (not reflect badly). As predicted, we observe an 

interaction (F(1, 599) = 8.20, p = .004) by which participants were more likely to discuss the future court date (M = 5.13) than the past 

one (M = 4.51; F(1, 599) = 10.75, p = .001) when it was for jury duty. This pattern was directionally reversed for the court date for 

stealing (MFuture = 2.18 vs. MPast = 2.35; F(1, 599) < 1). Further, we found moderated mediation: arousal positively mediated sharing in 

the jury duty conditions (95% CI [.06, .25]), but negatively mediated sharing in the stealing conditions (95% CI [-.37, -.06]). 

 

Ultimately, these studies investigate how an eventôs temporal context (past or future) shapes whether it is shared. 

 

For more information contact: ewein@wharton.upenn.edu 
 
The Effect of Environmental Crowdedness on Information Sharing 

Irene Consiglio, Nova School of Business and Economics, Portugal* 
Matteo De Angelis, LUISS Guido Carli University, Italy 
Michele Costabile, LUISS Guido Carli University, Italy 

 
Consumersô ever-increasing mobile connectivity allows them to share information while being among few or many other people (e.g., in 

stores, coffee shops, events and conferences). In this research, we study if varying levels of environmental crowdedness influence 

consumersô propensity to engage in word-of-mouth (WOM). 

 

Though prior research has shown that individuals who are in more (vs. less) crowded places experience a loss of perceived control 

(Baum, Aiello & Calesnick, 1978), it remains unclear how this will influence WOM. We propose that, because senders feel that they are 

in less control in crowded environments and are therefore motivated to engage in behaviors that restore control (Kay et al., 2010; Langer, 

1975), they will be more likely to share information as a way to regain control. 

 

WOM can restore perceived control for a number of reasons. First, it is a means to affirm oneôs self (e.g., Belk, 2013) and, when personal 

control is threatened, self-affirmation allows people to restore their view of being in control (Liu & Steele, 1986). Second, WOM 
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strengthens social connections (Dunbar & Dunbar, 1998), and people with tighter social networks perceive greater control over the 

events they face (Cohen, 1981). Third, individuals often engage in WOM to advise and influence others (Fitzsimons & Lehmann, 2004; 

Berger, 2014), which may increase their perception of control (Sommer & Burgeois, 2010). 

 

Thus, prior research corroborates the hypothesis that WOM can be used to compensate for a feeling of low control induced by crowded 

environments. We present three experiments and two surveys that offer evidence for this prediction. 

 

In study 1 (N = 86), participants were invited 25 at a time. In the crowded condition, all attending participants were seated in the same 

24-person classroom; in the control condition, participants were divided into two 24-person classrooms. Participants in the crowded 

condition were more likely to share the content of an article with others (M = 3.61) than participants in the control condition (M = 2.80; 

t(84) = 2.19, p < .05).  

 

In study 2 (N = 119), participants were invited eight at a time. Participants in the crowded condition were seated in a 4-person lab room; 

whereas participants in the control condition were seated in two 4-person lab rooms. Consistent with the proposed process, results 

revealed that the effect of crowdedness was moderated by participantsô need for control (3-item scale based on Burger and Cooper 1979; 

b = 1.08, t(115) = 1.91, p = .01): Individuals who had a chronically higher need for control (+1SD) were more likely to share content with 

others when they were in a crowded room (b = 1.27, t(115) = 2.85, p < .01), as compared to their counterparts who were in a less crowded 

room; individuals who had a lower need for control (-1SD) were not affected by crowdedness (p > .29). 

 

In study 3, we tested whether the likelihood to engage in WOM would be attenuated for participants who were able to restore their 

control by completing a puzzle on their mobile devices. Respondents (N = 164) completed an online survey. First, they reported their 

current location and rated how crowded it was. Next, they completed a puzzle. The goal of this puzzle was to draw a picture by clicking 

some dots with sufficient accuracy. Regardless of their real performance (which was similar between conditions), participants in the 

control over outcome condition saw the correct solution to the puzzle, whereas participants in the no control over outcome condition 

produced a scribble. As expected, participants in the no control over outcome condition felt in less control over the outcome (M = 3.65) 

than participants in the control over outcome condition (M = 5.86; t(137) = 8.37, p < .001). Finally, participants indicated the likelihood 

that they would share an article with others. As predicted, there was an interaction between crowdedness and opportunity to restore 

control (b = -0.41, t(135) = -2.41, p < .05): Crowdedness had a positive effect on WOM when participants did not have an alternative 

means to restore control (b = 0.32, t(135) = 2.62, p < .01). The effect was not significant in the control over outcome condition (p > .46). 

 

In study 4 (N = 199), respondents filled in a survey in the lobby of a movie theater. They rated how crowded the location was; next, they 

could share a real promotion on their favored social network. Results indicated that the more the movie theater was crowded, the less 

control respondents perceived to have, which in turn increased the likelihood that they shared information about the promotion on social 

media (90% CI [.01, 14]). 

 

In study 5 (N = 101), we tested the robustness of the role of perceived control as a mediator. Moreover, we tested whether the effect of 

crowdedness on WOM through perceived control would be moderated by trait reactance (Hong and Page 1989). Indeed, the positive 

indirect effect of crowdedness through perceived control should be observed among those individuals who have a higher chronic 

reactance, because these individuals should be strongly motivated to reestablish their control (e.g., Brehm and Brehm 1981). Consistent 

with this hypothesis, a greater lack of control led to greater likelihood to share, but only among respondents who had high chronic 

reactance (+1SD; 95% CI [> 0, .31]; moderated mediation index: 95% CI [.03, .30]). In study 5, we also ruled out a number of alternative 

mechanisms, as perceived anonymity, self-alienation, and relatedness did not mediate the effect of crowdedness on likelihood to share, 

even when these indirect effects were moderated by relevant individual traits. 
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This research offers two main theoretical contributions. First, we shed light on how the physical context in which WOM occurs affects 

the likelihood of sharing information. Second, we suggest that a previously overlooked motivation might underlie WOM: the need to 

restore control. This research also has interesting managerial implications. Indeed, marketing practitioners might increase sharing by 

sending targeted, real-time communications to consumers who are in crowded spaces. 

 

For more information contact: irene.consiglio@novasbe.pt 

 
Paying Peanuts Lowers Legitimacy: When and Why Monetary Incentives Hinder WOM Sender Persuasiveness 

Christilene du Plessis, Rotterdam School of Management, Erasmus University, The Netherlands* 
David Dubois, INSEAD, France 

 
Companies increasingly provide incentives to consumers for participating in advocacy programs or posting product reviews online. In a 

recent study, Amazon found that, of its 1,000 most active reviewers, 85% are incentivized and 92% of incentivized reviewers write 

reviews about the free products they received (Pinch & Kesler, 2010). 

 

How do incentives influence review effectiveness and effort? On the one hand, studies have found a significant positive correlation 

between incentive size and task performance (e.g. Heyman & Ariely, 2004). Other works showed that people do not exert effort on a task 

unless it contributes to their own economic well-being (e.g. Lock et al., 1980; Gerhart et al., 2009). A survey of top executives in 

different industries (N = 23) confirmed that 70% of them believe that paying for reviews increases review effectiveness. Taken together, 

these findings suggest that monetary incentives may lead to higher quality reviews. On the other hand, researchers have argued that 

external rewards can be ineffective (see Pfeffer, 1998) possibly because incentivized WOM senders invest less effort in the review 

writing process (e.g. Deci et al., 1999; Gneezy & Rustichini, 2000). These findings suggest that monetary incentives might decrease 

review effectiveness. 

 

Beyond the role of effort, this research proposes that monetary incentives can alter review content by affecting how legitimate senders 

feel when generating their review.  Money is a social cue which signals reward in a similar manner to praise (Saxe & Haushofer, 2008). 

Furthermore, research shows that the social meaning of money can be transferred to the self (Vohs, Mead & Goode, 2006; Yang et al., 

2013). As such, WOM senders may interpret monetary incentives as social signals. Specifically, we propose that the size of the incentive 

can influence sendersô feelings of legitimacy and result in shifts in their expressed certainty. In particular, we expect that low monetary 

incentives can trigger low feelings of legitimacy, compared to significant monetary incentives or no incentives. In turn, because feeling 

legitimate is a key antecedent to certainty ï the sense of conviction that oneôs attitudes are correct (Rucker et al., 2014) ï we hypothesize 

that low legitimacy will induce consumers to express less certainty in their reviews.  

 

We further hypothesize that money is a contextual factor that alters what senders rely on when judging the legitimacy of their attitude. 

When senders are paid, they rely on the size of the reward to feel legitimate. A low reward might trigger senders to lose their feelings of 

legitimacy, decreasing expressed certainty. In contrast when senders are not given an incentive (i.e., when social cues are absent) or 

when monetary incentives are significant (i.e., social cues are adequate), the sender will rely on their own experiences, resulting in 

greater certainty (Rucker et al., 2014).  

 

Three experiments tested the effect of monetary incentives on the certainty expressed in review content. Importantly, across 

experiments, WOM receivers were blind to whether senders had been paid or not, or how much they had been paid. 

 

mailto:irene.consiglio@novasbe.pt
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In study 1, participants (N=83) were either paid a bonus of $1 or no bonus to write a review about an online game. These reviews were 

later rated by 975 MTurkers (± 11 raters per review) on review positivity, descriptiveness, objectivity and reviewer certainty. Random 

effects regression showed that paid WOM senders expressed less certainty in the content of their reviews (M = 5.21) than unpaid senders 

(M = 5.43; b = -.11, t(80) = -2.78, p = .007,). Importantly, the reviews did not differ in positivity or objectivity (all ps > .05).  

 

In study 2, participants (N=86) were either paid a bonus of $1 or no bonus to write a review about an online game. A separate sample of 

841 mTurkers (± nine raters per review) were randomly presented one of these reviews and rated how doubtful they were of the quality 

of the reviewed product, in addition to how uncertain they believed the reviewer was based on the review. Random effects regression 

showed that people perceived paid senders to be more uncertain of their opinions (M = 2.67) than unpaid senders (M = 2.46; b = .09, t(83) 

= 1.96,  p = .05). Importantly, paying the sender (vs. not paying) had a significant positive indirect effect on the receiversô product 

quality doubts through perceptions of reviewer uncertainty (95% C.I. = .002, .07).  

 

In study 3 we test whether increasing the size of the incentive reverses the effect of incentive provision on attitude uncertainty. We also 

tested if legitimacy mediates the effect of providing a small incentive on attitude uncertainty. Dutch students (N = 205) took part in this 

study in exchange for course credit and were randomly assigned to receive no payment, 10 cents or ú10 as a bonus payment for writing 

a review. Participants were told to use a set of headphones to watch two videos, write a review of the headphones and then answer 

questions. In line with our prediction, paying a WOM sender a small (M10c = 2.45) versus no (Mú0= 2.21) or high (Mú10 = 2.19) incentive 

increased uncertainty (F(1, 204) = 3.95, p < .05). Senders who received a small incentive (M10c = 3.45) versus no (Mú0= 4.36) or high 

(Mú10 = 4.43) incentive also felt that their opinion was less legitimate (F(1, 204) = 41.32, p < .001). Moreover, legitimacy mediated the 

positive effect of receiving a small incentive on attitude uncertainty (95% C.I. = [.03, .16]).  

 

Overall, the results demonstrate that the quality of WOM may stem from feelings of legitimacy and that providing an incentive shifts the 

source of legitimacy from senders' experiences (internal) to the size of one's reward (external). Importantly, this work contributes to past 

work on consumersô certainty by documenting for the first time how a contextual factor (i.e., money) affects certainty by altering 

feelings of legitimacy. 

 

For more information contact: duplessis@rsm.nl 
 
In Mobile We Trust: How Mobile Reviews can Overcome Consumer Distrust of User-Generated Reviews 

Andrew T. Stephen, University of Oxford, England 
Lauren Grewal, University of Pittsburgh, USA* 

 
Over half of the world uses mobile devices. One common use of these devices is reporting of a consumption experiences (e.g., posting a 

hotel review). The rising use of mobile has prompted a stream of research that attempts to understand the relationship between mobile 

and consumer behavior (Shankar et al., 2010; Bart et al., 2014). Here we consider how consumers perceive and respond to 

consumer-generated reviews when they are posted from mobile versus non-mobile devices. Consumers increasingly know this 

distinction because a trend among popular review sites (e.g., TripAdvisor) is to add labels to reviews from mobile devices (e.g., ñvia 

mobileò). Across five studies, we examine how this subtle contextual cue affects consumersô perceptions of the review and  

purchase intentions. 

 

We hypothesize that extra effort is required when writing reviews from mobile, leading consumers to believe that, compared to reviews 

from non-mobile devices, mobile reviews are more reflective of a reviewerôs true experience. We posit this is because consumers think 
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that to write a thoughtful review on a mobile device, more effort is physically needed, and once more effort has occurred, a review is 

perceived as more trustworthy (Ghose et al., 2013; Walther et al., 2005). Once a review has been seen as more trustworthy, we 

hypothesize that consumers will perceive higher accuracy. This higher accuracy is then expected to lead to higher purchase 

intentions/consideration of the reviewed product or service provider. This increased intentions/consideration is only expected to occur, 

however, when reviews are generally positive and, critically, when consumers are skeptical of the credibility of consumer-generated 

reviews in general. Thus, we propose that mobile reviews help consumers overcome skepticism that would otherwise lead them to 

discount a reviewerôs opinion, thereby allowing the review to have a stronger impact on a consumerôs attitudes. 

 

Study 1a (N = 67) tested the effect of mobile vs. non-mobile reviews on purchase consideration with a 2(mobile, non-mobile) x 

2(positive rating, negative rating) between-subjects design. To manipulate mobile versus non-mobile, a label said ñvia mobileò or ñvia 

desktop,ò in line with TripAdvisor. To manipulate rating valence, the reviewerôs rating was either 4 (positive) or 2 (negative). After 

reading the review, participants indicated their interest in booking a stay at the reviewed hotel if they were visiting that location (1 

=definitely not, 5=definitely yes). Results supported our prediction that mobile reviews are associated with higher purchase intention, 

but only for favorable reviews. In the positive rating conditions there was a significant difference between mobile (M = 3.60) and 

non-mobile (M = 2.86) reviews (F(1, 63) = 6.96, p = .01). There was no significant difference in the negative rating conditions (Mmobile = 

2.79 vs. Mnonmobile = 2.74, F(1, 63) < 1, p = .83). 

 

Study 1b (N=72) looked at the effect of mobile vs. non-mobile for a positive review in a different context. We measured purchase 

consideration in the same way as Study 1a but for a restaurant review. We found a significant difference between mobile (M = 3.60) and 

non-mobile (M = 3.25) reviews that replicated the findings of Study 1a, (F(1, 70) =4.40, p = .04). 

 

Study 2 (N=65) tested the proposed moderation process of skepticism with a 2(mobile, non-mobile) between-subjects design. The 

reviews in the positive rating condition from study 1a were used. We measured purchase consideration and general skepticism, which 

was expected to moderate the effects seen in Study 1a/b with nine items measured on seven-point Likert scales (e.g., ñI am skeptical of 

online user-generated reviews,ò Ŭ = .93). These items were averaged to form a general measure of skepticism of online 

consumer-generated reviews. We found a significant difference between mobile (M = 3.50) and non-mobile (M = 3.05) reviews, (F(1, 

63) =4.82, p = .03). This difference only existed at higher (+1SD) levels of skepticism (95% CI = [.05, 1.2]) while no significant 

differences existed between mobile and non-mobile for lower (-1SD) skepticism (95% CI = [-.58, .70]). 

 

Study 3a (N = 56) tested the proposed accuracy-mediated process with a 2(mobile, non-mobile) between-subjects design. The same hotel 

reviews were used. We again measured purchase consideration and additionally measured perceived accuracy of the review with six 

items on seven-point Likert scales (e.g., ñThe information in this review was accurate,ò Ŭ = .90). These items were averaged to form a 

measure of the hypothesized mediator, perceived review accuracy. We also measured general skepticism as we did in Study 2, which 

was expected to moderate the hypothesized mediated process. We tested our predictions using conditional indirect effects analysis 

(Hayes 2013 model 15). The results confirmed our hypotheses. Specifically, the indirect effect of mobile versus non-mobile reviews on 

purchase intention through perceived review accuracy was positive and significant but only at higher (+1SD) levels of skepticism (95% 

CI = [.01, .26]). When skepticism was lower (-1SD) the indirect effect was not significant (95% CI = [-.11, .10]). 

 

Study 3b (N = 80) examined the process leading to perceived accuracy more closely. Participants read the same mobile review from the 

previous study and indicated their perception of review accuracy on the same six-item scale used previously. Additionally, perceived 

review-writing effort was measured with six items (e.g., ñThe reviewer put a lot of effort into writing this reviewò Ŭ = .88), and perceived 

trust in the reviewer with six items (e.g., ñThe reviewer can be trustedò Ŭ = .85). Results from a conditional indirect effects analysis 

(Hayes 2013 model 4) indicate that higher perceived review-writing effort leads to enhanced perceptions of reviewer trust, which in turn 

predicts higher perceived review accuracy (95% CI = [.18, .43]).   
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This research contributes to the literature on consumer-generated reviews and WOM referrals by showing how the context in which a 

review is writtenðmobile or non-mobileðaffects consumersô attitudes and purchase intentions. We show that receivers, particularly 

skeptical ones, perceive mobile reviews as more accurate and therefore have higher purchase intentions, and that this accuracy is 

associated with greater perceived effort in review writing and reviewer trust. 

 

For more information contact: laurengrewal@gmail.com 
 
Symposium: Doing Well by Doing Better: Strategies to Increase Consumer Participation in 

Charitable Campaigns 

Chair: Grant Donnelly, Harvard Business School, USA 
 

Voting for Charity: The Benefits for Firms of Direct Consumer Involvement in Charitable Campaigns 

Grant Donnelly, Harvard Business School, USA* 
Duncan Simester, Massachusetts Institute of Technology, USA 
Michael Norton, Harvard Business School, USA 

 
Recently, a new form of corporate social responsibility has emerged, which invites the customer to select the cause they wish to support 

through the purchasing of a specific item (Robinson, Irmak & Jayachandran, 2012). While research has evaluated consumer impressions 

to voting empowerment in corporate social responsibility activities (Robinson, Irmak & Jayachandran, 2012), we evaluate such 

empowerment in ópureô donations and the resulting financial decisions of voting and non-voting consumers. Across two field studies at 

multiple store locations of a large grocery retailer, we give some consumers the opportunity to vote for the cause that the firm will 

support, while others are merely informed of the firmôs charitable actions. Consumers given the opportunity to ñvote for charityò upon 

entering a retailer exhibited increased purchasing and membership renewals during in-store visits. 

 

Study 1 was designed to investigate whether inviting customers to participate in a firmôs corporate giving program affects the customerôs 

subsequent purchasing behavior.  The study was conducted with the cooperation of a large retailer similar to Costco. This first field 

experiment was conducted over 10 weekdays at one of this retailerôs New England stores.  Two research assistants were positioned at 

the front entrance of the store and intercepted customers as they entered the store.  They implemented two experimental conditions.  In 

the ñvotingò condition, the assistants gave the customers a 1-page description of three local charitable organizations, stating that this 

store planned to give a total of $4,500 that month to these charities. The three charities were selected by the retailerôs charitable 

foundation and the local store manager. Customers were asked to help the retailer decide which charity should receive the largest grant. 

The charity that received the most customer votes would receive a $2,500 grant, while the other two charities would receive a $1,000 

grant.  After the study the retailer actually made these grants in accordance with this policy. 

 

In the second treatment, the ñinformationò condition, the assistants gave the customers the same 1-page description. However, they did 

not ask them to vote on which charity should receive the grants. The information condition was designed to serve as a control condition.  

It controls for the possibility that merely providing information about the retailerôs charitable giving could influence customer behavior. 

 

The days were divided into two day-parts: mornings (9am ï 1pm) and afternoons (2pm ï 6pm) and the experimental treatments were 

rotated between these day parts across the 10 test days.  We received transaction data that included a time stamp and we used this time 
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stamp to match the transactions to the treatments.  In particular, for the morning day-part we used transactions between 9am (the retailer 

opened at 9am each morning) and 1:15pm.  For the afternoon day-part, we used transactions between 2:30pm and 6:15pm.   

 

Across the 10 days we observed 5,010 baskets in the information condition and 5,048 baskets in the voting condition.  In our initial 

analysis we measured basket size using dollar revenue, with a log transformation to control for outliers.  The average log revenue in the 

voting condition is 4.02, compared to 3.98 in the information condition.  The difference between these averages is significant (p < 0.05, 

t = 1.99). The use of the log transformation means that the exponent of the difference between the two conditions reveals the % 

difference in the basket sizes.  Giving customers a choice about which charity would receive the next grant increased their average 

basket sizes by 4.2%. The median basket size is $248, and so this translates to a $10.41 increase in the average basket size.  

 

In our next analysis we investigate whether the voting treatment had a stronger impact on purchases of items associated with pro-social 

behaviors.  To identify these items a research assistant visited one of the retailerôs stores and identified products with 15 different 

packaging labels. The findings reveal that items with pro-social labels on their packaging contributed a significantly higher proportion  

of units in the voting condition (than in the information condition).  Allowing customers to vote on the next recipient of a charitable  

gift increased their purchases of pro-social items. The effect was strongest for the ñCharitable or Ecologicalò and ñOrganicò  

pro-social labels. 

 

We conducted a second study to evaluate the impact of voting on membership decisions. This field experiment was conducted over three 

weekends (6 days) in four New England stores of the same retailer that participated in Study 1. At the time of the study the retailer was 

conducting a promotional campaign encouraging new members to visit the store for a 2-month trial membership. When a prospective 

customer visits the store to enact a trial membership, the customer service representative asks the customer if they would like to upgrade 

to a full membership.  The focus of this study is investigating whether prospective members are more likely to upgrade in the voting 

condition than in the information condition.   

 

All membership enquiries are processed at a membership service desk at the front of the store. The treatments were implemented by 

positioning an assistant near this desk.  The assistants intercepted customers as they approached the line.  They then implemented the 

same voting and information treatments that were used in the first study. The three charitable organizations were different at each store 

and were local to each store. The total donation in this study was $5,000 for each store, distributed as $3,000 to the charity receiving the 

most votes, and $1,000 to each of the other two charities. 

 

In this second study, the treatments were rotated between successive customers. To match the treatments with the outcomes, the 

customers took their survey and voting forms (for those that voted) to the membership desk. After completing the transaction, the 

membership service representative then marked the form to indicate why the customer visited and the outcome of the transaction. 

The voting condition had a positive impact on the proportion of new members that chose upgraded memberships.  In the information 

condition, 30.6% of the new members chose the regular or rewards membership. In the voting condition, 55.0% converted to the regular 

or rewards membership.  This difference in the conversion rate (55.0% versus 30.6%) is statistically significant p<0.01.  It is also 

managerially important.  Increasing the conversion rate by even a small percentage has the potential to create tremendous economic 

benefits for this retailer. 

 

For more information contact: gdonnelly@hbs.edu 
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One Being the "Tipping Point": Threshold Incentives Motivate Behavior 

Lalin Anik, University of Virginia, USA* 
Michael Norton, Harvard Business School, USA 

 
We explore and document a new intervention to motivate behavior: being the tipping point, the person whose contribution passes a 

threshold that kicks in a higher reward for the self and others. Anik, Norton, and Ariely (2014) showed that offering incentives 

contingent on other peopleôs behaviors is motivating: ñIf 75% of people engage in this behavior, we will increase the rewards for 

everyone.ò Across three studies, we explore whether specifically being the person who tips that incentive is particularly motivating: ñWe 

are currently at 74% and you will bring us up to 75%.ò  

 

In Study 1, we asked participants to imagine a hypothetical scenario where a donation would be made to a local health charity for each 

person who got a blood test. Participants were randomly assigned to a 2 (condition: tipping vs. control) X 3 (level of progress: low, 

medium, high) design. We told those in the tipping conditions that [9, 49, 89] people have gotten a blood test so far, and the amount to be 

donated per participant was [25¢, $1.27, $6.41]. If they agreed to get a blood test, since they would be the [10
th
, 50

th
, 90

th
] person, each 

donation would increase to [37.5¢, $1.90, $9.61], respectively. If they decided not to get a blood test, the per-participant donation rate 

would stay at [25¢, $1.27, $6.41]. We told those in the control conditions that [10, 50, 90] people have gotten blood tests so far, and the 

amount donated per person was [37.5¢, $1.90, $9.61]. If they also got a blood test, they would be the [11
th
, 51

st
, 91

st
] person, and each 

donation would still be [37.5¢, $1.90, $9.61]. Next, participants indicated their likelihood of getting a blood test using a 7-point scale (1 

= not at all likely, 7 = definitely likely).  

 

A 2 (condition: tipping, control) X 3 (level of progress: low, medium, high) ANOVA revealed a significant main effect of condition, F(1, 

286) = 17.41, p < .001. The main effect for level of progress and the condition X progress interaction were both marginally significant, 

all Fs > 2.52, ps = .08. Participants in the tipping conditions indicated a significantly higher likelihood of getting a blood test (M = 5.37, 

SD = 1.81) than those in the control conditions (M = 4.44, SD = 1.91), t(290) = 4.30, p < .001, suggesting that overall being the tipping 

point was indeed more motivating. A closer analysis revealed that at low and medium progress levels, participantsô likelihoods of getting 

a blood test were significantly higher when they were the tipping point, all ts > 3.16, all ps < .003. However, for high progress level, 

being the tipping point was not more motivating than the baseline, t(108) = .64, p = .53.   

 

One reason tipping points are more motivating when they are earlier, rather than later, could be that large contingent monetary incentives 

might have ñcrowded outò motivation (Deci 1975; Lepper, Greene, & Nisbett 1973). Therefore, in Study 2, we pit the impact of being 

the tipping point against small, non-contingent monetary incentives. The scenario used was very similar to the one in Study 1. 

Participants were randomly assigned to one of five conditions. The tipping condition informed participants that they could be the 10
th
 

person who tipped the donation from 50¢ to $1 for everyone. Participants in the non-tipping condition were told that they could be the 

10
th
 person, and the donation would still be 50¢ per head. Finally, those in one of three non-contingent incentives conditions were not 

told about otherôs behavior, and were informed that [$1, $5.50 or $10] would be donated to a charity on their behalf if they got a blood 

test. Participants indicated their likelihood of testing (1 = yes, 0 = no).  

 

We replicated the effect that social incentives were more effective than nonsocial incentives (M = 75.47% vs. 58.67%), ɢ
2
(1) = 3.98, p < 

.05. Further contrasts revealed that percent of participants who agreed to getting a blood test in the tipping condition (M = 85.71%) 

differed from the non-tipping condition (M = 75.47%), ɢ
2
(1) = 3.36, p < .07, as well as from all three non-contingent conditions, ɢ

2
s > 

4.49 , ps < .04. Results show that being the tipping point in a social group is motivating above and beyond offering monetary incentives 

alone or providing only social information.  
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Finally, we ran a study (Study 3) with real consumer behavior where participants reviewed a restaurant experience in exchange for 

donations to a project that provided lunchbox to kids. There were three conditions: a non-contingent incentives condition offered a $3 

donation; a tipping condition grouped participants with two others, and by reviewing the restaurant, donations for all three participants 

would jump from 50¢ each to $1 each (a total of $1 donated in total if the participant didnôt respond to $3 total if they did); and finally, 

a social no-tipping condition, where the amount donated for each participant was $1, $3 in total for the charity. Using a 7-point scale (1 

= not at all, 7 = a great deal), participants answered a series of questions about how much responsibility they experienced towards other 

participants and towards the kids who would receive the lunchboxes and their feelings of altruism, impact, substitutability and guilt in 

general. Our dependent variable was the percent of participants who provided a review. 

 

Again, we found that setting incentives contingent on social behavior led to a significantly higher percent of reviews than offering 

non-social incentives, (M = 42.73% vs. 33.83%), ɢ
2
(1) = 2.13, p < .04. Further analysis showed that the effect of social incentives was 

driven by the tipping condition as it resulted in participation significantly higher than in social no-tipping condition (M  = 50.00% vs. 

35.71%), ɢ
2
(1) = 2.15, p < .04. Finally, a mediation analysis revealed that the effect of being the tipping point on participation was 

mediated only by participantsô feelings of responsibility towards fellow participants, rather than feelings toward the recipient or general 

feelings of altruism, guilt, substitutability or impact. 

 

For more information contact: anikL@darden.virginia.edu 
 
Avoiding Overhead Aversion in Charity 

Uri Gneezy, University of California San Diego, USA 
Elizabeth Keenan, Harvard Business School, USA* 
Ayelet Gneezy, University of California San Diego, USA 

 
How can charities use initial large donations to maximize contributions from other potential donors? Traditionally, charities have used 

these financial gifts to solicit additional donations by announcing the initial donation as ñseed money,ò or using it in a ñmatching modelò 

in which the charity uses the initial funds to match every new dollar donated. We propose a third alternativeðusing the initial donation 

to cover a charityôs overhead costs (i.e., administrative and fundraising costs), thereby allowing all subsequent donations to be overhead 

free, and go directly to the cause.   

 

Donors tend to avoid charities that dedicate a high percentage of expenses to administrative and fundraising costs, limiting the ability of 

nonprofits to be effective. In this paper we test whether designating early large gifts to cover overhead costs increases donorsô 

willingness to contribute to a charity. Charities are interested in maximizing the total funds raised and are agnostic about whose 

donations cover overhead costs. Consumers, however, seem to have clear, strong preferencesðthey want to have their donations be put 

to ñgoodò useðprogramming.  

  

We begin our empirical investigation with a laboratory experiment in order to: 1) provide empirical support for our assertion that an 

increase in overhead costs associated with a donation decreases giving, 2) to gain insight into what drives overhead aversion, and 3) to 

test our proposed solution in a controlled environment.  

 

In a between-participants design, we randomly assigned 449 participants to one of five treatments. All participants were presented with 

short descriptions of two charities: Kids Korps USA and charity: water. In all five treatments, we asked participants to decide which of 

the two charities should receive a $100 donation. Participants were told that there was no overhead associated with donations made to 

mailto:anikL@darden.virginia.edu
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Kids Korps. For charity: water, we manipulated two aspects of the overhead associated with donations. First, we varied the overhead 

level associated with participantsô donations to charity: water. In treatment 1, there was no overhead, in treatment 2 the overhead 

associated with the donation was 5% (i.e., we sent $95 to charity: water if participants chose it), and in treatment 3 the overhead was 

50%. Our dependent measure was the proportion of donations given to charity: water. 

 

The results of the first three treatments support our assertion regarding overhead aversion. The majority of participants in the ñno 

overheadò treatment (73.33%) donated to charity: water. This proportion decreased to 66.67% in the ñ5% overheadò treatment, though 

not significantly using a test of proportion (z=0.98; P=.33). When overhead costs were 50%, only 49.43% of participants chose to donate 

to charity: water, which is significantly lower than the proportions observed in the no overhead (z=3.27; P<.01) and 5% overhead 

(z=2.32; P=.02) treatments. 

 

We can think of two main reasons for donorsô overhead aversion: 1) high overhead might imply that an organization is inefficient, or 

even corrupt or 2) individuals might feel they made a greater impact when they know they are helping the cause directly than when their 

contribution pays the salary of a charityôs staff member, which is consistent with the theory of impact philanthropy (Duncan, 2004). 

 

Treatments 4 and 5 were similar to treatments 2 and 3, respectively, with one important difference: in addition to providing overhead 

information, we informed participants that ñsomeone else already covered this cost for your contribution, so for every dollar youôll 

donate the entire $1 will go to ñcharity: water.ò If overhead is used as a signal of efficiency, then we should not observe a difference in 

overhead aversion between treatments 2 and 4 or treatments 3 and 5, as the quality of this signal is the same. If, however, the observed 

overhead aversion is driven by a decrease in the perceived impact the donor experiences with respect to her donation, then the proportion 

of individuals choosing to donate to charity: water in treatments 4 and 5 would be similar to that observed in the no overhead treatment 

(Treatment 1). 

 

The results reject the efficiency explanation, and are in line with the personal impact explanation. In treatment 5, at 50% covered 

overhead, 71.43% of participants donated to charity: water, which is not different than donations in treatment 1 (no overhead, z=0.29; 

P=.77) and is significantly higher than those in treatment 3 (50% uncovered overhead, z=3.00; P<.01).   

 

Next, in order to test the effect of an ñoverhead-freeò donation opportunity on actual donations, we conducted a large field experiment 

with a foundation that specializes in education. The foundation purchased the right to send a one-time donation request letter to 40,000 

potential US donors who donated to similar causes in the preceding five years. Participants were randomly assigned to one of four 

treatments: Control (a standard request for support), Seed (included additional information about an initial large donation having already 

been received), Match (included additional information about an initial large donation that was being used to match donations 1:1), and 

Overhead (included additional information about an initial large donation being used to cover all overhead costs). Participants were 

asked to give $20, $50, or $100. 

 

Overall, the campaign raised $8,040 through the Control treatment (M = $0.80 per solicitation). The amount raised in the Seed treatment 

was 64% higher than the Control treatmentð$13,220 (M = $1.32 per solicitation). An intention-to-treat analysis revealed this difference 

was significant (t(19998)=5.89, P<.001). The amount collected in the Match treatment was $12,210ð52% more than in the Control 

treatment (t(19998)=4.85, P<.001; M = $1.22, SD = 7.12 per solicitation). This amount was not significantly different from the amount 

collected in the Seed treatment (t(19998)=.99, P=.32). Finally, the foundation raised $23,120 (M = $2.31 per solicitation) in the 

Overhead treatmentða significant increase relative to the Control (188%; t(19998)=14.29, P<.001), Seed (75%; t(19998) = 8.30, 

P<.001), and Match (89%; t(19998)=9.26, P<.001) treatments. 
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While it is important to educate donors about the importance of overhead costs and how they can be used to improve the effectiveness of 

charities, the method of an ñoverhead-freeò donation appears to simultaneously address individualsô concerns about overhead and 

increase overall giving. 

 

For more information contact: ekeenan@hbs.edu 

 
When is it Better to Give or Receive? Kindness, Happiness, and Reciprocity in the Chain of Giving 

Minah Jung, New York University, USA* 
Silva Kurtisa, Georgetown University, USA 
Leif Nelson, University of California Berkeley, USA 

 
People are kinder when paying for someone else than for themselves (Jung, Nelson, Gneezy, & Gneezy, 2014). This behavior is at least 

partially guided by peopleôs inaccurate perceptions of othersô behavior; something about pay-it-forward seems to lead people to infer the 

appropriate social norm to be kinder. What about pay-it-forward enforces such a norm? Pay-it-forward has two quite different features: 

receiving versus giving a gift. Which one is the most powerful influence on behavior? In three studies we investigate the underlying 

mechanism behind paying-it-forward by disentangling the social forces of reciprocation and generosity.  

  

Grant and Dutton (2012) found that people are kinder when they reflected on giving benefits to others than receiving because giving 

enforces a prosocial identity as a caring a capable person, while receiving makes people to feel indebted and incompetent. In Study 1, we 

tested this argument in the pay-it-forward (PIF) framework by manipulating the salience of the giving versus receiving feature of PIF at 

a local restaurant. All diners (N = 94) were informed that their meals had been paid for by another customer and they could 

pay-it-forward to another customer. At the end of their meal, each group of diners received their check with a card with our salience 

manipulation. Customers paid more when their card emphasized that they could pay for someone else than when it emphasized that 

someone had paid for them, Ms = $20.42 versus $11.09).  

  

These results suggest that generosity might be a stronger force than reciprocation. Study 2 further examined how these forces operated in 

the presence or absence of direct social pressure. In Study 2, we conducted our experiment at an art museum using the same salience 

manipulation as in Study 1. But this time museum visitors (N = 836) paid either anonymously or directly to the receptionist. In the giving 

condition, visitors paid a similar amount whether they were paying anonymously or directly, (Ms = $3.08 versus $3.27), but in the 

receiving condition people paid significantly more when paying directly than anonymously, (Ms = $3.76 versus $2.37). 

  

If people were kinder when reminded of giving than reminded of receiving, does giving make people feel happier than receiving? In 

Study 3, we examined whether or not peopleôs levels of generosity hinged on how happy they felt about giving an act of kindness and 

their prediction on the recipientsô happiness. In this study we collaborated with the Social Coin, a company that provides its clients a 

customizable online platform to foster and track acts of kindness across generations of participants in a pay-it-forward chain. The Social 

Coin mints its own coins that allow users to track their coin as it changes hands when s/he completes an act of kindness to another person. 

Participants (N = 300) were randomly assigned to one of two implicit reference points for kind acts; they were encouraged to complete 

either a small (e.g., make/buy a cup of coffee) or a large act of kindness (e.g., make/buy dinner) for someone. Before and after 

paying-forward kind acts, they reported forecasted and experienced happiness of others and themselves on our customized social  

coin website.  

 

 

mailto:reczek.3@osu.edu


68 

Givers of a kind act were happier when they completed a small act of kindness than a large one (Ms = 5.69 versus 5.88) but recipients 

were equally happy regardless of the size of the kind act (Ms = 6.37 versus 6.34). Givers and recipients of a kind act displayed 

asymmetric beliefs about othersô happiness. Recipients were happier than givers predicted them to be, (Ms = 6.54 versus 6.17) and givers 

were less happy than recipients predicted them to be (Ms = 5.69 versus 6.28). These results suggest that the power of giving might come 

from giversô underestimation of how positive recipients view the giversô kind act. 

 

For more information contact: minah.jung@stern.nyu.edu  
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Emergency Reserves-The Benefits of Providing Slack with a Cost 

Marissa Sharif, UCLA Anderson School of Management, USA* 
Suzanne Shu, UCLA Anderson School of Management, USA 

 
In this research, we propose that including emergency reserve within a goal will improve performance by both 1) increasing motivation 

and 2) persistence after failure. We define an emergency reserve as pre-defined extra slack around a goal that can be used if needed but 

at a small cost. In this research, we compare Reserve goals to Hard Reference Point goals and Easy Reference Point goals. Reserve goals 

have a difficult reference point plus an additional emergency reserve (e.g., 1500 calories per day + 700 optional weekly ñemergencyò 

calories).  Hard Reference point (Hard RP) goals have the same difficult reference point without the additional reserve. Easy Reference 

point (Easy RP) goals have an easier reference point with the reserve already incorporated into their goal (e.g., 1600 calories). 

 

Since the reserve imposes a small cost, we hypothesize that people will try to treat the goal without the reserve as their primary reference 

point, keeping the reserve mentally separated from the goal. Prior research has suggested that people are sensitive even to psychological 

costs (Soman & Cheema, 2011; Thaler & Shefrin, 1981). Therefore, Reserve participants will try to reach a more difficult reference 

point compared to an Easy RP goal and this will ultimately lead to better performance (Heath, Larrick, & Wu, 1999; Locke, Shaw, Saari, 

& Latham, 1981).  

 

In Study 1, 217 participants were randomly assigned a time goal to type a series of CAPTCHAs. Participantsô goals were to finish the 

task within 210 seconds in the Easy RP condition, within 210 second but aim to complete the task within 180 seconds in the Aim 

Condition (general flexibility goal), within 180 seconds with an additional 30 seconds of ñemergency timeò in the Reserve condition, 

and within 180 seconds in the Hard RP condition. Participants in the Reserve condition typed CAPTCHAs significantly faster than Easy 

RP participants, p < .05, while Constrained Aim participants and Hard RP participants did not.  

 

In Study 2, 226 participants were randomly assigned a goal specifying how many days they need to complete a CAPTCHA task 

throughout a week. In addition to receiving one-dollar daily for completing the task, participants received a five-dollar bonus if they 

completed their goal. Participantsô goals were to complete the task five days out of the week in the Easy RP condition, five days but aim 

to complete the task every day in the Aim condition, and every day in the Hard RP condition and Reserve condition. However, Reserve 

participants were also told up to two missed days would be excused if they needed it and that they would still receive their bonus but not 

the daily payment for the missed days. Reserve participants were significantly more likely to receive their bonus than Easy RP 

Participants, p < .01, Constrained Aim Participants, p < .05, and Hard RP participants, p < .001. Reserve participants were also more 

likely to complete the ñeasierò goal (five days a week) than the Hard RP participants, p < .05. Participants who failed their goal in the 

Hard RP condition completed the task fewer days than those who failed with reserves, p = .07. This study suggests that participants with 
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reserves may perform better than those with Hard RP goals if the task involves persistence over time. Many individuals are likely to fail 

at least once throughout long-term goal pursuit.  Prior research has revealed that failure to meet a goal can lead to a deterioration in 

subsequent performance (Polivy, 1976; Soman & Cheema, 2004).  The reserve may be able to inhibit the negative effects of goal 

violation by offsetting the negative emotions associated with a failure. 

 

Lastly, in Study 3, 597 participants were asked to complete three word searches within a specified amount of time. They were assigned 

randomly to Easy RP [Beat 2 word searches], Hard RP [Beat 3], High-Low [Beat 2 or 3], or Reserve [Beat 3, with one emergency point 

if you fail] goals. After completing an easy word search, participants were randomly assigned to a condition in which they were likely to 

either fail the second word search (Fail Condition) or succeed at the second word search (Success Condition). After failing or 

succeeding, they were able to choose to try the third word search or move on to the next part (our measure of persistence). Participants 

had to successfully complete their goal in order to try to qualify for a future survey. 

 

We found that participants with Reserves were more likely to persist compared to those with Easy RP goals, p = .002, and High-Low 

goals, p = .045 in both conditions. After reaching the easier reference point, participants in the High-Low and Easy RP conditions are 

satisfied and do not try to complete the third word search, but Reserve participants persist. This suggests that participants in the Reserve 

condition are adhering to the more difficult reference point (scoring 3 points) more than those in the High-Low and Easy RP conditions. 

Additionally, Reserve participants are more likely to persist in the face of a sub-goal failure. The Reserve thus may also decrease the 

psychological impact of a sub-goal failure. 

 

We also found a 2 (Failure vs. Success) x 2 (Reserve vs. Hard RP goal) interaction predicting persistence, p < .001.  In the Failure 

condition only, participants were significantly more likely to persist after failing in the Reserve condition compared to the Hard RP 

condition, p < .001. Additionally, within the failure condition, we found a negative and significant mean indirect effect of Hard RP goals 

compared to Reserve goals on persistence through the serial mediators of satisfaction and determination (a1 x d21 x b2 = -.08), with a 95% 

confidence interval excluding zero (-.19 to -.023). After failing the second word search, participants in the Hard RP condition felt less 

satisfied and determined and thus abandoned their goal, consistent with goal violation literature. However, participants in the Reserve 

condition continue to persist even in the face of the failure.  

 

For more information contact: marissa.sharif.1@anderson.ucla.edu    
 
Silver Spoons and Platinum Plans: How Childhood Environments Affect Adult Healthcare Decisions 

Chiraag Mittal, University of Minnesota, USA* 
Vladas Griskevicius, University of Minnesota, USA 

 
Despite recent efforts, why do millions of people still have no health insurance and millions more remain severely underinsured? One 

contributing reason is that some people might not be able to afford health insurance. Yet studies show that health insurance policies are 

affordable to a large proportion of the uninsured (Bundorf and Pauly 2006). This suggests that lack of money alone does not fully explain 

why millions of people choose to forego health insurance.  

 

Accordingly, considerable research has examined factors that influence insurance decisions (for a review, see Kunreuther and Pauly 

2006). In this research, we propose that peopleôs health insurance decisions are influenced by an unlikely factorðtheir childhood 

socioeconomic status (SES). Furthermore, we propose that the effects of childhood SES on healthcare decisions are different depending 

on whether they are driven by peopleôs risk-taking propensity or their risk perception.  
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We predict that, in general, people from wealthier (vs. poorer) households would desire more insurance. This effect would be especially 

observed under conditions of financial threat and would be mediated by differences in risk-taking propensity between people from 

different childhood backgrounds (Studies 1 and 2). These predictions are derived from recent work showing that growing up in low-SES 

(vs. high-SES) environments is associated with greater (lower) risk-taking especially in response to financial threats (Griskevicius et al. 

2011, 2013).  

 

However, we also propose that the interactive effect of childhood SES and financial threat on desire for health insurance can be reversed 

(Studies 3 and 4). This would happen when people are first provided with base rate information (e.g. 5%) associated with a health risk. 

We propose that when such base rates are salient, people from low (high) SES backgrounds would desire more (less) health insurance 

because of overestimating (underestimating) their own risk. We base this prediction on recent work showing that people from low (high) 

SES backgrounds feel a low (high) sense of control in response to financial threats (Mittal and Griskevicius 2014). And because low 

(high) sense of control is associated with pessimistic (optimistic) expectations (Klein and Helweg-Larsen 2002), we reason that 

controllability would affect peopleôs judgments of being affected by a health risk (risk perception) consequently influencing desire  

for insurance.  

 

We conducted four experiments to test our predictions. In Study 1, participants were randomly assigned to either a control or a financial 

threat condition. In the financial threat condition, people wrote about three things that indicate that the economy is becoming 

unpredictable and resources are becoming scarcer. Those in the control condition wrote about things that indicate that the economy is 

stable. Next, participants imagined that they currently didnôt have health coverage and indicated the likelihood that they would purchase 

coverage in the near future. Finally, participantsô childhood and current SES was assessed using established measures. Results revealed 

no difference in desire for insurance in the control condition. However, in the financial threat condition, people from wealthier 

backgrounds indicated a higher willingness to buy insurance as compared to those from poorer backgrounds (F(1, 136) = 4.45, p = .037). 

This interaction effect remained even after controlling for current resources. 

 

Study 2 sought to conceptually replicate this effect and test the mediatorðpeopleôs risk-taking propensity. After being assigned to either 

a control or a financial threat condition, participants indicated their maximum willingness to pay (WTP) for health insurance. They also 

indicated their willingness to take risks which served as our mediator (Blais and Weber 2006). Replicating Study 1, results revealed that 

people from wealthier (poorer) backgrounds indicated a higher (lower) WTP for health insurance in the financial threat condition (F(1, 

116) = 14.44, p < .001). A similar interaction effect was observed for risk propensity showing that financial threat led people from poorer 

(wealthier) backgrounds to increase (decrease) their risk-taking behavior. Finally, mediation analyses confirmed that the effect of 

childhood resources and financial threat on WTP for health insurance was mediated by risk-taking propensity.  

 

Study 3 examined whether making base rates salient reverses the pattern of results. Participants were again assigned to either a control or 

a financial threat condition. They were next told that the chances of getting a disease for the general public is 5% (the base rate), and were 

asked to indicate their likelihood of buying insurance against it. As expected, results revealed that making base rate salient led people 

from poorer (wealthier) backgrounds to have greater (lower) desire for insurance in the financial threat condition (F(1, 96) = 8.16,  

p = .005).  

 

Study 4 sought to replicate this effect and test for the underlying mechanism. The study design was identical to Study 3. After the 

manipulation, everyone saw the base rate and indicated their likelihood of buying health insurance as well as their perception of being 

affected by the disease (proposed mediator). Results once again revealed that making base rate salient led people from poorer (wealthier) 

backgrounds to have greater (lower) desire for insurance in the financial threat condition (F(1, 121) = 11.16, p = .001). Furthermore, as 

predicted, people from poorer (wealthier) backgrounds overestimated (underestimated) their likelihood of getting affected by the disease 
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(F(1, 121) = 20.8, p < .001). Finally, mediation analysis revealed that risk perception mediated the effect of childhood SES and financial 

threat on desire for insurance when base rate information was salient.  

 

Taken together, our work makes several contributions to the consumer behavior literature. First, we show that childhood environments 

can impact peopleôs healthcare decisions independent of their current affordability. Second, we provide mediational evidence showing 

that childhood SES influences healthcare decisions via two different psychological mechanisms ï risk-taking propensity and risk 

perception. Third, the current studies are the first to show that childhood SES can influence health risk perceptions. Finally, whereas low 

childhood SES is often associated with poor decision-making, we find that making base rate salient led people who grew up poor to be 

more motivated to seek health coverage. In sum, this work has important implications for a broad audience, including researchers 

interested in healthcare decisions, financial threats and scarcity, childhood environments, and public policy.  

 

For more information contact: mitt0172@umn.edu  
 
The Rating Polarity Effect: Overcoming the Surreptitious Influence of Implicit Numerical Associations on Consumer Judgments  
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People often use numeric ratings to evaluate things that they encounter in life, e.g., products, job candidates, research proposals. 

Numeric ratings can be presented using a rating format where larger numbers indicate that something is better (1=bad, 5=good) or with 

reversed rating poles where smaller numbers indicate that something is better (1=good, 5=bad). How might a difference in rating 

polarity influence peopleôs judgments? When asked this question in a pretest, 79% of participants believed that a difference in format 

would not affect their evaluations. In this research, we argue that this belief is misplaced because people underestimate the strength of 

the implicit numerical association they have in memoryðan association that leads to proactive interference that influences their 

judgments such that their evaluations are less responsive to numeric differences in quality what evaluating products with a quality rating 

format that uses a numerical association opposite the one they hold in implicit memory. We refer to this as the rating polarity effect and 

contribute to the literature on proactive interference (Burke and Srull 1988; Jonides and Nee 2006; Keller 1987; Keppel and Underwood 

1962; Wickens, Born, and Allen 1963) by identifying this new form of proactive interference for numerical associations and 

demonstrating the role that implicit memory plays in this persistent interference effect. 

 

As described by Jacoby (1991), measuring the extent of interference between implicit associations and explicit rules requires comparing 

outcomes where the implicit association and explicit rule are consistent versus when they are inconsistent. In all of our experiments, we 

compare two conditionsðone where the numerical association of the rating format and the numerical association in implicit memory are 

consistent (consistent rating polarity condition), and another condition where the numerical association of the rating format and the 

numerical association in implicit memory are inconsistent (inconsistent rating polarity condition). If there is no interference between the 

implicit numerical association in memory and the numerical association used in the rating format, then judgments in the consistent and 

inconsistent rating polarity conditions should be identical. However, if the judgments and decisions vary across the two conditions, then 

this is evidence for interference, and the difference in evaluations between participants in the consistent versus inconsistent rating 

polarity conditions reflects the extent of interference (Jacoby 1991).  

 

The first three experiments demonstrate the robustness of the rating polarity effect. In the context of a first-bid auction, experiment 1a 

demonstrates that the rating polarity effect manifests such that those participants that evaluated a high quality mug using 
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smaller-is-better (inconsistent) rating polarity bid less on it than those that used bigger-is-better (consistent) rating polarity (Minconsistent = 

$2.70, Mconsistent = $4.42, F (1, 70) = 4.80, p = .03), even though the numerical ratings were conceptually equivalent. Experiment 1b 

demonstrates that the rating polarity effect can influence visual perception by examining the difference in how low versus high quality 

products are evaluated depending on the polarity of the rating format. In the consistent rating polarity condition, participants saw the 

high quality product as demonstrating significantly greater improvement in the before and after photographs (Mhigh = 78.3) than the low 

quality product (Mlow = 68.8, F(1, 165) = 7.48, p < .01).  However, in the inconsistent rating polarity conditions (smaller-is-better), the 

effect of quality rating is eliminated (Mhigh = 72.8 versus Mlow = 73.1, F(1, 165) = .007, p = .93. Experiment 1c shows that this rating 

polarity effect persists even when making repeated decisions for 15 products of varying quality levels. Repeated measures regressions 

revealed a significant rating polarity x product quality interaction for both purchase intent (ɓ = ï.36, p < .01) and willingness-to-pay 

measures (ɓ = ï.25, p < .01), indicating the presence of interference. The direction and size of the coefficients suggests that participantsô 

evaluations were less sensitive to numeric differences in quality ratings when using rating polarity with a numeric association 

inconsistent with the implicit numerical association they have in memory. 

 

We posit that this effect persists because people cannot easily overcome the spontaneous interference the stems from implicit numerical 

associations in memory and demonstrate the underlying role of implicit memory by showing that the cultural variation for implicit 

numerical associations, mindsets that vary propensity to rely on implicit v. explicit memory, and direct measures of propensity to rely on 

implicit memory can moderate this effect.  

 

Experiment 2 demonstrates the cultural variability of the effect with Germany participants, who have a smaller-is-better numerical 

association in implicit memory. Repeated measures regression revealed a significant rating polarity x product quality interaction for  

both purchase intent (ɓ = ï.39, p < .01) and willingness-to-pay measures (ɓ = ï.04, p = .06), indicating the presence of interference,  

and that German participantsô evaluations were less sensitive to difference in numeric ratings when using a bigger-is-better  

numerical association. 

 

Experiments 3a (manipulated) and 3b (measured) show that the rating polarity effect is attenuated by a mindset that encourages reliance 

on implicit memory (Fukakara, Ferguson, and Fujita 2013; Smith and Trope 2006; Rim, Uleman, and Trope 2009). Significant 3-way 

interactions both experiments (3a: ɓ = ï.20, p < .01; 3b, ɓ = ï.02, p = .01) and follow-up contrasts indicate that the rating polarity effect 

is attenuated for those participants in a more concrete mindset, that rely less on implicit memory. 

 

Using individual difference measures of implicit and explicit memory, the final experiment demonstrates that the individual difference 

measure of implicit memory moderates the rating polarity effect (ɓ = ï.01, p = .05) but the individual difference measure for explicit 

memory does not (ɓ = .002, p = .59). 

 

Together these studies suggest that the rating polarity effect stems from spontaneous interference from the implicit numerical association 

in memory when using a rating system with opposite rating polarity. Our results have important implications not only for theory but also 

for survey interface design and the presentation of summary statistics used to inform decision-making.  

 

For more information contact: ellie.kyung@tuck.dartmouth.edu  
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Consumers love brands, and marketers in turn invest a great deal of effort in making their brands appealing and powerful. One approach 

that marketers use to enhance brand image is the communication of arroganceði.e., a display of superiority, accomplished by 

disparaging others (Brown, 2012; Johnson et al., 2010). One example is the slogan of Arrogant Bastard Ale: ñHated by many. Loved by 

few. Youôre not worthy.ò  

 

Presumably, marketers adopt an arrogant image for a brand because arrogance conveys positive connotations, such as heightened quality 

and status, which appeal to consumers (Tiedens et al., 2000). However, arrogance may also induce feelings of inferiority (Tiberius & 

Walker, 1998). In light of this duality, we propose that in some cases consumers may decide to avoid arrogant brands even when they 

perceive those brands as high in quality and status. Specifically, we identify prior self-threat as a factor that may encourage consumers to 

avoid arrogant brands. We suggest that consumers with a priori unfavorable self-perceptionsðthat is, consumers who feel weak, 

powerless, or low in self-worthðwill be less able than consumers with more positive self-perceptions to tolerate the psychological threat 

(i.e., the feeling of inferiority) induced by brand arrogance, and will therefore be more motivated to protect themselves from that threat. 

Consequently, consumers with unfavorable self-perceptions (i.e., consumers whose self is a priori threatened) will be more likely to 

decide to avoid the arrogant brand.  

 

We further suggest that the decision to avoid an arrogant brand may reflect not only passive, protective behavior (i.e., a withdrawal in the 

face of a psychological threat), but also an active means of restoring self-worth, via an expression of self-determination and free will 

(Deci & Ryan, 1985; Fitzsimons, 2000; Inesi et al., 2011). Accordingly, we posit that arrogant brand avoidance may function as a means 

of rebuilding consumersô self-perceptions.  

 

Studies 1a through 1c aimed to establish the hypothesized basic effect of prior self-threat on the decision to avoid (versus select) arrogant 

brands. These studies therefore manipulated participantsô self-threat (present vs. absent), and then asked participants to choose between 

an arrogant brand and a competing less-arrogant brand. Study 1a, which involved a self-expressive product (of a fictitious fashion 

brand), confirmed that self-threatened (vs. non-threatened) participants were less likely to select an arrogant brand (37% vs. 64%, 

ɢ2(1)=4.20, p<.05). Study 1b replicated these results using a utilitarian product (of a fictitious cleaning-wipes brand): Self-threatened 

participants, compared with non-threatened participants, were less likely to choose (50% vs. 83%, ɢ2(1)=5.73, p<.05) and wanted to 

purchase fewer packs of the arrogant brand (1.12 vs. 2.87, t(47), p<.05). Study 1c showed that prior self-threat (vs. absence of threat) 

decreases arrogant brand selection even when decisions involve real (beer) brands and actual choices (42.3% vs. 80%, respectively, 

ɢ2(1)=6.62 p<.05). 

 

Study 2 was designed to confirm that the effect observed in studies 1a through 1c can be attributed to brand arrogance rather than to other 

brand features.  To that end, in Study 2 we manipulated both participantsô self-threat (present vs. absent) and the slogan of the focal 

brand (arrogant vs. non-arrogant) while controlling for other brand and product features. Then, we asked participants to choose between 

the focal brand (which was either arrogant or not) and an alternative neutral-image brand. Self-threatened participants were less likely to 

choose the focal brand over the alternative when the focal brand was arrogant (37.5%) than when it was not arrogant (84.4%, ɢ2(1)=9.58, 

p<.01). Conversely, arrogance did not affect the choices of non-threatened participants (p>.4; interaction: ɢ2(1)=2.85, p=.09).  

 

Study 3 examined the underlying process that drives the tendency of self-threatened participants to avoid arrogant brands. We predicted 

that a priori self-threatened (vs. non-threatened) consumers would be more likely to feel inferior in the presence of arrogant brands, and 

that this sense of inferiority would influence their tendency to avoid the arrogant brands. After a self-threat manipulation, participants 

chose between an arrogant brand and a less-arrogant alternative brand, and also rated their sense of inferiority. Arrogant-brand selection 

was lower among self-threatened participants (52.9%) than among non-threatened participants (76.5%, ɢ2(1)=4.12, p<.05), and sense of 
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inferiority mediated this effect (CI 95%: -.833 to -.003). Study 3 also showed that arrogant brand avoidance helps restore favorable 

self-perceptions: Self-threatened participants reported more positive self-perceptions following arrogant-brand avoidance (M=3.88) 

than following arrogant-brand selection (M=3.44, t(66)=2.08 , p<.05). In contrast, the self-perceptions of non-threatened participants did 

not depend on their choice (p>.1).   

 

Study 4 explored a possible contingency for our effect: If it is true that consumers avoid arrogant brands when they feel a need to protect 

their self from further harm, then those whose self-perceptions have been boosted prior to brand exposure should be less motivated to 

protect their self, and therefore less likely to avoid arrogant brands. Study 4 indeed demonstrated that when self-perceptions receive a 

boost prior to brand exposure, avoidance of arrogant brands declines. After a self-threat manipulation, we changed participantsô relative 

height perceptions to manipulate whether or not their self-perceptions were enhanced (Duguid & Goncalo, 2012). Participants then 

chose between an arrogant brand and a competing less-arrogant brand. Self-threatened participants whose self-perceptions had been 

bolstered by a sense of tallness were more likely to choose the arrogant option than participants who felt relatively short (77.5% vs. 

37.9%, ɢ2(1)=3.21, p<.01). However, perceived relative height had no effect on non-threatened participantsô choices (ɢ2(1)=0.12, p>.9; 

interaction: ɢ2(1)=2.75, p<.05). 

 

Taken together, the current findings contribute to our understanding of how consumers react to brand communications that convey an 

image of arrogance, and illustrate the key role that self-threat plays in these reactions. Our findings may have important implications for 

consumers, by making them more aware of the influences that a brandôs image may exert on their behavior and wellbeing; and for 

marketers, by suggesting that while adopting an arrogant image may attract some customers, it is likely to repel others, and so the 

decision to employ arrogance as a marketing tool should be taken with caution. 

 

For more information contact: niram@huji.ac.il  
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Keepinô it Cool with Sunglasses: Examining How and When Cool Products Make for Cool Consumers 

Amy Dalton, Hong Kong University of Science and Technology* 
Lili Wang, Zjejiang 

 
The question of how cool becomes active in directing thought and action has received little theoretical analysis and empirical attention. 

Of particular importance from a consumer psychology perspective is the role of consumption and marketing in activating cool. As noted 

by Belk et al., ñConsumers now look for cool in the marketplace more than within themselvesò (2010; pg 183), making consumption 

increasingly instrumental for creating and reinforcing coolness. Critical to understanding what drives cool, then, is identifying which 

aspects of our day-to-day consumer experiences mentally activate cool and affect how people think and act with respect to coolness. We 

posit that using a symbolically cool product may activate cool, thus making the source of activation a consumerôs own actions. We rely 

on sunglasses to study this issue. 

 

Study 1 surveyed consumers regarding the behaviors and products they consider cool. The survey moved from open- to close-ended 

questions (to minimize demand effects) and included a wide range of traits/behaviors (to allow for comparative hypothesis testing). We 

found that sunglasses were the most commonly listed ñcool productò and were rated cooler than other fashion accessories and garments 

(e.g., scarves and jeans). In terms of cool behaviors, factor analysis established two dimensions: emotional composure (e.g., calmness  
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under pressure) and nonconformity (e.g., slacking at school). These findings prompted us subsequently to manipulate cool activation 

using sunglasses, and to measure cool activation using emotional composure and academic underachievement.  

 

Our first experiment, however, tested whether consumers wearing sunglasses (under the guise of a product evaluation task) pay more 

attention to people and brands that are cool over those that are neutral with respect to coolness. This study provides a strong test of cool 

activation because attention is less controllable than behavior, and because attention to cool stimuli is less subject to alternative 

explanations than behavioral measures. Attentional bias was examined in a dot probe task (MacLeod et al. 1986), which presents pairs of 

images simultaneously on a computer monitor. After the images disappear, a dot appears in place of one of the images and participants 

indicate whether the dot is on the right or left. If participants attend more to one image over the other, they will be faster to detect the dot 

when the dot replaces that image. Thus, response times should be faster when the dot replaces a cool image (e.g., Johnny Depp or 

Harley-Davidson) versus a neutral image (e.g., Mickey Mouse or Volvo). The results confirmed that people wearing sunglasses 

exhibited a greater attention bias to cool images compared to people in a control condition, for whom the sunglasses were visible on the 

desk but were not worn during the task (F (170) = 3.89, p = .05; note: Satterthwaite adjusted df).  In addition, people wearing sunglasses 

exhibited a greater attentional bias on trials where cool images were present compared to control trials where cool images were absent (F 

(95) = 3.28, p = .07). These findings suggest that wearing sunglasses guides attention toward perceptual input that is cool. 

 

Study 3 tested whether consumers wearing sunglasses underperform academically and exhibit emotional composure, hallmarks of cool 

behavior. Again under the guise of product evaluation, half were instructed to wear sunglasses throughout the study and half simply saw 

the sunglasses on their desk. Participants completed an ñEnglish language ability testò in which they received 5 minutes to generate as 

many words as possible from a set of scrambled letters (Dewall et al. 2011). Next, they were randomly assigned to receive positive or 

negative performance feedback and subsequently completed measures of shame, guilt and pride (Tangney and Dearing 2002). 

Compared to control participants, those who wore sunglasses performed worse on the test (t (99) = ï 1. 96, p = .05), consistent with the 

notion that cool kids reject achievement norms and slack at school. They also maintained their composure, expressing less intense 

feelings of shame (F (1, 97) = 8.92, p < .004), guilt (F (1, 97) = 6.64, p = .01), and pride (F (1, 97) = 25.10, p < .001) in response to 

performance-related feedback. Importantly, performance did not predict emotions; rather, and as predicted, wearing sunglasses 

produced two independent effects: academic underperformance and emotional composure. 

 

Study 4 tested whether these behavioral effects depend on the perception that sunglasses are cool. Participants were randomly assigned 

to sunglasses or control conditions before viewing a web-blog and advertisement that portrayed sunglasses either as cool or healthy (i.e., 

for UV-protection). Next, they completed a so-called filler task, a math matrices task (Gino et al. 2010), before answering questions 

about the website. Performance on the filler task was our dependent variable. As predicted, fewer matrices were solved in the sunglasses 

condition than the control condition but only when sunglasses were portrayed as cool (F (1, 162) = 10.76, p =.001) and not healthy (F < 

1). Thus, as predicted, sunglassesô symbolic meaning is critical to obtaining effects on cool behavior. Moreover, because wearing 

sunglasses did not affect performance in the healthy condition, we rule out the possibility that sunglasses impair performance through 

cognitive load or distraction.  

 

Study 5 teased apart three completing underlying mechanisms ï stereotype/construct activation, implicit self-perceptions, and explicit 

self-perceptions ï by testing moderation by self-awareness and mediation by self-perceptions. Participants were assigned to the 

sunglasses or control condition. Self-awareness was manipulated in a ñme/not meò self-description task (Markus 1977) in which 

participants indicated whether a series of personality and behavioral traits describes them (ñmeò) or not (ñnot meò). The low 

self-awareness condition was instructed to respond to items quickly, while the high self-awareness condition was instructed to respond 

accurately. Thus, self-perception was based on accessibility (introspection) in the low (high) self-awareness condition. All accounts 

make similar predictions under low self-awareness, predicting cool traits are more accessible in the sunglasses (vs. control) condition. 

Critically, predictions vary under high self-awareness. The explicit self-view account predicts that people wearing sunglasses continue 
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to perceive cool traits as self-descriptive and to underperform academically. That is, a process whereby people consciously infer they 

possess cool traits and thus behave cooler would not be weakened by self-awareness (Bem 1972). Conversely, the two 

accessibility-based accounts predict that high self-awareness attenuates the effect of wearing (vs. not wearing) sunglasses, consistent 

with the notion that self-awareness undermines accessibility effects (Wheeler et al.  2008). The accessibility-based accounts can, 

however, be teased apart. Stereotype/construct activation implies a direct effect but implicit self-perception is indirect, with 

self-perception mediating behavior. Our findings supported the implicit self-perception account: people wearing sunglasses 

automatically internalize self-perceptions associated with coolness, and this drives cool behavior. 

 

Study 6 examined whether imagining oneself wearing the product, as one might do when shopping online, would yield similar effects as 

wearing sunglasses. Building on enclothed cognition theory (Adam and Galinsky 2012), we predicted that physical engagement with a 

product is necessary for a consumer to integrate a productôs identity-related qualities into the self. Therefore, mere imagination of 

oneself wearing sunglasses should not cause cool behaviors. Our results supported this argument.  

 

For more information contact: amy.dalton@ust.hk 
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Prior research examining gender differences in environmentalism has typically found that women are more likely than men to be 

eco-friendly in their attitudes, intentions and behaviors (Carlsson-Kanyama and Räty 2010; Cottrell, 2003; Dietz, Kalof, and Stern, 

2002; Levin, 1990; Kallgren, Reno, and Cialdini 2000; Tiller 2009; Zelezny, Chua, and Aldrich, 2000). Explanations offered by prior 

research for the gender gap in environmentalism have focused primarily on dispositional personality traits. For example, womenôs 

concern for the environment has been attributed to their tendency to be more prosocial, altruistic, and empathetic (Dietz, Kaloff, and 

Stern 2002; Lee and Holden 1999). Women also display superior perspective taking and a stronger ñethic of care,ò which have both been 

linked to environmentalism (Zelezny Chua, and Aldrich, 2000). In addition, women may exhibit greater commitment to the environment 

because they are more inclined to adopt a future time perspective (e.g., Eisler and Eisler, 1994) and are more distrustful of institutions, 

less focused on economic issues, and more concerned with health and safety (Davidson and Freudenburg 1996). 

 

In this research, we propose a novel explanation for the observed gender gap in environmentalism. Specifically, we contend that this gap 

may arise not only from personality differences between men and women, but also from the motivated attempt of consumers, 

particularly men, to maintain their gender identity. To the extent that environmentally-friendly (ñgreenò) behavior and products are 

perceived as more feminine than masculine, we posit that male consumers may be motivated to avoid or even oppose green products in 

order to safeguard or signal their gender identity. As a result, we predict that when a manôs masculinity has previously been threatened, 

he will subsequently be even more resistant to green products. However, if a manôs masculinity has previously been affirmed, his 

likelihood of selecting green products may increase because he feels less compelled to assert his masculinity through his subsequent 

product choices.  On the other hand, because women tend to be less preoccupied with maintaining gender identity, we do not expect 

their preference for green (vs. non-green) products to differ even if their gender identity had been situationally affirmed or threatened.  

 

Evidence from three empirical studies is consistent with these predictions and lends support to our proposition that the motivated 

maintenance of gender identity contributes to the gender gap in environmentalism. 
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Study 1 aimed to test our basic assumption that green (vs. non-green) products are perceived to be more feminine than masculine. To do 

this, we administered an Implicit Association Test (IAT) to measure participantsô attitudes towards the gender-affiliation and greenness 

of products.  As expected, participants were significantly more accurate and faster in responding when ñgreenò and ñfeminineò were 

paired than when ñnon-greenò and ñmasculineò were paired (see Figure 1). 

 

Study 2 aimed to test whether the association between green products and femininity affects person perception. Because our theory 

suggests that the fear of being considered less masculine is what drives men to avoid green products and behaviors, it was important to 

test whether this stereotype (that ñgreenò men are more feminine) indeed exists. Participants read a scenario in which two men left 

different checkout lanes at the grocery store; one man carried his groceries in a plastic bag, while the other carried his groceries in a 

reusable canvas bag.  Participants then described the extent to which various traits described each man.  As expected, the man carrying 

the reusable canvas bag was perceived as not only more green, but also more feminine than the man carrying the plastic bag. 

 

Study 3 aimed to investigate the impact of affirming versus threating participantsô gender identity on their preferences for green vs. 

non-green products. If our theory is correct that men avoid green behaviors in order to escape being judged by others as feminine, then 

affirming their masculinity should reduce their concern and increase their preference for green products. In contrast, threatening their 

masculinity should increase their concern of being judged as feminine and decrease their preference for green products. No such effect is 

hypothesized for women.  Participants were asked to provide a writing sample and then given false feedback that the writing sample 

indicated that they write more like a man [woman].  Then, in a purportedly unrelated study, participants indicated their preference for a 

drain cleaner that was framed as green [non-green].  As expected, the green product was significantly more preferred by male 

participants whose masculinity was affirmed rather than threatened. However, femalesô preference for a green product was less affected 

by affirming versus threatening their gender identity (see Figure 2).  However, unlike preference for the green product, preference for 

the non-green product was not significantly affected by affirming versus threatening the gender identity of male or female participants. 

 

Together, these findings support our theory that men avoid green behaviors at least in part because they fear being judged as less 

masculine, and highlight the previously undocumented role of gender identity maintenance in menôs avoidance of green behaviors. At a 

conceptual level, these results help to bridge literatures on gender identity maintenance and environmentalism. While prior 

transformative consumer research has tended to focus on facilitating green consumption through enhancing the appeal of green products 

or behaviors to consumers (e.g., Goldstein, Cialdini, and Griskevicius 2008; Griskevicius, Tybur, and Van den Bergh 2010; Kidwell, 

Farmer, and Hardesty 2013), our research differs conceptually in its focus on facilitating green consumption through attenuating 

inhibitions towards green consumption.  In addition, our findings contribute to existing research on how gender stereotypes can affect 

consumer behavior (Jung et al. 2014; Rozin et al. 2012) by identifying conditions under which men engage in gender identity 

maintenance by avoiding green products or behaviors which are considered feminine. Despite a prevalent stereotype that it is not manly 

being green, we show that affirming a manôs sense of masculinity can mitigate his inhibitions about engaging in green behavior and 

increase his preferences for green products.  This strategy could be of considerable value to marketers of green products and 

policymakers who wish to promote green behavior. 
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FIGURE 1 
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FIGURE 2 
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Each of us has a self-concept ï an overall sense of who we are ï that includes the different identities we possess, such as our gender 

identity and social identities (Reed et al 2012). Consumers often express their identities through the consumption of particular products 

and brands (Belk 1988; Berger and Heath 2007), and although they like identity-congruent products and brands, consumers generally 

donôt like being told which products they must choose to express an identity. Rather, consumers seek agency in identity-relevant 

consumption contexts (Bhattacharjee, Berger, and Menon 2014). 

 

But do consumers always seek agency in identity expression? Although consumers generally prefer autonomy in their choices and 

actions (DeCharms 1968; Deci and Ryan 1985; Moller, Ryan, and Deci 2006), not all identities are associated with high levels of 

autonomy. For instance, military members are accustomed to an environment with rigid regulations, and the military identity is 

associated with a distinct lack of autonomy in adherence to those rules. Could the activation of an identity associated with low autonomy 

actually lead consumers to seek lower levels of agency? 
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We propose that each identity is associated with a level of autonomy ï its agency profile. In line with prior research on the behavioral 

dynamics of identity activation (Escalas and Bettman 2005; Mercurio and Forehand 2011; Reed 2004), we further propose that the 

activation of an identity makes salient its associated level of autonomy, and that this leads consumers to seek a level of agency congruent 

with that salient identityôs agency profile.  

 

To begin our investigation, we drew from prior findings to assess which associations relate consumersô sense of agency to their identities 

(Bhattacharjee et al. 2014; Hong and Faedda 1996; Moller et al. 2006). Consistent with this literature, we developed a 6-item 

identity-agency profile scale, IA scale, that examines consumersô identity-specific associations with autonomous versus constrained 

behavior (e.g., ñWhen in a context where my [target identity] is relevant, my freedom of choice is restrictedò; -5 = strongly disagree, 5 = 

strongly agree).  Studies 1 and 2 examined our scaleôs reliability, and suggest that identities are associated with distinct levels of 

agency. Study 3 examined whether the activation of an identity leads consumers to seek a level of agency congruent with that identityôs 

agency profile. 

 

Study 1 examined identity agency profiles using a convenience sample of 25 college students. Participants provided responses to the IA 

scale in a survey including six target identities: gender, nationality, race/ethnicity, family (i.e., son/daughter identity), university student, 

and Greek member (i.e., fraternity/sorority identity). The results revealed a high level of internal reliability (Ŭgender = .78; Ŭnationality = .80; 

Ŭrace/ethnicity = .90; Ŭuniversity student = .81; Ŭfamily = .51; Ŭgreek member = .76) among the IA scaleôs six items, and pairwise comparisons revealed 

significant differences between the target identitiesô composite IA scores. For instance, the level of autonomy associated with the 

nationality identity was significantly more than that associated with the family identity (t(24) = 4.00, p < .001), while the race/ethnicity 

IA score was significantly more than the IA score for the gender identity (t(24) = 2.99, p = .006). These results provided initial evidence 

that identities are associated with different agency profiles. 

 

Study 2 built on our initial findings by examining IA scores for seven identities among a sample of 89 American participants recruited 

from Amazon Mechanical Turk (mturk). Findings revealed a high level of internal reliability among the IA scaleôs six items across the 

identities (Ŭgender = .86; Ŭnationality = .79; Ŭrace/ethnicity = .88; Ŭfamily = .84; Ŭenvironmentally-friendly = .83; Ŭparent = .78; Ŭsports fan = .84), and pairwise 

comparisons again revealed that IA scores differed significantly between distinct identities. For example, participants associated 

significantly higher autonomy with their American identity (M = 1.07) than with their family identity (M = -.19; t(88) = 2.17, p = .032). 

 

Study 3 builds on recent work suggesting that consumers typically prefer identity-referencing messages (e.g., ñA good beer for menò) to 

identity-defining messages (e.g., ñThe only beer for men!ò), because the latter constrain consumersô sense of agency (Bhattacharjee et al. 

2014). We hypothesized that this effect would reverse for low-agency identities, because a lack of agency is congruent with those 

identities. Thus, we predicted that the activation of a low agency identity would lead consumers to prefer an identity-defining (as 

compared to identity-referencing) message. 

 

Study 3 was a 3 (activated identity: son vs. male vs. American) x 2 (message type: identity-defining vs. identity-referencing) mixed 

design with message type as the within-subjects factor. We asked one hundred and sixty-six American men recruited from mturk to 

evaluate different beer brand advertisements. First, we activated participantsô randomly assigned identity (Reed 2004). Second, we 

asked participants to evaluate two counterbalanced advertisements, one with an identity-defining message and the other with an 

identity-referencing message. Finally, participants provided their purchase likelihood for the advertised brand. As hypothesized, a 

two-way mixed ANOVA revealed a significant interaction (F(4,166) = 3.07, p = .018). Further, participants activated with the son 

identity (i.e., low agency identity) reported a higher purchase likelihood in response to the identity-defining message than the 

identity-referencing message (t(166) = 2.58,  p = .011). Finally, those participants activated with the gender identity (i.e., high agency 

identity) had a marginally lower mean purchase likelihood in response to the identity-defining message as compared to the 
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identity-referencing message (t(166) = -1.77, p = .069), while participants activated with the nationality identity (i.e., high agency 

identity) demonstrated similar directional differences in purchase likelihood in response to the identity-defining versus 

identity-referencing message types (t(168) = -.68, p > .05). 

 

In sum, this research shows that identities have agency profiles ï a level of autonomy associated with an identity. We develop a scale to 

measure the agency profile, and we demonstrate that the activation of an identity leads consumers to seek a level of agency congruent 

with the salient identityôs agency profile. 

  

This research contributes to identity research by demonstrating that consumers do not always value agency in identity expression. 

Furthermore, our results inform managers how to better target consumer segments when utilizing identity marketing messages. 

 

For more information contact: smorgan@bus.miami.edu 
 
Ironic Consumption 

Caleb Warren, Texas A&M University, USA* 
Gina S. Mohr, Colorado State University, USA 

 
Consumers typically covet the meanings associated with the products they use (Belk 1988; Levy 1959). Most Rolex wearers want to 

seem classy, gangsta rap fans want to seem tough, and flag wavers want to seem patriotic. But sometimes consumers use a product while 

trying to dissociate from the meaning or identity it normally signals. Consider an atheist who collects Bible action figures, a marijuana 

smoker who wears an anti-drug shirt, or an urban millennial who drinks Pabst beer while wearing a trucker hat. Our research explores 

cases like these in which consumers use a product (brand, style, behavior, etc.) to be ironic. 

 

Although there is an established literature on literal symbolic consumption ï that is, using products to signal who you are or avoiding 

products to signal who you are not (Belk, 1988; Berger & Heath, 2007; Douglas & Isherwood, 1978; Veblen, 1899) ï far less is known 

about ironic consumption. To explore the prevalence of, and motivations for, ironic consumption, we conducted a study on mTurk (N = 

417). Over 20% of respondents reported consuming a product ironically. Examples included outdated fashions (e.g., a watch from the 

90s), styles associated with subordinate social groups (e.g., dressing like a nerd), and products suggesting a behavior from which the 

consumer abstains (e.g., a non-smoker wearing a Marlboro hat). The most common reason participants offered for ironic consumption 

was that they wanted to be humorous. Disparaging or mocking others was the next most frequently mentioned reason. 

 

The goal to be funny, while dissociating from the productôs prevalent meaning, is what distinguishes ironic consumption from literal 

symbolic consumption. However, in order for ironic consumption to elicit humor, the audience needs to both recognize that the 

consumer is being ironic and perceive the ironic consumption to be humorous. Therefore, our second study investigates when people 

detect ironic consumption and our third study examines how they evaluate ironic consumers. 

 

People detect linguistic irony when an utterance is the opposite of what the speaker intends (Utsumi, 2000), and they detect situational 

irony when an occurrence is the opposite of what they would normally expect (Lucariello, 1994). We similarly expect that people will 

detect ironic consumption only when the meaning or identity associated with a consumption behavior is different than the meaning or 

identity of the consumer (hereafter, an incongruent product). However, not all incongruent products should seem ironic. Consumers 

often use incongruent products because they covet an aspirational identity (Simmel 1957). For example, a child wears a Lakers jersey not 

to be ironic but because he wants to be an NBA star. We therefore hypothesize that irony will be detected only when a consumer uses an 
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incongruent product associated with a lower status group (e.g., a cool kid who dresses like the dorky kids). When consumers use an 

incongruent product associated with a higher status group (e.g., a dorky kid who dresses like the cool kids), the consumption will seem 

literal rather than ironic.  

 

We tested our hypothesis using a 2 (consumer status: high, low) x 2 (product status: high, low) between-participants experiment. 

Undergraduates (N = 374) read about a high school student who is part of a popular clique of juniors and seniors (high status consumer) 

or part of an unpopular clique of freshman (low status consumer). Each clique is associated with a distinct fashion style (either ñpreppyò 

or ñgrunge;ò pairing counterbalanced). Participants read that the student dresses either like his own clique or the other clique. 

Participants indicated that the clothing choice was ironic only when the high status student dressed like the low status clique (M = 3.64). 

Incongruently dressing like the high status clique didnôt make the low status student seem ironic (M = 2.63) nor did using a congruent 

product, regardless of whether the student was from the high status clique (M = 2.18) or low status clique (M = 2.33; interaction:  

p < .001). 

 

Consumers use products ironically in attempt to be funny, but will their attempts succeed? People perceive humor when they arenôt 

personally bothered by something that seems threatening or wrong; in other words, when a violation seems benign (Veatch, 1998; 

Warren & McGraw, 2015). Consumers who ironically use a product are essentially mocking the behavior of a lower status group (a 

violation). People who personally embrace the identity associated with a product are less likely to consider the ironic consumption of 

that product benign (McGraw & Warren, 2010). For example, a consumer ironically wearing a D.A.R.E. shirt is more likely to irk 

anti-drug advocates than people who are more accepting of drug use. Therefore, we hypothesize that the ironic use of a product (e.g., a 

D.A.R.E. shirt) will only seem funny to people who donôt embrace the identity typically associated with the product (e.g., people tolerant 

of drugs). Instead of perceiving humor, those who value the productôs literal meaning (e.g., anti-drug people) are predicted to dislike 

consumers who use the product ironically.  

 

Consistent with these predictions, an experiment in which undergraduate participants (N = 221) evaluated a consumer who wore a 

D.A.R.E. shirt either to support the program or to be ironic found that evaluations depended on participantsô attitudes towards the 

D.A.R.E. program. Participants with a favorable attitude of D.A.R.E. did not think the consumer was funny and liked him significantly 

less when he wore the shirt to be ironic. Conversely, participants with a worse attitude towards D.A.R.E. thought the consumer was 

funnier when he wore the shirt ironically (interaction: p < .05) and their impression of him was less negative than D.A.R.E. advocates 

(interaction: p < .001). Interestingly, however, even participants with a relatively unfavorable attitude towards D.A.R.E. and who 

considered the ironic use of the shirt humorous had a less favorable impression when the consumer wore the shirt ironically.  

 

In sum, consumers sometimes use products ironically, typically to try to be humorous. However, even when the audience correctly 

detects irony, consumers who use a product ironically tend to make a negative impression on others, especially those who personally 

embrace the predominant meaning of the product.  

 

For more information contact: cwarren@mays.tamu.edu 
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Individual Papers: Feelings in control: Affective influences on purchase and  

consumption decisions 

 

Appreciating What You've Got: The Effect of a Regular Gratitude Practice on Perceived Resource Availability and Materialism 

Hyunjung Lee, University of Texas at Austin, USA* 
Sunaina Chugani, Baruch College, USA 
Jae-Eun Namkoong, University of Nevada, Reno 

 
Consumers typically covet the meanings associated with the products they use (Belk 1988; Levy 1959). Most Rolex wearers want to 

seem classy, gangsta rap fans want to seem tough, and flag wavers want to seem patriotic. But sometimes consumers use a product while 

trying to dissociate from the meaning or identity it normally signals. Consider an atheist who collects Bible action figures, a marijuana 

smoker who wears an anti-drug shirt, or an urban millennial who drinks Pabst beer while wearing a trucker hat. Our research explores 

cases like these in which consumers use a product (brand, style, behavior, etc.) to be ironic. 

 

Although there is an established literature on literal symbolic consumption ï that is, using products to signal who you are or avoiding 

products to signal who you are not (Belk, 1988; Berger & Heath, 2007; Douglas & Isherwood, 1978; Veblen, 1899) ï far less is known 

about ironic consumption. To explore the prevalence of, and motivations for, ironic consumption, we conducted a study on mTurk (N = 

417). Over 20% of respondents reported consuming a product ironically. Examples included outdated fashions (e.g., a watch from the 

90s), styles associated with subordinate social groups (e.g., dressing like a nerd), and products suggesting a behavior from which the 

consumer abstains (e.g., a non-smoker wearing a Marlboro hat). The most common reason participants offered for ironic consumption 

was that they wanted to be humorous. Disparaging or mocking others was the next most frequently mentioned reason. 

 

The goal to be funny, while dissociating from the productôs prevalent meaning, is what distinguishes ironic consumption from literal 

symbolic consumption. However, in order for ironic consumption to elicit humor, the audience needs to both recognize that the 

consumer is being ironic and perceive the ironic consumption to be humorous. Therefore, our second study investigates when people 

detect ironic consumption and our third study examines how they evaluate ironic consumers. 

 

People detect linguistic irony when an utterance is the opposite of what the speaker intends (Utsumi, 2000), and they detect situational 

irony when an occurrence is the opposite of what they would normally expect (Lucariello, 1994). We similarly expect that people will 

detect ironic consumption only when the meaning or identity associated with a consumption behavior is different than the meaning or 

identity of the consumer (hereafter, an incongruent product). However, not all incongruent products should seem ironic. Consumers 

often use incongruent products because they covet an aspirational identity (Simmel 1957). For example, a child wears a Lakers jersey not 

to be ironic but because he wants to be an NBA star. We therefore hypothesize that irony will be detected only when a consumer uses an 

incongruent product associated with a lower status group (e.g., a cool kid who dresses like the dorky kids). When consumers use an 

incongruent product associated with a higher status group (e.g., a dorky kid who dresses like the cool kids), the consumption will seem 

literal rather than ironic.  

 

We tested our hypothesis using a 2 (consumer status: high, low) x 2 (product status: high, low) between-participants experiment. 

Undergraduates (N = 374) read about a high school student who is part of a popular clique of juniors and seniors (high status consumer) 

or part of an unpopular clique of freshman (low status consumer). Each clique is associated with a distinct fashion style (either ñpreppyò 

or ñgrunge;ò pairing counterbalanced). Participants read that the student dresses either like his own clique or the other clique. 

Participants indicated that the clothing choice was ironic only when the high status student dressed like the low status clique (M = 3.64). 

Incongruently dressing like the high status clique didnôt make the low status student seem ironic (M = 2.63) nor did using a congruent 
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product, regardless of whether the student was from the high status clique (M = 2.18) or low status clique (M = 2.33; interaction:  

p < .001). 

 

Consumers use products ironically in attempt to be funny, but will their attempts succeed? People perceive humor when they arenôt 

personally bothered by something that seems threatening or wrong; in other words, when a violation seems benign (Veatch, 1998; 

Warren & McGraw, 2015). Consumers who ironically use a product are essentially mocking the behavior of a lower status group (a 

violation). People who personally embrace the identity associated with a product are less likely to consider the ironic consumption of 

that product benign (McGraw & Warren, 2010). For example, a consumer ironically wearing a D.A.R.E. shirt is more likely to irk 

anti-drug advocates than people who are more accepting of drug use. Therefore, we hypothesize that the ironic use of a product (e.g., a 

D.A.R.E. shirt) will only seem funny to people who donôt embrace the identity typically associated with the product (e.g., people tolerant 

of drugs). Instead of perceiving humor, those who value the productôs literal meaning (e.g., anti-drug people) are predicted to dislike 

consumers who use the product ironically.  

 

Consistent with these predictions, an experiment in which undergraduate participants (N = 221) evaluated a consumer who wore a 

D.A.R.E. shirt either to support the program or to be ironic found that evaluations depended on participantsô attitudes towards the 

D.A.R.E. program. Participants with a favorable attitude of D.A.R.E. did not think the consumer was funny and liked him significantly 

less when he wore the shirt to be ironic. Conversely, participants with a worse attitude towards D.A.R.E. thought the consumer was 

funnier when he wore the shirt ironically (interaction: p < .05) and their impression of him was less negative than D.A.R.E. advocates 

(interaction: p < .001). Interestingly, however, even participants with a relatively unfavorable attitude towards D.A.R.E. and who 

considered the ironic use of the shirt humorous had a less favorable impression when the consumer wore the shirt ironically.  

 

In sum, consumers sometimes use products ironically, typically to try to be humorous. However, even when the audience correctly 

detects irony, consumers who use a product ironically tend to make a negative impression on others, especially those who personally 

embrace the predominant meaning of the product.  

 

For more information contact: sunaina.chugani@baruch.cuny.edu 

 
Haptic Product Configuration: The Influence of Multi-Touch Devices on Experiential Consumption and Sales  

Christian Hildebrand, University of St. Gallen, Switzerland* 
Jonathan Levav, Stanford University, USA 
Andreas Herrmann, University of St. Gallen, Switzerland 

 
Although the use of multi-touch devices across various industries and product domains is increasing, the impact of novel interaction 

modes and device types is unclear both with respect to the economic implications for firms as well as the underlying psychology of 

decision making of consumers (Yadav and Pavlou 2014). From a theoretical perspective, multi-touch devices can be conceptualized as 

temporary extensions of the body sensorimotor space (Gallace and Spence 2010) where the slow stroking of the device surface may 

activate receptors related to the encoding of pleasantness (Olausson et al. 2008). This mirrors prior work on touch and decision making, 

highlighting the role of touch as a driver of object attachment and product liking (Brasel and Gips 2014; Peck and Shu 2009). The key 

hypothesis of the current research is that multi-touch devices have a differential effect on consumersô consumption experience and 

choice. Specifically, the current work posits that multi-touch devices cause consumers to experience the shopping process as more 

experiential and to choose more hedonic product features, leading to ultimately higher-priced products.  
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The conceptual background of the current research is built around recent work on the role of preference modalities and the role of touch 

as a driver of attractiveness and attachment toward objects (Krishna 2012). A prominent finding in the latter research is that objects that 

are actively touched, or come into contact with the self, are judged more positively. These effects were found to be even stronger for 

more affect-rich relative to affect-poor stimuli (Shu and Peck 2011). Yet, these more direct forms of touch may even persist in the 

context of more indirect (or mere) forms of touch using multi-touch devices (Brasel and Gips 2014; Peck et al. 2013). Thus, the central 

proposition of the current research is that the use of multi-touch devices promotes more experiential (shopping) experiences during a 

product configuration task and increases the choice of more hedonic product features, leading to ultimately more higher-priced products. 

 

In Study 1, we examined the influence of multi-touch devices on actual customersô product configurations in cooperation with a large 

European car manufacturer. We collected data of N=95,886 car buyers over a time-span of 2 years and merged two distinct streams of 

data. We combined the data of actual car configurations from the manufacturersô ordering system with on-site tracking data logging 

customersô device information during the product configuration process. In line with our proposition, we find that customers using a 

multi-touch relative to a non-touch device configured significantly more feature-rich cars (MDekstop=19.3, MTablet=21.4, t(95,884)=9.267, 

p<.001) which were ultimately higher priced (MDekstop=ϫ52,461.82, MTablet=ϫ61,563.39, t(95,884)=18.05, p<.001). Although Study 1 

provides initial support for our proposition, the current results are likely to be affected by self-selection and segmentation effects such 

that consumers with a larger disposable income are potentially more likely to own a multi-touch device and, in turn, to configure more 

higher-priced cars. 

  

Thus, Study 2 was designed with the purpose to examine the proposed direction of causality and to assess consumersô subjective 

experiences during the product configuration task. In cooperation with a European market research company, N=205 prospective car 

buyers were pre-screened to own both a tablet and a desktop PC, and were randomly assigned to configure a car for themselves either 

using their own multi-touch device or  desktop PC. As predicted, the use of a multi-touch device relative to a non-touch device caused 

significantly more feature-rich, higher priced cars (MDekstop=ϫ40,100.70, MTablet=ϫ44,566.72, t(203)=5.491, p<.001), consisting of 

significantly more hedonic relative to utilitarian product features (as identified by a pre-test), as well as a significantly more experiential 

configuration experience for consumers (MDekstop=5.18, MTablet=5.82, t(203)=4.423, p<.001). 

 

Study 3 was designed to rule out a series of alternative explanations by (1) using non-owned devices, (2) holding screen size constant, 

and (3) to control for consumersô body position. For this study, a total of N=70 participants were randomly assigned to configure a bike 

for themselves in a lab setting, either using a touch-enabled or a touch-disabled tablet (with mouse input). In line with our theorizing, we 

find that consumers using the touch-enabled tablet configured a larger number of hedonic product features that were ultimately higher 

priced (as rated by a pre-test; MDekstop=202.24, MTablet= 300.82, t(68)=3.984, p<.001), and perceived the configuration process as 

significantly more experiential (MDekstop=4.35, MTablet= 4.87, t(68)=2.009, p<.05). 

 

Studies 4 and 5 were designed to provide an experimental field demonstration and a generalization across product categories 

respectively. In Study 4, we conducted a field experiment in cooperation with a Swiss day spa. In this study, N=75 actual customers 

configured their preferred day spa package for themselves mirroring the experimental setup of study 3 (random assignment to 

touch-enabled or touch-disabled tablet). As predicted, the touch enabled vs. disabled tablet caused significantly higher-priced day spa 

packages (MTouchDisabled=CHF328.89, MTouchEnabled=CHF560.51, t(73)=3.708, p<.001) and, as a side result based on a follow-up customer 

survey, they also perceived a larger relationship closeness toward the company relative to customers using the touch-disabled device 

(MTouchDisabled=4.99, MTouchEnabled=6.39, t(73)=4.064, p<.001). 

 

In Study 5, N=180 MTurk participants chose for each of 28 product categories whether they would choose a tablet device or a PC with 

mouse input to configure a product for themselves. Following the binary choice between both devices, consumers rated each product 

category on a utilitarian vs. hedonic scale based on prior work. A logistic mixed effects model with random intercept per individual 
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revealed that consumers choose multi-touch devices for more hedonic product categories (p<.01). However, qualitative interviews 

revealed that consumers were not aware of the effect that the device itself can have on their purchase decisions. 

 

Overall, the current work contributes to the emerging literature on preference modalities in consumer research, highlighting the interplay 

between technology interfaces and human perception (i.e., haptics). The findings also contribute to and extend prior work on the role of 

touch toward the even indirect (or mere) role of touch via touch-enabled technology interfaces. The findings have important implications 

for companies across various domains, showing that multi-touch devices promote experiential shopping experiences for consumers and 

the choice of more hedonic product features. 

 

For more information contact: christian.hildebrand@unisg.ch 

 
The bright side of dread: Anticipation asymmetries explain why losses are discounted less than gains 

David J. Hardisty, University of British Columbia, Canada* 
Shane Frederick, Yale University, USA 
Elke U. Weber, Columbia University, USA 

 
The desire to have good things immediately is much stronger than the desire to postpone negative outcomes (Thaler 1981).  Though this 

"sign effect" is a robust result, the reasons for it are not well understood. We hypothesize that the desire to postpone losses is weaker than 

the desire to accelerate gains because aversive anticipation of bad things is stronger than the pleasurable anticipation of good ones, even 

after controlling for loss aversion.  Anticipation utility predicts lower discount rates for losses, but has little effect on gains, producing 

the sign effect. This anticipation asymmetry happens because waiting for a gain is a mixed emotional experience that is both pleasurable 

and painful, whereas waiting for a loss is a more unidimensional painful experience.   

 

Loewenstein (1987) famously found that people were willing to pay more for a kiss from a movie star in three days than for an 

immediate kiss, and inferred that the increased value of the delayed kiss was driven by savoring. However, we ran several replication 

studies (Pilot Studies 1-3) and were not able to replicate this finding. This suggests that savoring may be less robust than previously 

thought. In contrast, several papers have documented the importance of dread in intertemporal choice. For example, Berns and 

colleagues (2006) assessed the dread for electric shocks using both self-report and fMRI of brain activation during the period preceding 

them. People who reported greater "anticipatory anxiety" exhibited more activity in posterior elements of the cortical pain matrix, and 

had a stronger preference for immediate shocks. Such results demonstrate the efficacy of self-report measures of dread. The relative 

strength of anticipation for positive vs negative events, however, has rarely been examined, and is our focus.   

 

In Study 1 (n=193), participants chose between $49 today OR $60 in 89 days.  These amounts referenced gains or losses depending on 

the condition to which respondents had been randomly assigned.  Participants were then told to "Imagine expecting to receive [pay] $60 

in 89 days.ò and were asked ñHow psychologically pleasurable or displeasurable would the anticipation be? In other words, how would 

you feel while waiting for it?"   They responded on a 201 point bipolar scale ranging from -100 "strongly dislike the feeling of waiting" 

on the left to +100 "strongly like the feeling of waiting" on the right, with 0 labeled "neutral.ò Participants then answered 26 other 

choices between smaller smaller sooner and larger later rewards [penalties] (all from Kirby, Petry, & Bickel, 1999) and some 

demographic questions.   
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Participantsô desire for immediate gains was stronger than their desire to postpone losses, replicating the sign effect. SS rewards were 

preferred 57% of the time in the gain conditions compared to just 26% preference for LL losses, t(191) = 10.7, p < .001. This implies 

annualized discount rates of 332% for gains and 34% for losses.  

  

Anticipating a future loss was rated as -36 (SD = 46), whereas anticipating a future gain was rated as -5 (SD = 55), t(191) = 5.6, p < .001, 

d = 0.8, supporting our hypothesis. Moreover, these expected anticipatory emotions mediates the sign effect, p < .001. The valence of the 

event in question affects judgments of the associated anticipatory emotions, which in turn predicts preferences between temporally 

displaced outcomes.   

 

In Study 1b (n=100), we show this same pattern of results in a consumer choice setting with a choice between two air conditioning units. 

One option had a cheaper upfront cost but was energy inefficient, wasting money in the long run. We framed the future energy usage of 

both models as gains or losses, between subjects. In the positive frame, 59% of participants chose the "impatient" model, compared with 

29% in the negative frame, t(92) = 3.0, p < .01. Furthermore, this result was mediated by asymmetries in anticipation ratings, replicating 

Study 1a.   

 

In Study 2 (n=169), we demonstrate the robustness of this anticipation asymmetry across twenty different events (10 gain and 10 loss), 

including classics from the literature such as the electric shock and kiss from a movie star. We also demonstrate the assymetry across 

different time horizons, from 3 days to 5 years.  

   

In Studies 1 and 2, we made no attempt to equate the subjective magnitude of positive and negative events.  Thus, our suggestion that 

that dread is stronger than savoring may simply reflect the fact that the set of negative events were more psychologically significant than 

the set of positive events (i.e., loss aversion).  We addressed this in Study 3 (n=106) by presenting each participant with pairs of positive 

and a negative event and dynamically adjusting the magnitudes until each participant was indifferent between accepting or rejecting the 

pair, indicating that the positive and negative event had been subjectively equated. Notably, the median participant was indifferent 

between a $25 loss and a $49 gain for the financial items, replicating the 2:1 ratio typically found for loss aversion (Kahneman and 

Tversky, 1979). Participants then gave their time preferences and anticipation ratings for these tailor matched events. The results 

replicated previous studies, replicating the sign effect in choices, the asymmetry in anticipation, and the ability of anticipation to  

predict choices.  

  

If not loss aversion, then what drives this asymmetry in the anticipation? In Study 4 (n=69), we demonstrate that anticipation of gains is 

a mixed emotional experience, while thinking about losses is a relatively unidimensional experience. Participants rated both the positive 

and negative anticipation of each event on separate questions. We found that when thinking about receiving a future gain, people look 

forward to the event and experience some pleasure while imagining it ("savoring"), but we also feel some deprivation that they donôt 

have it yet ("impatience"), and this makes the anticipation somewhat aversive as well. Overall, then, anticipation of gains is neutral or 

weakly positive. In contrast, when thinking about paying $60 in the future, people dislike thinking about the future loss ("dread"), but 

derive little positive enjoyment from the fact that we donôt have to pay yet ("enjoying the moment"). The net result is strong disutility 

when anticipating future losses.   

 

For more information contact: david.hardisty@sauder.ubc.ca 
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Save Dessert For Last? The Effect of Food Presentation Order on Food Choice and Caloric Intake 

Martin Reimann, University of Arizona, USA* 
David Flores, University of San Franciso, USA 
Raquel Castaño, Tecnológico de Monterrey, MEXICO 

 
Consumers often have to sequentially combine a meal from a set of healthy and indulgent food options (e.g., all-you-can-eat buffet 

restaurants and school cafeterias). In this research, we look at how changing the order of food presentationðdessert first or dessert 

lastðcan substantially alter downstream food choice and caloric intake. Building on the literatures of order effects (e.g., Haugtvedt & 

Wegener 1994) and self-regulation (Dhar & Simonson, 1999; Fishbach & Dhar, 2005), we propose that in long food sequences, a healthy 

(indulgent) food item at the beginning rather than the end of the sequence will lead consumers to balance their first choice and 

subsequently choose higher (lower) calorie dishes and consume more (less). Our reasoning is that, due to a primacy effect, the first item 

chosen in a sequence will influence subsequent choices. Specifically, consumers attempt to resolve the goal conflict that arises from the 

first item by pursuing a competing goal in their remaining subsequent choices. Four studies provide evidence of this effect and the 

underlying mechanism.  

 

Study 1 was a field study conducted in a real cafeteria to test whether positioning a healthy or an indulgent dessert at either the beginning 

or the end of the food lineup affected the choice of main and side dish (light or heavy), and overall caloric intake. Consistent with our 

prediction, we found that 67% of participants selected the lighter main dish when an indulgent dessert was positioned first compared to 

36% when a healthy dessert was positioned first (p < .05), and 70% of participants chose the lighter side dish in the indulgent dessert first 

condition, compared to 39% of participants in the healthy dessert first condition. In addition, participants consumed significantly fewer 

calories when an indulgent dessert was positioned first (M = 581) than when a healthy dessert was positioned first (M = 829; p < .001).  

 

Study 2 was conducted to replicate the findings of Study 1 in an on-line decision making context and to explore the moderating role of 

cognitive resources. Because primacy effects are reduced when an individualôs memories are occupied (Biswas, Biswas, & Chatterjee, 

2009), we expected that participants under cognitive load would be less likely to balance their food choices and caloric intake on the 

basis of the first item. Study 2 had a 2 cognitive load (low, high) x 2 dessert presentation order (first, last) x 2 dessert type (healthy, 

indulgent) between-subjects design. We set up a virtual cafeteria in a web environment that presented foods in sequence. We asked 

participants to select food items to build their meal and to indicate how much of each they would eat. Before participants began selecting 

their foods, we asked participants to memorize a seven-digit number (high cognitive load) or a two-digit number (low cognitive load) 

following a previously established cognitive load manipulation (Shiv & Fedorikhin, 1999). Under low cognitive load more participants 

selected the lighter main dish (77% versus 51%), the lighter side dish (65% versus 34%), and consumed fewer calories (MIndulgent = 737 

versus MHealthy = 916) compared to the healthy dessert first condition (all ps < .05). However, under high cognitive load conditions, there 

were no significant differences in main dish choice, side dish choice, or consumption between the indulgent dessert first condition and 

the healthy dessert first condition (all ps < .10). 

 

In order to garner process evidence we used a ñtwo randomized experiments strategyò (Stone-Romero & Rosopa, 2011). Since 

indulgences can evoke feelings of guilt (Kivetz & Simonson, 2002), and healthy items can signal consistency towards a healthiness goal 

(Fishbach & Dhar, 2005) evoking feelings of deservingness, we hypothesized that guilt and deservingness explain the effect of dessert 

presentation order and dessert type on reward/restraint. In turn restraint/reward responses lead consumers to eat fewer/more calories.  

 

In Study 3a, we tested the first link between order of presentation [first, last] and dessert type [healthy, indulgent] and the proposed 

mediator (restraint/reward). We used a 2 dessert presentation order (first, last) × 2 dessert type (healthy, indulgent) between-subjects 

design and a similar procedure to the one used in Study 2, except that right after participants selected the first item in the sequence, they 
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were prompted to choose between a zero-calorie (restraint) and a high-calorie (reward) drink and to rate how much they had restraint or 

rewarded themselves in their choice of drink. They also rated how guilty (PANAS-X; Watson & Clark, 1999) and deserving they felt 

(Mick & Faure, 1998). Significantly more participants chose the rewarding drink when the healthy dessert was presented first (51%), 

than when the indulgent dessert was presented first (16%). Participants who saw the indulgent dessert first restrained more (M = -31.05) 

than did participants who saw the healthy dessert first (M = 18.43; p < .001) A bootstrapping analysis showed that guilt and 

deservingness significantly mediated the effect of dessert presentation order and dessert type on restraint/reward 

 

In Study 3b, we tested the second link between mediator (restraint/reward) and dependent variable (total calories consumed). 

Participants were assigned to read a scenario that described the positive or negative consequences of food restraint or reward. After 

reading the scenario, participants chose a snack (chocolate bar or granola bar) and indicated what percentage of their chosen snack they 

would eat. Participants in the ñrewardò conditions had a significantly higher caloric intake (M = 151) than participants in the ñrestraintò 

conditions (M = 116; p < .01). 

 

Experiments 3a and 3b show that a healthy dessert presented first in a sequence causes consumers to feel a sense of deservingness, which 

in turn leads consumers to seek reward and consequently eat more calories. On the other hand, an indulgent dessert at the beginning of a 

food sequence leads consumers to feel guilty, which in turn leads consumers to restrain themselves by eating fewer calories. 

 

The results suggest that changing the order of foods in a sequence is a simple environmental intervention that can be used to help 

consumers choose healthier food items and consume less. 

 

For more information contact: reimann@arizona.edu  
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Thatôs Not How I Should Feel: Emotions in Identity Management and Verification 

Nicole Coleman, University of Pittsburgh, USA* 
Patti Williams, University of Pennsylvania, USA 

 
Individuals possess social identitiesðself-labels that provide behavioral guidance and construct the self (Tajfel and Turner 1986). 

Individuals engage in identity management, actively monitoring conformity with the active identity standard (Reed et al. 2012); 

consumers self-regulate their behaviors, thoughts, emotions, and preferences to correspond to these standards (Oyserman 2009). When 

individuals feel a discrepancy from the standard, they engage in verification processes to reassert and reinforce identity possession.  
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Recent work has shown that discrete emotions can be components of the identity standard, facilitating identity enactment (Coleman and 

Williams 2013). However, questions remain regarding in-identity emotional experiences on identity management and verification. 

 

We examine the impact of identity-consistent and inconsistent emotional experiences on identity management. We utilize functional 

views which consider emotions as states of action readiness (Frijda 1986) that enable goal-pursuit (Tamir 2009), and are critical to 

identity-based motivation (Oyserman 2009). We find that as emotions are an important part of the identity standard, feeling an 

identity-inconsistent emotion undermines identity possession, thus prompting self-protection via identity verification.  Specifically, 

experiencing identity-inconsistent emotions creates greater preference for (Study 1) and consumption of (Study 2) identity-relevant 

products. Also, experiencing identity-inconsistent emotions reduces processing resources, consistent with the cognitive demands of 

self-regulation (Study 3).  Finally, when consumers self-affirm to reinforce the self-concept (White and Argo 2009) before 

experiencing an emotion, the need for verification is attenuated (Study 4), further evidence of emotions impacting a need for 

self-protection. These results demonstrate that self-protection processes do not arise exclusively from negative global or trait-based 

self-evaluations, as emphasized in past literature, but rather may occur when an important component, such as emotional states, within 

an identityôs knowledge structure is challenged.  

   

Study 1 used a 3 identity (athlete, volunteer, control) by 2 emotion (anger, sadness) design, leveraging the athlete-anger and 

volunteer-sadness emotion-identity associations. Participants completed a writing task to activate their athlete or volunteer identities 

(Reed 2004). Emotions were manipulated via facial/bodily feedback (Duclos et al. 2007), generating anger or sadness. Finally, 

participants evaluated pairs of products; each included an identity-relevant (e.g., Clif sport bar) and identity-neutral (e.g., Quaker Oats 

bar) product. Relative preference for identity-relevant products captured self-verification (White, Argo, and Sengupta 2012). A 

significant interaction (p < .05) emerged; when athletes experienced the inconsistent emotion of sadness, they had greater preference for 

athletic products than when they experienced anger (p = .034). Similarly volunteers experiencing inconsistent anger had greater 

preference for volunteerism products than those experiencing sadness (p < .05).  

 

Study 2 examined consumption, using a 3 identity (athlete, volunteer, control) by 2 emotions (anger, sadness) by 2 water brands 

(H2Help, H2Sport) design. Identities were activated with the writing task, then they experienced both the emotion induction (a 4-minute 

film clip) and the consumption opportunity. During the film, they could freely drink an 8-ounce bottle of water, labelled H2Help 

(volunteer) or H2Sport (athlete). Water consumed was the dependent variable. The predicted three-way interaction emerged (p < .05). 

Athlete participants who experienced sadness consumed more of the athletic water (H2Sport) than the volunteer water (H2Help; p < 

.0001). Further, those with an athlete identity and given H2Sport consumed significantly more when experiencing sadness than anger (p 

< .05). These results indicate athletes consumed more identity-consistent (H2Sport) water when viewing the sad clip; the inconsistent 

emotion drove self-protective behavior. Similarly, participants with a volunteer identity also consumed water to repair the self after an 

emotion-induced self-threat. Those who saw the (inconsistent) angry clip consumed more of the volunteer-oriented (H2Help) water than 

athletic water (p < .001). Volunteers given H2Help drank more when experiencing anger than sadness (p < .01). Within the control 

conditions, there were no differences in consumption of the water based on either emotion or brand (all p >.2). 

 

Self-threatening experiences create cognitive disruptions (Steele 1997; Lisjak, Bonezzi, Kim, and Rucker 2015). Thus, reduced working 

memory capacity is a hallmark of self-discrepancies. Study 3 measured WMC using a 3 identity (athlete, volunteer, control) by 3 

emotion (anger, sadness, neutral) design. Identities were primed as before, and emotion was manipulated with music. Working memory 

capacity was measured with an OSPAN task; the predicted interaction was significant (p < .001). Athlete participants who experienced 

sadness had significantly lower OSPAN scores than the neutral condition (p = .016), or those experiencing anger (p < .001), evidence 

that experiencing the identity-inconsistent emotion of sadness led to decreases in WMC. Volunteer identity participants showed a similar 

pattern of results; experiencing the identity-inconsistent emotion of anger significantly lowered WMC versus the neutral condition (p = 

.040), or sadness (p < .005). In the control identity condition, there were no significant differences across the three emotions (all p > .39). 
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Study 4 examined whether self-affirmation (asserting personal values) will protect individuals when experiencing identity-inconsistent 

emotions. The study was a 2 self-affirmation (yes, no) by 3 identity (athlete, volunteer, control) by 2 emotion (anger, sadness) design, 

where identity and emotion were activated as in Study 1. Prior to the identity prime, self-affirmation condition participants wrote about 

values (Shrira and Martin 2005). A significant three-way interaction emerged (p < .05), such that in the no self-affirmation condition, the 

identity-inconsistent emotion effects replicated; athletes experiencing sadness had a significantly greater preference for athletic products 

than those experiencing anger (p = .001) and volunteers preferred charitable products when experiencing anger (p < .05). However, those 

individuals who had self-affirmed revealed no difference in preferences for identity-relevant products regardless of emotion (p = .86).  

 

In sum, we examine the role of emotions in identity management. Because emotions are functional and trigger physiological, cognitive, 

and behavioral responses, inconsistency between the individualôs actual emotional state and that implied by the active identity 

undermines the veracity of that identity, triggering self-protection which is satisfied with identity-verification; increased preference for 

and consumption of identity-relevant products. Further, we demonstrate the far-reaching cognitive effects of identity management; 

disruptions to executive cognitive control. We find that inconsistencies in the identityôs emotional standard create a sense of discomfort 

and discrepancy, leading consumers to self-protect; evidence for the importance of emotions in potentiating identity-relevant actions and 

procedures. 

 

For more information contact: ncoleman@katz.pitt.edu 

 
How Feelings of Envy and Social Comparison Promote Innovation Adoption 

Jaeyeon Chung, Columbia University, USA* 
Leonard Lee, National University of Singapore, Singapore 

 
Innovative products can be highly appealing but also very aversive to consumers. On the one hand, innovation adoption is associated 

with a number of positive symbolic qualities that are psychologically rewarding; it signals leadership, a sense of superiority, and a higher 

group status (Fisher and Price 1992). On the other hand, innovation adoption may also expose consumers to unanticipated risks, such as 

performance uncertainty, physical risks, and financial risks (Ram 1989).  

 

In this research, we aim to examine which of these two aspects carry more weight in consumersô mind, particularly when consumers 

experience feelings of envy that arise from social comparison (Cohen-Charash 2008). While envious individuals might focus on the 

positive aspects of innovation as it allows them to improve their threatened self-image, they might also become more alert toward any 

risks that can further damage their already threatened self-image.   

 

To understand whether envious individuals are driven by a compensatory self-enhancement motive or a precautionary self-protection 

motive, we draw upon research on dual-system models (Evans 2003). While people who attend to their feelings tend to process 

information more holistically and automatically, those who attend to their cognition tend to process information more analytically and 

deliberatively. Based on these characteristic differences between the affective system and the cognitive system, we predict that envious 

individuals who attend to their affect are more motivated to repair their negative emotions and are more likely to perceive innovation 

adoption as an opportunity for compensatory self-enhancement. In contrast, envious individuals who attend to their cognition are driven 

by a greater self-protection motive; they are thus more likely to recognize the potential risks of innovative products and respond to them 

more negatively. 
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Experiment 1 was designed to test the basic effect that we hypothesized. Participants (N = 143) either described an individual whom they 

envied (envy condition) or a person whom they knew (control condition) (Cohen-Charash 2009). Following this envy manipulation, in a 

purportedly unrelated study, all participants saw an advertisement for the ñSmart Body Analyzer,ò a smart multi-function, 

health-tracking scale. Lastly, participants responded to the Attention-to-Feelings scale (Salovey et al. 1995). The findings suggest that 

envious (vs. non-envious) consumers who are dispositionally inclined to attend to their feelings respond more favorably to innovative 

products, whereas envious (vs. non-envious) consumers who are inclined to attend to their cognitive thinking respond less favorably to 

innovative products (p = .009). 

 

Experiment 2 conceptually replicated the findings in experiment 1 by using a different method to manipulate envy: We asked 103 

M-Turk participants to complete a Perceptual Ability Test. Participants were told that the goal of the test was to measure how well they 

processed visual information, and that people who performed within the top 15% would receive a reward of $10. After completing a 

series of tasks, half of the participants (envy condition) read the following message on the screen: ñAnother M-Turk participant just 

before you won $10 award! Your score is now entered into our database and your percentile is being calculatedéò; the remaining half of 

the participants (control condition) only read the second half of this message without any mention of another M-Turk workerôs 

performance. Subsequently, participants in both conditions were told that they did not win the $10. (The validity of this manipulation 

was ascertained in a pretest.) In a purportedly unrelated study, all participants then evaluated an innovative multi-function global adapter 

and completed the Attention-to-feelings scale. The results again revealed that envious (vs. non-envious) participants who were 

dispositionally inclined to attend to their feelings rated the global adaper more positively. In contrast, envious (vs. non-envious) 

participants who attended to their cognitive thoughts rated the product more negatively (p =.024). 

 

Besides further replicating these basic results, the next two experiments provided process evidence for our hypothesized dual-process 

account. Experiment 3 employed mediation analysis to show that envious individuals who attend to their cognitive thinking (vs. 

feelings) are more concerned with the potential risks of innovation adoption, hence resisting against adopting new products. Participants 

(N = 104) completed the same essay-writing envy-manipulation task from experiment 1 before evaluating an innovative 

finance-management app, Mint. They also responded to three risk-perception questions (Ram and Sheth 1989), followed by a short filler 

and the Attention-to-Feelings scale. Analysis revealed that not only were the findings from experiment 1 and 2 replicated (p = .010; 

Attention-to-feelings floodlight region significant above 5.79 and belw 3.80), there was a significant moderated mediation of envy and 

attention-to-feelings on attitude toward the app through perceived risk (indirect effect ɓ = .18, 95% CI = .04, .37).  

 

Experiment 4 demonstrated that due to self-enhancement motives, envious individuals who attend to their feelings (vs. cognitive 

thinking) have a more favorable attitude toward innovative products; by testing a boundary condition where some participants had the 

chance to self-affirm before the innovative-product evaluation, we showed that these individuals who were self-affirmed of their positive 

self-image no longer exhibited such a preference for innovative products. Participants (N = 172) were randomly assigned to one of four 

conditions (Envy: yes/no) × (Affirmation: yes/no). Participants first engaged in the same essay-writing envy-manipulation task as 

before. Next, half of the participants (affirmation condition) wrote about their most important life value, while the remaining half of the 

participants described what a typical AAA battery looks like (no-affirmation condition) (Gao, Wheeler, and Shiv 2009). All participants 

then evaluated the Smart Body Analyzer (as in Experiment 1) and responded to the Attention-to-Feelings scale. Consistent with our 

hypothesis, among individuals who were not self-affirmed, we again replicated the cross-over interaction from previous experiments (p 

= .010; Attention-to-feelings floodlight region significant above 5.28 9 and belw 4.27). Importantly, envious participants who were 

self-affirmed prior to the innovation-evaluation task no longer showed such a preference (p = .999).  
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This research contributes to the literature by highlighting the benefits and risks associated with innovative products. More importantly, 

we add to a limited but growing stream of work that examines how envy influences product consumption by suggesting the hidden 

motives (self-enhancement vs. self-protection) that drive consumersô product attitudes. 

 

For more information contact: jchung17@gsb.columbia.edu 

 
Social Bonding without Liking: How Disgust Can Build Unique Social Connections 

Eugenia Wu, University of Pittsburgh, USA 
Andrea Morales, Arizona State University, USA* 
Gavan Fitzsimons, Duke University, USA 
Tanya Chartrand, Duke University, USA 

 
Whether itôs responding with disgust to unsanitary conditions or reacting with fear to the sight of a snake, individuals often experience 

negative emotions in response to threatening situations (Rozin and Fallon, 1987; Izard, 1977). In the present research, we examine how 

emotional reactions to a specific type of threat ï disgust-inducing threats ï influences the extent to which individuals identify with 

others. Importantly, we contrast disgust-inducing threats with fear-inducing threats to demonstrate a unique pattern of group identity 

construction, where liking diverges from identification and bonding.   

 

When faced with a disgust-inducing threat, individuals respond in two key ways: with a strong and immediate distancing reaction, and 

with lowered evaluations of both disgust-eliciting and nearby objects (Rozin, Haidt, and McCauley, 2008). In the context of group 

identity construction, the fact that disgust leads to distancing and lowered evaluations suggests that feelings of disgust should impede the 

formation of a group identity; after all, group identities typically do not result from active avoidance and decreased liking of one another.  

 

Research suggests, however, that emotional states can lead to heightened feelings of group identification and bonding ï even when those 

emotions are negative (Fried, 1963; Tyhurst, 1951; Peterson and Martens, 1972). In particular, research has focused on the role of fear in 

connecting individuals. For instance, prior work demonstrates that not only do feelings of fear lead to increased bonding and 

identification with others, but fearful individuals actually anticipate and desire to form these connections and group identities  

(Schacter, 1959).   

 

In the current research, we build on prior work to suggest that when individuals experience a disgust-inducing threat together, the 

properties of disgust will ñcontaminateò evaluations, leading to lowered liking as well as a lower desire to seek out connections with 

others. Importantly, however, we predict that the shared nature of the disgust experience will nevertheless result in increased 

identification and bonding with others. Thus, we predict a unique situation in which liking decreases, but group identification and 

bonding with other members of the group actually increases.   

 

In study 1, groups of participants were randomly assigned to watch either a disgusting, scary, happy, sad or emotionally neutral film clip 

together.  After watching the film clip, participants were asked to evaluate the clip and to evaluate and indicate the extent to which they 

identified with other members of the group.  Results revealed that relative to participants in other conditions, participants in the disgust 

condition had less favorable evaluations of both the film clip they watched and of the other participants in their lab session. However, 

relative to the control and sadness conditions, participants in the disgust condition (along with those in the fear and happiness conditions) 

reported increased feelings of similarity and closeness with group members, and increased feelings of being connected and bonded.  
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In study 2, participants were primed with disgust, fear, sadness, happiness or control (neutral) before indicating whether they would 

prefer to watch an upcoming film clip alone or with other participants. The emotional content of the film clip was matched to condition 

(e.g., disgust condition participants watched a disgusting clip, fear participants watched a scary clip). Participants then watched the film 

clip together as a group, evaluated it, and indicated the extent to which they identified with other group members. Consistent with study 

1 results, participants in the disgust condition reported less favorable evaluations of both the film clip and other participants in their lab 

session, but increased feelings of similarity/closeness, and of being connected and bonded. In contrast to those in the fear and happiness 

conditions, however, participants in the disgust condition expressed a higher preference for watching the film clip alone rather than with 

others. This suggests that although shared disgusting experiences can result in increased feelings of group identification, disgusted 

individuals do not anticipate or seek out such connections. 

 

In study 3, we focus on examining the conditions under which disgust leads to group identification. This study was a 2 (jellybean flavor) 

by 3 (consumption setting) between-subjects design. Participants took part in a jellybean taste test where they were randomly assigned to 

evaluate either a peach (neutral condition) or vomit-flavored jellybean (disgust condition) before completing measures of group 

identification. Participants were assigned to complete the taste test in one of three settings: 1) all participants in the session were told 

together what jellybean flavor they would be tasting and then tasted the jellybean together 2) all session participants were told together 

what jellybean flavor they would be tasting but then tasted it separately and 3) each session participant was told individually what 

jellybean flavor he would be tasting and then tasted the jellybean alone. Results revealed that relative to the peach (neutral) condition, 

participants who tasted vomit jellybeans had lower evaluations of both the jellybean and the other session participants. Interestingly, 

tasting vomit jellybeans led to increased feelings of similarity and closeness only when the jellybeans were eaten together. 

 

In study 4, we examine whether disgust has to be integral to the consumption in order to elicit the disgust identification effect. This study 

was a 2 (prime) by 2 (jellybean flavor) by 2 (consumption setting) between-subjects design. Participants first viewed a series of ads that 

were designed to prime disgust or neutral emotion. They then tasted either a peach or vomit-flavored jellybean in either a group setting 

(where everyone tasted the same flavor) or alone. Results replicated those of study 3 in that participants who tasted vomit jellybeans had 

lower evaluations of both the jellybeans and other participants relative to those in the peach (neutral) condition. Also consistent with 

study 3, tasting vomit-flavored jellybeans led to increased feelings of similarity and closeness only when the jellybean flavor was 

announced and eaten together. There was no effect of the prime, suggesting that disgust leads to feelings of group identification only 

when consumers actively share a disgusting experience.  

 

Together, these studies suggest that although disgustôs distancing tendencies keep individuals from liking and seeking out connections 

with others, feelings of group identification may arise nevertheless when consumers experience a disgust-eliciting threat together.  

 

For more information contact: acmorales@asu.edu 

 
Comfortably Numb:  Relationships, Affective Numbing, & Consumption Enjoyment 

Lisa Cavanaugh, University of Southern California, USA* 
Jennifer Lee, University of Southern California, USA* 

 
Whether drinking a beverage at a café or trying products at the store, individuals often find themselves in the presence of others. As they 

consume, consumers are often reminded of relationshipsðincluding the relationships they do not have (Cavanaugh 2014). This research 

examines how reminders of lacking socially valued relationships (e.g., romantic relationships, close friendships) can pose a threat to the  
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self (i.e., threat to oneôs sense of worth or social standing) and how coping with such threat impacts what consumers experience, in terms 

of what they taste, feel, hear, and ultimately how they evaluate products. 

 

Since relationships are commonly associated with heightened emotions (Yee, Gonzaga, and Gable 2014), one may presume that 

reminders of not having a relationship should also make one emotional. However, in a world where relationship` reminders are frequent, 

one way in which consumers may cope with painful or threatening reminders that they lack a relationship is by creating emotional 

distance. Limiting emotionality can serve a self-protective function in making undesirable situations less painful (Baumeister, DeWall, 

and Vohs 2009). Thus, we propose that individuals may protect themselves from psychological pain associated with reminders of valued 

relationships through affective numbing.   

 

If consumers cope with relationship reminders by avoiding emotions, they may also diminish their perceptual sensitivity to other 

emotional aspects of their consumption experiences, creating a paradoxical effect where positive experiences feel less pleasant and 

negative experiences feel less unpleasant. We find that consumers become affectively numb following a reminder of lacking a 

relationship, and they derive less enjoyment from positive consumption experiences and greater enjoyment from negative consumption 

experiences. Across six studies (lab and field) we provide evidence that relationship reminders in consumption environments influence 

enjoyment through affective numbing.   

 

In Study 1, participants (N=89) were randomly assigned to a 2 relationship reminder (manipulated: control/romantic) x 2 partnership 

status (measured: single/in a relationship) between-subjects design. Participants viewed a set of magazine advertisements and were told 

that because we were interested in ad memory, some time needed to pass before asking questions about these ads (the cover story). In the 

interim period, they completed an unrelated product evaluation. Using an established relationship reminder manipulation (Cavanaugh 

2014), ads reminded participants of relationships they either had or did not have. The advertisements were identical across conditions 

with the exception of the image featured. Romantic reminder ads featured images of romantic couples, while control condition ads 

featured images of products but no people. After viewing the ads, participants completed a product sampling task, where they tasted a 

chocolate truffle and assessed their consumption enjoyment.  

 

A model predicting consumption enjoyment was estimated with relationship reminder, partnership status, and their interaction as 

predictors. This revealed a significant interaction of relationship reminder and partnership status (p < .05). At baseline (control 

condition), single and coupled participants reported no difference in enjoyment. Coupled individuals across romantic and control 

conditions also reported no difference. However, when reminded of romantic relationships, singles reported significantly less 

consumption enjoyment than coupled participants (p < .03) and singles in the control condition (p < .008). Romantic relationship 

reminders caused singles to enjoy a product significantly less than both coupled individuals and singles not exposed to  

relationship reminders.  

 

Using a different type of relationship (i.e., platonic friendship) and a different sensory modality (i.e., touch), Study 2 (N=68) generalized 

the finding that reminders of not having a relationship significantly reduced consumption enjoyment relative to reminders of having a 

relationship (p < .0003).  

  

Study 3 (N = 92) tested whether relationship reminders lead to the affective numbing we hypothesized using two measures (i.e., 

cognitive-emotional apathy and emotional blunting). Using the same design and procedure as Study 1, but with apathy as the outcome 

measure, participants rated their agreement with three items adapted from the Apathy Evaluation Scale (Marin, Biedrzycki, and 

Firinciogullari 1991). Analyses revealed that when reminded of romantic relationships they do not have, singles reported significantly 

more apathy than coupled participants (p < .02) and singles in the control condition (p < .04). No difference was found for coupled 

individuals across the romantic and control conditions or for singles and coupled individuals in the control condition. Using a second 
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validated procedure for assessing emotional blunting (Twenge et al. 2001), we again found that reminders of not having a relationship 

led to experiencing less emotion across valence (i.e., greater affective numbing).  

 

If consumers who lack relationships are avoiding feeling, affective numbing should limit the pleasure extracted from pleasant and 

displeasure extracted from unpleasant experiences. Study 4 demonstrates this effect to provide additional evidence for affective 

numbing. Participants (N=201) were randomly assigned to a 2 relationship reminder (manipulated: have/no longer have) x 2 product 

valence (manipulated: pleasant/unpleasant) between-subjects design. After recalling a friendship they had or no longer had, they 

completed a product evaluation, sampling either good (sweet) or bad (sour) orange juice (see Lee and Tsai 2014) and rating their 

consumption enjoyment. We found a significant interaction of relationship reminder and product valence (p < .0003). For those 

sampling good orange juice, reminders of no longer having a friendship significantly reduced enjoyment compared to reminders of 

having a friendship (p < .02). However, this effect actually reversed for those sampling bad orange juice, as reminders of no longer 

having a friendship significantly increased enjoyment compared to reminders of having a friendship (p < .006). Study 5 uses a 

conceptually similar setup and the sensory modality of sound to provide evidence of mediation through affective numbing (negative 

experience CI [.0154, .3966]; positive experience CI [-.3254, -.0037]). 

 

Study 6 demonstrates the robustness of our findings using a field study. Customers (N=64) exiting a campus Starbucks encountered a 

relationship reminder: a happy romantic couple (two confederates) situated in a romantic pose. Research assistants, posing as student 

government representatives unrelated to the couple, asked these customers to rate their enjoyment of their drink for a customer 

satisfaction survey. Singles reported significantly less enjoyment than coupled customers (p < .02), regardless of drink type.  

 

For more information contact: lisa.cavanaugh@usc.edu 
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Who will I be tomorrow? How the valence of expected personal change affects future-oriented feelings and choices 

Sarah Molouki, University of Chicago, USA* 
Daniel M. Bartels, University of Chicago, USA 
Hal E. Hershfield, University of California Los Angeles, USA 

 
People are pervasively short-sighted, frequently making decisions in favor of short-term pleasures at the expense of their own long-term 

welfare. One reason for this is that they consider the needs of their future selves to be less important than their current needs and desires. 

In fact, people often think of their future selves as more akin to a completely different person rather than as a mere extension of who they 

are now (Pronin, Olivola, & Kennedy, 2008). In line with this idea, manipulations that increase the amount of expected personal change 

between the current and future self (thus decreasing perceived similarity) reduce feelings of future connectedness and increase 

discounting of future outcomes (e.g., Bartels & Urminsky, 2011).   

 

However, is all change created equal? Although previous research has shown an effect of the magnitude of expected personal change on 

future-oriented behaviors, we explore whether the valence of the change described may also affect future orientation. One possibility is  
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that consideration of the future self is driven entirely by perceived similarity, and thus any significantly large change would cause a 

devaluation of future needs, regardless of valence.  

 

An alternative hypothesis might be that the effect of change on future orientation is in fact moderated by the valence of change. For 

example, because people tend to expect and desire positive personal change over time, these types of changes may seem less threatening, 

leading to greater sense of self-continuity with, liking of, and consideration of the needs of the future self. Through a series of three 

studies, we find that expectations of positive change in fact reliably lead to greater future-oriented choices than expectations of negative 

change, and that this effect appears to be mediated by increased liking of a positive future self.  

 

In an initial lab study, 81 participants imagined either positive or negative personality changes over the next year and were presented 

with a monetary choice involving a time tradeoff over the same time period. We found that participants in the positive change condition 

were more likely to make future-oriented choices by choosing larger-later options than those in the negative change condition, t(69) = 

1.87, p  = 0.066. Those in the positive (vs. negative) change condition also reported greater liking for the person they would be in one 

year, t(65) = 7.34, p < .001, as well as a perception that the person they would be in one year would be more capable, t(65) = 5.30, p < 

.001. Nevertheless, there was no difference in reported overlap and similarity between the current self and the self on one year based on 

valence condition, t(69) = 0.77, p = 0.44. This study provides initial evidence that people are in fact more considerate of the needs of 

positively (vs. negatively) changed future selves, and that this difference may be associated with increased liking. 

 

In a follow-up study, we presented 241 participants in an online sample with a wider variety of hypothetical behavioral choices in 

various domains such as finance, health, and career, rather than using only a single monetary choice. In addition, we introduced a ñno 

changeò condition. This would allow us to pinpoint whether any difference in future orientation is driven by increased impatience in 

response to the prospect of negative change, increased patience in response to positive change, or both, as compared to a baseline state of 

no change. Participants were asked to imagine that in general, their personal characteristics would drastically change in a positive way, 

in negative way, or would remain stable over the next year. They were then asked to indicate the extent to which they would be likely to 

engage in various temporal tradeoffs.  

 

We found an overall effect of the type of change imagined on a composite score of future orientation, F(2, 238) = 7.18, p < .001. In 

particular, those in the positive change and no change conditions showed equal levels of future orientation, t(238) = 1.19, ns, while those 

in the negative change condition showed significantly reduced levels of future orientation, t(238) = 2.49, p = .01. Those in both the 

positive and negative change conditions reported less similarity and less perceived overlap with their future self compared to the no 

change condition. However, whereas imagining positive change led to significantly greater liking of the future self than imagining no 

change, imagining negative change reduced liking of the future self, suggesting once again that liking may be a key driver of 

future-oriented choice.  

 

In a final correlational study, we performed a mediational analysis to confirm whether the association between expected positive change 

and future orientation is indeed driven by liking rather than perceived similarity or overlap. One hundred and ninety-nine participants 

reported the degree of (positive or negative) change they expected on a series of personal characteristics over the next year. They then 

completed a single-item measure of future orientation as well as reporting measures of liking of and perceived overlap with the future 

self. We found that whereas liking positively mediated the relationship between expectations of positive change and future orientation 

(indirect effect: ɓ = 0.047, bootstrap 95% CI = 0.019 ï 0.231), a reduction in perceived overlap had a negative suppression effect on the 

relationship between positive change and future orientation (indirect effect: ɓ = -0.035, bootstrap 95% CI = -0.174 ï -0.013). This 

suggests that the relationship between positive change and future orientation is indeed driven by liking, which is strong enough to 

overcome the negative effect of reduced similarity.  
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In conclusion, we find that expectations of negative, but not positive, change appear to have a deleterious effect of future orientation. 

Although both positive and negative changes may lead to reduced perceptions of overlap and similarity with future selves, the effect on 

future-oriented choice is mitigated for positive change by increased liking for the future self. In contrast, expectations of negative change 

lead to both decreased overlap and decreased liking, which appears to be a particularly harmful combination if we intend for people to be 

more considerate of their own future needs. 

 

For more information contact: s.molouki@chicagobooth.edu  
 
The Trouble with Trying it All: When Variety Decreases Future-Self Connectedness 

Jacqueline Rifkin, Duke University, USA* 
Jordan Etkin, Duke University, USA 

 
The variety-seeking advice ñWhen in doubt, try a little of everything!ò is frequently offered as a way to optimize a decision. Indeed, 

consumer researchers have identified diverse motivations for variety-seeking, including uncertain preferences (Kahn & Lehmann, 1991; 

Kreps, 1979; Read & Loewenstein, 1995), deciding for the future (Salisbury & Feinberg, 2008; Simonson, 1990), and impression 

management (Ratner & Kahn, 2002; Sela & Maimaran, 2015). However, it is still unclear whether this advice is good adviceðthat is, 

scant research has considered the long-term psychological consequences of variety-seeking. Our research examines the impact of 

variety-seeking on perceived connection with the future self, and in particular, when the perception of greater variety in personal 

consumption choices negatively impact future-self connectedness.  

 

Variety-seeking is a common consumption behavior that can signal information about the chooserôs preferences. For example, work 

shows that variety-seeking can signal that the chooser is more thoughtful (Choi, Kim, Choi, & Yi, 2006), interesting (Ratner & Kahn, 

2002), and key to our research, has weaker domain-specific preferences (Sela & Maimaran, 2015). In this research, we propose that 

variety-seeking in personal consumption choices self-signals weak domain-specific preferences, which can challenge consumersô beliefs 

that the aspects that define them will persist into the future (i.e., future-self connectedness; FSC; Bartels & Urminsky, 2011). Research 

shows that consumers with unclear self-concepts (i.e., low Self-Concept Clarity; SCC; Campbell, Trapnell, Heine, Katz, Lavallee, & 

Lehman, 1996) are particularly reliant on external cues to inform the self (e.g., Morrison, Johnson, & Wheeler, 2012; Slotter & Gardner, 

2010), suggesting that these consumersô future-self connectedness (FSC; Bartels & Urminsky, 2011) will be more influenced by 

perceived preference strength. Thus, although choosing (and perceiving) greater variety in personal consumption always signals  

weak domain-specific preferences, we predict that only for consumers with low SCC will these weak preferences cause a decline in 

future-self connectedness.  

 

In Study 1, we manipulated the actual variety of grocery-shopping choices using Simonson (1990)ôs choice architecture paradigm. 211 

participants chose three daysô worth of groceries either simultaneously (1 decision in 1 day) or sequentially (3 decisions over 3 days). As 

expected, participants chose more variety when choosing simultaneously (the ñhigh varietyò condition) versus sequentially (the ñlow 

varietyò condition). Participants then completed the SCC scale (Campbell et al., 1996) and a 3-item measure of FSC (Bartels & 

Urminsky, 2011). After controlling for age, we found the predicted interaction of variety condition and SCC on FSC (B = .021, p = .049). 

Among people with lower SCC, those who made more (vs. less) varied grocery choices subsequently felt less connected to their  

future selves. 

 

In Study 2, we replicated this interaction in the field while holding choice timing constant. 120 participants selected granola bars from 

three bowls containing three granola bar flavors. In the high-variety condition, the three bowls were organized by flavor; in the 
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low-variety condition, the three bowls contained mixed assortments of each flavor (adapted from Kahn & Wansink, 2004). Confirming 

the manipulation, participants chose significantly greater flavor variety in the óorganizedô condition than in the ómixedô condition. Then, 

we collected SCC and FSC. After controlling for age, we found the predicted interaction of variety condition and SCC on FSC (B = .033, 

p = .071). Consistent with study 1, among participants with lower SCC, those who made more (vs. less) varied granola bar choices felt 

less connected to their future selves. 

 

In Study 3, we held the choice constant and manipulated only the perceived variety of consumption choices. 161 participants created a 

10-song music playlist from a bank of 20 songs, and were randomly assigned false feedback indicating that their playlist was either more 

or less varied than the majority of previous participantsô playlists. Then, we collected SCC and FSC. After controlling for age, we found 

the predicted interaction of variety condition and SCC on FSC (B = .028, p = .024), such that among participants with lower SCC, those 

who perceived more (vs. less) variety in choice felt less connected to their future selves. Therefore, regardless of actual choice, the 

perception of greater variety in consumption choices is what makes consumers with low SCC feel less connected to their future selves. 

 

In Study 4, we manipulated SCC and examined the mechanism underlying these effects. After completing a writing manipulation 

previously shown to impact SCC (Hogg et al., 2007), 101 participants completed the perceived variety manipulation from study 3. Then, 

we collected FSC and measured the strength of participantsô song preferences. After controlling for age, we found the predicted 

interaction of variety and SCC conditions on FSC [F(1,96) = 3.78, p = .055]. As predicted, in the low SCC condition, participants who 

perceived their playlists as more varied had lower FSC than those who perceived their playlists as less varied [F(1,96) = 2.88, p = .093]. 

By contrast, in the high SCC condition, FSC did not differ across perceived variety conditions [F(1,96) = 1.16, p > .28]. Furthermore,  

as expected, this interaction was driven by the perception of weak song preferences. Moderated mediation analysis suggests that while 

high variety always signals weak domain-specific preferences, only those with low SCC interpret weak preferences as an indicator of 

lower FSC. 

 

Across several consumption domains, these four studies demonstrate that consumers with low SCC feel less connected to their future 

selves when they choose (or perceive) greater variety in their personal consumption choices. This research contributes not only to the 

literature on FSC by examining a novel antecedent of future-self connectedness, but also to the literature on variety-seeking, by 

highlighting a downside of ñtrying a little of everything.ò 

 

For more information contact: jacqueline.rifkin@duke.edu  

 
Understanding the ñSelfò in Self-Control: The Effects of Connectedness to Future Self on Goal Setting and Striving 

Oleg Urminsky, University of Chicago, USA 
Daniel M. Bartels, University of Chicago, USA* 

 
The exercise of self-control involves setting priorities and adhering to plans, even in the face of immediate temptations. Many decisions 

requiring self-control (weight loss, quitting smoking, saving money, medical treatment compliance, etcé) involve trading off 

consumption or happiness in the present or immediate future with consumption or happiness in the distant future. We posit that a crucial 

variable in such decisions is how a person views her distant future self (i.e., as a different person from her current self or as 

fundamentally the same person, Bartels & Urminsky, 2011).  In five studies, we show that how people view their future selves 

influences intertemporal preferences.   
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A decision maker is more closely linked to the person she will be tomorrow than to the person sheôll be in 10 years, in terms of 

self-defining psychological properties, such as beliefs, values, and ideals. For this reason, she may prefer to allocate benefits to her more 

connected, sooner self at the expense of her less connected, later self.  We propose that when people feel less psychologically connected 

to their future selves (e.g., because they foresee significant changes to the self), they will be less motivated to forego immediate benefits 

to provide long-term benefits for that future self.   

 

In Study 1, we tested the effect of connectedness on making plans.  Graduating seniors (N=105) in the high connectedness condition 

were given the more fluent task of listing two reasons why they would remain the same in the future (vs. 10 reasons in the low 

connectedness condition) indicated that they would allocate significantly more of their resources to those budgetary categories that they 

themselves separately judged to be the most responsible uses of money, suggesting a higher motivation to provide for the future self 

when planning. 

 

In Study 2, participants (N=58) listed New Yearôs resolutions after having induced feelings of high or low connectedness and completed 

a follow-up survey several months later.  Participants in the high connectedness condition chose more far-sighted resolutions (i.e. 

self-rated as more practical and less about enjoyment), on average, than did participants in the low-connectedness condition.  

Controlling for the types of resolutions made, the participants in the high-connectedness condition reported significantly more success in 

keeping their New Years resolutions than did participants in the low connectedness condition.  This effect was driven by the high 

connectedness participantsô ability to sustain effort on their far-sighted, hard-to-maintain resolutions. 

 

In Study 3, we investigated the effect of connectedness on individual choices, and identified awareness of future consequences as a key 

moderator, similar to Bartels and Urminsky (2015). Visitors to a museum (N=251) chose between a low calorie snack and a high calorie 

snack as compensation for having filled out a survey.  In a 2x2 design, we manipulated both connectedness (via a reading passage that 

described either change or stability in identity over time) and whether long-term health consequences of food choices were highlighted 

(via a reminder question about future regrets or a control question about brand awareness). We also measured participantsô BMI.  

Among healthy-range BMI individuals, we find no effect of reminders or connectedness on food choices.  Similarly, when overweight 

participants were not reminded to consider future regrets, there was no effect of connectedness on choices. However, when overweight 

participants (who are more likely to have set weight loss goals) were reminded to consider future regrets, significantly fewer calories 

were chosen in the high-connectedness condition, compared to the low-connectedness condition.  

 

In Study 4, we recruited non-athlete undergraduate participants (N=188) during the school year and measured their connectedness to 

their future self, as well as BMI, and secured permission to access their gym attendance records.  First, we found that participants higher 

in connectedness had significantly lower BMI. Second, among normal-range BMI participants, measured connectedness did not 

correlate with gym attendance.  However, among overweight participants, those higher in connectedness visited the gym significantly 

more often throughout the school year.  

 

In Study 5, we investigated dehumanization (Haslam & Bain 2007) as a potential process by which connectedness affected concern 

about long-term consequences.  Adult participants (N=44) first rated their connectedness to their future self, then completed an exercise 

which measured their dehumanization of their future self.  Lastly, they made choices in a series of health tradeoffs, between present 

discomfort and long-term health benefits. Participants who felt disconnected from their future selves were significantly more likely to 

ñdehumanizeò the future self. High connectedness between present and future selves and low dehumanization of the future self each 

significantly predicted peopleôs willingness to endure pain in the present in order to reduce the likelihood of negative health states 

experienced in old age.  Dehumanization significantly mediated the effect of connectedness on health scenario choices. 
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Our findings demonstrate that how we think of our future selves plays a fundamental role in how we approach self-control dilemmas and 

make tradeoffs between immediate temptations and long-term benefits. 

 

For more information contact: bartels@uchicago.edu  
 
How does future income affect present consumption? The role of future self-continuity 

Anja Schanbacher, London Business School, UK* 
David Faro, London Business School, UK 
Simona Botti, London Business School, UK 

 
How does future income affect present consumption? Economic theory (Friedman, 1956) posits that consumers anticipate lifetime 

earnings and maximize utility by spreading consumption evenly across the lifespan. Consequently, relative to someone expecting no 

income change, a person who expects her income to increase in the future should increase present consumption and someone who 

expects income to decrease in the future should reduce it. However, empirical evidence of such consumption smoothing is inconsistent 

(e.g. Wilcox, 1989). Explanations for observed lack of consumption smoothing have focused on economic aspects, such as liquidity 

constraints (Wilcox, 1989). 

 

Taking a psychological approach, we propose that future income is more likely to influence present spending when consumers perceive 

high future self-continuity ï i.e., when they feel psychologically connected to their future self (Bartels & Urminsky, 2011; Hershfield, 

2011; James, 1890). In line with related research (Bartels & Urminsky, 2015) we examine spending on indulgences, such as a specialty 

coffee or an improved laptop. We argue that people spontaneously perceive higher self-continuity in the case of a future income decrease 

(vs. increase). This is based on the argument that self-continuity is higher when the mental representation of the future is more vivid 

(Tierney et al., 2014), and negative changes are more vivid than positive changes because they are naturally more emotionally charged 

(Baumeister et al., 2001) and lead to more extensive imagination (Bilgin, 2012). Thus, consumers should show decreased likelihood of 

spending on indulgences when expecting an income reduction, but should be less likely to increase such purchases when expecting an 

income increase. Enhancing the sense of future self-continuity should attenuate this asymmetry, leading to an increased likelihood to 

spend among consumers expecting an income increase. 

 

Study 1 tested the prediction that purchases of indulgences are more likely to be affected by future income decreases than by increases. 

We varied current and future income in a scenario and examined the effect of future income on desire to purchase indulgences at present. 

Specifically, participants imagined being a student who either lives on a low income, or receives generous financial support and lives on 

a high income. Participants (N=125) further imagined that graduates from their course of study typically earned a high or low income. 

We found that among participants with high present income, the expectation of a decrease reduced the desire to buy, compared to the 

expectation of no change. However, among participants with low present income, desire to buy did not differ between those expecting no 

change and those expecting an increase. 

 

Study 2 manipulated the direction of the future income change independent of current income and included a test of the proposed 

process. Starting from their actual current income, participants imagined an increase or decrease in three years, or unchanging income. 

Participants (N=238) either read a brief description of their future financial situation (low vividness) or were additionally encouraged to 

imagine their future vividly with the help of images (high vividness). Vividness was intended to increase future self-continuity by 

intensifying emotional response (see Loewenstein, 1996). Participants then rated their likelihood to buy indulgences at present. The 

low-vividness condition replicated the results from Study 1: Compared to no change, consumers were less likely to buy when expecting 
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an income decrease but were equally likely to buy when expecting an increase. In the high-vividness condition, however, expectation of 

an income decrease lowered, and importantly, expectation of an increase heightened the likelihood to buy.  

 

Study 3 used an identity continuity prime to manipulate self-continuity. Participants (N=262) completed a task requiring them to focus 

on either stability (high continuity) or change (low continuity) in identities of brands. This was intended to prime self-continuity, as 

brands are commonly perceived to have human qualities (Aaker, 1997; Van Rekom et al., 2006). In an ostensibly unrelated survey, 

subjects were then presented with income scenarios and buying opportunities as in Study 1. The low continuity condition replicated the 

results from Study 1: among participants with high current income, those expecting a decrease reported lower likelihood to buy than 

those expecting no change; among participants with low current income, those expecting an increase were equally likely to buy as those 

expecting no change. In the high continuity condition, participants with high current income who expected a decrease were again less 

likely to buy than those expecting no change. Importantly, in support of our predictions, here a future income increase (compared to no 

change) raised the likelihood to buy when current income was low.  

 

Study 4 examined natural variation in future income and real choice. Student participants (N=134) were assigned to a high- or 

low-continuity condition. We manipulated future self-continuity by presenting a passage stating that peopleôs core identity changes (low 

continuity) or is stable (high continuity) around university graduation (adapted from Bartels & Urminsky, 2011). Next, participants 

completed measures of current income and expected income after graduation. Participants then made several hypothetical choices 

between basic and indulgent purchasing options (e.g. basic vs. gourmet meal). In addition, we informed participants that they would be 

entered into a lottery for a gift certificate and asked them to indicate their preference for a massage voucher (indulgence) or groceries 

voucher (necessity). On the hypothetical as well as on the behavioral measure, future income was positively related to the likelihood of 

choosing the indulgent options in the high, but not in the low self-continuity condition. 

 

Previous research has linked increased self-continuity to reduced present spending. This research examined how future self-continuity 

affects the weight given to long-term outcomes in financial decisions (future monetary rewards or costs; Bartels & Urminsky, 2011; 

Hershfield, 2011). We provide evidence that future self-continuity moderates the impact of future income on present consumer 

decisions. In doing so, we show that increased self-continuity can boost present spending on indulgences in the case of future  

income increases.  

 

Our findings suggest that people expecting significant income increases in the future may excessively restrict present consumption based 

on a lack of future self-continuity. The findings have implications for public policy as well as consumer welfare. 

 

For more information contact: aschanbacher@london.edu  
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Loss of Sweet Taste: The Gustatory Consequence of Money 

Feng Sheng, Peking University, China* 
Jing Xu, Peking University, China 
Baba Shiv, Stanford University, USA 

 
Human beings have evolved to be sensitive to a variety of rewards. Primary rewards, such as those found in gustatory stimuli (e.g. 

glucose), satisfy biological needs for survival. Secondary rewards, such as money, do not supply physiological substances, but are 
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rewarding because of their instrumental roles in acquiring primary rewards. Although research has demonstrated that primary and 

secondary rewards motivate behavior in similar ways (see Sescousse et al. 2013 for a review), whether and how the processing of these 

two types of rewards interfere with each other are still open questions. In the current research, we sought to examine the interaction 

between the processing of primary and secondary rewards, namely, gustatory and monetary rewards. 

  

Research in neuroscience has shown that gustatory and monetary rewards share overlapping neural substrates, which suggests that the 

two systems are intertwined. For instance, neuroimaging studies found that the orbitofrontal cortex responded not only to gustatory 

rewards (e.g., glucose; O'Doherty et al. 2002), but also to monetary ones (Chib et al. 2009). Other work has shown that a group of 

neurons located at the ventral medial prefrontal cortex, a brain area adjacent to orbitofrontal cortex, responded similarly to both food and 

money rewards (McNamee et al. 2013). Therefore, in terms of neural representations, handling money is analogous to consuming food. 

 

Behavioral evidence also suggests the interweaved processing of monetary and gustatory stimuli. Briers and colleagues (2006) found 

that striving for money increased the motivation to consume calories. Wadhwa, Shiv, and Nowlis (2008) showed that appetite could be 

quelled simply by receiving a dollar. Most relevant to the current work, Quoidbach and colleagues (2010) demonstrated that exposure to 

money caused people to savor and enjoy eating a piece of chocolate less than otherwise. Taken together, these findings revealed the 

reciprocity between monetary and gustatory desiresðbut from a primarily motivational perspective. Given the overlap between neural 

substrates for money and food, we reasoned that the interference between the valuation of monetary and gustatory stimuli might also 

occur at the perceptual level. Specifically, prior research has found that repetitive firing of a common neural population attenuates 

functioning (Henson et al. 2004). Therefore, we hypothesized that handling money would temporarily impair sensitivity to gustatory 

rewards (e.g., sugar) and that the degree of impairment depends on the extent to which money is perceived as rewarding (i.e., valuable). 

  

Experiment 1 investigated whether handling money would temporarily impair gustatory sensitivity to detect primary rewards. 

Furthermore, this experiment also investigated whether the effect was moderated by valuation of money. Specifically, participants 

counted either a stack of bills or a stack of paper. Next, participants completed a modified Harris-Kalmusôs protocol (Harris and Kalmus 

1954), which measured sucrose thresholds by asking participants their sensitivity to different concentrations of sucrose solutions. Last, 

participants completed the 18-item Materialism Values Scale (Richins and Dawson 1992) as a proxy for valuation of money. 

  

As predicted, after counting money, participantsô thresholds of sucrose detection were positively correlated with their valuation of 

money (i.e., the higher materialism score, the higher the sucrose threshold). However, after counting paper, no correlation was found 

between materialism scores and sucrose thresholds. Therefore, we found that counting money not only desensitized the detection of 

sweet stimuli (i.e., sugar), but that this effect was moderated by peopleôs valuation of money. 

  

Experiment 2 further examined the causal relationship between value of money and sensitivity to sugar by manipulating participantsô 

valuation of money. A revised version of the Implicit Association Test (IAT, Greenwald et al. 1998) was used to manipulate 

participantsô lexical association between money and value. Specifically, participants were asked to classify pictures on screen as either 

money or postcard by pressing one of the two assigned buttons and classify words as either high or low value by pressing one of the two 

same buttons. Thus, participants matched money with either high or low value, depending on condition. After manipulating valuation of 

money, participants counted a stack of bills and then completed the same sucrose sensitivity task as in experiment 1. Results showed that 

participants who matched money with high value words, versus low value words, registered higher sucrose thresholds (lower 

sensitivity). These finding replicated the results of our first experiment. 

  

Experiment 3 examined whether counting money impairs sensitivity to sweet stimuli (i.e., sugar) exclusively or gustatory function in 

general. Thus, we investigated the effect of handling money on bitterness thresholds, using a quinine sulfate solution. All experimental  
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protocols were the same as those in Experiment 2, except that the sucrose solutions were replaced by quinine ones. Results showed that 

conceptually associating money with either high value or low value had no effect on sensitivity to bitterness after counting money. 

  

Taken together, our work demonstrated the novel effect that money interferes with the functioning of the human gustatory system. 

Specifically, handling money desensitized a person to gustatory rewards (but not punishments) by elevating sensory thresholds. 

Moreover, we showed that the valuation of money moderated the effect, which further suggests that money influences the gustatory 

perceptions through the reward system. Our work is the first, to our knowledge, that measures the impact of money on the sensitivity of 

the gustatory system and sheds light on the functioning of the reward system across domains. 

 

For more information contact: sheng@pku.edu.cn  

 
Reminders of Money Weaken the Need for Caffeine 

Jannine D. Lasaleta, Grenoble Ecole de Management, France* 
R. Dustin Harding, Grenoble Ecole de Management, France 
Reza Movarrei, Grenoble Ecole de Management, France 
Kathleen D. Vohs, University of Minnesota, USA 

 
To say that energy enhancers are popular is an understatement. Caffeine, the most common energy enhancer, has been labeled the 

worldôs most popular drug (Reid, 2005). Many consumers use energy enhancers to help them achieve their goals and complete tasks.  

 

To say that money is useful for achieving goals and completing tasks is another understatement. Money has been called the worldôs most 

useful tool (Lea & Webley, 2006) and most commonly is given out in return for competent performance.  

   

Past work has found that reminders of money cause people to be motivated and energized to accomplish oneôs own goals (e.g., Mogilner, 

2010; Vohs et al., 2006; Zhou, Vohs & Baumeister, 2009). Given that consumers often turn to energy enhancers to aid goal pursuit, we 

posited that reminders of money could offset the need for or interest in consuming energy enhancing products. If so, then perhaps money 

primes would decrease the desire for energy enhancers, such as caffeine. This prediction was tested and supported in four experiments. 

 

We also formed a mediation hypothesis. Prior work has shown that people who have been experimentally reminded of money report that 

they feel stronger, more competent, and more efficacious (Mukherjee, Manjaly, & Nargundkar, 2013; Zhou et al., 2009). We 

hypothesized that feelings of self-efficacy would underlie the relationship between money primes and desire for energy products, a 

prediction tested in experiments 3 and 4, and found to have support.  

  

Experiment 1 investigated whether reminders of money decreased the interest in consuming caffeinated products. Specifically, 

participants played a counting game involving either dollar bills or bricks then read a description of an energy enhancer, caffeinated 

jellybeans. Next, they were asked to imagine that they were about to start a full day of classes and exams and then indicated how many 

caffeinated jellybeans they would take throughout the day (adapted from Ilyuk, Block, & Faro, 2014). Results showed that, as expected, 

money primed participants indicated they would consume fewer jellybeans than did neutral participants.  

 

This experiment also measured mood to test the alternate explanation that the predicted results could be accounted for by positive affect. 

As expected, the results revealed no differences in mood. 

 

mailto:sheng@pku.edu.cn
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Experiment 2 replicated our effect. Crucially, we tested our hypotheses in the context of real consumption behavior. Participants came 

into the lab and assembled either money or fish puzzles then read a description of caffeinated gummy bears. Next, they were told they 

would begin a difficult counting task and were given the opportunity to eat the caffeinated gummy bears throughout the task. As 

expected, money primed (versus neutral) participants consumed fewer caffeinated gummy bears during a difficult counting task. 

   

Experiment 3 demonstrated the specificity of our effect. We tested whether reminders of money decrease the desire for energy enhancers 

in general, or whether the effect only occurs when having more energy would be beneficial to task performance. According to our theory, 

exposure to money makes energy enhancers less desirable because people feel they are more capable of completing tasks than otherwise. 

However, this effect should only happen when having more energy can improve task performance. Thus, we reasoned that money 

priming only decreases energy enhancer consumption when having more energy is beneficial to the task at hand. When having energy 

does not benefit the task, then money priming should have no effect.  

   

Hence, experiment 3 manipulated whether an energy product was perceived to be beneficial to task performance. Participants first 

completed either a money or seashell puzzle then imagined they were preparing for a mentally strenuous task (i.e., a day full of classes 

and exams, as in experiment 1). Next, participants read a description of an energy-enhancing product, caffeinated jellybeans, that could 

boost mental and physical energy, or physical energy only. Thus, only the first type of jellybean was beneficial to the mentally strenuous 

task. The key outcome was how much of the product they would want to consume. Results revealed an interaction between money prime 

and product type: When the product was beneficial to mental energy, money-primed participants desired fewer energy enhancers than 

neutral-primed participants. However, when the product was not beneficial to mental energy (i.e., the physical energy only jellybeans), 

there was no difference between conditions. 

   

Experiment 4 investigated the differential effects of money on the desire for two supplements: energy enhancers and relaxants. Energy 

enhancers are one type of supplement often considered beneficial to task performance (e.g., people often drink coffee throughout a long 

workday). Relaxants are another type of supplement that, in contrast, are considered detrimental to many of the same tasks energy 

enhancers are thought to aid. If money priming does indeed increase self-efficacy, then the desire for energy enhancers should decrease. 

However, we predicted the opposite effect for relaxants. We reasoned that money-primed surges in self-efficacy should weaken the 

perception that relaxants interfere with performance, therefore increasing the desire for them.  

   

To test these predictions participants assembled a money or seashell puzzle and then viewed a product (gummy candy) that was posed as 

either an energy enhancer or an energy-suppressing relaxant. Next, participants reported how many pieces of the product they would 

consume throughout a day of school exams and classes. Results revealed a money prime by product type interaction. Participants primed 

with money, versus neutral, images indicated they would consume fewer energy enhancers (a replication of our basic effect). In contrast, 

we found the opposite effect for relaxantsðparticipants primed with money indicated they would consume more relaxants than those 

primed with neutral images.  

  

In sum, these experiments demonstrated that exposure to money decreases the desire for energy enhancers. The experiments further 

revealed that this effect only occurs when an energy enhancer is beneficial to task performance (experiment 3) and reverses for 

supplements detrimental to task performance (experiment 4). Additionally, these experiments ruled out alternative explanations of 

affect. These findings not only introduce a unique consequence of reminders of money, but also elucidate the relationship among 

self-efficacy, caffeine consumption, and in turn, consumer well-being. 

 

For more information contact: rex.harding@grenoble-em.com  
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Can Shape Symbolism Be Used to Manage Taste Expectations? 

Fei Gao, HEC Paris, France* 
Tina M. Lowrey, HEC Paris, France 
L. J. Shrum, HEC Paris, France 

 
Crossmodal correspondence is when attributes in one sensory modality are matched with attributes in another sensory modality (Spence, 

2011). Recently crossmodal correspondences between abstract shapes and tastes, which are also referred to as shape symbolism, in the 

food and beverage industry have been shown (see Spence, 2012, for a review). For example, people tend to match rounded shapes with 

smooth-tasting still water and juice, while matching more angular shapes with carbonated sparkling water (Gallace & Spence, 2011; 

Ngo, Piqueras-Fiszman, & Spence, 2012; Ngo et al., 2013); and match sweet milk chocolate with rounded shapes, while matching bitter 

dark chocolate and acidic cheese with more angular shapes (Ngo, Misra, & Spence, 2011; Spence, Ngo, Percival, & Smith, 2013). 

Some researchers contend that the appropriate use of the shape-taste correspondences on food and beverage packaging can help set up 

the right taste expectations in the minds of consumers (Spence, 2012; Spence & Ngo, 2012). Further, they consider that this approach to 

setting consumers taste expectations may operate at a more implicit level. If so, marketers and graphic designers in the food and 

beverage industry may be well advised to set up appropriate taste expectations through shapes displayed on the packaging. However, the 

above contention is just a speculation, and almost no empirical evidence to support it exists currently. Therefore, we conducted three 

experiments to examine whether packaging designed on the basis of shape symbolism can induce corresponding taste expectations, and 

whether this effect is mainly driven at an implicit level or even exists at a subliminal level. 

 

Experiment 1 examined the effects of shape symbolism at an explicit level using word association. We presented two beverage packages 

with angular or rounded labels to participants and asked them to write down the associations concerning the products. We found that 

among the five most-mentioned terms, three belong to the taste category, and the reported frequencies of these three terms were 

significantly different between the packaging with angular labeling and the packaging with rounded labeling (ñcarbonatedò ï 58 vs. 5, 

ñsmoothò ï 0 vs. 39, ñsweetò ï 10 vs. 53), all ps < .05, suggesting that angular labeling is more likely to induce carbonated expectation, 

while rounded labeling is more likely to induce smooth and sweet expectations. However, there was no significant difference between 

the number of people who reported the target terms and who did not, all ps > .05, suggesting that peopleôs taste expectations are indeed 

affected by the shapes, but they may not well realize it at an explicit level. 

 

Experiment 2 examined the effects of shape symbolism at an implicit level using the Implicit Association Test. This is a computer-based 

experiment and consists of seven blocks. Block 1 and 2 were learning tasks, through these two learning tasks we artificially set up an 

association between angular and carbonated and an association between rounded and smooth, which were assumed to be congruent with 

consumersô implicit expectations. Block 3 was a practice task and block 4 was the formal test. Block 5 was the reversal of block 1. The 

aim of the reversal was to artificially set up an association between rounded and carbonated and an association between angular and 

smooth, which were assumed to be incongruent with consumersô implicit expectations. Block 6 was a practice task and block 7 was the 

formal test. We found that participantsô reaction times in block 4 (M=626.94, SD=77.40) were significantly shorter than those in block 7 

(M=703.32, SD=100.56), t (30) = - 4.105, p < .05, suggesting that the artificially-set ñangular labeling or carbonated drinks/rounded 

labeling or fruit juiceò classification tasks are indeed congruent with participants' implicit expectations, while the artificially-set 

ñrounded labeling or carbonated drinks/angular labeling or fruit juiceò classification tasks are incongruent with participants' implicit 

expectations. Thus, we can conclude that the effects of shape symbolism on taste expectations exist at an implicit level. 

 

Experiment 3 further explored and compared the effects of shape symbolism on taste expectations between subliminal and supraliminal 

levels using a masking paradigm. This is also a computer-based experiment and consists of four blocks. In blocks 1 and 2, each trial was 

displayed along a mask ï priming stimulus (i.e., packaging with angular or rounded labels) ï mask sequence and then participants were 
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asked to make a response when they saw a carbonated drink or a fruit juice. The durations of priming stimuli in block 1 (12 ms, 

subliminal level) and block 2 (112 ms, supraliminal level) were different. Blocks 3 and 4 were used to check whether participants can 

accurately perceive the priming stimuli hidden in the masks at both subliminal and supraliminal levels. In these two blocks, each trial 

was also displayed along a mask ï priming stimulus ï mask sequence and then participants were asked to figure out which types of labels 

were displayed and to have a guess if they could not see anything. First, we found that under the subliminal priming condition, 

participantsô correct perception rate to priming stimulus was 0.52 which was at chance level, while under the supraliminal priming 

condition participantsô correct perception rate was 0.92 which was significantly higher than chance level, suggesting that our 

manipulation of subliminal and supraliminal priming was successful. Further, we found that when priming stimulus was congruent with 

target stimulus (i.e., angular labeling ï carbonated drink, rounded labeling ï fruit juice), participantsô reaction times (M = 655.57, SD = 

24.82) were significantly shorter than those of the incongruent condition (i.e., angular labeling ï juice, rounded labeling ï carbonated 

drink) (M = 670.97, SD = 25.64), F (1,28) = 5.21, p = .03 < .05), suggesting that abstract shapes indeed can induce corresponding taste 

expectations. Moreover, the priming effects of shapes on taste expectations had no significant difference between subliminal and 

supraliminal levels, F (1,28) = 0.56, p = .461 > .05, suggesting that the effect of shape symbolism on taste expectations is mainly driven 

at an implicit level and even exists at a subliminal level.  

 

In sum, our findings advance current research on shape symbolism by demonstrating that abstract shapes can induce specific taste 

expectations and by uncovering the inducing mechanism of this effect. 

 

For more information contact: fei.gao@hec.edu  

 
The Impact Of Sample Location On Post-Sampling Desire For The Target Product 

Yanping Tu, University of Florida, USA* 
Christopher Hsee, University of Chicago, USA 

 
Providing product samples is a common marketing practice. For example, Amazon.com invites consumers to ñclick to look insideò  

for sample pages; Godiva offers registered chocolate aficionados free chocolate samples. Samples (e.g., a few pieces of M&Môs) could 

be presented physically inside (e.g., from inside a pack of M&Môs) or outside (e.g., in a sampling cup) the target product (e.g., a pack  

of M&Môs). Does the physical location of a sample matter in terms inducing consumersô post-sampling desire for the target product? 

Normatively, it should not because consumers receive objectively the same samples. However, psychologically, we predict that, 

consumers will perceive their sampling experiences differently, which in turn influences their post-sampling desire for the 

target product. 

 

Our theory comprises two causal links. One is from Sample Location to Perceived Sample-product Overlap (i.e., the perceived overlap 

between the sampling experience and the target product experience). The other is from Perceived Sample-product Overlap to Desire for 

the Target Product. Specifically, building on research on how people mentally represent object relationship (Kosslyn, Ball, and Reiser 

1978; Shepard and Metzler 1971), we propose that, when a sample is physically inside the target product (i.e., inside sample), consumers 

would perceive the sampling experience to be a part of the target product experience and thus the perceived sample-product overlap is 

high. Conversely, when the sample is physically outside the target product (i.e., outside sample), consumers would perceive the 

sampling experience to be separate from the target product experience, and thus the perceived sample-product overlap is low.  

 

Further, building on research showing that consumers disengage from target activities after taking part in a few related actions because 

they feel they have (partially) completed the target activities (Dhar and Simonson, 1999; Fishbach and Dhar 2005; Laran and 
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Janiszewski 2009), we propose that greater perceived sample-product overlap will give consumers a stronger sense that they have 

(partially) experienced the whole product (ñI have been thereò or ñI have done thatò), resulting in lower desire to experience it ñagainò. 

 

Four studies lent support to our framework. Study 1 tested the basic effect, adopting a 2 (location: inside vs. outside) 

between-participants design and using a pack of postcards as the target product. We had participants sample postcards, one by one. We 

either placed the postcards inside the package so that participants took them from the package (inside condition), or on the table so that 

participants picked them up from the stack (outside condition). After this sampling procedure, we measured participantsô desire to own, 

and willingness to pay for a pack of postcards, and whether they would choose it as a lottery gift (as oppose to $2 cash). We found 

participants in the outside (vs. outside) condition reported stronger desire to own (3.42 vs. 2.69, t(97) = 2.51, p = .014), and higher 

willingness to pay for (6.41 vs. 4.58, t(97) = 2.13, p = .036) the postcards, and choose it as a lottery gift more often (30% vs. 12%; ɢ2(1) 

= 4.65, p = .031). 

 

Study 2 ruled out the potential alternative explanation that the outside (vs. inside) presentation format is inherently more positive, by 

showing that the sample location effect only holds when the presented material provides partial product experience (i.e., when there is a 

certain degree of sample-product overlap to begin with). We used a 2 (location: inside vs. outside) × 2 (stimulus: sample vs. non-sample) 

between-participants design, and a painting album as the target product. In the sample (vs. non-sample) condition, participants viewed 

two sample paintings (vs. non-painting pages). In the inside (vs. outside) condition, the pages were shown in an opened album (vs. 

shown as separate pages next to a closed album). We then had participants click a button to load and view the whole album, but set the 

loading procedure to always fail. We used the number of attempts to load (and view) the whole album as a proxy of desire, and found 

that, among participants who viewed samples, inside condition led to fewer attempts than outside condition (.24 vs. .74, t(78) = 2.53, p < 

.05); whereas among participants who viewed non-sample pages, attempts did not differ (.62 vs. .62, t(78) < 1, ns.). 

 

Study 3 used a causal chain design to test the proposed mechanism. Study 3a used a 2 (location: inside vs. outside) between-participants 

design to test the first link, from Sample Location to Perceived Overlap. Participants viewed sample paintings (displayed inside vs. 

outside the target album) and indicated perceived sample-product overlap on a Venn-diagram measure, with one large circle 

representing ñViewing the whole albumò and a small circle representing ñViewing the samples,ò and varied the degree of overlap 

between these two circles from small (denoted as 1) to large (denoted as 7). As predicted, participants in the inside (vs. outside) condition 

indicated higher perceived sample-product overlap (4.47 vs. 3.32, t(67) = 2.35, p < .05). Study 3b used a 2 (perceived overlap: high vs. 

low) between-participants design to test the second link, from Perceived Sample-product Overlap to Desire for the Target Product. We 

imposed high (vs. low) perceived overlap via both verbal and pictorial information on participants, before they viewed sampling 

paintings. We then measured their desire to view the whole album using the same behavior measure as in study 2. We found that 

participants in the high-perceived-overlap (vs. low-perceived-overlap) condition attempted fewer times (.52 vs. .92, SD = 1.24; t(136) = 

2.21, p < .05). 

 

Study 4 extended the sample location effect 1) to food domain, using a pack of M&Môs as the target product, and 2) to indirect, imagined 

sampling experience (i.e., watch a video in which a person is sampling M&Môs), and found support to our theory. 

 

Sampling experiences are designed to ñteaseòðto whet consumersô appetite. But they may also ñdry upò consumersô appetite by making 

them feel ñI have already tried the target productò. We show that the ñdry upò effect is stronger for inside (vs. outside) samples, because 

inside samples lead to greater perceived sample-product overlap, and less desire to experience the target product ñagainò. 

 

For more information contact: Yanping.Tu@warrington.ufl.edu 
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Individual Papers: Simulation and Experiences 

 

I know it, I own it and I care for it: How perceived environmental knowledge strengthens ownership for the environment  

Sophie Suessenbach, WU Vienna University of Economics and Business, Austria* 
Bernadette Kamleitner, WU Vienna University of Economics and Business, Austria 

 
The need for environmental protection is well known and accepted, yet consumers are far from acting accordingly (e.g. Newton & 

Meyer, 2013). Protection of and care for a target is known to ensue from feelings of ownership, i.e., psychological ownership (PO), for 

the target (Brown, Pierce, & Crossley, 2013; Kamleitner & Rabinovich, 2010). Whether consumers are able to and do develop any 

notable amount of PO for the environment is currently unknown. The possibility appears, however, promising. If the environment were 

to feel like ñmineò, it could become part of ñmeò (Belk, 1988; Kamleitner & Feuchtl, 2015). Consequently, protecting the environment 

would entail protecting myself.  

 

For PO to arise individuals are thought to need to make one of three key experiences (Jussila, Tarkiainen, Sarstedt, & Hair, 2015; Pierce, 

Kostova, & Dirks, 2003): personal investment, perceived control, or intimate knowledge. In the context of the environment, knowledge 

appears particularly promising. It lends itself to broad scale interventions and was shown to relate to pro-environmental behavior. 

However, the focus in the pro-environmental literature has been on either knowledge about the problems (Feng & Reisner, 2011) or 

about pro-environmental options (Hanss & Bohm, 2013). The PO perspective suggests that knowledge about the target, i.e. the 

environment, also matters. Moreover, it suggests that the type of knowledge (cf. Kaiser & Fuhrer, 2003) matters. Given that PO amounts 

to a possessive claim, superior and thus relative (how much do I know compared to others) rather than absolute (how much do I know) 

knowledge is likely to drive PO.  

 

All of these implications await a test and are contingent on the existence of and variability in PO for something as elusive as the 

environment. In a pilot study, we, hence, explored the existence of PO for the environment. 46 participants were asked whether they 

perceive the broader environment rather like ñtheò or ñmyò environment. Descriptives (M=48.0, SD=30.5, 100-point scale) indicate that 

PO exists and varies and could thus be potentially relate to variations in knowledge.  

 

Study1A used an online survey (n=124) to unearth the effect of perceived knowledge compared to other key experiences on PO for the 

environment (items adapted from Brown, Pierce, & Crossley, 2014; Peck & Shu, 2009). Perceived knowledge was the only significant 

predictor of PO (ɓ=.21, p=.049). Perceived control and personal investment had no effect. 

 

Study1B (n=105) aimed to ascertain whether this effect of knowledge was only observed because perceived knowledge had been made 

salient or whether in fact people who perceive themselves as more knowledgeable also perceive more PO for the environment. The three 

key experiences were either assessed, and thus made salient, before assessing PO or afterwards. Results support the genuine role of 

knowledge. In both conditions knowledge was the strongest predictor of PO. Being assessed before PO all experiences predicted PO 

(knowledge, ɓ=.48, p=.005; investment, ɓ=-.32, p=.048; control, ɓ=.29, p=.056) while being assessed after PO only knowledge did 

(ɓ=.28, p=.054, all others p>.20). 

 

Study2 aimed to experimentally ensure causality. Since people infer their level of knowledge from their performance (c.f. Bem, 1967), 

we constructed and pretested two environmental quizzes with different levels of difficulty aimed at manipulating an individualôs 

perceived knowledge (c.f. Park, Mothersbaugh, & Feick, 1994). Each quiz contained 6 pretested single choice questions. While the  

easy quiz contained questions that most participants are able to answer correctly, the difficult  quiz consisted of questions that most 

people get wrong.  
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Participants (n=69) were randomly assigned to one of the quizzes and asked to fill out a questionnaire assessing perceived quiz easiness, 

perceived knowledge about the environment, and PO towards it.  

 

Participants in the difficult quiz perceived the quiz as significantly harder than those in the easy quiz condition, p<.001, ɖ
2
=.74. As 

hypothesized quiz easiness predicted perceived knowledge (ɓ=.64, p<.001) which, in turn, affected PO (ɓ=.35, p=.028). The mediation 

was significant CI95[0.02; 0.33]. 

 

Study3 aimed to disentangle the specific role of relative knowledge. It could be that the bond to a target may benefit in particular, if a 

person feels to hold superior knowledge compared to others. All participants (n=116) were asked to partake in a pretested quiz 

containing items with varying levels of difficulty. To manipulate perceived relative knowledge we manipulated the feedback participants 

got when answering specific questions correctly. In the high relative knowledge condition participantôs correct answers came with the 

feedback that they did a great job and can be specified as experts. In the low relative knowledge condition correct answers were 

acknowledged by stating that many participants answered the same questions correctly and that their knowledge appears on a level with 

the general population. The subsequent questionnaire assessed perceived relative and absolute knowledge, PO for the environment and 

downstream consequences of PO: participantôs need to take care of, their felt moral obligation to protect the environment, and 

self-reported pro-environmental behaviors.  

 

As expected, participants in the low relative knowledge condition perceived to know as much as most others do, while those in the high 

relative knowledge condition perceived to know more than others (p=.033). There was no difference in perceived absolute knowledge 

and the total amount of correct answers which was kept constant through the analyses. A mediation analysis showed that relative 

knowledge influenced PO (ɓ=.26, p=.013), which in turn influenced participants felt need to care for the environment, their moral 

obligation to protect it and self-reported pro-environmental behaviors (all ɓós> .19, pôs< .05). All mediation chains were significant 

CI95[care: 0.02, 0.29; moral obligation: 0.03; 0.30, self-reported behavior: -0.28; -0.03].  

 

Results provide support for the notion of PO as an ubiquitous experience and they highlight that the role of knowledge in 

pro-environmental behavior may be even more multi-faceted than already known (c.f. Kaiser, Wolfing, & Fuhrer, 1999). The perception 

of high (relative) knowledge fosters a possessive claim for the environment and in turn drives the intention to engage in 

pro-environmental behaviors. Implications suggest that information campaigns may be particularly effective if they manage to instil a 

sense of knowledge superiority. 

 

For more information contact: bernadette.kamleitner@gmail.com  

 
The Peculiarly Persistent Pleasantness of Bizarre Experiences 

Robert Latimer, University of Toronto, Canada* 

 
From the director of a cruise ship to the host of a dinner party, people strive to create experiences that audiences will want to return to. 

Not only must the audience enjoy the event, but they must remember the event as being enjoyable. Our project reveals one possible route 

to that goal: making an experience more bizarre. Bizarre stimuli tend to be processed and remembered differently from more mundane 

stimuli (Hunt, 1995). This is true when stimuli differ from their local context, called primary distinctiveness, and also when stimuli differ 

from someoneôs entire life experience, called secondary distinctiveness or bizarreness (Schmidt, 1996). In this project we examine the 

impact of bizarreness. 
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 While primary distinctiveness influences retrospective enjoyment largely by changing which parts of an experience are recalled later 

(Montgomery & Unava, 2009), secondary distinctiveness has more extreme consequences for stimuli processing (Worthen, 2006) and 

may have more direct effects on retrospective enjoyment. Bizarre elements of an experiences may shift in valence over time as well as in 

prominence in memory. In this project, we demonstrate that bizarre experiences are perceived as more pleasant in retrospect than during 

the initial experience compared to mundane experiences. 

 

Studies 1 and 2 

 

The first two studies in our project provide correlational evidence that bizarre experiences become more enjoyable in retrospect. In Study 

1, 289 participants recounted an autobiographical event and reported their retrospective enjoyment of the event (3-item scale, Ŭ = .94), 

the bizarreness of the event (3-item scale, Ŭ = .79), and how long ago the event occurred.  

 

The bizarreness and retrospective enjoyment of experiences were correlated r = .32, p < .05. Critically, regression analyses revealed that 

bizarreness was a better predictor of retrospective enjoyment for experiences further in the past, (ɓbizarreXdaysago = 1.3, p < .01). Study 2 (N 

= 185) replicated these results using studentsô retrospective enjoyment of research participation sessions. 

 

Studies 3-5 

 

In Studies 3-5, we manipulated the presence of bizarre or mundane stimuli between-subjects and participants rated their initial and 

retrospective enjoyment of the stimuli, leading to a 2 (bizarre/mundane) x 2 (online rating/retrospective rating) mixed design. In Study 3, 

83 participants viewed a set of 12 paintings and sculptures from the MoMA: of which 2 paintings (pretested to be equally enjoyable) 

were either bizarre or mundane.  

 

Participants initially reported equal enjoyment of either set (mbizarre = 47.4, mmundane = 48.3, p > .1), but after a 6-week delay participants 

who viewed the bizarre paintings reported greater retrospective enjoyment of the set (mbizarre = 54.1, p < .05) whereas those who viewed 

the mundane paintings reported marginally lower retrospective enjoyment of the set (mmundane = 43.2, p < .1; Interaction p < .05)  

 

Studies 4 (N = 43) and 5 (N = 98) replicate the relative improvement of retrospective enjoyment for multiple different bizarre vs. 

mundane foods in scenarios where the bizarre experience (e.g., marmite) is initially less enjoyable than the mundane experience (e.g., 

butter). 

            

Studies 6 and 7 

 

Where Studies 3-5 show that bizarre experiences improved retrospective enjoyment relative to mundane experiences, Studies 6 and 7 

demonstrate that the presence (vs. absence) of a bizarre element in an experience increases retrospective enjoyment. In addition, Studies 

6 and 7 provide evidence for two mediating variables: how frequently participants discussed the experience after it occurred and the ease 

of recall of the experience during the retrospective evaluation.  

 

Students enrolled in an introductory marketing class participated in three one hour research sessions a month apart. In each session, 

participants complete 6-10 different studies. We tracked 54 studentsô enjoyment of each study and the session overall for each of the 

three sessions. At the third and final session we asked for their retrospective enjoyment of the first and second sessions as well. The 

manipulation of bizarreness was introduced mid-way through the second session by asking half the participants to complete a bizarre 

5-minute ñApple Studyò (the remainder left 5 minutes early). In the apple study participants were instructed to stare at their computer 

screen for 160 seconds as the screen flashed varying shades of red, while varieties of apples (e.g., Fuji, Macintosh) appeared in 10 pt. 
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white font in the center of the screen. They then went into a small room, lit with red light where they were asked to quickly rate the 

appearance of several apples.  

 

The inclusion of the bizarre apple study did not change participantsô initial enjoyment of the session, (mbizarre = 4.32, mbizarre absent = 4.38, 

p > .1), nor their mean enjoyment of the other studies in the session (mbizarre = 4.35, mmundane = 4.20, p > .1), and the apple study itself was 

no more enjoyable than the studies surrounding it (mapple study = 3.86). After a one-month delay, however, participants who did not 

experience the apple study reported lower retrospective enjoyment of the second session as compared to their earlier evaluation (mbizarre 

absent = 3.63, p < .05) as well as compared to those who did the apple study (mbizarre = 4.32, p < .05; Interaction p < .05). The retrospective 

enjoyment of participants who completed the apple study was no different than initial enjoyment (p > .9). The interaction was mediated 

by both the reported frequency that participants talked about their second session in the lab and their ease in recalling the second session 

one month later (ps < .05). 

 

Study 7 (N = 102) replicated the methods and results of Study 6, with two exceptions. Instead of leaving the lab early, participants in the 

mundane condition completed a task in which they read about different apple varieties. For the results, instead of the bizarre condition 

persisting in its pleasantness while the mundane condition declined, the bizarre condition became more pleasant in retrospect while the 

mundane condition was equally pleasant online and in retrospect. 

 

Conclusion 

 

To summarize, seven studies demonstrate that bizarre experiences become more enjoyable in retrospect compared to mundane 

experiences. If you want an experience to be fondly remembered, make it a little weirder. 

 

For more information contact: rlatimer@stern.nyu.edu 

 
The Narrative Processing of Experiential Purchases 

Iñigo Gallo, IESE Business School* 
Sanjay Sood, University of California Los Angeles, USA 
Jennifer Escalas, Vanderbilt University, USA 

 
Recent research in consumer and social psychology has documented important differences between the consequences of consuming 

experiential purchases (trips, movies, and gym memberships: events or series of events that a consumer lives through) versus material 

purchases (jewelry, laptops, and shoes: tangible objects, kept in oneôs possession) (Gilovich & Kumar, 2015; Howell, Pchelin, & Iyer, 

2012; Rosenzweig & Gilovich, 2012; Van Boven & Gilovich, 2003). For instance, consumers perceive their past experiences to be a 

more important part of the self than their possessions (Carter and Gilovich 2012), and experiences more than products bring consumers 

closer to other people and have a stronger social value (Caprariello and Reis 2013).  

 

The current research continues to deepen our understanding of experiences compared to material possessions, but in a qualitatively 

important different direction: we investigate whether consumers process information ï prior to purchase ï differently for experiential 

purchases versus material purchases. Specifically, we propose that consumers are generally more likely to engage in narrative processing 

to evaluate experiences, compared to products. This is important because (1) finding differences in how decisions about these purchases 

are made validates that in fact experiential purchases constitute a different category; (2) experiential offerings in the marketplace are 

pervasive, and many companies are positioning material goods as experiences (Pine and Gilmore 1991; Schmitt 1999); and (3) this 
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furthers the application of narrative processing and transportation to marketing research, as recently recommended (van Laer et  

al. 2014). 

 

There are least three reasons why experiential purchases are more likely to be processed in the form of a narrative. First, most 

experiential purchases are laid out in a temporal succession of events, which is one of the constitutive elements of a story (Escalas 2004, 

Schank 1990). Think for instance of a vacation or a business dinner. These purchases have a strong temporal structure, they develop 

through time, with a beginning, middle, and end. Second, in an experiential purchase the corresponding events can be situated in the 

goal-action-outcome sequence, which is another characteristic of narrative thought. Finally, experiential purchases tend to trigger more 

imagery in the consumerôs mind, and imagery is another necessary element for narrative processing (Green and Brock 2000).  

 

Material purchases can be also processed in a narrative way, by asking people to imagine a usage scenario (Escalas 2007). Nevertheless, 

we claim that this is less likely to happen naturally, and, when it does, it is less crucial for the evaluation of material purchases than it is 

for that of experiential purchases. We ran a straightforward test of our theory by asking 27 participants to rate the extent to which they 

believed they evaluate 16 potential experiential and material purchases in a story-like fashion. Participants indeed thought their decisions 

about experiences were made more on the basis of story-like thinking (F(1, 390) = 8.85, p < .001).  

 

We test our theory with four studies. While the first two test the foundation of our proposition (experiences are more transporting; 

experiences are better evaluated narratively), the last two explore two antecedents of narrative transportation (narrative consistency and 

character identification), and how these factors matter more for the evaluation of experiential purchases.  

 

Study 1: Participants (n = 125) were asked to imagine that they were thinking about making two sequential purchases, either material or 

experiential, depending on condition. Participants were asked to respond to the transportation scale (Green and Brock 2000). As 

predicted, participants who considered the experiential purchases reported being more transported (F(1, 104) = 6.38, p < .05).  

Study 2: Participants (n = 201) were presented with print advertisements for either experiential or material purchases across six different 

categories. We manipulated processing style: analytical versus narrative. Participants were asked to report their attitudes towards the 

purchases, and completed the transportation scale. Consistent with our theory, narrative processing helps the evaluations of the 

experiential purchases, relative to analytical processing (F(1, 197) = 5.95, p < .05), while there was no difference in the evaluations of 

material purchases across processing type. Also as hypothesized, narrative transportation mediated the effect (we use Hayes 2013 in all 

mediation tests). 

 

Study 3: One of the necessary conditions for a narrative to create meaning is that the narrative elements are consistent among themselves 

(Cho, Shen, & Wilson 2012; Hall 2003). Therefore, we propose that the narrative elements in an experience advertisement (copy, image) 

need to be consistent in order for the advertisement to be persuasive. Narrative consistency will be less important in the evaluation of a 

material purchase. Participants (n = 107) were assigned to one of four conditions depending on the type of good (experience: restaurant, 

spa; product: shampoo, running shoes), and the type of ad (picture is consistent with the text versus inconsistent: text was kept constant). 

The pictures were pretested across conditions as equally attractive and equally fitting to the product category. As hypothesized, there 

was a significant interaction between type of good and consistency, so that lack of consistency harmed the experience ads but did not 

affect the product ads (F(1, 213) = 7.32, p < .05). Also as hypothesized, narrative transportation mediated the effect.  

 

Study 4. Another basic element of narratives is character identification. We predict that character identification will matter more for the 

advertising of experiential purchases, through its positive effect on narrative transportation. We manipulate character identification by 

including a photo of a female character in all stimuli, while our participants include both men and women. Participants (n = 341) were 

assigned to one of six stimuli (experience: movie screening, concert, talk with a book author; product: movie poster, CD collection, 

book), then reported their purchase evaluations and responded to the transportation scale. We find a significant positive interaction effect 
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of gender by purchase type on purchase evaluations (F(1, 336) = 5.48, p < .05). Purchase evaluations are significantly higher for women 

in the experiential condition, compared to women in the material condition (F(1, 336) = 12.0, p < .001), while there is no significant 

difference for the men (F(1, 336) < 1.0, p > .50). Results were once again mediated by transportation. 

 

FIGURES 

 

Figure 1: Pilot study ï Mean self-reports on the use of narrative thinking for each experiential and material purchase 

 

 

 

Figure 2: Study 2 ï Influence of narrative versus analytical processing on transportation for material versus experiential purchases 
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Figure 3: Study 3 ï Influence of consistency on the evaluation of ads for products and for experiences 

 

 

 

Figure 4: Study 4 ï Effect character identification (gender) on narrative transportation across experiential versus material purchases 
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Volume Estimation as Simulated Judgment 

Hannah Perfecto, University of California Berkeley, USA* 
Clayton R. Critcher, University of California Berkeley, USA 

 
While standing in line at a coffee shop, consumers can eye different-sized cups on display, trying to determine which size looks ideal. 

While at a container store, consumers may peruse various storage boxes, trying to determine which is the right size to store the junk that 
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has been accumulating on oneôs dining room table. Previous research has examined different sources of bias when estimating 

volumeðeither the shape of the object to be judged (e.g., Anderson & Cuneo 1978, Wansink & van Ittersum 2003, Orbadayeva & 

Chandon 2013), or the psychological states of the judge (Cornil, Ordabadayeva, Kaiser, Weber, & Chandon, 2014). Although such work 

has identified robust sources of estimate error, they largely remain ñas-if modelsòðalgorithms that can predict when consumersô 

judgments will err, but that remain agnostic about the actual process by which those judgments are made. We instead propose a specific 

mental process by which volume estimations often unfold, thereby allowing us to make two novel predictions about what biases such 

judgments.  

 

We posit that volume estimation is often made through simulated judgment. This proposal draws on diverse literatures that converge to 

suggest the key role of mental simulation in judgments and forecasts. For example, features that make it easier to imagine what global 

warming would feel like can make the simulations seem sharper and thus more likely (Risen and Critcher, 2011). Closer to physical 

judgments, Profitt and colleagues (1996, 2003) demonstrate that being weighted down makes hills appear steeper: because the weight 

would make the climb more difficult, people simulate the climb (and thus the slope) as steeper.  

 

Building on these literatures, we suggest that estimating a receptacleôs volume can involve simulating an interaction with it: how much 

one can imagine pouring into the container. But given that pouring happens with the flow of gravityðfrom top to bottomðwe suggest 

that two features can (and do) influence such judgments. First, we hypothesize an orientation effectðthat the same glass will appear 

bigger right-side-up than up-side-down. We test whether this is explained by the simpler mental simulation of filling an upright cup. 

Second, we posit a cavern effectðthat imagining pouring through a narrow top into a wide base (as though into a cavern) makes the 

volume seem bigger than pouring through a wide top into a narrow base. More precisely, we suggest thatðall else equalða container 

with a small top-to-base ratio will look bigger than one with a large top-to-base ratio.  

 

Study 1 focuses on the orientation effect. Participants (N = 302) were presented with a sequence of 24 images of 12 actual glasses (taken 

from Google Images) that varied in shape (e.g., plastic cup, coffee mug, stemless wineglass), size, and color. Each image was presented 

twiceðonce right-side-up, and once upside-down. In all studies, participants saw a reference cylinder of a specified size (in order to 

make the scaling clear) before being shown the target cup. Consistent with hypotheses, the exact same cup looked bigger when 

right-side-up than upside-down t(5989.90) = 2.92, p = .004.  

 

Study 2 (N = 250) built on Study 1 in two primary ways. First, whereas Study 1 used images of actual glasses (for purposes of external 

validity), Study 2 used computer-generated images. This allowed us to hold the shape of a cup constant, but vary whether the wide or 

narrow end was depicted as the open top or the closed base. Second, we modified the images so that the cup appeared empty, or entirely 

full of water. We then asked participants how much they could pour into the empty cup, or pour out of the full cup. We observed main 

effects of orientation and the top-to-base ratio, ts > 4.70, ps < .01, consistent with the orientation effect (right-side-up cups looked 

bigger) and cavern effect (cups with narrow tops and wide bases looked bigger), respectively. Showing the key role of simulation in 

these judgments, both effects were larger when participants imagined filling up (as opposed to emptying) the cup, ts > 4.19, ps < .01.   

 

Study 3 (N = 209) delved more deeply into both the orientation and cavern effects. First, we asked participants about the ease of the 

simulation (ñTo what extent did you find it easy or difficult to mentally simulate filling up the cup?ò) Participantsô higher volume 

estimates of right-side-up cups were partially mediated by simulation ease. Second, we held the volume of the cups constant, but varied 

the top-to-base ratio. This permitted us to observe that the cavern effect emerges only when there is a sufficient mismatch between a 

narrow top and wide base (versus the reverse), and not from the size of the top or base alone.  

 

Study 4 (N = 388) more precisely tested the role of mental simulation (versus mere container shape) in producing the cavern effect. 

Participants saw open or lidded cups. In filling an open cup, the size of the top is the size of the aperture through which the cup can be 
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filled. But for the lidded cups, which always included only a small hole through which to fill the cup, this link was disrupted. Showing 

the key role of simulated judgment (as opposed to mere shape), the lidded nature of the cups moderated the cavern effect: narrow tops 

and wide bases exaggerated the size of containers, but only when open.  

 

Although considerable attention has been given to biases in psychophysical judgments, the present work is among the first to propose a 

specific psychological process by which such judgments are made. The present findings suggest that restaurant and store owners would 

do well to display containers right-side-up. Furthermore, packaging designers may be wise to design products with low top-to-base ratios 

(e.g., Yoplait yogurt) as opposed to the reverse (e.g., snowcones). Through this talk, we will emphasize the complimentary roles that 

basic and applied research can play: Only by offering and testing a new theoretical process account of how volume estimation unfolds 

were we able to make predictions for what externally-valid features should distort such judgment. 

 

For more information contact: hannah_perfecto@haas.berkeley.edu 
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The Impact Of Oral Versus Manual Expression Modalities On Choice Satisfaction 

Thorsten Voss, Mannheim University, Germany 
Anne-Kathrin Klesse, Tilburg University, The Netherlands* 
Caroline Goukens, Maastricht University, The Netherlands 
Jonathan Levav, Stanford University, USA 

 
In the marketplace consumers express their preferences using various modalities.  For instance, in a grocery store, shoppers select items 

by taking them from the shelf and in restaurants diners express their preference by speaking to the waiter. Recent research (Klesse, 

Levav, & Goukens, 2015) shows that expression modality can influence the degree to which people exert cognitive control over their 

immediate consumption impulses. When people express their choice orally rather than manually, they tend to select options that have 

greater hedonic value (e.g., chocolate) over options associated with positive cognitions (e.g., fruit). Those who decide orally appear to 

afford greater weight to the affective dimensions of an option and those who decide manually appear to afford greater weight to its 

cognitive dimensions (Klesse et al., 2015). 

 

We argue that people who make a choice orally are more satisfied with their selection because their choice reflects their immediate 

desires, rather than something resembling a deliberative cognitive process (Wilson & Schooler, 1991). In our six studies, participants 

either express their decision orally (speaking) or manually (by grabbing or button pressing) then report their choice satisfaction (óI am 

happy with my choiceô, óI am pleased with my choiceô, and óI feel satisfied with my choice,ô 7 = strongly agree) immediately after 

making their choice. In study 1a, participants chose between two tasks, A and B, that unbeknownst to them were identical. Oral 

preference expression resulted in greater choice satisfaction (MOral = 5.67) than manual expression (MManual = 5.07; F(1, 80) = 7.42 p 

= .035). In study 1b, participants chose between two identical looking cups of Cola; one of which we claimed to contain national brand 

(NB) Cola and the other private label (PL) Cola; both contained NB Cola. Speaking resulted in greater choice satisfaction than manual 

expression (MOral = 4.99 versus MManual= 4.31, F(1, 189) = 12.89, p <.0005). Study 2 was similar to study 1b, but instead of assessing 

individualsô choice satisfaction before they tried the Cola, we asked participants to drink the Cola and then assessed their actual 

consumption enjoyment (óThe Cola tasted really great,ô óThe Cola was very satisfying,ô and óThe Cola was very enjoyable,ô 7 = strongly 

agree; Ŭ = .96). Participants who expressed their choice orally (MOral = 4.89, SD = 1.39) reported greater satisfaction with the taste than 

those who expressed their choice manually (MManual = 4.17, SD = 1.56, F(1, 117) = 7.18, p = .008). This study shows that the effect of 
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preference expression modality extends to actual enjoyment. In study 3, we compared speaking to two manual modalities: grabbing and 

button pressing. In doing so, we can exclude the possibility that there is something particular about taking that might have decreased 

individualsô choice satisfaction. Speaking resulted in greater choice satisfaction than both manualðgrabbing and button 

pressingðmodalities (MOral = 5.38 versus MButton = 4.93 and MGrabbing = 4.73, F(1,  187) = 8.61, p = .004). The two manual 

conditions, however, did not differ significantly (p = .36).  

 

We argue that speaking prompts greater choice satisfaction because it triggers more intuitive relative to more cognitive decision 

processes. Studies 4 and 5 test this prediction by using manipulations that have been shown to affect the degree of cognition involved in 

a task. In study 4, we utilized a fluency manipulationðdifficult versus easy to read fontðin the instruction sheet. A two-way ANOVA 

with satisfaction as the dependent variable revealed a significant interaction effect between modality and fluency (F(1, 196) = 5.03, p = 

.026). Speaking resulted in greater satisfaction when the font was easy to read (MOral = 5.10 and MManual = 4.35, F(1, 196) = 9.84, p = 

.002), but not when it was difficult to read (MOral = 4.65 and MManual = 4.71, F(1, 98) = .05, p = .82). In study 5, participants listened 

to musicðlow versus high volumeðusing noise-cancelling headphones while making their choice. This enabled us manipulate whether 

they could hear themselves speak or whether they received altered auditory feedback, which has been shown to trigger cognition 

(Heinks-Maldonado et al., 2005). A two-way ANOVA with satisfaction as the dependent variable revealed a significant interaction 

effect between modality and music volume (F(2, 139) = 2.72, p = .05). Speaking resulted in greater satisfaction in the low volume 

condition (MOral = 5.59 and MManual = 4.76, F(1, 196) = 12.26, p = .005), but not in the high volume condition (MOral = 5.00 and 

MManual = 5.01, F(1, 70) = .001, p = .98). 

 

To our knowledge, this paper is the first to demonstrate that subtle changes in the modality utilized to express oneôs choice impact choice 

satisfaction and actual enjoyment of a chosen option even if the choice outcome is identical. 

 

For more information contact: A.K.Klesse@uvt.nl  

 
The Indirect Effect of Repetition on Consumer Enjoyment 

Nükhet Agar, Koc University, Turkey* 
Baler Bilgin, Koc University, Turkey 

 
Many consumers may make category-level judgments as they repeat an experience. Imagine, for example, eating a milk chocolate bar. 

Each bite may make you realize more that it tastes just like any other product in its category. Imagine now eating cayenne pepper 

flavored chocolate bar. With each additional bite, the cayenne pepper flavor reminds you that there may be many other flavors in this 

category. How would these judgments influence your enjoyment of the chocolate bar? 

 

In the current article, we introduce the indirect effect of perceived repetition on consumer enjoyment. We propose that repetition of an 

experience facilitates thoughts about the variety that exists the category. For instance, repeatedly focusing on the aspects that make an 

item similar to others in the category (i.e., its non-distinguishing aspects) may reduce consumersô belief that the category offers variety 

of options. Repetition may increase perceived variety in a category, however, when focusing on the aspects of an experience that set the 

experience apart from others in its category (i.e. its distinguishing aspects). As mental representations of variety extend enjoyment of the 

on-going experience (Sevilla, Zhang and Kahn in press), we propose that repetition that serves to increase perceived variety should 

extend consumer enjoyment. Repetition that serves to reduce perceived variety, however, should reduce consumer enjoyment faster.    
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By exploring this indirect effect, this article makes several meaningful contributions to hedonic adaptation and variety literatures. First, 

the current article puts forth a novel relationship between repetition and variety. By focusing on repetitionôs ability to prompt 

category-relevant thoughts, we find that higher (vs. lower) repetition may influence variety judgments. Second, contrary to the 

dominantly examined negative direct effect of repetition on adaptation (see Epstein et al. 2009 for a review), this article examines its 

scantly researched indirect effect. We find that consumers naturally attend to the non-distinguishing aspects of their experiences, which 

reveals the negative indirect effect of repetition. On the other hand, we propose that higher (vs. lower) repetition may have a positive 

effect on enjoyment when consumers attend to the distinguishing aspects of their experiences.  

 

Experiment 1 (n=61) employed a 3 (focus of attention: control, non-distinct, distinct) x 6 (repeated experience) mixed design with the 

second factor manipulated within-subjects. Participants listened to a pop song six times in a row and rated their enjoyment of the song 

after each time (0=not at all, 100=very much). One third of the participants were instructed to focus on a distinguishing aspect (i.e., 

distinct condition), and one third of the participants were instructed to focus on a non-distinguishing aspect of the song (i.e., non-distinct 

condition). The rest of the participants were not given any instructions (i.e., control condition). To examine the indirect effect of 

repetition, we hold perceived repetition constant across conditions. If repetition increases (vs. reduces) perceived variety in a category 

when participants focus on a distinguishing (vs. non-distinguishing) aspect of the song, as we propose, we should find lower adaptation 

rates for distinct (vs. non-distinct) condition. Moreover, we argued that consumers have a natural tendency to attend to 

non-distinguishing aspects of their experiences. If true, we should observe adaptation rates between non-distinct and control conditions 

to be relatively similar. The results in Experiment 1 supported these hypotheses. 

 

Although we argue that focusing on distinguishing aspects should reduce adaptation by prompting variety-related thoughts, another 

implication of distinctiveness could be the likeability of these aspects. One of our evolutionary instincts is to acquire those items that 

possess positive qualities (Gable and Harmon-Jones 2008). It may hence be reasonable suggest that distinct items could influence 

hedonic adaptation rates due to their implied likeability. Wanting to acquire an item and wanting to repeatedly consume it are different 

processes, however. The likeability of an item can increase its probability of being acquired, but it may not guarantee its repeated usage 

(DePaoli and Kahn 2015). We hence believe that likeability of an item may not be sufficient to reveal the positive indirect effect of 

repetition. Experiment 2 (n=73) investigates this by having participants either attend to distinguishing or likeable aspects of a song 

sample in a 2 (focus: distinguishing aspects versus likeable aspects) x 6 (repeated experience) mixed design. If the likeability of an item 

is sufficient to reveal the indirect effect of repetition, we should observe no differences in adaptation for the current experience between 

distinct and likeable conditions. If the results depend on perceived variety, as we suggest, then we should still observe participants 

focusing on the distinguishing (vs. likeable) aspects to demonstrate slower adaptation rates. The results showed the latter case to hold, 

ruling out this alternative explanation.  

 

In Experiment 3 (n=127), we examined the implications of higher (vs. lower) repetition feeling for the indirect effect of repetition in a 2 

(repetition: high versus low) x 2 (focus: control versus distinct) x 6 (repeated experience) mixed design. We have argued that repetition 

facilitates thoughts about the general category, where higher repetition of distinguishing (vs. non-distinguishing) aspects underlines the 

variety (vs. uniformity) that exists in the category. If high repetition feeling is necessary to facilitate category-related thoughts during an 

experience, then reducing repetition felt during this experience may reduce or eliminate the indirect effect of repetition, leading to the 

commonly observed reduction in enjoyment ratings. Contrary to that, facilitating thoughts about the general category hurts consumer 

enjoyment when attending to non-distinguishing aspects (by underlining the uniformity of the category). Hence, reducing repetition felt 

during the experience should reduce adaptation in this case. As expected, our results revealed that increasing perceived repetition of an 

experience increased hedonic adaptation in the control condition, but reduced hedonic adaptation in the distinct condition. Moreover, a 

moderated mediation analysis from PROCESS (Hayes 2012) showed that perceived variety judgments mediated this effect.  
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The current article contributes to the adaptation literature by introducing the key insight that perceived repetition has an indirect effect on 

adaptation by prompting category-level thoughts. We believe it would be worthwhile for future research to further clarify the role 

perceived repetition plays in adaptation. 

 

For more information contact: nagar@ku.edu.tr 

 
Helps Low-Discount Promotions, Hurts High-Discount Promotions: The Effect of Free Gift Voucher in Conditional Promotions 

Yan Zhang, National University of Singapore, Singapore* 
Yu Ding, National University of Singapore, Singapore 

 
Many companies commonly offer free gifts to induce consumers to purchase their products. Such offers are typically called conditional 

price promotions, where companies offer consumers a ñsupplementaryò product for free or for a low, discounted price conditional on the 

purchase of a ñfocalò product (Neslin 2002; Palmeira and Srivastava 2013). A typical conditional promotion is to offer the 

supplementary product for free directly. A slightly different, but also common, way to run the promotion is to offer a voucher with which 

customers can exchange for a gift for free. 

 

Normatively speaking, the two types of conditional promotions should not affect a consumerôs intention to purchase the focal product 

differently, because a voucher itself carries no additional economic value. In this research, however, we suggest that instead of just 

involving a procedural step that consumers have to go through in order to receive the free gift, a voucher can exert a non-negligible effect 

on consumerôs intention to purchase the focal product. We borrow from previous research on medium (Hsee et al. 2003) and suggest that 

a voucher functions as a medium that obstructs people from comparing the price of the focal product with the value of the free gift, and 

consequently dim the price difference between the focal product and the free gift. As a result, for high-discount promotions where the 

value of the free gift in relation to the focal product is high, using a voucher tends to deemphasize the high value of the gift, and thus 

decreases consumersô intention to purchase the focal product; whereas for low-discount promotions where the value of the free gift in 

relation to the focal product is low, using a voucher tends to lower consumersô attention to the cheap value of the free gift, and thus 

increases their intention to purchase the focal product. Thus, although voucher does not carry any economic value in itself, using it in 

conditional promotions can effectively affect consumerôs purchase intention.  

 

We tested this prediction in 4 experiments. In experiment 1, we hold the focal product constant and vary gift value. Participants were 

asked to imagine that they wanted to buy a digital camera (focal product), and they could receive an external hard drive (high-discount 

condition) or a flash drive (low-discount condition) as a free gift for purchasing the camera. The free gift was either offered directly or 

exchanged through a gift voucher. We found a significant interaction between discount level and voucher, F(1, 157) = 9.09, p = .003, – 

= .055. For high-discount promotions (gift being the external hard drive), using a voucher significantly lowered participantsô purchase 

intention of the digital camera (M = 3.81, SD = 1.33) as compared to not using a voucher (M = 4.41, SD = 1.40; F(1, 157) = 3.95, p = .049, 

– = .025). In contrast, for low-discount promotions (gift being the flash drive), using a voucher significantly increased participantsô 

purchase intention (M = 4.10, SD = 1.28) as compared to not using a voucher (M = 3.42, SD = 1.30; F(1, 157) = 5.19, p = .024, – = 

.032). Experiment 2 replicated the findings of experiment 1 by fixing the free gift but varying the focal productôs price to manipulate the 

discount levels. A Logistic Regression on purchase decision returned a significant interaction between discount level and voucher, …= 

11.67, p = .001. Specifically, we found that using a voucher in high-discount promotions significantly lowered the percentage of 

participants making the purchase from 63% to 39%, … = 3.74, p = .053. In contrast, using a voucher in low-discount promotions 

significantly increased the percentage of participants making the purchase from 25% to 59%, … = 8.87, p = .003. Experiment 3 tested 

the underlying mechanism for this effect. We manipulated whether consumers considered the price of the free gift before or after they 
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indicated their purchase intention. We predict that by making participants consider the gift price before indicating their purchase 

intention, we could highlight whether the promotion offers high or low discount, thus overwrite the effect of the voucher. The 

experiment finds evidence consistent with this prediction. In experiment 4, we primed participants a comparison mind-set. We found that 

activating a comparison mind-set also mitigated the effect of a voucher on purchase intention.  

 

Taken together, these experiment demonstrate that as compared to offering a free gift directly, introducing a voucher in high-discount 

conditional promotions decreases purchase intention while doing that in low-discount promotions increases purchase intention. 

Although a voucher itself does not carry any economic value, using it in conditional promotions could systematically affect consumerôs 

purchase intention. 

 

For more information contact: yan.zhang@nus.edu.sg  

 
Is it all relative? The effect of number format on relative thinking in numerical judgments 

Tatiana Sokolova, University of Michigan, USA* 
Manoj Thomas, Cornell University, USA 

 
Jane can buy a pen (USB key) for $2 ($20) at a nearby store or get it for $1 ($19) at a store eight blocks away. Jane can think in relative 

terms and consider the 50% savings (5%), or think in absolute terms and focus on her absolute savings of $1. Normatively, Jane should 

ignore the relative savings, and only weigh the potential dollar savings against the time and effort it would take to get them. However, 

research in behavioral economics and consumer psychology suggests that Janeôs decision will likely be guided by relative savings 

considerations (Azar 2007; Thaler 1980). The tendency to rely on relative thinking was recently attributed to intuitive processing and the 

psychophysics of number evaluations (Azar 2007; Saini and Thota 2010). Because intuitive magnitude representation is not linear, but 

logarithmically compressed, people perceive differences between larger numbers to be smaller than equivalent absolute differences 

between smaller numbers (Dehaene 1992; Moyer and Landauer 1967). As consumers become more prone to rely on their intuitions, the 

effect of relative thinking becomes stronger (Saini and Thota 2010). 

 

This paper builds on research on numerical cognition to identify a novel factor moderating relative thinking. We propose that the 

intuitive number representations, underlying relative thinking, are available for integers between 1 and 100, and are either 

underdeveloped or absent for large numbers and decimals. While numerical information is omnipresent in our lives, our exposure to 

different number formats is uneven. We rarely deal with very large numbers or decimal quantities: prices of most frequently purchased 

goods fall below 10 in the US and Europe; we usually use numbers between 1 and 60 to talk about time and buy items in relatively small 

sets. As a result of this lack of experience, the intuitive representations of very large numbers and decimals should be underdeveloped, 

and relative thinking should not manifest in comparisons of such numbers. In this paper we propose that: people will be less likely to 

think in relative terms when processing (a) large (versus small) integers and (b) decimals (versus integers). We further propose that 

experience in number evaluations can induce relative thinking for such numbers. We test our predictions in four studies. 

 

Study 1 compared relative thinking for large versus small numbers. The study adopted a 2 (Price format (PF): five-digit/ two-digit) x 2 

(Relative price difference (RD): small (30 vs. 50)/ large (5 vs. 25)) between-subjects design. Online panelists chose between an 

inexpensive indirect ticket and an expensive direct ticket (n=163). The results of the logistic regression supported our predictions 

(bRD=1.62, p=.001; bPFxRD=-1.66, p=.014). When prices were expressed in the two-digit format, people were more likely to select the 

expensive option in the small relative difference format condition (Ʉsmall RD=79% vs. Ʉlarge RD=43%, p=.001). This effect was eliminated  
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when prices were expressed in the five-digit format (Ʉsmall RD=57% vs. Ʉlarge RD=58%, p=.97). Thus, we found preliminary support to the 

first prediction by showing that relative thinking was attenuated in judgments of large numbers.  

 

Study 2 examined relative thinking for decimals versus integers. Participants chose between an ñinexpensiveò bagel and an ñexpensiveò 

bagel with cheese (n=150). The study adopted a 2 (PF: decimals/ integers) x 2 (RD: small/ large) between-subjects design. The results 

supported our predictions (bRD=1.96, p=.004; bPFxRD=-1.86, p=.030). People were significantly more likely to choose the expensive 

option when the relative price difference was small in the integer condition (Ʉsmall RD=92% vs. Ʉlarge RD=62%, p=.004), but not in the 

decimal condition (Ʉsmall RD=74% vs. Ʉlarge RD=70%, p=.856).  

 

Study 3 ruled out processing fluency created through rehearsal of arithmetic facts as an alternative account. Operands (e.g. 5) featured in 

common multiplication problems can make their respective products more cognitively accessible (i.e. 25) and induce feelings of 

cognitive ease (King and Janiszewski 2011). In Studies 1 and 2, processing fluency of the large relative difference pair ñ5 and 25ò could 

have made the difference between the corresponding prices look larger in the integer condition (Thomas and Morwitz 2009), but not in 

the decimal condition lacking memory associations for simple arithmetic facts. To rule out this account we did not use any numbers 

associated with multiplication facts in Study 3. Otherwise the design was the same as that of Study 2. The results supported our 

predictions (bRD=1.38, p=.004; bPFxRD=-1.37, p=.029). Relative thinking affected choice in the integer condition (Ʉsmall RD=84% vs. Ʉlarge 

RD=57%, p=.004), but not in the decimal condition (Ʉsmall RD=60% vs. Ʉlarge RD=60%, p=.969). 

 

Study 4 examined the role of experience in relative thinking. The study adopted a 3 (Experience: with decimals/ with decimals and 

circles/ control) x 2 (RD: small/ large) between-subjects design. Participants first completed an ostensibly unrelated task. In the 

ñexperience with decimalsò condition, they saw 24 decimal pairs and identified the larger decimal in each pair. Participants in the control 

condition compared circle sets in size and identified the larger set in each pair. We also included an ñexperience with decimals and 

circlesò condition to ensure it was the decimal comparison task that induced relative thinking, rather than the circle comparison task that 

attenuated it. Next, participants completed the choice task from the ñdecimals conditionò of Study 3. Consistent with our theorizing, 

there was no effect of relative thinking in the control condition (Ʉsmall RD=56% vs. Ʉlarge RD=62%, p=.56), but there was a significant 

effect of relative thinking in the ñexperience with decimalsò (Ʉsmall RD=61% vs. Ʉlarge RD=34%, p=.016) and the ñexperience with 

decimals and circlesò conditions (Ʉsmall RD=71% vs. Ʉlarge RD=36%, p=.002). 

 

This research identifies a novel boundary condition of relative thinking, a well-established and practically relevant bias in individual 

decision-making (e.g. Azar 2007; Thaler 1980). It also contributes to the numerical cognition research by showing that mental number 

representations (i.e. intuitive vs. precise), previously captured by response-time latencies (Cohen 2010; Dehaene, et al. 1990), can also 

be traced in individual decision-making. Finally, our results can inform managers on how to frame their prices depending on which 

products (inexpensive versus expensive) they would like to sell first. 

 

For more information contact: tatiana.sokolova@hec.edu 
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Symposium: Beyond the Choice Set: The Impact of Considering Outside Options 

Chair: Liz Friedman, Yale University, USA 
 

The Role of Similarity when Considering Alternatives in Purchase Decisions 

Liz Friedman, Yale University, USA* 
Jennifer Savary, University of Arizona, USA 
Ravi Dhar, Yale University, USA 

 
When deciding whether to buy an item, consumers sometimes think about other uses for their money. For example, a consumer who is 

considering purchasing a $25 button-down shirt might think about how to spend that $25 on alternatives that are not part of the 

immediate choice set. The alternatives may be similar to the target item, such as a polo shirt or a tie, or different, such as gas or a video 

game. In the current research we explore how purchase intent for a target item varies depending on the alternativesô similarity to the 

target item. 

 

Past research on consideration of alternatives has primarily focused on comparing situations where no alternative is considered to 

situations where an alternative is considered (e.g. Posavac et al., 2004). In consumer contexts, subtle reminders to think about alternative 

uses of money have been shown to decrease purchase incidence (Frederick et al., 2009). However, while past research has explored if 

and when people consider alternatives, and the broad effect of prompting them to do so, an open question is how behavior may 

systemically vary as a function of type of alternative considered.  

 

In the current research, we explore how purchase intentions vary depending on the alternativesô similarity to the target item. Specifically, 

we show that when consumers consider dissimilar alternatives, they will be relatively less interested in the target item, as compared to 

when they consider similar alternatives. Building on Sagi and Friedland (2007), we propose that considering dissimilar alternatives is 

more likely to increase anticipated regret than considering similar alternatives, which in turn decreases purchase intent.  

 

In six studies, we explore how purchase interest for a target item is impacted when alternative ways to spend that money are considered, 

and specifically, when those alternatives are similar versus dissimilar to the target. In Study 1A, all participants evaluated two target 

items: movie tickets and a massage, with the order counterbalanced. After viewing a picture, price and short description of the target 

item, participants were asked to briefly list three alternative ways of spending the same amount of money as the price of the target. There 

were three between-subjects conditions: Participants in the similar condition listed alternatives similar to the target. Participants in the 

dissimilar condition listed alternatives NOT similar to the target. Participants in the control condition skipped the step of listing 

alternatives. All participants then indicated their likelihood of purchasing the target item a 9-point likert scale. 

 

We found that the type of alternative considered had a significant impact on purchase interest for the target item. As predicted, 

participants in the control condition were most interested in purchasing the target (M=5.9). Participants in the similar condition were 

somewhat less interested in purchasing the massage (M=4.8), and participants in the dissimilar condition were least interested in the 

purchase of the target item (M=4.1). Study 1B replicates these results using utilitarian rather than hedonic target items, and suggests that 

the effect is not limited to hedonic target items.  
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Study 1C replicated Study 1A (with a massage as the target) with two additions: a fourth ñunspecifiedò condition was included (where 

participants listed three alternatives, with no similarity specification), and all participants were asked to list their thought process before 

deciding whether to buy the target item. We replicate our result from Study 1A for the control, similar and dissimilar conditions. 

Purchase intent ratings in the unspecified condition resembled those in the dissimilar condition, as did post-hoc self-ratings of similarity 

of alternatives to the target. The unspecified condition sheds light on the types of alternatives consumers might consider spontaneously, 

and offers evidence against the explanation that the difference in purchase intent between the similar and dissimilar conditions is due to 

similar alternatives already being taken into account in some capacity. Moreover, the thought-listing task revealed that participants in the 

dissimilar and unspecified conditions were more likely to mention other items they could purchase than participants in the similar or 

control conditions.  

 

In study 2, we explore whether the effect was driven by the process of generating the alternatives, or if merely considering a similar vs. 

dissimilar alternative would result in the same pattern. To test this, we asked participants to evaluate a duvet cover, and provided them 

with a potential alternative way to spend the same amount of money. In the similar condition, the alternative was a mattress pad, and in 

the dissimilar condition, it was running shoes (the alternatives were chosen because they were matched on attractiveness and 

hedonic/utilitarian ratings in a pre-test). As predicted, participants in the similar condition were more likely to buy the duvet than those in 

the dissimilar condition.  

 

In study 3, we use a mediation model to further investigate our underlying mechanism. Moreover, we rule out an alternative explanation, 

that the difference in purchase interest is driven by dissimilar items being more attractive than similar items (because they are less 

constrained), rather than by their similarity to the target item. We use a 2 (attractiveness: more vs. less) x 2 (similarity: similar vs. 

dissimilar) design. We manipulate attractiveness by prompting participants to generate alternatives that are more or less attractive than 

the target. We replicate our main effect of similarity, and find null results for the attractiveness manipulation. We also show that the 

effect of similarity of the alternative considered on purchase interest of the target is mediated by anticipated regret. 

 

Finally, study 4 demonstrates the effect using a choice dependent measure. We present participants with 2 target options: a blue and a 

white shirt, and ask them to generate similar or dissimilar alternatives. Participants are given the opportunity to purchase one or both of 

the target options, or defer the choice and keep shopping (Dhar, 1997). We find that consumers are more likely to defer making a choice 

after generating dissimilar alternatives than after generating similar alternatives.  

 

Taken together, these results suggest that considering alternatives to purchase has an effect beyond merely taking them into account or 

not; the type of alternative considered can have a significant impact on purchase decisions. 

 

For more information contact: elizabeth.friedman@yale.edu 

 
The Impact of óDisplay Set Compositionô on Purchase Likelihood 

Uma Karmarkar, Harvard Business School, USA* 

 
Suppose you are shopping online, and deciding whether to buy a specific coffee maker. Are you more likely to click the ñbuyò button it 

when it is featured on its own product page, or when it is on a page that shows other recommended coffee makers? What if you came 

across it on a site advertising popular products from several different categories?  
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Itôs well established that changing the composition of a choice set can influence peopleôs decisions and shift their preferences (e.g. 

Tversky and Simonson, 1993; Bettman, Luce and Payne, 1998; etc.). These studies often examine how increasing the options in a set will 

cause switching, or influence preferences for one item of interest in comparison to the others. However, it remains unclear how a buy/no 

buy decision about one particular item might be influenced by its display set composition.  

 

Previous research has examined the impact of ñphantomò alternatives, or choice options that are presented to an individual despite being 

unavailable (Pratkanis and Farquhar, 1992).  Phantom alternatives create a range of biases dependent on several factors, including the 

degree of uncertainty about their unavailability (Farquhar and Pratkanis 1993). But when their unavailability is concrete, phantoms can 

create preference shifts similar to those observed with real alternatives (e.g. Doyle et al. 1999). Thus in the current work, we propose that 

the mere (viewable) presence of additional items in the display will impact perceptions of value and likelihood of purchase, even when 

the actionable ñchoice setò is held to a single target product.  

 

Recent findings in decision neuroscience on ñvalue normalizationò mechanisms have shown that adding options to a set can create a net 

reduction in the perceived value of a preferred item in addition to making it less discriminable from other options (e.g. Louie et al. 2013, 

Webb et al., 2014). As a whole, these findings suggest that additions of display-only items may decrease the targetôs purchase likelihood 

by decreasing its perceived value. Furthermore, they predict that the effects may be strongest when the display items are comparable to 

the target.  

  

Study 1 tested our basic hypothesis that display set composition can alter purchase intentions, as well as the predictions arising from 

value normalization. Participants (n=225) were asked to make four hypothetical buy/no-buy decisions. Those in the ñaloneò condition 

saw a labeled photo of the target product and its price. Participants in the ñcomparableò condition saw the same target product/price 

information flanked by photos of two products from the same general category (e.g. a target board game shown between two other board 

games). Participants in the ñnon-comparableò condition saw the products flanked by photos of two products from other categories (e.g. 

a target board game flanked by a Swiss army knife and a candle.) Participants were informed that the non-target products were only there 

as part of the display.  

 

Comparing the three conditions, we found significant differences (p<.01), largely arising from whether the ñdisplay itemsò were from 

the same or different product categories. Average total purchase rates for the four products in the comparable condition (M=1.77) were 

marginally higher than the alone condition (M=1.47, p=.08), and significantly higher than the non-comparable condition (M=1.25, 

p<.02). The difference between non-comparable and alone was not significant. Surprisingly, despite these differences in purchase intent, 

the display items did not change average liking rates for the target items, nor did they influence average willingness to pay for them.  

  

Given the disparity between these results and the decreases in value predicted by value normalization, Study 2 tested how much the 

impact of display items depends on the specific products shown. We offered participants a single hypothetical purchase decision 

assigned via a counterbalanced 2x2 design that varied the type of target item (art poster vs. board game) and the category of the display 

items (comparable vs. non-comparable). Once again, we found a (main) effect in which purchase intentions were higher in the 

comparable compared to the non-comparable condition. There was no main effect of product type, nor interaction effects, suggesting 

that the increases in target purchase likelihood were not due to the display items themselves, but to their similarity to the target. 

  

Secondary regression analyses on data from Studies 1 and 2 did reveal that, pooling across conditions, preferences for the display items 

had a significant positive correlation with purchase intent towards the target item. This raises the question of whether our observed 

effects could be boosted or diminished by the relative value of the display items as compared to the target. Study 3 examined this by 

manipulating the display itemsô a priori value (high vs. low) and similarity to the target item (comparable vs. non-comparable). We once  
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again replicated our main similarity finding, but found that the value of the display items had no direct or moderating effects on  

purchase rates. 

  

Overall, we find that adding items to the ñdisplay setò does indeed significantly impact buy/no buy decisions, but in a direction 

seemingly contrary to possible predictions from value normalization models. Rather our results suggest that when the display set 

consistently reflects one category, it increases the likelihood of making a purchase from that category. One practical implication of this 

work is that retailers may be most effective at promoting a product by ensuring that it draws attention on the shelf among similar 

products rather than featured separately as one-of-a-kind. 

 

For more information contact: ukarmarkar@hbs.edu  

 
Decision-Tree Structures and their Impact on Similarity Judgment and Replacement Choices 

Rom Schrift, The Wharton School, USA* 
Jeffrey Parker, Georgia State University, USA 
Gal Zauberman, Yale University, USA 
Shalena Srna, The Wharton School, USA 

 
Consumers often seek replacement options when their preferred option is unavailable. The current research demonstrates that slight 

variations in the initial decision-making processðwhich do not affect initial preferencesðsignificantly impact consumersô replacement 

choices. Specifically, we focus on a hierarchical decision structure (i.e., decision-tree) in which alternatives are first screened on a single 

attribute and then further screened on other attributes, in a sequential process, until an option is chosen. Integrating research on 

preference trees and runner-up options, we find that the specific decision-tree structure (i.e., the order of attributes in the tree) impacts 

consumersô replacement choices. Consumers tend to replace their most preferred option with alternatives from the same branch (i.e., 

stick with attribute levels that were chosen earlier in the tree). 

  

Such patterns may, at first, appear contradictory to existing literature showing that consumers tend to deemphasize the importance of 

screening attributes, and over emphasize post-screening (or ñselectionò) attributes (e.g., Chakravarti et al. 2006; Diehl et al. 2003). 

According to these findings, one would expect that consumers would be more likely to stick to later attributes in the sequence when 

choosing replacement options. However, this previous work (i) did not explore replacement choices, (ii) did not manipulate order of 

attributes in the tree, and (iii) examined nested hierarchical decision-trees; that is, contexts in which the initial screening criterion (e.g., 

ñbeefò vs. ñfishò) substantively alters the options available in the subsequent stage(s) (e.g., ñsteak or roast-beefò vs. ñsole or troutò). The 

current work examines contexts in which all combinations are feasible (i.e., non-nested decision-trees) and whether the order of attribute 

decisions in such non-nested trees impacts replacement choices. We find that consumerôs preference for a replacement option is affected 

by the tree structure, and that consumers tend to stick with earlier decisions they made in the tree. Seventeen studies demonstrate this 

extremely robust effect. We explore different possible mechanisms underlying the effect and discuss relevant literature. 

 

In Study 1 participants chose between different pens, each described in terms of color (5 levels) and material (2 levels), resulting in 10 

available color-material combinations. In a between-subjects design, participants either directly chose one of the 10 pens (control), or 

made their choice in a two-stage decision process (color first then material vs. material first then color). After learning that their chosen 

pen was unavailable, participants chose their replacement option by either keeping their choice of color and replacing the material or 

vice versa. The decision-tree structure significantly impacted participantsô replacement decisions. Participants that chose material first 

were more likely to keep the penôs material (64%) compared to those that chose color first (38%, z = 2.72, p < .006; control condition = 
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47%). Participantsô assigned attribute weights (using a constant-sum allocation task) showed a consistent and significant pattern. Eight 

additional studies replicated this robust effect across different decision contexts (e.g., cups, clocks, catering-services, food-items, 

hiring-decisions, paintings, visual-tasks). Additionally, the results were replicated with more than two hierarchy levels and when all 

attributes possessed the same number of levels. Further, the effect persisted in incentive compatible contexts and across different 

response and presentation modes. That is, participants tended to stick with their choice of initial attribute even when all alternatives were 

initially presented (screening, as opposed to choosing, format) and also when all replacement options were available for choice.  

 

Exploring different potential mechanisms, we found the effect to persist when the initial choice was made for the participants either 

randomly (study 10) or by a third-party (study 11). That is, even when participants did not choose the original option, their choice of 

replacement option was still driven, in the hypothesized direction, by the decision-tree structure. Thus, choice-based explanations such 

as dissonance, self-perception, and reason-based choice, as well as explanations based on need for internal consistency or choice closure 

(suggested by Wright and Barbour 1977) do not fully account for the pattern of results (in Study 12 neither need for closure or internal 

consistency were found to moderate the effect). 

 

Next, we examined whether the effect may be driven by inferences about attribute weights. In particular, previous literature suggested 

(and demonstrated) that decision makers attend to attributes by order of their importance (e.g., elimination-by-aspect). Therefore, it is 

possible that when the order of attributes in the tree is externally provided, decision-makers infer that initial attributes are more important 

and therefore tend to stick with their originally chosen branch. In Studies 13 and 14 it was made extremely salient to participants that the 

order of attributes was determined randomly. In Study 15 participants were asked to choose among 4 tasks that were described on 

completely meaningless attributes (letters and colors). The effect persisted, indicating that inferring weights from the order in the tree is 

not the main driver of the results. 

 

Finally, in Study 16 we explored whether the effect is driven by a categorization and similarity judgments (e.g., Goldstone 1994, 2001; 

Livingstone et al. 1998). We find that decision-makers perceive alternatives that belong to the same branch in the decision-tree as more 

similar and perceive the action of switching branches as more extreme (i.e., a greater change). As in Study 15, participants chose among 

4 tasks that were described on completely meaningless attributes. However, when learning about the unavailability of their chosen task, 

participants either received a positive cue about this task (triggering a motivation to replace this task with a similar task), or received a 

negative cue (triggering a motivation to replace the task with a dissimilar task). The effect replicated in the positive but not in the 

negative cue condition. Thus, indicating that decision-makers associate the decision-tree structure with a similarity judgment between 

alternatives. In Study 17, we find that the motivation to replace the original option with either a similar or a distinct option mediates  

the effect. 

  

In the current investigation we attempted to isolate the effect (which is theoretically and substantively important) using different 

paradigms. The results lend support to a categorization process in which consumers construe alternatives that share a branch on the 

decision tree as more similar. 

 

For more information contact: roms@wharton.upenn.edu 

 
Indecisive Consumers and Sensitivity to Outside Options 

Marissa Sharif, University of California Los Angeles, USA* 
Stephen Spiller, University of California Los Angeles, USA 
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Consumers are often faced with salient outside options when deciding whether to select a focal option. For example, a consumer 

deciding whether to purchase a DVD from a display at Walmart may see another use for her money (e.g., a book). Choosing to buy  

one item means giving up at least one other potential option. Spiller (2011) found that when (and only when) consumers consider  

their opportunity costs, the more attractive their opportunity costs are on average, the less likely they are to buy the focal option. In  

the present research, we ask: which outside option receives the most weight in the focal decision? What individual differences moderate 

this selection? 

 

Normative theory suggests that consumers should act as though they weigh the best outside option (and not the others) when deciding on 

a focal option. Previous research on consumer decision-making supports this, at least in some situations. When choosing an option from 

two partitions, one with a single option and one with multiple options, as long as the multiple-option partition is not considered to be a 

coherent set, individuals first compare each of the grouped items, identify their favorite from that group, and then compare the favorite to 

the lone alternative (Brenner, Rottenstreich et al. 1999, Sood, Rottenstreich et al. 2004). This suggests that individuals may give the 

greatest weight to the value of the best outside option and little weight to others.  

 

Individuals differ in the extent to which they consider opportunity costs (Frederick et al., 2009; Spiller, 2011). However, it is unknown 

what individual differences account for peopleôs sensitivity to the value of different outside options. One important candidate difference 

is indecisiveness. Prior research has identified three types of indecisive individuals using the Decision Behaviors Inventory (DBI): 1) 

Neurotic, characterized by difficulty choosing when presented with a variety of different options; 2) Perfectionistic, characterized by 

excessive information-seeking before choosing; and 3) Lackadaisical, characterized by a lack of concern with advanced preparation 

(Barkley-Levenson and Fox 2014).  Although indecisive individuals have been shown to delay decisions, less is known about how or 

why they make particular choices. This research furthers this knowledge by exploring how one important component of decision-making 

relates to indecisiveness. 

 

In three studies, we show that consumers are more likely to consider the value of the best outside option (and not less-attractive outside 

options) in their decision to accept the focal option or not. However, lackadaisical indecisive individuals place more weight on less 

attractive outside options and less weight on the most attractive outside options.  

 

Studies 1a and 1b assessed how sensitive people are to an attractive outside option. 300 participants in each study read a scenario about 

a sale on their favorite DVD and decided whether to buy it or not (Frederick et al., 2009); Study 1b was a replication of 1a and results 

were consistent across both studies. Participants generated a preferred alternative use for their money (the outside option) and evaluated 

the attractiveness of the outside option and the DVD. Participants considered the outside option to be more attractive than the DVD (p < 

.001). Participants were sensitive to the value of the attractive outside option and thus less likely to buy the DVD when their evaluation 

of the outside option was high (p < .01). However, this relationship was moderated by lackadaisical indecisiveness (p < .01). Low 

lackadaisical individuals were sensitive to the evaluation of the attractive alternative, but high lackadaisical individuals were insensitive. 

Neither perfectionistic nor neurotic indecisiveness moderated sensitivity. Although lackadaisical indecisive individuals were less 

sensitive to the attractive outside option, they were not less likely to purchase the DVD. Why not? One possibility is that they gave more 

weight to less-attractive outside options.  

 

Study 2 assessed whether consumersô sensitivity to different outside options depends on those optionsô attractiveness and whether 

lackadaisical indecisive individuals place more weight on less attractive outside options. 100 participants made a series of 16 choices to 

buy or not buy $5 gift cards over a series of 4 simulated ñweeksò (one opportunity per ñdayò at a cost of 2 cents, with 4 days per week). 

Because participants had a weekly budget (2 cents), the future gift cards were potential opportunity costs.  Participants were randomly 

assigned to a condition in which the next three gift cards were always displayed (Known) or never displayed (Unknown).  
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Condition influenced the relationship between lackadaisicalness and sensitivity to the attractiveness of the best outside option (p < .001) 

and of the other outside options (p < .06). As outside options were unknown in the Unknown condition, we focus on the Known 

condition. Participants were sensitive to the best outside option (p < .05), and this sensitivity decreased with lackadaisicalness (p < .001). 

In contrast, on average participants were not sensitive to the other outside options, but sensitivity increased with lackadaisicalness  

(p < .05).  

 

Study 3 tested lackadaisical individualsô sensitivity to less-attractive outside options by manipulating the value of the worst outside 

option.  300 participants were randomly assigned to one cell in a 2 (Status Quo vs. Not Status Quo) x 2 (Worst Outside Option Value: 

Medium vs. Low) between-subjects design. Participants chose among 3 different jobs: one manipulated status quo job, one attractive 

outside option, and one less-attractive outside option (medium or low value). We found that in aggregate participants were not sensitive 

to the manipulation of the worst outside option. However, lackadaisical indecisiveness interacted with this manipulation to affect choice 

of the status quo (p < .06) such that lackadaisical indecisive individuals were less likely to choose the status quo (and more likely to 

choose the best outside option instead) if the worst outside option had a medium value than if it had a low value.  

 

This research reveals that, in aggregate, individuals tend to be sensitive to the value of only the best outside option in their decision to 

buy the focal option. However, lackadaisical indecisive individuals place less weight on the best outside option and greater weight on 

lesser outside options when deciding on a focal option. 

 

For more information contact: marissa.sharif.2016@anderson.ucla.edu 

 
Symposium: Effects on Time and Time Effects: The Interplay of Consumer Behavior  

and Time 

Chair: Gabriela Tonietto, Washington University in St. Louis, USA 
 

Starting Your Diet Tomorrow: People Believe They Will Have More Control Over the Future Than They Did Over the Past 

Elanor Williams, University of California San Diego, USA 
Robyn LeBoeuf, Washington University in St. Louis, USA* 

 
Insanity, as the saying goes, is ñdoing the same thing over and over again but expecting different results.ò People trying to diet, quit 

smoking, or be financially responsible may make a dozen attempts before they see meaningful results, if they see results at all (Polivy 

and Herman 2002). We argue that one important reason for this ñfailure to learn from failuresò is that people expect to have greater 

control over future events than they would have had over identical past events. This is consistent with other work showing that the future 

(relative to the past) seems more premeditated (Burns et al. 2011), involves more willpower (Helzer and Gilovich 2012), and seems more 

rational (OôBrien 2015). Our work expands on this research, showing that for a variety of experiences, including negative and chance 

events, people believe they will have more control over the future than the past, and that this difference stems from an overgeneralized 

belief that the future is open and the past is fixed. 

 

In our first study, participants rated whether they had more control over ten items, such as their diet, finances, and happiness, last month, 

or whether they will have more control next month. Participants also made a general control assessment, rating whether they believed 

they would generally have more control over their lives last month or next month. For all ten items, participants anticipated having 

greater control next month than they felt like they had last month (significantly so in all but two cases). The general assessment also 
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reflected a reliable belief that control would be greater in the future than in the past. Thus, participants anticipated having greater control 

over their lives in the near future than they had in the recent past. 

 

To show this leads to a belief in greater future self-control, we used the idea of shifting preferences for ñshouldò versus ñwantò movies 

(i.e., serious versus fun movies; Milkman et al., 2009). Participants were more likely to believe they would choose to watch a ñshouldò 

movie four months from now than four months ago. Participants also thought that the movie decision would be more under their control 

in the future than in the past. This perception of control partially mediated the movie choice, suggesting that participantsô feelings of 

greater future control led them to believe they would be able to exert greater self-control over a future choice. 

 

We also wished to demonstrate that people believe they will have more control over bad things as well as good things, to address the 

suggestion that this asymmetry might be another instantiation of optimism or a self-serving bias.  Participants imagined that, either last 

fall or next fall, they were installing a new DVD player; the installation either succeeded or failed. Participants believed that the 

outcome, whether it was success or failure, would be more due to factors under their control in the future than in the past. There was no 

interaction between timeframe and valence of outcome. 

 

People even expressed a belief in greater control over future chance events. Participants played a version of Battleship in which they 

guessed the placement of ships on another personôs board, in two rounds, without feedback. Between the rounds, they rated their control 

over the past round and then the upcoming round. Participants believed that they would have significantly more control over the outcome 

of the future round than the previous one, and that the outcome would be more due to their ability to guess where the ships are placed in 

the future round. 

 

Finally, we wanted to examine the process underlying this asymmetry in perceptions of control. One note about this asymmetry is that it 

is actually valid from the perspective of the present: events that have already happened cannot be changed, but the future can still be 

influenced. However, there is no reason to expect, as our participants seem to, that past events were less controllable at the time that they 

originally happened than future events will be at the time that they will eventually happen. We suspect that participants substitute their 

current perceptions, from the vantage point of the present, for their perceptions of the past and the future when they actually occurred or 

will occur. To test this idea, we attempted to make the future feel as fixed and unchangeable as the past feels. Participants read either an 

excerpt of an essay that claimed that free will exists, or an excerpt that claimed that free will does not exist and oneôs actions are 

predetermined. Then they completed a version of the DVD player scenario, in which the installation occurred either last fall or next fall. 

Participants in the free-will -exists condition showed the typical pattern of results, such that the installation seemed more under their 

control in the future than in the past. However, in the no-free-will condition, the future and past seemed equally controllable. Thus, by 

shifting participantsô perceptions of the openness of the future, we also shifted their beliefs about how controllable the future was relative 

to the past.  

 

People believe that the future is more controllable than the past. Despite the futureôs inherent uncertainty, people think they will be better 

able to control it, for good or ill. They seem to substitute their current perceived ability to control the past and the future for their ability 

to control the past in the past and the future in the future. This asymmetry in beliefs about control may lead people to repeat the same 

mistakes, with hope but little chance of getting a different result.  

 

For more information contact: ewilliams@ucsd.edu  

 
 

 

mailto:ewilliams@ucsd.edu
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Movement through Time and Space Shapes Psychological Distance 

Eugene Caruso, University of Chicago, USA* 
Leaf Van Boven, University of Colorado Boulder, USA 

 
Time is an abstract concept that is only experienced indirectly, which makes the very notion of time difficult to comprehend. Once 

people move beyond the narrow spans of time that their biological clocks, broadly speaking, are capable of tracking, they conceptualize 

time by building mental representations that draw from their direct experience with spatial distances (e.g., Boroditsky, 2000; Lakoff & 

Johnson, 1980, 1999). The idea that travel through time has a directionðreflected in numerous metaphors, such as the ñarrow of timeò 

and ñmoving through timeòðimplies a spatial relationship. As a result of this mapping of time onto space, both literally and 

metaphorically, peopleôs movement through space can affect their representation of movement through time (Boroditsky, 2000; 

Casasanto & Boroditsky, 2008; Miles, Nind, & Macrae, 2010). 

 

Here we explore two implications of the metaphorical mapping of time and space. We suggest that peopleôs experience of movement 

through time is analogous to their experience of movement through space in that they perceive the distance between the self and future 

events as continually diminishing whereas they perceive the distance between the self and past events as continually increasing. Just as 

diminishing spatial separation makes objects seem spatially closer and increasing spatial separation makes objects seem spatially more 

distant, diminishing temporal separation makes events seem temporally closer and increasing temporal separation makes events seem 

temporally more distant. We hypothesize that this spatial metaphor of events in time implies two phenomena. First, physical movement 

toward events in space should reduce their psychological distance to the present. Second, there should exist a fundamental asymmetry in 

the psychological distance of past and future events whereby future events are psychologically closer to the present than past events of 

equivalent objective distance. We tested these predictions in a series of studies. 

 

Study 1 tested our prediction that physical movement toward events in space would reduce their psychological distance to the present. 

Participants wrote down six personally-relevant events (e.g., ñmy final examsò) on separate sheets of large paper, which an experimenter 

taped to a door at the end of a long hallway. All participants reported how psychologically distant each event was. Some participants 

made these evaluations from a stationary position approximately 4 feet away from the posters; some participants made these evaluations 

from a stationary position approximately 30 feet away from the posters; and some participants made these evaluations after physically 

moving toward the posters (i.e., walking from 30 feet away to 4 feet away) or away from the posters (i.e., walking from 4 feet away to 30 

feet away). We found that people who walked forward reported that these events were psychologically closer than did people who 

walked backward or who were in a close or far stationary position. 

 

The next two studies tested whether future events are psychologically closer than past events of equivalent objective distance. In each 

study, participants were asked to imagine a point in either the past or in the future, and to report the pointôs psychological distance. When 

considering specific times (one month, one year; Studies 2a-2b) or specific events (Valentineôs Day; Study 3), people reported that the 

future was closer than the past. 

 

In Study 4, we experimentally reversed the spatially-grounded arrow of time by manipulating the direction of participantsô apparent 

physical movement, which we reasoned would influence their orientation to the past and future. Some people had the (virtual) 

experience of moving forward in space, consistent with their natural orientation of thoughts, whereas others had the (virtual) experience 

of moving backward in space, reversing their natural orientation of thoughts. Consistent with our predictions, we found that peopleôs 

virtual movement moderated the temporal asymmetry in psychological distance, such that backward movement eliminated the tendency 

for future times to be psychologically closer than past times. 
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The existence of this temporal asymmetry has important implications for theories of psychological distance that assume temporal 

symmetry (e.g., Trope & Liberman, 2010), and for theories of episodic memory that assume people remember the past in largely the 

same way that they imagine the future (e.g., Addis, Wong, & Schacter, 2007). More broadly, we believe that the temporal asymmetry in 

psychological distance reflects a general ñbias toward the futureò whereby people are psychologically oriented toward the future more 

than the past (Parfit, 1984). This future orientation is highly functional, as future events can typically be acted upon more successfully 

than past events. The fact that action can facilitate the realization of future desires but not past ones may help explain why people devote 

more resources to prepare for things that lie ahead than for things that lie behind. This is in part why it makes sense for car windshields 

to be bigger than rearview mirrors and for the meteorologist to discuss the weather for the upcoming week rather than the preceding one. 

Thus, just as people mobilize resources to prepare for approaching sights and sounds, they apparently have a more general tendency to 

prepare for the (approaching) future by reducing its psychological distance from the here and now. 

 

For more information contact: ecaruso@chicagobooth.edu  

 
The Effect of Temporal Organization on Subjective Time Perception and Consumption 
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Just as a year is organized around significant dates (e.g., holidays) that act as temporal landmarks (Peetz and Wilson 2012), a day is 

organized around set activities (e.g. scheduled or routine tasks; Southerton 2003). While prior research has examined the influence of 

temporal organization on perceptions of the scheduled activity, (Tonietto and Malkoc 2015) and oneôs overall day (Southerton 2003), 

prior work has not yet studied how scheduling tasks might influence how consumers perceive the time surrounding the activity. We fill 

this gap by exploring the effect of such temporal organization on time perception and consumption. We propose that the time leading up 

to a previously scheduled task feels subjectively contracted. That is, a time interval feels subjectively shorter if it directly precedes a 

scheduled activity. We further theorize that this temporal contraction makes the time preceding the scheduled activities feel wasted and 

nonproductive, making consumers less willing to engage in other experiences, which they predict will be less enjoyable. 

  

In Study 1, we first sought to demonstrate that an interval of time directly preceding a scheduled activity (vs. not) feels subjectively 

contracted and nonproductive. As such, participants rated how long (very little time to a lot of time) they perceived the time and their 

ability to be productive from 11am until noon in either the presence (lunch at noon) or absence (lunch at 1pm) of an adjacent scheduled 

task. As predicted, the same one-hour period felt significantly shorter and less productive when adjacent to (vs. separated from) a 

scheduled task. 

 

We next tested the predicted downstream consequences of this temporal contraction, whereby consumers would become less likely to 

engage in experiences during the time preceding a scheduled task. As such, in addition to time perception, participants in Study 2 

indicated their likelihood to book a 45-minute massage. This study had a further goal of ruling out the potential effect of savoring for the 

scheduled activity. That is, it could be that time feels shorter as consumers excitedly anticipate the scheduled task. If so, then one would 

expect the dread associated with anticipating a negative task to show the opposite effect. To test this, Participants imagined either an 

hour available later (control, no scheduled activity), an hour available before a dinner engagement (desirable activity), or an hour before 

a dentist appointment (undesirable activity). Countering a savoring based account, we find that participants were less likely to book a 

massage when it preceded both the desirable and undesirable activity. Further, this was mediated through subjective time perception.  

 

mailto:ecaruso@chicagobooth.edu
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Importantly, anticipating a fun dinner did not differ from a dentist appointment, demonstrating that the mere presence and not the 

valence of the adjacent activity drives the effect.  

 

The purpose of Study 3 was to test whether this reluctance to engage in a desirable activity (massage) would further extend to 

undesirable activities. In particular, it is possible that consumers might be more motivated to do activities they want to get over with 

when time feels scarce.  However, we argue that consumers see the time preceding scheduled tasks as wasted and nonproductive. Thus, 

we predict that they would be no more likely to engage in undesirable experiences. Supporting this, participants were less likely to book 

a 45-minute massage (desirable experience) or a 45-minute annual physical exam (undesirable experience) prior to a scheduled task. 

They also predicted both experiences would be less pleasant when followed by another activity, which was mediated through subjective 

time perception.  

 

In Study 4, we sought to test whether increasing the length of objective time would alter the results. We find that participants were less 

likely to book a 45-minute massage prior to a scheduled task whether they had one hour or two hours available and predicted lower 

enjoyment if they were to get the massage at that time. These results indicate that even when time available is longer, consumers still 

perceive time as subjectively insufficient and shy away from experiences when they precede a scheduled task. Importantly however, we 

predict that once the target activity becomes sufficiently short, we should no longer find the effect. This is, tasks that are short enough to 

be completed productively during the time interval should not be influenced by the presence of a scheduled activity. Supporting this, 

participants in Study 5 were less likely to read a few chapters of a book before an adjacent task, but were just as likely to read a few 

pages. Furthermore, participants indicated that they would spend less time (in minutes) reading the remaining chapters but not the 

remaining pages. This supports the idea that once the contracted time interval feels sufficient, the presence of an adjacent activity no 

longer matters. 

 

In the final study, we demonstrate that the observed effects uniquely occur in the time leading up to but not following a scheduled task. 

We argue that the effect is driven by perceived time contraction and not an unwillingness to plan multiple activities back-to-back. If 

consumers simply wished to keep activities separate, then we should expect reduced likelihood to engage in experiences both before and 

after a scheduled activity. However, in line with our proposed theory, participants were less likely to book a massage before a scheduled 

activity than either after that activity or control, which did not differ. Further, before, but not after, an adjacent task, participants thought 

the massage would be less enjoyable, and this was mediated by subjective time perception. These results indicate that our results are not 

driven by pure sequencing and only apply to the perception and consumption of time prior to a scheduled task.  

 

In sum, six studies demonstrate that the same amount of time feels contracted if it directly precedes an upcoming scheduled task. This 

then reduces the likelihood of engaging in other experiences, which are predicted to be less enjoyable. This work enriches our 

understanding of what drives subjective time perception, as well as its consequences. Our results establish that how consumers structure 

their day has important implications for how they choose to consume their time.  

 

For more information contact: toniettog@wustl.edu 
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Consumers often encounter changing interest rates, for example, when they receive a low introductory offer on a credit card, or a 

variable rate mortgage.  Changing interest rates can complicate already difficult financial decisions around debt repayment.  We 

examined how the timing of future interest rate increases influences these decisions.  We found that when the interest rate is expected to 

increase in the near term, people pay their debt more slowly than when it is expected to rise in the future, even though they incur more 

accumulated interest overall in the former case. We label this pattern the urgency paradox-- consumers subsequently increase their 

commitment to repaying debt in response to perceived urgency (anticipation of a future rate increase) rather than to actual urgency 

(higher rate overall).  

 

Study 1 demonstrated the urgency paradox. Participants imagined they had taken out a loan a while ago. The loanôs interest rate would 

increase from 0% to 5% either in one month or in five months. The loan had to be repaid in full (principal plus interest) in a single 

payment, and the interest would continue to accrue until the loan was completely repaid. Participants stated when they would repay the 

loan.  Participants in the five-month condition decided to pay off the loan significantly sooner than those in the one-month condition (M 

= 10.85 vs. 16.32 months, p<.01), although the accumulated interest (total cost) was higher in the one-month condition.  

 

Study 2 replicated the urgency paradox in a setting with real consequences. Participants played a game that simulated a debt payment 

process. They began the game in debt, owing the experimenters points, and they were required to repay their debt before they could exit 

the game. The debt would increase at a steady rate throughout the game beginning either immediately, or 70 seconds after the start of the 

game.  To earn points, participants were given a choice between a pleasant or unpleasant task.  The unpleasant task paid more, 

allowing them to repay their debt faster.  We found that participants were more likely to choose the higher paying, unpleasant task when 

their debt would begin rising after 70 seconds than when it would begin rising immediately (76% vs. 60%, p=.029).   

 

We propose that two psychological factors together contribute to the urgency paradox: sensitivity to change and perceptions of 

achievability. As a result of sensitivity to change, consumers react more strongly to the timing of a rate change than to the level of the 

static interest rate. Subsequently, they focus on the timing of the rate rise and may take this as an implicit goal for paying off their debt. 

However, selection of this goal depends on perceptions of achievability. A consumer will commit to repaying all of her debt before the 

rate rises, but only if she believes this goal is achievable.  Otherwise, the timing of the rate increase will not factor into the repayment 

decision.  Therefore, consumers will repay loans faster only when the timing of the rate change is (a) distant enough that it allows them 

to plausibly repay the loan before the rate change, but is (b) near enough that they would not be motivated to repay the loan before the 

rate change if the loan remained at a static rate.   

 

To test this possibility, Study 3 examined sensitivity to change.  Participants were randomly assigned to one of four conditions: two 

static rates (2% vs. 5%) and two changing rates (increase from 2% to 5% in one vs. four months). Similar to Study 1, participants 

imagined that they had taken out a loan and stated when they would repay it. The two changing rate conditions (one-month and 

four-month) replicated the urgency paradox (M = 8.37 vs. 6.12 months, p<.05), but participants were indifferent between the two static 

rates. Furthermore, participants repaid the loan significantly sooner when the rate would increase in four months than if the rate stayed at 

either 2% or 5% (ps<.05), showing that participants were more sensitive to a changing rate than to a static (high) rate. 

Study 4 examined the complementary explanation, perceptions of achievability. This study included a range of dates when the rate 

change occurred.  These dates included periods when people would not plausibly be able to repay the debt (this month), they could 

repay their debt fairly easily (8 months, 12 months), and they could repay their debt, but only if motivated to do so (4 months). We found 

that participants repaid earlier in the 4 month condition than in each of the other conditions (ps<.05), indicating that participants repay 

loans faster only when the timing of the rate change is distant enough to allow them to plausibly repay the loan before the rate change, 

but near enough that they would not be motivated to repay the loan before the rate change otherwise.  
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Studies 5 and 6 tested two moderators: evaluation mode (Hsee & Zhang, 2010) and contemplation. Study 5 replicated the urgency 

paradox in single evaluation, but participants chose the opposite in joint evaluation. Study 6 showed that the urgency paradox 

disappeared when we asked participants to focus on the rate itself and consider whether the increased rate was too high or too low before 

they made their decisions. These moderators provide additional evidence for the proposed mechanism.  They suggest that participants 

will respond to the absolute interest rate when their attention is directed away from the change and towards the overall economic cost, 

and provide evidence that the basic pattern is a bias that cannot be explained by normative economic accounts. 

 

This paper has provided evidence that consumers will look to the timing of rate increases as a deadline, and that perceptions of 

achievability can help explain when we turn to this external, and arguably arbitrary, cue for motivation.  Our findings suggest that 

highlighting a future rate increase in the near future may discourage consumers from paying their debt soon, while highlighting a rate 

increase in the more distant future may encourage consumers repay their debt faster.  

 

For more information contact: shirleyzyw@gmail.com 

 
Interest-Free Financing Deals: How Different Labels Impact Consumersô Preferences for Pre- vs. Postpayment 
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Introduction  

 

Interest-free financing offers consumers the possibility of paying for high-priced goods with monthly installments and no interest 

charges. Slogans such as ñBuy Now, Pay Laterò can be found at many retailers for a variety of products (e.g., electronics) and services 

(e.g., vacations). Even though interest-free deals can save consumers money by allowing them to defer payments (cf. 

time-value-of-money), behavioral research suggests that, for certain purchases (e.g., vacations), people prefer to prepay rather than 

taking advantage of an interest-free loan (e.g., Prelec and Loewenstein 1998). This project will demonstrate that different ways of 

communicating an interest-free offer influence peoplesô payment preferences. By showing that different semantic labels of otherwise 

equivalent financing deals affect consumersô demand for credit, we contribute to research on financial decision making and  

promotional framing. 

 

Conceptual Background 

 

Research on financial decision making has shown that people aim to match a goodôs benefit stream with the payment stream of the loan 

and try to avoid financing plans whose loan durations exceed the life of the durable (Hirst et al. 1994). This finding is consistent with 

mental accounting theory (Thaler 1985) which posits that people establish mental accounts for the benefits and costs of a specific 

transaction and that acts of consumption and payment can generate pleasure and pain, depending on whether the balance of these mental 

accounts is in the black or in the red (Prelec and Loewenstein 1998). Since various modes of payment (e.g., cash, financing plans) differ 

in the timing of the actual payments and many product types (e.g., durables, experiential goods) differ in the sequence of benefits, 

research suggests that peoplesô payment preferences depend on the nature of the product (e.g., Patrick and Park 2006). In their classic 

article on mental account of savings and debts, Prelec and Loewenstein (1998) demonstrated that 76% of the people preferred to pay for 

a $1,200 washer and dryer combination with ñsix monthly payments of $200 each during the six months after the washer and dryer 

arriveò (i.e., postpayment), whereas 63% chose to pay for a $1,200 vacation with ñsix monthly payments of $200 each during the six 
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months before the vacationò (i.e., prepayment). Rather than minimizing the net present value of the transaction, the majority of people 

preferred to prepay for the vacation because they wanted to avoid paying for a good that does not provide any more benefits. In this 

research, we will show that labeling Prelec and Loewensteinôs (1998) financing offer as a 0% APR special financing promotion can 

significantly increase peoplesô demand for credit. Like other studies on promotional framing (e.g., Inman et al. 1990, 1996), our results 

demonstrate that redundant value cues can affect consumersô reactions to otherwise equivalent deals. 

 

Studies and Results 

 

Five studies test our ñlabelingò hypothesis. In all studies, we build on Prelec and Loewensteinôs (1998) original scenario, but manipulate 

the framing of the postpayment option: (1) ñMake six monthly payments of $200 [é]ò in the no deal condition vs. (2) ñUse a 0% APR 

special financing promotion and make six interest-free monthly payments of $200 [é]ò in the 0% deal condition. 

 

Study one was a 2 (label: no deal vs. 0% deal) x 3 (product: washer-dryer vs. TV vs. vacation) between-subjects design. Consumersô 

payment preference (ñWhich option would you prefer?ò) was measured with a binary variable (0=Prepayment / 1=Postpayment). 

Logistic regression analysis yielded a significant product x label interaction (p=.01) which indicated that labeling the financing offer as 

a 0% deal increased consumersô preference to postpay for the vacation (No deal: 12.6% vs. 0% deal: 32.7%; p<.001), but not for the TV 

(No deal: 71.9% vs. 0% deal: 67.1%; p>.20) and the washer and dryer (No deal: 80.6% vs. 0% deal: 78.6%; p>.60). 

 

In study two, we focused on the vacation as our target good, but highlighted its utilitarian value to one group and its experiential value to 

a second group of participants (Levav & McGraw 2009). Logistic regression analysis produced a significant main effect of deal label 

(p<.01) with preference for postpayment rising from 12.0% to 20.8% (p=.08) in the utilitarian condition and from 12.7% to 27.8% in  

the hedonic condition (p<.01). Thus, the effectiveness of the 0% deal label does not depend on the nature of the product as utilitarian  

or hedonic. 

 

In study three, we again held the product constant (i.e., bike), but shifted participantsô focus of attention either to its material or 

experiential aspects (Carter & Gilovich 2010, 2012). Logistic regression analysis yielded a significant focus x label interaction (p<.05) 

and confirmed that the 0% deal label increases consumersô preference for postpayment when they focused on the bikeôs experiential 

aspects (No deal: 54.2% vs. 0% deal: 72.5%; p=.06). In contrast, when consumers focused on the bikeôs material aspects, the 0% deal 

label did not affect their preference for postpayment (No deal: 74.5% vs. 0% deal: 65.3%; p>.30). 

 

In study four, we employed the experimental design used in study one. Besides replicating the previous findings, study four provided 

initial evidence for the underlying psychological process. In a moderated mediation analysis, we showed that the 0% deal label provides 

justifiable reasons for consumers to postpay the vacation: Self-justification (measured with three items) fully mediated the positive effect 

of the 0% deal on consumersô preference to postpay for the vacation (indirect effect=1.62, 95% CI: .71 to 2.63). 

 

In study five, we separated the effects of various semantic cues (e.g., 0% APR vs. special vs. financing promotion vs. interest-free) and 

found that the term ñinterest-freeò drives our labeling effect (p<.01). Again, self-justification fully mediates the positive effect of the 

ñinterest-freeò cue on peoplesô preference to postpay for the vacation (indirect effect=1.96, 95% CI: .52 to 3.53). 

 

Discussion 

 

Our results show that framing an interest-free financing offer as a 0% APR special financing promotion can significantly affect 

consumersô demand for credit. In five studies, we demonstrate that the 0% deal label significantly increases consumersô preference to  
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postpay for an experiential good. In a next study, we aim to manipulate the ñneed for self-justificationò to nail down the underlying 

psychological process. 

 

For more information contact: johannes.bauer@unisg.ch 
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Diversificationðinvesting in many imperfectly correlated assetsðreduces exposure to risk without sacrificing expected returns. Some 

assets in a diversified portfolio will perform better than expected and others will perform worse, but the value of the portfolio will be less 

volatile as these unpredictable deviations will tend to offset. Despite this benefit, many people are undiversified (Campbell, 2006; 

Goetzmann & Kumar, 2008). For example, a typical individual investor holds a portfolio with only four stocks (Barber & Odean, 2001).  

  

While several explanations have been proposed to account for improper diversification, we explore a more fundamental question: Do 

investors understand the benefit provided by diversification?  

  

Understanding how diversification affects portfolio performance requires understanding the distributional properties of a sum of random 

variables. This may be easy for statisticians, but most people have poor statistical intuitions (Lipkus, Samsa, & Rimer, 2001). Moreover, 

people may lack the financial literacy required to apply this knowledge correctly (Lusardi & Mitchell, 2007). 

  

We demonstrate two pervasive errors in peopleôs beliefs about diversification. First, many people believe that diversification increases, 

rather than decreases, the volatility of a portfolio. This error is particularly common among people low in financial literacy, and appears 

to result from a judgment of representativeness: Because diversification involves investing in many unpredictable assets (vs. only a few), 

it feels like it should increase the aggregate unpredictability of the portfolio. This is analogous to conflating the properties of an outcome 

distribution with the properties of the generating mechanism (Kahneman & Tversky, 1972, 1973). 

  

Second, many people incorrectly believe that diversification increases the mean performance of a portfolio. This error is most common 

among those high in financial literacy and seems to result from a misunderstanding of financial advice: People may know that 

diversification is a good investment strategy but associate this with an increase in the mean, rather than a decrease in volatility. This is 

consistent with previous work suggesting the central tendency of a distribution is more salient than the degree of dispersion (Obrecht, 

Chapman, & Gelman, 2007).  

  

In Studies 1Aï1F, we had people make forecasts for diversified and undiversified portfolios using a graphical, histogram building tool 

(Goldstein & Rothschild, 2014). In effect, this tool yields a subjective probability distribution of each participantôs beliefs about the 

future value of each stock portfolio. We found that many people, but especially those low in financial literacy, expected greater variance 

in possible stock prices (i.e., more risk/volatility) from the diversified portfolio. Further, most people, but especially those high in 

financial literacy, expected a greater mean stock price (i.e., better returns) from the diversified portfolio. These biases are inconsistent 

with inferences about portfolio construction, as they occurred even when stocks in the portfolios were ñrandomly selectedò or  

explicitly known. 
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In Study 2 we explored possible explanations for these biases by manipulating what people thought about before forecasting the 

performance of a portfolio. Participants who first thought about how the individual stocks in the portfolio might perform expected 

greater unpredictability from the portfolio, while those who instead thought about the value of diversification expected greater returns 

from the portfolio. 

  

Finally, in Studies 3A and 3B we explored possible downstream consequences using a portfolio construction task. We found people 

tended to create portfolios that mismatched investorôs risk tolerances in ways consistent with the false beliefs documented in previous 

studies. Specifically, those low in financial literacy tended to give a less diversified portfolio to an older, risk-averse investor than they 

gave to a younger, risk-seeking investor. 

 

For more information contact: nreinholtz@gmail.com 
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Background. The fastest growing type of consumer debt, student debt recently surpassed outstanding credit card debt for the first time 

and has increased more than fivefold since 1999. Three experiments (total N=996) examine a potential consequence of rising debt levels: 

as existing debts grow, people may become willing to borrow even more. Ο   

 

This hypothesis is supported by a novel theory that combines elements of prospect theory and mental accounting to propose that debt is 

accounted for as a cumulative loss (i.e., within a single mental account), while each new decision to borrow additional money is 

accounted for as a fresh gain (i.e., in a separate mental account). Therefore, for subsequent borrowing decisions, the marginal subjective 

cost of debt should diminish while the marginal subjective gain of borrowed money should remain constant, resulting in an increased 

willingness to borrow as oneôs debt balance increases. Such a reaction to larger debts would be ironic and strongly counter-normative 

because, holding constant repayment schedule and interest rate, it is more costly to add to larger debts than to smaller ones. Additionally, 

those who owe the most can often least afford to take on these additional costs.  

 

Method. In three studies, we randomly assigned participants (N=997 UCSD students) to imagine having current student debt balances of 

either $4,500 (low) or $45,000 (high) and asked them whether they would take on additional debt to cover one, both, or neither of two 

additional expenses: (1) $1,200 for $30/week in discretionary spending (e.g., going out to eat, improving oneôs immediate comfort with 

no potential for future return) and (2) $1,200 for a supplemental course or tutoring (e.g., a GRE prep course or similar investment in 

future earning potential). Study 2 tested whether willingness to borrow continues to increase as loan balances reach extremely high 

levels ($450,000). Study 3 was intended to provide a supplemental replication as well as rule out an anchoring explanation by adding a 

condition in which participants considered a monetary value equal to the high debt condition in a context unrelated to debt.  

 

Results. Across Studies 1-3, larger hypothetical student loan amounts increased participantsô willingness to borrow even more money 

(ps = .001, .03, and .007, respectively). Participants were insensitive to differences between high ($45,000) and extremely high 

($450,000) debt conditions, suggesting the existence of a debt threshold at which borrowers become insensitive to additional increases 

(Study 2). Considering a large number outside the context of debt did not increase willingness to borrow, ruling out the possibility that an  
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irrelevant anchoring mechanism could explain the observed effect (Study 3). A meta-analysis of Studies 1-3 indicates a small- to 

medium-sized effect of low vs. high loan size on borrowing decisions (Cohenôs d=.33).Ο   

 

Participantsô actual debt predicted borrowing decisions only when a hypothetical debt amount was not assigned (i.e., in the anchor 

condition); here, greater actual debt was associated with a greater willingness to borrow. An analysis of the types of expenses that 

participants chose to borrow for (i.e., expenses offering present vs. future value) found no evidence that the high debt condition 

differentially increased willingness to borrow for expenses with a potential future return relative to those with no such potential, 

suggesting that the present findings cannot be explained by a risk seeking in the domain of losses account.  

 

Conclusions and Discussion. Across three experiments, larger hypothetical loan balances increased willingness to take on additional 

debt. However, individuals were insensitive to differences between the high ($45,000) and highest ($450,000) debt conditions, 

suggesting the existence of a debt threshold at which willingness to borrow plateaus. Risk seeking in the domain of losses was 

considered as an alternative explanation for an increased willingness to add onto large student loans, but was found to be insufficient to 

explain the observed effect. To our knowledge, this is the first experimental demonstration of a general increased willingness to add to 

larger (vs. smaller) existing debts. 

   

To explain these findings, we propose that debt is accounted for as a cumulative loss, while the purchasing power gained from each 

instance of additional borrowing is accounted for as a fresh gain. Consequently, as oneôs debt balance increases, the marginal subjective 

cost of additional debt decreases while the subjective impact of obtaining an additional gain remains constant (and large). This serves to 

increase willingness to borrow as the marginal value of the gain increasingly outweighs the corresponding loss. Although the focus of 

the current paper was on student debt, a similar psychology should apply to other forms of consumer debt, most notably credit cards.  

    

A possible explanation for this finding, and critique of the current design, is that participants might make different attributions about the 

ñkind of personò they must hypothetically be based on the amount of debt they had been asked to imagine carrying. To mitigate this 

concern, it was clearly specified that the existing debt balance they were being asked to imagine had been taken out to cover ñessential 

expenses such as tuition, books, and housing.ò While participants may have then drawn inferences about their hypothetical financial 

situation, this should work in the opposite direction of our observed effect. That is, if a student had needed to take out a large loan in 

order to cover tuition and essential living expenses, the most reasonable inference would be that the borrower was of limited financial 

means. Such an inference would be expected to decrease willingness to borrow, but instead we observe the opposite. 

  

Overall, these findings not only support a novel theoretical analysis of the psychological factors affecting consumer borrowing decisions 

but have profound practical implications: those needing to take on large debtsðspecifically, consumers with limited financial 

securityðmay become more willing to add to their debt, potentially further contributing to economic inequality and its associated social 

and policy consequences. 

 

For more information contact: aimeechabot@gmail.com 
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When we make risky decisions, the possibility of undesirable outcomes can elicit negative emotional responses that influence our risk 

preferences (Loewenstein et al., 2001).  For this reason, how we regulate these emotions can determine the how much risk we are 

willing to take.  Emotions are regulated by both higher-level cognitive and lower-level physiological processes.  For instance, we can 

regulate how we feel at the higher-cognitive level by reappraising the source of an emotion or by suppressing it (Ochsner & Gross, 

2005). Such regulation strategies have been demonstrated to influence decision-making (Gross, 2013).  In addition to these cognitive 

strategies, which require conscious effort, emotions are also regulated automatically at the physiological level by the autonomic nervous 

system (ANS).  The parasympathetic subdivision of the ANS down-regulates arousal, respiration, heart rate, and attention; aiding 

emotion-regulation by controlling visceral states (Porges et al., 1994).  Unlike cognitive emotion-regulation strategies, the impact of 

which has been examined in various decision-making contexts, little has been documented about the role of the physiological regulation 

of emotion in decision-making.  The primary goal of this research is to fill this gap in the literature.  Specifically, our aim is to delve 

into the role of emotion-regulation on decision-making from a physiological perspective, focusing on the effects of parasympathetic 

activity on risk aversion. 

 

In order to understand how the physiological regulation of emotion can influence decision-making, we draw upon the well-documented 

work on to the vagus nerve, the key component of the parasympathetic nervous system (Critchley & Harrison, 2013).  We specifically 

focus on a non-invasive measure, cardiac vagal tone (VT), measured via respiratory sinus arrhythmia (RSA; Berntson et al., 2007).  

RSA is a non-invasive proxy for vagalðand thus, parasympatheticðactivity and autonomic flexibility  (Porges et al., 1994).  The 

regulatory effects of vagal activity on emotional function is ubiquitous in the literature and, thus, VT is widely accepted as an indicator 

of parasympathetic involvement in the regulation of emotion by physiological means (e.g. Porges, 1996; Gottman & Katz, 2002).  

Naturally, VT is a strong predictor of stress vulnerability (Porges, 1995).  For example, higher resting VT has been shown to protect 

children from marital conflict (El-Sheikh et al., 2001).  

 

In this research, we examine whether the influence of VT extends to decision-making under risk and uncertainty.  Akin to how 

cognitive reappraisal strategies reduce arousal (Sokol-Hessner et al., 2009) and loss-aversion (Sokol-Hessner et al., 2012) in risky 

decisions, we posit that increases in VT, indicating improved physiological regulation of emotion, ought to similarly predict reduced risk 

aversion.  In three experiments, where we either measure VT as an individual difference or experimentally manipulate VT using 

specific breathing techniques, we assess risk preferences in two risky decision-making tasks with built-in incentive compatibility, the 

Balloon Analog Risk Task (BART; Lejuez et al., 2002) and the Gneezy Risk Task (GRT; Gneezy & Potters, 1997).  Together, these 

experiments document the modulation of risk aversion by vagal activity, as indicated by VT. 

 

In Experiment 1, a correlational study, by measuring VT of free-breathing participants while completing BART, we found that 

confirming our hypothesis, participants with higher levels of VT showed less risk aversion, indicated by a significant positive 

relationship between RSA and the adjusted number of pumps (p < 0.0005).  

 

In Experiment 2, we manipulated VT experimentally by regulating the breathing of participants, randomly assigning them to a 

regular-breathing (control-normal VT) or a deep-breathing (high VT) condition. A manipulation-check confirmed that the breathing 

manipulations were effective. Participants in the deep-breathing condition had significantly higher RSA levels compared to the control 

condition (p < 0.0001), which did not differ from the average RSA of the free-breathing participants in Experiment 1 (p > 0.36). The 

results confirmed our hypothesis, and participants in the deep-breathing condition took significantly more risk than participants in the 

regular-breathing condition in both BART (p < 0.021) and GRT (p < 0.027). 

 

 



141 

In Experiment 3, we investigated whether our breathing manipulations caused any mood effects using the Brief Mood Introspection 

Scale (BMIS), in addition to addressing whether our main finding in GRT holds controlling for mood measurements. The results 

replicated our GRT findings in Experiment 2 (p < 0.04). There were no significant differences between groups in the Arousal-Calm 

dimension (p>0.35), or the Pleasant-Unpleasant dimension (p>0.60) of BMIS.  Controlling for mood effects, which had non-significant 

coefficients (p>0.30 for both), breathing manipulation was still a marginally significant predictor of risk taking in GRT (p<0.09). 

 

These findings are congruent with previously limited and correlational research indicating that VT might predict how individuals deal 

with stressors in decision-making contexts.  For instance, resting VT has previously been found to correlate with the magnitude of stress 

response to (Dulleck et al., 2011) and the likelihood of rejecting unfair offers in ultimatum games (Sütterlin et al., 2011). Further, this 

pattern of results is consistent with studies on risky decisions that focus on emotion-regulation from a higher-level cognitive perspective 

such as cognitive reappraisal modulating the experience of negative emotions and influencing loss aversion (Heilman et al., 2010). 

 

Our experimental manipulation of VT using breathing exercises highlight how immediate the cognitive and behavioral consequences of 

a change in parasympathetic activity can be. Our participants started eliciting differential behavior in sophisticated decision-making 

tasks beginning merely a minute after a getting in sync with a deep-breathing rhythm, before they even detected any breathing-driven 

influences in their emotional states. This can have important implications in a myriad of consequential contexts, such as risky decisions 

in the medical, political, and business domains. 

 

In sum, we demonstrate that the regulatory effects of VT on emotional function extend to risky decision making contexts. Put simply, 

how good our bodies are at handling the affective consequences of experiencing uncertainty predicts risk aversion. 

 

For more information contact: mya@stanford.edu 

 
The Nature and Extent of Post-Reward Crowding-Out: The óEffort-Balancingô Account 

Indranil Goswami, University of Chicago, USA* 
Oleg Urminsky, University of Chicago, USA 

 
A large and influential literature on intrinsic motivation has argued that conditional incentives can undermine or crowd-out intrinsic task 

interest, reducing engagement when rewards are stopped (Deci, Koestner, & Ryan, 1999). This research has resulted in widespread 

skepticism among practitioners and academics alike about using incentives in interventions. However, recent field studies examining the 

long-term effects of temporary incentives have failed to document negative effects. We propose a new effort-balancing account, which 

suggests that the post-reward crowding-out effect often represents a temporary preference for a break after exerting effort, rather than a 

change in either task perception or in beliefs about own preferences. As a result, post-reward crowding-out is momentary and consistent 

with neutral or even positive long-term effects of incentives. Furthermore, the justification for a break is weakened when the experience 

is rewarding or when the task is less effortful, and therefore the proposed account predicts no crowding-out in such contexts.  In a  

series of controlled lab studies we test these novel predictions of our account, present a meta-analysis of our results, and rule-out 

competing explanations.   

 

In our experimental paradigm, designed to test the extent of crowding-out, participants make a series of 30 choices between doing a work 

task (a math problem) or a leisure task (watching a video).  Each task took 30 seconds, and participants only saw the specific math 

problem or video after making each choice.  Choices were divided into three rounds ï pre-incentive, incentive, and post-incentive.   
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Participants in the incentive conditions were informed of the amount and duration of the incentive (e.g., 5 cents per correct answer for the 

next 10 tasks) at the beginning of the incentive round, after the pre-incentive round was completed.   

 

In Study 1 (N=77), 67% of the online participants did the math task in the pre-incentive period.  When incentives were available, the 

reward group increased their effort and chose to do the math task 88% of the time (p<.001).  However, immediately after the rewards 

were stopped, the proportion of math attempts fell by 14 percentage-points (53%, p=.06) in the first task of the post-incentive round.  

After this momentary drop in engagement, choices of the math task returned to baseline levels, with no evidence of net crowding-out in 

the post-incentive round (t(37)<1).  Using a hierarchical regression model that compared the incentive and control conditions, we find 

significant momentary crowding-out ᾀ  ςȢφȟὴ Ȣπρ.   

 

In a combined meta-analysis of all data collected across studies (N=1225), we find strong crowding-out only immediately after rewards 

ended (ᾀ σȢπσȟὴ Ȣππς, and a modest positive net effect (ᾀ ςȢυςȟὴ Ȣπς) for the entire post-incentive period.  These 

findings are robust to a variety of alternative model specifications.   

 

The results were replicated (Study 2, N=219) after telling participants that both tasks are equally important (ᾀ σȢσσȟὴ Ȣπρ), 

suggesting that post-reward crowding-out cannot be explained by desirability, signaling, or altruism as alternative explanations, but 

rather happens due to peopleôs desire to take a óbreakô after working on a demanding task. In Study 3 (N=257) we directly examined this 

characterization of crowding-out behavior by giving participants an explicit non-taxing break after incentives ended and contrasted the 

results with a more effortful break that have participants additional autonomy by exercising choices.  Consistent with the prediction of 

the effort-balancing account, providing a break eliminated momentary crowding-out when choices resumed (ᾀ ρȢπτȟὴ Ȣςω), but 

inconsistent with an autonomy-undermining account of external rewards, providing a choice-break did not arrest crowding-out behavior 

(ᾀ ςȢρȟὴ Ȣπτ and the interaction was significant (ὴ Ȣπτφ.   

 

In Study 4 (N=235) we varied incentive size.  Higher incentives resulted in more attempts during the incentive period than low 

incentives (89% vs 70%).  However, while there was significant momentary crowding-out with low incentive (ᾀ ςȢπτȟὴ Ȣπτ), 

there was a net post-reward crowding-in with high incentives (ᾀ σȢτςȟὴ Ȣππρ).  Therefore, paying more not only arrested 

post-reward crowding-out but resulted in participants voluntarily pursuing the task more in the post-incentive period.  These results are 

inconsistent not only with the existing theories of crowding-out of intrinsic motivation, but also with depletion, variety-seeking, or 

reference-point accounts.   

 

In Study 5 (N=340), we varied which task (math vs. videos) was incentivized. Incentivizing a less-effortful and a purely intrinsically 

motivating task like watching videos provided as useful test of theories.  Momentary crowding-out was replicated after incentivizing 

the effortful math task, but we predicted and found that since there was not much effort to balance, there was no momentary crowding 

out after incentivizing the leisure task (interaction, ὴ  Ȣππρ).   

 

Although, we characterize post-reward crowding-out as momentary, the temporary decrease in motivation can have longer-term 

consequences if future decisions are made and locked-in at the point when the motivation is low immediately after exerting effort.   In 

Study 6 (N=189), compared to the no-reward control condition, a significantly higher proportion of participants chose to watch all 

videos in the last round of the experiment immediately after the reward round was over υψϷ ὺί τπϷȟὴ Ȣπφ, however the difference 

in these locked-in choices became non-significant after participants were given a small break after the reward period (σχϷ ὺί τπϷȟὲί).  

The results suggest that marketers should be advised to carefully time their renewal solicitations after the withdrawal of temporary 

marketing promotions that induced higher effort during the reward period. 
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Our results suggest that post-reward crowding-out behavior is more consistent with an effort-balancing interpretation rather than prior 

accounts that predicted a reduction in perceived autonomy or change in inferences about preferences on account of using rewards.  The 

momentary nature of post-reward crowding-out behavior, as predicted by the effort-balancing account and found in the studies, helps 

explain inconsistent findings in the prior literature and challenges the widespread reluctance among policy-makers to use temporary 

incentives (Kohn, 1999) to influence important behavior change.  We discuss the implications off our findings for consumer promotions 

(eg., discounts) as well as for loyalty programs. 

 

For more information contact: oleg.urminsky@chicagobooth.edu 

 
Opportunity Cost Neglect Attenuates the Effect of Choices on Preferences 

Adam Eric Greenberg, University of California San Diego, USA* 
Stephen Spiller, University of California Los Angeles, USA 

 
We provide evidence from three experiments that representing choices as ñwhether or notò rather than ñwhich oneò attenuates or 

eliminates the effect of choices on preferences. 

 

Post-choice preferences shift to favor chosen alternatives (Ariely & Norton, 2008; Bem, 1967; Brehm, 1956; Sharot, Velasquez, & 

Dolan, 2010). This effect of choices on preferences depends on how choices are construed. The same behaviors affect preferences only 

when they feel like choices (Linder, Cooper, & Jones, 1967; Sharot, et al., 2010), so formally equivalent choice frames can have different 

effects. People are more sensitive to a featureôs presence than its absence (Newman, Wolff, & Hearst, 1980), so choosing one alternative 

changes the evaluation of that alternative more than failing to reject a complementary alternative does (Allison & Messick, 1988; Cioffi 

& Garner, 1996; Fazio, Sherman, & Herr, 1982). 

 

All choices involve forgone alternatives. The value of the best foregone alternative is the opportunity cost of the chosen alternative. 

Although normative models of decision-making suggest that people should consider opportunity costs every time they make a choice, 

they often fail to do so (Frederick, Novemsky, Wang, Dhar, & Nowlis, 2009; Jones, Frisch, Yurak, & Kim, 1998; Legrenzi, Girotto, & 

Johnson-Laird, 1993; Magen, Dweck, & Gross, 2008; Northcraft & Neale, 1986). When people neglect opportunity costs, they do not 

recognize the choice as one between multiple options. Making opportunity costs salient transforms choices from ñwhether or notò to 

ñwhich one.ò 

 

Because people often neglect their opportunity costs when choosing and choices only affect preferences when the choices are perceived 

to be choices, we propose that when people consider opportunity costs, choosing causes their evaluations to shift to favor the chosen 

option; but when people neglect opportunity costs, this shift is eliminated. Although many choices are ñwhether or notò decisions, 

research on the effect of choices on preferences has primarily focused on ñwhich oneò decisions. 

 

In three experiments (Ns = 101, 400, and 1007), participants made 11 pre-choice evaluations, 10 (hypothetical) choices, and 11 

post-choice evaluations. In the choice phase, participants chose whether or not to spend airline miles on 10 independent offers (e.g., ñ2 

nights in a luxury hotelò). If participants did not spend their miles on a given offer, they would receive a $100 Visa gift card (the 

opportunity cost). Before and after making their choices, participants evaluated all 11 items, including the gift card. 

 

Participants were randomly assigned to make choices with or without salient opportunity costs. Experiment 1 used a two-group design 

with opportunity costs either salient at both choice and post-choice evaluations or not salient at both choice and post-choice evaluations. 
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Experiment 2 used a 2x2 design in which salience at choice and salience at post-choice evaluation were manipulated independently. 

Experiment 3 eliminated reminders at post-choice evaluation and introduced a second set of conditions to test whether the results were 

due to revealing preferences rather than shaping preferences. 

 

Choices without salient opportunity costs were between accepting a focal option (e.g., ñSpend my miles onéò) and rejecting that focal 

option (e.g., ñDo not spend my miles onéò), leaving the opportunity cost implied. Choices with salient opportunity costs were between 

accepting a focal option and rejecting that focal option in favor of the opportunity cost (e.g., ñDo not spend my miles oné and take the 

$100 Visa gift card instead.ò). 

 

We analyzed the post-choice evaluation spread (the difference between the average post-choice evaluation of focal options and the 

post-choice evaluation of the opportunity cost) as a function of condition, proportion of focal options chosen, and their interaction, 

controlling for pre-choice evaluation spread. In both Experiments 1 and 2, the post-choice evaluation spread increased with the 

proportion of focal options chosen when opportunity costs were salient (ps < .01), but not when they were not salient (ps > .14; 

interaction ps < .025). In Experiment 2, whether opportunity costs were salient at the time of post-choice evaluations made no  

difference (ps > .3). Experiment 3 ruled out the alternative explanation that the results are due to revealed preferences by testing the 

effect when choices follow evaluations, in which case choices may reveal but not affect preferences. The effect only persisted when 

choices preceded evaluations. 

 

Whether a decision is construed as ñwhether or notò or ñwhich oneò affects whether individuals exhibit post-choice spreading of 

evaluations. Other factors that affect opportunity cost consideration should similarly moderate the effect of choices on preferences. 

Resource constraints and memory cues can each prompt opportunity cost consideration (Spiller, 2011). The current findings suggest they 

will also cause greater effects on preferences. Searching the environment for new options can lead to a preference for discovered options, 

given the effort involved in search (Ge, Brigden, & Häubl, 2015). If people successfully engage in effortful search of their memory for 

opportunity costs, similarly enhanced preferences may result. 

 

Although many choices are made in the absence of salient opportunity costs, the effect of such salience on choice-induced preferences 

has received scant attention in the literature. We show that when opportunity costs are less salient, the effect of choices on preferences  

is attenuated. 

 

For more information contact: adam.e.greenberg@gmail.com 

 
To Partition or Not to Partition: Effect of Partitioning Prices on Consumer Evaluations of Purchases Involving Trade-Ins 

Tom Kim, University of Maryland, USA* 
Joydeep Srivastava, University of Maryland, USA 

 
Imagine that a consumer is considering upgrading cell phone to Samsung Galaxy S6. One retailer is running a promotion ñWe offer $150 

for trade-in of your cell phone with purchase of Samsung Galaxy S6 at $199.ò Another retailer is running a promotion ñWe offer 

Samsung Galaxy S6 at $49 when you trade in your cell phone.ò Which of the promotions will the consumer prefer? This research 

investigates preference between two price presentations, one which shows both trade-in value and the price of a new product (partitioned 

price) and the other which only shows net-payment after trade-in (consolidated price). This research also investigates whether the 

preference differs when trade-in value is relatively low (e.g., $30) versus high (e.g., $150) compared to the price of a new product  

(e.g., $199). 
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Based on prospect theory (Kahneman and Tversky 1979), Kim and colleagues (2011) showed that when trade-in value is relatively low, 

consumers are more sensitive to trade-in value (small gain) than the price of a new product (large loss), whereas when trade-in value is 

high, they are more sensitive to the price of a new product (large loss) than trade-in value (large gain). According to the model, 

consumers would prefer a partitioned price over a consolidated price when ratio of trade-in value to the price of a new product is low 

(e.g., v (-199) + v (30) > v (-169)), but would prefer a consolidated price over a partitioned price when the ratio is high (e.g., v (-199) + 

v (150) < v (-49)). 

 

However, the preference might be opposite to the above anticipation due to the self-threat/affirmation (Chatterjee, Irmak, and Rose 

2013) one perceives from transactions. When ratio of trade-in value to the price of a new product is low ($30/$199), consumers may 

believe that their possession is undervalued due to the large gap with the price of a new product. Thus they feel self-threat from 

undervaluation of own possessions, which regarded as part of self (Belk 1988), and do not want to deal with the low trade-in value, 

leading to preference of a consolidated price. In contrast, when the ratio is high ($150/$199), consumers may believe that their 

possession is overvalued due to the similarity with the price of a new product, and feel self-affirmation from observing the high trade-in 

value, leading to preference of a partitioned price. This research investigates which of the anticipations fits with consumersô preference. 

 

In study 1, participants read a car purchase scenario with trade-in. Participants received offers from two separate dealers and indicted 

their preference and choice between the two dealers. One dealer showed both trade-in value and price of the new car, whereas the other 

dealer only showed net-payment after trade-in. In low ratio condition, trade-in value was relatively low compared to price of a new car 

($2,500/$17,000). In high ratio condition, trade-in value was relatively high compared to price of a new car ($15,500/$17,000). The 

preference towards the consolidated price was higher when the ratio was low than when the ratio was high (M = 5.46 vs. M = 4.52, p < 

.05). 64.6% of the participants chose the consolidated price when the ratio was low, whereas only 39.6% chose the consolidated price 

when the ratio was high (ɢ2 (1) = 6.01, p < .05). As self-threat/affirmation suggested, when trade-in value was relatively low (high), 

participants did not (did) want to observe the low (high) trade-in value, thus preferred consolidated (partitioned) price.  

 

Study 2 examines role of self-threat/affirmation by measuring self-esteem one perceives from transaction. Participants read a textbook 

purchase scenario with trade-in, and received an offer under a partitioned price or under a consolidated price. Participants then indicated 

evaluation of the offer and perceived self-esteem from the offer (e.g., ñThe offer from the bookstore makes me feel good about myselfò). 

A 2 (low vs. high) x 2 (partitioned vs. consolidated price) ANOVA on evaluation revealed a significant interaction (F (1, 155) = 5.69, p 

< .05). When the ratio was high, evaluations of the partitioned price were higher than the consolidated price (MPartitioned = 8.00 vs. 

MConsolidated = 7.28, p < .1). When the ratio was low, evaluations of the consolidated price were higher than the partitioned price 

(MPartitioned = 5.33 vs. MConsolidated = 6.07, p < .1). The perceived self-esteem mediated the relationship between price presentation 

style and evaluation (CIhigh = [.07, 1.06], CIlow = [- 1.37, - .23]).  

 

In study 3, participantsô self-esteem was externally manipulated before conducting a trade-in task similar to study 1. After conducting a 

task that threatens self-view, relative preference toward consolidated price was higher in low ratio than in high ratio condition (Mlow = 

5.95, Mhigh = 3.63, p < .01), replicating study 1. Whereas, after conducting a task that affirms positive self-view, the ratio did influence 

the preference (Mlow = 5.25, Mhigh = 4.94, p > .1). Preference of a consolidated (partitioned) price in low (high) ratio condition was 

(was not) observed when participants received external self -threat (self-affirmation), which increased (reduced) motivation to utilize the 

following trade-in transaction to recover positive self-view.  

 

In study 4, participants conducted a trade-in task similar to study 2, with additional information regarding typical trade-in value. In one 

condition, trade-in offer from a store was lower than typical trade-in value. In the other condition, trade-in offer was higher than typical 

trade-in value. A 2 (ratio) x 2 (price presentation style) x 2 (trade-in offer) ANOVA with evaluation of the offer as a dependent variable 
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revealed a significant three-way interaction (F (1, 294) = 4.69, p < .05). The two-way interaction of ratio and price presentation style was 

significant when trade-in offer was lower than typical trade-in value (F (1, 294) = 13.77, p < .01), but not when the trade-in offer was 

higher than typical trade-in value (F (1, 294) = .31, p > .53). The pattern of study 2 was (was not) replicated when trade-in offer for 

self-related possession was lower (higher) than typical trade-in value, which induced self-threat (self-affirmation) and increased 

(reduced) motivation to recover positive self-view.  

 

For more information contact: tomkim@rhsmith.umd.edu 
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The Action Hero: _Mating Motive Mitigates Omission Bias 

Yang He, University of Georgia, USA* 
Marcus Cunha, University of Georgia, USA 

 
Individuals have the inflated preference for options that do not require action (i.e. default option), a phenomenon known as the ñomission 

biasò (Spranca, Minsk, and Baron 1991; Anderson 2003). An example of the omission bias is the vaccination experiment (Ritov and 

Baron 1995). Suppose children are exposed to a fatal flu while an inexpensive vaccine is available to the public to prevent the flu but the 

vaccine itself carries a rare chance of fatality. In anticipation of knowing the outcome of deaths, most participants would choose not 

taking the vaccine (omission). Literature generally agrees that omission bias is linked to the aversion to anticipated regret (Zeelenberg et 

al. 2002; Anderson 2003). Individuals regret unfortunate outcomes that result from actions more than identical outcomes resulting from 

omission. Compared to maintaining the status quo, actions require more justification which signals an individualôs responsibility for the 

outcome. As a result, in the case of an unfavorable outcome, the individual is more likely to experience self-blame (Spranca et al. 1991; 

Zeelenberg et al. 2002; Baron and Ritov 2004; Zeelenberg and Pieters 2007). 

 

We propose and demonstrate that a romantic motive mitigates and, in some cases, reverses the omission bias. Evolutionary psychology 

suggests that humans under the influence of romantic motives employ strategies to stand out from the competition among members of 

the same sex as a way to attract the ideal partner. An effective way to increase the visibility of an individual relative to his/her rivals is to 

differentiate oneself by engaging in nonconforming behavior (Griskevicius et al. 2006). Because most people usually favor omissions 

under normal conditions, taking action provides the benefit of visibility from the mating competition. 

 

In Experiment 1, we show that an individual with a romantic motive was likely to take actions deviating from the default setting. The 

experiment used a 2 (motivation: control vs. romantic) × 3 (default option: hit vs. stay vs. control) between-subject design (N=213). The 

motivation conditions were manipulated by asking the participants to imagine to be either on a date with an attractive partner or on a 

vacation without specified companions (Griskevicius et al. 2006, 2007; Li et al. 2012). Participants then played a series of simplified 

Blackjack games, where they decided to ñstayò or ñhitò on a pair of cards in order to obtain the final score as high as possible without a 

ñbustò (exceeding 21 points). Ten pairs of cards, each of which added up to 14,15 or 16 points, constituted the main decision task, given 

that even the most skilled Blackjack players face a dilemma to either hit or stay in those situations (Galinsky et al. 2003; Baker and 

Maner 2008). A third of the participants saw ñhitò (a second third saw ñstayò) pre-populated in the input box as the default action for 

each hand. To take the default option, participants simply had to press the ñEnterò key on the keyboard and the system proceeded to the 

next hand of cards. To take an action, they had to erase the pre-populated default text and type in the word ñstayò (ñhitò). The last third of 

participants were not given any default action prompt, but indicated their ñhitò or ñstayò decisions using the conventional point-and-click 

choice format. Comparing the number of ñhitò decisions taken by participants using an ANOVA, we observed a significant interaction 
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between the motivation conditions and the default option given during the card games (F(2,201) = 18.69, p < .01). Participants in the 

hit-as-default condition were more likely to take action and choose ñstayò when they were primed with the dating scenario as compared 

to their counterparts in the control condition (Ms= 7.90 vs. 3.93; F(1,201) = 30.74, p < .01). The opposite was observed for participants 

in the stay-as-default condition (Ms = 4.24 vs. 6.39; F(1,201) = 9.26, p < .01). However, no statistically significant difference was 

observed across the motive priming conditions for the no-default (i.e., free-to-choose) condition (Ms = 7.32 vs. 5.91; n.s.). These results 

are interesting because instead of simply inflating oneôs preference for the risky option (ñhitò) as one might have assumed, the 

manipulation of a romantic motive led the participants to choose the option that was the opposite of the default option. Notice that there 

were no changes in preference when a default condition was not assigned. 

 

Experiment 2 (N=187) tested anticipated regret as a mediator between the mating motive and mitigation of omission bias. As seen above, 

under normal conditions people anticipate higher regret from potential harms caused by their own actions. However, with activated 

romantic motives, humans tend to be insulated from the pain of losses but instead regret over missed opportunities (Li et al. 2012). This 

shift in anticipated regret, in turn, facilitates the mitigation of omission bias. In experiment 2, in anticipation of underperformance in 

their financial investments, participants in the romantic-motive (vs. control) condition expressed greater regret if the portfolio 

composition was maintained stable/unchanged (vs. actively managed). This difference in causes of anticipated regret, in turn, made the 

participants with a romantic motive more likely to take action by adjusting the pre-existing investment portfolio (pab path < .05). 

 

In consumer settings, the romantic motive could drive a consumer to make purchase upgrades from the baseline product offering since 

upgrades resemble an opportunity to act rather than staying with the default option. Results from experiment 3, which used sales 

scenarios of cars (baseline model vs. premium model) and dinner menus (2-course vs. 3-course) confirmed that a romantic motive 

induced the choice of premium offerings only when coupled with the upselling tactic (p = .77 vs. .58; ɢ2(1) = 5.26, p < .05). In contrast, 

this effect was not observed when the baseline and premium offerings were presented simultaneously. This interaction (ɢ2(1) = 8.17, p < 

.01) suggests that the activation of a romantic motive through advertising may lead to an action-against-default process rather than a 

risk-seeking or impression management motive. 

 

Overall, we show that when with a romantic motive, individuals are insulated from anticipated regret and favor heightened visibility 

from the population. As a result, the romantic motive mitigates the well-documented omission bias, an effect that is different from the 

risk-seeking behavior as previously speculated. 

 

For more information contact: hjang86@uga.edu 

 
How Contagion Affects Self-Concept, Product Evaluation, and Consumer Performance 

Tae Woo Kim, Indiana University, USA* 
Adam Duhachek, Indiana University, USA 
Kelly Herd, Indiana University, USA 

 
The ólaw of contagionô refers to the irrational belief that immaterial properties of a contagion source can be transferred to the contagion 

recipient through physical contact (Nemeroff and Rozin 1994; Rozin, Millman, and Nemeoff 1986). Although negative contagion was 

argued to be dominant (Nemeroff and Rozin 1994), more recent consumer studies have documented specific cases of positive contagion. 

For example, research has shown that a product that was contacted by a positive contagion source such as an attractive woman was 

evaluated more favorably by men, as well as products touched by well-liked celebrities (Argo, Dahl, and Morales 2008; Newman, 

Diesendruck, and Bloom 2011). Such contagion is regarded an automatic, largely non-conscious process and it was shown that 
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contagion tend to emerge among the people who chronically employ an experiential processing style that is typified by heuristics 

(Kramer and Block 2014; Morales and Fitzsimons 2007). Importantly, prior research in self-concept has shown that this nature of 

contagion is congenial with the mindset that is fostered by the pursuit of ideal self.  

 

According to prior research in self-concept (Markus and Nurius 1986; Sirgy 1982; Wylie 1979), oneôs ideal self refers to the hopes and 

goals related to self that individuals aspire to achieve in the future. Many other self-concepts may be relevant but oneôs ideal self is 

particularly important because it has been shown to be a strong motivator of behaviors and attitudes among consumers (Landon Jr. 1974; 

Richins 1991; Sirgy 1982). Prior research has shown that priming the ideal self taps into a promotion regulatory system that is 

represented by the impulse to approach a desired state (vs. avoiding an undesirable state) (Higgins 1998; Higgins et al. 1994). 

Importantly, the activation of a promotion regulatory focus has been shown to elicit a less effortful and calculative heuristic processing 

style (Friedman and Förster 2000, 2001; Pham and Avnet 2004, 2009). Ideal self appears to elicit heuristic processing style due to its 

nature characterized by eagerness to maximize gains at the risk of errors of commission (Crowe and Higgins 1997).  

 

Therefore, we propose that ideal self activation will make individuals more sensitive to contagion. Also, we predict that a contagion 

object that was previously touched by another successful individual will not only be evaluated more favorably but also lead to a higher 

motivation and better performance in a task that promotes achievement of ideal self. Additionally, previous research has argued that 

transfer of otherôs essence can change self-concept (Nemeroff and Rozin 1994). Thus, we hypothesize that contagion from a successful 

person will result in more positive perceptions of the self, which we theorize as the underlying mechanism driving more positive product 

evaluation and better performance.  

 

H1: Activating an ideal-self (vs. control) will make individuals more sensitive to contagion. 

  

H2: When an ideal-self is activated, using a product that was previously used by a positive contagion source (vs. not) will lead to higher 

motivation and better performance in a task that promotes an ideal-self. 

 

H3: The positive effect of contagion on product evaluation (i.e., H2a) will be mediated by change in self-concept, a process in which the 

perceived distance between actual and ideal self decreases as a result of contagion.  

 

In order to test our hypotheses, we conducted 4 studies. The Study 1 examines whether priming ideal-self makes people more sensitive to 

contagion. Using 4-item contagion sensitivity scale (Newman et al. 2011), we show that priming of ideal self makes people more 

sensitive to contagion (Mcontagion = 6.54, Mcontrol = 5.86; F(1, 57) = 5.47, p = .023). In Study 2, we employ a moderation approach 

and examine whether contagion emerges and influences product evaluation when ideal self is primed. We prime ideal self related to 

career and show that consumers who pursue ideal self in career domain evaluate a product (iPad) previously used by other domain 

relevant successful consumer more favorably (Msuccess=5.06, Mnon-success=4.72; F(2, 203) = 3.22, p = .042). Additionally, this effect 

of previous user on product evaluation was attenuated when ideal self was not primed (F <1). Study 3 examines the behavioral 

consequences of contagion. Specifically, we prime ideal self in carrer domain and show that using a pen that was previously touched by 

a successful career holder (vs. control) lead people to spend more time (F(1,105) = 4.08, p = .046) and perform better in a writing task 

that promotes ideal self (F(1,105) = 6.79, p = .01). Finally, Study 4 examines the hypothesized underlying mechanism that contagion will 

result in a change of self-concept into a positive direction, which in turn, leads to a favorable product evaluation. In doing so, we prime 

ideal self in career and show that touching a pen that was previously touched by other domain-relevant successful (vs. non-successful) 

person lead people to believe that they are closer to their desired ideal self (F(1,103) = 4.32, p = .04), which in turn lead to a favorable 

evaluation of the pen (mediation analysis indirect CI: -.60 to -.0038). These four studies support our hypotheses. Across the four studies, 

we also exclude a variety of alternative explanations, such as, mood, judgment of the objective quality of the product, or perception 

about the previous user of the product.  
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To summarize, the present work advances the understanding of contagion phenomenon by showing that contagion can be elicited when 

consumers pursue a desirable state such as ideal-self. This research demonstrates that contagion that is elicited by ideal-self pursuit has 

an impact not only on product evaluation but also on consumer motivation and performance. Moreover, the present work is designed to 

be the first to examine how contagion actually enhances self-concept and how it explains the underlying process. The present research 

examine how ideal-self pursuit and contagion influence each other, and therefore intended to make contributions to the literature on 

ideal-self and contagion, and its implication extends to broader magical thinking. 

 

For more information contact: kim805@indiana.edu 

 
Celebrities are not all the same: The influence of self-esteem on attitudes towards advertising with celebrities 

Antonio Benedito Oliveira Jr., Centro Universitario da FEI* 
José Mauro Hernandez, Centro Universitario da FEI 

 
The fascination with celebrities, well-known people who attract major media attention (Jin & Phua, 2014) is an integral part of our 

society (Derrick, Gabriel, & Tuppin, 2008). The impact of celebrity endorsement can be of great value in a highly competitive 

environment (Choi &Rifon, 2012).  

 

The influence of self-esteem on advertising with celebrities has not been extensively examined before in the consumer psychology 

literature. There are exceptions such as Derrick, Gabriel and Tuppin (2008) who drew on parasocial interaction to suggest that people 

with Low Self-Esteem (LSE) have a more positive Attitude Towards Advertising with Celebrities (ATAC) than those with High 

Self-Esteem (HSE). However, Aydinoglu and Cian (2014) showed that almost the opposite was true - that is, advertisements portraying 

only products was more advantageous than portraying attractive models for low appearance self-esteem individuals. The mixed results 

of previous studies might be due to the fact that they did not take into account certain celebritiesô characteristics. In this study, it is argued 

that not all celebrities are the same and that they might be perceived differently depending on the level of the viewerôs self-esteem. 

 

When viewers perceive that a celebrity endorser possesses an image close to their ideal self-image, they are likely to rate the ad more 

favorably (Choi & Rifon, 2012). According to the identification theory, identification with individuals or groups helps people to improve 

the self-concept to seek a positive distinction (Jin & Phua, 2014). Derrick, Gabriel and Tippin (2008) showed that writing about a 

favorite celebrity as an affirmation of himself improves feelings about the self, which reduces discrepancies for LSE. On the other side, 

Sobol and Darke (2014) indicated that exposure to advertising with "ideal" models increases the discrepancy to the self. 

 

By drawing on the celebrity/consumer congruence and identification theory, we hypothesize that LSEs will rate advertisements more 

highly when they portray celebrities that are more similar to themselves (¨proximal celebrities¨) while HSEs will prefer advertisements 

that portray celebrities that are more similar to their idealized self (¨distal celebrities¨). Proximal celebrities (e.g. Oprah Winfrey) are 

more down-to-earth, realistic, pragmatic people. They are regarded as potential friends and the viewers tend to believe that they live an 

ordinary life like themselves. Distal celebrities (e.g. Angelina Jolie), in contrast, are glamorous, idealized, admired, and highly regarded 

people. They live the ñperfect lifeò and are always portrayed in the media in glamorous settings. It can thus be argued that LSEs will be 

more attracted by advertisements that portray proximal celebrities while HSEs will prefer advertisements that show distal celebrities. 

 

Experiment One tests the hypothesis above by varying the type of celebrity (proximal vs. distal) and measuring the viewerôs self-esteem. 

In a pre-test, the participants (n=130) were shown four images of celebrities couples and asked to assess them on seven dimensions 
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(closeness to real life, involvement with the celebrity, identification, similarity of appearance, popularity, awareness, and 

assimilation/contrast). On the basis of this pre-test, Gisele Bündchen (a top Brazilian model) and her husband, Tom Brady (an American 

football player) were chosen as the distal celebrities, while Fernanda Lima (Brazilian television presenter and model) and her husband, 

Rodrigo Hilbert (Brazilian actor and model) were chosen as the proximal celebrities. 

 

The participants (n=118; 53% males) completed the 6-item of the ñAppearanceò subscale of the State Self-Esteem Scale (SSES - 

Heatherton & Polivy, 1991). Following this, each participant was randomly assigned to assess one of two advertisements of a new 

clothing brand which portrayed a celebrity (distal vs. proximal). Finally, the participants completed the ATAC (Mitchell & Olson, 

1981). A bootstrap moderation mediation analysis confirmed our predictions that the degree of self-esteem of the participants moderated 

the ATAC, i.e. LSEs rated the advertisement with proximal celebrities more highly (Effect:-.5864, p<.02) while HSEs preferred the 

advertisement that portrayed distal celebrities (Effect:0.5271, p<.03).This result is new to the literature and shows that the influence of 

self-esteem on ATAC depends on the type of celebrity involved. 

 

In Experiment Two we investigate whether LSEs would rate an advertisement more highly that portrays a proximal celebrity (Fernanda 

Lima & Rodrigo Hilbert) than an advertisement that only displays products. Participants (n=101; 59% females) were randomly assigned 

to one of two self-esteem conditions (Griskevicius & Shiota, 2010). Firstly, the participants read a short story of about 500 words to 

evoke feelings (positive for the HSE condition and negative for the LSE condition). Next, they were asked to write a story based on an 

experience on their private lives, increasing or decreasing their self-esteem. The participants then completed the 20 items of SSES 

(Eagly, 1967). Each participant then saw one of the two advertisements and completed the ATAC. 

 

An ANOVA 2 (self-esteem: low versus high) x 2 (advertisement: proximal celebrity versus product) on the ATAC revealed a 

self-esteem main effect (F(1,97)=2.8, p<.10), an advertisement main-effect (F(1,97)=4.1, p<.05) and, more importantly, an interaction 

effect (F(1,97)=11.1, p<.01). In line with our predictions, LSEs rated the proximal celebrity advertisement (M=3.9) more highly than the 

advertisement that only displayed products (M=2.4; t(49)=14.5, p<.01). No differences between the advertisements were found for 

HSEs (t(52)=0.9, p>.4). 

 

In Experiment Three we investigate whether HSEs would rate an advertisement more highly that portrays a distal celebrity (Angelina 

Jolie & Brad Pitt) than an advertisement that only displays products. We adapted the same procedures that were adopted in Experiment 

2. A bootstrap moderated mediation analysis revealed that, in line with our predictions, the participants (n=112; 73% females) revealed 

that self-esteem moderated the mediation effect of product identification on ATAC (0.1455, CI: .0400 to .3219). This effect only 

occurred for HSE people (M=5.80, CI: .0987 to .6177).The results of Experiments 2 and 3 corroborate and support the results of 

Experiment 1. 

 

This study makes a contribution to the self-esteem and celebrity literature by distinguishing between the ATAC of LSE versus HSE 

consumers as a characteristic of assimilation/contrast and identification with the celebrities. Additionally, it may provide a strategic 

vision for marketers while choosing a celebrity endorsement for their products and target audiences. 

 

For more information contact: abojuniorj@hotmail.com 
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The Effects of Political Ideology on Attribution and Value Threat 

Claire Heeryung Kim, Indiana University, USA* 
DaHee Han, McGill University, Canada 
Adam Duhachek, Indiana University, USA 
H. Shanker Krishnan, Indiana University, USA 

 
Previous research proposes that political ideology is associated with differences in cognitive styles, feelings and behavior (Amodio et al. 

2007; Jost et al. 2003, 2007; Jost et al. 2009). In particular, research has shown that liberals tend to focus on situational or institutional 

explanations for things like homelessness (Pellegrini et al. 1997) or why people commit crimes (Carroll et al. 1987), whereas 

conservatives tend to focus on personal explanations for the same phenomena. Consequently, attitudes toward social welfare and the 

indigent are consistently correlated with ideologically patterned attributions about the cause of social issues (e.g., Singerman et al. 1976). 

For instance, liberals generally favor increased spending on social programs, whereas conservatives oppose such spending (e.g., 

Cozzarelli et al. 2001; Griffin and Oheneba-Sakyi 1993; Kluegel 1990). Despite its prevalent influence on attributions and consequent 

attitude, scant research has examined the effect of political ideology on post-purchase issues where attributions matter (Laczniak et al. 

2001; Valle and Krishman 1978; Westbrook 1987). To fill this gap, the current research examines how political ideology influences 

consumer blaming behavior when encountering brand failure. In particular, the current research suggests liberals and conservatives 

show attributional differences in the context of brand failure. Importantly, this research suggests these attributional differences are 

contingent on the value importance implicated by the failure. 

 

Thus, we hypothesize that in a neutral brand failure setting, conservatives will draw more dispositional explanations than liberals 

replicating previous findings (hypothesis 1). However, this pattern will be flipped when liberalsô valueīharm/care is impaired by the 

brand failure. Previous research has demonstrated that liberals considered harm/care issue as more relevant to their moral judgments than 

conservatives (Graham et al. 2009). Therefore, if a certain brand failure makes the victim salient, this will activate liberalsô motivation to 

restore harm and care about the victim. Based on these reasoning, we posit that in such case liberals (vs. conservatives) will be more 

likely attribute the brand failure to the brand (hypothesis 2). Finally, the effects of conservatism on dispositional attribution will be 

weakened when conservativesô value, belief in a just world, is threatened. Researchers revealed that conservatives believe that the world 

is just and fair and thus the current situations or outcomes are what individuals deserve, emphasizing on individualôs responsibility 

(Furnham and Gunter 1984; Lerner and Miller 1978). Thus, if this value is threatened, situational factors (e.g., economic condition, 

unexpected accident) will become salient to conservatives, thereby resulting in reduced dispositional attribution (hypothesis 3). Across 

three studies, we demonstrate that conservatives (vs. liberals) are more likely to attribute the failure to a brand-specific factor in a  

neutral brand failure setting. In addition, we reveal that this effect is moderated by key values associated with conservative and  

liberal ideologies.  

 

Study 1 examined the main effects of political ideology on attribution. Existing literature has demonstrated that conservatives are more 

likely to attribute the cause of societal problems such as poverty or crime to individual causes rather than situational causes (e.g., 

Singerman et al. 1976). Thus, we predict that conservatives (vs. liberals) will be more likely to favor such explanations in the context of 

brand failure. To test these hypotheses, participants read a scenario about a service failure at a restaurant, imagining that they had poor 

service at the restaurant (Mattila and Patterson 2004). Next, they indicated to what extent each of attribution items was a cause of the 

brand failure using four items on seven-point scales. Finally, participants provided demographic information and indicated their political 

ideology using a single item (Jost et al. 2014). A regression analysis revealed that conservatives (vs. liberals) drew more dispositional 

attribution (ɓ=.70, SE=.33, t=2.11, p=.04), supporting hypothesis 1. 
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Study 2 investigated whether findings from study 1 can be reversed when an important liberal value is threatened. Specifically, the brand 

failure resulted in destroying the environment, thereby activating liberalsô value of harm/care. Participants read a scenario about BPôs oil 

spill that caused harm to the environment. Next, they responded to attribution items to determine the degree to which they blamed the 

firm or other causes. Finally, participants provided demographic information and indicated their political ideology using the same scale 

in study 1. A regression analysis revealed that liberals (vs. conservatives) were more likely to attribute the brand failure to the brand 

(ɓ=.-.39, SE=.15, t=-2.60, p=.01). Thus, study 2 demonstrates that the liberalsô tendency toward situational attributions is reversed when 

the failure implicates a key moral value. 

 

Study 3 demonstrated that the attributional reversal shown in study 2 among conservatives rather than liberals by violating an important 

conservative value. In particular, we believe that when the value of a just world which emphasizes individualôs responsibility (Furnham 

and Gunter 1984; Lerner and Miller 1978) is violated, conservatives will focus less on dispositional attributions. In study 3, we 

manipulated belief in a just world (random negativity vs. control). In the random negativity condition, participants read a scenario 

adapted from previous attribution research (Hafer 2000) where a hard working person was killed in an airplane accident. Next, 

participants were asked to list their thoughts about the scenario. Whereas in the control condition, participants were instructed to 

describe what they were doing for extra curriculum activities. Next, all participants followed the procedure identical to that of study 1. A 

regression analysis with political ideology and belief in a just world as the independent variables and dispositional attribution as the 

dependent variable revealed marginally significant main effects of political ideology (ɓ=1.29, SE=.07, t=1.87, p=.07) and belief in a just 

world (ɓ=1.29, SE=.69, t=1.81, p=.07), and a significant interaction (ɓ=.-.24, SE=.10, t=-2.49, p=.02), supporting hypothesis 3. 

 

Overall, our findings contribute to the consumer literature by providing evidence to understand the relationship between political 

ideology and consumersô attributions in response to brand failure as a function of value importance. Second, the current research is one 

of the first investigating the effects of ideological differences in fundamental attribution error in the context of brand evaluations. In 

addition, this research has implications for practitioners by suggesting how they could utilize consumersô political ideology to cope with 

brand failure. 

 

For more information contact: heerkim@indiana.edu  
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Mine is mine and yours is mine: Understanding the relationship between lay rationalism, psychological ownership and consumersô 

participation in access-based consumption. 

Antje Graul, Leeds University Business School, United Kingdom* 
Dr. Aristeidis Theotokis, Leeds University Business School, United Kingdom 

 
Participation in access-based consumption may be described as rationalistic economic behavior; however emotional discomfort may 

arise when accessing a good owned by another party and subsequently harm consumersô participation intention. This research shows that 

lay rationalism significantly increases participation in peer-to-peer access-based consumption as a user. Decomposing the effect, we 

suggest and test a mechanism according to which psychological ownership mediates the positive effect of lay rationalism on 

participation intention: consumers that focus on rationalistic and functional attributes of access as market-mediated transaction may 

downplay their psychological perception of non-ownership during access and therefore experience less emotional discomfort. 

 

For more information contact: bn13arhg@leeds.ac.uk   

 
The Inconsistent Effect of Financial Goal-Consistent Behaviors on the Rich and the Poor 

Deepika Agarwal, Arizona State University, USA* 
Adriana Samper, Arizona State University, USA 
Raghu Santanam, Arizona State University, USA 

 
Previous research shows that making consumers aware of their goal-consistent behaviors can give them feelings of high goal progress 

(Campbell and Warren, 2015).  In the case of financial well-being, one might expect that providing such interventions could help 

vulnerable individuals with limited means who may already be engaging in more frugal financial behaviors. However, in the present 

research, we demonstrate that financial goal-consistency provides a greater sense of goal progress only to high socioeconomic status 

(SES) individuals, which motivates them to further engage in financially responsible behaviors, whereas no such effect is seen for low 

SES individuals.  

 

For more information contact: deepika.agarwal@asu.edu   

 
Puffery in Advertising and Consumersô Hope 

Wonkyong Beth Lee, Western University, Canada* 
Timothy Dewhirst, University of Guelph, Canada 

 
Puffery refers to highly exaggerated advertising claims, but is commonly used successfully as a legal defence given that ñreasonableò 

consumers should not be influenced by puffery when they make consumption decisions.  
Despite considerable research on ñpuffery,ò a number of gaps remain. Puffery has been applied uniformly in assessing whether or not 
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marketing communication is deemed deceptive, but it is proposed that the persuasive potential of puffery might have particular relevance 

to certain products where there is a basis for consumers to be more ñhopefulò about the potential efficacy of the ñpuffedò claims. This 

study is to examine the influence of persuasion knowledge (i.e., consumersô beliefs about marketing tactics) on consumersô evaluations 

of puffery:  to explore whether consumersô motivated reasoning (i.e., hope) plays a role in explaining why consumers may rely on 

puffed claims when making purchase decisions. 

 

For more information contact: wkbeth@gmail.com   

 
Social Product Customization:  Peer Input, Conformity, and Consumersô Evaluation of Customized Products 

 Tobias Schlager, University of St. Gallen, Switzerland* 
Christian Hildbrand, University of St. Gallen, Switzerland 
Gerald Häubl, University of Alberta, Canada 

Andreas Herrmann, University of St. Gallen, Switzerland 
Nikolaus Franke, University of Vienna 

 

Five studies show that public relative to private peer input causes more extensive modifications of initial product configurations. This 

effect is stronger when consumers think more holistically (either habitual or induced externally) while those modifications generate 

positive product evaluations when consumers feel close to their peers but backfire when they feel distant.  

 

For more information contact: tobebryant@me.com   

 
Exploring the Effects of Visual Cues on Persuasion 

Ning Ye, Temple University, USA* 
Maureen Morrin, Temple University, USA 
Angelika Dimoka, Temple University, USA 

 
Our research aims to explore whether consumersô perceptions of product efficacy are biased by product format: when the ingredients are 

presented as a whole versus in a partitioned format. Across three studies, we show that a nutritional product presented in a partitioned 

format (i.e., with several different ingredients) versus one presented as a whole will be perceived to be more (vs. less) effective among 

highly health-motivated people, but not among low health-motivated people.  

 

For more information contact: ning.ye@temple.edu   

 
Can the variation of the size of plates, bowls and serving spoons be utilized to boost healthy eating? A field experiment in the  

salad bar  

Sunghwan Yi, University of Guelph, Canada* 
Vinay Kanetkar, University of Guelph, Canada 
Hai Tran, University of Guelph, Canada 

 
Although behavioral principles of nudge and choice architecture have recently been applied to food consumption context, the focus has 

been almost exclusively on reducing the consumption of unhealthy hedonic food.  In the present paper, we applied the nudge principle 

to the serve-serving of healthy food.  We assessed the possibility that the amount of salad bar items self-served may be increased by 
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varying the size of plates and serving spoons at the university salad bar.  An exploratory field study conducted in cooperation with the 

university hospitality services revealed a pattern that is directionally consistent with the hypothesis.  

 

For more information contact: syi@uoguelph.ca   

 
Exploring the Influence of Trait and State Nostalgia on Attitudes toward High and Low Heritage Brands 

Young K. Kim, University of Iowa, USA* 
John Murry, University of Iowa, USA 

 
This research demonstrates that both state and trait nostalgia have a stronger positive effects on consumersô brand attitudes when they 

perceive that brands have a strong heritage and state nostalgia is more powerful when trait nostalgia is low. State nostalgia seems 

particularly appropriate enhancing communications tactics while trait nostalgia can facilitate targeting strategies. Future research will 

examine the underlying psychological processes through which state and trait nostalgia combine to influence on brand identities, 

attitudes, and purchase behaviors.  

 

For more information contact: youngkyu-kim@uiowa.edu   

 
Three tales of emotional understanding and gift giving. 

Rajani Ganesh Pillai, North Dakota State University, USA* 
Sukumarakurup KrishnaKumar, North Dakota State University, USA 

 
Gift giving is a process involving emotions. Higher ability to understand such emotions, the emotional understanding (EU) facet of 

emotional intelligence (EI), therefore, should play an important facilitative role in the amount of giving and the long-term consequences 

that follow. In this paper, we elucidate this relationship through three studies. First, we show that consumers with high EI-U spend more 

on gifts for others. Further, the effect of EI-U on gift spending is stronger for closer individuals than for less closer individuals. Finally, 

gift spending has an influence on life satisfaction especially for individuals with high EI-U. 

 

For more information contact: rajani.pillai@ndsu.edu   

 
Power, Legitimacy and  Conformity Influence Intention to Purchase Organic Products 

Clarissa Cappelletti, Cass Business School, London, United Kingdom 
Rhiannon MacDonnell, Cass Business School, London, United Kingdom* 

 
This paper examines the effect of power on purchase intentions and willingness to pay for organic products that are positioned as 

benefitting oneôs self vs. others. In Study 1, we find that powerful people intend to buy products benefitting others whereas powerless 

people prefer focusing on themselves. In Study 2, we introduce a norm (pro organic vs. against organic) to see if conformity plays a role  
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in the effect of power and positioning on WTP. In the pro organic norm data, legitimately powerful people have a lower intention for 

products benefitting themselves compered to consumers in the illegitimate condition. 

 

For more information contact: r.macdonnell@city.ac.uk   

 
Tell Me What You Wish: How Pre-Configurations Based On Preference Articulation Affect Consumer Product  

Configuration Processes 

Daniel Boller, University of St. Gallen, Switzerland* 
Tobias Schlager, University of St. Gallen, Switzerland 
Andreas Herrmann, University of St. Gallen, Switzerland 

 
This paper examines how preference articulation prior a configuration task and receiving an initial configuration based on this 

preference articulation affects both consumersô evaluation of the configuration process and the final product configuration. A 

combination of four experiments demonstrates that the preference articulation entry increases consumersô choice confidence and 

consumersô purchase intention. This process is driven by the extent to which consumers identify with the product configuration and a 

decreased choice complexity during the configuration process. The proposed research offers novel insights into product customization. 
Note: The first author (Daniel Boller) is a PhD student and will present the working paper. 

 

For more information contact: daniel.boller@unisg.ch   

 
I Can Do Nothing, Therefore I Hope: The Cultural Differences in Belief In Fate, Hope, and Perceived Ad Credibility 

Samer Sarofim, School of Business, University of Kansas, USA* 
Aimee Drolet Rossi, UCLA Anderson School of Management, USA 

 
This research hypothesized and provided evidence that collectivistic eastern societies (Indians) perceive ads as more credible than 

individualistic western societies (Americans), with hope mediating the relationship between culture and perceived ad credibility.  

Indians adopt a stronger belief in fate than Americans. Consequently, belief in fate mediates the relationship between culture groups and 

hope for advertised benefits. Taken together, the overall model; culture ? belief in fate ? hope ? perceived ad credibility is tested. Results 

provided evidence that both belief in malleable fate and hope play a pivotal role in explaining the relationship between culture and 

perceived ad credibility. 

 

For more information contact: samer.sarofim@gmail.com    

 
Power does not Always Corrupt: Source of Power Effects on Self-Control 

Yue Liu, University of Central Florida, USA* 
Huifang Mao, University of Central Florida, USA 
Xin He, University of Central Florida, USA 
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This research examines how consumersô self-control behavior can be affected by different sources of power (effort vs. luck). It is found 

that individuals experiencing a state of power due to their effortful exertion (vs. good luck) possess higher (vs. lower) self-control, 

whereas those experiencing a state of powerlessness because of inadequate effortful exertion (vs. bad luck) have relatively lower (vs. 

higher) self-control. We propose that this effect occurs because oneôs effortful striving for power process can influence their self-control 

capacity, which in turn affects their self-control behaviors. 

 

For more information contact: Yue.Liu@ucf.edu   

 
Cube or Sphere? Effects of Self-Construal on Product Evaluation  

Wan Kam Chan, Iowa State University, USA* 
Sekar Raju, Iowa State University, USA 
Frank Kardes, University of Cincinnati 

 
This research examines how self-construal (independents versus interdependents) influences shape preference and volume judgment of 

products in two typical shapes (cube and sphere). Our findings show that independents find cubic shapes more attractive than spherical 

shapes and are more likely to use heuristics in forming volume judgment. They are more likely to encounter choice conflict when the two 

product benefits (shape and volume) are considered together. This research has implications for product design, metaphorical reasoning, 

and perception. 

 

For more information contact: pchan@iastate.edu   

 
Seeing Products in a Different Light: How Sunshine Affects Consumer Bidding Behavior 

Tobias Schlager, University of St. Gallen, Switzerland* 
Emanuel de Bellis, University of St. Gallen, Switzerland 

 
This paper examines the role of sunshine, a ubiquitous environmental factor, in an auction bidding context. Based on a combination of 

large-scale field data and online experiments, we demonstrate that exposure to sunshine (vs. no sunshine) causes consumers to bid a 

larger amount on outdoor (but not on indoor) products. This effect is driven by consumersô mental simulation of product usage, which 

elicits a quasi-endowment effect and ultimately increases consumer bidding prices. 

 

For more information contact: tobebryant@me.com     

 
Rejecting a Job Applicant May Drive Away a Potential Consumer: The Interaction Effects of Types of Organization Brand Rejection 

and Self Esteem 

Jun Yan, University of Manitoba, Canada* 
Fang Wan, University of Manitoba, Canada* 
Nicolas Roulin, University of Manitoba, Canada 
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This paper examines the interaction effect of the organizational rejection and applicantsô self-esteem on their product wanting as 

consumers. We found that high (vs. low) self esteem individuals took rejection more negatively when the reason for rejection is 

person-job fit (vs. person-organization fit) and thus had more negative evaluations of the products from the organization.   

 

For more information contact: wanf@ms.umanitoba.ca   

 
When is Saying ñNoò More Powerful than Saying ñYesò? The Interactive Effects of Negation and Modality Match on Forgetting 

Wan Kam Chan, Iowa State University, USA* 
Sekar Raju, Iowa State University, USA 
Frank Kardes, University of Cincinnati 

 
This research examines how negations (ónoô response) undermine consumerôs retrieval of brand attributes from memory and how 

matched and mismatched modality (presentation and imagery) moderate the effect of negation. The results indicate that forgetting is 

higher after a negated (ñnoò) response is elicited relative to after an affirmative (ñyesò) response is elicited. Also, forgetting is weakened 

in the negated condition when the presentation modality and the imagery modality match with each other relative to do not match. This 

research has implications for branding and information processing.  

 

For more information contact: pchan@iastate.edu     

 
Sorting as Screening 

Kurt Munz, PhD Student, New York University, USA* 
Priya Raghubir, New York University, USA 

 
Sorting by a product attribute can diminish the importance weight of that attribute. When choosing is difficult, consumers may treat 

sorting as screening. Once options are sorted, consumers may form a consideration set comprising the options at the top.  Because these 

options are more homogeneous with respect to the sorted attribute, consumers pay less attention to the sorted attribute in favor of a 

second attribute.  This attentional shift emerges in a subsequent conjoint analysis, with less weight placed on the sorted attribute and 

more weight on a second attribute. 

 

For more information contact: kurt.munz@stern.nyu.edu   

 
Do More Interesting Articles Become More Impactful? -An Analysis of Articles In Journal Of Marketing From 1996 To 2013 

Onion Haitong Gong, National University of Singapore, Singapore* 

 
Since Davisô article ñThatôs Interestingò (1971), scholars hold the belief that articles that create a tension (a stronger form of negation) 

are more interesting than articles that spot a gap (a weaker form of negation). However, there is no empirical evidence on whether more 

óinterestingô articles with high degree of negation do become more impactful articles. An analysis of articles in Journal of  
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from 1996 to 2013 reveals that articles with less negation receive more citations. The surprise findings could possibly be explained by 

the first-of-its-kind effect, social norms, and the scope of audience. 

 

For more information contact: gghhtt@gmail.com   

 
Assimilating Consummatory Behaviors & Contrasting Instrumental Behaviors  

Shreyans Goenka, Cornell University, USA* 
Manoj Thomas, Cornell University, USA 

 
Are people more likely to consume a fruit salad when it is compared to a cookie or when it is compared to an apple? More generally, are 

consumption intentions for a target contrasted from the anchor or assimilated to the anchor? In this research, we propose that it depends 

on the nature of behavioral intentions. Consummatory behavioral intentions (influenced by spontaneous affective reactions) are 

assimilated to the anchor, but instrumental behavioral intentions (influenced by deliberative evaluation on criteria such as healthfulness) 

are contrasted to the anchor. Results from a controlled experiment, and mediation analyses, support this thesis.  

 

For more information contact: sg746@cornell.edu   

 
The Impact of Large Versus Small Menu Size on Calorie Estimation 

Yong Kyu Lee, York College, The City University of New York, USA 
Junghyun Kim, Virginia Tech, USA* 
Paul M. Herr, Virginia Tech, USA 

 
This research examines how consumers use menu information to estimate the caloric content of a food item. We propose that the number 

of items listed on a menu systematically influences consumersô calorie estimations. Three experiments support our hypothesis that 

consumers provide a higher calorie estimate for items presented on a menu with a large (vs small) number of options. The current 

research further investigates the range of calorie estimates as the driver of this menu size effect and discusses the implications for 

consumer food choices.  

 

For more information contact: jhkim21@vt.edu   

 
Donôt tell Them How Much They Mean to You: The Suppressing Effect of Salience of Customer Value on Business Gift Giving 

Yanfen You, University of Wisconsin - Milwaukee, USA* 
Massimiliano Ostinelli, University of Wisconsin - Milwaukee, USA* 

 
Through two experiments, we examine the role of making customer value salient in business gift giving. We show that when customer 

value is not salient, a business gift of small monetary value has a positive impact on customer attitude, in contrast, when customer value 

is made salient by firmsô verbal acknowledgement, the effect of business gift of small monetary value may be diminished or the gift may 

even backfire.  
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For more information contact: yyou@uwm.edu   

 
The Influence of Contextual Minority Status on Privately-Held Evaluations of Identity Linked-Products 

Iman Paul, Georgia Tech, USA* 
Jeffrey R Parker, Georgia State University, USA 
Sara Loughran Dommer, Georgia Tech, USA 

 
Publically stated attitudes tend to conform to those of others (Asch 1955; Hofmann et al 2005). However, privately held evaluations (i.e., 

those not revealed to others) regularly deviate from publically-stated evaluations (Festinger 1957; Zimbardo et al. 1965) and should be 

less sensitive to the social context. Yet, this paper find this is not true. Specifically, we find in two studies that when consumers find 

themselves to be in the numerical minority of a group on a given identity-relevant dimension (e.g., gender), they tend to hold less 

positive attitudes toward products corresponding with that dimension of their identity. 

 

For more information contact: iman.paul@scheller.gatech.edu   

 
To Rent or Own? The Impact of Renting on the Expected Speed of Product Mastery 

R. Dustin Harding, Grenoble Ecole de Management, France* 
Diogo Hildebrand, Grenoble Ecole de Management 
Jannine D. Lasaleta, Grenoble Ecole de Management 

 
A customerôs expectation of how easily or quickly they can master a product is an important factor in determining whether they continue 

using the product after adoption. Since rental services have grown in popularity consumers frequently encounter the decision of whether 

to rent or own skill -based products. Results from two experiments indicate that renters, as opposed to owners, expect it will take them 

less time to master a newly obtained product. These results are shown to be mediated by the renter and ownerôs perceived relative 

standing among other renters and owners. 

 

For more information contact: rex.harding@grenoble-em.com   

 
Flavor Halos and Consumer Perceptions of Food Healthfulness 

Nguyen Pham, Arizona State University, USA* 
Maureen Morrin, Temple University, USA 
Melissa Bublitz, University of Wisconsin - Oshkosh, USA 

 
We examine how repeated exposure to health-related products containing specific flavors (cherry-flavored cough syrups) can bias 

consumer perceptions about the healthfulness of foods that contain those same flavors (cherry-flavored cheesecake). We further show 

that dieters are more likely to transfer health-related perceptions of flavors to indulgent foods containing those flavors. 

 

For more information contact: ntpham2@asu.edu   
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The Role of Past Feared-Self in Avoiding Future Feared-Self 

Aditi Bajaj, Georgia Tech, USA* 
Sara Dommer, Georgia Tech, USA 

 
This research examines how the presence of a past ófeared-selfô (e.g., being overweight in the past) in the same category as a ófuture 

feared-selfô (e.g., becoming overweight in the future) affects motivation to avoid it. Based on research on psychological distance theory, 

we predict and demonstrate that the presence of a past feared-self makes the future feared-self feel less psychologically distant. This 

psychological closeness to the feared self in-turn reduces the amount of perceived control over avoidance of that self and subsequently 

lowers the motivation to avoid the future feared self. 

 

For more information contact: aditi.bajaj@scheller.gatech.edu   

 
It Feels Good and Bad to Be Fake: The Effects of Using Counterfeits on Mixed Emotions 

(Joyce) Jingshi Liu, Hong Kong University of Science and Technology* 
Amy Dalton, Hong Kong University of Science and Technology 
Jiewen Hong, Hong Kong University of Science and Technology 

 
Four studies examine how consumers feel while using counterfeit products and how these feelings impact the appeal of counterfeits. 

While purchasing counterfeits elicits predominantly positive emotions, using counterfeits elicits mixed emotions. Mixed emotions arise 

when counterfeit users care about the signal they are sending to others ð they feel positive about the brandôs signaling value and 

negative about the risk of social judgment. Accordingly, counterfeit users feel more mixed in public (vs. private), and when their 

motivation to signal status is high (vs. low). Mixed feelings are aversive; thus, counterfeit usage can reduce willingness-to-pay for that 

counterfeit and intentions to purchase other counterfeits.  

 

For more information contact: jliubh@connect.ust.hk   

 
ñAre You Making a Play for Me?ò Effects of Gamification on the Formation of Consumer-Brand Relationships 

Axel Berger, University of St. Gallen, Switzerland* 
Andreas Herrmann, University of St. Gallen, Switzerland 
Tobias Schlager, University of St. Gallen, Switzerland* 

 
Consumer-brand relationships substantially contribute toward companiesô financial performance. However, traditional marketing 

models have successively lost effectiveness to engage consumers in brand interactions, leading to declining returns on marketing 

investments. Drawing from self-expansion and flow theory we propose gamification to strengthen consumer-brand relationships. Based 

on a field study and three experiments we find that gamification enhances consumer-brand relationships. This influence is fully mediated 

by the degree to which consumers perceive emotional brand engagement during gameplay. Furthermore, integrating performance 

feedback and goal setting into game design fosters emotional brand engagement, but only when perceived game difficulty matches 

consumersô capabilities. 

 

For more information contact: axel.berger@unisg.ch   
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The Risk of Virtue 

Boyoun (Grace) Chae, Temple University, USA* 
Hyun Young Park, China Europe International Business School, China* 
Katherine White, The University of British Columbia, Canada 

 
While prior research examined the impact of corporate social responsibility (CSR) on consumersô attitude toward the company and its 

products, no extant research has investigated how CSR affects consumersô risk-taking decisions. The current research explores how CSR 

influences consumersô financial risk-taking depending on their belief in a just world (BJW).  

 

For more information contact: boyoun.chae@temple.edu     

 
The Unintended Negative Consequences of Sharing Health Risk Information on Social Media 

Frank Zheng, University of Texas at Austin, USA* 
Susan Broniarczyk, University of Texas at Austin, USA 

 
Contrary to the belief of health marketing practitioners that encouraging consumers to share health risk information on social media 

would promote their awareness of health risks and preventive behavior, we posit that having social media users share health risk 

messages with their close friends (versus distant friends) can lead to unexpected detrimental consequences to the sharers such as 

decreased health risk perception. We examined two possible mechanisms: selective forgetting through transactive memory system and 

anxiety buffering function of close relationship in two experiments.  

 

For more information contact: zjq407@gmail.com   

 
Psychological Distance and Power in Promoting Recycling Behaviors 

Xin Wang, University of Oregon, USA* 
Jiao Zhang, University of Oregon, USA 

 
This paper explores how psychological distance and individualôs sense of power influences the effectiveness of message framing in 

recycling.  When distance is far, loss (gain) frames works better with low (high) power. When distance is close, gain frames works 

better with low power; frames donôt matter for high power.  

 

For more information contact: xcw@uoregon.edu   

 
The Paradox of Social TV: The Effects of Connectedness vs. Distraction on Enjoyment 

Cansu Sogut, Boston University, USA* 
Barbara Bickart, Boston University, USA 
Frederic Brunel, Boston University, USA 
Susan Fournier, Boston University, USA 
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ñSocial TV,ò the use of social media to communicate with other viewers while watching TV, enables people to virtually share their 

experiences with close or distant others. In this paper, we examine how simultaneous communication about viewed content affects 

consumersô enjoyment of the viewing experience. In two experiments, we find that engaging in simultaneous communication (vs. just 

watching) increases social connectedness, which enhances the enjoyment of the experience. However, we also find that when 

communication leads to distraction (e.g., when content is complex), simultaneous communication hinders the enjoyment of the viewed 

content. We provide a theoretical framework to reconcile the paradoxical results.  

 

For more information contact: sogut@bu.edu   

 
The Effect of Product Type on Consumersô Preference for Ambiguous vs. Precise Ratings 

Amin Attari, University of Kansas, USA* 
Promothesh Chatterjee, University of Kansas, USA 
Yexin Jessica Li, University of Kansas, USA 

 
Previous research has demonstrated differences in consumer behavior in response to precise vs. ambiguous information, showing that 

people are generally ambiguity averse.  However, not much research has investigated the effect of ambiguity in product ratings on 

consumersô preference for different types of products. We investigate whether, when, and why consumers prefer precise information 

over ambiguous information. We hypothesize that, when buying a utilitarian product, consumers prefer precise product ratings over 

ambiguous ones.  However, due to the motivation inherent in hedonic purchases, we propose this preference gets attenuated when 

consumers consider such products.   

 

For more information contact: amin.attari@ku.edu    

 
When Your Hands Are Tied: The Impact of Expense Ownership on Financial Decisions 

Joshua Morris, Stanford University, USA* 
Szu-chi Huang, Stanford University, USA 

 
We explore the impact of perceived expense ownershipðthe extent to which the incurrence of an expense is perceived to be dictated 

mostly by oneôs own will or external factorsðon financial decisions. While prior research has focused on the automaticity of choice 

(i.e., who makes the decision), our paradigm keeps automaticity constant and only alters the perceived level of choice ownership. We 

demonstrate that lower ownership makes the expense more justifiable to consumers, thus lowering the pain of payment; consequently, 

consumers are more likely to select more expensive options (e.g., upgrades) for fulfilling that expense. 

 

For more information contact: jimorris@stanford.edu   
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Residential mobility and uniqueness seeking 

Minkyung Koo, University of Illinois at Urbana-Champaign, USA 
Andy Ng, University of Illinois at Urbana-Champaign, USA* 
Shigehiro Oishi, University of Virginia, USA 

 
In two studies, we examined whether residential mobility predicts uniqueness seeking tendency in consumption preferences. Past 

research has established that residential mobility enhances oneôs personal self (e.g., personality, skills) whereas residential stability 

enhances oneôs collective self (e.g., group affiliation, membership). We hypothesized and found that people who moved more frequently 

exhibited a stronger tendency to prefer unique shapes (Study 1) and to have less common consumer products than those who moved less 

(Study 2). In particular, this tendency was more salient when the products were more publicly visible than when those products were less 

visible.  

 

For more information contact: mkoo@illinois.edu    

 
Gender Differences in Online Shopping Behavior:  Exploring the effective promotion types based on evolutionary psychology  

Doo Yeon Park, University of Georgia, USA* 
Hyejin Bang, University of Georgia, USA 
Dongwon Choi, University of Georgia, USA 

 
This study aims to examine the gender differences in online shopping context based on evolutionary psychology. As the foraging 

activities of ancestral environments are similar to the shopping behaviors of modern societies, the psychological adaptations may 

influence the behaviors of modern consumers. In the ancestral environments, men were needed to be skilled hunters while women were 

needed to be proficient gatherers, and this adaptation still remains in modern human's body and brain. This study explores the effective 

promotion types for online shopping based on gender-specific time frame and preference which are derived from each gender's ancestral 

roles, hunter and gatherer. 

 

For more information contact: doopark@uga.edu   

 
Default Effects on Online Information Disclosure: A Regulatory Focus Perspective 

Georgiana Craciun, Duquesne University, USA* 

 
Corporations, policy makers, and consumers have conflicting interests in the use of defaults to configure choices related to online 

privacy. Past research found support for a disproportionate preference for defaults. Drawing on regulatory focus theory, this study used 

a between subjects experiment to examine the proposed interaction effects between chronic self-regulatory focus and default framing on 

choices related to information disclosure. Prevention-oriented consumers seem to stick more to defaults than promotion oriented 

consumers. The largest difference is in the condition where prevention oriented people receive the negative default (and stick with it).  

 

For more information contact: craciung@duq.edu   
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Living Minimalism: Would a Mindset of Subtraction Be a Cure for Over-Consumption? 

Lei Jia, University of Wyoming, USA* 
Xiaojing Yang, University of Wisconsin-Milwaukee, USA 

 
Drawing from literature on unconscious processing and mindset, this research proposes that a mindset of ñsubtractionò may curb 

over-consumption particularly for consumers who lack motivations to proactively consume less. Specifically, the mindset of subtraction 

(activated from an unrelated context or task) can carryover to a consumption-related context or situation, thus, subsequently influence 

consumer choice and decision making (i.e., consuming less). This research contributes to the literature on mindset by introducing and 

testing a new mindset, ñsubtraction,ò and applying it to an important context, over-consumption.  

 

For more information contact: jialeibj@gmail.com    

 
Relief in Working Memory as Information 

Sunaina Shrivastava, University of Iowa, USA* 
Gaurav Jain, University of Iowa, USA* 
Dhananjay Nayakankuppam, University of Iowa, USA 
Gary Gaeth, University of Iowa, USA 

 
The paper shows that individuals use relief in the use of working memory as an informative signal while evaluating entities. Specifically, 

we show that individuals have enhanced attitudes towards an object that is formed when its parts combine to form a whole when 

compared to the case where the object is shown as a whole only. When parts come together to form a whole, individuals relieve their 

working memory by just storing the whole. With multiple studies we demonstrate the phenomenon and find support for the memory 

conservation based process. The results have implications in designing more effective marketing logos. 

 

For more information contact: sunaina-shrivastava@uiowa.edu    

 
The Picky Consumer 

Andong Cheng, Pennsylvania State University, USA* 
Margaret Meloy, Pennsylvania State University, USA 

 
While the term ñpicky consumersò is colloquially understood as it pertains to others, there is no research in marketing that has examined 

how picky shoppers make decisions. We take initial steps to assist in studying the construct by developing a ñPicky Consumerò scale that 

distinguishes this construct from other individual differences (e.g. maximizing) and provide evidence for how pickiness affects choice 

processes. We establish that pickiness is determined by two major factors: selectivity and sensitivity to product flaws. Furthermore, we 

confirm that picky people have smaller consideration sets and place higher attribute weights on single attributes.  

 

For more information contact: auc245@psu.edu   
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Affective Reactance to Approaching Brands 

Junghan Kim, State University of New York at Buffalo,USA 
Junghyun Kim, Virginia Tech, USA 
Taehoon Park, University of South Carolina, USA* 

 
The present study examined how a moving image influences on perceiversô reaction to the agent in a marketing setting. Through two 

studies, we investigated whether visual image movement varies participantsô attitude toward the brand. In a brand evaluation context, 

participants who were exposed to an approaching logo evaluated the brand less favorably than those who were exposed to a static or 

receding logo. Furthermore, we found that the affective reactance to an approaching image led to more favorable attitudes toward the 

product when safety attribute was emphasized. 

 

For more information contact: taehoon.park@grad.moore.sc.edu   

 
Utilitarian Mask: A Remedy for Devaluation of Hedonic Products 

Aditya Udai Singh, Oklahoma State University, USA* 
JI Hoon Jhang, Oklahoma State University, USA 

 
A characteristic particular to online shopping is the time interval between purchase and acquisition of a product. This time lag may lead 

consumers to reevaluate their purchase decision. In this paper, we seek to understand how consumerôs post-purchase (yet 

pre-acquisition) evaluation would change as acquisition gets nearer in time and to propose options for managers to maintain or enhance 

consumerôs post-purchase evaluation. The result of one study supports our hypothesis that post purchase evaluation for hedonic 

(utilitarian) products would increase (decrease) if the purchase is described a second time with utilitarian (hedonic) features because 

these are easy-to-justify (i.e., utilitarian features).  

 

For more information contact: jihoon1206@gmail.com   

 
I bought that first and you know it: The influence of ambivalent mimicry on the desire for social approval 

Sunghee Jun, Seoul National University, South Korea* 
Y. Jin Youn, Seoul National University, South Korea 
Kiwan Park, Seoul National University, South Korea 

 
Prior research shows that mimicry can lead to dissociation responses due to its threat on uniqueness as well as a sense of social approval. 

We build on prior work by suggesting that this may not be the case with ambivalent mimicry (i.e., it is not clear whether mimicry 

happened). In these situations, the target may not feel the need to dissociate with the product but also feel a lack of social approval. 

Hence, we argue that consumers who experience ambivalent mimicry will not value the product less nor dislike it, but will seek ways to 

gain social approval (e.g., WOM).  

 

For more information contact: jinjinyoun@gmail.com   
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Resource Conservation: An Alternate Explanation for Negative Emotionsô Impairment of Self-Control  

Shruti Koley, Texas A&M University, USA* 
Caleb Warren, Texas A&M University, USA 
Suresh Ramanathan, Texas A&M University, USA 

 
Traditionally it has been regarded that negative incidental emotions impair self-control, and increase gratification in order to repair bad 

mood. In this research, we demonstrate that negative emotions also impair self-control to conserve resources, as exerting self-control is 

effortful. They do so to the extent the emotion activates the goal to conserve resources. An emotion like anxiety that signals the need for 

future goal-conflict resolution, is more likely to activate the goal of resource-conservation than an emotion like anger. Hence anxiety 

impairs self-control more than anger, when self-control is effortful, but not when self-control is easy. 

 

For more information contact: skoley@mays.tamu.edu   

 
The Influence of Visual Transparency on Taste Perception 

Lingzi Isabel Ding, National University of Singapore, Singapore* 
Miaolei Jia, National University of Singapore, Singapore 
Noriko Xiang Yan Tan, National University of Singapore, Singapore 

 
In this paper, we develop a conceptual framework on the perceptual transfer of the visual characteristics of product containers to the taste 

perception of the products. Specifically, we find that the visual transparency (vs. opacity) of the container in which a beverage is served 

influences the perceived thickness of the beverage. Drawing upon the ñsensation transferenceò theory, we propose and found that 

individuals attribute the perceived thickness of the beverage to the visual density of the container it is served in. This contributes to the 

sensory marketing and perception literature, and has important implications on beverage packaging designs.  

 

For more information contact: isabel.ding@u.nus.edu   

 
Giving Money vs. Giving Time: The Timing Effect of Thank-You Gifts on Donation Satisfaction 

Miaolei Jia, National University of Singapore, Singapore 
Lingzi Isabel Ding, National University of Singapore, Singapore* 

 
Thank-you gifts are widely used in real-world charitable promotions. Given the ubiquity of thank-you gifts in charitable promotions, 

surprisingly little research has explored the effect of the timing of thank-you gifts on donorsô donation satisfaction. Based on the theory 

that money activates value maximization mindset while time activates emotional mindset, we propose and demonstrate that when giving 

money, receiving thank-you gifts after the donation (vs. before the donation) decreases donorsô donation satisfaction; in contrast, when 

giving time, receiving thank-you gifts after the donation (vs. before the donation) increases donorsô donation satisfaction. 

 

For more information contact: isabel.ding@u.nus.edu   
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Price Framing and Choice Order Effects in Bundle Customization Decisions 

Johannes C. Bauer, University of St. Gallen, Switzerland 
Tim M. Böttger, University of St. Gallen, Switzerland* 

 
This research demonstrates that consumersô satisfaction with a customizable bundle depends on (1) whether the choice options for the 

bundle components are presented simultaneously or sequentially and (2) whether (or not) detailed segregated prices for all choice 

options are provided in addition to the total price of the bundle configuration. 

 

For more information contact: johannes.bauer@unisg.ch   

 
A Brand-Contingent Weighting Model 

Hyun Young Park, China Europe International Business School, Shanghai, China* 
Sue Ryung Chang, University of Georgia, Terry College of Business, Athens, GA 

 
Prior research that modeled consumer decision processes treated brand merely as an attribute parallel to price, color, or size, and thus, 

assigned a constant weight to each attribute across brands. In contrast, we propose a brand-contingent weighting model in which 

attribute importance is contingent upon (1) the relative positioning of a brand among the brands considered, and (2) brand familiarity. 

Using a real flight ticket purchase data, our dynamic multi-level model reveals the power of brand that even overcomes the negativity 

effect that has shown to be prevalent in consumer choices. 

 

For more information contact: hpark@ceibs.edu   

 
Grip not to Slip: How Haptic Roughness Leads to Psychological Ownership 

Bowen Ruan, University of Wisconsin - Madison, USA* 
Joann Peck, University of Wisconsin - Madison, USA 
Robin Tanner, University of Wisconsin-Madison 
Liangyan Wang, Shanghai Jiao Tong Univerisity 

 
In a series of studies, we found that haptic roughness leads to a greater perception of psychological ownership, and longer interactions, 

compared to haptic smoothness. We conjecture that this is because rougher objects are easier to grip, leading to more physical control, an 

antecedent of psychological ownership. 

 

For more information contact: bruan@wisc.edu   

 
Need for Completion 

Bowen Ruan, University of Wisconsin - Madison, USA* 
Evan Polman, University of Wisconsin - Madison, USA 
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We propose that people have an inherent need for completion, which provides extra motivation when they are close to the completion of 

a set, even if completing the set brings no external values but costs. In a series of studies, we show that people are more motivated to try 

an ice cream flavor/visit a new city/even do a tedious task when the ice cream flavor/the city/the task is the last item in a set than when it 

is the second to last. Our research builds on but is sufficiently different from prior work on goal gradients. 

 

For more information contact: bruan@wisc.edu   

 
Low Construals Prefer Atypical Colors 

Ji Yoon Uim, Hongik University, Republic of Korea* 
Nara Youn, Hongik University, Republic of Korea* 

 
The current research examines how atypical (vs. typical) color affects consumer information processing and examines the moderating 

role of construal level. Through two studies, we demonstrate that atypical color would lead to favorable evaluation of product more for 

consumers with low level than for those with high level construals. 

 

For more information contact: nara@hongik.ac.kr    

 

 
Reception 

6:00 pm - 8:00 pm 
Banyan Breezeway 
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Saturday, 27 February 2016 

 
Registration 

7:00 am - 3:45 pm 
Grand Palm Col. West 

 

Breakfast 
7:30 am - 8:15 am 

Grand Palm Col. West 

 

Session 5 
8:15 am - 9:30 am 

Symposium: When Products and Devices Seem Human and Humans Feel Like Machines: 

Antecedents of Anthropomorphism and Consequences of Dehumanization 

Chair: Donna Hoffman, George Washington University, USA 
 

Knowledge About a Productôs Creator and Its Effect on Product Anthropomorphism 

Pankaj Aggarwal, University of Toronto, Canada 
Valerie Folkes, University of Southern California, USA* 

 
Consumers sometimes anthropomorphize products, imbuing nonhuman objects with humanlike characteristics (Aggarwal and McGill 

2007; Epley, Waytz, and Cacioppo 2007; Guthrie 1993). According to the SEEK model (Epley et al. 2007), one key basis of 

anthropomorphizing is the activation of knowledge structures about humans. The current research focuses on a similar cognitive process, 

and proposes a novel factorðbeliefs about human-essence transferðas a key antecedent of anthropomorphism. We propose that people 

are more likely to anthropomorphize products when given information about the person who created the product because such 

information activates knowledge about the creation process and essential characteristics of human nature associated with the creator, 

which transfers humanness to the product. We suggest that people believe that a person who creates a product endows that product with 

a small part of his or her own self. Once the creator is seen as residing in the product, the product is imbued with humanness. We call this 

the ñGepetto effectò after the classic childrenôs tale from Italy, The Adventures of Pinocchio (Collodi and Mussino 1968), which 

describes a woodcarver named Gepetto whose creation of a puppet becomes human.  

 

We propose that consumersô lay beliefs about the creation of a product often facilitate anthropomorphism of the product. The creation 

may be perceived to be the physical embodiment of the beliefs and character, the spirit and ambition, the goals and aspirations, and 

indeed, the humanness of its creator. Like conceiving a child is the unique instance where essence is transferred through oneôs DNA to an 

offspring, the transfer of the creatorôs essence to the product can be similarly perceived.  

 

People often engage in magical thinking that a person has a hidden and unique essence composed of immaterial qualities that can leave 

oneôs corporeal self and transfer itself on to an object through physical contact (Nemeroff and Rozin 1994). For instance, a T-shirt just 

tried on by a stranger is liked less and is less likely to be bought than when a T-shirt appears untouched (Argo, Dahl, and Morales 2006). 

We propose that touching may not be necessary because when an individual creates something, the individual is the origin and source of 

all causal forces acting upon the creation and is entirely responsible for the manifestation of those causal forces on the object. According 
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to the property transmission hypothesis, ñcauses tend to impose their own properties on effect objectsò (White 2009, p. 775). That is, a 

creator imposes his or her properties on a product. Further, the properties most likely to be transmitted are those that relate to perceptions 

of human essence.  

 

Many people believe that deep properties within a living thingðthe essenceðcause observable behavior (Gelman 2003). Some 

behaviors are likely to be more revealing of a personôs unique essence than others. The act of creating something is by definition 

distinctive and so reveals more of the creatorôs essence. Research shows that the essential characteristics of a creative person are 

openness to new ideas, independence, imagination, and inquisitiveness (Sternberg 1985), properties that are also fundamental to human 

nature (Haslam et al. 2005).  Hence, when a consumer is told about a person creating a product, these traits are likely to be activated, 

which will activate the essence of what makes us human.  

 

Hypotheses 

 

H1: When a product is seen as being created by a person, it is more likely to be anthropomorphized than when the product is not seen as 

being created by a person.   

H2a: Products that are created by a person with traits characteristic of human nature are more likely to be anthropomorphized than those 

created by a person not associated with traits characteristic of human nature. 

H2b: The effect of human nature traits on product anthropomorphism noted in H2a above will be mediated by the perceived 

human-essence transfer to the product.  

 

Three Experiments 

 

Three studies test the hypotheses noted here. Study 1 exposed participants to a brief description of four different products (Roomba, 

Deep Blue, Clocky (a wheeled alarm clock), and Pillow Mate (a torso-shaped pillow). Participants were asked to draw a sketch of the 

four products. Results revealed more anthropomorphized images were drawn when the participants thought that the product was created 

by a person than by a company. Study 2 examines the Gepetto effect when the creator possesses traits that are more or less associated 

with human nature, while controlling for social desirability. Results show that high human traits significantly predict the degree of 

anthropomorphism of the product created by the creator. Study 3 replicates the results of Study 2 in the context of the human trait of 

warm-heartedness ï a trait unrelated to the act of creating a product. Furthermore, Study 3 shows that human-essence transfer fully 

mediates the effect of creator warmth on anthropomorphism.  

 

Across three different studies we find converging evidence in support of the premise that if a product is associated with a person as its 

creator, then that product is more likely to be anthropomorphized compared to a product that is not associated with its creator. We find 

evidence that this effect occurs because the essence of the creator gets transferred to the product through the very act of product creation.  

 

Our research contributes to the burgeoning anthropomorphism literature by proposing a new antecedent of anthropomorphism. In 

addition to its theoretical value, our research highlighting the Gepetto effect has practical implications for marketers who may be able to 

encourage buyers to anthropomorphize inanimate productsðvia information that links the product with its creator.    

 

For more information contact: aggarwal@utsc.utoronto.ca 
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