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Notes for presenters:
• Sessions are 90 minutes for four talks. This leaves
roughly 22 minutes per talk, including time for
setting up and switching.

• Please keep to the timing even if the session has
fewer than four speakers, for people who want to
switch between sessions.

• The last presenter in each session is chair and in
charge of keeping time.



Program overview
Thursday, July 7, 2016
17:30–21:00 Reception at the Israel Museum

Opening words from Kenneth Arrow

Friday, July 8, 2016
08:00–09:00 Registration and coffee
09:00–09:15 Opening
09:15–10:15 Plenary talk: Robert Sugden

Preference purification and the inner ra-
tional agent: a critique of the conven-
tional wisdom of behavioural welfare eco-
nomics

10:15–10:45 Coffee break
10:45–12:15 Parallel Session 1
12:15–14:00 Lunch
14:00–15:30 Parallel Session 2
15:30–16:00 Coffee break
16:00–17:30 Parallel Session 3
18:00–19:00 General members meeting

Saturday, July 9, 2016
Optional tours



Sunday, July 10, 2016
09:00–10:00 Plenary talk: Vernon Smith

Adam Smith for the 21st Century: Con-
duct, Rules, Trust Games; Emergence of
Property

10:00–10:30 Coffee break
10:30–12:00 Parallel Session 4
12:00–13:45 Lunch / Mentoring luncheon

Yan Chen, Tim Cason, Uri Gneezy,
Marie Claire Villeval

13:45–15:15 Parallel Session 5
15:15–15:45 Coffee break
15:45–17:15 Parallel Session 6
19:30 Conference dinner, Bible Lands Museum

Monday, July 11, 2016
10:00–11:30 Plenary book symposium:

Feeling Smart
Rosemarie Nagel, Robert Sugden, Eyal Winter
(sponsored by Nature Human Behaviour)

11:30–12:00 Coffee break
12:00–13:30 Parallel Session 7
13:30 Light lunch and video screening



Special events
Screening of the Witness Seminar on the Emergence of Exper-
imental Economics
Organized by Andrej Svorenčík

Back in 2010 eleven pioneers of experimental economics gathered for two
days in Amsterdam to engage in amoderated discussion about the history of their
field. The transcript of the meeting appeared recently in print by Springer and
the recording of the seminar is going to be shown publicly for the first time at the
2016 ESA World Meeting in Jerusalem. The Witness Seminar was constructed
along four different topics: skills, community, laboratory, and funding. The par-
ticipants were Jim Friedman, Elizabeth Hoffman, Charlie Holt, John Kagel, John
Ledyard, Charlie Plott, Stephen Rassenti, Alvin Roth, Reinhard Selten, Vernon
Smith and Frans van Winden. The seminar was moderated by Chris Starmer and
organized by Harro Maas and Andrej Svorenčík. The participants’ contribution
and their lively discussion provide a wealth of insights into the emergence of
experimental economics as a method and field of research in economics.

Sunday Mentoring Luncheon
Organized by Yan Chen

The Diversity Subcommittee of the ESA Executive Committee will organize
a mentoring session on the topic of “Career Building” featuring senior exper-
imental economists. The session is geared towards assistant professors, but is
open to graduate students as well. Slides from recent mentoring sessions in
2015 ESA meetings are posted on the ESA Resources page.

http://www.springer.com/de/book/9783319209517


Friday, July 8, 10:45am _ 12:15pm

Session 1, Elath Hall: Field experiments: organized session

Lilia Zhurakhovska, Do I care if you are paid? A field experiment on charitable donations
Bibi Groot, I get by with a little help from my friends: Two field experiments on social support and
attendance in further education colleges in the UK
Tova Levin, A glimpse into the world of high capacity givers: Experimental evidence from a university
capital campaign
Erez Yoeli, Potential follow-up increases private contributions to public goods

Session 2, Feldman 115: Punishment I

Leonard Hoeft, Abusive punishers, an experimental investigation of punishment power
Andreas Pondorfer, Antisocial punishment in second-party and third-party cooperation games:
Experimental evidence from a small-scale society of Papua New Guinea
Ruslan Shichman, Cooperation, punishment and domination

Session 3, Feldman 128: Public goods I

Sven Christens, Naming and shaming of individuals and groups in a public goods experiment
Benjamin Beranek, Relationship between measures of preferences in public good games
Topi Miettinen, Joint exploration for the public good - theory and experimental evidence
Fabian Winter, Cooperation and coordination in games with population uncertainty

Session 4, Sprinzak 201: Preferences I

Lijia Wei, Expected-ideal gap, time-inconsistent preferences and self-control problem: experimental
evidences
Di Wang, A rationale for non-linear probability weighting
Avi Israel, Cognitive load, impulsive behavior, risk aversion and time preferences
Eldad Yechiam, Extreme underweighting of losses in decisions of whether to choose with consequence

Session 5, Sprinzak 213: Gender differences

Holger Rau, Gender differences in competitiveness and bargaining behavior
Andreas Friedl, Risk taking in social contexts: the role of nurture
Jana Cahlikova, How stress affects performance and competitiveness across genders
Lauri Saaksvuori, Competitive behavior, stress, gender

Session 6, Sprinzak 214: Communication

Amir Goldberg, Enculturation trajectories and individual attainment: An interactional language use model
of cultural dynamics in organizations
Claudia Moellers, Communication in vertical markets: Experimental evidence
Hirokazu Takizawa, Pre-play vs. post-play communication: An experiment
Aljaz Ule, On economic foundations of meaning

Session 7, Sprinzak 215: Industrial organization

Avi Weiss, Pricing strategies in a dynamic network market: An experimental analysis
Christian Fischer, Collusion and bargaining in asymmetric cournot duopoly --- An experiment
Katharina Momsen, Pricing with capacity constraints and buyer communication
Yaron Lahav, Rockets and feathers in gas markets: An experiment

Session 8, Sprinzak 216: Auctions

Sander Onderstal, Premium auctions in the field
Sotiris Georganas, Auctions with Speculators: An Experimental Study



Aniol Llorente-Saguer, Information revelation in failed collusive bargaining in first-price and second-
price auctions
Krista J. Saral, Entry by successful speculators in auctions with resale

Friday, July 8, 2:00pm _ 3:30pm

Session 1, Elath Hall: Neuroeconomics: organized session

Molly Crockett, The price of principles: experiments in moral decision-making
Dino Levy, Common sense in choices: how modality influences value representation
Moshe Glickman, Testing the selective integration model with the dot-probe technique
Amos Nadler, Single dose testosterone administration impairs cognitive reflection in men

Session 2, Feldman 115: Lying and cheating I

Ori Weisel, Giving to, and taking from, Max and Fritz: How victim identity, framing, and social value
orientation affect dishonest behavior
Bernd Irlenbusch, Similarity and collaborative lying
Santiago Sanchez-Pages, Masculinity and lying

Session 3, Feldman 128: Labor I

Ro'i Zultan, The role of wage subsidies in welfare policy: A behavioral perspective
Andreas Nicklisch, The indirect costs of taxation and the direct benefits of taxation when transfer
recipients are needy
Miguel Luzuriaga, A gift-exchange with probabilistic payoffs
Sandra Maximiano, The effects of responsibility and intentional trust on performance: An experimental
study

Session 4, Sprinzak 201: Savings decisions

Tomomi Tanaka, Does marriage work as a savings commitment device? : Experimental evidence from
Vietnam
Gosse Alserda, Measuring normative risk preferences, application to the pension domain
Abigail Hurwitz, Can smoking harm your long-term saving decisions?

Session 5, Sprinzak 213: Risky choice I

Ido Erev, From anomalies to forecasts: the 1-800 critique and the choice prediction competitions solution
Ori Plonsky, Modelling choice behavior: Implications from the recent choice prediction competition
Doron Cohen, Transfer and the processes that underlay decisions under risk
Eyal Ert, Experience eliminates decoy effects in decisions under risk

Session 6, Sprinzak 214: Advice giving

Job Harms, Reference points & advice in complex choices
Min Zhu, Experience transmission: Truth-telling adoption in matching
Tobias Gesche, Persistent bias in advice-giving
Joseph Wang, The informational theory of legislative committees: An experimental analysis

Session 7, Sprinzak 215: Contests

Ruike Zhang, Us versus them: Intra- and inter group identity diversity in rent-seeking contests
Yumiko Baba, Lobbying activities of players with various interests
Wladislaw Mill, Spite and overbidding in second price all-pay auctions. A theoretical and experimental
investigation
Cary Deck, Experimenting with contests for experimentation

Session 8, Sprinzak 216: Finance I



Tibor Neugebauer, Experimental stock market dynamics: excess bids, adaptation, and style investing in a
call-auction with multiple multi-period lived assets
Miroslav Zajicek, Individual speculative behavior under acute stress
Edward Halim, Price dynamics and consumption smoothing in experimental asset markets
Frederic Schneider, Mental capabilities, trading behavior, and asset market bubbles

Friday, July 8, 4:00pm _ 5:30pm

Session 1, Elath Hall: Group behavior I

Sibilla Di Guida, Endogenous repeated cooperation and surplus distribution - An experimental analysis
Avner Ben-Ner, Is ignorance bliss? An experimental study of the effects of diversity on team performance
when members are ignorant of their teams diversity
Tim Cason, Individual versus group choices of repeated game strategies in the noisy prisoners dilemma
Rupert Sausgruber, Entitlements and loyalty in groups: An experimental study

Session 2, Feldman 115: Lying and cheating II

Marie-Claire Villeval, Asymmetric dishonesty
Andrin Boegli, Strategic self-deception and lying
Tim Lohse, Do individuals put effort into lying? Evidence from a compliance experiment

Session 3, Feldman 128: Group identity

Tracy Liu, Group identity and cooperation in infinitely repeated games
Roy Chen, Social norms and identity dependent preferences
Yan Chen, Recommending teams promotes giving
David Hugh-Jones, Humans reciprocate intentional acts by discriminating against group peers

Session 4, Sprinzak 201: Games

Adam Zylbersztejn, The empirical content of dominance solvability
Zhijian Wang, Extortion can outperform mutual cooperation in the iterated prisoner's dilemma
Haihan Yu, Better fooling than pooling: An experiment on signaling
Emanuel Vespa, Hypothetical thinking: revisiting classic anomalies in the laboratory

Session 5, Sprinzak 213: Bounded Rationality I

Kim Kaivanto, The precautionary principle as a heuristic patch
Michal Krawczyk, An experiment on temptation and acceptance for paternalism
Eldad Yechiam, Who's biased? A meta-analysis of buyer-seller differences in pricing
Sebastian Kruegel, Projection bias or conflict of selves? A framed field experiment

Session 6, Sprinzak 214: Coordination

Anna Sophia Vogt, The strategic value of emotions happiness and fear in market entry games
Svenja Hippel, A coordination experiment on institutional stability
Maria Polipciuc, Beliefs and coordination in mixed identity groups
Anna Lou Abatayo, Can welfare improving regulations be crowded-in?

Session 7, Sprinzak 215: Giving behavior

David Reinstein, Conditional generosity and uncertain income: Lab and field evidence on signalling and
gender
Alec Sproten, Pirates! Or: the Robin Hood game
Stephan Muller, Motivational crowding out effects in charitable giving: Experimental evidence
Shoham Choshen-hillel, A partiality account of fairness and inequity aversion

Session 8, Sprinzak 216: Ambiguity



Yoram Halevy, Ambiguous correlation
Mike Farjam, On whom would I want to depend; humans or nature?
Amnon Maltz, The effect of ambiguity on status quo bias: An experimental study

Sunday, July 10, 10:30am _ 12:00pm

Session 1, Elath Hall: Public goods II

Qian Weng, Session size and its effect on identity building: Evidence from a public good experiment
Margaret Samahita, Selfies, therefore selfish? An experiment on the impact and value of a selfie
Andrej Angelovski, Bad apples in the neighborhood: An experiment of local public good provision
Steven Bosworth, Inducing different motives in public goods settings: an examination of 'deep' decision
processes

Session 2, Feldman 115: Punishment II

Marina Chugunova, When do we leave carrots for sticks: On the evolution of sanctioning institutions in
open communities
Meng-Jhang Fong, Extreme (and non-extreme) punishments in sender-receiver games with judicial error:
an experimental investigation
Michele Griessmair, Close but no cigar _ the (in)effectiveness of punishment in the collective-risk social
dilemma
Christiane Reif, Improving voluntary public good provision by a non-governmental, endogenous
matching mechanism: experimental evidence

Session 3, Feldman 128: Labor II

Johannes Leutgeb, Games played through agents in the laboratory _ A test of Prat & Rustichini's model
Karina Held, Sticky wages and effort inertia - Experimental evidence on productivity and distribution
effects under inflation
Haoran He, Are the only-child discriminated in China_s labor market? Evidence from a field experiment
Ananish Chaudhuri, Piece-rates, salaries and tournaments: implications for productivity and learning in a
cognitively challenging task

Session 4, Sprinzak 201: Field expeirments and development

Sabine Fischer, How preferences affect the choice of market channels: Experimental evidence from the
Ghanaian pineapple sector
Miri Stryjan, Electoral rules and leader selection: experimental evidence from Ugandan community
groups
James Murphy, Deterring poaching from a common pool: Experimental evidence from turfs in Chile
Surajeet Chakravarty, Religious fragmentation, social identity and rent-seeking: Evidence from an
artefactual field experiment in India

Session 5, Sprinzak 213: Nudge and behavior change

Leontine Goldzahl, Nudging to increase breast cancer screening uptake rate: A randomized field
experiment
David Gill, The self-regulation of student effort: Field experiments in goal setting
Noemi Berlin, Changing dietary habits: A field experiment with low income households

Session 6, Sprinzak 214: Moral behavior

Jannis Engel, A little good is good enough: Moral self-licensing in ethical consumption and beyond
Ofer Azar, Do customers return excessive change in a restaurant? A field experiment on dishonesty
Milos Fisar, Experimental study of bribery in public procurement
Lawrence Choo, Whistleblowing and diffusion of responsibility: An experimental investigation

Session 7, Sprinzak 215: Bargaining



Chloe Tergiman, Persistence of power: Repeated multilateral bargaining
Efrat Aharonov-Majar, Giving power in bargaining situations: A modified ultimatum game experiment
Bryan McCannon, Honest Abe or Doc Holliday? Bluffing in bargaining
Fabio Galeotti, Competence versus honesty: What do voters care about?

Session 8, Sprinzak 216: Social norms

Xueheng Li, Resentment and the evolution of social norms of cooperation
Jingping Li, Do unto others as others do unto me?: Voice matters
Alexia Gaudeul, Privacy protection, risk attitudes, and the need for control: An experimental study
Yang Yang, Lying in a foreign language

Sunday, July 10, 1:45pm _ 3:15pm

Session 1, Elath Hall: Finance II

Miguel Fonseca, Bank runs and regulatory communication: An experimental analysis
Tibor Neugebauer, Heterogeneity of beliefs and trade in experimental asset markets
Rosemarie Nagel, Do prices reveal information about dividends in asymmetric sequential asset markets?
Todd Kaplan, Information aggregation in Arrow-Debreu security markets

Session 2, Feldman 115: Trust

Luis Miller, The unintended consequences of political mobilization on trust
Katharina Werner, Whom do people trust after a violent conflict? Experimental evidence from Maluku,
Indonesia
Chung-Ching Tai, The evolution of trust in small groups: experimental evidence from multi-lateral trust
games
Joel Guttman, Economic growth and the roots of trust

Session 3, Feldman 128: Group behavior II

Christiane Reif, An online experiment on cooperation and groupishness across urban districts
Tomohiro Hara, On the role of media in nurturing social preferences toward minorities: Evidence from
laboratory experiments with Koreans in Japan
Stephan Jagau, Shift happens: an experimental comparison of conformity theory and diffusion-of-
responsibility theory
Nikos Nikiforakis, Social change and the conformity trap

Session 4, Sprinzak 213: Bounded Rationality II

Mira Fischer, Motivation to learn: Confidence in levels and confidence in gains
Tatiana Kornienko, Lone wolf or herd animal? An experiment on choice of information and social
learning
Mauricio Mittelman, Usage neglect
Ofer Azar, Relative thinking with substitute goods: Does it exist with real choices?

Session 5, Sprinzak 214: Policy

Pallab Mozumder, Conservation auctions and payments for multiple environmental services: A field
experiment in Oaxaca, Mexico
Lea Petters, Side effects of affirmative action
Edgar Tellez Foster, Groundwater and electricity consumption under alternative subsidies: Evidence from
laboratory experiments
Kim Kaivanto, The effect of point-of-sale CO2 information on flight choice: a real-CO2 lab experiment

Session 6, Sprinzak 215: Gender discrimination

Qiqi Wang, Gender discrimination in an experimental labor market
Benjamin Buschmann, On gender differences in ultimatum collective bargaining



Valeria Maggian, Getting to the top: affirmative actions in multi-stage tournaments
Emmanuel Peterle, Gender differences in job promotion: Employer discrimination or missing
applications?

Session 7, Sprinzak 216: Risky choice II

Holger Gerhardt, Does self-control depletion affect risk attitudes?
Orian Sharoni, Towards a process model of risky choice
Philipp Krugel, Sinn's theory of the welfare state - Some experimental evidence
Anat Bracha, Investment decision under negative interest rates

Sunday, July 10, 3:45pm _ 5:15pm

Session 1, Elath Hall: Charitable giving

Maros Servatka, Deadlines, procrastination, and inattention in charitable tasks: A field experiment
David Reiley, Hassle costs and workplace charitable giving: Field experiments with Google employees
Ernan Haruvy, The effect of involvement on fundraising: A charity field experiment
Marcel Preuss, Relative earnings, fairness and trust

Session 2, Feldman 115: Strategic thinking

David Dohmen, Use your brains! Effects of analytical thinking on strategic sophistication
Yohanes Eko Riyanto, Strategic thinking, social preferences, and empathy in centipede games: An
experiment
Maria Cubel, Gender differences and stereotypes in strategic thinking
Ayala Arad, Studying multi-dimensional reasoning through the analysis of team communication

Session 3, Feldman 128: Competition

Simon Haenni, Setbacks break the motivation to compete: Evidence from a natural experiment with
amateur tennis players
Antonio Filippin, Risk taking and competition: A reverse causality investigation
Lingqing Jiang, Big up to your fellow? The effect of the presence of in-group competitor on performance
Roland Cheo, Motivated by competition or by competitors? Evidence from a cognitive task rank-order
tournament

Session 4, Sprinzak 201: Cognitive processes

Doron Kliger, Employing priming to shed light on financial decision-making processes: professionals
versus laymen behavior
Rei Sayag, Eye-tracking Bayes: An experimental study of belief updating
Holger Gerhardt, Concentration bias in intertemporal choice
Sheen Levine, Should I stay or should I go? The cognition of exploration and exploitation

Session 5, Sprinzak 213: Tax compliance

Christian Koch, Is tax compliance path dependent? Experimental evidence
Jiri Spalek, Do negative news create tax evaders? Evidence from the tax compliance experiment.
Naveh Eskinazi, Economic indicators for assessing trust within the Jewish society in Israel and their
effect on welfare
Ann-Kathrin Koessler, Commitment to pay taxes: A field experiment on the importance of promises

Session 6, Sprinzak 214: Online behavior

Gali Noti, An experimental evaluation of regret-based econometrics
Josue Ortega, Rational inattention in online dating
Yefim Roth, The effect of experience on easy click checking



Session 7, Sprinzak 215: Reputation

Matthias Greiff, Second-order beliefs in reputation systems with endogenous evaluations: An
experimental study
Kim Peters, Will any gossip do? Gossip does not need to be perfectly accurate to promote trust
Emanuel Vespa, Information transmission and the shadow of the future: An experiment
Aliza Fleischer, Trust and reputation in the sharing economy: The role of personal photos in airbnb

Session 8, Sprinzak 216: Preferences II

Doron Sonsino, Disentangling trust from risk-taking: Gender differences
Anna Lou Abatayo, Behavioral effects of natural disasters on fishers
Zuzana Brokesova, Bringing a natural experiment into the laboratory: The measurement of individual risk
attitudes
Guy Mayraz, The impact of depression and anxiety on choice under uncertainty

Monday, July 11, 12:00am _ 1:30pm

Session 1, Elath Hall: Group behavior III

Karim Sadrieh, Radical minorities
Ozgur Gurerk, The conflict of short-term and long-term interests in climate protection: An
intergenerational public goods experiment
Ilona Reindl, Equalizing opportunities or outcomes? An experimental study on the support for ex-ante
and ex-post redistribution
Nir Halevy, Third parties promote cooperative norms in repeated interactions

Session 2, Feldman 115: Incentives

Gerdis Marquardt, Contracts as reference points and the role of contract enforcement experimental
evidence
Milton Lerner, Monetary incentives and participation in lab experiments
Victoria Prowse, First-place loving and last-place loathing: How rank in the distribution of performance
affects effort provision

Session 3, Feldman 128: Punishment III

Nikos Nikiforakis, Altruistic punishment does not fit the crime in the field
Christian Koch, Covenants before swords: communication and sanctions in heterogenous populations
Till Weber, Sustaining cooperation: a comparative evaluation of cooperative preferences, peer pressure
and formal punishment
Riccardo Pansini, The economic integration of richer and poorer social classes in relation to punishment
leads to a redistribution of wealth

Session 4, Sprinzak 214: Social preferences

Jan Gogoll, Automation and Morals - Eliciting Folk Intuitions
Michal Durinik, Choice-set effects in dictator game
Elias Khalil, The aspirational income hypothesis

Session 5, Sprinzak 215: Matching

Shanshan Huang, The reciprocity principle for bilateral bargaining on experimental buyer-seller
negotiations
Toshiji Kawagoe, Skipping down strategy and stability in school choice problems with affirmative action:
Theory and experiment
Yingzhi Liang, A dynamic college admission mechanism in inner Mongolia: Theory and experiment
Alexander Brown, Maximal auctions: Using QRE for optimal mechanism design



Session 6, Sprinzak 216: Information

Haihan Yu, Common knowledge of rationality and the price of information: an experiment on
observational learning
Volker Benndorf, Behavioral forces driving unraveling of private information: Experimental evidence
Antonio Guarino, Updating ambiguous beliefs in a social learning experiment
Elisa Cavatorta, Learning from aggregate information



Abstracts

Reference points & advice in complex choices

Job Harms, jobaharms@gmail.com
Erasmus University, Rotterdam the Netherlands

ABSTRACT:

This study reports findings from a lab experiment about the effects of reference points and advice on decision-
making in complex choice situations. Subjects made a series of incentivized choices between various
hypothetical financial products which differed along multiple attributes, with real earnings inversely
proportional to the cost of the selected products. A factorial design was applied with two reference point
treatments in which subjects were shown benchmark products, and an advice treatment in which subjects were
given the option to pay to have two products revealed as being suboptimal. The results indicate that reference
points had no effects, but that the advice treatment did improve decision-making. Surprisingly, we also find that
within the advice treatment, actual uptake is not associated with improved decision making and does correlate
with lower earnings. Our design leaves open several compatible explanations for these results. Firstly, it is
possible that people with lower capacity to make good decisions in complex situations self-select into
purchasing the relatively expensive advice. Secondly, it is also possible that upon purchasing advice people
become less careful in selection the best remaining option.

Author(s): Job Harms, Stephanie Rosenkranz, Mark Sanders
Topic: Decision Theory: Bounded Rationality, N/A

Link: https://docs.google.com/viewer?
a=v&pid=sites&srcid=ZGVmYXVsdGRvbWFpbnxqb2JhaGFybXN8Z3g6NjM0MTBlNDQyOTlkZjUzMQ

Back to session: Advice giving

Experience transmission: Truth-telling adoption in matching

Min Zhu, kittyzhm@gmail.com
Beijing Normal University

ABSTRACT:

Boundedly rational people may engage in strategic behavior under the Deferred Acceptance mechanism,
resulting in unstable outcome and reducing overall welfare. How to reduce strategic behavior is thus of
importance for field implementation. I address this issue in a laboratory experiment by looking at whether
experienced people can transmit what they have learned and promote truth-telling behavior. In this experiment,
subjects repeatedly play the matching game induced by the Deferred Acceptance mechanism for a finite number
of periods, and then offer advice about best strategies to their successors. Participants in succeeding sessions are
either given advice from their predecessors or observe histories of previous sessions. I find that advice given by
predecessors can help subjects coordinate on truth-telling behavior and the Pareto efficient stable outcome (but
this effect is not statistically significant in correlated preference environment). On the contrary, observing
histories has ambiguous effect on truth-telling adoption. This implies that policy makers can encourage real
people to adopt truth-telling in the field by providing them with collections of good advice from people who
have already participated in matching market.

Author(s): Min Zhu
Topic: Markets: Market design and Matching, N/A

Back to session: Advice giving

Persistent bias in advice-giving

Tobias Gesche, tobias.gesche.job@gmail.com
University of Zurich

ABSTRACT:



We show that a one-off incentive to give biased advice have a persistent effect on advisers' own actions and
future un-incentivized advice. In an experiment, advisers obtained information about the characteristics of a set
of lottery options, one of which is only preferred by risk-seeking individuals. They then advised clients who
lacked this information. When a bonus is paid for recommending the risk-seeking option a majority of advisers
recommends it. When the bonus was removed, its effect remained: In a second recommendation for which no
bonus was paid, advisers who had previously faced it were five times more likely to recommend the risk
seeking option compared to advisers in a control group who were never offered the bonus. We also find that
when advisers choose for themselves among the same options there is a similar increase in choosing the risk
seeking option. We propose a theory based on self-signaling in which advisers want to signal to themselves that
they are not corruptible and which is capable of explaining our results.

Author(s): Zhuoqiong (Charlie) Chen, London School of Ecomics & Tobias Gesche, University of Zurich
Topic: Social Behavior: Communication, Social Behavior: Lying and Cheating

Back to session: Advice giving

The informational theory of legislative committees: An experimental analysis

Joseph Wang, josephw@ntu.edu.tw
National Taiwan University

ABSTRACT:

We experimentally investigate the informational theory of legislative committees first proposed by Gilligan and
Krehbiel [1987, 1989]. Two committees provide policy-relevant information to a legislature under two different
procedural rules. Under the open rule, the legislature is free to make any decision; under the closed rule, the
legislature is constrained to choose between a committees proposal and an exogenous status quo. Our
experiment shows that even in the presence of conflicts of interests, legislative committees help improve the
legislatures decision by providing useful information. We further obtain evidence in support of three theoretical
predictions: the Outlier Principle, according to which more extreme preferences of the committees reduce the
extent of information transmission; the Distributional Principle, according to which the open rule is more
distributionally efficient than the closed rule; and the Restrictive-rule Principle, according to which the closed
rule better facilitates the informational role of legislative committees. We, however, obtain mixed evidence for
the Heterogeneity Principle, according to which more information can be extracted in the presence of multiple
committees with heterogeneous preferences. Our experimental findings provide overall support for the
equilibrium predictions of Gilligan and Krehbiel [1989], some of which have been controversial in the
literature.

Author(s): Marco Battaglini, Ernest K. Lai, Wooyoung Lim and Joseph Tao-yi Wang
Topic: Social Behavior: Communication, Public Choice: Voting and Rent Seeking

Back to session: Advice giving

Ambiguous correlation

Yoram Halevy, yoram.halevy@ubc.ca
University of British Columbia

ABSTRACT:

Many decisions are made in environments where outcomes are determined by the realization of multiple
random events. A decision maker may be uncertain how these events are related. We identify and
experimentally substantiate behavior that intuitively reflects a lack of confidence in their joint distribution. Our
findings suggest a dimension of ambiguity which is different from that in the classical distinction between risk
and 'Knightian uncertainty.'

Author(s): Larry Epstein and Yoram Halevy
Topic: Decision Theory: Ambiguity, Decision Theory: Preferences

Link: http://faculty.arts.ubc.ca/yhalevy/correlation.pdf
Back to session: Ambiguity



On whom would I want to depend; humans or nature?

Mike Farjam, mike.farjam@uni-jena.de
University Jena

ABSTRACT:

We study in an experiment whether humans prefer to depend on decisions of other humans (social uncertainty)
or states of nature (environmental uncertainty). In the social uncertainty treatments subjects depend only on past
decisions of other humans. This is the first experiment that studies social uncertainty that does not derive from a
strategic situation. The results indicate that even without any strategic context humans prefer lotteries where the
distribution of outcomes is due to states of nature to lotteries where the distribution is due to decisions of
humans. This holds even when distributions are identical and known to subjects.

Author(s): Mike Farjam
Topic: Decision Theory: Ambiguity, Decision Theory: Risk

Back to session: Ambiguity

The effect of ambiguity on status quo bias: An experimental study

Amnon Maltz, amaltz@econ.haifa.ac.il
University of Haifa

ABSTRACT:

We conduct an experiment to determine the effect of ambiguity on status quo bias. We find no evidence of the
bias in the absence of ambiguity and when ambiguity is present both in the status quo option and the alternative.
We do find evidence for status quo bias under asymmetric presence of ambiguity, i.e., when the status quo
option is non-ambiguous and the alternative is, or when the status quo option is ambiguous and the alternative is
not. These findings are not predicted by existing models of choice with initial endowment, such as models based
on loss aversion (Kahneman and Tversky, 1979) or incomplete preference models starting with Bewley (1986).
Our results, combined with evidence from the endowment effect literature, suggest that dissimilarity between
options may be an important determinant of the status quo bias.

Author(s): Amnon Maltz and Giorgia Romagnoli
Topic: Decision Theory: Ambiguity, N/A

Back to session: Ambiguity

Premium auctions in the field

Sander Onderstal, onderstal@uva.nl
University of Amsterdam

ABSTRACT:

In a field experiment, we study the revenue-generating properties of premium auctions. In a premium auction,
the runner-up obtains a premium for driving up the price paid by the winner. Previous research, both theoretical
and in the lab, has shown that premium auctions perform well compared to standard auction formats. In the
experiment, I compare two types of premium auctions with the second-price sealed-bid auction selling high-
quality, limited-edition posters in an online auction.

Author(s): Sander Onderstal
Topic: Markets: Auctions, Field Experiments: General

Back to session: Auctions

Auctions with Speculators: An Experimental Study

Sotiris Georganas, georganas.1@osu.edu



City University London

ABSTRACT:

We run experiments on second price auctions with resale opportunities, where a speculator (zero value bidder)
is commonly known to exist. Garratt and Troeger (2006) show that there is a continuum of asymmetric
equilibria, apart from the standard bid your value one, where the speculator gets the good in the first stage
auction with a positive probability. She pays a price of zero and resells it to the private value bidder in the
second stage. In the most extreme equilibrium the private value bidder actually always bids zero, and the
speculator always obtains the good. We find that bidders often follow the speculation equilibrium, however they
tend to split the rents more fairly than predicted by theory. A fixed matching yields more speculation than
random matching, as expected. An increase in the number of bidders makes speculation harder, but does not
eliminate it.

Author(s): Rod Garratt and Sotiris Georganas
Topic: Markets: Auctions, N/A
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Information revelation in failed collusive bargaining in first-price and second-price
auctions

Aniol Llorente-Saguer, a.llorente-saguer@qmul.ac.uk
Queen Mary Unviersity of London

ABSTRACT:

The theoretical literature on collusion in auctions suggests that the first-price mechanism can deter the
formation of bidding rings. However, such analyses neglect to consider the effects of failed collusion attempts,
wherein information revealed in the negotiation process may affect bidding behavior. We experimentally test a
setup in which existing theory predicts no collusion and no information revelation. Nonetheless, we find that
collusion in first-price auctions is comparable to that in second-price auctions. Furthermore, failed collusion
attempts distort bidding behavior in the ensuing auction, resulting in a loss of efficiency and eliminating the
revenue dominance of first-price auctions typically observed in experiments.

Author(s): Aniol Llorente-Saguer and Ro'i Zultan
Topic: Markets: Auctions, N/A
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Entry by successful speculators in auctions with resale

Krista J. Saral, kjsaral@gmail.com
Webster University Geneva

ABSTRACT:

We experimentally analyze the role of speculators, who have no use value for the objects on sale, in auctions.
The environment is a uniform-price sealed-bid auction for 2 identical objects, followed by a free-form
bargaining resale market. There is always one positive-value bidder, and either one to two speculators who may
choose whether to enter the auction. We show that the bidder accommodates speculators by reducing demand in
the auction and subsequently purchasing in the resale market, which encourages entry by speculators. The
presence of multiple speculators induces each speculator to enter less often, but increases competition in the
auction and the auction price. Speculators earn positive profits on average, except when multiple speculators
enter the auction.

Author(s): Marco Pagnozzi & Krista J. Saral
Topic: Markets: Auctions, N/A
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Persistence of power: Repeated multilateral bargaining

Chloe Tergiman, chloejt@gmail.com
NYU

ABSTRACT:

We study a dynamic divide-a-dollar game, in which a committee decides how to allocate scarce resources
between its members. Committee members have conflicting interests and bargain repeatedly over an infinite
number of rounds. The repeated nature of the game creates links between bargaining decisions across rounds.
We focus on institutional rules that govern the transition of the agenda setters power across rounds, and study,
both theoretically and experimentally, how these rules affect bargaining outcomes and the coalition formation
process. Consistent with legislative systems of government, we consider two rules that permit persistence of
agenda setter power. The first rule allows successful agenda setter to hold onto the power; this rule can be
interpreted as the vote of confidence attached to each budget vote. The second rule dictates that keeping power
requires an agenda setter to maintain the support of a legislative majority in order to keep power following the
passage of a budget allocation. This is implemented using a two-vote process in which the legislature first votes
on a proposal and then votes on whether or not to keep the current agenda setter. We implement both rules in a
controlled laboratory experiment and compare observed outcomes with the predictions of stationary SPE, the
most commonly used refinement in the theoretical literature. Our experimental results show that in contrast to
the prediction of the stationary SPE, both rules give rise to stable and persistent coalitions, both in terms of
coalition size and shares of coalition partners. Furthermore, other characteristics of observed outcomes (such as
coalition sizes in passed proposals as well as shares of agenda setters across treatments) are largely inconsistent
with the stationary SPE predictions. To reconcile theoretical and experimental results we explore the set of
bargaining outcomes that can be supported as SPE with a threat of exclusion from future coalitions. Overall, our
theoretical and experimental results show that the equilibrium concept that is typically used to predict behavior
in one-round of bargaining may not be as well suited for repeated bargaining environments. Our results also
suggest the importance of exploring rules that govern the transition of power in dynamic bargaining games.

Author(s): Marina Agranov, Christopher Cotton, Chloe Tergiman
Topic: Games: Bargaining, Games: Repeated Games
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Giving power in bargaining situations: A modified ultimatum game experiment

Efrat Aharonov-Majar, efratah@tx.technion.ac.il
Technion

ABSTRACT:

Power plays an important role at the bargaining table. Everyday experiences and research indicates that people
value power and that having threat power can substantially improve ones outcome in bargaining situations.
Thus, granting threat power to ones counterpart can be considered a pro-social act. In this work we examine
allocators willingness give power to their counterparts and the influence of the choice to give power on
subsequent resource allocation. To do that, we introduce a modified Ultimatum game called the Power game. In
the Power game, allocators receive an endowment and are asked to choose between two Ultimatum games that
differ in the level of responders threat power. For example, the allocator is asked to choose between game A, in
which the responder cannot reject any offer, and game B, in which the responder can decrease the shares of both
allocator and responder by a fixed factor (e.g., 10%). Choosing game B over game A reflects giving power. Two
contradictory predications can be made regarding subsequent offers: On the one hand, giving power would lead
to lower offers, possible because the decision to give power is strategic. On the other hand, the decision to give
power would lead to higher offers, possibly because a choice to give power commits the allocator to behave in
pro-socially. We conducted two studies to explore allocators willingness to give. In Study 1, we found that
allocators who choose to give power, they subsequently make higher offers compared to allocators who are
randomly assigned to a game that gives power to the responder. In study 2 we found that allocators were
sensitive to relative, but not to the absolute level of power. We discuss implications of our findings with respect
to bargaining situations and to pro-social behavior in general.

Author(s): Efrat Aharonov-Majar, Anna Dorfman
Topic: Games: Bargaining, N/A
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Honest Abe or Doc Holliday? Bluffing in bargaining

Bryan McCannon, bryan.c.mccannon@gmail.com
West Virginia University

ABSTRACT:

We consider a bargaining environment where there is asymmetric information regarding whether the two
players have common preferences or conflicting preferences. If the cost of strategic communication is
independent of the state, then signaling is not expected to be effective. If the uninformed agent believes, though,
a (cheap-talk) signal has been sent, then the informed agents are incentivized to engage in deceptive bluffing.
Alternatively, if bluffing is not too prevalent, honest communication can be worthwhile. We explore this
theoretically and experimentally. We present a bargaining model where state-dependent mixed strategies arise as
equilibria. Thus, bluffing occurs in equilibrium. In the model, players who experience a disutility to engaging in
deceptive behavior are then introduced. The set of equilibria are refined and we show, ironically, that the
introduction of honest players increases the overall level of deception. We then design an experimental game to
assess the validity of the predictions from the theoretical model. We show that agents attempt to strategically
transmit information even when (costly) signaling is not possible. Across rounds of the game honest, but cheap
talk, signaling and bluffing co-move in that as the former becomes more prevalent so too does the latter.
Furthermore, we document a contagion effect in the laboratory. Bluffing not only creates deadweight loss in a
particular dyad, but leads the agent who was bluffed to engage in more bargaining conflict in future rounds
against a new, randomly-selected opponent. Aggregate wealth is higher prior to the introduction of deception in
the group.

Author(s): Greg DeAngelo and Bryan C. McCannon
Topic: Games: Bargaining, Social Behavior: Norms and Morals
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Competence versus honesty: What do voters care about?

Fabio Galeotti, galefabio@gmail.com
Groupe d'Analyse et de Theorie Economique

ABSTRACT:

We set up an experiment to measure voter preferences trade-offs between competence and honesty. We measure
the competence and honesty of candidates by asking them to work on a real effort task and decide whether to
report truthfully or not the value of their work. In the first stage, the earnings are the result of the competence
and honesty of one randomly selected participant. In the second stage, subjects can select who will determine
their earnings based on the first stages competence and honesty of the alternative candidates. We find that most
voters tend to have a bias towards caring about honesty even when this results in lower payoffs.

Author(s): Fabio Galeotti and Daniel John Zizzo
Topic: Public Choice: Voting and Rent Seeking, Decision Theory: Preferences
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The precautionary principle as a heuristic patch

Kim Kaivanto, k.kaivanto@lancaster.ac.uk
Department of Economics, Lancaster University Management School

ABSTRACT:

In this paper we attempt to recover an integrated conception of the Precautionary Principle (PP). The
alpha=0.05 inferential-threshold convention widely employed in science is ill-suited to the requirements of
policy decision making because it is fixed and unresponsive to the cost tradeoffs that are the defining concern of
policy decision making. Statistical decision theory -- particularly in its Signal-Detection Theory (SDT) variant -



- provides a standard framework within which to incorporate the (mis)classification costs associated with
deciding between preventive intervention and non-intervention. Circumstances that yield a (1,1) corner solution
in the SDT model are also sufficient for preventive intervention under the PP. Thus the PP can be understood as
a heuristic variant of the SDT corner solution, where the SDT model serves to patch the incongruity between
the inferential practices of science and the inferential requirements of policy decision making. Furthermore,
SDT's analytical structure directs attention to a small number of variables -- (mis)classification costs and prior
probabilities -- as determinants of the (1,1) corner solution. Psychological biases impinging upon these variables
-- omission bias and protected values, moderated by the decision maker's industry-aligned (insider) or industry-
opposed (outsider) status -- combine within SDT to successfully retrodict features of the PP previously
considered puzzling, if not inconsistent or incoherent. These psychological biases do not exclude, and may in
part reflect, the decision maker's deontological moral beliefs, or indeed social norms embodied in the nation's
legal system (common law vs. civil law).

Author(s): Kim Kaivanto and Winston Kwon
Topic: Decision Theory: Other, N/A
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An experiment on temptation and acceptance for paternalism

Michal Krawczyk, mkrawczyk@wne.uw.edu.pl
Warsaw University

ABSTRACT:

In this project we investigate experimentally the link between costly self-control and attitude towards
paternalism in a principal-agent framework. We invite our subjects for a free lunch: a burger or a turkey. We
verify in a pre-test that the burger is considered (much) more tasty and tempting, while the turkey is seen as
healthier. In the experiment proper we observe incentivized choices of four types: what menus (must eat burger;
must eat turkey; your choice: burger or turkey) subjects assign to another; how they reward each of these menu
choices yet another participant made for them; which of the two dishes they pick on the spot (if given the
choice); whether they want to pre-commit to a choice of dish for a future session. Similarly to some recent
experimental results we find a significant fraction of subjects with preference towards self-control. We also
observe non-trivial sets of individuals who reward highly a restricted choice and paternalistically restrict others
choice. Moreover, there is a strong link between these three tendencies, suggesting a common thread underlying
the use of commitment devices and paternalistic behavior as well as approval thereof in environments involving
temptations.

Author(s): Michal Krawczyk, Lukasz Wozny
Topic: Decision Theory: Bounded Rationality, Methodology: Lab, Field and External Validity
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Who's biased? A meta-analysis of buyer-seller differences in pricing

Eldad Yechiam, yeldad@techunix.technion.ac.il
Technion - Israel Institute of Technology

ABSTRACT:

Research on pricing decisions has noted an intriguing gap between decisions made by buyers and sellers. Using
a meta-analytic approach, we examine the robustness of these buyer-seller differences and attempt to determine
whether the gap is more likely to be due to a bias on the part of the sellers or the buyers. Importantly, whereas
previous investigations have mainly focused on the endowment effect (according to which selling prices are
higher than buying prices), we highlight a number of further asymmetries existing between buyers and sellers.
Specifically, compared to buyers, sellers tend to set prices that are closer to normative prices both in absolute
and relative terms. Sellers also show higher pricing variance but lower variance per unit, indicating higher
precision. Overall, our findings challenge the predominant loss aversion account for buyer-seller differences in
pricing, according to which sellers are more biased than buyers. Instead, it seems to be buyers who are more
biased, with sellers showing greater pricing accuracy. The results are discussed in the context of an attention-
based model, according to which sellers might invest more cognitive resources in pricing decisions.



Author(s): Eldad Yechiam, Nathaniel J. S. Ashby, Thorsten Pachur
Topic: Decision Theory: Bounded Rationality, Psychology and Biology: Cogonition
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Projection bias or conflict of selves? A framed field experiment

Sebastian Kruegel, Sebastian.Kruegel@wirtschaft.uni-giessen.de
Justus Liebig University Giessen, Germany

ABSTRACT:

Tastes often fluctuate over time. Whereas projection bias captures people's tendency to mispredict tastes in a
different state, a conflict-of-selves approach captures their tendency to fight these tastes. The existing evidence
cannot distinguish between the two models of behavior. We perform a framed field experiment with
commitment option to investigate whether subjects' state-dependent behavior is better explained by projection
bias or a conflict of selves. For this purpose, we exploit the natural presence or absence of fatigue at different
times of day. In order to abstract from a mere immediacy effect, we consider a situation in which a planner
imposes a judgment on another planner. In contrast to previous studies on projection bias, subjects are
completely informed about the experiment's course prior to making their first choice. We find that a conflict-of-
selves approach provides are more adequate explanation of subjects' behavior in our experiment than projection
bias.

Author(s): Sebastian Kruegel, Matthias Uhl
Topic: Field Experiments: General, Decision Theory: Preferences
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Motivation to learn: Confidence in levels and confidence in gains

Mira Fischer, mira.fischer@wiso.uni-koeln.de
University of Cologne

ABSTRACT:

We analyze the different effects of confidence in prior knowledge and confidence in the ability to learn on the
incentives to make human capital investments in a lab experiment. To study the causal effects of the two
dimensions of confidence on motivation to learn, we exogenously vary feedback influencing the beliefs in the
level of prior knowledge and the ability to learn. We find that confidence in learning ability raises learning
investments irrespective of the prior level of knowledge, whereas confidence in prior knowledge has a negative
effect on the investments and outcomes of individuals with above average prior knowledge and a positive effect
on the investments and outcomes of individuals with below average prior knowledge.

Author(s): Mira Fischer, Dirk Sliwka
Topic: Decision Theory: Beliefs, N/A
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Lone wolf or herd animal? An experiment on choice of information and social learning

Tatiana Kornienko, tatiana.kornienko@ed.ac.uk
University of Edinburgh

ABSTRACT:

We report on an experiment that uses revealed preference to distinguish between rational social learning and
behavioral bias. Subjects must choose between receiving a private signal or observing the past guesses of other
subjects before guessing the state of the world. The design varies the persistence of the state across time. This
changes whether choosing social or private information is optimal. We can therefore separate subjects who
choose optimally from both those who excessively use social information (``herd animals'') and those with
excessive use of private information (``lone wolves''). While aggregate behavior appears unbiased, this is



because the numbers of lone wolves and herd animals are approximately equal.

Author(s): John Duffy, Ed Hopkins, and Tatiana Kornienko
Topic: Decision Theory: Learning, Social Behavior: Other
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Usage neglect

Mauricio Mittelman, mmittelman@utdt.edu
Universidad Torcuato Di Tella

ABSTRACT:

Oftentimes, consumers benefit from a product only if they actually use it (e.g., a set of weights for exercising or
an ice-cream maker, kept stored outside the view of guests). When consumers contemplate the purchase of such
a product, arguably they should consider how much they expect to use it. However, the present research
suggests they often fail to do so. We report four studies that provide empirical evidence of consumers usage
neglect. In one study, we show that real shoppers of a womens clothing store do not spontaneously consider
how much they expect to use the garment they contemplate purchasing. In another three studies, we use a
priming paradigm whereby we show that participants behave differentlyand in so doing indicate that they
neglect usagewhen prompted to consider how much they expect use the product they are contemplating
purchasing. As a result of usage neglect, consumers will often make purchase decisions they prefer not tolike
buying a product that they will end up using very little or not spending more on a product that they would use
frequently.

Author(s): Mauricio Mittelman, Dilney Goncalves, and Eduardo B. Andrade
Topic: Decision Theory: Bounded Rationality, N/A
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Relative thinking with substitute goods: Does it exist with real choices?

Ofer Azar, azar@som.bgu.ac.il
Ben-Gurion University of the Negev

ABSTRACT:

This research examines whether in the context of product differentiation people exhibit 'relative thinking', i.e.,
whether they are affected by relative price differences even when only absolute price differences are relevant.
This research is important because people frequently compare prices of various alternative goods and services,
and if they do it in a way that deviates from traditional economic theory, this has important implications for
economic theory, advertising, marketing, pricing, etc. Subjects were asked (in an incentivized manner) to
indicate for 11 different pairs of goods, given the price of one good, what is the maximal price of the other good
for which they would prefer the latter. In two between-subject treatments, the reference prices of the good
differed. If subjects exhibit relative thinking, then those who receive a higher goods' price will also be willing to
pay more (or require a higher discount) for the constant quality difference between the goods. In addition, in
each pair of goods, some subjects received the price of the low-quality good ('willingness to pay' (WTP)
treatment) whereas some received the price of the high-quality good ('willingness to accept' (WTA) treatment).
In the WTP version, no relative thinking was detected. In the WTA version, relative thinking was documented
in all cases. The suggested explanation for this pattern is that people are affected by two biases: 1. Relative
thinking. They are willing to pay more for a constant improvement in quality when the product's price is higher
because they consider the addition also in percentage of the price. This is stronger when the goods are more
similar. 2. A prominence bias. Subjects focus on the value of the product they are pricing although what matters
is the difference in value between the two goods.

Author(s): Ofer Azar
Topic: Decision Theory: Bounded Rationality, Decision Theory: Preferences

Back to session: Bounded Rationality II



Deadlines, procrastination, and inattention in charitable tasks: A field experiment

Maros Servatka, maros.servatka@gmail.com
Macquarie Graduate School of Management

ABSTRACT:

We conduct a field experiment to analyze the effect of deadline length on charitable tasks. Participants are
invited to complete an online survey, with a donation going to charity if they do so. Participants are given either
one week, one month or no deadline by which to respond. Completions are lower for the one month deadline,
than for the other two treatments, consistent with the model of inattention developed in Taubinsky (2014) and
also with the idea that not specifying a deadline conveys urgency.

Author(s): Stephen Knowles, Maros Servatka, and Trudy Sullivan
Topic: Applied Economics: Charitable Giving, Field Experiments: General
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Hassle costs and workplace charitable giving: Field experiments with Google employees

David Reiley, david@davidreiley.com
Pandora Media, Inc., and UC Berkeley

ABSTRACT:

Hassle costs play an important role in consumer decision making, from redemption of rebates and coupons to
enrollment in retirement savings or poverty-aid programs. Using field experiments in a workplace charitable
giving campaign at Google, we test the hypothesis that hassle costs play an important role in decisions to donate
to charity. While the control group continued to have the ability to donate by visiting the charity?s website and
entering their credit card information, the treatment group was instead given the option to donate via payroll
deduction with the click of a button, thereby decreasing the ?hassle cost? of giving. We found that reducing
hassle costs by a few minutes caused the probability of giving to the charity to increase by at least 50%, without
reducing the average gift size, in each of two separate randomized experiments.

Author(s): Jessan Hutchison-Quillian, David Reiley, and Anya Samek
Topic: Applied Economics: Charitable Giving, N/A
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The effect of involvement on fundraising: A charity field experiment

Ernan Haruvy, eharuvy@utdallas.edu
University of Texas at Dallas

ABSTRACT:

We investigate the effect of fundraiser incentives and orientations on effort and outcomes in a fundraising drive.
We report results of a field experiment consisting of over 350 volunteers participating in a fundraiser over a
period of two months. A unique feature of this study is that we observe communication and creative effort. Each
fundraiser is tasked with maintaining a personal website, creating content, including an essay about personal
connection to the charity, and establishing social connections in an effort to raise money. Treatments include a
control with no incentives, piece rate incentives and tournaments incentives. We find that funds raised are
driven by both creative and communication efforts and that communication effort mediates the impact of piece
rate incentives and charitable orientation on funds raised, whereas creative effort mediates charitable orientation
only. While creative activity is less critical than communication activity in raising short term funds, it is more
sensitive to orientations than communication activity and is driven positively by trust and charitable
orientations. Intent to volunteer in future period is shown to be increasing in current efforts and negatively
impacted by incentives, without significant mediation.

Author(s): Ernan Haruvy Peter T. L. Popkowski Leszczyc
Topic: Applied Economics: Charitable Giving, Field Experiments: General
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Relative earnings, fairness and trust

Marcel Preuss, mpreuss@mail.uni-mannheim.de
Universitaet Mannheim

ABSTRACT:

We study the effect of relative earnings on fairness ideals and on the level of trust and trustworthiness.
Establishing a causal relationship between these factors and relative earnings could help understand not only
how wealth is distributed in societies, but also how wealth inequality evolves over time. We answer this
question by using an experimental design that enables subjects to earn their endowments but still allows us to
control for effort and income at the end of the earnings phase. In the main part of the experiment, subjects learn
about the income and effort levels of all players from their group and are asked to distribute additional money
between two of them. By distributing more than half of the money to the poorer player from their choice set,
most subjects reveal that they perceive the payoff difference resulting from the earnings phase as unfair.
Everything else equal, the higher the decision makers own earnings, the less she distributes to the poorer of the
two players, or, put differently, the more she perceives the premium earned for additional effort as fair. This
evidence suggests that an individuals preference for redistributive policies might be shaped by her affiliation to
a particular income class even in the absence of a need to reduce cognitive dissonance arising from trading off
her own payoff with fairness (Konow, 2000). Before disclosing to them the outcome of the preceding
distribution phase, we let all subjects participate in an identical binary trust game with an equally ranked and
endowed subject from another group. Given equal expected incomes from the distribution phase, subjects can
be divided into two homogeneous groups of trustworthiness: highly trustworthy above-median earners and
moderately trustworthy below-median earners. Regarding the decision to trust, players ranked second-to-last are
less likely to trust than are players at all other ranks. Unexpectedly, the difference is most significant with
respect to the players ranked last despite their identical degree of trustworthiness. As we can show, the decision
not to trust is mainly driven by beliefs about the trustworthiness of the trustee. Altruistic preferences or Last-
Place-Aversion alone cannot explain our findings.

Author(s): Marcel Preuss
Topic: Social Behavior: Other-regarding Preferences, Public Choice: Other
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Employing priming to shed light on financial decision-making processes: professionals
versus laymen behavior

Doron Kliger, kliger@econ.haifa.ac.il
University of Haifa

ABSTRACT:

Economic decision-making is usually modeled in a cognitive framework of expectation-based. Presumably, a
utility function describes the relevant information about preferences, the individuals type. Recently, descriptive
models deviating from rationality have been devised, e.g., Kahneman and Tverskys Prospect Theory. Here, we
employ priming to shed light on financial decision-making. Priming is an implicit memory process where
exposure to stimuli affects the availability of information categories and, thus, the response to subsequent
events. We investigate professionals (investment advisors; accountants) and economics undergraduates. The
results detect priming effects in both groups, with professionals being more affected than undergraduates,
suggesting that they employ a more intuitive and less analytic approach. To convey the idea consider a one
period setup. Fig. 1, which will be presented during the talk, sketches the rational decision-making process.
Trivially, it starts with the decision maker (DM) confronted by a decision problem. DM enters information
recollection, yielding cognitive evaluation in which probabilities of possible realizations are assessed. E.g.,
when contemplating purchasing a stock, the phase yields a distribution of future returns. Then, depending on
DMs type, a decision whether to purchase the stock is arrived at. Lastly, a state of nature is realized, i.e., a
specific return, determining DMs payoff. A prominent contribution of psychology to understanding decision



making lies in two-system models, e.g., System 1 and 2. System 1 functions quickly, exerting little effort,
bearing no sense of voluntary control. System 2 involves effortful mental activities, often associated with
concentration. Fig. 2 (to be presented in the talk) depicts the dually-channeled process. We link the behavioral-
and cognitive-evaluation channels with System 1 and 2, respectively. Thus, probability assessment is
generalized to decision-weights assignment, possibly as probability weighting functions (PWFs). The carrier of
values is also modified, e.g., in prospect theory, it is replaced by a value function (VF). From this point on the
flow meets the rational one (Fig. 1). Fig. 3 (to be shown in the talk) presents the process under priming. Priming
affects DMs perception and information processing and, thus, the VF and PWF shapes. The resulting decisions
are case dependent, so the traditional notion of DMs type is insufficient, and has to be augmented to incorporate
priming effects. We now compare students and professionals behavior. The comparison involves relative
prominence of each channel in the process of the two populations. Professionals priming sensitivity is due to
their increased relative reliance on the behavioral evaluation channel. To elucidate, ponder this question: what
does answering a questionnaire resemble to in students life? Presumably, it resembles a courses exam. And what
are students expected to do in exams? To take a relevant model from the course, detect relevant information,
and arrive at correct answers. In the boxes of Fig. 4 (to be shown in the talk), the students activate the cognitive
channel. Now consider professionals. Would it be conceivable to assume that, operating in their vastly-
changing, information-swamped, environment, they would employ cognitive evaluation as intensely as the
students? To answer, consider the students again, and their (justified) reaction when their lecturer enters the
exam hall in order to apologize for a typo, which should be corrected before answering. Having relied on the
(slow) cognitive evaluation channel, the students have to erase their answers and start all over again? Would
professionals, in their crowded environment, be able to act like this? Apparently not. They would have to resort
to a faster process, hence to increase activation of the behavioral channel. To summarize, professionals
decisions were affected by priming more than the students. The differential effect is attributed to professionals
tendency to act less analytically and more intuitively. Noteworthy, one should not deduce here any conclusions
regarding the quality of the decisions made by the two populations. Merely, the relative prominence of the
cognitive and behavioral channels each population has adapted is commensurate with the characteristics of their
natural decision-making environments.

Author(s): Doron Kliger
Topic: Field Experiments: General, Markets: Finance
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Eye-tracking Bayes: An experimental study of belief updating

Rei Sayag, rei.sayag@upf.edu
Universitat Pompeu Fabra

ABSTRACT:

What cognitive processes underlie the manner in which individuals update their beliefs? Psychologists and
Economists have shown that individual belief updating consistently deviates from the normative Bayesian
benchmark. There are two separate aspects to this observation. First, there is a large variance in belief updating
across individuals. Second, there are a number of systematic deviations from Bayesian updating, which tend to
manifest themselves in different environments. Using eye-tracking data, this paper aims to gain a deeper
understanding of the causes of deviation from Bayesian Updating. First, eye-tracking data allows us to
characterize individual heterogeneity beyond what can be achieved with choice data alone. Second, eye tracking
allows us to understand deviations from Bayesian updating at the cognitive process level, which can explain
under what circumstances it is more likely to arise. (Project at data collection stage)

Author(s): Pedro Robalo (Max Planck Institute for Research on Collective Goods) and Rei Sayag (Universitat
Pomepu Fabra)

Topic: Decision Theory: Beliefs, Psychology and Biology: Other
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Concentration bias in intertemporal choice

Holger Gerhardt, holger.gerhardt@uni-bonn.de
University of Bonn



ABSTRACT:

We present novel results on individuals' intertemporal choices that cannot be explained by exponential and
hyperbolic discounting, the canonical approaches to intertemporal decision making in economics. In particular,
we provide causal evidence from novel lab experiments that intertemporal choices are systematically affected
by whether consequences of intertemporal choice are concentrated in few or dispersed over multiple periods: (i)
Individuals are less patient in the case that the advantages of patient behavior are dispersed over many future
periods than when they are concentrated in a single future period. (ii) Individuals are more patient in the case
that the disadvantages of patient behavior are dispersed over multiple earlier periods than when they are
concentrated in a single earlier period. Both findings demonstrate concentration bias in individuals'
intertemporal choices. Our results are in line with the recent theoretical model of Koszegi and Szeidl (Q. J.
Econ., 2013). Despite the prevalence of dispersed payoffs and costs in everyday life, no empirical study so far
has investigated whether spreading payments over time causally impacts discounting. Our results suggest that
previous studies may have neglected an important channel that influences intertemporal decisions.

Author(s): Holger Gerhardt, Frederik Schwerter, Louis Strang
Topic: Decision Theory: Preferences, Methodology: Experimental Design, Tools and Practices
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Should I stay or should I go? The cognition of exploration and exploitation

Sheen Levine, sl3248@columbia.edu
Columbia University

ABSTRACT:

In many life situations financial investments, R&D decisions, military campaigns, romantic choices a decision-
maker chooses sequentially between repeating a past action, expecting a familiar outcome (exploitation), or
trying a novel action whose outcome is uncertain (exploration). For instance, in each quarter a manager can
budget advertising for an existing product, earning a predictable boost in sales; or she can spend to develop a
completely new product, whose prospects are more ambiguous. How do people decide? Do their decisions
result from individual traits, such as risk preferences, or contextual variables, such as past experience? To
understand, we developed and tested two instruments. One introduced incentivized scenarios to assess an
individuals attitude towards risk and, separately, ambiguity. The second simulated the sequential choices and
ambiguous outcomes inherent to exploration and exploitation decisions, allowing us to observe how participants
make them. We find that peoples choices are strongly influenced by their past experience. Three kinds of
experiences strongly decrease exploration and increase exploitation: When a decision-maker exceeds her top
performance, or accumulates successes, or experiences high variance. That implies that people with identical
skills and preferences can end up on remarkably different paths, simply because they had different experiences.
Its not just where you are now its how you got there.

Author(s): Sheen S. Levine (University of Texas at Dallas & Columbia University) and Charlotte Reypens
(University of Texas at Dallas & University of Antwerp)

Topic: Psychology and Biology: Cogonition, Decision Theory: Ambiguity
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Enculturation trajectories and individual attainment: An interactional language use
model of cultural dynamics in organizations

Amir Goldberg, amirgo@stanford.edu
Stanford Graduate School of Business

ABSTRACT:

How do people adapt to organizational culture and what are the consequences for their outcomes in the
organization? These fundamental questions about culture have previously been examined using self-report
measures, which are subject to reporting bias, rely on coarse cultural categories defined by researchers, and
provide only static snapshots of cultural fit. In contrast, we develop an interactional language use model that
overcomes these limitations and opens new avenues for theoretical development about the dynamics of



organizational culture. To illustrate the power of this approach, we trace the enculturation trajectories of
employees in a mid-sized technology firm based on analyses of 10.24 million internal emails. Our language-
based measure of changing cultural fit: (1) predicts individual attainment; (2) reveals distinct patterns of
adaptation for employees who exit voluntarily, exit involuntarily, and remain employed; and (3) demonstrates
that rapid early cultural adaptation reduces the risk of involuntary, but not voluntary, exit.

Author(s): Sameer Srivastava, Amir Goldberg, V. Govind Manian, Christopher Potts
Topic: Applied Economics: Other, Social Behavior: Norms and Morals

Link: http://papers.ssrn.com/sol3/papers.cfm?abstract_id=2701097
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Communication in vertical markets: Experimental evidence

Claudia Moellers, moellers@dice.hhu.de
Heinrich-Heine Universit?_t D?_sseldorf (DICE)

ABSTRACT:

When an upstream monopolist supplies several competing downstream firms, it may fail to monopolize the
market because it is unable to commit not to behave opportunistically. We build on previous experimental
studies of this well-known commitment problem by introducing communication. Allowing the upstream firm to
chat privately with each downstream firm reduces total offered quantity from near the Cournot level (observed
in the absence of communication) halfway toward the monopoly level. Allowing all three firms to chat together
openly results in complete monopolization. Downstream firms obtain such a bargaining advantage from open
communication that all of the gains from monopolizing the market accrue to them. A simple structural model of
Nash bargaining fits the pattern of shifting surpluses well. We conclude with a discussion of the antitrust
implications of open communication in vertical markets.

Author(s): Claudia Moellers, Hans-Theo Normann and Christopher Snyder
Topic: Markets: Industrial Organization, Social Behavior: Communication
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Pre-play vs. post-play communication: An experiment

Hirokazu Takizawa, taki@tamacc.chuo-u.ac.jp
Chuo University

ABSTRACT:

The motivation of the present paper is to examine possibly different effects of pre-play and post-play
communication on the play of games. Cooper et al. (1992) have already shown, theoretically as well as
experimentally, that pre-play communication is effective for achieving coordination. This research naturally
leads us to think about the effect of post-play communication. In fact, there is some evidence, albeit not general
and conclusive, that shows the effect of post-play communication. In the provision of public goods, for
example, it is well known that the mere possibility of post-play pecuniary punishment is effective for inducing
cooperative actions, although the punishment is costly for the punisher and so will not be taken in equilibrium
(Fehr and Gachter 2000). The real-world Internet auctions are usually equipped with ex post evaluation system,
which is regarded as contributing to safety of transactions. However, to the best of our knowledge, there has
been no systematic examination of the effect of post-play communication. ?In this context, this paper aims to
experimentally examine the different effects of pre-play and post-play communication on the plays of games. To
do so, we experimented with five two-player games in three different communicative conditions: one without
communication, another with pre-play communication, and the other with post-play communication. The
communication is unilateral; in the experiment with communication, only one player chooses a message that
asks the other player to choose a specific action. So the communication was about the hope of the sending
player. In the pre-play communication condition, the message was shown to the other player before the play of
games. The experimented two-player games with different payoff arrangement include prisoners dilemma,
battle of the sexes, ultimatum game (represented as a normal form game with two actions for each player),
coordination game, and chicken game. The experiment was conducted at Chuo University in 2014 with
undergraduate students. The experiment was run manually, and subjects were paid in cash. Each subject played
those games in random order and paid according to one of the outcomes chosen at random (that is, we used



strategy method). Our tentative findings are as follows: 1. The pre-play communication induces different
behavior in the play only in the prisoners dilemma and chicken game, while the post-play communication
induces different behavior only in battle of the sexes and ultimatum game. This result suggests that when there
is a mutually profitable outcome (e.g., (C, C) in the prisoners dilemma), pre-play communication if effective.
But when there is no such outcome, post-play communication may matter. 2. Contrary to the result reported by
Lopez-Perez and Vorsatz (2010), there was no effect of post-play communication observed in the prisoners
dilemma. This may be because the message we used was not approval/disaproval but asking to play a specific
action. ?So, it is found that not only an opportunity but a form/content of a message in post-play communication
is crucial for achieving efficient outocome in the prisoners dilemma. Theorizing these facts consistently is our
next research agenda.

Author(s): Toshiji Kawagoe, Taisuke Matsubae, Hirokazu Takizawa, Tetsuo Yamamori
Topic: Games: Information, Games: Coordination
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On economic foundations of meaning

Aljaz Ule, a.ule@uva.nl
CREED, University of Amsterdam

ABSTRACT:

Face to face, free form, or restricted communication improve coordination and cooperation in simple
experimental games. In typical experimental studies subjects are offered a commonly understood
communication medium and often use it to increase economic efficiency. Here we investigate whether
communication increases efficiency even when there is ex-ante no common meaning, and whether it may
endogenously emerge. Experimental subjects repeatedly play economic games with strangers, and may
exchange abstract symbols during each game. We see that symbolic exchange increases coordination and
cooperation. We then investigate whether groups of strangers assign the same meaning to the same symbol and
observe that this is more likely to happen in difficult economic games. We conclude that an economic challenge
motivates emergence of meaningful communication.

Author(s): Astrid Hopfensitz, Aljaz Ule
Topic: Social Behavior: Communication, N/A
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Setbacks break the motivation to compete: Evidence from a natural experiment with
amateur tennis players

Simon Haenni, simon-haenni@hispeed.ch
University of Lausanne

ABSTRACT:

Obtaining a degree or a new job often requires outperforming competitors but losing in such competitions might
decrease the future motivation to compete and thereby harm career prospects. This study shows new evidence
from a large natural experiment with amateur tennis players on how competition outcomes causally affect the
break duration between tournaments. The random assignment of opponents in tournament draws generates an
exogenous variation in competition outcomes that can be exploited in an IV approach. The results suggest that
individuals take on average 10% longer to compete again after losing than after winning. One mechanism that
can explain this behavior are reference-dependent preferences. The comprehensive data-set allows to investigate
the reference point formation in this context and identifies individual rankings and predicted competition
outcomes as reference points, suggesting a complementary role of status quo and expectation-based reference
points.

Author(s): Simon Haenni
Topic: Applied Economics: Other, N/A

Link:
https://www.dropbox.com/s/cha9jisvof83y4n/Setbacks%20Break%20the%20Motivation%20to%20Compete.pdf?



dl=0
Back to session: Competition

Risk taking and competition: A reverse causality investigation

Antonio Filippin, antonio.filippin@unimi.it
University of Milan

ABSTRACT:

Competition is important in a wide range of decisions. Workers often compete for bonuses or career
advancements. Educational institutions also use competition to select the best students or to award grants.
Competition typically entails uncertain outcomes. Therefore, the fact that risk attitudes and fondness for
competition may correlate is rather intuitive. Since risk preferences are usually considered an innate behavioural
trait, scholars have focussed on the causal link going from risk attitudes to competitiveness. The main goal of
our project is to investigate the reverse causality link, namely whether competition can shape subsequent
individual risk-taking behaviour. Investigating this causal link will deliver a value added from at least two
points of view. First, it will shed more light on the extent to which risk attitudes can be shaped by the
characteristics of the environment. Second and foremost, it will improve the understanding of the cumulative
effects of competition. In fact, the economics literature typically evaluates relative performance pay schemes
only through their direct impact on productivity. However, competitive pressure may induce other spillover
effects that should be taken into account because they can affect subsequent decisions and add to its long run
impact. From this point of view risk attitudes are a natural candidate as a transmission mechanism. To achieve
our goal we run a lab experiment eliciting the risk attitudes of a sample of subjects that have performed a real
effort task exogenously manipulated in terms of the degree of competitiveness. By carefully controlling for
potential confounds such as wealth effect we can in this way identify the causal effect of competition on risk-
taking behaviour. We do not find strong effects of the treatment (competition) in the whole sample. However, a
breakdown of the results by gender shows that males react to the outcome of competition while females do not.
Males become more risk averse when losing the competition as compared to the baseline that controls for
wealth effects, particularly those who lose despite a good performance.

Author(s): Antonio Filippin and Francesca Gioia
Topic: Decision Theory: Risk, Games: Contests
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Big up to your fellow? The effect of the presence of in-group competitor on performance

Lingqing Jiang, lingqing.jiang@unil.ch
Lausanne HEC

ABSTRACT:

In this paper I investigate how does the presence of an in-group competitor affect ones performance in the
context of a professional swimming competition. I compare athletes performance (measured as their rank or
normalized time in the final) in two scenarios, i.e., when their in-group competitor (defined as their fellow
countrywoman/man) i) barely qualified for the final, and ii) barely not qualified for the final. Conceptually, this
is Regression Discontinuity (RD) design which mimics a quasi-natural experiment where athletes are randomly
assigned to have an in-group competitor or none. The results show that instead of competing alone against pure
out-group athletes, when female athletes are accompanied by their in-group competitor, they perform 0.59 (p-
value= 0.026) to 0.75 (p-value=0.025) ranks higher, or in terms of normalized time, 0.24% (p-value=0.034) to
0.38% (p-value=0.012) faster. However, male athletes do not seem to benefit from the presence of their in-group
competitor.

Author(s): Lingqing Jiang
Topic: Social Behavior: Group Behavior, Psychology and Biology: Gender and Individual Differences
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Motivated by competition or by competitors? Evidence from a cognitive task rank-order



tournament

Roland Cheo, mail@rolandnews.com
Shandong University

ABSTRACT:

We design a lab in the field experiment in a secondary school where we investigate how 'competition' and
'competitor' factors influence how one performs in a rank order tournament. To distinguish the influence of the
competition structure, we vary the incentives provided in a math task (rewards vs punishment); to distinguish
the influence of the heterogeneity of competitors one faces in a tournament, we vary the competitors profiles
such that we have similar or dissimilar players competing in the tournament. By varying both competition and
competitor variables, we are able to cleanly differentiate the impact of competition factors (stick and carrot
incentives versus a baseline with no extrinsic incentives) and competitor factors (gender-specific
competitiveness, whether ones competitors are homogeneous or heterogeneous to ones own ability) on
performance. We find that competitor factors explain more of the variation of performance than competition
factors.

Author(s): Roland Cheo and Yoshio Kamijo
Topic: Games: Contests, Methodology: Lab, Field and External Validity
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Us versus them: Intra- and inter group identity diversity in rent-seeking contests

Ruike Zhang, ruikezhang2013@gmail.com
Nanyang Technological University

ABSTRACT:

The literature on the group Tullock rent-seeking contests typically assumes that contestants belonging to a
contesting group share the same group identity. In reality, however, even when contestants belong to the same
group, they may still be different from their group mates in terms of some distinct identity attributes. This paper
aims to delve further into the role of within- and between-group identity diversity in influencing the behavior of
contestants competing in a Tullock rent-seeking contest. Specifically, this paper explicitly embeds social
identity element into the Tullock model. To induce differing social identities across contestants in our
experiment, we apply the Minimal Group Paradigm (MGP) (see Akerlof and Kranton (2000) and Chen and Li
(2009)) which is a standard identity inducement method used in a laboratory setting. Subsequently, we let
subjects carry the induced identity into a group Tullock rent-seeking contest stage. We are interested in
evaluating; 1) how the intra-group diversity influences contestants? bidding behavior, 2) how the information
about the competing group identity influences the contestants? bidding behavior and 3) how the identity
information interact with sharing rules in the contest. Using the experiment data, we then conducted estimation
of the utility parameters using the conditional-logit random-utility model. The model is essentially a modified
Tullock group rent-seeking contest, with intra- and inter-group social preferences of the contestants. Our
experimental results show that when contestants know that their contest group members share the same identity
but do not know the identity composition of the opponent group, contestants would increase the effort under the
equal-sharing rule to reduce the free rider effect. However, when the opponent group also composes of subjects
with same identity, the within-team effort would decrease. Whereas under the proportional-sharing rule, the
heterogeneous group composition helps increasing the individual effort.

Author(s): Yohanes E. Riyanto and Ruike Zhang
Topic: Games: Contests, Social Behavior: Other-regarding Preferences
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Lobbying activities of players with various interests

Yumiko Baba, soprano@music.email.ne.jp
Aoyama

ABSTRACT:



We examine lobbying activities of two players theoretically and experimentally by using Tullock contests.
Players interests can be different. In one extreme, two players interests are independent where the winner takes
all. In the other extreme, players interests are perfectly aligned where the winner and the loser enjoy the prize
value equally and players face free rider problems. Choosing a host city for FIFA world cup is in the former
example and two firms in the oil industry against the tough environmental regulation are in the latter example.
Our model incorporates all the other intermediate cases. We show that the equilibrium amounts of investment of
firms are the same in the simultaneous and in the sequential contests when two players are symmetric. Based on
our theoretical results, we ran experiments to examine whether players decisions were influenced by how
aligned their interests were. Our results showed that firms over-invested and variances were large both in the
sequential and in the simultaneous games, but they played the Nash equilibrium 85% of the time when they
played simultaneous game and their interests were perfectly aligned. In addition, they played the Nash
equilibrium 62.5% of the time when they played sequential game and their interests were perfectly aligned. Our
analysis is applicable to many practical examples where major firms in the same industry conducted lobbying
activities against a regulation the government would impose.

Author(s): Yumiko Baba
Topic: Games: Contests, Markets: Industrial Organization
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Spite and overbidding in second price all-pay auctions. A theoretical and experimental
investigation

Wladislaw Mill, wladislaw.mill@uni-jena.de
University of Jena

ABSTRACT:

An extensive literature provides evidence for overbidding in auctions. Risk aversion, joy of winning, anticipated
regret etc. do not always offer sufficient explanations. We show that the second-price all-pay auction presents a
very interesting environment to study spite and overbidding. In equilibrium we should expect spiteful
participants to increase their bids for small valuations and decrease their bids for high valuations. We measure
spite and bidding behaviour for our participants and find that, indeed, the more spiteful participants also follow
a bidding pattern which is theoretically in line with more spitefulness.

Author(s): Oliver Kirchkamp, Wladislaw Mill
Topic: Markets: Auctions, Decision Theory: Preferences
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Experimenting with contests for experimentation

Cary Deck, cdeck@walton.uark.edu
University of Arkansas

ABSTRACT:

We report an experimental test of alternative rules in multi-stage innovation contests when success may not be
feasible and contestants may learn from each other. Following Halacet al.(forthcoming), the planner can vary
the prize allocation rule from Winner-Take-All in which the first successful innovator receives the entire prize to
Shared in which all successful innovators during the contest duration share in the prize. The planner can also
vary the information disclosure policy from Public in which at each period, all information about contestants'
past successes and failures is publicly available, to Private, in which contestants only know their own histories.
In our setting, the theoretically optimal contest design depends on the probability of successful innovation,given
that innovation is feasible. Under some parameters the designer will prefer a WTA-Public contest; while, under
others he will prefer Shared-Private.Our experiments provide evidence that Private disclosure contests
behaviorally dominate Public disclosure, regardless of the prize allocation rule, and more over that Shared-
Private contests dominate WTA-Private contests.

Author(s): Cary Deck, Erik Kimbrough
Topic: Games: Contests, N/A
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The strategic value of emotions happiness and fear in market entry games

Anna Sophia Vogt, anna.abratis@gmail.de
Humboldt-Universitaet zu Berlin

ABSTRACT:

We conduct an incentive compatible experiment with N=168 students and entrepreneurs testing whether discrete
emotions influence individuals choice of market entry in a simultaneous market entry game, and how
knowledge about others emotional state influences choices. The goal of this research is twofold: to contribute to
a better understanding of the influence of emotions on economic and strategic decision making in general, and
on market entry choices in particular. Emotions have received substantial attention amongst decision-making
researchers (and scarcely by economists) over the past decades (e.g., Loewenstein 2000; Loewenstein and
Lerner 2003; Rottenstreich and Hsee 2001, 2004). For instance, scholars have investigated the effect of
emotions on work effort and creativity (Isen 2008), time preferences (Ifcher and Zaghamee 2011), or
willingness to pay (Schade, Kunreuther and Koellinger 2012). Further, studies looking at emotions in strategic
decisions find for instance systematic influences of negative mood on choices of proposers and responders in the
ultimatum game (Forgas and Tan 2013), that people have certain expectations how incidental emotions affect
others trustworthiness and modify their behavior according to those beliefs (Kausel and Connolly 2014), and
that people in a good mood reciprocate much less than those in a bad mood, and, those are more generous
(Kirchsteiger, Rigotti and Rustichini 2006). Surprisingly, only a few (empirical) papers have so far looked at the
influence of emotions on market entry choices (see Baron 2008, Foo 2011, Welpe et al. 2012). In our study, we
address the influence of discrete emotions, namely happiness, and fear, on individuals behavior in an economic
experiment with real monetary incentives. We employ the framework of the simultaneous market entry game
(Selten and Guth 1982; Kahneman 1988) with three asymmetric players who simultaneously decide to enter a
market or not (Schade, Schroder and Krause 2010). The players cannot communicate or observe others behavior
thus face strategic uncertainty about their opponents behavior. Before making the entry decisions, all players are
randomly assigned to watch a video clip inducing either happiness, or anxiety, or watch a neutral scene. We then
communicate the induced emotional states of all three players who will enter the same market so that induced
emotional states are common knowledge to all players. Individuals are matched randomly with opponents
knowing their respective emotional state and are then re-matched with other players. In this way, they play
multiple rounds of the market entry game against players with different induced emotional states. Before all
entry decisions we measured risk attitude, trait anxiety and trait happiness. We find that all individuals tend to
enter more when induced to a happy clip (mean entry rate M=54) as compared to neutral scenes (M=48) and
enter less when induced to an anxious film clip (M=40). This difference is statistically significant for all female
players (p<.001). Moreover, women enter less than men in all three groups (Mf=43 vs. Mm 54) and, anxious
men enter more than happy women. Male entrepreneurs enter most of all (M=57). All players react to their
opponents emotions. They enter most when playing against two anxious player and less when facing two happy
players (p<.001). When playing against one happy and one anxious player, women do not enter but men do
(p<.05). Hence, people seem to behave according to social projection (Schade et al. 2010) and use the
information about others emotional states to coordinate. Moreover, women react more to own emotions than
men, and seem to not favor ambiguous situations whereas men try to exploit such situations.

Author(s): Anna Sophia Vogt and Christian D. Schade
Topic: Games: Coordination, Psychology and Biology: Emotions
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A coordination experiment on institutional stability

Svenja Hippel, hippel@coll.mpg.de
MPI Collective Goods, Bonn

ABSTRACT:

We conduct an experiment of repeated interactions between randomly re-matched partners from a larger
constant group. In each round they play a Battle-of-the-Sexes with highly unequal, but symmetric payoffs.
Communication as well as identification of the other player is not possible, which makes an alternating



equilibrium unfeasible. We provide a strong and clear coordination device that is common knowledge to all
players in the group, but the device comes at the drawback that it systematically favors some and highly
disfavors others. Players know from a rank, which is private knowledge, how privileged they are compared to
the other group members. Thus the device proposes a randomly drawn social order of high and low ranked
players. We investigate how well subjects follow the coordination device and thus accept the proposed social
order. We also implement three additional treatments. In the first one, a random re-draw of the social ranks takes
place, given there is miscoordination in all matched pairs in one round. The second treatment allows for
transfers in the matched pair at the end of each period. The third treatment has both additional elements. Results
show that device following significantly drops with the introduction of the possible re-draw, while both
treatments with transfers show significantly higher rates of device following. The amount transferred is clearly
below the level that would ensure full equality, but the mean payoffs were significantly higher for high as well
as low ranked players. In the combination treatment, the number of re-draws was drastically lower compared to
the situation were only the possible re-draw was available. These results suggests that a transfer from the higher
ranked types below a ?fair? level is sufficient to prevent the lower types from trying to change the social order
of the group.

Author(s): Svenja Hippel, Konstantin Chatziathanasiou, Michael Kurschilgen
Topic: Games: Coordination, N/A
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Beliefs and coordination in mixed identity groups

Maria Polipciuc, m.polipciuc@maastrichtuniversity.nl
Maastricht University, Research Centre for Education and the Labour Market

ABSTRACT:

We conduct an online experiment to measure the effects of natural identities on first and second order beliefs in
a coordination game. Our study is motivated by a recurrent finding in many field and lab experiments, that
groups who share a common identity cooperate more than mixed identity groups. This has been found to be the
case both when the shared identity was induced in the lab, as well as when it was natural. Why this happens
though is not yet well understood. We use a two-person, one-shot minimum-effort game to study the extent to
which second order beliefs explain this behavior in a setting where natural identities in the subject pool differ
(religion or caste). The assumption is that participants expect others to hold different first order beliefs about
ingroup versus outgroup members and that this might reflect into expecting to be treated differently because of
ones identity. A generally held belief among the members of a group that low levels of effort are expected of
their group would increase the incentives for them to contribute little. This might lead to a self-fulfilling
prophecy of low expectations. Participants are either matched with an ingroup or an outgroup member for the
game, and asked to state their first and second order beliefs before choosing an effort level. Before the outcome
of the initial match is revealed, participants are given the possibility to switch their game partner in a way that
allows us to examine differences in second order beliefs about their two matches. We also study the effect of
providing information on previous play in a similar setting on first and second order beliefs, in order to check
whether statistical or taste based discrimination are driving the results. The data collection process will take
place in May 2016 using a crowdsourcing platform.

Author(s): Maria Polipciuc, Martin Strobel
Topic: Decision Theory: Beliefs, Games: Coordination
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Can welfare improving regulations be crowded-in?

Anna Lou Abatayo, aabatayo@hawaii.edu
University of Hawaii at Manoa / East-West Center

ABSTRACT:

Can welfare improving choices be crowded-in? In this paper, we investigate how experiencing a welfare
improving regulation can affect individual choices. Using a repeated minimum effort game, we compare how
individual choices change when they are forced to coordinate at the highest effort level. We vary when this
happens. In one treatment, individuals are forced in the first round, when they have no knowledge about the



behavior of their group members. In another treatment, individuals are forced in the second round, after they
have formed impressions about their group members. Running these experiments in Denmark, Spain and
Ghana, our results show a clear crowding-in effect for Denmark and Spain, but for Ghana. Forcing individuals
in either the first or second rounds lead to higher average effort choices in the succeeding rounds than not
forcing. In Spain, we find that forcing in round 2 leads to higher average effort choices in the succeeding rounds
than forcing in round 1. The same result does not apply to Denmark.

Author(s): Anna Lou Abatayo and Bo Jellesmark Thorsen
Topic: Games: Coordination, Social Behavior: Group Behavior
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How preferences affect the choice of market channels: Experimental evidence from the
Ghanaian pineapple sector

Sabine Fischer, sabine.fischer@agr.uni-goettingen.de
University of Goettingen

ABSTRACT:

Development policies aim at integrating smallholder farmers into global markets, but there is increasing
evidence that farmers are excluded from global value chains. Empirical studies have mostly been focusing on
the role of transaction costs and observable characteristics of farmers to identify determinants of market
participation. Some attention has been given to farmers preferences for contract characteristics, but no study has
yet systematically analyzed the interaction between behavioral preferences of farmers and the evaluation of
contract attributes. We aim at filling this research gap by conducting experiments with around 500 Ghanaian
pineapple farmers. We measure farmers risk, trust and time preferences with incentivized lab in the field
experiments and relate the results to farmers contract choices in a discrete choice experiment. The presented
contracts consist of five attributes that differ systematically in their levels: The timing of the agreement, the unit
price a farmer gets for his products, the level of risk-sharing, the level of counterparty risk and the timing of
payment. We find that trust, risk and time preferences of farmers do interact with the evaluation of contract
attributes in the discrete choice experiment. Analyzing the contract attributes that farmers do have in real life,
the results are mixed: Time preferences do predict the timing of agreement and timing of payment that farmers
face in their current market channels, indicating that farmers are self-selecting themselves in preferred contract
arrangements. However trust and risk preferences do not predict the levels of risk-sharing and counterparty risk,
which farmers face in their current market channels. Moreover we find that the distance to particular market
channels plays an important role in explaining the current contract terms. These findings suggest that there is
less space for negotiation regarding risk-sharing and counterparty risk. Farmers seem to be to some extent
inflexible in the choice of markets and have to accept given contract terms of available channels. Overall we
find that farmers largely prefer the provided contract options over their current market channels. We conclude
that there is latent demand for new contract offers. When designing farming contracts behavioral preferences of
farmers should be taken into account in order to increase participation in global supply chains.

Author(s): Sabine Fischer and Meike Wollni
Topic: Applied Economics: Economic Development, Field Experiments: General
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Electoral rules and leader selection: experimental evidence from Ugandan community
groups

Miri Stryjan, miristry@gmail.com
IIES, Stockholm University

ABSTRACT:

This paper studies leadership selection in community groups. Despite a large body of work documenting how
electoral systems affect policy outcomes, less is known about their impact on leader selection. We compare two
types of participatory decision-making in Ugandan community saving groups: vote by secret ballot and open
discussion with consensus. Random assignment of electoral rules allows us to estimate the causal impact of the
rules on leader types and on social service delivery. We find that vote groups elect leaders more similar to the



average member while discussion group leaders are positively selected on socio-economic characteristics.
Further, dropout rates are significantly higher in discussion groups, particularly for the poorer members. After
3.5 years, vote groups are larger in size and their members save less and get smaller loans. We conclude that the
secret ballot vote creates more inclusive groups while open discussion groups are more exclusive and favor the
economically successful. The appropriate method for leader selection thus ultimately depends on the objective
and target group of the program. Our findings offer important contributions to the literature on leader selection
and to the understanding of public service delivery in developing countries.

Author(s): Miri Stryjan, Erika Deserranno, Munshi Sulaiman
Topic: Field Experiments: General, Applied Economics: Economic Development
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Deterring poaching from a common pool: Experimental evidence from turfs in Chile

James Murphy, murphy@uaa.alaska.edu
University of Alaska Anchorage

ABSTRACT:

Property rights based management of fisheries are gaining support among fishery administrators around the
world. These systems promise to deliver better management and performance from economic as well as
ecological perspectives. One such system used in the context of artisanal fisheries are called Territorial Use
Rights Fisheries (TURFs), which allocate the rights to manage and exploit natural resources in a defined
geographical space to individual agents, organized groups of individuals or coastal communities. This work
presents the results of a lab-in-field experiment conducted with members of local artisanal fishing organizations
in central-southern Chile. The experiment was designed to study the joint problem of managing harvests from a
common pool resource and protecting the resource from poaching. We have two specific objectives. First, to
study the ability of group members to manage the resource in the presence of poaching. We examine the
consequences of the inclusion of additional subjects, called ?outsiders,? who do not have the right to harvest the
resource or participate in management decisions, but can decide to encroach on the TURF and poach the
resource. Second, to study different methods for the ?insiders? to monitor the resource and impose sanctions.
We seek to determine the effect of poaching opportunities from outsiders on the performance of both groups and
the sustainability of their fishing zones. In addition, we examine the performance of local vs. government
enforcement, and whether limited government enforcement effort and local efforts are complements or
substitutes in deterring poaching.

Author(s): Carlos A. Chavez; James J. Murphy; John K. Stranlund
Topic: Public Choice: Public Goods and Common Pool Resource, Field Experiments: General
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Religious fragmentation, social identity and rent-seeking: Evidence from an artefactual
field experiment in India

Surajeet Chakravarty, s.chakravarty@exeter.ac.uk
University of Exeter

ABSTRACT:

null

Author(s): Surajeet Chakravarty, Miguel A. Fonseca, Sudeep Ghosh and Sugata Marjit
Topic: 
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Do I care if you are paid? A field experiment on charitable donations

Lilia Zhurakhovska, lilia.zhurakhovska@uni-due.de



University of Duisburg-Essen

ABSTRACT:

This study investigates how information on solicitors payment conditions affect charitable giving. In this regard
we focus on monetary incentives (fixed wages) and non-monetary incentives (working voluntarily). Our main
interest is whether donors are influenced by the information on solicitors payment conditions. In our door-to-
door field experiments with more than 2,800 households we inform the participating households on the
remuneration of the solicitors. Indeed, we find in our data very strong support that information on the payment
conditions of the solicitors impacts donations. However, this is only true for female donors and only in the paid-
condition, i.e., when women are informed that solicitors are paid they significantly increase donations by 88%.
Our results demonstrate that not only different channels are at work but that they also depend on the gender of
the solicitor. While females seem to value donors honesty about being paid and at the same time do not seem to
value volunteer work, male donors are not influenced by information on solicitors payment conditions. Our
results may have interesting implications for the design of fundraising. Put it that way, if solicitors are paid and
if donors are female, it may help to communicate the remuneration conditions leading to an increase of
donations.

Author(s): Uri Gneezy, Holger A. Rau, Anya Samek, and Lilia Zhurakhovska
Topic: Applied Economics: Charitable Giving, Field Experiments: General
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I get by with a little help from my friends: Two field experiments on social support and
attendance in further education colleges in the UK

Bibi Groot, bibi.groot@behaviouralinsights.co.uk
Institute of Education, UCL

ABSTRACT:

Numerous longitudinal and correlational studies have suggested that social support from parents and peers is
associated with a range of positive cognitive, behavioural and emotional outcomes in students. However, very
few studies seek to actively foster supportive communication between learners and their social networks. Kraft
and Rogers (2015) found that providing parents with information about their childs activities and performance
in school improved student effort and parental engagement. However, it has not been tested with an adult
learner population, whose social networks are more dispersed and diverse. This large-scale field trial has been
implemented in 9 Further Education Colleges throughout the UK, a setting where adolescents (16+) and adults
learn basic maths and English. Many FE College learners have fragile learner identities: they may have dropped
out of secondary school and have low levels of motivation, or return to education to up-skill themselves.
Understanding how Colleges may be able to play an active role in fostering supportive social networks to help
create a more positive narrative around learning basic skills. We hypothesise such work will be key to
improving the low attendance and poor educational outcomes currently observed in the adult learning
population. Learners in the Study Supporter intervention (N = 451; developed by Rogers, 2016, unpublished)
were asked to nominate 2 individuals they believed could be supportive of their learning as study supporters. A
participants study supporters (often family members or friends) are subsequently randomly assigned to be sent
short weekly text messages with information about course content, upcoming exams, and academic resources
available to the learner. Ordinary Least Squares regressions will be employed to investigate treatment effects on
learners attendance scores. At the time of writing we are unable to report interim results, but we will be able to
share these soon. Additionally, the trial runs until the end of this academic year, after which we will be able to
collect course grades and interest in further learning opportunities.

Author(s): Michael Sanders and Bibi Groot
Topic: Field Experiments: General, Applied Economics: Other
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A glimpse into the world of high capacity givers: Experimental evidence from a university
capital campaign

Tova Levin, Tovalevin3@gmail.com



Humana

ABSTRACT:

The wealthiest 10% of donors now give 90% of charitable dollars in the U.S., but little is known about what
motivates them. Using a natural field experiment on over 5,000 high capacity donors, we find persistence in
giving patterns, that signals of program quality influence giving, and that the price of giving is important.
Unlike typical small donors, our givers respond only on the intensive margin, and often with a longer time lag.
Our study highlights the value to practitioners of partnering with academics, as our intervention has generated
$30 million in incremental donations to the University.

Author(s): Tova Levin, Steve Levitt, John List
Topic: Applied Economics: Charitable Giving, Field Experiments: General

Link: http://www.nber.org/papers/w22099
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Potential follow-up increases private contributions to public goods

Erez Yoeli, eyoeli@ftc.gov
Federal Trade Commission

ABSTRACT:

People contribute more to public goods when their contributions are made more observable to others. We report
an intervention that subtly increases the observability of public goods contributions when people are solicited
privately and impersonally (e.g., mail, email, social media). This intervention is tested in a large-scale field
experiment (n = 770,946) in which people are encouraged to vote through get-out-the-vote letters. We vary
whether the letters include the message, We may call you after the election to ask about your voting experience.
Increasing the perceived observability of whether people vote by including that message increased the impact of
the get-out-the-vote letters by more than the entire effect of a typical get-out-the-vote letter. This technique for
increasing perceived observability can be replicated whenever public goods solicitations are made in private.

Author(s): Todd Rogers, John Ternovski, Erez Yoeli
Topic: Field Experiments: General, Applied Economics: Charitable Giving
Link: http://www.pnas.org/content/early/2016/04/20/1524899113.abstract
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Experimental stock market dynamics: excess bids, adaptation, and style investing in a
call-auction with multiple multi-period lived assets

Tibor Neugebauer, tibor.neugebauer@uni.lu
University of Luxembourg

ABSTRACT:

We study the behavioral dynamics of limit orders in simultaneous experimental call-auction markets with
multiple multi-period lived securities. As analytical decision variable we use excess bids; the number of
submitted bids minus the number of offers. The feedback variable is (excess) return. Our results suggest that
excess bids are predictive of qualitative asset returns, and that excess bids are formed in an adaptive way. We
conclude that the price trend or reversal is reinforced by rejected excess bids and the fundamental laws of
demand and supply instigate a regression to the mean. Our analysis of portfolio adjustment dynamics shows that
adaptive value-style investing and path dependence explain a significant share of individual behavior.

Author(s): Reinhard Selten and Tibor Neugebauer
Topic: Markets: Finance, Decision Theory: Learning
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Individual speculative behavior under acute stress



Miroslav Zajicek, miroslav.zajicek@vse.cz
Laboratory of experimental economics

ABSTRACT:

Traders in financial, commodity and asset markets suffer from behavioral biases as normal people, but have
much more responsibility in that they directly influence the real economy through the process of price setting.
Trading is a stressful experience; despite their experience, traders still get stressed in their job. Stress is a
complicated reflexive reaction that causes complex behavioral changes which may have a profound impact on
traders' behavior. Recently it has been shown that stress attenuates speculative behavior in experimental asset
markets, but the channels how stress affects individual speculative behavior remain to be unclear. We aim to use
a measure that captures individual speculative behavior, the Speculation Elicitation Task (SET), and directly
implies the behavior in asset markets. We propose a laboratory experiment that allows to separate the channels
that we hypothesize play role in moderating the effect of stress on individual speculative behavior; particularly
we focus on traders' ability to strategize and form expectations; and their confidence and trait anxiety. We
expect that the effect of acute stress will induce more confidence in low-anxious traders and we will observe
higher SET scores than in no-stress condition and in stressed high-anxious traders.

Author(s): Lubomir Cingl, Miroslav Zajicek
Topic: Markets: Finance, Decision Theory: Risk
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Price dynamics and consumption smoothing in experimental asset markets

Edward Halim, ehalim001@e.ntu.edu.sg
Nanyang Technological University

ABSTRACT:

We report the results of an experiment designed to study the determinants of asset price movement and
consumption smoothing behavior, across asset markets populated with varying proportion of traders having
induced motive to smooth consumption. Although the asset is overpriced compared to the risk-neutral
fundamental value in all sessions, the extent of mispricing and magnitude of price movement is significantly
higher when traders with no induced motive to trade are present. We also find that the price of the asset co-
moves with the dividend state, with price predictability being higher in the presence of traders with induced
motive to smooth consumption. Participants motivated to minimize consumption fluctuations are able to do so
with the inclination being more for those having lower initial endowment. With fixed prices, traders are able to
smooth consumption not only over periods but also over the dividend states.

Author(s): Edward Halim, Yohanes E. Riyanto and Nilanjan Roy
Topic: Markets: Finance, Markets: Other
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Mental capabilities, trading behavior, and asset market bubbles

Frederic Schneider, frederic.guillaume@gmail.com
University of Zurich

ABSTRACT:

We propose that observed heterogeneity in asset market trading behavior is the result of two distinct, non-
convertible mental capabilities: analytical (quantitative) skill and mentalizing (perspective-taking) skill. We
develop a framework of mental capabilities which yields testable predictions about individual trading behavior,
revenue distribution and aggregate outcomes. The two-dimensional, non-convertible structure of mental
capacities predicts the existence of four mental types with distinguishable trading patterns and revenues.
Individuals will trade most successfully if and only if they have both capabilities. On the other hand, subjects
who can mentalize well but have poor analytical capability will suffer the largest losses. As a consequence,
being able in just one dimension does not assure trading success. Furthermore, our model predicts that the size
of the aggregate asset bubble is related to the fraction of subjects with low analytical but high mentalizing skill,
and the fraction of subjects with high analytical but low mentalizing skill. We test these implications in a



laboratory environment, where we first independently elicit subjects capabilities in both dimensions and then
conduct a standard asset market experiment. We find individual trading gains and patterns to be strongly
consistent with our model. Furthermore, we show that bubble formation is driven by feedback loops between
the different skill types. Our model suggests both firm-level policies to select successful traders and broader
implications for detecting and preventing asset bubbles. Finally, our conceptual framework could be used to
assess heterogeneous economic behavior in other strategic games.

Author(s): Andreas Hefti, Steve Heinke, Frederic Schneider
Topic: Markets: Finance, Decision Theory: Bounded Rationality
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Bank runs and regulatory communication: An experimental analysis

Miguel Fonseca, m.a.fonseca@gmail.com
University of Exeter

ABSTRACT:

The stability of financial systems has been at the forefront of policy-makers after the world witnessed the
collapse of major financial institutions in the 2007-2008 financial crisis. A better understanding of the causes of
bank failures is essential to avoid the significant welfare losses witnessed. We experimentally analyzed the role
that revelation of financial information plays in the likelihood of having a bank run. We base our experiments on
the Diamond and Dybvig (1983) model. We have two depositors that have to decide to withdraw today or
tomorrow. If both withdraw today, they both receive 200. If they both withdraw tomorrow, they both receive R,
which is randomly selected a set of numbers that range from 80 to 720. If one withdraws today and the other
tomorrow, the one withdrawing today receives 400 and the one withdrawing tomorrow receives 0. A regulator
knows the value of R. In our TRUTH treatment, the regulator must send the precise value of R to the depositors
before they decide. In our ANYT treatment, the regulator can send any range of R as long as it contains the true
value of R. In ANY, the regulator can send any range of R. We find that Depositors early withdrawal decisions
as a function of the lower bound of the message about R are significantly different in each of the three
treatments. There is a significant drop in the likelihood of withdrawing early in ANY and TRUTH when the
lower bound of the message equals 400. In addition, we find that there are more inefficient runs (for large R)
and fewer efficient runs (for small R) in ANY than in either TRUTH or ANYT. In ANY and ANYT, there were
heterogeneous strategies used by the regulators. Some were strategically vague and hid good states with worse
states.

Author(s): Surajeet Chakravarty, Miguel A. Fonseca and Todd R. Kaplan
Topic: Games: Coordination, Markets: Finance
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Heterogeneity of beliefs and trade in experimental asset markets

Tibor Neugebauer, tibor.neugebauer@uni.lu
University of Luxembourg

ABSTRACT:

Revisiting the data of Haruvy et al. (2007), we investigate the relationship between traders expectations and
market outcomes. The data show that those who have high price expectations buy more frequently and submit
higher bids, and those who hold low price expectations sell more frequently and submit lower bids, than
average. Those indicating more accurate expectations have greater earnings. Simulations using only the belief
data reproduce the pricing and transaction volume patterns observed in the market well, indicating that the
heterogeneity of expectations is the key to explaining the market activity.

Author(s): Tim A. Carle, Yaron Lahav, Tibor Neugebauer, Charles N. Noussair
Topic: Decision Theory: Beliefs, Markets: Finance
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Do prices reveal information about dividends in asymmetric sequential asset markets?

Rosemarie Nagel, nagel.rosemarie@gmail.com
ICREA, UPF, BGSE

ABSTRACT:

This paper tests the ability of prices to reveal information about dividends in a two-period asymmetric
information investment game based on Benhabib and Wang (JET 2015). Short-term traders, endowed with
assets, are fully informed about the value of the randomly determined dividend paid on each asset but only
value the asset for its sale value. Long-term traders, who hold no assets, value the asset for its dividend, paid at
the end of the second period. In the first period of the game, short-term traders trade among themselves. In the
second period, all traders observe the market clearing price and assets held by short-term traders are sold to
long-term traders. In our baseline treatment, we provide all traders with complete information about the
dividend paid on all assets. In an Incomplete Information treatment, we only provide complete information to
the short-term traders. We find that assets consistently trade at prices equal to dividends when all subjects are
provided complete information about the asset's dividend. When only short-term traders are informed, we
observe multiple equilibria in pricing behavior. In two Incomplete Information sessions, prices in Period 1 are
fully revealing of the asset's dividend. In three further sessions, asset prices in Period 1 are significantly
above(below) the dividend when dividends are lower(higher) than the mean expected dividend. In a sixth
session, prices are anchored near the expected mean dividend. We conclude that prices do not consistently
reveal information to uninformed traders.

Author(s): Jess Benhabib and Rosemarie Nagel
Topic: Markets: Finance, N/A
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Information aggregation in Arrow-Debreu security markets

Todd Kaplan, dr@toddkaplan.com
University of Exeter

ABSTRACT:

Following the work of Plott and Sunder (1988) and Plott (2000), we test the hypothesis that complete markets
can aggregate information into prices. We use a challenging information problem based upon the red-hat puzzle.
There are three trader types each having a color hat (either red or black). Each trader sees the color hat of the
other two trader types (either red or black) but not their own. There are four securities each paying out only if
the number of types with red hats is equal to a specific number (0 to 3). When subjects are relatively
experienced, security prices reflect full information significantly better than an alternative model of prices
reflecting only private information, however, the subjects' ex-post markets beliefs match the alternative model
as well as the full information model. This suggests that it is possible for Arrow-Debreu markets to successfully
aggregate information into security prices even when we cannot conclude that market participants deduce the
true state.

Author(s): Lawrence Choo, Todd Kaplan, Ro'i Zultan
Topic: Markets: Other, N/A
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The empirical content of dominance solvability

Adam Zylbersztejn, zylbersztejn@gmail.com
University Paris 1, Paris School of Economics

ABSTRACT:

Dominance solvability is one of the fundamental solutions concepts. It is based on two principles: dominance
(according to which players always use their dominant strategy) and iterated dominance (according to which
players always act as if others applied the principle of dominance). We provide a systematic exploration of the



empirical content of dominance solvability in a classic two-player game that captures both components of
dominance solvability: achieving the Pareto-efficient outcome requires one player to use his dominant action,
and the other player to rely on that behavior. Existing experimental evidence questions the empirical accuracy
of dominance solvability, suggesting that players' behavior deviates from both dominance and iterated
dominance. In this study, we explain this mismatch between game theory and human behavior. Our experiment
enables us to distinguish between three principal behavioral facets of dominance solvability: the use of
dominance, the ability to best respond to the use of dominance by others, and the sensitivity to uncertainty about
others' behavior. We provide consistent evidence that each of these behaviors is related to cognitive skills.

Author(s): Nobuyuki Hanaki, Nicolas Jacquemet, Stephane Luchini, Adam Zylbersztejn
Topic: Psychology and Biology: Cogonition, Games: Information
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Extortion can outperform mutual cooperation in the iterated prisoner's dilemma

Zhijian Wang, wangzj@zju.edu.cn
Experimental Social Science Laboratory, Zhejiang University

ABSTRACT:

The Press and Dyson theory (Press and Dyson, PNAS, 2012) overturned several decades of consensus about the
iterated prisoner's dilemma and evolution of cooperation. Constrat to privious results from laboratory
experimets (Hilbe, Rohl and Milinski, Nature Commum., 2014) which suggested that the theory does not have
reality, we provide the first empirical evidence in support of the theory, by setting (1) the experimental round
being sufficiently long and (2) the computerized nature of the opponent being known to human subjects.

Author(s): Zhijian Wang, Yanran Zhou, Jaimie W. Lien, Jie Zheng, Bin Xu
Topic: Games: Repeated Games, Decision Theory: Learning

Link: http://dx.doi.org/10.1038/ncomms11125
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Better fooling than pooling: An experiment on signaling

Haihan Yu, haihan2034@gmail.com
University of Alicante

ABSTRACT:

In this paper, we report an experiment designed to shed light on the tension between individual incentives and
information revelation in sequential strategic setups with incomplete information. Our results indicate that
subjects successfully misrepresent their signals, instead of shading their private signals, as equilibrium behavior
would prescribe

Author(s): Haihan Yu
Topic: Games: Information, Decision Theory: Learning

Link: https://db.tt/16ENzio4
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Hypothetical thinking: revisiting classic anomalies in the laboratory

Emanuel Vespa, vespa@econ.ucsb.edu
University of California, Santa Barbara

ABSTRACT:

We argue that some classic anomalies, including mistakes in both private and common value Auctions and
Elections, and the Ellsberg and Allais paradoxes, are all partly driven by a common factor: The difficulty of
thinking about hypothetical events. The classic problems that we study have the feature that actions only matter



for some critical, hypothetical event, but not for its complement. For each problem, we compare two treatments,
a noncontingent and a contingent treatment. In the contingent treatment, we help subjects to think
hypothetically by asking them what they would do if the critical event were to actually happen. We find that,
except for one version of the Allais paradox, anomalies decrease by about one-half in the contingent, compared
to the noncontingent, treatment.

Author(s): Ignacio Esponda and Emanuel Vespa
Topic: Games: Information, Decision Theory: Bounded Rationality
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Gender differences in competitiveness and bargaining behavior

Holger Rau, holger.rau@fau.de
University of Erlangen-Nuremberg

ABSTRACT:

We experimentally analyze the relation between competitiveness and bargaining behavior. In our within-
subjects design we measure competitiveness in a task where we elicit subjects? willingness-to-accept a piece
rate (instead of a tournament). Afterwards subjects play an ultimatum game where the responder can send a
request level to the proposer. Subsequently the proposer decides about the offer, whereas the responder can
accept or reject. Our design intends to uncover the origin of a potential relation between competitiveness and
bargaining behavior. This is why we compare the data of school kids to the data of students. We find a
significant positive relation between competitiveness and subjects? request level in the ultimatum game. The
data show that women are less competitive but request more than men.

Author(s): Claudia Keser, Stephan Muller, Emmanuel Peterle, Holger Rau
Topic: Applied Economics: Labor Market,, Psychology and Biology: Gender and Individual Differences
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Risk taking in social contexts: the role of nurture

Andreas Friedl, andreas.friedl@ifw-kiel.de
Kiel Insitute for the World economy

ABSTRACT:

The present paper analyzes risk taking in a social context focusing on two specific aspects, nurture and gender.
We employ a design where the risky decisions of a subject influence also the payoff of another individual. Our
main innovations are that ?we (i) take into account the role of nurture by running our experiment in two rather
different subject pools, German students and a sample from Papua New Guinea, and (ii) analyze gender
differences. Our subjects from Papua New Guinea were sampled from the Teops and are part of an egalitarian
society. Therefore, analyzing their behavior in comparison to Western sample seems ideal for studying the
impact of nurture on social risk taking depending on e.g. inequality aversion. Moreover, the Teop society is
matrilineal. Given this opposite role of gender compared to Western societies, the influence of nurture for
gender differences in social risk taking could be well analyzed with our two samples. We find that Social risk
taking is different across societies. Extending the risk to others moderately increases risk aversion in Germany
but has no effect in Papua New Guinea. Extending the risk to others influences differently risk taking behavior
of men and women among individualists but not among egalitarians. This points to a strong influence nurture on
risk preferences in a social context.

Author(s): Andreas Friedl, Andreas Pondorfer, Ulrich Schmidt
Topic: Psychology and Biology: Gender and Individual Differences, Field Experiments: General
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How stress affects performance and competitiveness across genders

Jana Cahlikova, janacahlikova@gmail.com



Max Planck Institute for Tax Law and Public Finance

ABSTRACT:

We study how psychosocial stress affects willingness to compete and performance under tournament incentives
across gender. We use a laboratory economic experiment in which a task is compensated under both tournament
and piece-rate schemes and elicit subjects' willingness to compete. Stress is exogenously introduced through a
modified version of the Trier Social Stress Test, and stress response is measured by salivary cortisol levels. We
find that stress reduces willingness to compete. For female subjects, this can be explained by performance:
while tournament incentives increase output in the control group, women in the stress treatment actually
perform worse when competition is introduced. For males, output is not affected by the stress treatment and
lower competitiveness seems to be preference-based. These results may explain previous findings that men and
women react differently to tournament incentives in experiments, as well as gender gaps on the labor market,
since many key career events involve competition in stressful settings (e.g. entrance exams or job interviews).

Author(s): Jana Cahlikova, Lubomir Cingl, Ian Levely
Topic: Psychology and Biology: Gender and Individual Differences, N/A
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Competitive behavior, stress, gender

Lauri Saaksvuori, lauri.saaksvuori@gmail.com
National Institute for Health and Welfare, Finland

ABSTRACT:

This paper investigates whether chronic stress and acute physiological responses to competitive stress can
explain individual and gender differences in competitiveness. We measure individuals' autonomic nervous
system activity in a resting state as well as under non-competitive and competitive incentives in a real task using
heart rate variability measurement. We find that basal heart rate variability, a proxy for chronic stress, and acute
competition-induced changes in heart rate variability predict self-selection into competition. Moreover, we
observe that basal heart rate variability predicts self-selection into competition for women, but not for men.
Overall, we find tentative evidence for gender differences in the relationship between physiological stress and a
decision to enter competitive environments. Our results suggest that individual variation in autonomic nervous
system activity and physiological responses to competitive stress predict self-selection into competitive
environments, but do not explain gender differences in willingness to compete.

Author(s): Marja-Liisa Halko and Lauri Saaksvuori
Topic: Psychology and Biology: Gender and Individual Differences, Psychology and Biology: Emotions

Link: https://helda.helsinki.fi/handle/10138/158194
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Gender discrimination in an experimental labor market

Qiqi Wang, gochichiwang@gmail.com
Shandong University

ABSTRACT:

We study gender discrimination in an experimental labor market where employers determine wages of workers
who perform a real effort task. Employers receive a mini-resume that displays workers' labor market
characteristics and evaluate workers' productivity in the task. In addition to expected productivity and other
information (depending on treatment), we provide employers with workers' gender status that is commonly
observable in the real Chinese labor market. We find that there is a wage gap of about 5% between male and
female workers. Because female workers perform as well as male workers in the task, we interpret this wage
gap as discrimination based employers' gender stereotypes. In other words, female workers are wrongly
perceived to be less productive than male workers.

Author(s): Qiqi Wang
Topic: Applied Economics: Labor Market, Psychology and Biology: Gender and Individual Differences
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On gender differences in ultimatum collective bargaining

Benjamin Buschmann, benjamin.buschmann@fau.de
Friedrich-Alexander-University Erlangen-Nuremberg

ABSTRACT:

We explore the influence of gender and gender constellations on bargaining behavior in a multi-person
ultimatum game where each player's gender is common knowledge. In all treatments participants play a simple
one shot bargaining game among seven players. One participant, male or female, acts as a proposer and has to
divide a pie among the seven players involved in the game. Depending on their gender the remaining six
players, the recipients, are assigned to a male and a female group consisting of three participants each. In
dividing the pie the proposer can only discriminate between groups, but not among members of the same group.
The decision on the acceptance of the proposal is made by a committee of three representatives from one or
both groups. Before the actual bargaining game the proposer and the three representatives are given the
opportunity to communicate with each other via chat. Confirming the findings of earlier studies we observe that
in order to receive a considerable share of the pie it is important for a group to be represented in the committee.
Analyzing the contents of the non-binding communication we find gender differences in communication
behavior that are assumed to work to the advantage of the male players. In the vast majority of conversations it
is a male player who makes the first proposal on how to divide the pie, thus anchoring the verbal negotiations to
the own advantage. Furthermore, male players are observed to make stronger use of threats in order to enforce a
division of the pie that is to their own advantage. In our study, this difference in the communication behavior of
male and female players, however, does not translate into gender differences in the actual bargaining game.

Author(s): Benjamin Buschmann, Veronika Grimm, Holger Rau, Gesine Stephan
Topic: Games: Bargaining, Psychology and Biology: Gender and Individual Differences
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Getting to the top: affirmative actions in multi-stage tournaments

Valeria Maggian, valeria.maggian@yahoo.it
University of Padua

ABSTRACT:

Our aim is to study the long run effect of gender quota on women decision to apply for jobs. By mean of an
experiment, we investigate males and females decision to compete in a multi-stage environment, resembling a
career ladder. Our goal is to evaluate the optimal timing for introducing a gender quota (at an early or late stage
of career) and its impact on candidates choice to compete, performance and beliefs about others competitive
attitude. Our results are relevant for designing policies aimed at increasing the labor force participation of
women. We will stimulate the debate about long-term effects of affirmative actions, a new and almost
unexplored topic.

Author(s): Valeria Maggian (GATE - LSE), Natalia Montinari (Lund University), Antonio Nicolo (University
of Padova)

Topic: Psychology and Biology: Gender and Individual Differences, Applied Economics: Labor Market
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Gender differences in job promotion: Employer discrimination or missing applications?

Emmanuel Peterle, emmanuel.peterle@univ-fcomte.fr
Universit? de Franche-Comt?

ABSTRACT:

We conduct a controlled laboratory experiment to investigate gender differences in access to competitive



positions. Recent experimental research suggest that both gender discrimination and gender differences in
competitive preferences could be relevant explanations for the existing gender inequalities in the labor market.
So far, these issues only have been analyzed separately. In our study, we consider the interaction between the
demand (employers actions) and the supply (employees preferences) sides of the labor market. We design a
simple experimental framework in which employers allocate workers to non-competitive or competitive
positions. In our baseline treatment, workers can signal their willingness to be promoted to the competitive
position. Employers are provided with various information on workers, including gender and the
aforementioned signal. We run two other treatments in order to disentangle employer prejudice from workers
self-selection. In the no-signal treatment, workers cannot express their willingness to be promoted to the
competitive position. In the no-selection treatment, workers are allocated to positions according to their stated
preferences. We observe that women are less likely to be promoted than men in all treatments. This gender gap
is significantly stronger when signaling is possible. In our experimental framework, gender differences in
attitudes towards competition are the main driver of gender inequality in promotion. However, in situations
where men and women do not differ in the willingness to compete, we find evidence for employer
discrimination.

Author(s): Emmanuel Peterle, Holger Rau
Topic: Applied Economics: Labor Market, N/A
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Conditional generosity and uncertain income: Lab and field evidence on signalling and
gender

David Reinstein, daaronr@gmail.com
University of Essex, Economics

ABSTRACT:

We study how other-regarding behavior extends to environments with income uncertainty and conditional
commitments. Should fundraisers ask a banker to donate if he earns a bonus or wait and ask after the bonus is
known? Standard EU theory predicts these are equivalent; loss-aversion and signaling models predict a larger
commitment before the bonus is known; theories of affect predict the reverse. In field and lab experiments, we
solicited charitable donations from lottery winnings, varying the timing and conditionality. In both types of
experiment, conditional donations (if you win) were higher than ex-post donations, particularly for males, with
a significant gender-difference in this response. Males also committed more in treatments where income was
certain but the donations collection was uncertain. This supports a signaling explanation for men: it is cheaper
to commit to donate before uncertainty is unresolved, thus a larger donation is required to maintain a positive
image. The gender difference is consistent with previous evidence that women have weaker signaling motives.
Our findings have implications for experimental methodology, for fundraisers, and for our understanding pro-
social behavior and gender differences.

Author(s): Christian Kellner, David Reinstein, and Gerhard Riener
Topic: Applied Economics: Charitable Giving, Social Behavior: Other-regarding Preferences
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Pirates! Or: the Robin Hood game

Alec Sproten, Alec.Sproten@wiso.uni-erlangen.de
University of Erlangen-Nuremberg

ABSTRACT:

We introduce the piracy game which resembles some of the key characteristics observed in the online piracy of
media. Given the starting hypotheses, the game exhibits striking resemblance with the parable of Robin Hood:
the game is designed in a way that a Robin Hood player can, but does not have to (due to an equally efficient
outside option), invest effort in stealing money from a rich Sheriff player. Stealing is associated with some risk,
but is the only option that enables Robin Hood to increase the (otherwise zero) payoffs of other passive players,
the peasants. In order to investigate the motives of media pirates, we vary the treatments in a 2 (stealing vs.



working for money) by 2 (forced full contribution of earnings to the peasants vs. choice of amount to
contribute) design. We discuss the results in light of the economic impact piracy has on the producers of digital
goods.

Author(s): Alexandros Karakostas, Alec N. Sproten
Topic: Applied Economics: Charitable Giving, Social Behavior: Norms and Morals
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Motivational crowding out effects in charitable giving: Experimental evidence

Stephan Muller, stephan999@hotmail.com
University of Goettingen

ABSTRACT:

In this paper we analyze charitable giving and motivational crowding out as an important driver for the
effectiveness of policy instruments to stimulate donations. A special feature of our experimental study is the
analysis how different types of prosociality are affected by motivational crowding out. We study a within-
subject experiment where subjects play two dictator games with the German Red Cross as the recipient. The
first dictator game is modified, such that subjects face with equal probability an ex post reimbursement or an
additional pay, proportional to their donation. We find that highly intrinsic motivated subjects, who received a
reimbursement, donate significantly less in the second stage compared to those who did not experience a price
effect. In other words, experiencing the monetary consequences of incentives which ex ante are neutral in
expectation is associated with a strong motivational crowding out among highly prosocial individuals. Our
findings emphasize that policy measures trying to encourage donations by the means of financial incentives are
affected by motivational crowding out.

Author(s): Stephan Mueller, Holger Rau
Topic: Applied Economics: Charitable Giving, N/A
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A partiality account of fairness and inequity aversion

Shoham Choshen-hillel, shoham@huji.ac.il
Hebrew University

ABSTRACT:

People respond negatively to inequity (unequal pay for equal work). Traditionally, it has been argued that
inequity aversion stems from the belief that rewarding people unequally for equal effort is inherently unfair
(Adams, 1965; Fehr & Schmidt, 1999). According to this inequity account, peoples fairness concerns are
focused on inequity per se, and thus people should always avoid inequity - and especially disadvantageous
inequity. Contrary to this view, we argue that people avoid inequity mainly to avoid the appearance of partiality;
they will accept inequity if it does not appear partial (Choshen-Hillel, Shaw & Caruso, 2015; Shaw, 2013).
Specifically, we hypothesize that decision makers will be more likely to favor an inequitable allocation if it puts
them in a disadvantaged position (and thus appear impartial) than if it puts others in a disadvantaged position
(and thus appear partial). To test this hypothesis, we asked participants (students, online panel participants, and
children) to choose between giving some extra resource to one person (thereby creating inequity between this
person and equally deserving others) and not giving the resource to anyone (thereby wasting the resource). A
series of incentivized lab (and semi-field) studies provide robust evidence for the partiality account: Decision
makers were consistently more likely to create inequity when the resulting inequity would put them at a relative
disadvantage (and appear impartial) than when it would put others at a relative disadvantage (and appear
partial). We discuss our findings in light of previous findings on inequity aversion and fairness in behavioral
economics and in social psychology.

Author(s): Shoham Choshen-Hillel, Alex Shaw, Eugene M. Caruso
Topic: Social Behavior: Other-regarding Preferences, Psychology and Biology: Cogonition
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Endogenous repeated cooperation and surplus distribution - An experimental analysis

Sibilla Di Guida, sidg@sam.sdu.dk
Syddansk Universitet

ABSTRACT:

This paper investigates experimentally how the endogenous group formation combined with the possibility of
repeated interaction impacts cooperation levels and surplus distribution. We developed a Surplus Production
Distribution Game where the cooperation of four agents is needed to produce a surplus. In case of cooperation,
two of the four subjects, the distributors, decided how much of surplus each of them wanted to give to the two
other agents, the receivers. This game was played repeatedly with different matching procedures. In the Re-
match Treatment (RT) the subjects got randomly re-matched every round, while in the Endogenous-match
Treatment (ET) a group was maintained as long as its members cooperated. There was also a Base treatment
(BT) where cooperation was exogenously enforced. We found that the distributor's contributions were higher in
the ET and the RT than in the BT - unsurprisingly, receivers' possibility to refuse cooperation led to more equal
surplus distributions. But contrary to commonly hold beliefs, the possibility of repeated interaction did not lead
to higher cooperation levels and more equal allocations of the surplus. Instead, endogenous group formation
combined with the possibility of repeated interaction led to self-selection of the subjects in the ET. The
endogenous group duration varied drastically between different groups in the ET, with long-lived groups
exhibiting contributions and cooperation levels higher than in the RT, while short-lived groups showed
contributions and cooperation levels lower than in the RT. Furthermore, for given contribution levels, receivers
were more likely to refuse cooperation when their average relationship length was short. This shows that long-
lived groups consisted of generous distributors and not so demanding receivers, while ungenerous distributors
and demanding receivers formed short-lived groups. Hence, the possibility of repeated interaction does not
necessarily increase cooperation and efficiency levels when combined with endogenous group formation.
Rather, such a situation might lead to self-selection of agents.

Author(s): Sibilla di Guida, The Anh Han, Georg Kirchsteiger, Tom Lenaerts, Ioannis Zisis
Topic: Social Behavior: Group Behavior, Social Behavior: Other
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Is ignorance bliss? An experimental study of the effects of diversity on team performance
when members are ignorant of their teams diversity

Avner Ben-Ner, benne001@umn.edu
University of Minnesota

ABSTRACT:

We evaluate experimentally the effect of demographic, religious, ethnic and other forms of diversity on team
performance in three different tasks. In a between-subjects experimental study carried out over networked
computers, in one treatment, ?veil,? we shut off the collaboration channel whereas in another treatment, ?
reveal,? we informed the four team members of all members: gender, musical preferences, political preferences,
religion, ethnicity/race and nationality, which were found to impact concern for others in economic, social and
work settings (Ben-Ner, McCall, Stephane and Wang, 2009). The information about these characteristics was
obtained through information provided by all 180 participants during the experiment registration process. We
find that, all else equal, groups composed of individuals with higher task-related abilities have higher group
performance on tasks. But for some tasks the increased performance occurs only when background
characteristics are veiled. We also find that increased diversity on some background characteristics improves
group performance on some tasks but only when background characteristics are veiled. Our conclusion is that
while creativity and communication channels combined can in some cases produce net positive effects on
performance, the collaboration channel (in the ?reveal? treatment) can offset these positive effects. In other
words, some types of diversity is good for some tasks only if group members are ignorant of it. Moreover, while
higher ability members tend to improve group performance, the collaboration channel can (to some extent)
offset these improvements.

Author(s): Avner Ben-Ner, Brian McCall Amit Kramer and Karen Donahue
Topic: Social Behavior: Group Behavior, Psychology and Biology: Cogonition



Back to session: Group behavior I

Individual versus group choices of repeated game strategies in the noisy prisoners
dilemma

Tim Cason, cason@purdue.edu
Purdue University

ABSTRACT:

This paper studies whether group play affects behavior in the indefinitely repeated noisy Prisoners Dilemma
(PD), and also uses the strategy method to directly elicit the repeated game strategies chosen by decision-
makers. In the noisy PD, random events can change an action to the opposite of what the decision-maker has
chosen. Fudenberg et al. (2012) argue that cognitive constraints may lead subjects to use relatively simple
strategies in this game. Groups may be more sophisticated decision-makers than individuals in this
environment, and can use more complex and memory-demanding strategies. In the Individual treatment the
decision-makers are individual subjects, and in the Group treatment the decision-makers are three-person
groups who make choices through majority voting following anonymous chat. After playing four supergames
using the direct-response method, decision-makers then play ten supergames using the strategy method,
choosing one out of the twenty available repeated game strategies. We find that groups use more forgiving and
tit-for-tat strategies than individuals, but All Defect was the most common strategy chosen in both treatments.
Cooperation rates are not significantly different for any comparison. Both groups and individuals seldom
experiment with new strategies. Content analysis of the chat communications among group members provides
insight into the considerations that affect decision-makers strategy choices.

Author(s): Tim Cason and Vai-Lam Mui
Topic: Games: Repeated Games, Social Behavior: Group Behavior
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Entitlements and loyalty in groups: An experimental study

Rupert Sausgruber, rupert.sausgruber@wu.ac.at
University of Innsbruck

ABSTRACT:

We study loyalty in groups that are exogenously assigned on the basis of members' performance in a task. We
observe that the in-group bias is strong and significant among subjects who score high in performance, and that
it is weak and insignificant among those who score low. This asymmetric pattern is mirrored in the punishment
of disloyal subjects within groups. The results are consistent with an explanation according to which fairness
judgments depend on entitlement considerations and provide a new perspective to the theory and empirical
research showing that group loyalty increases with the status of the group.

Author(s): Fabian Paetzel, Rupert Sausgruber
Topic: Social Behavior: Group Behavior, Social Behavior: Norms and Morals
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An online experiment on cooperation and groupishness across urban districts

Christiane Reif, reif@zew.de
Centre for European Economic Research (ZEW)

ABSTRACT:

Solving social dilemma situations requires voluntary cooperation at different scales. Some of these dilemmas,
like the absorption capacity of the atmosphere shaping the global climate, can be considered as fully non-rival
and non-excludable, in line with the formal criteria of a global public good. In contrast, many other public
goods like water quality, infrastructure or urban parks mainly offer local benefits and are thus confined in their



scope. As a consequence, decision makers are often asked to divide their scarce resources among multiple
public goods with different degrees of excludability. The provision of public goods may therefore involve
choosing between local, regional, national or even global programs. From a perspective of standard economics,
the allocation of scarce resources between different public goods should follow efficiency considerations in
order to maximize social welfare. However, there is evidence from social identity theory that individuals do not
exclusively follow efficiency considerations but share emotional involvements within groups (Akerlof and
Kranton, 2000). Individuals who strongly identify with their in-group members could be prone to shift their
contributions towards the excludable ?usually less efficient ?public good. The experimental literature provides
ample evidence for the tendency of in-group favoritism even in so called minimal groups (Tajfel and Turner,
1979; Bernhard et al., 2006; Chen and Li, 2009). The degree to which individuals prefer to devote resources to
an excludable or to a non-excludable public good may therefore depend on how strongly they identify with the
local beneficiaries relative to a spatially and socially more dispersed group of individuals. If such preferences
for local public good provision conform to those of the median voter, local politicians will typically try to
satisfy these preferences. In a decentralized political system in which each neighborhood forms the lowest level
of political decision making and therefore provides some political leeway, this might reduce social welfare. In
line with these general considerations, theoretical models also point out how the existence of multiple public
goods can lead to inefficient allocation decisions (Cornes and Itaya, 2010). It is still an open question under
which conditions individuals will prefer the local and excludable over the non-excludable regional public good.
It is especially unclear, whether such preferences prevail, even if they are costly in terms of total efficiency. The
experimental literature on multilevel public goods games has shown that individuals are more willing to
contribute to an excludable public good than to a non-excludable public good when both goods provide the
same total benefits (Blackwell and McKee, 2003; Fellner and Lunser, 2014). Moreover, individuals increase
their contributions to this good, either at the expense of contributions to their private account (Blackwell and
McKee, 2003) or to the excludable public good (Fellner and Lunser, 2014) when the social return from the non-
excludable public good is higher. These findings have been derived in experiments in which participants were
completely uninformed about the group composition. Chakravarty and Fonseca (2013) highlight the importance
of group composition and social identity when deciding between a non-excludable and an excludable public
good. In a minimal group design these authors find that contributions to the excludable public good remain
positive even when this leads to a net loss in efficiency. By using a minimal group design to induce a shared
group identity they, however, deliberately abstract from the existence of real social ties which are seen as an
important element of natural groups and found to form rapidly especially under intense within-group interaction
(e.g., Goette et al., 2006, 2012). Moreover, they do not contrast different levels of group identity but rather
apply one group formation mechanism in all treatments. In this paper we now turn to study naturally occurring
groups, which holds the potential benefit of providing important insights into the economic implications of
social identity effects in a relevant field setting.

Author(s): Carlo Gallier, Timo Goeschl, Martin Kesternich, Johannes Lohse, Christiane Reif, Daniel Roemer
Topic: Social Behavior: Group Behavior, Public Choice: Public Goods and Common Pool Resource
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On the role of media in nurturing social preferences toward minorities: Evidence from
laboratory experiments with Koreans in Japan

Tomohiro Hara, tomozoulinden@gmail.com
the University of Tokyo

ABSTRACT:

This study is the first work to demonstrate, via laboratory experiments, how media exposure can change social
preferences toward outgroup members. The experiment was conducted in October 2015 with 121 Japanese and
58 Zainichi Korean students (who had been born in Japan and studied, either previously or currently, at Korean
schools in Japan) who play interactive games following Charness and Rabin (2002). To reveal the effect of
media on perceptions toward outgroup members, we randomly separate participants into three groups: a control
group, a first treatment group who read an article on Zainichi Korean schools from Asahi-Shimbun (the largest
liberal newspaper in Japan), and a second treatment group who read the same article without the newspaper
name. The results show that (1) media information decreases outgroup bias for Japanese subjects in the games
in terms of good intentions (charity, reward, and group contributions) but (2) this change disappears once the
newspapers name is revealed. We also find these effects are significant only for subjects who have incomplete
knowledge about Zainichi Koreans. In addition, the first result is evident for both politically conservative and
liberal subjects, but the second result is significant only for the conservative subjects.



Author(s): Tomohiro Hara (the University of Tokyo), Yasuyuki Sawada (the University of Tokyo)
Topic: Social Behavior: Other-regarding Preferences, Social Behavior: Group Behavior
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Shift happens: an experimental comparison of conformity theory and diffusion-of-
responsibility theory

Stephan Jagau, s.d.jagau@uva.nl
Universiteit van Amsterdam

ABSTRACT:

Psychologists talk about a choice shift when individuals advocate a risky (safe) decision when acting as part of
a group even though they would prefer a safe (risky) alternative decision when acting as individuals. Research
in psychology and economics has produced a mass of evidence on this puzzling phenomenon, all the while not
coming up with a satisfactory explanation for choice shifts in terms of individual behavior. We suspect a desire
of individuals to conform to the perceived default behavior or behavioral norm in the group to be part of the
explanation. Eliaz et al. s' (2006) ?[ERR] recently proposed model of choice shifts also predicts a drift towards
default behaviors. However, their theory operates entirely on individual risk preferences. We bring ERR's model
to the lab in a setting where the default choices in decision problems are orthogonal to a behavioral norm related
to majority preferences among group members. Evidence for the pattern predicted by ERR's model is limited at
best, while our results lend strong support to the conformity mechanism: Individuals display a strong tendency
to adapt their decisions to the majority preferences in their group ?largely independent of the default choices on
the examined decision problems. Remarkably, the pattern seems to be augmented when a subjects decision has
externalities on other group members payoffs suggesting that the tendency of individuals to shift towards the
majority choice might partially be driven by other-regarding preferences.

Author(s): Stephan Jagau, Theo Offerman
Topic: Social Behavior: Group Behavior, Decision Theory: Risk
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Social change and the conformity trap

Nikos Nikiforakis, nikos.nikiforakis@nyu.edu
New York University Abu Dhabi

ABSTRACT:

The ability of societies to adapt to a rapidly changing world is critical for the welfare of their members. A major
obstacle in understanding social change is that it is usually difficult to determine when change would be
beneficial. We address this problem by presenting evidence from a new laboratory experiment. We show that
socially change may not occur even when it is common knowledge that group members incentives are fully
aligned. The reason is the costs to non-conformity which are higher for instigators of change, providing
incentives for individuals to wait until someone else initiates the change _ a phenomenon we term the
conformity trap. We explore behavior in a variety of treatments allowing members to determine the punishment
to nonconformists, voice their opinions in polls, and explore factors that may facilitate social change such as
reducing the costs to non-conformity, increasing the returns to change, and the speed of feedback about the
actions of others. We also investigate the characteristics of individuals willing to instigate social change.

Author(s): James Andreoni, Nikos Nikiforakis and Simon Siegenthaler
Topic: Social Behavior: Group Behavior, Social Behavior: Norms and Morals
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Radical minorities

Karim Sadrieh, sadrieh@ovgu.de
University of Magdeburg



ABSTRACT:

We model intergroup conflict between two groups that each may have or not have a radical minority. The payoff
function of a radical minority differs from the payoff function of the majority only in the evaluation of ties in
the group conflict. While the majority is indifferent between ties or wins against the out-group, the radical
minority strictly prefers winning. We analyze three cases of inter-group conflict with radical minorities, a
baseline case with no radical minorities, an asymmetric case with a radical minority in only one group, and a
symmetric case with radical minorities in both groups. We find increased aggression in the situations with
radical minorities and discuss possible paths to deal with this special type of aggression.

Author(s): Bettina Rockenbach, Abdolkarim Sadrieh, Roi Zultan
Topic: Social Behavior: Group Behavior, Games: Contests
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The conflict of short-term and long-term interests in climate protection: An
intergenerational public goods experiment

Ozgur Gurerk, ozgur.gurerk@rwth-aachen.de
RWTH Aachen University

ABSTRACT:

Climate change is a severe threat to all life on earth, with negative consequences already visible and showing
even more devastating prospects for the next generations. To avoid the dangerous consequences of climate
change, we need global efforts. These efforts, however, pose an intergenerational conflict between current and
the future generations, in addition to the intragenerational dilemma, that is inherent to the efforts within a
generation. These two layers of conflict constitute the phenomenon of climate change as a multi-level conflict,
within and between generations. Members of the current generation may invest in less costly short-term
measures that primarily benefit the own generation by decreasing short-term risks of climate change.
Alternatively, they may adopt more costly long-term means that do not only benefit the current generation but
also future generations. We devise a novel game to investigate this multi-level conflict and test it in a lab
experiment. We find that although individuals reach sufficient cooperation to avoid the negative consequences
for their own generation, they largely prefer short-term contributions to long-term investments that maximize
intergenerational welfare. We show that simple nudges may fundamentally change this pattern: Changing the
default contribution level to the intergenerational-welfare-optimum significantly increases long-term
contributions. Moreover, giving subjects a possibility to commit themselves to intergenerational welfare leads to
a further increase: Committed subjects long-term contributions are significantly larger than their short-term
contributions. Our results have important implications both for modeling individual-level climate protection,
and how to influence it.

Author(s): Robert Bohm, Ozgur Gurerk, Thomas Lauer
Topic: Applied Economics: Other, Games: Other
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Equalizing opportunities or outcomes? An experimental study on the support for ex-ante
and ex-post redistribution

Ilona Reindl, ilona.reindl@univie.ac.at
University of Vienna

ABSTRACT:

Establishing equality of opportunity and reducing income inequality are prominent policy goals. The extent to
which citizens support redistributive measures to address these inequalities depends strongly on their beliefs
about the sources of income differences. Survey and lab experimental studies have shown that a majority of
people vote in favor of ex-post redistribution if income differences arise due to inequality in opportunities. The
present study investigates whether people are willing to redistribute resources already ex-ante in order to create
a level playing field for income generation. We further study the relation between ex-ante and ex-post
redistribution and whether the implementation of one type of redistribution undermines support for the second



type. Using lab experimental methods, we show that a majority of people supports the equalization of
opportunities. If people have the possibility to redistribute both ex-ante and ex-post, we find no evidence that
ex-ante equalization of opportunities reduces the level of ex-post income redistribution. On the contrary, people
who benefited from ex-ante transfers reciprocate by redistributing ex-post. Moreover, if ex-post redistribution is
precluded by design, peoples willingness to redistribute ex-ante decreases significantly. Our findings suggest
that ex-ante and ex-post redistribution are not considered substitutes, but rather complement each other.

Author(s): Ilona Reindl, Jean-Robert Tyran
Topic: Public Choice: Other, Social Behavior: Other-regarding Preferences
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Third parties promote cooperative norms in repeated interactions

Nir Halevy, nhalevy@stanford.edu
Stanford University

ABSTRACT:

Little is known about the interactive processes through which humans influence others to cooperate. Here we
introduce the Repeated Peacemaker Game to model and study how third parties promote cooperation between
adversaries in repeated interactions. Adversaries and third parties interacted repeatedly for sixty game rounds in
our incentivized experiment, producing a rich data-set of 7,200 decisions. Participants made decisions under
one of two conditions: In the early (late) intervention condition, third party intervention was initially possible
(impossible) and then became impossible (possible). Early intervention established cooperative norms that
outlasted the intervention period, resulting in sustainable cooperation even after the third party could no longer
intervene. Third parties in the late intervention condition intervened at high rates, and effectively promoted
cooperation, despite the initial history of competition between adversaries. These findings shed light on the
emergence of cooperative norms in groups.

Author(s): Nathaniel Nakashima, Eliran Halali, Nir Halevy
Topic: Games: Repeated Games, Games: Other
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Group identity and cooperation in infinitely repeated games

Tracy Liu, tracy_umich@hotmail.com
Tsinghua University

ABSTRACT:

We design a laboratory experiment to study the impact of group identity on individual cooperation in infinitely
repeated prisoners dilemma games, and how this impact interacts with the discount factor in the games. We find
that under both the low and high discount factors, participants are more likely to cooperate when they are paired
with an ingroup member, compared to when they are paired with an outgroup member or when there are no
groups. However, the high cooperation level with an ingroup member decreases over time with the low discount
factor, while it sustains over time with the high discount factor. We also find that when being paired with an
ingroup member participants are less likely to adopt always-defect as their repeated game strategy. This effect is
stronger in the games with the high discount factor.

Author(s): Sherry Li, Tracy Liu
Topic: Games: Repeated Games, Social Behavior: Other-regarding Preferences
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Social norms and identity dependent preferences

Roy Chen, ecscwr@nus.edu.sg
National University of Singapore



ABSTRACT:

The introduction of social identity into an economic framework provides a new way in which norms can affect
preferences. We present experimental results that test the impact of norms on social identity dependent choice.
We use a 2 (identity prime) x 2 (choice or norms) experimental design to separately and directly elicit empirical
measures of identity dependent norms for eleven different redistribution situations. We combine identity
dependent norms with separately elicited choice data to predict changes in behavior across situations. We
demonstrate that including identity dependent norms as a utility component improves our ability to predict
behavior. We also estimate a key structural parameter of the social identity model - identity dependent norm
sensitivity. Our findings provide direct evidence of the identity dependent norms mechanism in social identity
motivated choice.

Author(s): Daphne Chang, Roy Chen and Erin Krupka
Topic: Social Behavior: Norms and Morals, N/A
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Recommending teams promotes giving

Yan Chen, yanchen@umich.edu
The University of Michigan

ABSTRACT:

The importance of group identity has been recognized by numerous thought leaders, including Charles Darwin,
who conjectured that the main evolutionary force behind human cooperation is inter-tribal competition.
However, while Darwin's conjecture has been borne out in the laboratory, its effectiveness in sustaining real-
world cooperation remains an open question. In recent years, online communities, such as Wikipedia and Kiva,
have been developed to bring together labor and resource contributions to help the public at large. One key
challenge facing these communities, though, is how to sustain member engagement and maximize contributions
to public goods. While peer-to-peer crowd-lending sites, such as Kiva.org, have made loans to millions of
borrowers from developing countries, it has been found that one-third of Kiva lenders have never made a single
loan. Here we show that lender participation can be increased if lenders are provided with recommendations of
teams they can join. Using a large-scale field experiment, we find that lenders who join a team contribute
significantly more compared to those who do not. The magnitude of the effect is fifteen times that of the median
Kiva lender's lifetime contributions. We also find that lenders are more likely to join teams recommended based
on location similarity rather than team status. Our results suggest team recommendation can be an effective
behavioral mechanism to increase member contributions to public goods.

Author(s): Wei Ai, Roy Chen, Yan Chen, Qiaozhu Mei and Webb Phillips
Topic: Social Behavior: Group Behavior, Applied Economics: Charitable Giving
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Humans reciprocate intentional acts by discriminating against group peers

David Hugh-Jones, davidhughjones@gmail.com
University of Warwick

ABSTRACT:

Cycles of intergroup revenge appear in large scale conflicts. We experimentally test the hypothesis that humans
practice group-based reciprocity: if someone harms or helps them, they harm or help other members of that
persons group. Subjects played a trust game, then allocated money between other people. Senders whose
partners returned more in the trust game gave more to that partners group members. The effect was about 60
percent of the size of the direct reciprocity effect. Receivers allocations to group members did not depend on
their partners play, suggesting that group reciprocity was only triggered when the partners intentions were
unequivocal.

Author(s): David Hugh-Jones, Itay Ron, Ro'i Zultan
Topic: Social Behavior: Other-regarding Preferences, Social Behavior: Group Behavior
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Contracts as reference points and the role of contract enforcement experimental evidence

Gerdis Marquardt, G.Marquardt@sms.ed.ac.uk
University of Edinburgh

ABSTRACT:

Hart and Moore (QJE, 2008) introduce the notion that contracts serve as reference points and, hence, provide a
behavioural view on employment contracts and the theory of the firm. Previous experiments by Fehr, Hart and
Zehnder (AER 2011; JEEA 2009, 2015) support the theory of a trade-off between contractual flexibility and
rigidity in simple trade relationships. Flexible contracts, which specify a price range for the trade as opposed to
a fixed price, allow for ex post adaption to uncertain states. On the other hand, flexible contracts create different
feelings of entitlement among contractors, leading to aggrievement and shading on ex post performance.
However, theory and experiments both ignore the role that third party contract enforcement can play for
contractors feelings of entitlement, shading behaviour and contract choice. We replicate and confirm Fehr, Hart
and Zehnders baseline experiment. In addition, we run an alternative treatment in which buyers can offer sellers
ex post more or less favourable prices than specified in the contract, whereas sellers can request enforcement of
contracts as written. ?Preliminary results indicate that the enforcement option aligns reference points and
shading occurs infrequently with both contract types. However, ex post price adaption to the realised costs is
rare.

Author(s): Gerdis Marquardt
Topic: Markets: Other, Social Behavior: Other
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Monetary incentives and participation in lab experiments

Milton Lerner, oso.lindo@gmail.com
Ben Gurion university Israel

ABSTRACT:

In this study we examined how monetary incentives affect the return of subjects to another experiment, and
whether monetary incentives create Self-Selection on participation. In addition, we estimated the monetary
compensation needed to retain subjects and make them participate in another experiment due to participation in
a longer experiment. Using two empirical strategies as a one-time event (Logit model) and as an ongoing
process (Survival Analysis models) we found that higher monetary incentives have a moderate effect on return
rates. We also found that monetary incentives seem to not induce self-selection on participation. The
compensation needed to offset the cost of long experiments equals approximately to the standard student wages.

Author(s): Roi Zultan , Bradley J. Ruffle and Milton Lerner
Topic: Special Topic: Experimental Payments, N/A
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First-place loving and last-place loathing: How rank in the distribution of performance
affects effort provision

Victoria Prowse, vlp33@cornell.edu
Cornell University

ABSTRACT:

Rank-order relative-performance evaluation, in which pay, promotion and symbolic awards depend on the rank
of workers in the distribution of performance, is ubiquitous. Whenever firms use rank-order relative-
performance evaluation, workers receive feedback about their rank. Using a real-effort experiment, we aim to
discover whether workers respond to the specific rank that they achieve. In particular, we leverage random
variation in the allocation of rank among subjects who exerted the same effort to obtain a causal estimate of the
rank response function that describes how effort provision responds to the content of rank-order feedback. We



find that the rank response function is U-shaped. Subjects exhibit 'first-place loving' and 'last-place loathing',
that is subjects work hardest after being ranked first or last. We discuss implications of our findings for the
optimal design of firms' performance feedback policies, workplace organizational structures and incentives
schemes.

Author(s): David Gill; Zdenka Kissiva; Jaesun Lee; Victoria Prowse
Topic: Social Behavior: Other-regarding Preferences, Applied Economics: Labor Market
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Pricing strategies in a dynamic network market: An experimental analysis

Avi Weiss, weissa1@mail.biu.ac.il
Bar-Ilan University

ABSTRACT:

We evaluate the profitability of a network good and consumers purchases and ability to coordinate on different
equilibria under alternative pricing schemes. To address these issues, we introduce a dynamic market in which
heterogeneous consumers in a group of nine each decides whether to adopt the network good in one of three
sequential stages or not at all. The price of the good increases, decreases or remains constant across the three
stages. We find that introducing a network good at a low price and increasing the price over time induces
consumers to adopt the good early and yields the highest profits. While decreasing prices ultimately lead to the
highest number of adopters, consumers delay their purchases to benefit from lower prices with the result that
profits are lowest among the three pricing schemes.

Author(s): Frank Heinemann, Bradley Ruffle, Avi Weiss
Topic: Markets: Industrial Organization, Games: Networks

Back to session: Industrial organization

Collusion and bargaining in asymmetric cournot duopoly --- An experiment

Christian Fischer, fischer@dice.hhu.de
Dusseldorf University

ABSTRACT:

In asymmetric Cournot markets, maximizing joint profits is (absent side payments) implausible, production is
necessarily inefficient and firms will disagree on the collusive price. We investigate experimentally how firms
collude (implicitly and explicitly) in such situations. When explicit communication is available, joint profits
increase above the static Nash level but nearly all the gains from talking go to the inefficient firm. Bargaining
solutions do not predict collusive outcomes well, except for the equal split solution. When the role of the
efficient firm is earned in a contest, the efficient firm earns higher profits and firms often collude by producing
equal amounts. Confirming previous results, our data also show that, without communication, firms fail to
collude and essentially play the static Nash equilibrium.

Author(s): Christian Fischer, Hans-Theo Normann
Topic: Markets: Industrial Organization, Games: Bargaining
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Pricing with capacity constraints and buyer communication

Katharina Momsen, katharina.momsen@gmail.com
University of Mannheim

ABSTRACT:

I experimentally investigate the behavior of sellers and buyers in small markets with and without buyer



communication. A market consists of two sellers and three buyers of whom one may have no information about
the prices. Sellers are capacity constrained, i.e. they can only sell one unit per round. Hence, a seller may not be
able to serve all potential customers if more than one buyer has decided to purchase his good. Theory predicts
that an increase in the number of informed buyers from two to three leads to an increase in prices as shown by
Lester (2011). This stems from the trade-off an informed buyer faces: She will receive a higher consumer
surplus if she decides to purchase from the cheaper seller. The likelihood to be able to buy, however, is higher
when she purchases from the more expensive seller. Replacing an uninformed buyer by an informed buyer
increases the overall price sensitivity in the market, but each informed buyer becomes less price-sensitive as she
is less likely to be able to buy from the low-priced seller. Since Helland et al. (2014) and Anbarci and Feltovich
(2015) have found contradicting answers to the question which of the two effects dominates, I run a similar
experiment to assess if more informed buyers can provoke higher prices. Furthermore, I introduce buyer
communication which may facilitate coordination. As sellers are less likely to end up without a customer when
buyers can communicate, they might set higher prices compared to treatments without communication.
Although given the opportunity not to communicate and thus to avoid harmful coordination, buyers still make
use of the option to communicate towards the end of the experiment. Additionally, communication forces
buyers to reflect more on their purchase decisions, giving rise to reasoning patterns like level-k.

Author(s): Katharina Momsen
Topic: Markets: Industrial Organization, N/A
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Rockets and feathers in gas markets: An experiment

Yaron Lahav, ylahav@som.bgu.ac.il
Ben-Gurion University

ABSTRACT:

Rockets and Feathers is a well-known phenomenon in markets, where prices respond stronger to positive cost
shocks, compared to negative cost shocks. As a result, prices rise faster than they fall. We investigate Rockets
and Feathers in gas markets experimentally by simulating gas markets with buyers (drivers) and sellers (gas
stations) in the lab. First, we manage to create Rockets and Feathers in the lab. Then, we show that increasing
competition has a positive effect on price asymmetry. Positive effect is also present when buyers do not have
complete information on gas prices. We also show that rare events with a major effect on prices do not affect
price asymmetry, although buyers do change their demand preferences prior such events if they are aware of
them. We show that buyers increase their demand before a major positive shock, but do not decrease it before a
major negative shock.

Author(s): Yaron Lahav, Roman Glikman
Topic: Markets: Other, Applied Economics: Other
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Common knowledge of rationality and the price of information: an experiment on
observational learning

Haihan Yu, haihan2034@gmail.com
University of Alicante

ABSTRACT:

In this paper, we investigate the implications of common knowledge of rationality(CKR) in observational
learning. We conduct our experiments using classical observational learning game with different observational
structures that some have the access to redundant information while some do not. We use exogenous
observational structures treatments to see whether redundant information help the subjects decision. We use
partial and complete endogenous observational structures treatment to elicitate subjects willingness to pay for
the information. We find that the subjects heavily rely on the redundant information to make decision and
allocate substantial amount of money buying redundant information. Moreover, lacking of confidence in
opponents degree of sophistication will lead subjects increase their valuation of redundant information. We
propose a new model of information demand based on the belief of opponents strategic sophistication, this



model fit our data well and the assumptions of the model are more realistic than the conical model which built
upon CKR.

Author(s): Haihan Yu
Topic: Games: Information, Decision Theory: Learning
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Behavioral forces driving unraveling of private information: Experimental evidence

Volker Benndorf, volker.benndorf@dice.uni-duesseldorf.de
University of Dusseldorf

ABSTRACT:

We analyze voluntary disclosure of private information in stylized experimental labor markets. In our setup,
workers who are heterogeneous with respect to their productivity may decide whether or not to pay a fee to
disclose their type. In theory, this results in an unraveling process such that all workers except the one with the
lowest productivity will reveal their type in equilibrium. However, behavioral aspects such as level-k rationality
or inequality aversion may inhibit this process. We find that both aspects are important. Lowering the cognitive
requirements subjects have to meet to make rational decisions results in an increase of voluntary-disclosure
rates. Similarly, subjects who earned their type in a real-effort tournament are more likely to disclose their
productivity.

Author(s): Volker Benndorf, Dorothea Kubler, Hans-Theo Normann
Topic: Games: Information, Decision Theory: Bounded Rationality
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Updating ambiguous beliefs in a social learning experiment

Antonio Guarino, a.guarino@ucl.ac.uk
UCL

ABSTRACT:

We present a novel experimental design to study social learning in the laboratory. Subjects have to predict the
value of a good in a sequential order. We elicit each subjects belief twice: first (prior belief), after he observes
his predecessors action; second (posterior belief), after he observes a private signal on the value of the good. We
are therefore able to disentangle social learning from learning from a private signal. Our main result is that
subjects update on their private signal in an asymmetric way. They weigh the private signal as a Bayesian agent
would do when the signal contradicts their prior belief; they overweight the signal when it contradicts their prior
belief. We show that this way of updating, incompatible with Bayesianism, can be explained by ambiguous
beliefs (multiple priors on the predecessors rationality) and a generalization of the Maximum Likelihood
Updating rule.

Author(s): Roberta De Filippis, Antonio Guarino, Philippe Jehiel, Toru Kitagawa
Topic: Games: Information, Decision Theory: Ambiguity
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Learning from aggregate information

Elisa Cavatorta, elisa.cavatorta@kcl.ac.uk
King's College London

ABSTRACT:

We study the process of social learning when others' actions are only partially observable. We vary the
information structure and analyse how human subjects behave in controlled, laboratory experiments. We find
that the information structure affects the propensity of subjects to use their private information or herd, as



theory predicts. Subjects' choices, however, are more in line with the theoretical predictions when they observe
aggregate statistics than when they observe individual actions.

Author(s): Elisa Cavatorta, Antonio Guarino, Steffen Huck
Topic: Decision Theory: Learning, Social Behavior: Group Behavior
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The role of wage subsidies in welfare policy: A behavioral perspective

Ro'i Zultan, zultan@bgu.ac.il
Ben-Gurion University of the Negev

ABSTRACT:

Wage subsidy programs such as the Earned Income Tax Credit (EITC) program in the US constitute a major
component of welfare systems in most OECD countries. Wage subsidies are often directly provided to workers.
Alternatively, wage subsidies to the working poor can be implemented by indirectly subsidizing their actual (or
would be) employers. By doing so, the government can reduce the cost of labor faced by the employers and
induce them to offer higher wage rates. According to accepted theory in the public finance literature, the
statutory incidence (who is formally entitled to the subsidy) bears no implications for the economic incidence
(who will actually gain from the subsidy), rendering the choice between the two policy regimes redundant for
policy design. We propose and test a mechanism by which indirect subsidies can lead to higher social welfare.
A substantial empirical literature establishes that workers reciprocate gifts in the form of higher wages with the
gift of exerting higher effort. Thus, if a wage subsidy is implemented by indirectly subsidizing employers,
employers face a lower cost of labor and can thus increase their wages, leading workers to reciprocate with
higher effort and productivity than achieved by providing the equivalent direct subsidies. We tested this
hypothesis in a controlled laboratory experiment, where participants played the gift-exchange game in three
treatments: no subsidy, direct subsidy, and indirect subsidy. We find that workers reciprocate the nominal wages,
leading to higher effort at the same level of employer wage costs in the indirect subsidy treatment. Employers
only partially transfer subsidies to employees, leading to lower net wages in the indirect subsidy treatment, but
at a lower subsidy. It follows that government can achieve Pareto improvement by switching from direct to
indirect subsidy together with increasing the subsidy level.

Author(s): Tomer Blumkin, Haim Pinhas, and Ro'i Zultan
Topic: Applied Economics: Labor Market, Social Behavior: Other-regarding Preferences
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The indirect costs of taxation and the direct benefits of taxation when transfer recipients
are needy

Andreas Nicklisch, andreas.nicklisch@wiso.uni-hamburg.de
University of Hamburg

ABSTRACT:

The incentive distortion of taxation for labor supply is subject to a large body of economic research.
Redistribution causes indirect costs: taxed subjects receive transfers and substitute labor time with leisure time.
In reality, however, redistribution supports predominantly the sub-population of needy subjects, while subjects
from other income classes know beforehand that they do not receive direct transfer payments. We analyze the
indirect costs of redistribution in a real effort experiment where the role of tax payers and transfer recipients are
known from the beginning, and where subjects have to earn a minimum income to continue playing the game.
Our experimental results suggest that labor supply does not respond to the tax burden in this type of setting, and
even increases when recipients need the transfer. Moreover, tax transfers lead to increased effort provision of
needy subjects to earn the minimum income in comparison to needy subjects who do not get the transfers. Thus,
there are no indirect costs, but direct benefits of redistribution for tax payers and transfer recipients in terms of
their productivity.

Author(s): Marina Chugunova, Andreas Nicklisch, and Kai-Uwe Schnapp
Topic: Applied Economics: Labor Market, Public Choice: Other



Back to session: Labor I

A gift-exchange with probabilistic payoffs

Miguel Luzuriaga, miguelluzuriaga@hotmail.com
Neu-Ulm University of Applied Sciences, Germany

ABSTRACT:

Ample experimental evidence demonstrates a positive wage-effort relationship in which the results from effort
lead to deterministic firm payoffs. We thus investigate a reframed version of the gift-exchange game by Fehr et
al. (1998) in which the firms payoffs can take two values and one of them is randomly determined by an
external process after the effort choice has been made. We find that effort levels are significantly lower when
payoffs are probabilistic than when they are deterministic. As a consequence, high waging is profitable in the
deterministic, but not in the probabilistic condition. Moreover, the treatment effect is strongest among firms
which offer high wages.

Author(s): Oliver Kunze and Miguel Luzuriaga
Topic: Applied Economics: Labor Market, Decision Theory: Risk
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The effects of responsibility and intentional trust on performance: An experimental study

Sandra Maximiano, smaxim@purdue.edu
Purdue University

ABSTRACT:

This study explores the impact of informal, non-monetary incentives on employees performance. In particular,
we investigate whether (1) being responsible for the employer's payoff, and (2) being intentionally trusted by
the employer improves employees performance in a real task. We design and implement a laboratory
experiment where employers' payoffs might depend on their agent's performance. Depending on treatment, the
link between the employer's payoff and employee's performance is either randomly determined by the computer,
or intentionally by the employer. Our main finding is that being responsible for the employer's payoff
significantly increases the employees performance. Breaking this down by gender, we find that the effect comes
mainly from females.

Author(s): Sandra Maximiano, Seda Ertac, Ayse Damla Uzrek
Topic: Psychology and Biology: Gender and Individual Differences, Social Behavior: Other-regarding
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Games played through agents in the laboratory _ A test of Prat & Rustichini's model

Johannes Leutgeb, johannes.leutgeb@gmail.com
WZB

ABSTRACT:

From the regulation of sports to lawmaking in parliament, in many situations one group of people ('agents')
makes decisions that affect payoffs of others ('principals') who are inactive. As the principals have a stake in the
agents' decisions they face an incentive to offer payments in order to sway their decisions. Prat and Rustichini
(2003) characterize pure-strategy equilibria of such Games Played Through Agents, in which principals commit
to action-contingent transfers to agents. Specifically, they predict the equilibrium outcome in pure strategies to
be efficient under some conditions. With field data hard to come by, we test the theory in a series of
experimental treatments with human principals and computerized agents. The theory explains the data
remarkably well. Subjects predominantly offer payments that implement efficient outcomes. In some treatments
offers fall short of equilibrium predictions though. These minor deviations from equilibrium behavior are



explored in a quantal response equilibrium framework.

Author(s): Ludwig Ensthaler, Steffen Huck, Johannes Leutgeb
Topic: Applied Economics: Other, N/A
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Sticky wages and effort inertia - Experimental evidence on productivity and distribution
effects under inflation

Karina Held, karina.held@ovgu.de
University of Magdeburg

ABSTRACT:

In a controlled laboratory experiment, we study the impact of inflation and deflation on work relationships with
incomplete contracts. With inflation, we observe that effort is only partially adjusted to the decreasing real
wages. This is in line with money illusion and results in a lower cost of labor, but it also leads to lower total
earnings than in an economy with stable prices. With deflation, the cost of labor is greater than with stable
prices, but total earnings are not. While overall productivity is greatest with stable prices, the employers share
of total earnings is highest with inflation and lowest with deflation.

Author(s): Karina Held and Karim Sadrieh
Topic: Applied Economics: Labor Market, N/A
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Are the only-child discriminated in China_s labor market? Evidence from a field
experiment

Haoran He, haoran.he@bnu.edu.cn
Beijing Normal University

ABSTRACT:

Chinas 35-year implementation of the one-child policy has generated more than 150 million only child, and
they have become an increasingly important source of labor force in the market. By sending fictitious resumes
to online job postings in various industries and job categories in the largest Chinese city Shanghai, we
investigate how being an only child with different gender affects an applicants probability of receiving a job
interview. Specifically, we manipulate the combination of applicants gender and only child identity in the
resumes and guarantee other characteristics such as education background and working experience statistically
identical. Our results show that the likelihood of receiving a callback for an interview is significantly lower for
the only child than for the sibling ones, and this is robust across various industries, job categories as well as firm
size and ownership. When interacting one-child identity with gender, a greater gap in the likelihood of receiving
a callback is seen between female only-child and sibling-child applicants, while the difference disappears
between male only-child and sibling-child applicants. Surprisingly, the conventional gender discrimination
against females can merely be observed within the only-child group. The aforementioned interactive effect
illustrates the role of the expected number of children women can rear in the conventional labor market gender
discrimination, and further raises concern on a potential effect of relaxing the One Child Policy to allowing
only-child parents having two children on increasing labor market discrimination.

Author(s): Haoran He, Yuling Han, Sherry Xin Li
Topic: Applied Economics: Labor Market, Field Experiments: General
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Piece-rates, salaries and tournaments: implications for productivity and learning in a
cognitively challenging task

Ananish Chaudhuri, a.chaudhuri@auckland.ac.nz
University of Auckland



ABSTRACT:

We study the impact of different payment schemes on productivity and learning in a cognitively challenging
task. In each of multiple rounds subjects are shown two cue values, Cue A and Cue B, and asked to predict the
value of a third variable X, which is a function of the two cue values. We use the absolute error, i.e., absolute
difference between the predicted value of X and the actual value of X, as the metric of productivity. Our
payment schemes include: (1) piece rates, where subjects are paid on the basis of only their own absolute errors;
(2) piece-rate-win-lose, where subjects are paired and paid a piece-rate that depends on their own absolute
errors only, but informed about whether they did better or worse than their partners; (3) a two-person winner-
take-all-tournament where subjects are paired and the one with the smaller error earns a positive payoff while
the other earns nothing and finally (4) a fixed salary, where subjects are paid a flat lump-sum amount regardless
of errors. We find that average absolute errors are smaller in the piece-rate-win-lose and fixed salary treatments
compared to the piece-rate and the winner-take-all-tournament treatments, with no difference between the last
two. However, it is only in the tournament treatment that subjects show significant evidence of learning over
time.

Author(s): Paul Brown, Linda Cameron, Ananish Chaudhuri and Tony So
Topic: Applied Economics: Labor Market, Psychology and Biology: Cogonition

Back to session: Labor II

Giving to, and taking from, Max and Fritz: How victim identity, framing, and social value
orientation affect dishonest behavior

Ori Weisel, ori.weisel@nottingham.ac.uk
University of Nottingham

ABSTRACT:

Opportunities to behave dishonestly are abundant in everyday life, and in many cases there is a relatively small
chance of getting caught. Full tax payments can be avoided by misreporting income; insurance money can be
extracted by making fraudulent claims; service providers can charge customers high prices while providing
inferior goods/service; and experts can advise customers to undertake unnecessary and expensive treatment.
These examples differ in the identity of the victim of the dishonest behavior, which is either an impersonal
institution (e.g., tax authority or insurance company) or an individual person (e.g., an individual customer).
They also differ in the type of incentive to cheat, or in the frame in which cheating occurs, which is either to
avoid losses (e.g., paying taxes, using high-quality materials) or to obtain addition gains (e.g., un-deserved
insurance money, profit from unnecessary treatment). Overall, there is little experimental evidence on dishonest
behavior in cases where (i) the victim is another person, rather than the experimenter, and (ii) the outcome of
dishonest behavior is framed as avoiding a loss, rather than obtaining a gain. The research that does exist does
not account for Social Value Orientation, a measure for the concern people have for the welfare or others, which
is a plausible moderator for the way victim identity affects dishonesty. The current work uses a die-under-cup
task to investigate experimentally whether and how the identity of the victim and the perception of either a loss
or a gain frame affect dishonest behavior, and how they interact with Social Value Orientation (SVO). 368
participants took part in the experiment which was conducted in the Max Planck Institute of Economics in Jena,
Germany. We used a 2 (victim identity: Max vs. Fritz) X 2 (frame: loss vs. gain) between subjects design. The
victim of dishonest behavior was either the experimenter (treatment Max, as in Max Planck), or another
participant (treatment Fritz, as in the typical German name). The frame was manipulated by having an initial
sum of money in either the participants account (loss) or the partners account (gain). The SVO slider measure
was used to classify participants as either individualistic or pro-social. Dishonesty in general, as well as the
effects of victim identity and framing, depended on SVO: (1) Individualistic people are generally more
dishonest than pro-social people; (2) The dishonesty of individualistic people is not sensitive to the identity of
the victim or to the frame; (3) Pro-social people are more dishonest when the victim is an institution, rather than
another person; (4) When the victim an institution, the dishonesty of pro-social people is not sensitive to the
frame; (5) When the victim is another person, pro-social people are relatively reluctant to behave dishonestly in
a gain frame (when dishonesty implies taking from the other person). These results highlight the role of SVO as
a moderator of dishonest behavior. While both victim identity and the frame where found to affect dishonesty in
predictable ways, these effects were present only among pro-social individuals, and not among individualistic
people.

Author(s): Matteo Ploner, Ivan Soraperra, Ori Weisel
Topic: Social Behavior: Lying and Cheating, Social Behavior: Other-regarding Preferences
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Similarity and collaborative lying

Bernd Irlenbusch, bernd.irlenbusch@uni-koeln.de
University of Cologne

ABSTRACT:

We investigated how interpersonal similarity influences individual and collaborative lying. We employ a new
paradigm where participants reported the outcome of a die roll that affected their own and other participants'
payoffs. In Study 1, similarity reduced selfish dishonest reporting, compared to dissimilarity. However, in a
condition where a successful lie depended on an equally profiting collaborator (while reducing other
participants' payoffs), the effect was reversed: Similarity promoted lying compared to dissimilarity. Study 2
focused on collaborative lying. We manipulated whether similarities were perceived with the collaborator or the
overall social group. Similarity to the collaborator increased self-interested lying compared to similarity with
the group. We discuss potential underlying mechanisms and organizational applications.

Author(s): Bernd Irlenbusch, Thomas Mussweiler, David J. Saxler, Shaul Shalvi, Alexa Weiss
Topic: Social Behavior: Lying and Cheating, Social Behavior: Norms and Morals
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Masculinity and lying

Santiago Sanchez-Pages, sanchez.pages@gmail.com
University of Barcelona

ABSTRACT:

Dishonesty in communication has important economic implications. We test whether masculinity is related to
lying in a sender-receiver game. We find that several physiology related masculine features have a significant
impact on honesty and on the propensity to lie for monetary benefit.

Author(s): Vorsatz, Marc; Turiegano, Enrique; Sanchez-Pages, Santiago
Topic: Psychology and Biology: Gender and Individual Differences, Games: Information
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Asymmetric dishonesty

Marie-Claire Villeval, villeval@gate.cnrs.fr
GATE(CNRS-University Lumiere Lyon 2- ENS) and IZA, Bonn

ABSTRACT:

Research investigating dishonest behavior has focused on understanding trade-offs between ethical/moral
consideration and personal financial gain. However, virtually no research has investigated dishonesty towards
causes people support, and none towards withholding support for causes people oppose. Examining dishonesty
towards donations to organizations people support or oppose allows us to examine additional moral motives
(and justification) for dishonesty; specifically, we conjecture that when people find donations may be given to
organizations that support or oppose their goals for society, then there may be greater justification for
dishonesty. To study dishonesty to support or to prevent support for causes, we ran a novel coin-tossing
experiment with a large sample of U.S. Democrats and Republicans. In our experiment, the successful
prediction of coin tosses earns money to be donated to either the party they support or oppose, but with no
personal monetary cost or benefit. We created a non-linear payoff structure with three donation amounts (none
($0), small ($1) or large ($8)) in order to observe whether subjects are dishonest to (a) provide positive vs. no
support; (b) provide large vs little/no support; (c) avoid large support; and (d) avoid any support. We find that
when given the opportunity to help a political party that subjects support or belong to, subjects lie to (a) avoid



providing nothing and (b) provide the largest possible amount. In contrast, when given the opportunity to help a
political party that subjects do not support or belong to, subjects lie to (c) avoid providing the largest amount
possible and (d) provide nothing. Moreover, the dishonest behavior is economically and significantly larger for
avoiding help to the opposing party than providing help for the party they belong to. In addition, the absolute
level of dishonesty (almost 70 percent of subjects lie to avoid the maximum donation for the opposing party) is
substantially larger than dishonesty levels observed in past studies. These results suggest that either the moral
cost of dishonesty is lower than past results have suggested and/or that subjects make trade-offs across
competing moral and ethical issues.

Author(s): Ellen Garbarino, Robert Slonim, Marie Claire Villeval
Topic: Social Behavior: Lying and Cheating, N/A
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Strategic self-deception and lying

Andrin Boegli, andrin.boegli@bf.uzh.ch
University of Zurich

ABSTRACT:

This paper studies strategic self-deception as a self-serving device to legitimate lying to others. I provide an
extended utility specification that incorporates self-deception and allows for the most popular lying cost
specifications. Based on almost 4000 decisions from 491 US participants on Amazon Mechanical Turk I find
people to engage in strategic self-deception by underestimating the probability that telling a lie will mislead and
hurt others. Self-deception is especially pronounced among the cohort of well-educated men aged under 32.
Additional findings suggest that establishing an environment where the average behavior of the uninformed
party is known to the better-informed party fosters ethical behavior and reduces lying.

Author(s): Andrin Boegli
Topic: Social Behavior: Lying and Cheating, Decision Theory: Beliefs

Back to session: Lying and cheating II

Do individuals put effort into lying? Evidence from a compliance experiment

Tim Lohse, Tim.Lohse@hwr-berlin.de
Berlin School of Economics and Law

ABSTRACT:

We study whether individuals in a face-to-face situation can successfully exert some lying effort to delude
others. We exploit data from a laboratory experiment in which participants were asked to assess videotaped
statements as being rather truthful or untruthful. The statements are face-to-face tax declarations. The video
clips feature each subject twice making the same declaration. But one time the subject is reporting truthfully, the
other time willingly untruthfully. This allows us to investigate within-subject differences in trustworthiness. We
find that a subject is perceived as more trustworthy if she deceives than if she reports truthfully. It is particularly
individuals with dishonest appearance who manage to increase their perceived trustworthiness by up to 15
percent. This is evidence of individuals successfully exerting lying effort.

Author(s): Nadja Dwenger, Tim Lohse
Topic: Social Behavior: Lying and Cheating, Psychology and Biology: Gender and Individual Differences
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The reciprocity principle for bilateral bargaining on experimental buyer-seller
negotiations

Shanshan Huang, shanshanhuang33@hotmail.com
Nanjing University of Finance and Economics



ABSTRACT:

In negotiated transactions the act of choosing trading partners and who chooses influence trading behavior and
outcome. Results are presented from experimental markets in which paired buyers and sellers negotiate the
repeated sale of units.Choosing and rejection may force players to adopt cooperative strategies more often than
when players are simply randomly paired. Offers and counteroffers signal how willingly players want to
cooperate. I find that players behave more cooperatively and concede in similar manners when buyers can
choose a seller and the seller can reject the selection than when they are randomly matched. Players do not act
cooperatively and concede in similar manners when sellers can choose a buyer and the buyer can reject the
selection, compared with random-matching. Players total earnings are also significantly larger when buyers
choose sellers than when they are randomly paired. This difference in earnings is not observed, however, when
sellers are able to choose buyers. Cooperation helps to sustain profitable relationships. Concessional pattern
depending on whether buyers or sellers choose trading partners are explored.

Author(s): Shanshan Huang
Topic: Games: Bargaining, N/A
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Skipping down strategy and stability in school choice problems with affirmative action:
Theory and experiment

Toshiji Kawagoe, kawagoe@fun.ac.jp
Future University - Hakodate

ABSTRACT:

The paper presents an experimental study of affirmative action policies in school choice problems with focus on
the minority reserve mechanism proposed by Hafalir et al. (2012) (referred to here as DA-Reserve) and the
majority quota mechanism proposed by Kojima (2012) and Matsubae (2011) (referred to here as DA-Quota).
We examined the performance of these mechanisms in two preference environments and found that (1) while
truth-telling is a dominant strategy in both mechanisms, the rate of its occurrence is less than 60%; (2) the
average payoff was significantly higher with DA-Reserve than with DA-Quota, as theoretically predicted; (3)
But, surprisingly, the proportion of students exhibiting justified envy was higher with DA-Reserve than with
DA-Quota; (4) a systematic pattern of deviation from the dominant strategy called skipping down startegy was
observed, and it was theoretically proven that this constituted a Nash equilibrium with DA-Quota in some
environments but not with DA-Reserve at all. More generally, we show that the set of stable matchings is larger
with DA-Quota than with DA-Reserve. This explains the matching instability observed with DA-Reserve.

Author(s): Toshiji Kawagoe, Taisuke Matsubae, and Hirokazu Takizawa
Topic: Markets: Market design and Matching, N/A
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A dynamic college admission mechanism in inner Mongolia: Theory and experiment

Yingzhi Liang, yingzhi@umich.edu
University of Michigan, Ann Arbor

ABSTRACT:

We use theory and experiment to investigate a dynamic college admission mechanism, where students are given
real time allocation feedback and allowed to revise their choices. We prove that the efficient and stable outcome
arises almost for sure in every rationalizable strategy profile when the decision opportunities arrive frequently
enough. Our experimental results show that in the environment with high preference correlation, the dynamic
mechanism is less stable and less efficient, than the Deferred-Acceptance mechanism, with about the same
proportion of truth-telling behavior. In the environment with low preference correlation, the dynamic
mechanism is as stable as, but less efficient than the Deferred-Acceptance mechanism, with higher proportion of
truth-telling behavior. The dynamic mechanism outperforms the Boston mechanism in the proportion of truth-
telling and stability across both environments. It is less efficient than the Boston in the environment with high
preference correlation, and as efficient as the Boston in the environment with low preference correlation. These



results suggest that the dynamic mechanism can be a good choice when students preference correlation is low.
Our paper is the first to model a dynamic mechanism in centralized matching with revision of choices.

Author(s): Binglin Gong, Yingzhi Liang
Topic: Markets: Market design and Matching, Markets: Other
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Maximal auctions: Using QRE for optimal mechanism design

Alexander Brown, alexbrown@tamu.edu
Texas A&M University

ABSTRACT:

In situations such as the dissolution of a partnershipwhen mechanisms must award one party a jointly-owned
good and compensate the otherrecent research indicates simultaneous auction mechanisms perform poorly
compared to sequential mechanisms in terms of efficient or equilibrium outcomes. Because these auctions have
desirable normative properties, namely equal treatment of agents, it would be useful to improve their
performance. One possible approach is to alter the bidding rule in the auction from a winners bid, to the
theoretically equivalent, losers bid or averaged-bid auction. For a given lambda parameter, the quantal response
equilibrium model predicts greater efficiency and equilibrium outcomes with the averaged-bid auction. This
paper experimentally tests all three auction mechanisms under identical payoff structures to examine this
prediction. While the comparative statics of bids follow the predictions of the QRE model, the winners-bid
auction rather than the average-bid auction achieves higher efficiency and equilibrium outcomes than the other
auctions.

Author(s): Alexander L. Brown and Rodrigo A. Velez
Topic: Markets: Auctions, Markets: Market design and Matching
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A little good is good enough: Moral self-licensing in ethical consumption and beyond

Jannis Engel, jannis.engel@kit.edu
Karlsruhe Institute of Technology

ABSTRACT:

Do customers care about different ethical dimensions within a product, or is fulfilling one ethical dimension
enough to ease their moral conscience? We explore this kind of moral self-licensing when it comes to choosing
between differently ethical products. Further, we investigate its potential spillovers to other ethical decisions. In
a laboratory experiment we elicit subjects willingness to pay for ensuring controlled manufacturing standards
when acquiring a product. Our data show that such willingness to pay is significantly lower if the product
fulfills another, unrelated ethical dimension. In the latter case, subjects willingness to behave ethically is also
significantly reduced in other, unrelated contexts. Though effects of moral self-licensing are overall pronounced,
uninvolved observers fail to anticipate its impact in an incentivized estimation task.

Author(s): Jannis Engel, Nora Szech
Topic: Social Behavior: Norms and Morals, Markets: Industrial Organization
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Do customers return excessive change in a restaurant? A field experiment on dishonesty

Ofer Azar, azar@som.bgu.ac.il
Ben-Gurion University of the Negev

ABSTRACT:



The article reports the results of a field experiment used to study dishonest behavior in a natural setting.
Customers in a restaurant in tables of one or two diners who paid with cash received excessive change of either
10 or 40 Shekels (about $3 or $12). A majority of customers (128 out of 192) did not return the excessive
change. Repeated customers returned the excessive change much more often than one-time customers. Women
returned the extra change much more often than men, especially among repeated customers. Interestingly, a
table with a woman and a man behaves similarly to one or two males and not to a female table. Surprisingly,
tables with two diners were not significantly more likely to return the excessive change. Customers receiving 10
extra Shekels were much less likely to return them than those who received 40 extra Shekels. We also found
evidence for variation in dishonesty as a function of the time during the day.

Author(s): Ofer Azar
Topic: Social Behavior: Norms and Morals, Social Behavior: Group Behavior
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Experimental study of bribery in public procurement

Milos Fisar, milos.fisar@econ.muni.cz
Faculty of Economics and Administration, Masaryk University

ABSTRACT:

Public procurement is one of the areas most affected by corruption. Public officials manipulating results of a
tender can cause inefficiency in public expenditure and therefore diminish the positive externality of public
procurement. For this study, a laboratory experiment was designed where public official were offered three
bribes or gifts when selecting a winner of a tender. Reciprocity is one potential factor driv-ing decision making
in such situations, but other influences should be considered as well. It was found that the decision of officials
strongly correlated more with the value of the offered payment than other factors. Officials are therefore more
likely to accept and reciprocate higher value offerings, no matter whether they are bribes or gifts, and regardless
of the positive externality of public procurement.

Author(s): Milos Fisar
Topic: Methodology: Experimental Design, Tools and Practices, Decision Theory: Other

Back to session: Moral behavior

Whistleblowing and diffusion of responsibility: An experimental investigation

Lawrence Choo, lawrence.cy.choo@fau.de
University of Erlangen-Nuremberg

ABSTRACT:

Societies are increasingly reliant on whistleblowing to uncover unfair practices. It is therefore essential to better
understand the impact of socio-psychological factors on whistleblowing propensity. We use experiments to
explore the role of Diffusion of Responsibility (DOR), which posits that individuals are less likely to
whistleblow when others could similarly do so. We find no evidence for DOR in situations where individuals
expect monetary benefits from whistleblowing to their in-group, even when they could gain by freeriding on
others who whistleblow. In contrast, we find evidence for DOR in situations where whistleblowing is motivated
solely by altruistic concerns. Our results highlight the fragility of purely altruistic behaviour. The fact that DOR
does not play a role if whistleblowers perceive an individual gain suggests that policies focusing solely on
increasing the perceived gains to whistleblowers could be successful.

Author(s): Lawrence Choo, Veronika Grimm, Gergely Horvarth, Kohei Nitta
Topic: Social Behavior: Norms and Morals, Social Behavior: Group Behavior
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The price of principles: experiments in moral decision-making

Molly Crockett, mollycrockett@gmail.com



University of Oxford

ABSTRACT:

Universal moral codes prohibit harming others for personal gain. Previous work has identified brain networks
and neuromodulator systems involved in moral decision-making, but how these systems compute and shape
moral values remains unknown. Here I will describe a novel experimental framework for examining the neural
basis of moral decisions in humans. We invited participants to trade off profits for themselves against pain for
either themselves or another person, and built computational models to quantify the relative values people
ascribe to pain for themselves and others. Across several experiments we found that most people would rather
harm themselves than a stranger for profit. Neuroimaging revealed that these moral preferences were associated
with reduced sensitivity in the striatum to profits gained from harming others. Pharmacological studies showed
that serotonin and dopamine play distinct roles in shaping moral preferences. These findings provide a neural
explanation for how moral transgressions corrupt economic values.

Author(s): M.J. Crockett
Topic: Psychology and Biology: Neuroeconomics, Social Behavior: Norms and Morals
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Common sense in choices: how modality influences value representation

Dino Levy, dinolevy@post.tau.ac.il
Tel-Aviv University

ABSTRACT:

Objective: In order to make decisions, the human brain must be able to quantify everything around it, and
represent it in terms of value. Previous findings suggest that the striatum and ventromedial prefrontal cortex
(vmPFC) constitute a common currency network, representing value of stimuli regardless of the category it
belongs to, such as food, gadgets, and money. In the present work, we examined whether the sensory domain in
which the information is perceived affects value representation. Additionally, we aimed to identify how value
modulates sensory information processing. Methods: Twenty-two healthy adults participated in the behavioral
study. We have designed a novel decision making task, in which we presented to subjects either a visual or an
auditory binary choice. On each trial, subjects had to choose between a certain amount of 10 ILS and a lottery
of some amount of money (ranging from 10 to 75 ILS) and a probability to win it (15%-80%). Using standard
tools from economics we examined whether subjects risk preference would be affected by the sensory modality
in which we presented the choices. Following the behavioral session, fifteen subjects were scanned using
functional Magnetic Resonance Imaging (fMRI) while preforming the same task. We searched for brain areas
that represent subjective value for each sensory modality and brain areas that represent subjective value
irrespective of the sensory modality. Results and Conclusions: behavioral data shows no difference in subjects
risk preference between auditory and visual presentation. Neuroimaging data revealed that BOLD signal in the
vmPFC is correlated with subjective value, irrespective of modality, strengthening the notion of a common
neural value network. Additionally, auditory and visual cortices' activation correlated with subjective value in a
modality specific manner. These results suggest that the final common pathway for valuation and choice is not
affected by the sensory modality in which information is perceived. Taken together with the modality-specific
sensitivity to value in sensory areas, the present work sheds light on the interplay between sensory and value
processing.

Author(s): Anastasia Shuster, Zafrit Lewin, Dino J Levy
Topic: Psychology and Biology: Neuroeconomics, Psychology and Biology: Cogonition

Back to session: Neuroeconomics: organized session

Testing the selective integration model with the dot-probe technique

Moshe Glickman, mosheglickman345@gmail.com
Tel-Aviv University

ABSTRACT:

While in normative models of choice values are constructed in a context-independent manner, actual choice



behavior violates this assumption, as indicated by intransitive preferences and by contextual preference
reversals. These effects were recently accounted in a neuro-computational selective integration model,
according to which, attention is directed towards information congruent with the observer's goals, whereas
incongruent information is discarded. Here, we explicitly examined this attentional mechanism, using the dot-
probe paradigm, during a choice task between rapid numerical stream alternatives (presented in pairs). We show
that dots located within the larger of two simultaneously presented numbers have higher detection-rate.
Additionally, we show that this dot-bias effect is correlated with risk-seeking bias, as predicted by the selective
integration model.

Author(s): Moshe Glickman, Konstantinos Tsetsos, and Marius Usher
Topic: Psychology and Biology: Neuroeconomics, Psychology and Biology: Cogonition
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Single dose testosterone administration impairs cognitive reflection in men

Amos Nadler, amos.nadler@gmail.com
Claremont Graduate University

ABSTRACT:

The sex steroid testosterone regulates instinctive behaviors such as fighting and mating in non-humans.
Correlational studies have linked testosterone with aggression and disorders associated with poor impulse
control, but corresponding mechanisms are poorly understood and there is no evidence of causality. Building on
a dual-process framework, we identified a mechanism for testosterones behavioral effects in humans: reducing
cognitive reflection. In the largest testosterone administration study to date, 243 men received either
testosterone or placebo and took the Cognitive Reflection Test (CRT) that estimated their capacity to override
incorrect intuitive judgments with deliberate correct responses. Testosterone administration reduced CRT
scores. The effect was robust to controlling for age, mood, math skills, treatment expectancy and 14 other
hormones. The effects were enhanced in subjects with high cortisol and estradiol levels. Our findings suggest a
unified mechanism underlying testosterones varied behavioral effects in humans and provide novel, clear and
testable predictions.

Author(s): Gidi Nave, Amos Nadler, Colin Camerer
Topic: Psychology and Biology: Neuroeconomics, Psychology and Biology: Cogonition

Back to session: Neuroeconomics: organized session

Nudging to increase breast cancer screening uptake rate: A randomized field experiment

Leontine Goldzahl, leontine.goldzahl@dauphine.fr
University Paris Dauphine

ABSTRACT:

Objective: We use a randomized field experiment to test three nudge interventions aiming at increasing breast
cancer screening uptake rate among underprivileged women in France. The experiment took place in a context
where breast cancer screening stagnates since 2008 around 52% of the eligible population. Yet, despite the
implementation of population-based national programs in 2004, socioeconomic inequalities in access to breast
cancer screening persist. Method: We randomized three nudge interventions using the letter inviting women
aged between 50 to 74 years old to screen. The first intervention consists in adding the logo of the three
National Health Insurance funds on the envelope containing the invitation. The goal was to make the origin and
the legitimacy of the program more salient to the receiver, therefore using a salience and a messenger effects.
The second intervention is a sentence telling how many women screened in their county the year before. It is
hypothesized to enhance participation through a descriptive norm effect. The third intervention aims at
providing a letter favoring comprehension among low literacy women. It is the invitation letter preferred
(among five invitations) by low-educated women. The selection process took place in the experimental
laboratory. We added a fourth treatment group combining the first and third interventions. Lastly, the control
group received the usual invitation letter. The invitations were sent to 27 284 women living in Haute Normandie
region in France in April 2015. Data: We collected administrative reimbursement data from the Health
Insurance funds on mammography uptake and other preventive care consumptions during the 8 months
following the experiment and 16 months before the interventions. We used a deprivation index based on



participants postal addresses to capture their socioeconomic status. The index uses detailed census data
aggregated in 2000 inhabitants zone and enables us to approximate individuals socioeconomic status. Result:
Preliminary results indicate that the intervention supposed to enhance comprehension significantly decreased
breast cancer screening uptake by 2.4%. Other interventions had no significant impact. Further analysis will
look at subgroups effects on underprivileged women and those who were invited for the first time since they
may be reading the invitation letter more carefully than others. Keywords : randomized experiment, nudge,
breast cancer screening.

Author(s): Leontine Goldzahl, Guillaume Hollard, Florence Jusot
Topic: Field Experiments: General, N/A
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The self-regulation of student effort: Field experiments in goal setting

David Gill, d.gill@univ.oxon.org
University of Oxford

ABSTRACT:

Goal-setting is prevalent in education. However, theory provides little guidance as to which types of goals will
be most effective and for which types of students, while prior empirical studies of goal-setting in education are
typically based on small samples. On balance, there is little reason to believe that students are currently setting
the correct number of goals or the correct type of goals. In this paper, we report the results of two field
experiments in goal setting, both set in a large introductory class in a four-year college. In one experiment,
students in the treatment group were asked to set performance-based goals, specifically goals for their overall
course grade (A, B, etc) or their score on midterm and final exams. In the other experiment, students in the
treatment group were asked to set input-based goals, specifically, goals for the number of practice exams that
they would complete in advance of the course exams (midterms and final). In both experiments, the students in
the control group were not asked to set goals. Our results reveal three main findings. First, asking students to set
performance-based goals had no impact on their course performance. Second, asking students to set input-based
goals increased inputs (i.e., increased the number of practice exams completed) and improved course
performance. Third, while performance-based goals had no impact on either men or women, input-based goals
were more effective for men. To help interpret these findings, we develop a theoretical model of goal-setting
and use it to assess several candidate explanations. We speculate that performance goals may be less effective
because performance (unlike inputs) is influenced by factors outside of the agents' control, and because agents
may attribute their failure to meet goals to these outside factors.

Author(s): David Gill, Oxford (presenter); Damon Clark, UC Irvine; Victoria Prowse, Cornell; Mark Rush,
Florida
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Changing dietary habits: A field experiment with low income households

Noemi Berlin, Noemi.Berlin@ed.ac.uk
University of Edinburgh

ABSTRACT:

We conduct a randomized controlled experiment with 285 low income families with young children. Families
were assigned either to a control group or one of two treatments. Both treatments consisted of a specific dietary
protocol to follow for twelve consecutive weeks. In the first treatment, families received food groceries at home
for 12 consecutive weeks and were asked to cook specific recipes designed by a nutritionist for five meals per
week. The second treatment and protocol consisted of regulating the time of dietary intake, by asking families
to eat their meals at regular times, adults were asked to avoid snacks between meals and children were provided
with healthy snacks to eat at regular times between meals. We collected measures of dietary intake,
anthropometric measurements (height, weight and blood pressure), self-reported measures of food preferences,
biomarkers using blood samples and we also measured attitudes towards risk and time. Results show that adults
in both treatments significantly decreased their energy, fats and sugar intakes after the intervention and
compared to the control group. Preferences stayed rather stable in adults except an increase in processed food



preference for the participants of the meal treatment compared to the control. However, the opposite result is
found in children. No change were found in terms of weight and BMI.

Author(s): Michele Belot, Noemi Berlin, Jonathan James, Valeria Skafida
Topic: Field Experiments: General, Applied Economics: Other
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An experimental evaluation of regret-based econometrics

Gali Noti, galinoti@gmail.com
Hebrew University of Jerusalem

ABSTRACT:

Using data obtained in a controlled ad-auction experiment that we ran, we evaluate the regret-based approach to
econometrics that was recently suggested by Nekipelov, Syrgkanis, and Tardos (EC 2015). We found that
despite the weak regret-based assumptions, the results were (at least) as accurate as those obtained using
classical equilibrium-based assumptions. En route we studied to what extent did humans actually minimize
regret in our ad-auction, and found a significant difference between the 'high types' who indeed rationally
minimized regret and the 'low types' that significantly over-bid. We suggest that correcting for these biases may
improve the accuracy of estimated values.

Author(s): Noam Nisan and Gali Noti
Topic: Applied Economics: Other, Games: Repeated Games
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Rational inattention in online dating

Josue Ortega, j.ortega-sandoval.1@research.gla.ac.uk
University of Glasgow

ABSTRACT:

I conduct a field experiment to test whether rational inattention can explain the information acquisition patterns
in online dating, i.e when users click on a potential partner profile. In Plenty of Fish, a leading free dating
website, I find that users choose their attention levels depending on the competitiveness of the environment: in
heterosexual dating, a very competitive one, female users pay more attention to candidates with majority-
sounding names. However, in homosexual dating, where replies are more common, at least the same attention is
devoted to users with names associated with ethnic minorities. I also find that endogenous attention allocation is
the main channel through which discrimination occurs: when attention is fixed the gap between the replies
received by both groups reduces drastically. Finally, I show that paying the upgrading fee of the website does
not increase the attention nor the replies received, contrary to what Plenty of Fish' ads claim.

Author(s): Josue Ortega
Topic: Social Behavior: Norms and Morals, Field Experiments: General
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The effect of experience on easy click checking

Yefim Roth, rothefim@gmail.com
Technion

ABSTRACT:

New websites and smartphone applications provide easy click checking opportunities that can help consumers
in many domains. However, this technology is not always used effectively. For example, many consumers skip



checking the 'Terms and Condition' link, but check incoming text messages while driving although this behavior
is illegal and dangerous. The current paper presents four laboratory experiments that clarify the significance of
one contributor to the contradicting deviations from effective checking. Studies 1, 2, and 3 show that like basic
decisions from experience, checking decisions reflect underweighting of rare events. It implies sufficient
conditions for the coexistence of insufficient and too much checking. Insufficient checking emerges when most
checking efforts impair performance even if checking is effective on average. Too much checking emerges
when most checking clicks are rewarding even if checking is counterproductive on average. Study 4 shows that
when the goal is to increase checking, interventions that increase the probability that checking is rewarding can
be far more effective than efforts to reduce the cost of checking. Furthermore, the results show that the main
effect of experience on easy checking can be captured with a model that assumes reliance on small samples of
past experiences.

Author(s): Yefim Roth, Michaela Wanke, Ido Erev
Topic: Decision Theory: Preferences, Games: Information
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Conservation auctions and payments for multiple environmental services: A field
experiment in Oaxaca, Mexico

Pallab Mozumder, mozumder@fiu.edu
Florida International University

ABSTRACT:

Mexico has one of the most comprehensive PES (Payment for Environmental Services) programs globally. In
this study we report findings from a field experiment conducted in four communities in the Sierra Norte of
Oaxaca, Mexico to examine the potential efficacy of conservation auction mechanism for four different PES
programs (Mexicos existing payment for hydrological services, Nicaraguas silvopastoral program, Indonesias
program for erosion control on coffee farms and a voluntary carbon forestry program similar to those in Chiapas
or Oaxaca in Mexico). We randomly selected participants and allowed them to communicate with peers in some
sessions (and not in some other sessions) for each auction. Our findings suggest that on average participants
demand a higher willingness to accept (WTA) than the current payment amounts offered in the Mexicos PES
program. Results also suggest that participants understood the different PES program requirements and
significant differences in WTA bid exist across different PES programs (e.g. erosion control, silvopastoral and
carbon forestry practices). We also find that communication matters in shaping WTA bid values in these
conservation auctions. Furthermore, results also imply that Mexicos existing PES program will be more
expensive under conservation auction mechanism compared to its current flat-rate payment regime. Results also
suggest that communities are interested in a more diverse portfolio of PES programs and that forest
conservation policy could respond to broadening the number and type of PES programs offered to these
communities.

Author(s): Pallab Mozumder, Eric Van Vleet and David Bray
Topic: Public Choice: Public Goods and Common Pool Resource, Social Behavior: Group Behavior
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Side effects of affirmative action

Lea Petters, lea.petters@uni-koeln.de
University of Cologne

ABSTRACT:

Quotas are an established instrument of affirmative action aimed at reducing discrimination. In addition to the
direct and desired effects, the introduction of quotas may also effect sabotage and helping behavior. Using a
novel real-effort experimental design, we study the effect of a quota on sabotage activities. In our design, four
participants compete for two prizes which are awarded according to the outcomes of a peer review. Sabotage is
possible by giving peer reviews that do not meet the actual quality of performance. Participants are randomly
assigned to one of two types and we vary whether a quota is implemented or whether there is no quota. In the
case of a quota, at least one of the two prizes has to be awarded to a participant of the type that is advantaged by



the quota. In addition to sabotage, we measure helping behavior through giving in a dictator game that is
conducted after the real-effort task. We find significant effects of quotas both on sabotage and helping behavior.
When a quota is implemented, sabotage is more likely to be targeted at participants of the own type compared to
participants of other types. This finding holds both for participants who are advantaged and participants who are
disadvantaged by the introduction of the quota. In the subsequent dictator experiment, disadvantaged types send
less and receive higher transfers compared to advantaged types. We can show that quotas have substantial side
effects, both on sabotage and on helping behavior. These side effects should be taken into consideration when
designing and implementing mechanisms of affirmative action.

Author(s): Lea Petters, Marina Schroder
Topic: Social Behavior: Lying and Cheating, Methodology: Experimental Design, Tools and Practices
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Groundwater and electricity consumption under alternative subsidies: Evidence from
laboratory experiments

Edgar Tellez Foster, contact@edgartellezfoster.com
University of California Riverside

ABSTRACT:

Pervasive energy subsidies for groundwater pumping pose a challenge for policy makers around the world who
cope with lowering water tables from increased reliance on groundwater resources for irrigation. This paper
outlines a series of laboratory experiments aimed to study the groundwater extraction decisions of stakeholders
under alternative subsidy structures. We propose a model and a methodology for testing the implications of the
model and the modification of energy subsidies for irrigation. We analyze the performance of two traditional
policy interventions, namely, elimination of the subsidy and reduction of subsidy, and then analyze a novel
policy: decoupling of the subsidy from the electricity rate by replacing it with a lump sum transfer. Our
experimental results suggest that the rate of water extraction and the level of water in the aquifer, which are
undesirable under the existing electricity subsidy, can be significantly improved by altering the subsidy
structure. An important finding for policy is that the decoupling leads to similar outcomes as elimination of the
subsidy.

Author(s): Edgar Tellez Foster, Amnon Rapoport, Ariel Dinar
Topic: Public Choice: Public Goods and Common Pool Resource, Social Behavior: Group Behavior
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The effect of point-of-sale CO2 information on flight choice: a real-CO2 lab experiment

Kim Kaivanto, k.kaivanto@lancaster.ac.uk
Department of Economics, Lancaster University Management School

ABSTRACT:

Behavior change in flight choice can potentially have a large impact on total GHG emissions associated with air
travel. Yet the study of route choice architecture ?with the ultimate aim of bringing about large-scale behavior
change ?is still in its infancy. Existing studies of the effectiveness of route-choice shaping measures suffer from
a methodological shortcoming beyond the well-known lack of incentive compatibility that is characteristic of
survey-based studies (e.g. Waygood and Avineri, 2011; Avineri and Waygood, 2013) and of stated-choice
designs (e.g. Gaker et al., 2010). Even if route-specific costs are incorporated into an experiment's real-money
incentive scheme, the associated GHG emissions remain hypothetical in all but fully fledged natural field
experiments. We confront the methodological challenge by devising an extended-domain incentive scheme.
Hence in this paper we report results from a flight-choice experiment in which choices made in the laboratory
have not only real-money consequences but also real-CO2 consequences. The approach developed here is not
specific to air transport. Potentially, this approach may be applied more widely in choice-architecture studies
targeting GHG-emissions efficiency. Our approach exploits the possibility present within the EU Emissions
Trading System (ETS) for retiring emissions certificates ?i.e. of purchasing emissions certificates and removing
them from the EU-ETS and its secondary market ?thereby reducing the total tCO2 that companies in EU-ETS



countries are permitted to emit without facing a heavy ( 100? /tCO2) fine. By credibly committing, at the
beginning of an experiment session, to retiring a specified number of tCO2 at the end of the session less the
tCO2 associated with session-participants choices, we link subjects within-experiment choices to the number of
metric tonnes of CO2 that European businesses may emit without facing the ?100? /tCO2 fine. Within-lab
choices thus have real-CO2 consequences outside the lab. In total we test four different choice-architecture
manipulations: (T1) the provision CO2 information prior to flight choice; (T2) a CO2-neutralizing-prices
treatment; (T3) a CO2 tree-equivalent treatment expressing the number of years of tree growth required to
absorb the flight's CO2 externality; and (T4) an Asymmetric-Dominance Effect (ADE) treatment. Differences
between choices in each of these treatments and choices in the no-CO2-information baseline treatment (T0)
provide measures of subjects' willingness to sacrifice personal gain for reducing a public bad. Yet, unlike
public-bad games (Andreoni, 1995; Moxnes and van der Heijden, 2003), the consequences of the public bad are
experienced outside the lab, over a long period of time ?which is fitting given that the public bad of interest is
CO2 and the consequences are those of climate change. We ran this within-subjects experiment at Lancaster
Experimental Economics Laboratory (LExEL) in 3 sessions of 15 subjects, each of whom responded to 80
choice tasks (3,600 observations in total). We find that, under the real-CO2 incentive scheme, provision of CO2
information prior to flight choice causes a substantial and statistically significant increase in the frequency with
which the CO2-efficient flight option is chosen. The increase between treatments T0 and T1 is 39.7%. None of
the remaining treatments succeed in further augmenting the propensity to choose the CO2-efficient flight
choice. This is consistent with Beatties (2012) finding that carbon labelling does not have the (System 1,
emotional) impact needed to drive behavior change, as well as with Waygood and Avineris (2011) finding that
pure information ?e.g. in the form of 500g of carbon does not provide enough context to allow consumers to
give it environmentally appropriate weight in their decision making. ?Our evidence shows however that
standard experimental subjects are willing to sacrifice private monetary benefit for limiting their contribution to
the public-bad stock (i.e. atmospheric CO2 concentration) when making laboratory choices under an extended-
domain incentive scheme. This approach constitutes a methodological improvement for the elicitation and
estimation WTP for CO2 mitigation over the conventional survey-based or hypothetical stated-choice
instruments.

Author(s): Kim Kaivanto, Eike Kroll, and Cecilia Woerthmueller
Topic: Special Topic: Experimental Payments, Social Behavior: Other-regarding Preferences
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Expected-ideal gap, time-inconsistent preferences and self-control problem: experimental
evidences

Lijia Wei, ljwei.wise@gmail.com
Wuhan University, China

ABSTRACT:

In this paper we experimentally study the reason that people have self-control problems, which defines the self-
control problem as the actual choices deviation from the ideal (the expected-ideal gap). We conduct a controlled
lab experiment to measure student subjects time preferences and self-estimated time preferences. Subjects are
also required to finished expected-ideal gap questionnaire and psychological self-control scales. We find that the
self-control problem is related to the real-estimated time preference ratio and the ability to control desires. We
also find evidences that the expected-ideal gap is related to the exam scores of students, especially exam scores
of mathematics courses.

Author(s): Wei Huang; Lijia Wei
Topic: Decision Theory: Preferences, Psychology and Biology: Gender and Individual Differences
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A rationale for non-linear probability weighting

Di Wang, lexdw6@nottingham.ac.uk
University of Nottingham

ABSTRACT:



When making choices under risk, individuals are often found to weight probabilities non-linearly. In this paper
we provide a theoretical rationale for why individuals weight probabilities non-linearly and why they often do
so with an inverse-S probability weighting function. Our theory is based on two psychologically founded
features of decision making: attention-based state weighting and context-dependent reference points. We show
that the combination of these two features does not only explain the inverse-S shape of the probability
weighting function, but also generate novel implications about how its shape is determined. Our theory also
accommodates experimental evidence which cannot be explained by Cumulative Prospect Theory (Kahneman
& Tversky, 1992), such as violations of rank-dependence and sensitivity of probability weighting to the level
and spacing of outcomes.

Author(s): Di Wang
Topic: Decision Theory: Risk, N/A
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Cognitive load, impulsive behavior, risk aversion and time preferences

Avi Israel, isavi@colman.ac.il
COMAS

ABSTRACT:

Individual time preference is the tendency of individuals to favor utility in either the present or the future; it
varies from person to person, depending on each individuals willingness to wait. Monetary time preference is
measured using the subjective discount rate (SDR), which is the ratio between specific future outcomes that an
individual is willing to accept instead of immediate outcomes he supposed to receive. A higher discount rate
indicates a higher preference for the present, while a lower discount rate indicates a lower preference for the
present. Our research focuses on the influence of cognitive load levels on time preference, risk and impulsive
behavior.

Author(s): Avi Israel, Mosi Rosenboim, Tal Shavit
Topic: Decision Theory: Preferences, N/A
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Extreme underweighting of losses in decisions of whether to choose with consequence

Eldad Yechiam, yeldad@techunix.technion.ac.il
Technion

ABSTRACT:

Previous experiments have found that, contrary to loss aversion, people tend participate in a competitive market
rather than opting out, even when they are likely to lose. We examined whether such underweighting of losses
emerges in (non-competitive) decisions about whether to choose with consequence. In two studies participants
decided whether to select an option for consequential outcomes, or to pick an option and observe the outcome
without consequence. Option sets varied between decisions yielding only gains, or mixtures of gains and losses.
The majority of participants chose to play with consequence even when doing so yielded net losses on average:
A weighting parameter consistent with gain seeking (i.e., reverse-loss-aversion) fit the majority of participants
decisions best. These results suggest that losses are weighted less than gains in experiential decisions of whether
to choose with consequence, a bias which leads to maladaptive behavior.

Author(s): Nathaniel J. S. Ashby, Tim Rakow, & Eldad Yechiam
Topic: Games: Repeated Games, Decision Theory: Preferences
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Disentangling trust from risk-taking: Gender differences

Doron Sonsino, sonsinod@colman.ac.il
The College of Management



ABSTRACT:

Simultaneous trust games were utilized to compare the willingness to invest in human receivers to the
inclination to take risk in six distinct scenarios, controlling the distribution of returns. The results prove that
trust is significantly less responsive to return expectations compared to parallel pure-risk choices, and investors
sacrifice 5% of the expected payoff to trust receivers. Trust is more calculative and volatile for males, while
showing relative stability for females. Risk-seeking males deliver the largest investments, but auxiliary risk-
preference measures fail to interact with females' trust.

Author(s): Doron Sonsino, Max Shifrin, Eyal Lahav
Topic: Games: Other, Decision Theory: Other
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Behavioral effects of natural disasters on fishers

Anna Lou Abatayo, aabatayo@hawaii.edu
University of Hawaii at Manoa / East-West Center

ABSTRACT:

As natural disasters continue to occur at a much higher rate than it did before, there is a need to examine how
experiencing a natural disaster affects the behavior of resource users. To do this, we conduct an artefactual field
experiment with fishers in Siquijor Island, Philippines and investigate the effect of Typhoon Haiyan, one of the
strongest tropical cyclone ever recorded to have made landfall in the country, on fairness, risk and time
preferences of fishers in Siquijor Island. Comparing those affected and not, we find evidence of increased
unfairness and risk-taking among those affected but do not find differences in time preferences.

Author(s): Anna Lou Abatayo and John Lynham
Topic: Social Behavior: Other, Field Experiments: General
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Bringing a natural experiment into the laboratory: The measurement of individual risk
attitudes

Zuzana Brokesova, zuzana.brokesova@euba.sk
University of Economics in Bratislava

ABSTRACT:

Controlled laboratory experiments have become a generally accepted method for studying economic behavior,
but there are two issues that regularly arise with such work. The first pertains to the ability to generalize
experimental results outside the laboratory. While laboratory experiments are typically designed to mimic
naturally occurring situations, ceteris paribus comparisons are rare. Using data from a promotional campaign by
a bank and a matching laboratory experiment, we find similar patterns of risk taking behavior controlling for
gender and age. The second issue pertains to the impact that the payment procedure in an experiment has on
observed risk taking behavior. Specifically, we compare behavior on a risk taking task where that is the only
task and payment is assured, where it is one of several similar tasks of which one will be randomly selected for
payment, and where it is the only task but there is only a small probability of receiving payment. We find
similar behavior across these three payment procedures.

Author(s): Zuzana Brokesova, Cary Deck, Jana Peliova
Topic: Decision Theory: Risk, Methodology: Lab, Field and External Validity
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The impact of depression and anxiety on choice under uncertainty

Guy Mayraz, guy.mayraz@unimelb.edu.au



University of Melbourne

ABSTRACT:

Studies suggest at least 10% of the adult population is suffering from clinically relevant anxiety and/or
depression at any given time, and some studies suggest much higher figures. We study the impact of these
disorders on risk and ambiguity preferences, using a sample of Amazon Mechanical Turk subjects and a
psychological questionnaire that is predictive of the outcome of a psychiatric evaluation for anxiety and
depression. We include incentive compatible questions on the certainty effect, loss aversion, and ambiguity
aversion, and non-incentivised questions on real-life risky choices, such as smoking and driving without a seat
belt. We also include Kahneman and Tversky's Asian disease problem. We find no meaningful difference in any
of the abstract risk or ambiguity questions. By contrast, we find strong differences in all the real life questions
including the Asian Disease Problem, with statistically measurable differences between all three groups (the
anxious, the depressed, and remaining subjects). We discuss the relevance of these findings to understanding the
choices of individuals suffering from common mental health problems.

Author(s): Xue-Ying Cheng and Guy Mayraz
Topic: Psychology and Biology: Emotions, Psychology and Biology: Other
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Naming and shaming of individuals and groups in a public goods experiment

Sven Christens, sven.christens@uni-kassel.de
University of Kassel

ABSTRACT:

Previous research has shown that revealing players identities increases cooperation in public goods games. In
this paper we experimentally investigate whether this finding holds true when decisions are made by groups
rather than individuals. We find that groups contribute more than individuals in the anonymous public goods
game when no information about contributors is revealed. Especially at the beginning of the game, when it is
not yet clear how the other players will behave, groups are more willing to risk a high contribution. However,
while we confirm the positive effect of identification on cooperation among individuals, we do not find such an
effect for groups. This indicates that naming and shaming works for individuals but not for groups.

Author(s): Sven Christens, Astrid Dannenberg, Florian Sachs
Topic: Public Choice: Public Goods and Common Pool Resource, Social Behavior: Group Behavior
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Relationship between measures of preferences in public good games

Benjamin Beranek, benjamin.beranek@nottingham.ac.uk
University of Nottingham

ABSTRACT:

Theory predicts under provision of public goods as the benefits of these goods are non-rivalrous and non-
excludable while the individual contributions to their provision are costly. In spite of this theoretical prediction
we do still observe greater contributions than expected in both real-world situations as well as in laboratory
experiments. It further appears that contribution behavior follows distinct patterns such as conditional
cooperation in which people match contributions they believe others will contribute and free riding in which
people never contribute to the public good (Fischbacher, Gachter, & Fehr, 2001) [FGF]. Many possible
behavioral motivations have been offered to explain these patterns of behavior. In this study our primary aim is
to see if inequality aversion can explain these FGF patterns of conditional cooperation. Further, our research
design allows us to examine (a) the association between FGF types and direct response public good game
contributions (providing a robustness check to the results of Fischbacher, Gachter, & Quercia, 2012) as well as
(b) the association between inequality aversion parameters, beliefs, and direct response public good game
contributions (replicating the results of Blanco, Engelmann, & Normann, 2011 with greater specificity). Using a
within subject design, we employ the Blanco, Engelmann, & Normann, 2011 method to parametrize inequality
aversion using the modified dictator game and the FGF public good game with contribution table to observe



contribution behavior patterns. We compare these measures one to another to answer our primary research
question of whether inequality aversion can explain the FGF patterns of conditional cooperation. We further use
the results of these games to make inequality aversion predictions and FGF predictions for a separate direct
response public good game. We observe that distributions of ?values (the parameter of advantageous inequality
aversion) vary by FGF type with conditional cooperators having higher values than free riders. We also observe
that most people tend to contribute the amount predicted by theory or deviate by contributing even more, rather
than less, than the amount expected. These results show that, while it can account for some public goods
provision, inequality aversion is likely to be just one of many behavioral motivations at play in the public goods
contribution decision making process. In a final exercise to evaluate these two behavioral motivations one
against another, we conduct a horse race between these two competing explanations of public good game
contributions: parameter based inequality aversion predictions and the strategy based FGF predictions.

Author(s): Benjamin Beranek, Robin Cubitt, Simon Gachter
Topic: Public Choice: Public Goods and Common Pool Resource, Social Behavior: Other-regarding
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Joint exploration for the public good - theory and experimental evidence

Topi Miettinen, topi.miettinen@hanken.fi
Hanken School of Economics and HECER

ABSTRACT:

We develop of a simple theory of costly team exploration where team members sequentially search for a public
good located in some of finitely many locations (exploration game). As opposed to a corresponding public good
game (where the locations of the public goods are known), the exploration game exhibits informational
externalities in addition to the typical public good payoff externalities. Encouragement effects and quantal-
response equilibrium both predict that (especially first-mover) contributions are higher in the exploration game.
Moreover the equilibrium contributions in the exploration game exhibit non-monotonicities in the value of the
public good that are not present in the public good game. We test these predictions in a large scale lab
experiment where we control for other-regarding preferences, risk-aversion, cognitive reflection style, and
gender.

Author(s): Emma von Essen, Marieke Huysentruyt, and Topi Miettinen
Topic: Games: Information, Public Choice: Public Goods and Common Pool Resource
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Cooperation and coordination in games with population uncertainty

Fabian Winter, winter@coll.mpg.de
Max-Planck-Institute for Research on Collective Goods

ABSTRACT:

Many situations in our social lives can be described as 'games' in the sense that the outcome of our actions also
depend on other peoples' actions. This is particularly relevant in cooperation problems, where the joint efforts of
cooperation are a crucial precondition for the provision of social order. However -- with extremely few
exceptions -- the literature on cooperation assumes common knowledge about who is a player and how many
players are involved. In this paper, we argue that this assumption is overly restrictive, and not even very
common in real-world cooperation problems. We show theoretically that uncertainty about the number of
players in a volunteer's dilemma increases cooperation under quite weak assumptions. We identify additional
behavioral mechanisms amplifying and impairing the effect and test these different mechanisms in a controlled
laboratory experiments.

Author(s): Fabian Winter and Adrian Hillenbrand
Topic: Public Choice: Public Goods and Common Pool Resource, Games: Coordination
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Session size and its effect on identity building: Evidence from a public good experiment

Qian Weng, qian.weng@ruc.edu.cn
Renmin University of China

ABSTRACT:

The effect of session size has largely been ignored in experimental studies, despite the possibility that it may
affect peoples perception of the strength of the potential link between them and consequently the strategies used
in the interactions. This paper investigates how the effect of an induced common identity on individual
cooperative behavior differs depending on session size in a repeated public good experiment with constant
group size and partner matching. We find that induced identity significantly enhances cooperation only when the
session size is small and only in the initial period. In all other periods, induced identity does not have a
significant effect on cooperation in either small or large sessions. The same null effect of identity in small and
large sessions suggests that session size is not a confounding factor of identity in repeated interaction settings.

Author(s): Qian Weng
Topic: Public Choice: Public Goods and Common Pool Resource, N/A
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Selfies, therefore selfish? An experiment on the impact and value of a selfie

Margaret Samahita, margaret.samahita@nek.lu.se
Lund University

ABSTRACT:

We investigate whether taking a selfie affects our willingness to cooperate and the factors that affect our
willingness to publish certain information on the web. Consistent with behavioral addiction theories, taking a
selfie has a strong negative impact on cooperation among subjects who take selfies frequently, but not on other
subjects. We also find that adding a selfie to information about the subjects name and her degree of cooperation
will increase the subjects unwillingness to publish her information. Furthermore, the premium that each subject
demands to add a selfie to this information is significantly negatively correlated with the subjects degree of
cooperation.

Author(s): Hakan J Holm, Margaret Samahita
Topic: Public Choice: Public Goods and Common Pool Resource, Social Behavior: Norms and Morals
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Bad apples in the neighborhood: An experiment of local public good provision

Andrej Angelovski, aangelovs@gmail.com
LUISS

ABSTRACT:

In the circular neighborhood with eight members, each can contribute to both their local public goods, their left
one shared only with the left, the right one only with their right direct neighbor. Two members are bad apples in
the sense of experimentally induced low productivity or of no outcome feedback after periodic interaction with
their two neighbors. Treatments vary in how far apart the two bad apples are located, .e. whether they are next
to each other or far away from each other. All 8 two-person public good games are structurally independent.
However, participants repeatedly interact in constant neighborhoods for 8 or 16 periods so that contributions in
a such game might influence the play of other games. Our focus is to robustly confirm behavioral intra-and-
interpersonal spillovers (Angelovski et al., 2016), their dynamics as well as their differences between bad apples
and other members of the circular neighborhoods.

Author(s): Andrej Angelovski, Daniela Di Cagno, Werner Guth, Francesca Marazzi, Luca Panaccione
Topic: Public Choice: Public Goods and Common Pool Resource, N/A

Back to session: Public goods II



Inducing different motives in public goods settings: an examination of 'deep' decision
processes

Steven Bosworth, steven.bosworth@ifw-kiel.de
Kiel Institute for the World Economy

ABSTRACT:

This paper examines how two psychological motives (care and anger), induced through autobiographical recall,
impact decision processes in a public goods setting. Subjects were asked to recall memories in which they cared
for another person or alternately in which they were angry. We then study how their experimentally induced
affective and motivational states impact their contributions, beliefs, perceived norms, conditional contribution
strategies, and their perception of the strategic incentives ('game harmony') in a public goods game. We
additionally use mouse tracking to study how the inductions influence attention to one's own vs. others' payoffs.
In this way the study contributes to economic knowledge regarding how different contexts influence human
cooperation, but also how various mental processes constitute the beliefs and preferences that drive such
behavior.

Author(s): Steven Bosworth, Simon Bartke, Dennis Snower, Gabriele Chierchia
Topic: Psychology and Biology: Emotions, Public Choice: Public Goods and Common Pool Resource
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Abusive punishers, an experimental investigation of punishment power

Leonard Hoeft, hoeft@coll.mpg.de
MPI Bonn

ABSTRACT:

Designated punishment has been proposed as an alternative remedy to peer punishment in social dilemmas.
Experimental evidence suggests that designated punishers indeed solve social dilemmas. This common
enforcement institution is characterized by high punishment efficiency and concentration of power that open up
possibilities of abuse and corruption. We vary punishment power in a public good game with a single punisher
and show that participants in a laboratory experiment learn to extort higher contributions from their peers while
decreasing their own. This abuse of power over time is aggravated with higher punishment efficiency and leads
to significantly higher payoffs for punishers.

Author(s): Leonard Hoeft, Wladislaw Mill
Topic: Social Behavior: Norms and Morals, Games: Repeated Games
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Antisocial punishment in second-party and third-party cooperation games: Experimental
evidence from a small-scale society of Papua New Guinea

Andreas Pondorfer, andi.pondorfer@gmail.com
Kiel Institute for the World Economiy

ABSTRACT:

Antisocial punishment is widespread in some societies but not in others. The underlying motivations for
antisocial punishment are not clear. They may range from spitefulness, rejection of anti-conformist behaviour,
or (in repeated interactions) vengeance. Existing studies in evolutionary theory even show that costly
punishment no longer promotes cooperation when anti-social punishment is present. The present study
compares patterns of antisocial punishment between second-party punishment (punish as active party) and
third-party punishment (punish as by-standers). In doing so, we implemented a series of anonymous, one-shot,
prisoner?s dilemma (PD) games among the Teop, a small-scale society located in Bougainville, Papua New
Guinea (PNG). Centralized institutions for the enforcement of legal rules are largely absent in PNG, meaning
that social norms almost exclusively regulate social life. In addition, PNG societies more closely resemble the



human societies under which our social preferences evolved than the modern, complex societies in which most
people at present live. Therefore it is an ideal environment for studying the mechanisms of second-party
punishment and third-party punishment in the context of a collective action problem. We find that antisocial
punishment is endemic in Teop and most likely based on spiteful behaviour.

Author(s): Gianluca Grimalda (Kiel Institute for the World Economy, Germany), Andreas Pondorfer (Kiel
Institute for the World Economy, Germany) and David Tracer (University of Colorado, United States)

Topic: Social Behavior: Norms and Morals, Field Experiments: General
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Cooperation, punishment and domination

Ruslan Shichman, ruslan.shichman@gmail.com
University of Nottingham

ABSTRACT:

In this paper we systematically study the influence of differences in returns and punishment mechanisms on
cooperation. Previous experimental literature on Public Goods games explored the effect of a single asymmetry
at a time, we allowed for multiple concurrent asymmetries to model the presence of dominant individuals. For
our inquiry we used long horizon Public Goods game with endogenous number of punishment stages. We find
weak evidence that disturbance from heterogeneous returns, reported by others and present in one of our
treatments, can be alleviated by addition of higher punishment capacity to the higher returns. Nonetheless, it
clear that all asymmetries undermine inter-group cooperation, as they decrease contributions and induce
conflicts.

Author(s): Shichman R, Gaechter S, Sefton M
Topic: Games: Repeated Games, Games: Other
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When do we leave carrots for sticks: On the evolution of sanctioning institutions in open
communities

Marina Chugunova, marina.chugunova@wiso.uni-hamburg.de
University of Hamburg

ABSTRACT:

There is substantial evidence that punishment regimes are more effective than reward ones for maintaining
cooperation in social dilemmas. Yet, it is still unexplored which of the two institutions prevail when both
compete directly and repeatedly against each other. In the current paper, we analyze this question in a setting
similar to Guererk et al. (2014) where subjects can choose between punishment and reward regimes in every
period. We find that the vast majority of subjects prefer the reward system even if contribution rates collapse.
Results indicate that those reward regimes attract persistently the majority of subjects, which limit the income
dispersion by means of rewards targeted at cooperators. If subjects migrate to the punishment regime, they
cooperate all almost fully even without the actual use of punishment.

Author(s): Marina Chugunova Wolfgang Luhan Andreas Nicklisch
Topic: Social Behavior: Group Behavior, N/A
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Extreme (and non-extreme) punishments in sender-receiver games with judicial error: an
experimental investigation

Meng-Jhang Fong, r03323002@ntu.edu.tw
National Taiwan University

ABSTRACT:



We conduct an experiment which incorporates ex post punishment and judicial uncertainty into the discrete
sender-receiver game of Crawford and Sobel (1982) where a knowledgeable sender sends a cheap-talk message
to a receiver who determines a policy action. After taking this action, the receiver observes a noisy signal of the
true state and can impose a costly punishment on the sender. We vary the strength of punishment from mild
(nominal), strong (deterrent) to extreme (potential of losing everything), and vary receivers signal uncertainty
when punishment is extreme. We find that receivers trust senders more when there is punishment, but punish
less as the strength of punishment increases (given a 20% error rate in the noisy signal). However, this
punishment has ambiguous impact on the senders lying rate, though information transmission in general
improves under punishment. Finally, extreme punishment increases if the signal is more accurate, suggesting a
trade-off between wrongly punishing innocent senders and not being able to punish liars.

Author(s): Meng-jhang Fong, Joseph Tao-yi Wang
Topic: Social Behavior: Communication, Social Behavior: Lying and Cheating
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Close but no cigar _ the (in)effectiveness of punishment in the collective-risk social
dilemma

Michele Griessmair, michele.griessmair@univie.ac.at
Vienna University

ABSTRACT:

Punishment is a widespread phenomenon in naturally occurring environments playing an important role in the
functioning of small-scale communities as well as the society at large. Extensive literature documents the
effectiveness of punishment in social dilemma situations as they reduce the gain for free riding. When
investigating the effectiveness of sanctions, experimental economists have typically focused on voluntary
contributions in settings not involving a threshold. However, many public goods such as global climate,
overfishing, antibiotic use, or vaccinations require that a certain level of cooperation is reached in order to avoid
a collapse of the public good. The present study investigates the effectiveness of punishment and
communication in the collective-risk social dilemma (CRSD) in which individuals lose all their money left in
their private account with a certain probability if they do not succeed in collectively contribute sufficient funds
to the public account. Whereas in standard public good games punishment has proven to be an effective
mechanism for fostering cooperation, our results show that in the CRSD sanctions resulted in the worst possible
outcome: low individual savings and no collective benefit by just failing to reach the target. Notably,
punishment significantly increased cooperation but individuals engaged in what can be referred to as ?weak free
riding?: they contributed a little less than the fair share, sufficient to ensure that punishment by other team
members was unlikely, but not enough to reach the target sum. Ultimately, this behavior resulted in both the
collapse of the public good as well as substantial welfare loss. When paired with communication, however, all
groups were successful in preventing the collapse of the public good. What is more, in this case the sanctions
did not have to be imposed but their mere presence was sufficient to prevent the collapse.

Author(s): Michele Griessmair, Madeline Schneider, Franz Wirl
Topic: Public Choice: Public Goods and Common Pool Resource, Social Behavior: Group Behavior
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Improving voluntary public good provision by a non-governmental, endogenous matching
mechanism: experimental evidence

Christiane Reif, reif@zew.de
Centre for European Economic Research (ZEW)

ABSTRACT:

Social norms can help to foster cooperation and to overcome the free-rider problem in the private provision of
public goods. This paper focuses on the enforcement of social norms by a self-introduced punishment and
reward scheme. In a laboratory experiment, we analyse if subjects are able to achieve the implementation of a
norm-enforcement mechanism at their own expense by applying the theory of non-governmental norm-
enforcement by Buchholz et al. (2014). Based on their theory which omits a central authority but introduce an



endogenously determined enforcement mechanism, we implement a two-stage public good game. In the first
stage, subjects determine the strength of penalty/reward on their own and in the second stage, they determine
their personal contributions to the public good. We find that the utilisation of the mechanism by Buchholz et al.
(2014) leads to a higher public good contribution than not using any mechanism. Only in a few cases, groups
end up with a zero enforcement mechanism. This result indicates that subjects are apparently willing to
contribute funds in order to implement an enforcement mechanism. Moreover, higher enforcement parameters
lead to higher public good contributions in the second stage, although enforcement parameters which are
generally too high result in unreachable theoretical optima.

Author(s): Christiane Reif, Dirk Rubbelke, Andreas Loschel
Topic: Social Behavior: Group Behavior, Social Behavior: Norms and Morals
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Altruistic punishment does not fit the crime in the field

Nikos Nikiforakis, nikos.nikiforakis@nyu.edu
New York University Abu Dhabi

ABSTRACT:

The degree of human cooperation among strangers in large societies is a major evolutionary puzzle. One of the
most prominent explanations is that cooperation is maintained because many individuals have a predisposition
to punish those violating group-beneficial norms, even if doing so is costly. A critical condition for cooperation
to evolve in evolutionary models is that, as in formal institutions charged with maintaining social order,
altruistic punishment fits the crime, i.e., it increases with the severity of the violation. Here we present evidence
from the first field experiment investigating whether punishment fits the crime in real-life interactions. We show
that in the field, unlike in lab experiments, altruistic punishment does not increase with the severity of norm
violations. We also show that more severe violations trigger greater concerns for counter-punishment suggesting
that contrary to standard assumptions in models of cooperation the marginal cost of punishment increases with
the severity of violations in the field, making altruistic punishment less likely to prevent large violations. As a
consequence, altruistic punishment may not provide appropriate incentives for strangers to cooperate. Our
findings provide a rationale for why mechanisms that avoid the threat of counter-punishment such as pooled
punishment and formal institutions in charge of punishment may have emerged to promote the large-scale
cooperation observed among strangers.

Author(s): Loukas Balafoutas, Nikos Nikiforakis and Bettina Rockenbachc
Topic: Social Behavior: Norms and Morals, Field Experiments: General
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Covenants before swords: communication and sanctions in heterogenous populations

Christian Koch, christian.koch@nyu.edu
NYU Abu Dhabi

ABSTRACT:

The threat of sanctions can be an effective way to reach cooperative outcomes in a social dilemma as they
discipline interacting parties. When parties have heterogeneous preferences, a compromise may, however, not
always be found and the threat of sanctions may materialize in a conflict, especially when parties can not only
sanction but also counter-sanction each other. We use a between- and within subject design to test whether the
often-discussed mechanism of non-binding communication can prevent and resolve conflict even in an arguably
more realistic public-goods environment than prior studies have used, featuring heterogeneity and rich
sanctioning opportunities. Our data suggests that communication is able to prevent and resolve conflict to a
substantial degree. Two important drawbacks, however, arise. First, communication is unable to reduce the level
of counter-sanctions once initial sanctions have been applied. Second, not all groups that have experienced a
history of conflict are able to reach a compromise through communication. Surprisingly, while the combination
of sanctions and communication is most effective in the short run, sanctions are not necessary in the long run.

Author(s): Christian Koch, Charles Noussair, and Nikos Nikiforakis
Topic: Social Behavior: Group Behavior, Public Choice: Public Goods and Common Pool Resource
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Sustaining cooperation: a comparative evaluation of cooperative preferences, peer
pressure and formal punishment

Till Weber, till.weber@nottingham.ac.uk
University of Nottingham

ABSTRACT:

Cooperation - behaviour that is costly to the individual, but increases overall welfare - is not trivial to explain. It
could be the result of an intrinsic motivation to cooperate; of informal punishment mechanisms (e.g., peer-
pressure); or of formal sanctioning institutions (i.e., police and courts). We report on a laboratory experiment
designed to disentangle and quantify the relative impact of these three factors. We conduct four variations of
public good games: a game with informal peer-punishment, formal sanctioning institution and thirdly a game
combining both, peer-punishment and a formal sanctioning institution. Additionally, we implement a control
treatment with no possibility of punishment. The experiment was conducted in the United Kingdom, a country
characterized by a relatively high level of trust, and with very little anti-social peer-punishment. Informal peer-
punishment induced high and stable cooperation levels. The formal sanctioning institution was the least efficient
in terms of social welfare. A best reply analysis reveals that it crowds out voluntary contributions. The
combined treatment did not differ significantly from peer-punishment alone in terms of cooperation and
efficiency levels. We conclude that informal peer-punishment is crucial in stabilising cooperation levels in the
long run, in comparison with a formal sanctioning institution which encourages best-reply reasoning and only
induces cooperation when the monetary incentives are large enough.

Author(s): Simon Gaechter, Till Weber and Ori Weisel
Topic: Public Choice: Public Goods and Common Pool Resource, N/A
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The economic integration of richer and poorer social classes in relation to punishment
leads to a redistribution of wealth

Riccardo Pansini, r.pansini@gmail.com
Kunming Institute of Zoology

ABSTRACT:

When partners not belonging to the same peer circle cooperate to achieve higher incomes, they may shift their
game strategies into an asymmetric state due to their dominant or subordinate rank. Especially in countries
wherein the distribution of wealth is uneven, investigating hierarchical class segregation and the use of
punishment used downward in the hierarchy becomes of key interest. We implemented an Iterated Prisoners
Dilemma game on Chinese richer and poorer subjects to assess the effect of segregation and integration. In the
laboratory, we split the subjects into two classes and we gave the authority to only one class to punish the other
one. When richer subjects could punish poorer subjects (as in a segregated society), the richer ones cooperated
less to punish more the poorer ones. When richer subjects could punish poorer subjects and vice versa at
random combinations (as in an integrated society), instead, they defected less to punish more. In the segregated
society model, the punishing class earned double as much as the non-punishers. In the integrated society model,
conversely, weak differences in earnings were found. An Agent Based simulation confirmed the players rely on
a short memory size to take decisions, and confirmed their strong inclination to defect at first-time partner
encounters. This holds true when the interacting agents become thousands rather than hundreds. We conclude
that, especially in the developing economies, stimulating the social classes to become more integrated in their
cooperative exchanges may well lead to a redistribution of wealth.

Author(s): Riccardo Pansini, Marco Campenn??, Lei Shi
Topic: Games: Repeated Games, Psychology and Biology: Other
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Second-order beliefs in reputation systems with endogenous evaluations: An experimental



study

Matthias Greiff, matthias.greiff@wirtschaft.uni-giessen.de
JLU Giessen

ABSTRACT:

We investigate a repeated public good game with group size two and stranger matching. Contributions are
public information and each participant evaluates her partners contribution. At the beginning of each period,
participants receive information regarding the evaluation of the previous period. Evaluations are subjective
judgements, hence our reputation system allows for some degree of noise. There are two information
treatments: Each participant receives information either about her partners evaluation, or about her own and her
partners evaluation. The results show that although participants condition their contributions on their partners
evaluations, this information alone is insuffcient to raise contributions. Only if participants also know their own
evaluations, we find an increase in contributions.

Author(s): Matthias Greiff and Fabian Paetzel
Topic: Games: Repeated Games, Social Behavior: Communication

Link: http://www.matthiasgreiff.net
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Will any gossip do? Gossip does not need to be perfectly accurate to promote trust

Kim Peters, k.peters@uq.edu.au
University of Queensland

ABSTRACT:

The fact that gossip can be inaccurate, intentionally or otherwise, has led to questions over its ability to build
cooperation in large societies. We explore the impact of gossip accuracy on trust in a behavioral setting.
Participants (N=360) played repeated one-shot trust games in anonymous 12-person networks that varied in
their transmission of accurate or inaccurate reputational information. Participants were indeed sensitive to
gossip accuracy: greater inaccuracy led to lower trust and trustworthiness. Nevertheless, we observed greater
trust and trustworthiness in conditions where inaccurate gossip was present than in our control where it was
absent. These data suggest that even inaccurate gossip induces a degree of reputational concern in the targets of
gossip and some willingness to discriminate among recipients of gossip. It seems that gossip does not need to be
perfectly accurate to be effective in inducing cooperation.

Author(s): Kim Peters & Miguel A. Fonseca
Topic: Social Behavior: Communication, Psychology and Biology: Other
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Information transmission and the shadow of the future: An experiment

Emanuel Vespa, vespa@econ.ucsb.edu
University of California, Santa Barbara

ABSTRACT:

We experimentally examine the ways in which information transmission is affected by the ability to form a
reputation for honesty over an ongoing relationship. Where the one-shot literature has documented substantial
over-communication and preferences for honesty, in our repeated setting the outcomes are more consistent with
uninformative babbling outcomes with and without reputation. This is particularly surprising as honest
revelation is supportable as an equilibrium outcome with reputation. We show through additional controlled
treatments that this selection outcome stems from strategic uncertainty. We also show that simple institutions,
captured with changes of the game that do not affect the set of individually rational payoffs, can substantially
increase the amount of information transmission.

Author(s): Emanuel Vespa and Alistair Wilson
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Trust and reputation in the sharing economy: The role of personal photos in airbnb

Aliza Fleischer, aliza.f@mail.huji.ac.il
Hebrew Univeristy of Jerusalem

ABSTRACT:

Airbnb is a sharing-economy platform in which hosts renting apartments to guests. The implied host-guest
interactions entail more risks than regular ecommerce (e.g., of physical violence). Therefore a necessary
condition for such transactions is trust. We study the role of the hosts photo in establishing trust in Airbnb.
Despite the importance of trust in the sharing-economy, a comparison we conducted between the
reputation/review-scores of Airbnb hosts and that of booking.com hotels revealed surprisingly that Airbnb
reviews are uninformative. All hosts receive very high scores. In 5 large European cities Airbnb listings review-
scores were higher by 20% than hotels scores. Moreover, over 90% of Airbnb hosts received a review-score of
4.5-5 stars making them practically indistinguishable. We assert that in this trust-starved ecommerce
environment, the neutralization of the reputation measure by indistinguishable scores amplifies the role of the
hosts photos in communicating their trustworthiness. Thus, we predict that the hosts photo impacts the listings
demand, reflected in its price and its likelihood to be booked. Study1 evaluates the impact of the hosts personal
photos on their listings market price. We downloaded all available data about all listings in Stockholm (e.g.,
apartment size, review-score, price, etc.) and combined the data with trustworthiness scores determined for each
hosts photo, by respondents on Mturk. We also estimated the attractiveness of each apartment photo. We found
a price-premium for trustworthy photos: hosts whose pictures were judged as more trustworthy charge higher
prices than their less trustworthy counterparts. Specifically, an increase in one unit of the trustworthiness score
(0-10 scale) is reflected by about 7% greater listing price. As predicted review-scores did not affect price, as
97% of the scores were ranged 4.5-5 stars. Study2 is a controlled experiment that assesses the direct effect of
the hosts photo on guests choice to book the listed unit. Participants booked a listing from a menu of 4 options
in Stockholm. Using mixed-logit analysis we found that trustworthiness significantly affects the probability to
be booked. A pre-test preceded the experiment in which subjects judged the trustworthiness and attractiveness
of 70 photos of unfamiliar people. The photos whose mean rating scores were most extreme (highest and lowest
on each scale) were selected for the main experiment. The main experiment simulated choice of a listing on
Airbnb, when attractiveness and trustworthiness of hosts photos vary, whereas review scores are kept constant
at the highest level. Three options represented Airbnb apartments and the fourth was hotel room. Each
apartment option included a hosts photo and her details, price, apartment photo, short description of the
apartment, and guests mean review score. The hotel option featured the logo of Best Western instead the hosts
photo. The experimental design used the full factorial principle with all possible combinations of photos and
price levels. Prices varied systematically, based on actual prices from Airbnb website. The hotel option was
fixed throughout all choice sets, and offered a price equivalent to that of 3 stars hotel in Stockholm. Participants
(N=566) were asked to choose their preferred option of accommodation for one night in Stockholm. The results
of the mixed logit analysis revealed that both trustworthiness and attractiveness affected choice: the higher they
ranked, the higher the likelihood of booking the listing, holding other attributes constant. Attractiveness played
a minor role relatively to trustworthiness. The analysis shows that the effects of the hosts trustworthiness and
attractiveness on choice are robust to differences in apartments attractiveness. Other control variables revealed
that 75% participants preferred a female host over a male host and 70% preferred hotels over apartments. In
summary, the listings demand, as reflected by its price (Study1) and its likelihood to be booked (Study2), is
affected by the perceived trustworthiness of the hosts photo. Interestingly, only 8% of the guests were aware of
this personal photo effect on their judgment in a post experiment questionnaire. Our analysis shows that in
platforms like Airbnb, the review scores of the product/asset are less influential than the impression that the
guest develops of the hosts personal appearance (e.g., their photo).

Author(s): Eyal Ert, Aliza Fleischer and Nathan Magen
Topic: Applied Economics: Other, N/A
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From anomalies to forecasts: the 1-800 critique and the choice prediction competitions
solution



Ido Erev, erev@tx.technion.ac.il
Israel Institute of Technology

ABSTRACT:

The 1-800 (or toll-free) critique is one of the most important challenges to the hope of using laboratory research
to predict economic behavior in natural settings. It captures the fact that different experiments reveal different
behavioral regularities and it is typically difficult to know which of the different regularities is more important
in a particular application. Mainstream research in behavioral economics tries to address this critique with a
focus on choice anomalies that imply counter-examples to rational decision theory, and refinements of the
rational model (i.e. by adding parameters) that capture the results. The hope is that the usage of rational model
as a benchmark will produce a general descriptive model. Bernoulli's (1738) expected utility theory started this
influential line of research. It generalizes the most basic rational model, the expected value rule, by adding one
psychological parameter: risk aversion or diminishing returns. The current paper questions the value of this
solution. It shows that the basic rational model is a very narrow benchmark, and the traditional efforts to refine
it does not solve the 1-800 critique. The fact that that a particular experiment demonstrates a clear violation of a
general theory does not imply that the violation reflects a general behavioral tendency. The significance of this
observation is clarified in an experiment that examines the generality of 14 of the best-known counter-examples
to rational decision theory (including the Allais and Ellsberg paradoxes, the tendency to overweight rare events,
and the reflection effect). The results show that many of these anomalies are replicable, but the availability of
feedback eliminates, or even reverses them. The paper concludes with a discussion of one possible solution to
this problem: A focus on choice prediction competitions.

Author(s): Ido Erev, Eyal Ert, Ori Plonsky, Doron Cohen, and Oded Cohen
Topic: Decision Theory: Learning, Decision Theory: Risk
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Modelling choice behavior: Implications from the recent choice prediction competition

Ori Plonsky, plonsky@campus.technion.ac.il
Technion - Israel Institute of Technology

ABSTRACT:

This talk focuses on the results and implications of CPC2015, a choice prediction competition for decisions
under risk, under ambiguity and from experience. CPC2015 was aimed to facilitate the development of useful
models for predictions of choice behavior in a large space of problems under which 14 classical, and sometimes
contradictory, choice anomalies (including Allais, Ellsberg, and St. Petersburg paradoxes) emerge. Such models
can in turn inform decision research of the most useful theoretical approaches and the most likely underlying
processes of choice behavior. The competitions organizers first ran an estimation study of randomly selected
problems from the wide space, presented their favorite model capturing its results, and then challenged other
researchers to develop better models. Twenty-five teams representing five continents submitted a competing
model. The models were evaluated based on their prediction accuracy of the competition study, which included
other problems randomly selected from the same space, and which results were only published after the
submission deadline. The results show that the best models assume high sensitivity to the expected values, the
use of several simple heuristics, and learning to choose the option that is better most of the time. Two
theoretical observations are discussed. First, successful models had to integrate elements from three very
different decision-theory approaches: subjective expected utilities, simple heuristics, and mental sampling.
Second, theory-free statistical learning submissions provided very poor predictions. This latter observation is
further investigated. The analysis shows that best performance is achieved by a combination of theoretical
understanding of the basic drivers of choice behavior with the use of sophisticated machine learning tools that
organize these drivers in the most effective manner.

Author(s): Plonsky Ori
Topic: Decision Theory: Other, Psychology and Biology: Cogonition
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Transfer and the processes that underlay decisions under risk

Doron Cohen, doronco30@gmail.com



Technion

ABSTRACT:

Mainstream decision-making research rests on the assumption that decision between fully described prospects is
a reflection of the decision makers' properties. For example, under expected utility theory (von Neumann &
Morgenstern, 1947) it reflects the decision makers' utility function and wealth, and under prospect theory
(Kahneman & Tversky, 1979) it reflects the decision makers value and weighting functions. This assumption
facilitates experimental research as it implies no transfer (and independence) between choice behavior in
subsequent choice tasks (at least when the subjects are paid for one randomly selected task). The current paper
presents two studies that explore the descriptive value of this 'no transfer' assumption. In Study 1 we re-analyze
the data collected in the 2015 choice prediction competition (Erev et al., 2016). Each participant in this study
faced each of 30 problems for 25 trials. Most problems were fully described, and the participants were paid for
only one of the 750 choices. 19 problems included a dominant prospect. The results reveal positive transfer
between the problems: Experience reduced the rate of violations of the dominance principle from 18% in the
first 5 problems to 3% in the last 5 problems. Study 2 compares two explanations for the positive transfer
observed in Study 1: An increase in rational choice, or an increase in the tendency to equally weight all possible
outcomes. The results support the equal weighting hypothesis; when equal weighting implies violation of
dominance, experience increases the violation rate. The implications of this observation to basic decision
research are discussed.

Author(s): Doron Cohen
Topic: Decision Theory: Learning, Decision Theory: Risk

Back to session: Risky choice I

Experience eliminates decoy effects in decisions under risk

Eyal Ert, Eyal.Ert@mail.huji.ac.il
Hebrew University

ABSTRACT:

The decoy effect shows that introducing a decoy option that is dominated by a target increases the likelihood of
choosing the target. It is considered to be the best-known demonstration of the violation of the independence of
irrelevant alternatives axiom, and key evidence in support of the assertion that choice is based on the context in
which it is made. Demonstrations of the decoy effect have focused on contexts that involve one-shot decisions
from description. Thus, the robustness of the decoy effect to repeated decisions and experience is still unknown.
The current paper explores this question. In three experiments we find that: 1. decoy effects do not occur in
decisions from experience (experiment 1), 2. Decoy effect is not robust to experience even when the options are
fully described (experiment 2), 3. Double decoy experimental design (comparing decoy of the target to decoy of
the competitor) facilitates decoy effects from description, but the addition of experience and feedback eliminate
these effects.

Author(s): Eyal Ert, Tomas Lejarraga
Topic: Decision Theory: Risk, Decision Theory: Learning
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Does self-control depletion affect risk attitudes?

Holger Gerhardt, holger.gerhardt@uni-bonn.de
University of Bonn

ABSTRACT:

A core prediction of recent dual-self models is that a persons risk attitudes depend on her current level of self-
control. While these models have received a lot of attention, empirical studies tailored to testing their core
prediction are lacking. Using two prominent models, we derive precise hypotheses for choices between risky
monetary payoffs in a state of low self-control, compared to regular self-control; in particular, lower levels of
self-control should induce stronger risk aversion for stakes within a particular range. We test the hypotheses in a
lab experiment with a large number of subjects (N = 308), using a well-established self-control depletion task



and measuring risk attitudes via finely graduated choice lists. While independent manipulation checks document
the effectiveness of our depletion task, we do not find any evidence for increased risk aversion after self-control
depletion. Our findings have important implications for the future modeling of decision making under risk.

Author(s): Holger Gerhardt, Hannah Schildberg-Horisch, Jana Willrodt
Topic: Decision Theory: Risk, Methodology: Experimental Design, Tools and Practices
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Towards a process model of risky choice

Orian Sharoni, oriansharoni@gmail.com
Tel Aviv University

ABSTRACT:

Risky choice is subject to a number of violations of normative decision-making, which are accounted by a
number of descriptive models of choice, such as the Prospect Theory. These models, however, are not process
models. In our study we examine the time-course of risky choices (lotteries), while we also track the eye-
trajectories of the participants, who choose between the lotteries (that they play later for monetary reward). The
behavioral results indicate risk-aversion, which appears to increase with the amount. We fit the data via a
number of computational models that include, CPT2/CPT3, as well as TAX and we compute Bayesian
Information Criteria. The results indicate that CPT2 gives the best fit to the average participant, but that CPT3
gives a better fit for individual participants. We use the eye-trajectories to further constrain the development of
preference within each trial. This allows us to understand the role of attention in generating preference and in
making decisions, which we plan to test in a second experiment that manipulates the visual saliency of amounts
vs. probabilities.

Author(s): Orian Sharoni, Moshe Glickman, Dino Levy & Marius Usher
Topic: Decision Theory: Risk, Psychology and Biology: Cogonition
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Sinn's theory of the welfare state - Some experimental evidence

Philipp Krugel, kruegel@hsu-hh.de
Helmut-Schmidt-University Hamburg

ABSTRACT:

In his model, Sinn (1995) [Sinn,H.-W. (1995). 'Theory of the Welfare State', Scandinavian Journal of
Economics 97, pp. 495-526.] adopts the view that the welfare state can be seen as a social insurance device that
makes lifetime careers safer. The theory is built on the results of Domar and Musgrave (1944) [Domar, E., and
R.A. Musgrave (1944). 'Proportional Income Taxation and Risk-Taking', Quarterly Journal of Economics 58,
pp. 388-422.] who showed that taxing the returns from risky investments encourages risk taking. Sinn argues
that if tax returns are then redistributed risk taking might be even higher because people feel protected by the
welfare state. We experimentally study if the theoretical results of Domar and Musgrave and Sinn can be
supported with empirical data from the laboratory.

Author(s): Philipp Krugel and Stefan Traub
Topic: Decision Theory: Risk, N/A
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Investment decision under negative interest rates

Anat Bracha, anat.bracha@gmail.com
Federal Reserve Bank of Boston

ABSTRACT:



The current European Central Bank (ECB) deposit rate stands at minus 0.4 percent, yields on 2-year German
government bonds are negative, and some speculate that these rates may be reduced even further. At the same
time, the U.S. 2-year government bond rates and deposit rates, although very low, are nevertheless positive.
Insights from Prospect Theory (Kahneman and Tversky 1979) suggest that such disparity may lead to excess
flow of fund into the US. Yet, the environment of negative interest rates is different than considered in Prospect
Theory in two important ways: first, decisions are framed in terms of rate of return, and second, parking money
in the U.S. as a foreign investor leads to a mixed lottery with potential positive or negative returns in terms of
the investors local currency. To look into this question we ran several lab experiments, where participants were
asked to allocate money to invest in two possible portfolios: one portfolio yielding a sure return and the other a
risky return. We use a between subject design where subjects in the negative frame allocate funds between a
sure negative return and a lottery, while subjects in the positive frame allocate fund between a sure positive
return and a lottery. However, by using different investment amounts the decision under the two frames was in
fact identical. Surprisingly, we find no framing effect on investment; this holds for a large range of stakesfrom
about $20 to over $1,000, whether the money to invest is literally on the table or not, whether investment is
continuous or discrete, and whether the risky portfolio represents mixed lottery or not. We find no evidence of
loss aversion, and if anything, we find the behavior is more consistent with the standard economic theory in the
loss- rather than the gain- domain. Interestingly, while we find no framing effect in the investment decision, we
do find the usual effect using a version of the KT's Asian disease question. The results add to our understanding
of framing effect and risky behavior, and provide evidence that decisions involving small stakes are good
indicator for decisions involving large stakes in this context.

Author(s): Anat Bracha
Topic: Decision Theory: Risk, N/A

Back to session: Risky choice II

Does marriage work as a savings commitment device? : Experimental evidence from
Vietnam

Tomomi Tanaka, ttanaka@worldbank.org
World Bank

ABSTRACT:

We investigate whether marriage works as a saving commitment device and alleviate the present-bias problem.
We conducted a time discounting experiment with married couples in Vietnam, and examined how time
preferences correlate with intra-household financial management. We find joint decision making with spouses
makes people more patient than when they make decisions alone. However, present-biased individuals turn over
a smaller percentage of earnings to their spouses, and are given a larger amount of allowances. Present-biased
individuals are also more likely to keep cash within households compared with time-consistent individuals. We
conclude marriage not only fails to function as a savings commitment device, but also exacerbate the present
bias problem. ROSCA, most prevalent savings institutions in developing countries, play an important role to
help people protect money from present-biased spouses.

Author(s): Hisaki Kono (Kyoto University) Tomomi Tanaka (The World Bank)
Topic: Decision Theory: Preferences, Decision Theory: Bounded Rationality
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Measuring normative risk preferences, application to the pension domain

Gosse Alserda, alserda@ese.eur.nl
Erasmus University Rotterdam

ABSTRACT:

Increasingly, delegated decision makers must demonstrate that they follow individual preferences. However,
there are many different methods of eliciting risk preferences, that tend to give distinct results, and which are
thus influenced by framing. This raises the question whether normative risk preferences can be elicited. In this
study risk preferences in the pension domain are elicited for 9,235 pension plan participants of four pension
plans using four augmented methods. Using two kinds of manipulations, framing effects are estimated for these



four methods, and using item response theory, the results are combined into a single composite score. The
composite score is found to be less sensitive to measurement noise and framing effects, this makes the
composite score a more reliable measure of normative risk preferences. Using a combination of augmented
methods, including framing the methods close to the relevant real-life situation, improves the reliability of the
results and therefore gives the best estimation of normative risk preferences, which is therefore the best
guideline for practical applications, such as setting asset allocations.

Author(s): Gosse A.G. Alserda
Topic: Decision Theory: Preferences, Decision Theory: Risk
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Can smoking harm your long-term saving decisions?

Abigail Hurwitz, abigail.hurwitz@mail.huji.ac.il
The Hebrew University of Jerusalem

ABSTRACT:

Previous research suggests that cigarette smoking is considered to be a major preventable risk to human health.
One explanation for smoking, provided by the literature, is that it could be explained by differences in time
preferences; smokers are considered to have higher discount rates, implying that they will demand higher
compensation in order to postpone any consumption from the present to the future. Concerns that are related to
time preference and individual choices are also related to long-term saving decisions. One of the long standing
puzzles, with regard to long-term saving choices, is the Annuity Puzzle. Theory suggests that annuities have
substantial value, and that retirees should generally use annuities to increase their utility in retirement. However,
empirical work finds little evidence of the purchase of annuities. We extend this line of research, investigating
annuitization decisions of smokers, by using data from an Israeli insurance corporation. We find that,
surprisingly, smokers, as compared to non-smokers, do not prefer the lump-sum option. A possible explanation
for this finding could be that even though literature finds a close relationship between smoking and medical
condition, smokers do not perceive themselves as having a shorter lifespan, meaning that smokers experience
self-illusions regarding life expectancy. We support this conjecture with a survey we conducted that investigated
the life expectancy and health perception of smokers and non-smokers.

Author(s): Abigail Hurwitz and Orly Sade
Topic: Decision Theory: Preferences, Field Experiments: General
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Resentment and the evolution of social norms of cooperation

Xueheng Li, xuehenglee88@gmail.com
University of Nottingham

ABSTRACT:

In this paper, we present a model to analyse how social norms of cooperation evolve in decentralised
interactions. We assume that individual behaviour is influenced by 'resentment' - a negative emotion that may
trigger punishment against defectors if it is believed that the majority of the population would cooperate. We
model resentment in a psychological game and show that two equilibria arise: one where everyone cooperates
and one where everyone defects. The self-fulfilling beliefs to support the corresponding equilibrium are
interpreted as 'social norms'. We construct a stochastic process to examine the evolution of cooperation and
punishment, and apply stochastic stability to solve the problem of equilibrium selection. We find that the social
norms to support cooperation are associated with greater gain from cooperation, lower cost of punishing
defectors, more effectiveness of punishment, and better institutional enforcement, but, interestingly, they are
independent of population structure.

Author(s): Xueheng Li
Topic: Public Choice: Public Goods and Common Pool Resource, Social Behavior: Norms and Morals

Back to session: Social norms



Do unto others as others do unto me?: Voice matters

Jingping Li, jingping.nus@gmail.com
Shandong University

ABSTRACT:

Do we penalize an innocent outsider when we have been unfairly dealt with? On the other hand, do we reward
outsiders when we have been treated well? In this paper, we investigate the effect of voice on the decisions of
recipients who become dictators in a two-stage three-person dictator game. In the first stage, the randomly
assigned dictator shares a pie with a randomly assigned recipient. This recipient then plays the role of sender' in
the second stage dictator game with an outsider. We find that these recipients-turned-dictators' transfers are not
significantly different from the dictators in the first stage, though they are highly correlated. When recipient in
the first stage, after receiving their transfers are allowed to leave a private message to their dictators, when it is
their turn to become dictators, the amount they transfer increases significantly. Further evidence shows that
having voice mainly impacts the future decisions of recipients who received a low amount in the first stage.
Voice also reduces the level of correlation between first stage dictator's and the second stage recipient-turned-
dictators' transfers.

Author(s): Jingping Li and Roland Cheo
Topic: Social Behavior: Other-regarding Preferences, Social Behavior: Communication
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Privacy protection, risk attitudes, and the need for control: An experimental study

Alexia Gaudeul, a.gaudeul@gmail.com
Friedrich-Schiller-Universitat Jena

ABSTRACT:

We expose subjects in our experiment to the risk of having to reveal private information to other participants.
We show that the decision to incur this risk is driven mainly by their general attitude to monetary risk. Survey
attitudes to privacy play only a marginal role in explaining attitudes to privacy risk. Subjects who are more
willing to pay or to accept payment for their personal information do not appear to be more or less likely to
incur privacy risks than others once their overall level of risk aversion is taken into account. We further test the
relation between privacy and control, that is, whether depriving subjects of full control over whether their
personal information will be revealed leads them to lose interest in protecting it. We find that this is not the case.
We finally find that subjects who are asked for their preferences over monetary risk before being asked for their
preferences over privacy risks tend to choose riskier options in privacy lotteries. This provides evidence of the
importance of framing for privacy decisions; inducing subjects to think of privacy decisions in the context of
financial decisions reduces their aversion to privacy risk.

Author(s): Alisa Frik and Alexia Gaudeul
Topic: Decision Theory: Risk, Social Behavior: Norms and Morals
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Lying in a foreign language

Yang Yang, yangyang8@mail.sysu.edu.cn
Sun Yat-Sen University

ABSTRACT:

Today the use of a foreign language is ubiquitous. Whether using a foreign language affects the morality of
people is an open question. In this study, we experimentally investigate whether using a foreign language has an
effect on lying behaviour compared to one's native language. We introduce a real effort task and match subjects
in pairs. One subject in each pair learns their relative performance within the pair, and is asked to send this as a



message to the other. Lying increases one's payoff at a cost to the other. Using a separate group of subjects, we
elicit social norms. In our experiments, Chinese is the mother tongue and English is the foreign language. We
find that subjects lie more in Chinese compared to English, however, they judge lying to be more unethical in
Chinese than in English.

Author(s): Despoina Alempaki, Gonul Dogan, Yang Yang
Topic: Social Behavior: Lying and Cheating, Social Behavior: Norms and Morals
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Automation and Morals - Eliciting Folk Intuitions

Jan Gogoll, jan.gogoll@tum.de
Technical University Munich

ABSTRACT:

The introduction of ever more capable autonomous systems is moving at a high pace. The technological
progress will enable us to completely delegate processes to machines that were once a prerogative for humans.
Progress in fields like autonomous driving promises huge benefits on both economical and ethical scales. Yet,
there is little research that investigates the utilization of machines to perform tasks that are in the moral domain.
This study explores whether subjects are willing to delegate other-regarding tasks to machines as well as how
this decision is evaluated by an impartial observer. We examined two possible factors that might coin attitudes
regarding machine use - perceived utility of and trust in the automated device. We found that people are hesitant
to delegate to a machine and that observers judge respective delegations relatively critical. Neither perceived
utility nor trust, however, can account for this pattern. We thus identify an aversion per se against machine use
in the moral domain.

Author(s): Gogoll, Jan and Uhl, Matthias
Topic: Decision Theory: Preferences, Social Behavior: Norms and Morals
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Choice-set effects in dictator game

Michal Durinik, durinik.michal@gmail.com
Masaryk University Brno

ABSTRACT:

In Dictator game it is common to see dictators transfer positive amounts to recipients. When the game is
expanded by the opportunity for the dictator to not only give, but also to take from the recipient, many fewer
positive transfers occur. There are several possible ways to explain this change in dictators behavior. One
proposed explanation is via Experimenter Demand Effect: subjects give because in giving game that is the
proper thing to do, in taking game taking is the proper thing to do. Alternative explanation proposes that
changes in dictators behavior are due to context effects, similar to context effects observed and studied in
consumer choice (decoy effect, compromise effect, etc). We design an experiment to investigate the impact of
choice set manipulations, similar to those studied in consumer choice, on dictators behavior.

Author(s): Michal Durinik
Topic: Methodology: Experimental Design, Tools and Practices, Social Behavior: Other-regarding Preferences
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The aspirational income hypothesis

Elias Khalil, elias.khalil@buseco.monash.edu.au
Monash University

ABSTRACT:



This paper exposes, conceptually and experimentally, the one-sidedness of the relative income hypothesis. The
hypothesis stipulates that agents derive a disutility when they perform worse than their peer group, which can
consist only of one individual. This paper proposes an opposite effect: agents simultaneously derive also utility.
This utility stems from aspiration: Agents usually aspire and internally motivated to seek distinction and, hence,
to be affiliated with a peer group that expresses such aspiration, which entails groups that stand higher than their
own. It is possible that the net outcome of the dialectical (opposite) effects is that agents derive more pleasure
than pain for comparing themselves with a peer group that ranks higher than their own rank. This paper
experimentally confirms such possibility.

Author(s): Elias L. Khalil, Jason A. Aimone, Daniel Houser, Siyu Wang, and Deborah Martinez
Topic: Decision Theory: Preferences, N/A
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Use your brains! Effects of analytical thinking on strategic sophistication

David Dohmen, david.dohmen@uni-konstanz.de
University of Konstanz

ABSTRACT:

People substantially differ in strategic sophistication. While part of this heterogeneity relates to cognitive
ability, it has so far been unclear what role different modes of processing play. In this investigation, we focus on
analytical thinking (i.e., the degree to which people actually make use of their cognitive ability) as a further
crucial factor that may influence strategic sophistication. Our main experiment features a series of Beauty
Contest games with varying winning factors and relies on a self-regulatory strategy from goal psychology to
induce either a more analytical or a more intuitive (and thus less analytical) mode of processing. In a pre-
session, we elicit cognitive ability and baseline guesses. We find that both a higher degree of analytical thinking
and higher cognitive ability improve strategic sophistication in three ways: (1) Individuals guesses lie closer to
the respective Nash equilibrium, and (2) the numbers they choose are less often dominated. Most importantly,
(3) people improve in strategic performance as their guesses are more precise (i.e., deviate less from target
values). Comparing participants guesses between the two experimental sessions, we additionally find that those
in a more analytical mode profit more from experience. For such learning from experience, cognitive ability
only determines the level of guessing precision and not whether people learn at all. Besides these effects, our
results also indicate that participants adapt to information about the strategic abilities of others.

Author(s): David Dohmen (University of Konstanz), Peter M. Gollwitzer (University of Konstanz, NYU), Urs
Fischbacher (University of Konstanz), and Gabriele Oettingen (University of Hamburg, NYU)
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Strategic thinking, social preferences, and empathy in centipede games: An experiment

Yohanes Eko Riyanto, yeriyanto@ntu.edu.sg
Nanyang Technological University

ABSTRACT:

Evidence from the centipede game experiments shows that people fail to do backward induction to arrive at
equilibrium. This failure is generally attributed to either bounded rationality or social preferences. Many studies
have been devoted to tease out these two explanations. Backward induction requires a player to be able to put
herself in the shoes of her opponent and to respond strategically guided by her anticipation of her opponent
action. Likewise, the ability to show care and concerns towards others also relies on ones ability to put one self
in the shoes of her opponent to imagine how unhappy her opponent would be if she acts selfishly. The ability to
put oneself in the shoes of others is modulated by one's empathic ability, i.e. the ability to understand and share
the emotional states of others. This paper aims to further delve into the link between, on the one hand, empathy,
and on the other hand bounded rationality and social preferences. We address this issue using a centipede game
experiment. Specifically, we studied both the constant-sum and increasing-sum centipede games, and adopted
the revised Reading the Mind in the Eyes (RME-R) test to measure the level of empathy. We also measured
subjects degree of social preferences using the Social Value Orientation (SVO) slider measure. We then
categorize subjects into four categories; rational, fair-minded, rational but socially-inclined, and fair-minded and



social-welfare maximizer, based on their stopping decision in both the constant-sum and the increasing-sum
centipede games. We show that subjects with higher empathy level were more likely to make rational decisions.
In centipede games, empathy is mostly related to rationality rather than to social preferences.

Author(s): Yohanes E. Riyanto; Yi Yang; Qi Zheng
Topic: Decision Theory: Bounded Rationality, Games: Other
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Gender differences and stereotypes in strategic thinking

Maria Cubel, maria.cubel@gmail.com
University of Barcelona

ABSTRACT:

Recent literature has emphasized that individuals display varying levels of strategic reasoning. This paper
presents ten years worth of experimental data from two countries exploring the existence and endogeneity of
gender differences in strategic sophistication. We report results from two experimental studies ?employing ?the
?beauty contest game, one from the classroom and one from the laboratory. We observe robust and significant
gender differences in strategic sophistication in favour of men in zero-stake situations. These differences
disappear when a monetary prize is awarded. We also find that depth of strategic ?reasoning ?varies with gender
priming. Females display significantly higher levels of strategic sophistication than males when gender is made
salient. This effect of gender priming is driven by females who believe women are superior in the game.

Author(s): Cubel, Maria; Sanchez-Pages, Santiago
Topic: Games: Other, Psychology and Biology: Gender and Individual Differences
Link: http://www.ub.edu/ubeconomics/wp-content/uploads/2016/05/338WEB.pdf
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Studying multi-dimensional reasoning through the analysis of team communication

Ayala Arad, ayala.arad@gmail.com
University of California, Berkeley

ABSTRACT:

We experimentally study individuals decision procedures in various complex interactions, such as multi-object
auctions and resource allocation games. In our experiment, a team of two individuals plays as one entity against
other teams, and teammates communicate through text messages before choosing their teams strategy. Analysis
of the messages reveals that players think in terms of dimensions (or features) of strategies rather than strategies
per se, as suggested in Arad and Rubinstein (2012). It appears that players make a decision for each dimension
separately and then pick a strategy that is consistent with those choices. We further investigate this multi-
dimensional reasoning by identifying the perceived dimensions of a strategy, which are context-dependent, and
the common decision rules used within each dimension.

Author(s): Ayala Arad
Topic: Games: Contests, Games: Other
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Is tax compliance path dependent? Experimental evidence

Christian Koch, christian.koch@nyu.edu
NYU Abu Dhabi

ABSTRACT:

The level of corruption and tax compliance varies widely across different countries. It has been suggested that
this observation reflects the existence of multiple equilibria. In our study, we experimentally analyze to what



extent tax compliance is path dependent ?namely that compliance levels are linked to initial conditions that
induce a 'good' or 'bad' equilibrium outcome ?and how this dependence can be overcome. In first step, we
induce good or bad equilibria in a tax declaration game by varying the degree of corruption. When aligning the
corruption level in a second step, we observe that the compliance levels are path dependent to a considerable
degree. Finally, we let participants vote on whether or not to increase the punishment for non-compliance in
order to study whether voting can serve as a coordination device that allows for overcoming a bad equilibrium.

Author(s): Aaron Kamm, Christian Koch, and Nikos Nikiforakis
Topic: Public Choice: Public Goods and Common Pool Resource, Social Behavior: Norms and Morals
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Do negative news create tax evaders? Evidence from the tax compliance experiment.

Jiri Spalek, spalek@econ.muni.cz
Masaryk University

ABSTRACT:

Tax evasion is perceived as one of the main problem of public finance. People tend to evade as they do not
recognise return in public good provided by the state or local government. The rate of tax compliance might be
on the other hand affected also by an external factor such as media who have great power on public opinion and
mood of the society We conduct laboratory experiment to study whether framing of effectiveness of state
spending influences participants' decision to pay taxes. Using news headlines, subjects get the information on
how state institutions are speeding their budget. Our results show that while positive news increases tax
compliance comparing to control group, its effect is not statistically significant. On the other hand, negative
news significantly increases tax evasion. Our main finding thus suggests that if people receive signals of
ineffectiveness of states spending, their willingness to pay taxes considerably drops

Author(s): Jiri Spalek, Otto Eibl, Zuzana Spackova, Jozef Zagrapan, Milos Fisa
Topic: Public Choice: Public Goods and Common Pool Resource, Public Choice: Other
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Economic indicators for assessing trust within the Jewish society in Israel and their effect
on welfare

Naveh Eskinazi, naveh.research@gmail.com
Ben Gurion University of The Negev

ABSTRACT:

Trust and social diversity are important variables that may impact economic decisions. This study focuses
mainly on the aspects that can affect the willingness to have a welfare state, and especially trust and generosity.
This study combined the traditional and religious groups to form three sub-groups: ultra-Orthodox Jews,
traditional Jews and secular Jews, each having different characteristics. Our initial hypothesis that different
levels of trust, measured by economic means, are derived from individuals? religious affiliation was refuted.
Although there were significant differences in the secular Jews? trust of ultra-Orthodox Jews (measured by the
average amounts transferred from player A to player B), there were no differences in the levels of trust that
secular Jews showed towards traditional Jews. Instead, we found that the differences exhibited were derived
from demographic and social factors, in addition to lack of familiarity and interaction with the segregated,
minority population of ultra-Orthodox Jews, whose segregated lifestyle also affects the willingness of secular
Jews to share their own resources with this population in general, and to have them receive government
assistance in particular. The results show that the willingness for welfare increases as level of trust and the level
of generosity (measured by the amount returned from player B to player A in the Trust Game) increases. It was
interesting to find that only the trust level between one secular Jew to another, and the generosity level between
a secular Jew and an ultra-Orthodox Jew were relevant to the research question and affected the willingness for
a welfare state.

Author(s): Naveh Eskinazi, Miki Malul, Mosi Rosenboim, & Tal Shavit
Topic: Decision Theory: Risk, Social Behavior: Lying and Cheating
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Commitment to pay taxes: A field experiment on the importance of promises

Ann-Kathrin Koessler, annkathrin.koessler@uos.de
University of Osnabrueck

ABSTRACT:

The ability of a tax authority to successfully collect taxes depends critically on both its relationship with the
taxpayers and how strongly these taxpayers are committed to contributing to the common good. We present
evidence on a new non-intrusive approach aimed at fostering the commitment to pay taxes. Using a between-
subject design in a unique field setting, we experimentally test whether tax compliance can be increased by
linking a voluntary promise of timely payment to a reward. We measure the change induced by an additional
compliance promise through identifying the pure reward effect. We find that although previously compliant
taxpayers are more likely to make a promise, the commitment to do so can improve payment behaviour. This
effect, however, is strongly dependent on the type of reward to which the promise is linked.

Author(s): Ann-Kathrin Koessler , Benno Torgler , Lars P. Feld and Bruno S. Frey
Topic: Field Experiments: General, Social Behavior: Lying and Cheating

Back to session: Tax compliance

The unintended consequences of political mobilization on trust

Luis Miller, luismiguel.miller@ehu.es
University of the Basque Country

ABSTRACT:

There are conflicting theories and mixed empirical results concerning the relationship between ethnic diversity
and trust and cooperation. In this article, we argue that these mixed empirical results might be driven by
contextual conditions. We conjecture that political competition could strengthen ethnic saliency and, in turn,
salient ethnic identities can activate or intensify in-group trust and depress trust in members of other ethnic
groups. We test this conjecture using the move towards secession in Catalonia, Spain. We conduct trust
experiments across ethnic lines in Catalonia before and during the secessionist process. After three years of pro-
independence mobilisation in Catalonia, one of the ethnic groups, Spanish-speakers living in Catalonia, has
indeed increased its in-group trust. This result is robust after a set of individual-level variables are controlled
for, but no equivalent result is found in a comparable region: the Basque Country.

Author(s): Luis Miller
Topic: Public Choice: Public Goods and Common Pool Resource, Social Behavior: Other-regarding

Preferences
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Whom do people trust after a violent conflict? Experimental evidence from Maluku,
Indonesia

Katharina Werner, katharina.werner@uni-passau.de
University of Passau

ABSTRACT:

A long-standing although not uncontested view is that violent conflicts reduce average levels of trust. Other
theoretical and empirical work emphasizes discriminatory effects, namely that conflicts may enhance in-group
trust and erode out-group trust. The present study combines a trust game and a questionnaire to investigate the
impact of direct and indirect conflict exposure on trust between Muslim and Christian students in post-conflict
Maluku, Indonesia. Reduced average levels of trust are found for subjects who were indirectly exposed to the
conflict. Discriminatory effects are related to direct exposure: Directly exposed subjects trust in-group members



much more than out-group members. The rationale may be the following: Directly exposed subjects made
negative experiences with out-group members, but also experienced solidarity within their group during the
conflict. Indirectly exposed subjects, on the other hand, heard about negative experiences of others without
being sufficiently involved to have made such distinct experiences with in-group and out-group members.
Unable to distinguish friend from foe, they reduce trust toward everyone.

Author(s): Katharina Werner
Topic: Field Experiments: General, N/A

Link: http://www.wiwi.uni-
passau.de/fileadmin/dokumente/lehrstuehle/lehner/pdf/Passauer_Diskussionspapiere_Beitrag_V-73-16.pdf
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The evolution of trust in small groups: experimental evidence from multi-lateral trust
games

Chung-Ching Tai, chungching.tai@gmail.com
Tunghai University

ABSTRACT:

We study the multilateral network-based trust games in which a group of subjects play the roles of both trusters
and trustees simultaneously. Under such design, subjects can freely choose whom to trust and therefore
discriminate in favor of trustworthy members. This design is similar to many circumstances people encounter in
the real world, where people can choose to conduct reciprocal behavior or selfish behavior within groups or
organizations. What we want to know is how reciprocal behavior will evolve when subjects have choices to
develop their own relationships instead of being assigned by the researchers. The multilateral trust game
consists of repetitive rounds in which five subjects were randomly matched to form a group. There are two
stages in each round: investment stage and return stage. In the investment stage, subjects choose how much to
invest in others (and therefore how much to keep). There is no limitations on the distribution of investment so
subjects can have different amounts of investments in different members. In the return stage, investments will
be tripled, and all subjects have to decide how much to return to their group members, respectively. The number
of rounds are not announced before the experiment so as to avoid the end-period effect. Subjects payoff in each
period will accumulate, but the accumulated play money cannot be used in investment. Investment can only be
made with each periods endowment. Our results show that the groups exhibit quite different aggregate
dynamics. Some groups earned the maximum benefits that could ever be reached, while the others only had
mediocre level of investment. We found that (1) Subjects personality traits play important roles when explaining
their behavior in the initial stage. Risk attitude and gender, on the other hand, do not seem to be decisive factors.
(2) Only few subjects will concentrate their resources on trustworthy group members. Most subjects choose to
interact with all the others in the same group. (3) Trusting (investing) behavior seems to be the most important
factor, compared to trustworthiness, when subjects decides their investment and returning amount. (4) Great
heterogeneity, sometimes even contradictory results, can be observed in the individual level.

Author(s): Chung-Ching Tai and Shu-Heng Chen
Topic: Social Behavior: Group Behavior, Games: Repeated Games
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Economic growth and the roots of trust

Joel Guttman, Joel.Guttman@biu.ac.il
Bar-Ilan University

ABSTRACT:

Experimental economists have begun to measure and compare social trust across different cultures and socio-
economic contexts. The experiments of Joseph Henrich and his collaborators, comparing levels of trust and
reciprocity across 15 small-scale societies, have stimulated a series of more recent studies, comparing levels of
trust within and between countries. These experimental studies, however, have not been matched by similarly
intensive theoretical work to explain the observed differences in trust across and within societies. These
experimental results are of considerable interest to development and growth economists. It is now recognized



that trust is an important component of a cultural/institutional environment conducive to growth. This paper
develops and tests a model of the determination of the level of trust in society. In our model, trust is rational: it
increases as the proportion of trustworthy individuals in the population rises. Trustworthy behavior in market
and non-market interactions is motivated by a preference for reciprocity -- an aversion to exploiting trust
granted by ones trading partner. In our model, there are two types of agent: (a) an opportunistic type who
maximizes his material income, and (b) a reciprocator type who suffers a psychic cost when not reciprocating
benefits received by others or trust granted by trading partners. Our model focuses on LDCs, where social
security programs are largely absent. In such countries, parents face a tradeoff between (a) saving for old age,
and (b) investing scarce time to transmit preferences for reciprocity to their children, in order to ensure that
children will reciprocate their parents investment in their human capital, by transferring a fraction of their
income to their parents when the parents reach old age. As the model demonstrates, parental incentives to instill
these preferences are an increasing function of the expected income of children relative to parental income. The
intuition for this effect is straightforward. The higher a reciprocator types income, the greater the material
support that she rationally gives to her elderly parents. This is simply an income effect. In contrast, the higher
the parents wage rate (implying a relatively high opportunity cost of time), the greater their incentive simply to
save their income and not to invest their valuable time in instilling reciprocal preferences in their children.
Economic growth, which increases childrens expected wages to those of their parents, thus is predicted to
impact positively on the proportion of reciprocators in LDCs, one generation later. And the greater the
proportion of reciprocators in the population, the higher the level of trust. We have built a cross-country panel
data set which includes: generalized trust (measured by the World Values Survey), lagged growth in real
GDP/capita, and various control variables. Given the mechanism of the model, we expect a one-generation lag
in the effect of growth on trust. We expect a positive effect of lagged growth on trust in developing countries.
Our hypothesis is supported when generalized trust in LDCs in 2010-2012 is regressed on growth lagged 25
years.

Author(s): Joel M. Guttman and Avi Tillman
Topic: Social Behavior: Norms and Morals, Social Behavior: Other-regarding Preferences
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Campus map

• Feldman building: Elath Hall and Feldman rooms, coffee
area.
Feldman 130: General members meeting, special screening.

• Sprinzak building: Sprinzak rooms.
• Wise Auditorium: Plenary sessions.
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