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The neural basis of belief updating and rational decision making 

Presenter: Achtziger, Anja 

Author(s): Anja Achtziger, Carlos Alos-Ferrer, Sabine Hügelschäfer, and Marco Steinhauser 

Rational decision making under uncertainty requires forming beliefs which integrate prior and new 

information through Bayes' rule. Human decision makers typically deviate from Bayesian updating by 

either overweighting the prior (conservatism) or overweighting new information (e.g., the 

representativeness heuristic). We investigated these deviations through measurements of electrocortical 

activity in the human brain during incentivized probability updating tasks and found evidence of 

extremely early commitment to boundedly rational heuristics. Participants who overweight new 

information display a lower sensibility to conflict detection, captured by an event-related potential (the 

N2) observed around 260 ms after the presentation of new information. Conservative decision makers 

(who overweight prior probabilities) make up their mind before new information is presented, as 

indicated by the lateralized readiness potential (LRP) in the brain. That is, they do not inhibit the 

processing of new information but rather immediately rely on the prior for making a decision. 

 

The value of the social isolation 

Presenter: Akai, Kenju 

Author(s): Kenju Akai and Keiko Aoki 

We experimentally evaluate the value of the social isolation defined as the relative value of solo working 

to team working. Subjects make a team to play the beauty-contest game. Given this situation, 25 

subjects join the auction to buy the right for solo working. The experimenter allocates 5 units by 

simultaneously multiple-units second price sealed bid auctions. We conducted four treatments consisted 

of two matching treatments (voluntary vs. lottery) and two reward allocation treatments (negotiation vs. 

fifty-fifty split). Each treatment consists of four sessions. Our results are as follows. The voluntary 

treatment does not induce significant higher bids that the lottery treatment even though former 

communication cost is higher than the later. The negotiation treatment does not induce significant 

higher bids than the fifty-fifty split treatment even though former communication cost is higher than the 

later. Additionally, the values for the social isolation are neither affected by the scale of the isolation self-

reported as times for doing with others both at the inside and outside of the campus nor the UCLA 

loneliness scale. The beauty-contest game, on the other hand, shows that teams perform better than 

individuals and that their behaviors more rational than individuals. These results support results of 

Kocher et al. (2006) in the Games and Economic Behavior, which find that the teams in the beauty 

contest game, based on the free self-selection of working types, perform better than individuals.  
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Full agreement and the provision of threshold public goods 

Presenter: Alberti, Federica 

Author(s): Federica Alberti and Edward J. Cartwright 

We report threshold public good experiments in which group members not only need to be individually 

willing to contribute enough to provide the public good but also have to agree with each other on what 

every group members should contribute. We find strong support to the hypothesis that full agreement 

increases successful provision, although it takes a few repetitions before group members can 

successfully coordinate. This is consistent with our theoretical results that full agreement works because 

it increases criticality of each individual decision. The existence of a focal point makes it possible for the 

group members tosuccessfully coordinate. 

 

Studying deception without deceiving participants: An experiment of deception experiments 

Presenter: Alberti, Federica 

Author(s): Federica Alberti and Werner Gueth 

Banning deception in economic experiments does not exclude experiments with participants in the role 

of experimenters who can gain by deceiving those in the role of participants. We compare treatments 

with and without possible deception by experimenter-participants to test whether deception affects 

behaviour of participant-participants in a dictator experiment and whether participants in the role of 

experimenters engage in deception. We find no difference in behaviour of participant-participants 

between the treatments whereas most participants in the role of experimenters engage in deception. 

 

On the role of anonymity for peer punishment and cooperation 

Presenter: Alonso, Antonio 

Author(s): Antonio Alonso, Jeroen Nieboer, Antonio Espin, Chris Starmer, and Simon Gächter 

Numerous laboratory experiments have shown that cooperation can be sustained with the introduction 

of peer punishment. However, recent critics suggest that the success of punishment might be 

overstated. They argue that sanctioners are protected by anonymity, a condition which might not hold 

outside the laboratory. Here we report experiments that systematically vary the extent of anonymity on 

three dimensions: interactions, punishment decisions and identities. Our preliminary results reveal that 

the benefits of peer punishment on cooperation are robust under conditions without anonymity.  

 

Preference reversals: Time and again 

Presenter: Alos-Ferrer, Carlos 

Author(s): Carlos Alos-Ferrer, Dura-Georg Granic, Johannes Kern, and Alexander Wagner 

The preference reversal phenomenon, originally discovered in psychology, challenges the very 

foundations of economics and has consequently received attention for decades. Preference reversals 
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appear when a decision maker values a lottery above a second one but chooses the latter when given 

the choice. Although multiple theories have been postulated, there is no universally accepted 

explanation for this experimentally robust phenomenon.We conducted two experiments on preference 

reversals using a novel design. We measured decision times to obtain evidence on the decision processes 

underlying reversals, and certain variants of the procedure eliminated reversals almost completely. The 

results are compatible with preference reversals being caused by the interaction of several processes, 

one of them reflecting an impulsive overpricing of bets with large outcomes ($-bets), which is inhibited 

in the actual choice phase. Decision times in the choice phase are significantly longer when the choice 

forms part of a reversal. Both the percentage of reversals and the decision times in the choice phase 

depend on the pricing procedure even though the choice phase itself is identical across treatments. In 

treatments with ranking procedures (as opposed to rating through prices), preference reversals virtually 

disappear and decision times become much shorter, indicating that the process causing reversals 

crucially depends on the evaluation of lotteries through monetary prices.Our design allows us to 

distinguish reversals when the evaluation phase occurs before or after the actual choice. We find that 

reversals are reduced in the latter case. This is compatible with psychological theories of choice-induced 

preference change. 

 

Nudges at the dentist 

Presenter: Altmann, Steffen 

Author(s): Steffen Altmann and Christian Traxler 

We implement a randomized field experiment to study the impact of reminders on dental health 

prevention. Patients who are due for a check-up receive no reminder, a neutral reminder postcard, or 

reminders including additional information on the benefits of prevention. Our results document a strong 

impact of reminders on patient behavior. Within one month after the intervention, the frequency with 

which patients make a check-up appointment ismore than twice as high as in the untreated control 

group. The reminder effect declines slightly over time, but remains sizable and statistically significant in 

the long run. Including additional information in the reminders does not increase response rates. In fact, 

the neutral reminder has the strongest impact for the overall population as well as for important 

subgroups of patients. Finally, we document that being repeatedly exposed to reminders does neither 

strengthen nor weaken their effectiveness.  

 

The effects of parochialism and age on cooperative behavior: An experimental investigation 

Presenter: Angerer, Silvia 

Author(s): Silvia Angerer, Philipp Lergetporer, Daniela Rützler, and Matthias Sutter 

We study the development of cooperative behavior with more than 1,400 children aged from 6 to 11 

years in an incentivized experiment. Our subject pool comprises almost all school children in Meran, a 

city in South Tyrol, Italy, which is characterized by a balanced ratio of Italian and German speaking 

citizens. This allows us to investigate the evolution of cooperative behavior among and between 
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members of different language groups which live next-door to one another.To address this question, we 

ran a 2-player public goods game with scholars from all Italian and German speaking primary schools. In 

our within-subject-design, children were paired with partners (i) from their own class (in-class 

treatment), (ii) from their own language group, but another school, (in-group treatment) and (iii) from 

another language group (out-group treatment). Furthermore, beliefs of the partner's contributions were 

elicited in each treatment.Our preliminary results indicate that cooperation rates increase significantly 

with age in all treatments. However, across treatments we find significant differences, such that 

cooperation rates are highest in the in-class treatment, intermediate in the in-group treatment, and 

lowest in the out-group treatment. These patterns are prevalent in all age groups. Furthermore, we find 

that subjects systematically overestimate their partner's contributions. As children advance in age, the 

magnitude of this divergence becomes less pronounced. 

 

Fair and liar 

Presenter: Aoki, Keiko 

Author(s): Keiko Aoki and Kenju Akai 

This study investigates relationship among fairness, lying and confession. We use the modified deception 

game in the laboratory experiments. At first, a sender chooses one of the two types which show 

alternatives that a receiver will choose. In these types, one is a large difference of the payoffs between 

the sender and the receiver and the other is a small one. Next, the sender and the receiver play the 

deception game. After the game, the sender can send a message which shows whether the sender told a 

truth or a lie in the game. Then, all of the subjects are asked to fill in the final questionnaire that consists 

of trust and thief indexes, and three GSS questions. The results show the followings: i) almost of all 

senders chose the type of the large difference of the payoffs. Thus, this find is hard to show the fair 

allocation as inequality aversion; ii) about 60 percent of the senders told a lie because of getting higher 

payoff that that of the receiver. Since this percentage is higher than that in the previous studies, it 

implies that voluntary choice of the payoff will increase the number of liars in the game; iii) In the 

confession after the game, about 40 percent of lairs apologized to the receiver in pair. The receiver who 

trusted in the sender in the game intends to find dissatisfaction in the apology when the sender 

apologized, which the receiver who did not intends to find satisfaction in it? 

 

Reducing overreaction to central banks disclosures: Theory and experiment 

Presenter: Baeriswyl, Romain 

Author(s): Romain Baeriswyl and Camille Cornand 

Financial markets are known for overreacting to public information. Central banks can reduce this 

overreaction either by disclosing information to a fraction of market participants only (partial publicity) 

or by disclosing information to all participants but with ambiguity (partial transparency). We show that, 

in theory, both communication strategies are strictly equivalent in the sense that overreaction can be 

indifferently mitigated by reducing the degree of publicity or by reducing the degree of transparency. We 
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run a laboratory experiment to test whether theoretical predictions hold in a game played by human 

beings. In line with theory, the experiment does not allow the formulation of a clear preference in favor 

of either communication strategy. This paper, however, makes a case for partial transparency rather 

than partial publicity because the latter seems increasingly difficult to implement in the present 

information age and is associated with discrimination as well as fairness issues. 

 

Performance in the beauty contest: How strategic discussion enhances team reasoning 

Presenter: Baethge, Caroline 

Author(s): Caroline Baethge 

This paper analyzes the influence of discussion within two-player-teams on their performance in an 

experimental beauty contest game based on Kocher et al. (2005). Teams were allowed to communicate 

via electronic chat. The findings suggest that teams are not more rational than individuals in terms of 

reasoning. However, strategically sophisticated discussion (i.e. repetition of the experimental rules, 

guess about other players' behavior) in teams positively influenced their level of reasoning. On the other 

hand, simple communication without strategic elements did not enable the teams to improve their 

reasoning level. Focusing on the teams' performance in terms of distance to the target number, I 

demonstrate that the amount of information exchanged between team members improved the team's 

performance if and only if the teams strategically discussed their choice. The experimental results 

underline the assumption that communication per se does not foster strategic thinking, but that 

sophisticated discussion in teams enables the players to succeed in a strategic environment such as a 

beauty contest game.  

 

On the context-dependency of inequality aversion - Experimental evidence and a stylized model 

Presenter: Bäker, Agnes 

Author(s): Agnes Bäker, Werner Güth, Kerstin Pull, and Manfred Stadler 

We consider three-person envy games with a proposer, a responder, and a dummy player. In this class of 

games, the proposer, rather than allocating a constant pie, chooses the pie size which the responder can 

then accept or reject while the dummy player can only refuse his own share. While the agreement 

payoffs for the responder and the dummy are exogenously given, the proposer acts as the residual 

claimant who - in case of responder acceptance - receives whatever is left after the two exogenously 

given agreement payoffs have been deducted from the pie. Consistent with earlier findings from three-

person generosity games, we find inequality aversion to be strongly context-dependent and affected by 

the (in)equality of exogenously given agreement payoffs. Motivated by these findings, we present a 

stylized model on context-dependent inequality aversion that accounts for the observed effects. 
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Self-selection and social norm in corruption - Experimental evidences from India 

Presenter: Banerjee, Ritwik 

Author(s): Ritwik Banerjee and Tushi Baul 

Several experiments reveal that workplace culture is an important determinant of worker sorting. 

Dohmen and Falk (2011) show that compensation schemes induce sorting of workers by productivity, 

their degree of risk aversion, extent of self-confidence and their concern for behaving altruistically. 

Ferraz and Finnan (2011) finds that greater public monitoring of federal funds attracted better 

politicians. We build on this literature and study the effect of corruption on labor market sorting. We 

conduct a corruption experiment at Jawaharlal Nehru University (JNU) in New Delhi where we examine 

whether more corruptible people self select themselves into professions with higher possibilities of 

corruption. Our experimental design is novel and designed to measure dishonest behavior in two 

situations (a) where public entitlements are distributed through a bureacratic mechanism often leading 

to embezzelment and (b) where inspection for tax compliance or applying for a driving license 

engendering petty corruption. Related deception experiments in economics and psychology suggest that 

not all people engage in dishonest behavior which means we can treat the willingness to engage in 

deception as part of an agents type similar to well-established traits such as altruism. We measure this 

type for two treatment groups- public sector aspirants and private sector aspirants. We conduct further 

diagnostic games to control for subject's confidence Rosenblat and Mobius (2006), taste for competition, 

altruism and risk aversion. These allows us to compare the strength of sorting by corruptibility with 

sorting along other dimensions. Finally, we use the Krupka and Weber (2008) coordination game 

approach to measure social norms which govern corruption. Behavioral models often exhibit multiple 

equilibrium: in a low corruption equilibrium, civil servants expect their peers to behave honestly since 

corruption is punished by shame and guilt (Akerlof (1980)); in a high corruption equilibrium, civil servants 

see their peers behave dishonestly which increases the willingness to behave corruptly. We examine 

how social appropriateness regarding corruption vary across (i) public and private sector aspirants, (ii) 

bribe givers and bribe takers and (iii) culture.  

 

Social pressure as a determinant for tax compliance: A field experiment 

Presenter: Battiston, Pietro 

Author(s): Pietro Battiston and Simona Gamba 

This paper estimates the effect of social pressure on tax compliance, measured by compliance of shops 

to the legal obligation of releasing fiscal receipts for each sale. It does so through a field experiment on 

bakeries, exploiting the particular Italian situation, i.e. the gap existing between the legal obligations and 

the effective behaviour of sellers. Social pressure is identified in the explicit request for a receipt when it 

is not released. We find an Average Treatment on the Treated of 17%: this is the probability that 

requesting the receipt causes the seller to release it to another client coming around 12 minutes later. 

This estimate is significant at the 10% level. 
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Limits of social influence on giving: Who is affected when and why? 

Presenter: Bekkers, Rene 

Author(s): Rene Bekkers 

In this paper I present evidence from tax records and three large scale field experiments testing social 

influence effects on giving in the Netherlands. The experiments are conducted among university alumni 

(n=6,672) and among large random samples of the Dutch population (n=1,474; n=1,765). Also tax 

records are used to test peer effects among a very large random sample (n=172,947) of citizens in the 

Netherlands. The current paper contributes to the literature by identifying experimental conditions and 

sociodemographic groups in which social information effects are stronger.The experiments show 

evidence for positive but weak social information effects on small donations. In the experiments I find 

that social information effects are stronger in conditions in which people are actively imagining what 

others are giving. I find evidence for justification effects by comparing expectations about the giving 

behaviour of others before and after own decisions are made. Also I find that social information effects 

are stronger among females. The tax records show that amounts donated by high level donors 

(exceeding 1% of income) are strongly sensitive to changes in the tax price as well as to changes in giving 

by other high level donors in the area of residence. 

 

Principle of care and generosity 

Presenter: Bekkers, Rene 

Author(s): Rene Bekkers and Mark Ottoni Wilhelm 

Empathy is considered one of the prime principles motivating prosocial behavior and has been studied 

extensively in previous research. Here we present a new measure of moral motivation for prosocial 

behavior: the principle of care. In theories of moral development, prosocial behavior is motivated at the 

highest stage of moral development by a moral principle of care that urges people to help others even 

when they cannot expect to gain personally from helping. Despite the theoretical importance of the 

principle of care, researchers do not have an instrument at their disposal to measure the principle of 

care with a high level of reliability and validity. In this paper we present empirical evidence supporting 

the psychometric quality of a new scale measuring the principle of care. First, we present an extension of 

the three item scale to an eight item instrument, with a high level of reliability. Using a panel survey we 

show that the principle of care has a high test-retest reliability over a period of two years, indicating that 

it is a fairly stable trait of individuals. Second, we present evidence supporting the predictive validity of 

the scale for generosity behavior. We find that the principle of care is more strongly correlated with 

generosity towards strangers in need than with other forms of philanthropy. Finally, we find that the 

principle of care is not only predictive of self-reported donations, but also of giving observed in lab and 

survey experiments. 
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Fair value accounting and investment behavior - Are nonprofessional investors naive? 

Presenter: Bergheim, Ralf 

Author(s): Ralf Bergheim, Jürgen Ernstberger, and Michael W.M. Roos 

This paper examines the investment decisions of nonprofessional investors under Fair Value Accounting 

(FVA). In particular, we experimentally investigate whether nonprofessional investors incorporate note 

disclosures mandated by SFAS No. 157 on fair values into their investment decisions or if they invest in a 

more naive manner. Our study focuses on two important issues. First, we investigate whether and to 

what extent the investment decisions of nonprofessional investors are affected by valuations based on 

different input levels according to the fair value hierarchy. Second, we investigate how nonprofessional 

investors respond to different variations in net income caused by fair value adjustments in trading 

assets. Our results document that nonprofessional investors distinguish between different input levels 

and that the willingness to invest decreases across the three levels. In addition, we observe lower 

willingness to invest in any case of more variation in net income caused by fair value adjustments - even 

if net income is increased. In further analyses we find that the attributed risk to investments 

andperformance judgment are main drivers for investment decisions. We conclude that non-professional 

investors are able to incorporate note disclosures about the input levels of fair values into their 

decisions. Furthermore, they do not naively invest more when net income is increased by a fair value 

change in trading assets. Our results show that there is a benefit of disclosures which may be a relevant 

input to standard setters and regulators projects documenting the implications of FVA on the investment 

decision of nonprofessional investors. 

 

Do people stick to numbers or to policies? Disentangling anchoring and status quo bias using a 

CAPTCHA 

Presenter: Bernecker, Andreas 

Author(s): Andreas Bernecker 

Two very robust observations in economics and psychology are that people make judgments that are 

biased towards initially presented values ('anchoring'•) and that people stick to the status quo choice or 

policy more frequently than predicted by standard theory ('status quo bias'•). Often, these phenomena 

are both reflected in stated preferences at the same time (or anchoring is even seen as one possible 

cause of status quo bias), especially when numbers are involved. However, it is of great importance to 

economists and politicians to know which of the two effects is more relevant, namely if people favor 

status quo choices or policies more for cognitive or for motivational reasons. Using a survey of a 

representative sample of the German population conducted within the German Internet Panel (GIP), I 

show how one can disentangle anchoring from status quo bias in people's policy preferences. For that 

purpose, I use an experimental setup with a CAPTCHA ('Completely Automated Public Turing test to tell 

Computers and Humans Apart'•) to filter anchoring out. First tests indicate that my approach works and 

that status quo bias is caused to two thirds by motivational reasons (other than anchoring) and to one 

third by anchoring (an arguably more cognitive effect). To my knowledge, I am the first one to 

disentangle anchoring from status quo bias. My final results might be of direct importance for 
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researchers conducting economic surveys and experiments involving numbers, but might also have 

implications for the political economy of reforms. 

 

Trader inflow and price bubbles in experimental asset markets 

Presenter: Bonn, Caroline 

Author(s): Caroline Bonn, Juergen Huber, and Michael Kirchler 

We investigate the impact of trader inflow and heterogeneous information on bubble formation in 

experimental asset markets. To model heterogeneous information, the traded asset has two equally 

likely buyback prices. Half of the traders receive information solely about buyback price A, while the 

other half is only informed about buyback price B. In a 2x2 design we vary 'trader inflow'• ('yes'• or 

'no'•) and cash-asset-value ratio ('constant'• or 'increasing'•). We find (i) strong price increases when 

new traders enter the market with cash only. (ii) We do not observe price rallies in any other treatment. 

This indicates that the reported effect is not driven by excess cash but by new traders. (iii) In markets 

with new traders entering with cash over time, we find strong upward adaption of beliefs about the 

fundamental value of the asset. Importantly, we do not find a speculation motive as subjects' beliefs 

about future market prices do not exceed current prices. This clearly points towards traders buying 

overpriced assets on the basis of biased beliefs about fundamentals rather than holding a speculation 

motive. (iv) Additional treatments show, that in markets with new traders entering with cash over time, 

bubbles can be eliminated effectively by providing a subset of traders with information on both possible 

buyback values. 

 

Cooperation and identity in a multiethnic society 

Presenter: Bortolotti, Stefania 

Author(s): Stefania Bortolotti, Marco Casari, and Chiara Monti 

Sustaining cooperation in highly fragmented groups is an issue of major concern for modern societies. 

Whereas increased migration magnifies the economic relevance of the problem, the causes for the 

public goods underprovision remain largely untapped. We experimentally study cooperation among 

natives and migrants in a laboratory Public Goods Game with and without punishment. Participants were 

recruited from the general public and roughly half of the participants in each session were migrants. We 

varied our study along two dimensions: group composition and information about group composition. 

We find that homogenous groups cooperate more than mixed groups with natives cooperating more 

than migrants under both conditions. Interestingly enough, differences between homogeneous and 

mixed groups, as well as natives and migrants, vanish as soon as no information about the group 

composition is provided. The data suggest substantial differences in norms of punishment between the 

two samples and the difference seems to be robust to variations in both information mode and group 

composition. 
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Centralized vs. decentralized management: An experimental study 

Presenter: Brandts, Jordi 

Author(s): Jordi Brandts and David Cooper 

We study a central question of firm organization: should the divisions of a firm be centrally managed or 

should divisions be allowed to make decisions independently. The divisions can gain by coordinating 

their activities but each division has private information about the state of the world and, critically, the 

interests of the two divisions are not perfectly aligned. Central management reduces the coordination 

problem facing the divisions, but gives divisions an incentive to distort the information they report to the 

central manager. Theory predicts that these informational problems are sufficiently severe that 

decentralization will outperform centralization, but this relies on strong assumptions about the ability of 

divisions to solve their coordination problem. We present experimental evidence showing that the 

coordination problems under decentralization are more severe than the informational problems under 

centralization, leading to better performance with centralization.  

 

Premium auctions and risk preferences: An experimental study 

Presenter: Brunner, Christoph 

Author(s): Christoph Brunner, Audrey Hu, and Joerg Oechssler 

In all premium auctions, the highest losing bidder receives a reward from the seller. This paper studies 

the English premium auction (EPA) for the canonical case of symmetric private values with risk-averse or 

risk-seeking bidders. We explicitly derive the symmetric equilibrium for bidders with exponential utilities 

and conduct an experimental study to test the theoretical predictions. In our experiment, subjects are 

sorted into risk-averse and risk-loving groups using the method proposed by Holt and Laury (2002). Each 

group is invited to separate sessions and we find that revenue in the EPA is higher when bidders are risk-

seeking rather than risk-averse. These results are consistent with the theory and confirm the general 

view that bidders' risk preferences constitute an important factor that affects bidding behavior and as a 

result, the seller's expected revenue. However, individual subjects rarely follow the equilibrium strategy 

and as a result, revenue in our experiment is lower than in the symmetric equilibrium. 

 

Agency theory and experimenters payment schemes 

Presenter: Bühren, Christoph 

Author(s): Christoph Bühren and Björn Frank 

Do experimenters compensate subjects for a high variance in payoffs? We asked experimenters for 

individual payoff data that allowed us to calculate variance and the coefficient of variation. In line with 

theory, the average payoff increases with the risk that the subjects are facing. However, according to our 

preliminary results, experimenters do not use the show-up fee for this purpose. We find evidence that 

this might be due to the many other purposes that the show-up fee is serving, such as ensuring a 

sufficient numbers of subjects when the experiments design requires a certain number of participants. 
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Furthermore, we produce a number of supplemental results on the determinants of experimenters 

payoff schemes, such as journal or country characteristics. 

 

Fair institution eases responders to accept low payoffs in the ultimatum game 

Presenter: Chen-Yuan Teng, Joshua 

Author(s): Joshua Chen-Yuan Teng 

Some happiness economists, such as Layard (2005) and Frank (1985, 1999) believe that social 

comparison is human nature, while political philosopher Rawls (1971/1999) and economist Frey (2008) 

argue that the negative feeling from having low status can be mitigated when the poor recognize that 

the income inequality is a result under fair institutions. In my ultimatum game, I investigate the 

possibility of this emotional regulation proposed by Rawls and Frey. List and Cherry (2000) successfully 

let responders accept low offers by telling them that proposers earned money to be distributed. 

However, since responders knew it before offers were revealed, they expected low offers. This 

expectation prepared them to accept a small pie. When they eventually saw the low offers, there is no 

emotional regulation suggested by Rawls and Frey, since it is consistent with their expectation. Unlike 

their experiment, I first showed responders' lower income to elicit their negative feeling. Then they were 

told whether the rich earned it through fair means, which should lead responders to implement 

emotional regulation. In my experiment, responders were under the fair scenario when the rich 

completed more coding tasks than they did. This symmetry between completed tasks and payoffs was 

violated under the unfair scenario. The rejection rate is significantly lower under the fair scenario than 

under the unfair scenario. Moreover, emotional regulation under fair scenario and the absent of it under 

unfair scenario explains the difference of rejection rates. 

 

Giving in dictator games - Experimenter demand effect or preference over the rules of the game? 

Presenter: Chlass, Nadine 

Author(s): Nadine Chlass and Peter Moffatt 

Traditionally, giving in dictator games was interpreted to signal a preference over others payoffs. 

Recently, many studies have argued that giving is an experimenter demand effect because it greatly 

decreases when subjects cannot infer what an experimenter supposes them to do. Here, we test this 

new interpretation and analyze how much giving is stable across different dictator games designed to 

induce different beliefs about task and experimenter. We find that much giving is stable across these 

belief conditions, if one allows for a notion of reference-dependent stability, i.e. stability with respect to 

the most selfish outcome.  Our main result is about dictators motivation to give. We follow the idea 

that dictator game giving is due to a moral concern and study Lawrence Kohlbergs classification of the 

moral criteria individuals typically use to come up with a moral judgment. We find that throughout, one 

and the same moral criterion explains how much dictators transfer: whether or not the situation/the 

action to be judged respects certain ethical principles such as another persons freedom of choice or the 

respect for her will. We conclude that transfers aim at compensating the rules of a dictator game. 
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Individual giving seems to be neither a demand effect, nor the result of distributive concerns, but 

instead, a procedural preference. Our results explain why other regarding preferences are found to be 

unstable across different games (rules). 

 

Generosity and deception in the field: Evidence from metropolitan mini-markets 

Presenter: Conrads, Julian 

Author(s): Julian Conrads, Felix Ebeling, and Sebastian Lotz 

We measure generosity and deception in quasi-credence goods markets. Purchasing loose candy in 

metropolitan mini-markets, we find that sellers systematically overcharge their customers when the 

possibility exists to secretly weigh the candy. When this option does not exist, sellers do almost never 

deceive. Under both conditions, however, several sellers undercharge their customers although this 

generosity can only be observed in mini-markets with publicly visible scales. Our results emphasize the 

robustness of fraudulent behavior in credence goods markets but also show that generosity exists. This 

behavior is robust to physical appearance of the customer (manipulating status) and purchase quantity.  

 

Experiences in public goods games 

Presenter: Conte, Anna 

Author(s): Anna Conte, Maria Vittoria Levati, and Natalia Montinari 

We analyse data from a sequence of one-shot linear public goods game, where subjects are asked to 

report their contributions and their first-order beliefs about their partners contribution choice. The aim 

of this study is to observe how previous experiences as participants in public goods games are able to 

affect subjects type and beliefs. For this purpose, we compare data from two different samples: one 

made of subjects with a previous experience in public goods games and one of subjects without such an 

experience. We try to disentangle the effect on subjects' behavior of having previously participated in 

public goods games and other similar games from the effect of the participation in other kind of 

experiments. Subjects' preferences for cooperation from the two samples are estimated by a finite 

mixture model. 

 

Efficiency, coordination and cooperation in threshold public goods experiments 

Presenter: Corazzini, Luca 

Author(s): Luca Corazzini, Christopher Cotton, and Paola Valbonesi 

We present results from a multiple public goods experiment, where each public good produces benefits 

only if total contributions to it reach a minimum threshold. The experiment allows us to compare 

subjects behavior in a benchmark treatment with a singlepublic good and in treatments with more public 

goods than can be funded. We show how the availability of additional, more-efficient public goods may 

not make subjects better off.This is because additional options decrease the probability of coordination 
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and discourage contributions. Introducing additional, less-efficient options does not alter coordination 

andcontributions relative to the benchmark. 

 

The bomb risk elicitation task 

Presenter: Crosetto, Paolo 

Author(s): Paolo Crosetto and Antonio Filippin 

This paper presents the Bomb Risk Elicitation Task (BRET), an original and intuitive procedure aimed at 

measuring risk attitudes. The game requires a minimal level of numeracy skills and the dynamic version 

consists of a visual task in continuous time asking subjects to decide at which point to stop collecting a 

series of 100 boxes, one of which containing a bomb. Earnings increase linearly with the number of 

boxes collected but are equal to zero if one of the boxes collected contains the bomb. The task is 

designed in order to avoid potential truncation of the data, so that subjects are free to choose any 

number between 0 and 100. The BRET allows to estimate both risk aversion and risk seeking very 

precisely. Moreover, it is not affected either by the degree of loss aversion or by violations of the 

Reduction Axiom. We present the results of a large scale experiment aimed at validating the task and at 

testing its robustness along several dimensions. Choices react significantly only to the amount of money 

at stake and to a lower extent to the payoff irrelevant manipulation of the size of the choice set. Our 

experiment also brings support to the interpretation that the gender gap that very often characterizes 

choices under uncertainty is driven by female higher loss aversion and not by a different degree of risk 

aversion. 

 

What goes around comes around? Fairness and responsibility across generations 

Presenter: Cruciani, Caterina 

Author(s): Caterina Cruciani 

Can societies spontaneously achieve a consumption profile of renewable resources that avoids 

exhaustion? This paper investigates this question focusing on inter-generational considerations. When 

the choices of one generation directly shape the possibilities of consumption of the following generation, 

which factors are more effective in inducing consumption levels that preserve the renewable resource? 

This paper presents an experiment in which sets of two following generations make consumption choices 

regarding a renewable resource that doubles in between generations in a setting of complete 

anonymity. Participants know only to which generation they belong and by how many members it is 

composed, but not the total number of generations. The experiment compares two generational setups 

(individual and group). Experimental results show statistically significant differences in consumption 

patterns in both generations between setups, showing that individual responsibility is an important 

driver in achieving a consumption profile able to preserve renewable resources over time. The paper 

addresses also the issue of intergenerational fairness, comparing consumption patterns of two following 

generations to infer the impact of the past on the current consumption choices. Since the renewable 

resource doubles in between generations, different benchmark behaviors of fairness can be established 



16 

and used to analyze participants' behavior. Individual characteristics have also been used to explain 

behavior, in order to assess whether individual responsibility interacts with specific traits in determining 

different consumption levels across generations and setups. 

 

Do immaterial transfers induce reciprocity? An experiment on information provision and effort choice 

Presenter: Darai, Donja 

Author(s): Leif Brandes and Donja Darai 

In this paper, we test whether immaterial transfers induce reciprocity in a controlled laboratory 

experiment using an extended version of the dictator game. Immaterial transfers are implemented as 

giving the receiver the possibility to inform the dictator about her endowment level. We design four 

treatments that differ in the dictator's knowledge about her endowment level and the receiver's ability 

to inform the dictator. Our results indicate that dictators offer significantly less when the receiver 

decided not to inform them, independent of the endowment level. Non-information is also punished if 

dictators already know their level of endowment. The overwhelming majority of receivers anticipates 

dictators' behavior and decides to incur costs of information. Even if the information is no news to the 

dictator 74% of receivers decide to inform, and 90% do so if the information is news to the dictator.  

 

Strategic investment incentives in two-stage games: Substitutes versus complements 

Presenter: Darai, Donja 

Author(s): Donja Darai 

This paper analyzes strategic investment incentives. The theoretical framework used is a two-stage game 

in which two firms invest in the first stage and compete in a market stage afterward. The experimental 

treatments vary in three dimensions, (i) the strategic relation of the second-stage choice, (ii) the 

externality imposed by the second-stage choice on the other firms profit, and (iii) the information 

provided. Significant overinvestment is observed in all strategic complements treatments, independent 

of the externality framing and the information condition. The choices made in the second stage are 

significantly higher than predicted in all positive externality treatments. Further, it is shown that subjects 

do not correctly take into account the other firms outcome of the first stage when making their second 

stage choices. 

 

Social identity, coordination, and discrimination: An experiment 

Presenter: Daskalova, Vessela 

Author(s): Vessela Daskalova 

An important question is whether the social identities of decision-makers bias their decisions. We 

present an experimental study examining the effect of social identity on individual and joint hiring 

decisions about job candidates. In control sessions we investigate whether people make different hiring 

decisions when they decide individually compared to when they try to coordinate their decision with a 
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second decision-maker. In treatment sessions we add a pre-decision-making stage, in which we 

artificially induce group identity for both decision-makers and candidates. We are interested in: 1) is 

there any favouritism towards own group and discrimination against other group candidates when 

people make individual decisions; 2) do people under the presence of group identities decide differently 

when trying to coordinate with a second person than when making decisions alone; 3) how do the group 

identities of the decision-makers and of the project candidate affect decisions in the joint decision-

making case. We find that when decisions are individual, decision-makers favour one type of own group 

candidates compared to other group candidates of the same type. There is a substantial and significant 

increase in favouritism towards own group candidates when decisions are made with a second person. 

There are substantial and significant differences in decisions about own and other group candidates 

depending on the identity of the second decision-maker. These results suggest that who makes a 

decision with whom about whom might matter. 

 

Simultaneous ultimata: Responder induced competition 

Presenter: Dittmer, Daniel 

Author(s): Daniel Dittmer and Philipp E. Otto 

An ultimatum bargaining with multiple proposers is investigated experimentally. Even though the 

subjects interact in a non-competitive setting, responders use strategies which induce competition 

among proposers. More precisely a given offer is more frequently rejected when it is lower than another 

one received simultaneously. Moreover, proposers offers are positively correlated when they act 

sequentially, indicating that the responders strategy is common knowledge. Inequity aversion as 

suggested by Fehr and Schmidt (1999), with an extension for simultaneous games, does not explain the 

observed dependency between games sufficently. 

 

How do pay comparisons affect employees' effort choices in an intergenerational working context? 

Presenter: Dittrich, Dennis 

Author(s): Dennis A. V. Dittrich and Micaela M. Kulesz 

We investigate how pay comparisons affect employees' real effort choices in an intergenerational 

working context. For this purpose we designed a principal-agent model based experiment with 

participants belonging to two different age groups: 18 to 26 years old and more than 55 years old. The 

firms are composed of one employer and two employees each. Within each session we specify four 

treatments matching participants with different roles and belonging to different age groups: employer 

young with employee old and young; employer old with employee young and old; employer young with 

two old employees; employer old with two young employees. In our experiment, contracts are ex-ante 

non-symmetric: pay differentials pre-exist, and those are set by the employer only based on information 

related to the age-group of his/her employees. Also, we compare efforts when payments depend on the 

joint effort made by both employees with efforts when payments only depend on employees' own effort 

choices. Our preliminary findings shows that older employees choose to exert more effort when their 
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final earnings depend only on their own effort, while young employees do not show significant 

differences in their effort choices among treatments. 

 

The impact of tax knowledge and budget spending influence on tax compliance 

Presenter: Djawadi, Behnud M. 

Author(s): Behnud M. Djawadi and René Fahr 

We conduct a computerized economic laboratory experiment to infer the causal effect of two non-

economic determinants on tax compliance. We find strong evidence that higher compliance in tax 

systems with low power of authorities can be achieved by increasing trust in authorities in form of 

knowledge about tax expenditures and the possibility for taxpayers to actively influence budget 

spending. However, in tax systems with high power of authorities we do not find any effect due to the 

threatening impact of high audit rates already enforcing a high level of compliance. To clearly identify 

the importance of these effects on tax compliance we take account of how the power of authorities is 

perceived by taxpayers when making decisions under risk and uncertainty in reporting tax liability. The 

perceived power of authorities is measured by taxpayer's individual risk attitudes. Further, we control for 

taxpayer's general attitude towards paying taxes and the overall orientation towards tax authorities via 

the motivational posture 'tax commitment'• (Braithwaite 2003). Individual risk aversion as elicited by 

lottery choices in a multiple price list format is correlated with tax compliance, reflecting the 

acknowledgement of the power of tax authorities. Opposed to this we do not find any evidence that a 

positive orientation towards tax authorities is positively related to compliance. 

 

The effects of pride versus pleasure on pro social behavior 

Presenter: Dorfman, Anna 

Author(s): Anna Dorfman, Yoella Bereby-Meyer, and Tal Eyal 

We study the role of specific positive emotions in mixed motive conflicts by comparing emotions 

associated with reaching socially valued outcomes (pride) to emotions associated with immediate 

rewards (pleasure). We propose that because behaving pro-socially in mixed-motive conflicts requires 

foregoing the temptation to maximize self interest, pride is more likely to promote pro-social behavior in 

socio-economic contexts than pleasure. We conducted two studies to test this hypothesis. In both 

studies, participants first considered a future event that will elicit pride (versus pleasure). Then, they 

completed an allegedly unrelated dyadic task in which they could make pro social or self interested 

decisions. Our results show that considering future pride promotes pro-social behavior in different socio-

economic contexts. In Study 1, considering future pride compared to future pleasure promoted 

cooperation in a computerized resource dilemma. In Study 2, in seventeen one-shot trust games, 

responders who considered future pride showed a greater tendency towards positive reciprocity, than 

responders who considered future pleasure. 
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Social identification and the nature of electoral representation: A laboratory experiment 

Presenter: Duell, Dominik 

Author(s): Dimitri Landa and Dominik Duell 

In a laboratory experiment, we explore the effects of group identities on the details of the principal-

agent relationship between voters and representatives. In an adverse selection framework with 

observable effort, voters can choose to condition their re-election choices on effort alone, on their 

beliefs about representatives' competence, or on both those beliefs and observed effort jointly. We 

show that inducing social identities reduces the relative weight of representatives' competence and 

increases that of effort in determining voters' re-election decisions. Further, when voter and 

representative share a social identity, the representative puts in less effort and that effort is 

independent of her competence. In contrast, representatives who do not share voters' social identity 

tend to make up for lower competence with heavier investment into effort and reduce effort when their 

perceived competence is likely to be high. We evaluate the reasons behind the distinct systematic biases 

displayed in subjects' voting choices. 

 

The problem of the divided majority: Information aggregation and uncertainty 

Presenter: Dura Granic, Georg 

Author(s): Georg Dura Granic 

This paper reports on the results of series of experimental 4-alternative-elections. Preferences are 

induced by modeling the participants expected payoff conditional on the election outcomes. The 

induced preference profile corresponds to an adapted divided majority problem. A weak majority of 

voters strictly prefers a Condorcet-Loser, i.e. an alternative considered inferior by the majority. The 

majority itself is divided between two alternatives and coordination failures lead to the victory of the 

minority. A natural candidate for coordination in this setting is the unique Condorcet-Winner, i.e. an 

alternative able to defeat every other alternative in a pairwise comparison. We assess the Condorcet-

Efficiency of Approval Voting (AV) in comparison with Plurality Voting (PV). In addition, we vary the 

underlying informational structure independently from a complete-information framework where 

participants are fully informed about the preference structure in the whole electorate to an incomplete-

information framework where participants only know their own payoffs and the election histories. For 

the induced preference profile, AV tends to select the Condorcet-Winner more often, respectively the 

Condorcet-Loser less often than PV irrespective of the underlying information. Moreover, AV aggregates 

information efficiently and leads to coordination equivalence in the incomplete-information treatment. 

The method is less responsive to variations in the underlying information structure and produces the 

results same in the two information treatments. On the other hand, the Condorcet-Winner virtually 

disappears under PV with incomplete-information. We observe frequent coordination failures and an 

inefficient aggregation of information. 
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Bertrand competition in an inflationary environment 

Presenter: Dürsch, Peter 

Author(s): Peter Dürsch and Thomas Eife 

In a market with (imperfect) price competition, firms can profit from coordinating to play a price above 

the Nash equilibrium. Even in the absence of enforceable contracts and without explicit communication, 

coordination is found in lab experiments. We study an effect from the real world, which should make it 

harder for firms to stick to collusive behavior: inflation. While in a non-inflationary environment, 

deviation attempts are easy to spot, inflation requires a consistent adjustment of prices to keep collusion 

profitable. Such adjustments may be confused with deviation by the other firm and lead to a breakdown 

of collusion. In an experimental Bertrand Duopoly, we test the hypothesis that inflation leads to less 

collusion. 

 

Peer pressure and multi tasking 

Presenter: Ebeling, Felix 

Author(s): Felx Ebeling, Gerlinde Fellner, and Johannes Wahlig 

We study the influence of peer pressure in multi dimensional work tasks theoretically and in a controlled 

laboratory experiment. Thereby, workers face the introduction of peer pressure in only one work 

dimension. We find that an increase of effort provision in the dimension peer pressure is introduced. 

However, only part of this increase represents a productivity gain, because it is partly offset by a 

decrease of effort in dimensions without peer pressure. Furthermore, for workers running behind in the 

dimension where peer pressure is introduced, these effects are stronger. Finally, we analyzed the 

optimal group composition to harness peer pressure. Effort in peer dimension and productivity seem to 

be unaffected by group composition but effort reduction in non-peer dimensions is stronger when 

worker with high skill diversity are mixed. Hence, our data suggest to mix similar workers, which 

contradicts recommendations of existing literature. 

 

What can we learn from laboratory public good games about climate change mitigation: Evidence from 

an artefactual field experiment 

Presenter: Elisa Kettner, Sara 

Author(s): Timo Goeschl, Sara Elisa Kettner, Johannes Lohse, and Christiane Schwieren 

Climate change mitigation is one of the largest environmental public good problems present in the real 

world. The public goods literature has produced ample experimental evidence under which conditions 

such problems can be solved. However as most of this research is based on observing student behavior 

in an abstract laboratory setting, conclusions regarding the real world problem of climate change 

mitigation might be premature. Students are not only a special subpopulation that might behave 

differently than the general public, but it is also unclear if behavior in the abstract public good game is a 

good indicator for real world behavior. We test these propositions experimentally by comparing students 

to members of the general public in an artefactual field experiment. We employ a standard public goods 
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game and a real contribution task in which participants can reduce CO2 emissions in a within subjects 

design. Furthermore we collect self reported data on public goods provision and a general measure of 

cognitive ability. We find that non-student subjects give higher amounts both to the abstract and the 

real public good. Hence observing students underestimates real world contributions. Additionally 

cognitive ability is a strong predictor for high contributions in both tasks, which is a counterfactual to the 

common claim that non-Nash behavior in public games is due to mistakes. However on the individual 

level behavior in the laboratory public goods game and survey questions are not informative on 

contributions to the real public good. This casts some doubt whether the stability of preferences holds 

across different domains. 

 

Let's talk: How communication affects contract design 

Presenter: Ellman, Matthew 

Author(s): Jordi Brandts, Gary Charness, and Matthew Ellman 

We study experimentally how the ability to communicate affects the frequency and effectiveness of 

flexible and inflexible contracts in a bilateral trade context where sellers can adjust trade quality after 

observing a post-contractual cost shock and a discretionary buyer transfer. In the absence of 

communication, we find that rigid contracts are more frequent and lead to higher earnings for both 

buyer and seller. By contrast, in the presence of communication, flexible contracts are much more 

frequent and considerably more productive, both for buyers and sellers. Also, both buyer and seller earn 

considerably more from flexible with communication than rigid without communication. Our results 

show quite strongly that communication, a normal feature in contracting, can remove the potential cost 

of flexibility (disagreements caused by conflicting perceptions). We offer an explanation based on social 

norms. 

 

Choosing how to choose: Efficiency concerns and constitutional choice 

Presenter: Engelmann, Dirk 

Author(s): Dirk Engelmann and Hans-Peter Grüner 

We study group decision making in a two-step process. In the first step, group members decide by a 

random dictator mechanism upon the rule they will use in the second step of their decision process. In 

the second step, all group members then vote between two alternatives and the decision is 

implemented according to the rule chosen in the first step. One alternative implies zero payoffs for all 

group members, the other alternative can have positive and negative valuations for each different group 

member, where valuations are drawn independently. Selfish players should choose a rule in the first 

stage that implements their preferred choice for sure in the second stage. Inequality averse players 

should choose even for small positive valuations a rule that implements the alternative that yields zero 

payoffs for all. Subjects that are concerned with maximizing total payoffs should for small positive or 

negative valuations choose majority voting as the decision rule. We find in a treatment with a symmetric 

distribution of valuations that in the second stage group members almost always vote in favor of the 
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alternative that maximizes their own payoff, whereas the rule choice is often inconsistent with selfish 

payoff maximization. Furthermore, the rule choice shows no evidence of inequality aversion, but is 

consistent with efficiency concerns. In a further treatment with an asymmetric distribution of valuations, 

choices of subjects with a small negative valuation often deviate from selfishness. 

 

 Can't you take a joke? The impact of funniness on moral judgments in the case of workplace-bullying 

Presenter: Englich, Birte 

Author(s): Birte Englich and Barbara Stoberock 

Feelings may influence moral judgments, e.g. perceived disgust leads to more severe moral judgments 

(Schnall, Haidt, Clore & Jordan, 2008). Our research focuses on the idea that the moral appraisal of a 

situation can also be affected by the funniness of a situation. Could for example workplace bullying be 

evaluated as less morally severe if it contains an ostensibly funny element? A pretest established a high 

correlation between the perceived funniness of a bullying act and the moral judgment about the 

transgression: Participants in the role of bystanders rated a bullying act as less morally wrong if they 

perceived the situation as more humorous. In three further studies we manipulated funniness 

independently of the given bullying act and found consistent results: In the first experimental study, an 

essay-priming was used to induce funniness. In comparison to a neutral control group, the identical 

bullying act was rated as less severe in the funniness condition. In a second study we assessed 

participants' moral judgments on a bullying act during carnival or some weeks after carnival. We find 

more lenient moral judgments on the same bullying act during carnival. Study 3 demonstrates that 

participants who facilitated the muscles typically associated with smiling throughout the experiment 

(Strack, Martin & Stepper, 1988) judged a bullying act as funnier and as less severe than participants who 

inhibited these muscles. Beyond that, this effect only emerges if no apparently negative consequences 

for the victim are explicitly reported. Underlying processes and practical implications will be discussed. 

 

Morals and markets 

Presenter: Falk, Armin 

Author(s): Armin Falk and Nora Szech 

We show that moral values deteriorate in market interactions. In a double-auction market buyers and 

sellers can trade to kill a mouse. Mice that are traded are gassed. If no trade takes place, a mouse stays 

alive. Compared to the value of a mouse's life elicited in a price-list format, prices converge to very low 

levels. Moreover, revealed valuations expressed in trading prices are much lower than valuations elicited 

from a price-list. The tendency of markets to reduce moral values does not extend to consumption 

values, as a control experiment with coupons shows. Our findings suggest that market interactions 

create a diffusion of responsibility and a convergence to relatively low moral standards.  
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People prefer risks to be correlated 

Presenter: Feldhaus, Christoph 

Author(s): Gary E. Bolton, Christoph Feldhaus, and Axel Ockenfels 

We conduct an experiment in which participants cast their vote either for a sure payoff or a lottery. The 

corresponding payoffs and probabilities are identical for all participants. The alternative that determines 

the outcomes for each subject is chosen by a majority rule. We vary the degree to which the risk 

participants face when choosing the lottery is correlated. People are more willing to take risks when 

these are correlated across participants. 

 

The dynamic vickrey auction for the initial allocation of emission permits - An experimental study 

Presenter: Fernandes, Eduarda 

Author(s): Anabela Botelho, Eduarda Fernandes, and Lágia Costa Pinto 

The purpose of this paper is twofold: to contribute to the multiple-units auction literature with 

additional results about the performance of the dynamic Vickrey auction (the Ausubel model); and to the 

definition of the most adequate rules for an emission permits initial auction. The experimental 

methodology is used to achieve our goals. The experimental treatment run represents the functioning of 

an emission permits market with an Ausubel auction for the initial allocation of permits - followed by the 

possibility of banking of the permits bought in the auction; transaction of the permits in a secondary 

market; random shocks on the emissions, with consequences for the permits effectively needed; 

reconciliation market; and, finally, re-banking possibility. The experimental results obtained from this 

treatment allow us to evaluate the performance of this auction model, when included in a complex 

environment. Conclusion is that emission permits are not exactly allocated as predicted in the Ausubel 

auction although the differences are not statistically significant. Overbidding, with its misallocation of 

emission permits consequences and efficiency losses, occurred in our experiments as it was the case for 

previous experimental studies on this auction institution. Therefore, our first attempt to experimentally 

test the dynamic Vickrey auction, under a more complex experimental design than previous studies, 

does not considerably change earlier conclusions. 

 

The dynamics of decision making in risky choice: An eye-tracking analysis 

Presenter: Fiedler, Susann 

Author(s): Susann Fiedler and Andreas Glöckner 

Research on risky choice has moved beyond analyzing choices only. Models have been suggested that 

aim to describe the underlying processes (e.g., Adaptive Toolbox, serial implementation of Expected 

Value Models, Decision Field Theory, Parallel Constraint Satisfaction Model). Using predictions derived 

from these models we show in two eye-tracking studies that (1) attention to an outcome of a gamble 

increases with its probability and value, (2) that attention shifts towards the subsequently favoured 

gamble after about 2/3 of the decision process, (3) information search occurs mostly within gambles and 
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(4) information search parameters are sensitive to changes in stakes and task difficulty, when deciding 

between two lotteries. 

 

Yes, we can! but should we? An empirical test of the normative foundations of nudge 

Presenter: Fischer, Mira 

Author(s): Mira Fischer and Sebastian Lotz 

The publication of 'Nudge. Improving Decisions About Health, Wealth, and Happiness'• (2008) by Richard 

H. Thaler and Cass R. Sunstein has attracted great attention in psychology and behavioral economics. 

Today, nudges are listed as alternative means of altering behavior besides coercion and incentives and 

have thoroughly influenced political decision makers. However, until now the literature on nudges is 

largely based on a collection of examples and research into its normative background is still in its infancy. 

Here, we propose a 'framework to nudge'• that allows us to organize and evaluate the different 

arguments that have been brought up both in favor of and against nudges. We think that the discussion 

on the normative foundations of nudge has been at cross-purposes partly because of a lack of clarity 

about its theoretical foundations. We outline that there is not a single concept of nudge that subsumes 

all the examples mentioned in the literature but that there are, in fact, four types of nudges that exploit 

different psychological mechanisms. Based on this, we argue that whereas some nudges are ethically 

problematic because they try to increase future utility at the cost of present utility, there are others that 

may - given certain assumptions about preferences and intentionality - qualify as harmless because they 

may increase future utility at no decrease of present utility and without infringing liberty or autonomy. 

We will then test our theory by exposing subjects to nudges in an experimental setting and by 

investigating laypeople's and politicians' acceptance of nudge inspired policies. 

 

Preferences over (negative) externalities 

Presenter: Fischer, Sven 

Author(s): Sven Fischer, Sebastian Goerg, and Hanjo Hamann 

We analyse individual preferences over positive and negative externalities. In line with existing evidence 

from dictator games, we observe some fully selfish subjects whilst the majority shows at least some 

concern for the externality. Many subjects also show an aversion to causing negative externalities. While 

for some this can be represented with rational utility theory, for many this is not possible as the number 

of violations of the Generalized Axiom of Revealed preferences is considerably high. 

 

Who cares for social image? Interactions between intrinsic motivation and social image concerns 

Presenter: Friedrichsen, Jana 

Author(s): Jana Friedrichsen and Dirk Engelmann 

Empirical research suggests that choices for products considered to be ethical are driven both by intrinsic 

motivation and concerns for social approval. How these forces interact is important for supply and 
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pricing policy of these products. However, little is known about this interaction from empirical work, 

which we hence assess in an experiment. In particular we try to find out whether intrinsically motivated 

individuals react more or less strongly to opportunities for image building than other individuals.We 

recruited new participants, offering a choice between Fairtrade and non-Fairtrade chocolate as a reward 

for signing up to the subject pool. We use their choice as a proxy for intrinsic preference for Fairtrade 

products. The participants are later on recruited for laboratory experiments where they take part in a 

market game. At the end of the experiment we elicit their willingness-to-pay for their preferred type of 

chocolate (Fairtrade or non-Fairtrade). Treatments differ in whether these choices are made privately or 

publicly. The difference in willingness-to-pay for Fairtrade between these treatments serves as our 

measure for image concerns. We compare this measure for the two groups of individuals who chose 

Fairtrade or non-Fairtrade chocolate at the recruiting stage, respectively. The difference-in-differences in 

willingness-to-pay across the groups of participants shows whether image concerns interact with our 

measure of intrinsic motivation. 

 

Trust in procurement interactions 

Presenter: Fugger, Nicolas 

Author(s): Nicolas Fugger, Elena Katok, and Achim Wambach 

We investigate the influence of different procurement mechanisms on trust and cooperation in presence 

of incomplete contracts. We analyze experimentally the influence of different forms of competition on 

suppliers willingness to provide high quality that is not enforceable. We show that in absence of 

competition cooperation can be established in one shot interactions and we find similar degrees of 

cooperation in negotiations and buyer determined auctions but not in binding auctions. Furthermore we 

observe a higher degree of cooperation in buyer determined auctions than in negotiations. 

 

An experimental consideration of strong ambiguity in call markets and double auction markets 

Presenter: Füllbrunn, Sascha 

Author(s): Sascha Fullbrunn, Holger Rau, and Utz Weitzel 

Several individual choice experiments show that decision makers prefer taking gambles with known-risk 

probabilities over equivalent gambles with ambiguous probabilities. Thus, subject's willingness to pay for 

risky assets tends to be higher than for equivalent ambiguous assets. When it comes to markets, 

however, subject's decisions are no longer separated from others and may be reevaluated by market 

feedback. But is market feedback sufficient to overcome the ambiguity effect? Or do prices reflect 

ambiguity aversion? To evaluate this question, we conduct laboratory experiments where subjects 

simultaneously trade risky and ambiguous assets, using an offline version of the source method for 

Ellsberg-like uncertainties from Abdellaoui et al. (AER, 2011). While recent experimental results from 

Sarin and Weber (MS, 1993) and Bossaerts et al. (RFS, 2010) suggest that aversion to ambiguity does not 

vanish in markets, we find no systematic difference between risky and ambiguous assets in terms of 

prices and bids, volume or portfolio decision. In contrast to other market studies, we consider strong 
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ambiguity (rather than weak) in both double auction markets and call markets. The same source method 

in a Becker-DeGroot-Marschak treatment, however, confirms ambiguity aversion on the individual level. 

 

Endogenous leadership 

Presenter: G. Kocher, Martin 

Author(s): Martin G. Kocher and Philipp Wichardt 

Leading by example has been shown to increase voluntary contributions in charitable giving and in the 

provision of a public good. In experiments it is usually implemented by assigning leadership to a random 

group member or by a vote. In reality, however, leadership emerges endogenously. We devise an 

experiment that takes endogeneity into account and that is able to study the determinants of leadership 

on the individual level as well as its overall consequences on efficiency. Interestingly, we show that 

leadership can have significantly negative effects on efficiency, compared to an appropriate control 

condition. They occur if the timing of contributions to the public good is left to the group members and 

the chosen contribution cannot be altered, once a group member has committed herself. With an 

improvement rule of one's contribution, endogenous leadership however leads to significantly higher 

contributions. We conclude that the positive effects of leadership are not as general as implied by 

existing results. 

 

The power of social relations for coordination: The magic of 'oneness' 

Presenter: Gaechter, Simon 

Author(s): Simon Gaechter, Chris Starmer, and Fabio Tufano 

We report the results of experiments investigating the influence of social relations in a coordination 

game with Pareto-ranked equilibria. Understanding the determinants of coordination success is an 

important problem in economics and other social sciences. Considerable progress has been made in 

understanding how structural features of coordination games (e.g. the number of players) impact 

efficiency.  Our work contributes to a new stream of research which has begun to demonstrate the 

impact, on coordination success, of social relationships that exist between players. A novel feature of our 

setup is the use of a technique for measuring 'oneness'. This construct, and tools for measuring it, have 

been developed in psychology where an established literature identifies oneness as a useful way of 

measuring the 'closeness' of relationships that exist between pairs of individuals. Associated literature 

appears to suggest that oneness is a particularly significant predictor of a range of other-regarding 

behaviours. We adapt the measure to impute oneness indices to groups of individuals who also play a 

repeated weak link game, where coordination failure is endemic according to previous literature.  Our 

results are striking.  Group oneness has a large impact on coordination success: despite no possibilities 

for communication, groups with high oneness are very likely to coordinate on highly Pareto-ranked 

equilibria while groups with low oneness never do; hence, sufficiently high oneness appears a necessary 

condition for coordination success. While oneness co-varies, as expected, with various objective 

characteristics of groups, surprisingly, and perhaps somewhat magically, the effects of oneness dominate 
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in econometric analysis of experimental behaviour: in the presence of oneness, no other factors are ever 

significant. 

 

Preferences-dependent learning: A theoretical and experimental study 

Presenter: Gamba, Astrid 

Author(s): Astrid Gamba and Tobias Regner  

In this experiment, we study the learning dynamics of a population of individuals with different 

preference types along many repetitions of a six-stages Centipede Game. We manipulate access to ex 

post information and show that if individuals rely only on their own observations of co-players past 

moves, in the long run, heterogeneous behavior resembles a Self-confirming equilibrium (Fudenberg and 

Levine,1993): every individual maximizes his subjective expected utility and some preference types make 

off-path prediction errors. 

 

Letting the briber go free: An experiment on mitigating harassment bribes 

Presenter: Gangadharan, Lata 

Author(s): Klaus Abbink, Utteeyo Dasgupta, Lata Gangadharan, and Tarun Jain 

This paper presents an experiment evaluating a policy prescription that uses asymmetric punishments to 

combat harassment bribes. The policy proposed by Basu (2011), advocates legal immunity for bribe-

givers, while bribe-takers remain culpable. Our results indicate that such a policy does have the potential 

to significantly reduce corrupt practices but weak economic incentives for the bribe-giver, or retaliation 

by bribe-takers can considerably weaken the gains from implementing such a policy. This suggests that 

such a policy on its own may face challenges in the field and may need to be complemented with other 

institutional reforms. 

 

Collusion in the pivotal mechanism 

Presenter: Gantner, Anita 

Author(s): Francesco Feri, Anita Gantner, Wolfgang Hoechtl, and Rupert Sausgruber 

This paper studies the vulnerability of the pivotal mechanism with respect to manipulation by groups. In 

a lab experiment, groups decide on the implementation of various alternatives, some of which imply 

opposite interests for the two subgroups. We investigate the occurrence of tacit and explicit collusion by 

allowing for communication within subgroups in one treatment and prohibiting it in another. Even 

though all agents' preferences are common knowledge and there exists a simple symmetric collusive 

strategy for one subgroup, we find little evidence for tacit collusion. Only when explicit communication is 

allowed, collusion is established. A behavioral model using quantal response equilibrium in which 

subjects have beliefs over the correlation of errors of same-type subjects helps explain the main features 

of our data.  
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An experimental study of the partnership game with imperfect public information, and of the effect of 

varying exit provisions 

Presenter: Gaudeul, Alexia 

Author(s): Paolo Crosetto, Alexia Gaudeul, and Gerhard Riener 

We explore a model with applications to research partnerships and joint ventures. Our settings has 

characteristics both of public good games and of partnerships games with imperfect public information. 

We investigate experimentally how exit options affect effort provision. Two participants can take part in 

a risky joint venture, whereby joint effort determines the probability to obtain a fixed payoff. 

Participation to the joint venture is voluntary, as each participant can choose whether to participate or 

stake out on her own (exit). We investigate the base case with no exit possible and four other 

specifications, all with either symmetric or asymmetric endowments. In one case the exiter obtains a 

payoff of zero, in another the exiter can count on her own effort only, and in two final cases the exiter 

enjoys moderately or substantially higher productivity when on her own so exit is increasingly 

attractive.The treatments allow us to identify how the threat of breakdown in partnerships impacts 

effort while within them, and how the payoffs post breakdown affect the probability to maintain 

cooperation. Results of the baseline with no exit show that effort is significantly above Nash equilibrium 

predictions and that there is no decline in effort over time and no restart effect. Moreover, we find no 

evidence of tit-for-tat strategies as own effort is complementary to ones beliefs over the partners effort. 

Attractive exit options result in more frequent exit but the few partnerships that survive are very 

efficient. Too attractive an exit option lowers aggregate welfare however as players exit too often and 

provide too much effort once out. 

 

Decision markets with experts' preferences over the decision: Experimental evidence 

Presenter: Gimpel, Henner 

Author(s): Henner Gimpel and Florian Teschner 

We explore scenarios in which a principal elicits information from experts to make a decision which 

action to take. To elicit experts' private information, the principal runs conditional decision markets, i.e. 

prediction markets with two distinct features: Firstly, the prediction is not an end in itself but there exists 

a direct link from predictions to a decision. Secondly, the market payoff is conditional on the principal's 

decision. Only if an action is taken the true future state of the world can be observed and market 

participants are paid. The other markets are voided.Experts hold private information, are self interested, 

and are not agnostic to the decision, i.e. they have two (partially conflicting) incentives: On the one hand 

they can capitalize on their private information by trading in the decision markets; on the other hand 

they have preferences over the principal's action. We study these decision markets in an online 

experiment recruiting participants via Amazon Mechanical Turk. Our focus is on agents' strategic 

manipulation and overall efficiency of the mechanism. To this end, we run 8 treatments differing in (1) 

the decision rule transforming predictions to a decision, (2) whether markets are conditional or all 

markets are paid, and (3) the balance of incentives from the market and the action itself. 
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Race for power in voluntary contribution games with punishment and instable hierarchies 

Presenter: Glöckner, Andreas 

Author(s): Andreas Glöckner, Angela Dorrough, and Borah Lee 

Previous research has shown that personality partially predicts cooperation behavior in social dilemmas. 

Personality influences thereby largely depend on specific characteristics of the situation indicating the 

importance of person x situation interactions. We investigated the influence of personality on 

contribution and punishment behavior in Voluntary Contribution Games with different implementations 

of punishment mechanisms. In the stable treatment we used a standard punishment mechanism. In a 

second treatment we introduced an instable hierarchy in that the player with the highest income at the 

beginning of each round gained additional punishment power. For this player costs for punishment were 

reduced for one round inducing an instable hierarchy. In line with our expectations, this instability led to 

a race for (punishment-) power indicated by increased punishment and decreased efficiency. Personality 

influences on behavior were stronger in this treatment as compared to the stable treatment. The 

involvement in the race for power was particularly strong for highly competitive and machiavellistic 

individuals supporting the predicted persons x situation interaction. 

 

Preventive punishment 

Presenter: Godoy, Sara 

Author(s): Sara Godoy and Antonio J. Morales 

Experimental studies of social dilemmas have shown that while the existence of a sanctioning institution 

improves cooperation within groups, it also has a detrimental impact on group earnings in the short-run. 

Could the introduction of pre-play threats to punish have enough of a beneficial impact on cooperation, 

while not incurring the cost associated with actual punishment, so that they increase overall welfare? 

We report an experiment in which players can issue threats to punish others based on their contribution 

levels to a public good. Additionally, we analyze the effect of preventive punishment: before observing 

actual contributions, they choose their actual punishment level. We find that threats increase the level 

of contributions significantly. On the other hand, preventive punishment leads to lower cooperation and 

welfare levels.  

 

Does unionization harm efficiency in reciprocal labor relationships? 

Presenter: Gose, Karina 

Author(s): Karina Gose and Abdolkarim Sadrieh 

We experimentally investigate five treatments of a 13-person gift exchange game. Our findings support 

existing evidence that equal pay (treatment union wage) in comparison to individual pay (treatment free 

labor) drastically decreases effort levels, wages and thus firm efficiency. As equal pay is an integral part 

of compensation for unionized employees, we investigate whether the introduction of structures 

commonly found in unions can help remedy the detrimental effect of equal wages on firm efficiency. We 

therefore introduce the opportunity for workers to strike (treatment strike) and additionally to 
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coordinate their effort choices by suggesting a non-binding effort response for the given wage 

(treatment suggestion). However, neither of these two treatments restores wages or effort choices to 

the level of individual pay. Thus, we additionally allow the employer in a fifth treatment to terminate one 

of the labor relationships every time the employer incurs overall losses (treatment termination). This 

treatment produces wages and effort levels that are of about the same magnitude as wages and effort 

choices in our individual pay treatment. However, overall efficiency in this treatment is significantly 

lower than in the treatment with individual wage setting. 

 

Facing a dilemma: Cooperative behavior and beauty 

Presenter: Grätz, Silvia 

Author(s): Silvia Grätz and Donja Darai 

Physical attractiveness is associated with goodness in the literature. In particular, people think of 

attractive ones as being more socially skillful, trustworthy, or likeable. This beauty-is-good stereotype 

can induce a beauty premium in various economic interactions. Cooperative behavior might be one more 

such attribute that is elicited by physical attractiveness. In this paper we analyze this potential 

relationship. We combine data from 211 episodes of a television game show, in which contestants play a 

face-to-face prisoners dilemma game, with data from independent facial appearance ratings of these 

contestants. The main finding is that attractiveness is an important factor for cooperative behavior even 

in an environment of very high stakes, communication, and past behavior. Although there is no 

difference between facially attractive and unattractive contestants regarding the decision to cooperate, 

facing a facially attractive opponent increases cooperation significantly. Especially, in mixed-gender 

interactions males and females are more likely to cooperate with a facially attractive counterpart. The 

marginal beauty premium for a one standard deviation increase in facial attractiveness amounts to an 

increase of a contestants expected earnings of Â£ 2153. Moreover, the probability to obtain positive 

earnings increases by 5.9 percentage points for facially attractive contestants. 

 

Taking what you deserve? How a sense of entitlement leads to stealing 

Presenter: Gravert, Christina 

Author(s): Christina Gravert 

Are people more likely to steal when their payment is determined randomly or when it depends on their 

performance in a difficult task? In this paper I investigate how the probability of stealing is affected by 

the way in which payoff is earned. After answering a short survey one group was asked to roll a die to 

determine their payoff, while the other group had three minutes to find matching numbers in a matrix 

task. Participants then had the possibility to pay themselves, unobserved by the experimenter. I find that 

the participants who earned their payoff according to performance where more than three times as 

likely to take the maximum payoff as the participants in the random payment scheme. Women were less 

likely to steal in general, but also more likely to steal in the performance based payment scheme. In 

contrast to previous findings in the cheating/lying literature, stealing is an all-or-nothing decision rather 
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than a tradeoff between a slightly higher payoff and the desire to keep ones moral values intact. The 

results support the theory that unethical behavior is increased by a sense of entitlement, which is more 

pronounced when earnings depend on performance than on the roll of a die. 

Information-sensitive sanctioning institutions - From individual to institutional fitness 

Presenter: Grechenig, Kristoffel 

Author(s): Kristoffel Grechenig, Andreas Nicklisch, and Christian Thöni 

Sanctions may play an important role for maintaining cooperation in social dilemmas. However, what 

type of sanction is effective under which condition remains obscure. Most of the recent literature 

focuses on decentralized sanctions in a perfect information environment. Studies with competing 

institutions confirm that decentralized sanctions prevail. We show experimentally that the success of 

sanctioning institutions crucially depends on the information environment. While under perfect 

information, a large part of the population migrates to a decentralized sanctioning institution, with 

increasing noise other institutions (centralized sanctions, complete restrictionof sanctions) attract large 

parts of the population. These findings emphasize the widespread heterogeneity of sanctioning 

institutions and show that nondecentralized sanctioning institutions emerge in an imperfect information 

environment. 

 

The importance of knowing your own reputation 

Presenter: Greiff, Matthias 

Author(s): Matthias Greiff and Fabian Paetzel 

The effect of reputation on prosocial behavior has been investigated theoretically and experimentally. 

These studies examine repeated games with varying opponents and a players reputation is defined as 

information about her behavior in the preceding period. This represents a dramatically simplified picture 

of reputation since in many social contexts, reputation is the subjective belief a player holds about 

someone else.In this paper, a players reputation is based on an evaluation she received from another 

player. Uncertainty enters since a players evaluation is a noisy signal about past behavior. We take the 

subjective nature of reputation into account, study how subjects evaluate each other, and how the 

resulting reputations affect prosocial behavior.We present results from a public good experiment with 

reputation formation. Each period, two subjects are randomly matched and play a public good game. 

Subjects are rematched and the next period begins. Within each period, subjects contribute and evaluate 

each others contribution. The treatment effect is the information available at the beginning of the 

period: each subject receives information about the other subjects evaluation, or information about her 

own and the other subjects evaluation. We find that subjects who contribute more receive higher 

evaluations, so that a subjects evaluation is an informative though noisy signal of past behavior. 

Regarding contributions we find that information about the own and the opponents evaluation 

significantly increases contributions compared to the control treatment in which no information is 

provided. Information about the other players but not the own evaluation is not sufficient for increasing 

contributions. 
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The effect of pre-play communication in ultimatum bargaining with asymmetric information about pie 

sizes 

Presenter: Greiner, Ben 

Author(s): Olga Bystrova and Ben Greiner 

This paper explores the effect of restricted pre-play communication on offer and acceptance behaviour 

in Ultimatum bargaining with asymmetric information. In particular, we study an Ultimatum Game in 

which the total amount to be bargained over (the pie) is either $10 or $20. We systematically vary 

whether both proposer and responder are informed about the pie size (baseline), or only the proposer, 

or only the responder. In addition, we vary whether there is no pre-play communication, or whether the 

informed party can send message about the pie size communication before decisions are made. In one 

communication condition, the message sender is free to choose the correct or the wrong message 

(cheap talk), while in the second communication condition the sender can only choose whether to reveal 

or not to reveal the true pie size (true talk). 

 

Valuable voice? Merits and pitfalls of communication 

Presenter: Grieder, Manuel 

Author(s): Manuel Grieder, Franciska Krings, and Christian Zehnder 

Past research has identified voice as a central element of procedural fairness in organizations. Most of 

this research is based on scenario techniques and relies on self-report measures. We report truly 

behavioral data collected in a laboratory experiment in which participants face monetary incentives. 

Participants are paired in bilateral employment relationships where the worker's effort is not 

contractually enforceable. In our main treatment employers have to decide whether or not to grant 

voice to employees before they decide about the details of the employment contract. Comparisons to 

control conditions show that communication is a double-edged sword. Our data confirm the previous 

finding that workers who make promises are more likely to provide high effort. On the other hand, we 

also find that communication can lead to an increase in counter-productive activities, in particular if the 

employer does not satisfy the worker's demand. 

 

Endogenous gender composition in sanctioning institutions 

Presenter: Gürerk, Özgür 

Author(s): Özgür Gürerk, Bernd Irlenbusch, and Bettina Rockenbach 

Before interacting in a social dilemma, male and female subjects freely join either a same-gender or a 

mixed-gender institution. Initially, men are more inclined to join the mixed-gender institution then 

women and they contribute higher. Over all, the cooperation rate in all-men and mixed-gender 

institutions are higher than in all-female institutions. In general, women engage less in costly sanctioning 

than men. Women in the mixed-gender institution obtain the highest net payoffs, women in all-female 

the lowest. In the end, two patterns of gender composition emerge: in some observations, all subjects 

unite in the mixed-gender institution while in others genders segregate into different institutions. 
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Incentives for children in experiments 

Presenter: Häger, Kirsten 

Author(s): Kirsten Häger 

Recently, more and more economic experiments have been conducted with children of varying age 

groups. While the usual incentives for student subject pools are of monetary nature, the choice of 

incentives for children is not so obvious. So far, some studies have used monetary incentives while other 

studies used non-monetary incentives such as candies small school equipment items, or toys. Others 

used tokens to buy candies or toys. Some studies did not incentivize their tasks at all. In our study we 

test which type of incentive (monetary vs. non-monetary) children aged 5-15 prefer if they have the 

choice and to which type of incentive they react more strongly, i.e. they achieve higher scores in our 

task. Further, we test whether children react at all to performance-based incentives in this type of task 

by comparing treatments with performance-based incentives to a treatment with flat payment. With our 

study we would like shed light on the question which kinds of incentives can be used for incentivizing 

economic experiments involving children. We found that the majority of children chose the monetary 

incentive when they had the choice. We did not find a significant difference in performance when using 

different types of incentives, i.e. monetary vs. non-monetary incentives or flat payment vs. performance-

based payment.  

 

When rationality and fairness conflict: The role of cognitive-control in the ultimatum game 

Presenter: Halali, Eliran 

Author(s): Eliran Halali, Yoella Bereby-Meyer, and Nachson Meiran 

In the ultimatum game the motivation to maximize self-interest conflicts with the motivation to punish 

the proposer for offering unfair offers. Using two independent behavioral measurements, we tried to 

decide between the suggestion that the preference for fairness is a deliberative cognitive-controlled act 

and the contradicting suggestion that it is an automatic act. In Experiment 1, relying on Baumeister and 

colleagues theory (1998), which suggests that self-control relies on a limited resource, we manipulated 

the availability of cognitive-control resources to obtain the automatic behavior among UG responders. 

We found a significant interaction between the experimental condition and the fairness of the offer. 

Participants whose cognitive-control resources were depleted rejected more unfair offers compared to 

control participants. This effect was absent for fair offers, indicating that depletion makes people more 

sensitive to unfairness and not just more prone to reject offers in general. In Experiment 2, relying on a 

commonly used measure for automaticity and cognitive-control, we examined RT for rejection and 

acceptance of unfair offers in a within-participant design. We asses participant's Individual-Rejection-

Threshold and found it took longer to accept than to reject unfair offers around it. This effect was also 

significant while controlling for a distance effect around the IRT. These results suggest that fairness 

considerations operate more automatically than rational considerations, and that the latter depend on 

the availability of cognitive-control resources. 
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Is a firm a firm? A stackelberg experiment 

Presenter: Hildenbrand, Andreas 

Author(s): Andreas Hildenbrand 

Industrial organization is mainly concerned with the behavior of large firms. Experimental industrial 

organization therefore faces a problem: How can firms be brought into the laboratory? The main 

approach relies on framing: Call individuals firms! This experimental approach is not in line with modern 

industrial organization, according to which a firms market behavior is also determined by its 

organizational structure. In this paper, a Stackelberg experiment is considered in order to answer the 

question whether framing individual decision making as organizational decision making or implementing 

an organizational structure is more effective in generating profit-maximizing behavior. Firms are either 

represented by individuals or by teams. I find that teams quantity choices are more in line with the 

assumption of profit maximization than individuals choices. Compared to individuals, teams appear to be 

less inequality averse.  

 

To be moral is to be seen moral: Lack of social recognition encourages further moral striving 

Presenter: Hölzl, Erik 

Author(s): Moritz Susewind, Erik Hoelzl, and Gari Walkowitz 

In this paper we investigate how social recognition of past moral behavior influences subsequent moral 

striving. Building on self-completion theory, we hypothesize that social recognition discourages 

subsequent moral striving, while a lack of social recognition encourages subsequent moral striving. We 

investigate these hypotheses in two experiments in which participants first engage in a moral or non-

moral choice which is then either recognized by the experimenter or kept completely confidential. Our 

results show that under conditions of lacking social recognition, past moral as compared to non-moral 

behavior leads to higher subsequent moral striving. This effect was found significant across 2 studies, 

measuring moral intentions (study 1) and actual helping behavior (study 2). On the other hand, we found 

some evidence that under conditions of social recognition, past moral as compared to non-moral 

behavior leads to lower subsequent moral striving. This effect was found significant for moral intentions 

(study 1) but did not reach significance for actual helping behavior (study 2). Our results shed a new light 

on potential boundary conditions for moral balancing effects and underscore the fact that these effects 

can be conceptualized as a dynamic of goal regulation. 

Favoritism in auctions: An experimental analysis 

Presenter: Ilieva, Lyuba 

Author(s): Lyuba Ilieva 

In (procurement) auctions the auctioneer often has an ex ante preference for one bidder over the 

others, because of an existing business relationship with an incumbent supplier for example. The 

preferred bidder can be given the right to match the highest rivals' bid - a so called right of first refusal. 

Alternatively, the coalition's payoff can be maximized via an auction with an optimal reserve price. In 

both cases the previously simultaneous first-price auction receives a sequential character. As a result, 
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welfare is redistributed away from the competitive bidders to the coalition. Whether the auctioneer 

profits from entering the coalition depends on the way its rents are distributed among the two parties. In 

a laboratory experiment I compare the right of first refusal and an optimal mechanism to a first-price 

auction with two bidders. I find that, in line with the theoretical predictions, the existence of a coalition 

increases the payoff of the preferred bidder and decreases the auction revenue. However, if the 

preferential treatment is conditional on a relationship-specific investment on the side of the preferred 

bidder prior to the auction, which benefits the auctioneer directly, it may be sufficient to outweigh the 

losses in revenue so that the auctioneer also has an interest to give preferential treatment. Hence, a 

conditional right of first refusal is shown to be beneficial to long-term business relationships.  

 

Hierarchy design and coordination 

Presenter: Irlenbusch, Bernd 

Author(s): Marta Coelho, Anastasia Danilov, and Bernd Irlenbusch 

The need for coordination is omnipresent in organisations but its implementation can be extremely 

difficult, for example, after organizational restructuring has taken place. We shed light on the role of 

leadership and organizational structure to coordinate teams by using data from a laboratory experiment. 

Teams of 10 players repeatedly engage in a weakest link game. In a first dimension treatments vary in 

whether information about past coordination levels is provided to the leader or to all team members. 

Our second treatment variation determines whether the organizational structure is flat or hierarchical. 

We find that additional hierarchy levels tend to decrease coordination while providing all players about 

the past minimum effort level improves coordination. 

 

Auction choice behavior 

Presenter: Ivanova-Stenzel, Radosveta 

Author(s): Radosveta Ivanova-Stenzel and Timothy C. Salmon 

We study auction choice behavior in an environment where the number of bidders is not held constant 

across first price sealed bid auction and ascending auction but is allowed to vary endogenously based on 

the choices of the bidders. We examine whether or not bidders knowing their value prior to making a 

choice of which among multiple alternative auction formats to enter impacts their choice decision 

and/or the outcome of the auctions. We find that when endogenous entry is allowed revenue rises 

enough in the ascending auction relative to the sealed bid to remove the revenue advantage of the 

sealed bid auction. This occurs however for very different reasons based on how bidders select into the 

two formats. If the entry choices are made behind the veil of ignorance regarding the bidder's value, 

revenue is equalized by virtue of more bidders entering the ascending auction as this delivers higher 

order statistics for the values of bidders in the ascending than the sealed bid auctions. If bidders know 

their values when deciding which auction to enter, the number of bidders in both formats ends up being 

on average the same but the sealed bid auctions attract bidders with lower values. Despite the 

aggressive bidding of those entering the sealed bid auctions, the fact that the bidders in the ascending 
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auction have higher values leads to the revenue again being approximately the same between both 

formats.  

 

Measuring preferences and predicting outcomes 

Presenter: Jamison, Julian 

Author(s): Julian Jamison and Dean Karlan 

As part of a field experiment in Uganda that examined the impact of a newly launched SMS-based health 

information service, we conducted extensive baseline and endline surveys. The overall research project 

is evaluating the impact of the service on 1) knowledge of sexual and reproductive health; and 2) related 

behaviors, both self-reported and observed (e.g. risky sexual behavior or clinic visits). The surveys 

included economic games, randomly asked either with or without monetary incentives, as well as a 

range of qualitative questions focusing on attitudes toward fairness, time, self-control, and risk. We also 

randomly varied the method of asking about sensitive sexual topics, namely either directly or as part of a 

longer list of questions so that only aggregate and not individual responses could be identified.In sum, 

we were able to relate the game and survey data on economic preferences to 'real-world'• outcomes 

and to the effectiveness of the intervention itself. Initial results suggest that for risk aversion, the games 

(especially when incentivized) explain more outcome variance than the qualitative survey questions. 

However, for time discounting the opposite seems to be true. The magnitude of the effects is similar to 

that for demographic variables such as age, gender, and education, implying that it may be important to 

measure these economic preferences as a standard part of future surveys. Regarding sensitive topics, we 

find that married subjects under-report condom usage while subjects who have never been married 

over-report. All subjects underreport rates of infidelity, on average. 

 

Costly monitoring and the emergence of blind trust 

Presenter: Jarke, Johannes 

Author(s): Johannes Jarke and Timo Goeschl 

We study finite horizon modified trust games with endogenous information structures. At the end of 

each period, the first mover may acquire information about the second movers action in that period. We 

exogenously vary the cost of monitoring and the length of the horizon of a given match. We find the 

frequency of monitoring to decrease in its cost and to increase in the length of the horizon. However, in 

long horizon matches, cooperation is markedly higher under costly monitoring since the decrease in 

assured trust is overcompensated by an increase in first movers trusting blindly. 
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Is really communication just cheap-talk? An experimental analysis under different incentive schemes 

Presenter: Jimenez, Francisca 

Author(s): Francisca Jimenez-Jimenez and Javier Rodero-Cosano 

Incentives are of the relevant importance to understand economic decisions. We design four 

institutional contexts whose incentives structure differs according to two dimensions: the degree of 

competition and the cost of defection. Both features affect the difference between group and individual 

incentives.It is our purpose to study the disposition of agents to cooperate under each strategic 

environment. Therefore, we design four different strategic environments ordered from the less 

collusion-encouraging context to the most cooperation-enhancing one. In each interaction setting, we 

implement two specific devices through which collusion can be achieved: i) history and ii) 

communication. In our setting, we implement a non-binding one-way numerical announcements system 

as communication mechanism. Our interest is to contrast in which competition context communication 

exerts better collusive results and whether the strategic interaction involving agents determines the 

different usages of the same communication mechanism.Our findings show that individuals respond to 

changes in payment schemes, but converges slowly toward theoretical predictions. As a first and general 

result, people react to incentives not immediately but in an delayed manner, which supports the 

evidence on history does matter. This happens in all strategic environments. Secondly, choice behaviour 

depends crucially on both the competition degree and the deviation cost, reaching the best outcomes in 

the coordination environment imposing a penalty to the defection. Last, the non-binding communication 

mechanism also exerts significant reactions in the choice patterns, providing the idea that 

communication is not considered as simple cheap-talk by participants. 

 

How effective is pay-for-performance? An experimental comparison with pure incentive schemes for 

physicians 

Presenter: Kairies, Nadja 

Author(s): Jeannette Brosig-Koch, Heike Hennig-Schmidt, Nadja Kairies, and Daniel Wiesen 

Recent reforms in European and North American healthcare have introduced a variety of pay-for-

performance programs - either combined with fee-for-service or capitation incentives. But how effective 

are these forms of payment for physicians? In this study we investigate the effects of introducing pay-

for-performance with the help of controlled laboratory experiments. Treatment variations include four 

types of incentive schemes (fee-for-service, capitation, fee-for-service combined with pay-for-

performance, and capitation combined with pay-for-performance) and nine types of patients (differing 

with regard to their illness and the severity of this illness). Our results reveal that patients significantly 

benefit from introducing pay-for-performance, independent of whether it is combined with capitation or 

fee-for-service incentives. The magnitude of this effect is significantly influenced by the patient type, 

though. Moreover, comparing the decisions made by non-medical students with that made by medical 

students reveals almost no significant differences. Current experiments investigate whether the latter 

result also holds for experienced physicians.  
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Can behavior in laboratory experiments explain gender differences in labor market outcomes? 

Willingness to compete, confidence, risk aversion, and social preferences 

Presenter: Kamas, Linda 

Author(s): Linda Kamas and Anne Preston 

Laboratory experiments have found that that women are less likely to choose competitive payoffs, less 

confident, more risk averse, and more inequity averse than men. However, there is no evidence that 

these characteristics measured in the lab are related to real life economic outcomes. This project links 

laboratory results to actual labor market experiences. We test the hypothesis that competitiveness, 

confidence, risk aversion, social preferences, and gendered personality characteristics affect labor 

market outcomes and contribute to the gender gap in labor market performance. We run laboratory 

experiments designed to measure these characteristics and then survey students on employment, salary, 

and other labor market outcomes both at graduation and 7 months after.  From these data we can 

determine whether personality attributes and behaviors measured in the lab affect early labor market 

success and if they explain differences in outcomes for men and women. We extend the literature by 

developing a continuous measure of willingness to compete and, because people choose into 

professions, allowing the subjects to choose the type of task performed. The experiments identify three 

types of confidence: estimation, placement, and precision. Gendered personality characteristics are 

measured by the Bem Sex Role Inventory.  Obtaining a clearer picture of the causes of gender 

differences in labor market outcomes is important because policy prescriptions to address gender 

inequities must be based on a correct understanding of the source of such differences. 

 

Positive and negative surprises in a dictator game: Theory and evidence 

Presenter: Khalmetski, Kiryl 

Author(s): Kiryl Khalmetski and Axel Ockenfels 

The paper presents the results of an experiment aimed at testing a generalized model of guilt aversion 

that admits that a dictator has preferences to surprise a recipient both positively and negatively. The 

experiment controls for heterogeneity in the dictators' responses to expectations through a within-

subject design, where each dictator makes a decision conditional on all possible expectations of the 

matched recipient. Consistent with our model, we find that the correlation between expectations and 

transfers is significant and oppositely signed for positive and negative surprises. The data allow us to 

explain non-correlation results of previous between-subject experiments, as well as to provide evidence 

for false consensus effect, that might be responsible for spurious correlation in experiments using direct 

elicitation of second-order beliefs.  
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Decision taking with other people's money - Insights from a real donation experiment 

Presenter: Kirchhoff, Christian 

Author(s): René Fahr and Christian Kirchhoff 

When managers of corporations decide upon (non-strategic) corporate social responsibility spending 

they might have found a way to pursue their altruistic preferences with other people's money. This is in 

line with Adam Smith's (1776) and Friedman's (1975) conjecture that managers are more generous with 

other people's money. We designed a neutrally framed laboratory experiment to directly investigate into 

this question. The experiment is based on a real donation experiment with three parties. We investigate 

whether the donation preferences change when the donation is financed by other peoples funds rather 

their own. Average donations increase by significant 61% providing first support for the Smith/Friedman 

conjecture. However, more than 36% of people stick to their preferences and 55% of all participants only 

show a slight increase of spending behavior when funds are not their own. First round donations seem to 

provide an anchor for second round decisions. To remove the uncertainty about shareholders' 

preferences which might influence the spending behavior of the manager in an uncontrollable way we 

design a treatment where managers take the donation decision conditional on the first round spending 

behavior of their shareholders. We were able to classify managers into four types: 1) punishers 2) non-

punishers 3) adapters 4) non-adapters. The behavioral types are significantly correlated with the first 

round spending behavior of the managers and show some correlations with personality traits elicitated 

with a questionnaire after the experiment. Treatments framed in a business context were conducted to 

improve upon the external validity and robustness of our findings. 

 

Voice effects on generosity towards an independent decision maker: Experimental evidence 

Presenter: Kleine, Marco 

Author(s): Marco Kleine, Pascal Langenbach, and Lilia Zhurakhovska 

This paper studies the effects of voicing oneÂ´s opinion towards an independent decision maker on 

generosity towards the decision maker in subsequent situations. We find that voicing oneÂ´s opinion 

before a decision is made positively influences the generosity towards the decision maker. Two players 

complete real effort tasks with asymmetric workload and asymmetric earnings per task in order to earn 

money which is then distributed by an independent decision maker among the two players. Treatments 

differ in the possibility for the player with the higher workload to voice his opinion about a fair 

distribution towards the independent decision maker. In the baseline treatment no messages can be 

sent. In the 'restricted voice'• treatment a restricted message in the form of a desired distribution is 

sent, while in the 'full voice'• treatment a restricted message with the desired distribution plus an 

additional free from message is sent. In an unannounced second stage this player plays a dictator game 

with the decision maker. Applying the strategy method the player indicates how much money he would 

transfer conditional on every possible distribution which could have been chosen by the decision maker 

in the first stage. We find that the players are substantially more generous towards independent 

decision makers in the voice treatments than in the baseline treatment. Generosity is not significantly 

different across the voice treatments, indicating that the extent to which the opinion can be stated is not 

decisive for the result to hold. Moreover, the higher generosity in the voice treatments is a general 
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result, in that the players are more generous for any possible distribution implemented by the 

independent decision makers. 

The impact of random help on the dynamics of indirect reciprocity 

Presenter: Klempt, Charlotte 

Author(s): Charlotte Klempt 

Cooperation via indirect reciprocity uses the partners reputation to enable subjects to direct help to 

those who cooperated themselves. As a partners reputation provides information whether the partner 

helped a third party in the past or not, subjects can help those partners with a good reputation. Whereas 

help in former studies implied a definite monetary transfer to a third party, the present study explores 

the implications for cooperation via indirect reciprocity if a helping decision does not necessarily involve 

a monetary transfer. The study employs a repeated helping game where a chance move determines 

whether help actually leads to a reward for the recipient or not. Hence, a good reputation may not 

coincide with a positive income for the third party. Our experimental results show that, firstly, the 

provision of information about the past decisions enhances cooperation. Secondly, if a chance move 

determines the outcome of helping decisions, the positive effect of reputational information on 

cooperation rates is lower as compared to a situation where helping decisions definitely lead to rewards. 

This suggests that risk substantially influences the dynamics of indirect reciprocity. Lastly, we find that 

subjects only reciprocate the recipients good reputation and disregard whether a good reputation also 

involves a beneficial outcome for the third party. Here, findings oppose those found in studies on direct 

reciprocity where both the players good intentions or good will and the actual monetary amount 

transferred affect reciprocal back-givings. 

 

Pensions and consumption decisions: Evidence from the lab 

Presenter: Koc, Emre 

Author(s): Eline van der Heijden, Emre Koc, and Lex Meijdam 

Most economic models rely on the assumption that economic agents are able to solve dynamic 

optimization problems. In reality, agents do not only try to find the optimal solution to a given problem, 

but they may also choose a simpler version of the problem to begin with. This is especially relevant for 

lifecycle optimization tasks where subjects may solve a simpler problem by substituting wage income 

with retirement income.To test whether individuals benefit from the added flexibility which is typically 

offered by a pension fund, we have conducted a computerized experiment, based on the life-cycle 

problem introduced by Hall (1978). Subjects receive resources in each period and allocate these 

resources between saving and consumption. In treatment 1 the resource stream is predetermined 

whereas in treatment 2 the subjects can choose a resource stream from a finite number of alternatives 

before the optimization task.We find that on average subjects perform equally well in both treatments. 

However, in treatment 2 subjects tend to opt for optimal strategies, possibly exert more mental effort 

and plan ahead, rather than following simple decision rules. If the income stream is exogenously given 

(treatment 1), subjects seem on average more likely to consume a constant fraction of their current 
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income rather than employing a forward looking decision rule. Furthermore, subjects who choose flatter 

income profiles with higher pension size outperform other subjects on average. 

 

The virtue ethics hypothesis: Is there a nexus between virtues and well-being? 

Presenter: Koch, Christian 

Author(s): Christian Koch 

Why do some people trust, cooperate and behave altruistically while others do not? Using an 

experimental design based on Konow and Earley (2008), I investigate a reason already proposed by 

Aristotele in his Nichomachean Ethics. Aristotle claims that there is a nexus between virtues and well-

being and that enduring well-being cannot be achieved by hedonic pleasures and material affluence, but 

only by virtuous behavior. In this line of argument, the sophistication of personal and ethical maturity 

decides whether a person behaves virtuously or not. My experimental design examines two related 

questions. First, do people who behave more virtuously report on average higher well-being? Second, if 

the answer is affirmative, what is the underlying causal relationship? I use a within-subject design. 

Initially, participants answer an elaborated well-being questionnaire. Afterwards, they play six different 

games reflecting various aspects of virtuous behavior: a dictator game, a sequential prisoners dilemma, a 

mini-ultimatum game, a joy-of-destruction game and two third-party punishment games. Preliminary 

results suggest that a nexus between well-being and virtues exist and that a variable called psychological 

well-being is the primary cause of (short run) virtuous behavior and (long run) hedonic happiness. This 

however seems only to be true for behaving altruistically, trusting and cooperating. Punishing free-

riders, even as an uninvolved third-party, is not related to higher well-being. 

 

Heterogeneity and cooperation in privileged groups 

Presenter: Kölle, Felix 

Author(s): Felix Kölle 

We experimentally investigate cooperation in privileged groups which according to (Olson, 1965) are 

groups in which at least one member has an incentive to supply a positive amount of the public good. In 

particular, we compare two different kinds of privileged groups vis-a-vis to normal, non-privileged, 

groups when punishment is possible or not. Under both conditions we find the nature of group 

heterogeneity crucially influencing cooperation and coordination within groups. While asymmetric 

preferences for the public good have detrimental effects on voluntary contributions, different abilities in 

providing the public good have a positive and stabilizing effect on cooperation. The main reason for 

these results are different externalities contributions have on the other group members payoffs. While in 

the case of asymmetric preferences group members always benefit unequally from the public good, 

agents of different abilities have an incentive to match each others contributions to attain payoff 

equality. If people are not only interested in maximizing own monetary payoffs but also exhibit some 

form of other-regarding preferences, this can affect the underlying principle of reciprocity by changing 

individuals willingness to (conditionally) cooperate. Hence, whether heterogeneity within groups 
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facilitates or impedes collective action, and whether privileged groups are as privileged as they initially 

seem, is subject to the nature of their asymmetry. Our results highlight the importance of investigating 

the effects of diversity within groups or societies on collective action problems, and imply that 

abstracting from heterogeneity can be a serious shortcoming as it affects cooperation and coordination 

in non-trivial ways. 

Endogenizing punishments in social dilemmas - Fostering cooperation through the enhancement of 

own vulnerability 

Presenter: Kopányi-Peuker, Anita 

Author(s): Anita Kopányi-Peuker, Theo Offerman, and Randolph Sloof 

It has been shown that punishments effectively encourage cooperation in social dilemmas. In practice, 

however, punishment possibilities may not automatically exist. In this paper, we endogenize 

punishments in social dilemmas. In particular, we consider the possibility that cooperation in a prisoners 

dilemma is fostered by peoples voluntary enhancement of their own vulnerability. By enhancing the own 

vulnerability, a player increases the effectiveness of a possible punishment by the other player. Thus, 

players have a means to signal their intention to (conditionally) cooperate. Provided that the other 

player punishes opportunistic behavior with sufficiently high probability, players have the means to 

make a binding commitment of conditionally cooperative play. We consider two versions of the 

mechanism. In the gradual mechanism, players start small and may condition their incremental 

enhancements of their own vulnerability on the extent to which the other player enhances the own 

vulnerability. In the sealed mechanism, they simultaneously submit one vulnerability level. Theoretically, 

both mechanisms allow for multiple equilibria; both mutual defection and mutual cooperation can be 

supported in equilibrium. In an experiment, we show that after some time subjects start to voluntarily 

enhance their vulnerability. This process provides a substantial boost to the extent in which mutual 

cooperation is observed. Although the gradual mechanism outperforms the sealed mechanism in some 

aspects, both mechanisms raise the cooperation level substantially compared to the baseline where no 

punishments are possible. 

 

Organizational fairness, observability and cheating 

Presenter: Krawczyk, Michal 

Author(s): Michal Krawczyk 

I conduct a laboratory experiment to investigate selected determinants of propensity to lie in ones own 

material interest. Combining two hitherto separated research traditions, I compare frequency of 

cheating when outcome depends on own performance with the case when it is randomly determined. I 

find more cheating in the latter but only when procedural unfairness of this procedure is made salient. 

Next, I investigate one of potential deterrents of dishonest behavior, namely the cue of being watched. I 

find it makes no difference in any of the treatments.  
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Social closure and social norms 

Presenter: Krugljakov, Nikita 

Author(s): Nikita Krugljakov and Martin Strobel 

Coleman (1988) proposes that social structure is important to effectively internalize external effects. We 

provide a direct test of Colemans proposition by determining experimentally whether social closure is 

sufficient to discipline subjects not to take money from others. Shareholder A chooses the amount of 

money to take from stakeholders B1 and B2. Stakeholders observe the amount taken. In the closure 

treatment stakeholders communicate with each other. In the noclosure treatment each stakeholder 

communicates with a bystander who is unaffected by As choice. After the communication stakeholders 

individually choose how much to invest in costly punishment.In a socially closed environment harmed 

agents have direct social relationships with each other. In our experiment stakeholders can use their 

social relationship to coordinate individual punishments of the shareholder and to encourage each other 

to sustain punishment levels over time.The experimental results suggest that shareholders take more 

money from stakeholders in the closure treatment than in the noclosure treatment. The observed 

behavior is contrary to Coleman's hypothesis. To test the robustness of these results, we conduct a 

follow-up experiment. We add functions to the social relationship between the stakeholders in the 

closure treatment. Specifically, we allow stakeholders to observe each other's punishment choices. 

Furthermore, we look at the effect of decreased punishment costs. 

 

Leniency in feedback: The role of uncertainty 

Presenter: Kusterer, David 

Author(s): Gary E. Bolton, David J. Kusterer, and Johannes Mans 

A key requirement for functioning markets is trust between traders. Therefore, online markets - which 

face a particular challenge since trading is typically anonymous and geographically dispersed - rely 

heavily on reputation-based feedback systems to create and promote trust among market participants. 

However, on such markets there exists considerable amount of uncertainty about the sellers intentions: 

a product that does not arrive either got lost in mail or deliberately was not shipped by the seller in the 

first place; less than expected quality for the buyer is either due to diverging quality standards of buyer 

and seller or to the seller concealing quality flaws on purpose. In our experiment we investigate how 

uncertainty about the sellers intentions affects trust and trade in markets. We show in an experimental 

auction market that this kind of uncertainty seriously hampers the effectiveness of the feedback system. 

Under uncertainty, buyers change their rating behavior and tend to give sellers the benefit of the doubt 

when receiving unsatisfactory quality: They either leave lenient feedback or remain silent and leave no 

feedback at all. This in turn compresses feedback scores and thereby distorts the predictive power of a 

sellers feedback score. As a consequence, the feedback system becomes less reliable and market 

efficiency decreases.  
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Does obscenity law corrode moral values and does it matter? Evidence from 1958-2008 

Presenter: L. Chen, Daniel 

Author(s): Daniel L. Chen and Susan Yeh 

Does law shape values? We test a model of law and norms using an area of law with emotional salience 

and controversy. Using the random assignment of U.S. federal judges, we employ a sparse model for 

estimating treatment effects with high dimensional instruments. We find that Democratic appointees 

are 10% more likely to favor permissive obscenity standards. With this variation, we estimate that 

progressive obscenity standards increase progressive sexual attitudes, non-marital sexual behavior 

especially by men, arrests for prostitution, rape, and drug violations, and the incidence of invisible STDs. 

To corroborate a causal channel we document conduct a field experiment by assigning workers to 

transcribe obscenity news reports. Exposure to progressive obscenity decisions leads to more 

progressive sexual attitudes but not to self-reported sexual behavior. A second field experiment 

documents that exposure to conservative obscenity decisions leads to beliefs that extramarital sex is 

more prevalent. The shift in norm perception verifies a key assumption in the model, which predicts 

when law has backlash or expressive effects. 

 

Hot and cold social preferences 

Presenter: L. Chen, Daniel 

Author(s): Daniel L. Chen 

I examine whether cooperative or selfish behavior is stable to varying the elicitation procedure in 

experimental two-person games. I find that people are less likely to accept an ultimatum game offer 

presented as a -hypothetical, strategic form, commonly used in experimental work, but are more likely 

to accept if there is a hot offer made in real-time. I also find that the hot form increases the relationship 

between the amount offered and theamount returned in the trust game. Raising the stakes in the hot 

setting leads to even more ultimatum game acceptances. However, higher stakes reduces the sensitivity 

of the amount returned to the amount offered in the trust game in the hot setting. In other words, real-

time game play increases cooperative and trustworthy behavior, while an elicitation procedure involving 

more calculation precipitates more selfish or spiteful behavior. Higherstakes in a real-time setting also 

lead to more neoclassical rational behavior. I suggest that this may have implications for contract theory 

as agents must agree to act on behalf of principals by calculating possible future scenarios, but therefore 

making colder decisions than a principal would do for himself.  

 

Unethical minds: A profile of cheating behavior 

Presenter: Landini, Fabio 

Author(s): Alessandro Bucciol, Francesca Gino, Fabio Landini, and Marco Piovesan 

We ran a field experiment to investigate which individual characteristics correlate with unethical 

behavior. We randomly approached passengers who were getting off the bus and we rewarded with a 

free bus ticket only those holding a valid travel document (either stamped ticket or subscription). For all 
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passengers -with or without a valid ticket- we collected a set of information, including age, gender, 

nationality, whether they were travelling alone and eventually with whom. Our results show that 

younger, male and foreign individuals are more likely to travel without a ticket. Moreover, we find 

evidence of group effects: while travelling with friends has no bearings on unethical behavior, travelling 

with relatives increases the probability to hold a valid ticket -except for the time when most passengers 

are students. In addition, we asked additional questions to a subsample of passengers, finding that those 

who travel without ticket do so repeatedly, they perceive ticket controls as more frequent than those 

travelling with a valid ticket, and they are likely to interact with people also without ticket. 

 

Getting more patient - The development of time preferences in children 

Presenter: Lergetporer, Philipp 

Author(s): Philipp Lergetporer, Silvia Angerer, Daniela Rützler, and Matthias Sutter 

We examine the evolution of intertemporal preferences among more than 1,400 elementary school 

children aged 6 to 11 years in an incentivized experiment. We ran our experiments in all primary schools 

in Meran, a town in South Tyrol, Italy, with an equal distribution of German and Italian speaking citizens. 

Besides studying age effects, we investigate differences in impatience between language groups. Our 

design comprises three binary choices between a fixed payment today and a larger, but delayed, 

payment where stake sizes of the latter are increased across treatments. Our preliminary findings 

suggest that, across all age groups, subjects are more patient the larger the delayed payment. 

Furthermore, the willingness to delay gratification increases with age. On top of that we show that 

children from Italian speaking schools are significantly less patient. This result is prevalent among all age 

groups. Interestingly, we find hardly any gender effects, however. 

 

Social identity and punishment 

Presenter: Leroch, Martin A. 

Author(s): Jeffrey V. Butler, Pierluigi Conzo, and  Martin A. Leroch 

Conflicts persist, sometimes at irrationally high costs and even long after the initial grievance has been 

forgotten. The Hatfields and the McCoys are but one example; across cultures and nations and from time 

immemorial to the present day, other examples abound. Conflicts may be exacerbated and grow well 

beyond initially limited transgressions when third parties become involved. Therefore, understanding the 

factors which may draw initially unaffected parties into taking up the causes of others at personal cost is 

an important undertaking. In this paper, we show that experimentally-induced minimal groups affect 

individuals willingness to punish unfair actions: disinterested third parties more readily punish 

transgressions against in-group members committed by out-group members; third parties are the least 

willing to step into disputes between two in-group members. They exhibit intermediate punishment 

preferences for the two remaining cases. 
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Effort supply under cheating and transgression - Some evidences from a real effort task experiment 

Presenter: Liang, Jie 

Author(s): Jie Liang and Liangcong Fan 

In this paper, we study the effort supply under different labour contracts by a real effort task 

experiment. Unlike traditional gift-exchange game, in our experimental setting, the agents are forced to 

supply effort firstly; the principals decide the allocation sequentially. The agents do not know their 

performances exactly, but principals know. For reversed asymmetric information exists, principal always 

has the motivation to transgress. But in a repeated game, the agent can revenge the principal by shirking 

in subsequent periods if he do feels the transgression. We adopt a Gill et al. (2011) slider-based real task 

framework to implement the experiment. Two different labor contracts are using as scenarios. In one 

scenario, the agent can transgress in the whole output; in another, the agent can only transgress the 

extra bonus part. For separating the cheating motivation from transgression, an extra pilot experiment 

has been done in advance. For separating the resentment of agent, a computer simulation treatment is 

implementing after each other treatments. Our preliminary finding is that agents do not supply less 

effort significantly either in whole transgression or in bonus transgression scenario. When playing with 

computer simulated principal, their effort supplies increase. So the resentment of agents is the main 

cause leading to shirking even striking. On principal side, they transgress less severely under whole 

transgression scenario than the other one, which may be explained by potential social preference. 

 

Sabotage in tournaments: Evidence from a natural experiment 

Presenter: Lindner, Florian 

Author(s): Loukas Balafoutas, Florian Lindner, and Matthias Sutter 

Many tournaments are plagued by sabotage among competitors. Typically, sabotage is welfare-reducing, 

but from an individual's perspective an attractive alternative to exerting positive effort. Yet, given its 

illegal and often immoral nature, sabotage is typically hidden, making it difficult to assess its extent and 

its victims. Therefore, we use data from Judo World Championships, where a rule change in 2009 

basically constituted a natural experiment that introduced one costless opportunity for sabotage. In 

Judo, competitors can break an opponent's attack in an unsportsmanlike manner; these are seen as acts 

of sabotage. Based on a unique dataset of 1,422 fights, we find that the rule change in 2009 has led to a 

large increase in the use of sabotage. Moreover, sabotage is more likely to be employed by relatively less 

qualified individuals, and to be targeted at more qualified ones. From a survey among spectators, we 

show that sabotage is welfare-reducing.  

 

Stabilising the economy: Market design and general equilibrium 

Presenter: Lindsay, Luke 

Author(s): Jacob K. Goeree and Luke Lindsay 

We study the stability of competitive equilibrium in Scarf's (Int. Econ. Rev. 1 (1960) 157) economy in the 

laboratory under two market mechanisms. In this economy, Tatonnement theory predicts prices will be 
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globally unstable. That is, unless prices start at the competitive equilibrium, prices will oscillate without 

converging to equilibrium. This prediction follows from the simple assumption that the price of a 

commodity increases if demand for the commodity exceeds supply and that the rate of change of the 

price is proportional to the excess demand.  Anderson et al (J. Econ. Theory 115 (2004) 209) have found 

that in laboratory double auctions, prices in Scarf's economy do indeed oscillate. We replicate these 

experiments and find Tatonnement theory predicts the direction of price changes remarkably well. Then 

we test a novel market mechanism where participants submit demand schedules. Using this new 

mechanism, instead of oscillating prices quickly converge to the competitive equilibrium. Furthermore, 

efficiency is significantly higher: 95 percent of the potential gains from trade are realised compared to 77 

percent under the double auction. 

 

Not convicting the innocent: Unanimity rule, abstention and quorum 

Presenter: Llorente-Saguer, Aniol 

Author(s): Laurent Bouton, Aniol Llorente-Saguer, and Frédéric Malherbe 

In this paper, we show that a rather light modification to unanimity rule rules out the behavior that 

account for its adverse properties. The rule in question is unanimity with abstention and majority 

quorum. We show that, regardless of the sophistication of voters, this voting system weakly dominates 

unanimity in the setup of the Condorcet jury. We test these predictions in the lab. Additionally, we test 

the influence of framing effects, given that this rule is equivalent to majority rule with veto power for 

one of the alternatives. 

 

An experimental inquiry into the nature of relational goods 

Presenter: Lotito, Gianna 

Author(s): Gianna Lotito, Matteo Migheli, and Guido Ortona 

Our experiment studies the impact of two types of relational goods on the voluntary contributions for 

the production of a public good, i.e. acquaintance among the contributors and performance of a team 

work before the experiment. We implement two treatments with 128 participants from two different 

groups. In the first treatment (cheap-talk) the subjects are left in a room to talk before the experiment; 

no particular topic of conversation has been suggested to them. In the second treatment the subjects 

perform a team work (namely, the computation of some indices of economic performance of three 

companies, based on their balance sheets). The two groups of subjects are composed by people either 

with or without previous acquaintance. The subjects played a standard 10-round public goods game in 

gender-homogeneous groups of 4. This allowed also to inquire for the possible presence of a gender 

effect. Our results show that: 1) both team work and previous acquaintance increase the average 

contribution to the public good, and 2) there is a relevant gender effect with women contributing more 

or less than men, depending on the treatment. Therefore, we conclude that both relational goods are 

important to enhance co-operation, that acquaintance and working together are rather complements 
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than substitutes, and that different relational goods produce different effects on cooperation. Also, we 

find further evidence for womens behaviour to be more context-specific than mens. 

 

Is cooperation instinctive? Evidence from the response times in a public goods game 

Presenter: Lotito, Gianna 

Author(s): Gianna Lotito, Matteo Migheli, and Guido Ortona 

We use data on response times from a public goods experiment to test the hypothesis that cooperation 

is instinctive, under the assumption that the longer the time of the decision, the less instinctive the 

choice. Results seem to support the hypothesis that cooperation is instinctive, while defection is 

rational?. Moreover, as the experiment is designed also to assess the effects of the consumption of 

relational goods on cooperation, we are also able to state that some types of relational goods, like team 

working, produce additional cooperation, but make it less spontaneous. We also detect that females 

seem to behave less instinctively than males. 

 

The body as a source of bounded ethicality: How injustice increases the sensitivity to detect bitterness 

Presenter: Lotz, Sebastian 

Author(s): Sebastian Lotz, Fabian Christandl, and Moritz Susewind 

Research on bounded ethicality (e.g. Chugh, Bazerman, & Banaji, 2005) has repeatedly shown how 

economic agents fall prey to systematic bias in judgment and decision making in ethical questions. 

Furthermore, recent psychological research shows that much of our moral judgment is embodied in the 

sense that we derive information from impressions provided by our bodily experience. For example, the 

experience of physical disgust can lead to harsher moral judgments (Eskine, Kacinik, & Prinz, 2011).In the 

current paper, we report a series of experiments that show the influence of moral meaning on people's 

taste judgments. Specifically, we show that participants evaluate the taste of beverages as more bitter 

when these beverages are associated with an immoral meaning as compared to a moral meaning. Our 

work extends previous research on ethical labeling effects (Lotz, Christandl, & Fetchenhauer, 2012).Thus, 

we relate moral judgments to bodily experience by showing that moral concerns can alter the sensations 

experienced and reported by people. We discuss the potential influences of the embodied cognition to 

more general economic behavior involving social preferences, trust, cooperation, or coordination.  

 

Seeing is believing? An experiment on strategic thinking 

Presenter: Louis, Philippos 

Author(s): Philippos Louis 

The order and observability of actions in a game determine the informational inferences players can 

make. Intuition suggests that such inferences require a higher level of sophistication when they concern 

actions that are not directly observed, like in simultaneous action games, compared to sequential games 

where a player can observe others' actions before making decisions. This intuition contrasts with the 
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assumption of full sophistication embodied in the Bayes-Nash equilibrium concepts. Informational 

cascades and the winner 's curse may depend on, respectively, on individuals' ability or inability to make 

such inferences. We use a novel experimental design in which subjects play, both simultaneously and 

sequentially, a game in which either of these phenomena can occur. We ?nd that, in accordance to our 

intuition, some subjects participate in informational cascades in the sequential game and suffer a winner 

's curse in the simultaneous game. 'Level-k'• thinking and 'cursed equilibrium'• are theories that have 

been proposed to explain why an individual may suffer from the winner 's curse in common value 

auctions and other environments. Nevertheless, according to these theories the same individual could 

not participate in an informational cascade. Therefore, our results contradict the predictions of both 

classical and behavioral theories. 

 

Pro-social and anti-social behavior across young and elderly 

Presenter: M. Kulesz, Micaela 

Author(s): Dennis A. V. Dittrich and Micaela M. Kulesz 

This paper investigates age related differences in pro-social and anti-social behavior in various 

experimental centipede games with 84 participants belonging to two different age groups: 18 to 26 years 

old and more than 55 years old. In our experiments participants interact with members of the same age 

group in one treatment and with members of a different age group in another treatment. Within each 

treatment participants play four computer based centipede games differing only in the outcomes at 

stake. Our preliminary results show pro-social behavior to be significant in those treatments matching 

participants from the same age group compared to those treatments where participants interact with 

members of a different age group. 

 

On  the  benefits   (and potential  costs) of   objective   performance   measures - Evidence  from  a field 

experiment 

Presenter: Manthei, Kathrin 

Author(s): Kathrin Manthei and Dirk Sliwka 

Setting incentives at the workplace is often subject to the availability of preferably objective 

performance measures. We study the effect of introducing objective performance measurement 

compared to the case with only subjective information on individual performance. To fix ideas we first 

analyse a stylized model where a supervisor has no objective performance measures at hand to evaluate 

the agents' effort. We show that agents increase exerted effort when the supervisor receives additional 

objective performance information. Moreover, the per capita gain in performance is strictly increasing in 

the supervisor's span of control. To test the validity of these results we use a data set from a retail bank 

covering over 200 of the bank's branches in Germany. In a fraction of these branches the bank 

established a system of individual targets for the employees combined with exact objective performance 

measures for a 6-month test period. In the remaining branches supervisors could only measure the 

overall branch performance. Comparing the test branches to those with unchanged conditions reveals a 
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significant positive impact of objective performance measurement not only on a proxy for the 

employees' effort (number of customer appointments) but also on a number of financial performance 

indicators. Second, we investigate the effect of the system regarding the branch size and find evidence 

that indeed gains tend to be higher for larger branches. However, there might be a downside of the 

objective measurement system. It seems that for very small branches the system can have detrimental 

effects resulting in a lower performance. 

 

Myopic or farsighted? An experiment on network formation 

Presenter: Mantovani, Marco 

Author(s): Marco Mantovani, Georg Kirchsteiger, Ana Mauleon, and Vincent Vannetelbosch 

Pairwise stability (Jackson and Wolinsky, 1996) is the standard stability concept in network formation. It 

assumes myopic behavior of the agents in the sense that they do not forecast how others might react to 

their actions. Assuming that agents are farsighted, related stability concepts have been proposed.We 

design a simple network formation experiment to test the for those theories and for their underlying 

behavioral assumptions. We find that pairwise (Nash) stability achieve high performance in all 

treatments, accounting for more of 80% of the observations. However myopic behavior is strongly 

rejected: our results suggest that agents are able to choose against their imemdiate interest if they see 

potential future gains from others choices.With respect to selection among the set of PWS networks we 

are the first to document that dominance is not a sufficient criterion and suggest that a form limited 

farsightedness may be crucial to understand the stability of networks. 

 

Peer effects in risk taking: Uncovering the channels 

Presenter: Marie Lahno, Amrei 

Author(s): Amrei Marie Lahno and Marta Serra-Garcia 

This paper examines whether peers affect risk taking and, if so, through which channels peer effects 

occur. We use a controlled lab experiment to distinguish three social channels, conformism, social 

preferences and anticipated social regret, and an informational channel, social learning. In the first part 

of our experiment subjects make several individual choices between two lotteries. In the second part 

they face the same choices, but are now matched to a peer. We examine social channels by varying 

whether subjects are informed about the choices of their peer ex-ante or ex-post to their own decision 

and whether the peer actually makes an active choice instead of being randomly allocated a lottery. We 

examine the informational channel by varying whether they can learn from their peers when they are 

only provided with incomplete information about the lotteries. Our results show that participants are 

significantly influenced by the choices of their peer: they are significantly more likely to change their 

choices between the first and the second part in all treatments compared to the baseline. Hence, we 

observe strong evidence for peer effects being caused by both social and informational motives. 

Interestingly, the social channel is even present when participants are only provided with feedback about 

their peers choices ex-post. In this treatment, with anticipated regret and rejoice, participants become 
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less risk-taking. In contrast, under conformism and social learning, as expected, they become more risk-

taking. 

 

Sorry is the easiest word: Luck and excuse in a stochastic principal-agent experiment 

Presenter: Marie Lahno, Amrei 

Author(s): Werner Güth, Martin G. Kocher, and Amrei M. Lahno 

This paper studies the effect of communication in a stochastic principal-agent game. In a laboratory 

experiment the principal's profit is determined by the agent's effort as well as by chance, i.e. 'good luck'• 

and 'bad luck'• events. To inspire effort the principal can offer a non-binding bonus and require a certain 

effort level. However, depending on the specific treatment, the principal may either pay less - and even 

pay nothing - or pay more than the originally promised bonus. Also, the agent may excuse herself before 

the discretionary choice by the principal. We further examine whether the form of communication, i.e. 

reporting an effort level or sending a free-form message, influences bonus decisions. Will agents over-

report effort? Do principals rely on Bayesian updating and posterior beliefs, or do they simply believe 

their agents when voluntarily granting the bonus? Do opportunistic principals, who do not grant the 

bonus voluntarily, promise high bonus levels to induce effort? We find that agents indeed lie about their 

effort choice but that neither the possibility to communicate nor the form of communication has a 

significant effect on exerted effort and bonuses granted. Still, principals desire significantly more effort 

when communication is possible. Interestingly, principals do not grant significantly different bonuses 

when payments can either be adjusted upwards or downwards. 

 

No crime, no punishment. An experimental analysis of social sanctions in coordination games 

Presenter: Mateu, Guillermo 

Author(s): Enrique Fatas, Guillermo Mateu, and Hector Solaz 

The role of social sanctions has been intensely analyzed in public goods games (PGG). Actions are 

meaningful in PGG, and decisions can be easily mapped from full cooperation to full free riding, and free 

riders and cooperators can be easily identified. In this paper we analyze the role of sanctions in 

coordination games in which the minimum effort level determines the team output. This small change 

completely transforms the strategic interaction as free riding is by definition excluded, and strategic 

uncertainty plays a critical role, as every symmetric effort level is a Pareto ranked equilibria of the stage 

game. We use a 2 x 2 factorial design, manipulating both the possibility of sanctioning the other team 

members and the team production technology (linear versus weak link). Our results suggest that 

punishment is more effective in coordination games than in linear public goods. Even when subjects 

punish significantly less, efficiency gains are significantly larger. Antisocial punishment is very rarely 

observed and social punishment generates almost fully efficient outcomes.  
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Priming and gender differences 

Presenter: Mertins, Vanessa 

Author(s): Vanessa Mertins and Susanne Warning 

Gender differences in preferences are fundamental and robust in risk aversion and competitiveness. 

Results on social preferences, however, appear to be inconsistent at first glance: some studies reveal 

that women are more reciprocal than men, while others do not exhibit any gender differences. Croson 

and Gneezy (2009) hypothesize that social preferences of women are more malleable than those of men. 

We test this conjecture in a simple bilateral gift-exchange experiment. We argue that priming, which is a 

way of preference malleability, prior to playing the game affects behavior in male and female subjects 

differently. In particular, we not only allow a homo ecomomicus prime to affect the behavior of 

individuals differently, but even in opposite ways, depending on the individual associations people have 

with the primed construct. Consistent with our argument, we find that priming makes males to behave 

more while it makes females to behave less selfish. 

 

Can experts reduce the impact of deceptive ratings on the internet? An experiment on product choice 

with recommendations by managers and experts 

Presenter: Mezger, Miriam 

Author(s): Miriam Mezger 

Consumer recommendations can mitigate the problem of asymmetric information in product choice. 

However, companies also integrate recommendations in their marketing strategies. This raises the 

question, whether consumers may trust and use recommendations for their product choices. Therefore, 

we introduce a model of an online consumer recommendation site, in which information on product 

quality can be passed from one consumer to the next, but managers are also allowed to provide 

recommendations. As an alternative to the recommendations we introduce the possibility to receive 

costly expert advice. Our game theoretic analysis shows that no recommendations should be observed in 

the game. Yet, in our experiment, we find a substantial prevalence of recommendation behavior, even 

though providing information is costly. While the consumers benefit from the recommendations, 

managers lose and their loss outweights the consumers' benefit in terms of payoff. We observe, that 

expert advice is used only to a limited extent. Thus, the efficiency of the market outcome might be 

enhanced with a higher use of expert advice. 

 

Entitlements and fairness bias: Explaining willingness to pay tax 

Presenter: Montinari, Natalia 

Author(s): Mitesh Kataria and Natalia Montinari 

We study in a lab experiment individual willingness to pay tax by varying the entitlements on the income 

to be redistributed. In our main treatments, in the first stage subjects earn a position on a 

predetermined and fixed pre-tax income distribution depending on their relative performance in a 

production phase. In a subsequent stage subjects vote of the redistribution tax through a median voting 
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mechanism. By manipulating the way in which subjects are assigned to a given level of pre-tax income 

(i.e. the subjects' opportunities) and the degree of uncertainty about the position in the pre-tax income 

distribution, we vary the individual entitlement on the pre-tax income while, by design, the degree of 

inequality faced by each subject in each position is fixed across sessions and treatment. We also run a 

treatment where subjects are randomly assigned to the pre-tax income (RA).In the equal opportunity 

treatment (EO), subjects earn their pre-tax income based on pure performance and vote for their 

preferred tax rate after being informed about their own as well as others position in the pre-tax income 

distribution. In the unequal opportunity treatment (UO), prior to the production phase, subjects are 

assigned either to the top half (lucky group) or bottom half (unlucky group) of the pre-tax income 

distribution and within each group the pre-tax income position depend on the individual performance. In 

this treatment, for any given relative performance level, subjects in the lucky group earn more than 

subjects in the unlucky group. In the uncertainty and unequal opportunity treatment (UUO), we proceed 

as in the UO treatment but, subjects are asked to vote being informed only about their relative position 

in their group but not knowing whether they are assigned a lucky or unlucky group.In all treatments -

irrespectively from the entitlement and uncertainty manipulation- subjects who earn a (expected) pre-

tax income above the average vote for a significantly lower tax rate than subjects earning a (expected) 

pre-tax income below the average. When comparing the tax choices across treatments, we do not find 

any difference in the tax rate choice except for the pairwise comparison with treatment UUO. We 

conclude that, in this respect, the role of uncertainty about future position, more than entitlements, 

seems to explain this result.Although we find that self interest represents a major component in 

explaining individual tax rate choices, we also find support fort other regarding motives. We find this 

evidence consistent with the presence of a fairness bias. In fact, when asked to vote again for a tax rate 

but as impartial spectator, the other regarding components becomes more relevant in the tax rate 

choices: subjects with a (expected) pre-tax income above the average raised and subjects with a 

(expected) pre-tax income below the average lowered the tax rate. 

 

Alliances in the shadow of conflict 

Presenter: Morath, Florian 

Author(s): Changxia Ke, Kai A. Konrad, and Florian Morath 

Victorious alliances often fight about the spoils of war. We consider experimentally when members of 

victorious alliances accept a peaceful division of the spoils, and when they fight against each other, and 

how the inability to commit to a peaceful division affects their effort contributions in their fight against a 

common enemy. First, we find that an asymmetric split of the prize induces a higher likelihood of 

internal fight and, in turn, reduces the effort contributions in the fight against a joint enemy. Second, 

non-binding declarations on how to divide the spoils in case of victory do not help to mitigate the hold-

up problem. 
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In the public eye - Distributional choices in rural Malawi under complete and incomplete information 

Presenter: Mueller, Annika 

Author(s): Annika Mueller 

This paper explores the relative influence of social image concerns and four widely discussed norms of 

distributive justice on sharing rules in tightly knit communities of a developing country. Specifically, I 

investigate how divisions of an effort-generated pie depend on whether the receiver in a dictator game 

with anonymously matched players knows the contribution of and share taken by the dictator. To this 

end, I estimate the weight on selfishness relative to that on strict egalitarianism, inequality aversion, 

liberal egalitarianism, and libertarianism for a representative sample of Malawian villagers using data 

from a unique lab-in-the-field experiment. This study contributes to the debate of culture as one 

determinant of economic growth. In this context, sharing norms have often been the focus of interest 

due to their influence on productive activities. Yet, it is not known whether norms of distributive justice 

are fully internalized by a population or domain-specific to a particular informational environment. I find 

that decisions are mainly guided by strict egalitarianism and libertarianism. Interestingly, despite the 

anonymity of players, limited information on the receiver's side leads the dictator to make decisions that 

not only disadvantage the receiver, but are inconsistent with the preferences displayed in the full 

information game: Dictators act more selfishly under incomplete information, i.e. deviate further from 

the various norms of distributive justice in situations where their social image cannot be damaged by 

such action. However, I find that this effect is small compared to the effects the norms of distributive 

justice have on decision making. 

 

Does decentralized service delivery work? Insights from a lab-in-the-field experiment in india 

Presenter: Müller, Ulrike 

Author(s): Ulrike Müller 

Many developing countries introduced decentralization reforms to render the delivery of public services 

more effective. However, if economic and political power is concentrated in the hands of elites, the 

delegation of distributional tasks to local representatives may foster opportunities for social exclusion. 

We conducted a lab-in-the-field experiment to test whether the social preferences of Indian decision-

makers lead to discriminating behavior in decentralized service delivery. In a variant of the distributive 

dictator game, subjects were asked to rank a set of potential service recipients based on selected socio-

economic characteristics. Villagers, who were ranked ahead, had a greater likelihood of receiving 

monetary transfers compared to those, who were ranked behind. Effects of subjects' characteristics on 

ranking outcomes were estimated based on a random utility model. The experimental findings show that 

villagers with small land sizes were treated more favorably by rankers. However, there are also 

significant interaction effects between ranker and recipient attributes, which are not associated with 

neediness but rather discrimination. In-group favoritism, which is motivated by political party preference 

and caste affiliation, also influenced decision-making behavior.  
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Do your previous good deeds towards others make me more tolerant to your current bad deeds? 

Presenter: Ndodjang, Peguy 

Author(s): Peguy Ndodjang, Gilles Grolleau, and Lisette Ibanez 

The theory of reciprocity predicts that good deeds are usually rewarded while bad ones are punished. 

Some individuals are willing to sacrifice resources to reciprocate even if it is costly and without expecting 

present or future material rewards. Interestingly, recent studies showed that past good deeds can 

license individuals to engage in socially undesirable behaviours such as cheating or lying. In this case, 

how people react to a mix of good deeds for others and bad deeds against them? Do they punish the bad 

deeds regardless of previous good deeds towards other people or are they more tolerant to bad deeds 

because of the good deeds done previously? We conduct an experiment where a player A performs a 

good deed towards player B in period 1. Afterward, the same player A and another player (player C as 

responder) perform an ultimatum game in period 2. Using the strategy method, we examine whether 

responders become more or less tolerant to unfair proposals from player A, knowing the previous good 

deeds of A towards B. Our results show that previous good deeds make responders substantially more 

tolerant to unfair proposals (i.e., proposals lower than 20% of the initial endowment in the control 

group) which are usually refused. These results are consistent with psychological studies that extend the 

licensing effect to relationships with others. We draw several policy and managerial implications. 

 

Opinion formation and revision in social networks: Experimental evidence 

Presenter: Neri, Claudia 

Author(s): Claudia Neri and Manuel Mueller-Frank 

We characterize and identify properties of individual opinion formation and revision in social networks 

via an experiment. The experiment investigates opinion dynamics of a finite set of agents organized in a 

network and involved in a prediction task over a finite set of alternatives. The individual updating 

behavior of subjects is characterized in terms of the following properties: structural independence, 

monotonicity and consistency. The properties link the experimental evidence to models of non-Bayesian 

opinion formation in social networks and to their implications in terms of achievement of consensus. The 

modified urn-guessing game, which we introduced, is especially suitable for studying the role of lack of 

common knowledge of subjects' actions and network structure. 

 

Strategic ignorance and taking from others 

Presenter: Neschen, Albena 

Author(s): Julian Conrads, Bernd Irlenbusch, Albena Neschen, and Gari Walkowitz 

Strategic ignorance can be described as actively avoiding information or evidence in order not to really 

know the consequences of one's own behavior for oneself or others. The aim of this paper is to further 

investigate the exert of ignorance especially with respect to the observability of the ignorance by others. 

For our study we used a simple dictator taking game. Before the dictator decides on how much to take 

he can choose whether he wants to know the actual size of the receiver's endowment or not, i.e., the 
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dictator can remain ignorant or he can acquire information about the receiver's wealth. Our two 

treatments vary with respect to the publicity of the act of revealing. In one treatment the receiver will be 

informed whether the dictator revealed the endowment or not and the dictators knows that before 

(Public). In the other treatment the receiver learns nothing about the dictator's reveal-decision (Private). 

We hypothesized, that the frequency of remaining ignorant is higher in Public than in Private. In Public 

11 of the 47 dictators (23%) decided to remain ignorant. In Private 5 of the 48 dictators (10%) did not 

reveal the receivers' endowment. Revealing dictators took on average significantly less from the 

receiver's endowment than dictators who did not reveal. Ignorant dictators seem to prefer the social-

image associated with acting unfair ignora ntly to that of acting unfair knowingly (Weele, 2012; Andreoni 

and Bernheim, 2009). 

 

Relative performance pay in the shadow of crisis 

Presenter: Nieken, Petra 

Author(s): Matthias Kräkel and Petra Nieken 

We analyze whether incentives from relative performance pay are reduced or enhanced if a workers 

department may be terminated during a crisis. Our benchmark model shows that incentives decrease in 

a severe crisis, but are boosted given a minor crisis. We tested our findings in a laboratory experiment. 

The results confirm the effort ranking but show that in a severe crisis individuals deviate from 

equilibrium significantly stronger than in other situations. This behavior contradicts the benchmark 

model and leads to a five times higher survival probability of the department. Our findings have three 

implications: First, a firm profits from combining relative performance pay with a termination clause in 

case of poor performance. Second, an initial crisis should rather result in group coherence than in 

discouragement or free riding of workers. Third, introducing social preferences based on workers 

disutility of crisis yields a theoretical framework that is consistent with our data. 

 

Coordination in games with third-party externalities 

Presenter: Nikiforakis, Nikos 

Author(s): James Bland and Nikos Nikiforakis 

Many economic activities that require coordination impose externalities on third parties. These 

externalities may affect coordination if decision makers care about the externality they impose on third 

parties or believe that other decision makers may care about them. We use a laboratory experiment to 

study behavior in a coordination game in which players’ actions impose an externality on an inactive 

third party. Subjects play a number of one-shot coordination games varying the sign of the externality 

(i.e., positive or negative) and its size. The decision-makers face a conflict between maximizing their joint 

earnings at one of the two pure-strategy equilibria, and achieving a more equal allocation of earnings for 

all group members at the other. The results show that negative externalities affect coordination, but not 

positive externalities. Players' actions are largely consistent with their preferences, but other-regarding 

individuals are more likely to attempt to coordinate on the outcome preferred by selfish players. We 
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show that this behavior is rational given the low number of individuals with other-regarding preferences 

in our sample. Finally, we find that although negative externalities encourage pro-social behavior, 

efficiency is harmed because coordination failure increases. 

 

Impulse balance in the newsvendor game 

Presenter: Ockenfels, Axel 

Author(s): Axel Ockenfels and Reinhard Selten 

One striking behavioral phenomenon is the "pull-to-center" bias in the newsvendor game: facing 

stochastic demand, subjects tend to order quantities between the expected profit maximizing quantity 

and mean demand. We show that the impulse balance equilibrium, which is based on a simple ex-post 

rationality principle along with an equilibrium condition, predicts the pull-to-center bias and other, more 

subtle observations in the laboratory newsvendor game. 

 

Imitation under stress 

Presenter: Oechssler, Jörg 

Author(s): Jörg Oechssler and Christiane Schwieren 

Imitating the best strategy from the previous period has been shown to be an important heuristic, in 

particular in relatively complex environments. In this experiment we check whether subjects are more 

likely to use imitation if they are under stress. Subjects play a repeated Cournot oligopoly. Treatments 

are time pressure and distractions through a second task. We measure stress levels through salivary 

Cortisol measurements and through measuring the heart rate. First results indicate that subjects indeed 

imitate more if under stress. 

 

Does reciprocity foster mediocrity? 

Presenter: Oexl, Regine 

Author(s): Natalia Montinari, Antonio Nicolò, and Regine Oexl 

We report evidence from an experiment where a principal has to select one between two agents to 

perform a task for a fixed compensation. Agents productivity and the principals payoff depend on an 

exogenous ex-ante component which is common information and a non-contractible effort to be exerted 

after the selection. We run three treatments which differ in how the selection is conducted. We find that 

a significant share of principals select the agent with the lowest ex-ante productivity. When the principal 

is allowed to send a message, selected agents with the lowest ex-ante productivity exert more effort 

than agents with the highest ex-ante productivity, and principals who select agents with the lowest ex-

ante productivity on average have a larger payoff than principals who select agents with the highest ex-

ante productivity. This difference in effort overcompensates the difference in ex-ante productivity. 

Therefore we provide a rationale for the selection of mediocre (ex-ante less productive) workers in 

organizations: mediocre agents reciprocate more than agents who are ex-ante more entitled when the 
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principal is able to make them feeling indebted. Our evidence is relevant for organizations, such as the 

civil service, where i) reciprocity cannot be induced by means of higher wages and ii) a non-contractible 

effort is a relevant component of the employers production function. 

 

The impact of information on behaviour in the trust game 

Presenter: O'Higgins, Niall 

Author(s): Francesco Farina and Niall O'Higgins 

Fehr (2009) has argued that 'people derive their answers to trust questions from introspecting on their 

own likely behaviors in situations requiring trust.'• Sapienza et al. (2007) maintain that the deviation of 

the experimental evidence from the WVS's attitudinal measures stems from the sender's impediment to 

identify himself with the respondent. We think that experimental results on the Trust Game are 

controversial not only because of the difficulty to disentangle strategic from other-regarding motivations 

(Farina, O'Higgins, and Sbriglia, 2009) but also because the sender is lacking information on the 

respondent's type. In concluding that 'the common experimental measure of trust is a valid measure, 

which captures a specific form of trust: trust in strangers'•, Naef and Schupp (2009) implicitly recognize 

this point. In this paper, we tackle the information question in two ways. First, senders are provided with 

'noisy' information on respondents' trustworthiness by exploiting strategy method data on their 

respondent's reaction to amounts sent (behavioural trustworthiness) as well as questionnaire data on 

their respondent's ethical judgements (attitudinal trustworthiness). Second, on the basis of attitudinal 

information, experimental subjects are assigned to different types (trusting or prudent on one hand, 

and, trustworthy or untrustworthy on the other). We find no relation between attitudinal trust and 

trustworthiness; we then show that behavioural information about respondents has a greater impact on 

the sender's degree of generosity than does information on respondents' attitudes. However, the 

relative importance of the investment motive depends on the attitudinal type of the sender. More 

'trusting' (less risk averse) and less 'trustworthy' (more opportunistic) senders respond relatively more to 

financial incentives, than do their 'prudent' and more 'trustworthy' colleagues. 

 

Differential discounting of hedonic and utilitarian rewards: The effect of outcome related affect on 

time-sensitivity 

Presenter: Onay, Selcuk 

Author(s): Selcuk Onay and Valeria Noguti 

In this paper we examine the effect of the interaction between hedonic motives and time sensitivity on 

temporal discounting. We propose that positive affect reduces sensitivity to time, and thus enhances 

hyperbolic discounting, and demonstrate that time-sensitivity is indeed reduced when positive affect 

increases. We also demonstrate that people are less sensitive to the time dimension when outcomes are 

affect-rich (e.g., hedonic goods) and, as a consequence, they discount affect-rich outcomes more 

hyperbolically than the outcomes that involve affect to a lesser extent (i.e., affect-poor, utilitarian 

goods). In three studies in which we use a range of hedonic and utilitarian rewards and various 
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preference elicitation methods, we find support for our hypotheses. We demonstrate that reward-

related affect mediates the relationship between time insensitivity and reward category, either hedonic 

or utilitarian (study 1), a positive affect manipulation focused on outcomes reduces time sensitivity 

(studies 2 and 3), and cognitive ability moderates this relationship. 

 

Ambiguity attitudes across probabilities and over time 

Presenter: Onculer, Ayse 

Author(s): Yuanyuan Liu and Ayse Onculer 

Previous research reports that individuals generally exhibit ambiguity aversion for high probabilities but 

they are ambiguity seeking for low probabilities. Since risky and ambiguous prospects are often not 

resolved until some future date (the success of new product investments, mergers, consumer products 

purchased for the home, etc.), the current study examines the impact of time on ambiguity preferences. 

Our experimental results show a robust effect of time: temporal distance mitigates ambiguity-seeking 

behavior at low probabilities and ambiguity-aversion at high probabilities. This effect is consistent across 

different probabilities, ambiguity levels (variance around a fixed probability), temporal distances and 

methods in eliciting ambiguity attitudes (choice task and probability-ambiguity tradeoff task). We 

propose two underlying processes that may produce such an effect: (1) temporal distance shifts 

individuals' focus from feasibility (probabilities) to desirability (outcomes), leading to indifference 

towards ambiguous and unambiguous prospects with comparable outcomes, and (2) Temporal changes 

in anticipated disappointment (elation) impact ambiguity preferences. Resolution in the present, with its 

immediate gains and losses, strengthens anticipated emotions that encourage ambiguity aversion for 

higher probabilities and ambiguity seeking for lower probabilities. However, future resolution reduces 

reliance on anticipated emotional responses and thereby tempers the extremity of ambiguity 

preferences. The implication is that present-oriented decision frames inflate ambiguity preferences by 

stimulating affect and/or making individuals focus on the probability information of a prospect. Decision-

makers may control these tendencies by enlisting more future-oriented frames.  

 

Personality traits and the perception of macroeconomic indicators 

Presenter: Orland, Andreas  

Author(s): Andreas Orland 

The perception of macroeconomic variables is heterogeneous. Individual characteristics play a crucial 

role in how inflation and unemployment rates are perceived or forecasted. Representative surveys show 

that these two indicators are overestimated by females and less educated. Increasing age lowers the 

errors for both indicators up to about 60 years, then the errors increase (Duffy & Lunn 2009). Non-whites 

in the U.S. and low income individuals tend to report too high inflation rates (Bryan & Venkatu 2001). 

Increasing age lowers the errors in unemployment (Blanchflower & Kelly 2008). I examine the 

determinants of forecasting ability of both inflation and unemployment rate and extend literature by 

including the Big Five personality traits (BFI-S) in the analysis. My sample consists of 1,800 students at 
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Ruhr University Bochum of different fields from freshmen undergraduates and Masters students up to 

PhD students.By running OLS regressions of forecast errors I confirm most previous findings: women and 

students with fewer semesters in university make bigger forecast errors of both variables. Students with 

higher levels of Neuroticism make smaller errors. Students with migration background overestimate 

inflation, a finding mainly driven by speakers of certain languages. The number of respondents' siblings 

increases the error for the unemployment rate. The majority of personal details asked for in the survey 

show in the expected direction but are not significant (e.g. higher socioeconomic status of parents, fear 

of unemployment).Various characteristics influence the decision to study a certain field, among them 

personality (Rubinstein & Strul 2007). To tackle this endogeneity problem, I model a recursive mixed-

process estimator that confirms the results described above. 

 

Self - regulating  organizations  under  the shadow  of  governmental  oversight:  An  experimental 

investigation 

Presenter: Ortmann, Andreas 

Author(s): Andreas Ortmann and Silvester Van Koten 

Self-regulatory organizations (SROs) can be found in the financial, healthcare, and non-profit sectors as 

well as the accounting and legal professions. DeMarzo et al. (2005) (and, Shaked & Sutton, 1982), show 

that SROs can create monopoly market power for their members, but that governmental oversight, even 

if less efficient than oversight by the SRO, can largely offset the market power. We provide an 

experimental test of this conjecture. 

 

Does organizational democracy help companies? 

Presenter: P. Hargreaves Heap, Shaun 

Author(s): Shaun P. Hargreaves Heap, Kei Tsutsui, and Daniel J. Zizzo 

We present an experiment contrasting democratic with managerial decision making in companies. Two 

groups compete through a price decision made either through a democratic vote, with or without 

discussion, or by a single individual. This affects the revenue to the group. All individuals also make a 

public goods decision over effort. This affects the costs incurred by each individual and may be subject to 

a recommendation either generated by the vote of all or by the person who set price. We find no 

evidence that organizational democracy helps per se; only discussion matters.  

 

Are self-regarding subjects more rational? 

Presenter: Pancotto, Francesca 

Author(s): Benito Arrunada, Marco Casari, and Francesca Pancotto 

Through an experiment, we investigate how the level of rationality relates to concerns for equality and 

efficiency. Subjects perform dictator games and a guessing game. More rational subjects are not more 
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frequently of the self-regarding type. When performing a comparison within the same degree of 

rationality, self-regarding subjects show more strategic sophistication than other subjects. 

 

Verbal feedback in a public good experiment 

Presenter: Pelloux, Benjamin 

Author(s): Benjamin Pelloux, Jean-Louis Rullière, and Frans van Winden 

Few experiments have been interested in the role of ex post verbal communication in simple 1-shot 

games. Xiao and Houser (2009) and Ellingsen and Johannesson (2008) found that donations in Dictator 

Games were significantly higher when the receiver had the possibility to write a message once he got to 

know the donation. This was interpreted as dictators trying to 'avoid the sharp tongue'• of the 

potentially angry receiver. On the other hand, Xiao and Houser (2005) found that unfair offers were 

accepted more often by responders when verbal feedback was available in the Ultimatum Game, 

suggesting substitutability between monetary and verbal punishment mechanisms. Our paper will try to 

address experimentally the ability of such a verbal feedback mechanism to maintain a certain level of 

cooperation in a Public Good Game, compared to a monetary punishment scheme and a control 

treatment. Results show that, at the aggregate level, verbal feedback generates lower contributions to 

the public good than the financial punishment device but higher than the control treatment. At the 

individual level, we find that less cooperative players are more likely to receive messages. Importantly, 

the more messages they will receive, the more they will increase their contribution in the next round. 

Underlying this effect, two emotions seem to play opposite roles: while 'guilt-provoking'• messages have 

a positive effect on contributions, 'anger-provoking'• messages appear counter-productive.  

 

Measuring the distribution of spitefulness 

Presenter: Philipp Reiss, J. 

Author(s): Erik Kimbrough and J. Philipp Reiss 

Spiteful, antisocial behavior undermines the moral and institutional fabric of society, producing disorder, 

fear and mistrust. Previous research demonstrates the willingness of individuals to harm others, but little 

is understood about how far people are willing to go in being spiteful or their consistency in spitefulness 

across repeated trials. Our experiment is the first to provide individuals with repeated opportunities to 

spitefully harm anonymous others when the decision entails zero cost to the spiter and cannot be 

observed by the object of spite. This method reveals that the majority of individuals exhibit consistent 

(non-)spitefulness over time and that the distribution of spitefulness is bipolar: when choosing whether 

to be spiteful, most individuals either avoid spite altogether or impose the maximum possible harm on 

their unwitting victims. 
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Effort, investment, and overconfidence 

Presenter: Pikulina, Elena 

Author(s): Elena Pikulina, Luc Renneboog, Jenke ter Horst, and Philippe Tobler 

Previous theoretical papers predict that a CEO of a company, who overestimates her abilities to create 

firm value, would overinvest in projects or exercise more effort to learn about those projects in 

comparison with her rational peers. To test this prediction, I set up an experiment, which comprises two 

parts. During the first part, the participants answered 20 financial knowledge questions and depending 

on the number of correct answers given they are assigned one of the five different skill levels; the more 

correct answers, the higher the skill level. In the second part, the participants were offered a set of 

projects, where their earnings depended on the chosen effort or investment level and on their skill level. 

The participants were not told to which skill level they were assigned in the first part, so they had to 

form an expectation. The participants, who overestimated their financial knowledge during the first part, 

applied higher effort and made higher investments during the second part in accordance with their self-

estimated skill level. Whereas knowledgeable participants (those who answered more questions 

correctly and were assigned to skill levels 4 and 5) were better calibrated during the first part, they 

applied lower effort and invested less than rational subjects would do, i.e. they significantly 

underestimated their skill level. Due to this miscalibration the majority of participants suffered 

significant losses.  

 

Would you mind if I get more? An experimental study of the envy game 

Presenter: Ploner, Matteo 

Author(s): Sandro Casal, Werner Güth, Mofei Jia, and Matteo Ploner 

Envy is often the cause of mutually harmful outcomes. We experimentally study the impact of envy in a 

bargaining setting in which there is no conflict in material interests: a proposer, holding the role of 

residual claimant, chooses the size of the pie to be shared with a responder, whose share is exogenously 

fixed. Responders can accept or reject the proposal, with game types differing in the consequences of 

rejection: all four combinations of (not) self-harming and (not) other-harming are considered. We find 

that envy leads responders to reject high proposer claims, especially when rejection harms the proposer. 

Notwithstanding, maximal claims by proposers are predominant for all game types. This generates 

conflict and results in a considerable loss of efficiency. 

 

Conditional cooperation and betrayal aversion 

Presenter: Quercia, Simone 

Author(s): Robin Cubitt, Simon Gächter, and Simone Quercia 

We study the link between conditional cooperation and betrayal aversion. We hypothesize that 

conditional co-operators are also betrayal averse, whereas this is not the case for other types commonly 

observed in public good experiments. We find that, among the subjects classified as conditional co-

operators, only the ones who expect others to contribute little are significantly betrayal averse, while 
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there is no evidence of betrayal aversion for those who expect substantial contributions. A similar 

relation does not hold for any other type. The results suggest that betrayal aversion could be an 

important consideration in situations requiring voluntary cooperation. 

 

Do voluntary payments to advisors improve the quality of financial advice? An experimental sender-

receiver game 

Presenter: Regner, Tobias 

Author(s): Vera Angelova and Tobias Regner 

The market for retail financial products (e.g. investment funds or insurances) is marred by information 

asymmetries. Clients are not well informed about the quality of these products. They have to rely on 

recommendations of advisors. Incentives of advisors and clients may not be aligned, when fees are used 

by financial institutions to steer advice. We experimentally investigate whether voluntary contract 

components can reduce the conflict of interest and increase truth telling of advisors. We compare a 

voluntary payment upfront, an obligatory payment upfront, a voluntary bonus afterwards, and a three-

stage design with a voluntary payment upfront and a bonus after. Across treatments, there is 

significantly more truthful advice when both clients and advisors have opportunities to reciprocate. 

Within treatments, truthfulness is significantly higher when the voluntary payment is large.  

 

Self-image and moral behavior 

Presenter: Regner, Tobias 

Author(s): Matteo Ploner and Tobias Regner 

We report on a study, a dictator game variant, that is always run as the second of two experiments in 

one session. The first experiment serves as an environment in which participants self-image, or their 

moral self-worth, is endogenously manipulated. Subsequently, we observe their donations in the 

dictator game. Our results suggest moral cleansing/licensing behavior, see Sachdeva (2009). The more 

unlucky participants were in the payment procedure of the previous experiment, the less they send in a 

dictator game, especially if their high endowment is legitimized. Coupled with a different previous 

experiment (involving a real-effort task in which performance translates into a donation to a charity), the 

smaller participants relative donation is, the more they send as the dictator. Moral balancing appears to 

be an important factor in individual decision making. 

 

Information and over-dissipation in rent-seeking contests 

Presenter: Renner, Elke 

Author(s): Francesco Fallucchi, Elke Renner, and Martin Sefton 

We investigate the role of information feedback in rent-seeking contests. In the deterministic contest a 

contestant receives a share of the rent equal to her share of rent-seeking expenditures, while in the 

stochastic contest a contestant wins the entire rent with probability equal to her share of rent-seeking 
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expenditures. When subjects get feedback about the choices and earnings of all contestants we find that 

changes in behavior can be explained partially by adjustments in the direction of best response to rivals' 

choices in the previous period and partially by adjustments in the direction of imitating the most 

successful contestant. This results in over-dissipation relative to Nash equilibrium expenditures levels. 

When subjects are only informed of own earnings, imitating the most successful player is no longer 

possible and behavior is very different across the two forms of contest. In deterministic contests average 

expenditure converges to Nash equilibrium levels, while in stochastic contests we observe the highest 

over-dissipation rates of all with aggregate expenditures usually exceeding the value of the rent. 

 

An experimental AK model of growth 

Presenter: Ricciuti, Roberto 

Author(s): Ferruccio Ponzano and Roberto Ricciuti 

In this paper we test the AK model of growth with laboratory experiments. In each period, agents 

produce and trade output in a market, and allocate it to consumption and investment. The economy 

should experience a constant and positive rate of growth. We analyze two treatments differing from 

technology. We find evidence of positive and constant growth, and the treatment with a better 

technology exhibits higher growth. Remarkably, production, consumption and the capital stock grow at 

the same rate in the treatment with lower technology. We find that this growth process is fuelled by 

large inequalities between subjects.  

 

Sorting through affirmative action: Two field experiments in Colombia 

Presenter: Riener, Gerhard 

Author(s): Marcela Ibanez, Gerhard Riener, and Ashok Rai 

Affirmative action is a subject of intense and polarized debate (Cohen and Sterba, 2003). Supporters 

point to the opportunities to address historical and statistical discrimination, and to the advantages of 

diversity both in the workplace and in the classroom. Critics contend that affirmative action is reverse 

discrimination Newton (1973)and violates the principle of merit Walzer (1983, : 143-154). Quite apart 

from moral concerns, affirmative action can lead to economic inefficiencies. For instance, if employers 

are forced to lower their hiring standards then the intended beneficiaries of affirmative action may be 

unable to compete with their peers, and may be worse off as a result Sowell (1990).In this paper we 

present results from two field experiments in Colombia that were designed to test how applicants sort in 

response to affirmative action and whether the quality of applications is compromised by such a policy. 

Potential applicants for two jobs in Colombia were randomly informed that affirmative action for women 

would play a role in the hiring process either before or after they had applied. For a research assistant 

job, the AA treatment followed a quota rule: at least 50% of the positions were reserved for women. For 

a business consultant job, the AA treatment was preferential: with equal qualifications, women are 

preferred. Half the potential applicants, randomly selected, therefore applied expecting affirmative 

action to play a role in the hiring process, while the other half applied with no such expectation. The 
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quality of the resulting applicant pools was measured through grades, experience, degree completed, 

aptitude and personality tests.Our results suggest that the criticism of affirmative action may be 

misplaced. Affirmative action does induce men and women to sort in expected ways: men are 

discouraged from jobs that advertise preferential treatment for women, and women are induced to 

apply to such jobs. But affirmative action does not lead to lower standards. In particular, the quality 

composition of AA applicants and non-AA applicants is not significantly different. The women who sort 

into AA jobs tend to be have higher observed quality than average, and hence they compensate for the 

men who self-select out. 

 

(Public) good example - On feedback and cooperation 

Presenter: Rilke, Rainer Michael 

Author(s): Bernd Irlenbusch and Rainer Michael Rilke 

In their seminal paper Fischbacher and Gächter (2010, AER) explore reasons for the decline of 

contributions in public goods experiments. Because a majority of subjects behave like selfishly biased 

conditional cooperators, they conclude, contributions will decline even if most people are not free riders. 

Selfishly-biased conditional cooperators place their contributions slightly below the average 

contribution. Starting from this observation we conjecture that the feedback subjects receive is crucial 

for the decline of cooperation. In our experiment we test the effectiveness of two different feedback 

mechanisms, namely good and bad examples. We conduct a multiperiod public goods experiment where 

subjects either receive feedback about the maximum contribution (good example) or the minimum 

contribution (bad example) from their group. We further implement treatments where subjects are not 

informed about the fact that they receive the maximum contribution (or minimum contribution) as 

feedback (implicit feedback) and subjects know that they see the maximum (or minimum) contribution 

(explicit feedback). The results of our study highlight the positive impact on cooperativeness of good 

examples over multiple periods. For the positive effect to unfold, however, it is crucial that subjects are 

not aware of the nature of feedback (implicit feedback). When subjects know the explicit character of 

feedback, selfishly-biased conditional cooperation seems to drive contributions down. 

 

Lying and tournament incentives 

Presenter: Rilke, Rainer Michael 

Author(s): Julian Conrads, Bernd Irlenbusch, Rainer Michael Rilke, and Gari Walkowitz 

Relative performance rewards are widely applied in modern organizations. Despite the performance 

enhancing effects more and more researchers are interested in the unethical side-effects of such 

measures (Harbring and Irlenbusch, 2011, Mngmt Sci; Carpenter et al., AER, 2007; Münster, 2007, J Econ 

Mngmt Strgy). In this experiment we focus on intentionally misrepresenting once own performance in a 

two player tournament game. To grasp the essential effect of lying we apply the Dice-Rolling-Game of 

Fischbacher and Heusi (2008, WP) to a tournament incentive scheme. Each player secretly rolls a die and 

then reports the number to the experimenter. The player with the highest number reported receives the 
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winner price, while the other player gets the loser price. Our treatments vary the price spread between 

the winner and the loser of the tournament. We introduce a LOW, MEDIUM and HIGH price spread. 

Results indicate that subject's inclination to lie increases in the price spread. In line with the recent 

literature, we find that men are more likely to report the highest number possible. This could be 

observed in treatments with HIGH and MEDIUM price spread. Men and Women cannot be distinguished 

with respect to their lying behavior when the price spread is LOW. 

 

Severity vs leniency errors in individual and team performance appraisal 

Presenter: Rizzolli, Matteo 

Author(s): Lucia Marchegiani, Tommaso Reggiani, and Matteo Rizzolli 

Supervisors can fail performance appraisal mainly in two ways: with leniency errors that assign high 

evaluations when in fact performance is low or with severity errors that assign low evaluations when in 

fact performance is high. The basic principal-agent model with moral hazard predicts both errors to be 

equally detrimental to effort provision. This holds true even when teams are involved.We show this 

prediction fails in the lab both when individual and team tasks are involved. In fact, failing to reward 

deserving agents is significantly more detrimental than rewarding undeserving agents. We discuss our 

result in the light of different economic theories of behavior. Our result may have interesting 

implications for strategic human resource management and personnel economics and may also 

contribute to the debate about incentives and organizational performance.  

 

An experimental analysis of the trade-offs between production and appropriation 

Presenter: Roderoo-Cosan, Javier 

Author(s): Antonio J. Morales and Javier Rodero-Cosano 

We experimentally analyse the trade-off between productive and unproductive economic activities by 

making firms to decide which activity to undertake. Both activities are interrelated as the rents in the 

contest game come at the expense on the market profits. Our data support the directional predictions of 

the mixed strategy equilibrium: rent seeking increases with the efficiency of the rent seeking technology. 

However, level predictions are rejected. In fact, we obtain evidence of forward-looking behaviour: 

collusive behaviour increases with the efficiency of the rent seeking technology. Despite this, we observe 

profit equalisation between activities, showing that coordination in entry games is robust to behavioural 

effects. 

 

Carry a big stick or no stick at all: An experimental analysis of trust and endogenous punishment 

Presenter: Rodriguez-Lara, Ismael 

Author(s): Vicente Calabuig, Enrique Fatas, Gonzalo Olcina, and Ismael Rodriguez-Lara 

We consider a trust game with a punishment-phase in which the trustor is giving the possibility to punish 

(at a cost) the trustee's behavior after both subjects play the game in Berg, Dickhaut and McCabe (1995). 
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Our experimental design is based on a within-subject design with trustors and trustees receiving a 

different endowment in each round. As a result, the trustors' capacity to punish is endogenously 

determined by the proportion of the endowment that they want to keep in that round. We compare the 

subject's behavior in the game when there is punishment (PUN) and when there is not (NOPUN). Our 

results suggest that the capacity of punishment (i.e., the difference between the trustor and the 

trustee's initial endowments) crucially affects to the effect of punishment on the level of trust. Overall, 

we find that punishment is effective to increase the level of trust only if the trustor is at a relative 

advantage with respect to the trustee. We also find evidence for an endowment effect, meaning that 

when the trustor has a higher endowment, she transfers an smaller proportion. Finally, our results 

suggest that there exists an order effect so the moment in which the institution is introduced is 

important so as to explain the results. Thus, when PUN is introduced after NOPUN, there exists evidence 

for the crowding-out effect except if the trustor is at relative advantage with respect to the trustee with 

regard to the initial endowments. In the case in which PUN preceeds NOPUN, we find than the level of 

trust significantly decreases when the trustor is at relative advantage, while keeping constant in the rest 

of distributions. The rationale for these results relies on the endogenous capacity of punishment and its 

effect on the intrinsic and extrinsic motivation, which also affect the level of trustworthiness. Although 

we find no correlation between the amount sent and the returned amount, there exists evidence that 

PUN increases trustworthiness except when the trustor is at relative advantage with respect to the initial 

endowments. Our paper also discusses the efficiency of punishment and the conditions under which the 

punishment is used by the trustor. 

 

Dynamic public good networks: An experimental test of the law of the few 

Presenter: Rosenkranz, Stephanie 

Author(s): Vincent Buskens, Sanjeev Goyal, Stephanie Rosenkranz, and Utz Weitzel 

This paper experimentally analyzes whether the law of the few, i.e. the observation that in social groups, 

a majority of individuals seems to get most of their information from a very small subset of the group, 

the influencers, is the result of strategic interaction. The theoretical basis for our experiment is the 

model of Galeotti and Goyal (AER 2010) which suggests that agents face a trade-off when comparing 

costs and benefits of creating and maintaining personal contacts to agents who acquire information, 

with the costs and benefits of acquiring information personally. The crucial assumptions are that there is 

an individually optimal positive amount of information acquisition, that information acquired by 

individuals is perfectly substitutable, and that maintaining personal contacts is costly. The model further 

suggests that small heterogeneity helps in selecting individuals who will play dramatically different roles 

in social organizations. We implement the incentives as assumed in the theoretical model in an 

experiment. Based on the observation of the decisions of 152 subjects, randomly allocated to groups of 

size 4, we find strong support for local public goods and sharing of information: total information 

acquired in each group is around the predicted level and everyone has access to the optimal amount or 

more. To further understand the underlying mechanisms, we look at the effect of the two cost 

parameters on outcomes. The theory predicts that with high linking costs, in equilibrium the number of 

players who acquire information decreases and the information they acquire increases. Both these 
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effects imply that specialization in information acquisition should increase. For both these predictions we 

find strong support. Moreover, we also confirm that linking goes down as predicted. Further we consider 

effects of costs of information. The theoretical prediction is that increases in costs of information 

acquisition lead to a decrease in the number of players who acquire information and that the in-degree 

of the low cost player goes up. The data provide support for the latter but not for the former. In a closer 

examination of the mechanisms at the individual level the theory predicts that the comparison of costs 

implies that linking must yield minimum information to cover costs of linking. We get strong support for 

a positive correlation between in-degree and information acquisition. The data is in line with the 

theoretical mechanism. At the same time some aspects of the theory do not work out: the comparative 

statics with respect to linking costs are not strictly in line with the theory. We conjecture, that different 

from the theoretical prediction, beyond a certain level of linking costs individuals cut down on links and 

become more self-reliant if linking costs increase, while still significantly relying on information sharing.  

 

The dynamics of social preferences in repeated trust game experiments 

Presenter: Sass, Markus 

Author(s): Markus Sass and Joachim Weimann 

Recent experimental evidence from repeated dictator games (Brosig et al. 2010) and public good 

experiments (Sass & Weimann 2011) suggests a time-dependent instability of social preferences with 

subjects becoming more selfish the more often they are put in the same decision situation. We conduct 

repeated trust games in order to confirm this finding in yet another situational context in which social 

preferences are believed to play an important role. In our experiment, the responders play the trust 

game four times in one week intervals with weekly changing proposers. We elicit our subjects' 

preferences by employing Selten's strategy elicitation method. In the NoFeedback-Treatment, the 

responders neither learn what amounts of money the proposers sent them nor are they paid their 

earnings before the end of the experiment. This experimental design excludes endowment effects and 

effects due to learning about others' behavior since beliefs about social norms cannot be updated. In 

order to test Plott's hypothesis of discovered preferences (Plott 1996), we also use a control treatment, 

in which feedback is given about the amounts of money sent, however earnings are again not paid 

before the end of the experiment. After the last round of trust games, the responders take part in a 

symmetric solidarity game (Selten & Ockenfels 1998), in which they are matched with inexperienced 

subjects. This design sheds light on the question whether a time-dependent change in social preferences 

in the trust game has an impact on behavior in a different game with different social norms. 
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Institution formation when returns from public goods are heterogeneous 

Presenter: Schildberg-Hoerisch, Hannah 

Author(s): Sebastian Kube, Hannah Schildberg-Hörisch, Hans-Christian Boy, Elina Khachatryan, and 

Sebastian Schaube 

Deterrent sanctions can be effective in overcoming social dilemmas. This raises the important issue how 

sovereign agents can endogenously agree on implementing institutions that introduce deterrent 

sanctions. In this paper, we analyze situations in which all agents benefit from overcoming a social 

dilemma, but are either homogeneous or heterogeneous, i.e., benefit from overcoming the social 

dilemma to the same or a different extent. We use a series of laboratory experiments to explore 

institutions that involve homogeneous or heterogeneous obligations that are backed by strong deterrent 

sanctions. We study which kind of institutions are implemented if agents have to unanimously agree on 

them. Our results imply that unanimity voting on institutions is a powerful tool to increase efficiency in 

public good provision, the social dilemma we study. In general, this is true both with homogeneous and 

heterogeneous agents. However, if agents are heterogeneous, institutions with homogeneous 

obligations have a significantly lower implementation rate and lead to lower levels of efficiency than 

with homogeneous players. Voting unanimously on an institution that explicitly addresses heterogeneity 

increases the implementation rate.  

 

Control aversion in east and west germany: A large-scale internet study 

Presenter: Schmelz, Katrin 

Author(s): Katrin Schmelz 

Do politico-economic systems influence control preferences? We hypothesize that less individuals 

acquired control-averse preferences under the coercive regime of East Germany than under the liberal 

regime of West Germany. We test this hypothesis in a large-scale internet study, consisting of a survey 

and an interactive part. We also present a model of cultural evolution in which the level of state coercion 

affects the process by which control-averse preferences are acquired or abandoned, so that a 

population's stationary distribution of preferences towards control depends on state coercion. Indeed, 

we find that control aversion is largely stronger among West than among East Germans. The differences 

are significant and systematic for graduates older than 30 years but only in specific cases for students 

and never for graduates younger than 30 years. The differences are largely driven by lower fractions of 

control averse individuals in the East whereas the strength of control averse reactions is similar among 

East and West Germans. Our findings corroborate the idea that for East Germans who have been 

socialized under a coercive regime as children and adolescents, the experience of a liberal regime in their 

adulthood does not make them abandon completely the preferences they acquired in early life. 

Differences in control aversion are vanishing in younger generations of East and West Germans who 

essentially grew up in unified Germany, implying that the two parts of Germany are 'growing together'. 
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Double or nothing 

Presenter: Schmidt, Carsten 

Author(s): Carsten Schmidt and Charles Noussair 

We report the results of a field experiment conducted in a cocktail bar in Mannheim, Germany. Patrons 

in the bar have a 50% chance of receiving a 50% reduction in their bar tab. If they receive the reduction, 

they can opt to bet "double or nothing", a 50% chance of having their bill completely voided or paying 

the original amount. We study the demographic correlates of safe and risky decisions. We find that 

smokers are more risk tolerant, groups consuming more than two alcoholic drinks per person are more 

risk tolerant, there is more risk aversion for larger bill amounts, groups are more likely to make risk 

averse decisions than individuals, and female groups are more risk averse than male groups. 

 

Growing groups, cooperation, and the rate of entry 

Presenter: Schneider, Frederic 

Author(s): Eva Ranehill, Frédéric Schneider, and Roberto Weber 

Voluntary cooperation is important for many groups. Moreover, due to economies of scale, it is often 

advantageous for groups to grow. While growth may be beneficial, new members can also destabilize 

cooperation. We consider the robustness of voluntary cooperation to entry by individuals coming from 

groups with low cooperation, and explore the importance of the rate of growth.In a laboratory 

experiment, subjects play a finitely-repeated public good game. The marginal return increases with 

group size to make large groups attractive, if cooperation prevails. Subjects are initially allotted into 

small, 'High-cooperation'• groups and large, 'Low-cooperation'• groups, based on earlier 

cooperativeness. After a pre-treatment stage we allow movement from the 'Low'• groups to the 'High'• 

groups under two main treatments, Fast growth and Slow growth, that vary the rate at which entrants 

move into the High-cooperation group. We find that fast growth disrupts efficient public good provision; 

but when moved in slowly, members of 'failed'• groups adapt to contribution levels in cooperative 

groups. Adaptation patterns indicate that subjects' beliefs are biased towards past contribution levels in 

the 'host'• group. In a third treatment, subjects decide on the rate of entry by voting. In this treatment, 

growth occurs slowly but stops short of the efficient group size because the newcomers vote against 

further entry. Voting for entry is correlated with political orientation. We conclude that the right rate of 

entry can facilitate keeping cooperation up. Efficient entry depends on the collective decision-making 

process. 

 

Reputation effects in competitive social dilemma situations: Evidence from a public goods game 

Presenter: Schneider, Arthur 

Author(s): Timothy Carson and Arthur Schneider 

We investigate the effect of reputation on the level of contributions and earnings in competitive social 

dilemma situations. After paying $3 in order to participate in two treatments of a public goods game 

without punishment, subjects were told that the winner of each treatment would receive $100 at the 
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end of the session and there would be no other compensation for anyone else. Before playing repeatedly 

against the same group members for 10 rounds in treatment 1, participants were told that their 

contribution decisions and earnings will be kept anonymous. Then, randomly re-matched subjects played 

repeatedly against the same group members for 10 more rounds in treatment 2. This time however, 

their names, contribution decisions, and earnings would be displayed on the screen at the end of the 

treatment. Contrary to our expectations, we find that the level of contributions doesn't decline over time 

and these findings are consistent across both treatments. Even more surprisingly, there is no difference 

in earnings between the treatments. It seems that in competitive social dilemma situations, reputation 

doesn't play a significant role in strategic decision making. 

 

Concurrence of pro-social and anti-social preferences 

Presenter: Schroeder, Marina 

Author(s): Abdolkarim Sadrieh and Marina Schröder 

There is plenty of experimental evidence for pro-social behavior in economic experiments. Ostensibly 

contradicting these findings, recent experimental research reveals anti-social preferences in similar 

economic experiments. We introduce the give-or-destroy game that allows us to observe both pro-social 

and anti-social decisions of an individual at the same time. We find that the majority of participants 

reveal both pro- social and anti-social preferences. Surprisingly, pro-social and anti- social preferences 

are positively correlated. We run a second experiment to check the hypothesis that the observations are 

due to experimenter demand versus the hypothesis that there is a desire to influence others. While 

some of the observed pro-social behavior may be due to experimenter demand, our evidence suggests 

that anti-social behavior is observed despite most subjects expectations that the experimenters would 

prefer not to see it. 

 

Group polarization on altruistic behaviour: Comparing two cases 

Presenter: Seyhun  Saral, Ali 

Author(s): Ayca Ebru Giritligil and Ali Seyhun Saral 

The primary concern of this thesis study is to test if the effect known as "Group Polarization" is valid on 

Altruistic Behaviour comparing the cases of Double-Anonymous Dictator Game and the case where 

subjects has a specific information about the need about the recipient. For investigating,we ran a 

treatment of a conventional Dictator game and a treatment that subjects are donating a well-known 

charity organization LOSEV.In this second particular case, it was known the need of the recipienta was 

considerably intense. We aimed to compare the decision makers behaviour when making decisions 

individually and as part of a group. Our experiment had a similar design to Luhan et al.,(2009), in which 

subjects were making first of all individual decisions, then group decisions in groups of three, and then 

finally individual decisions. We compared the results we get from this two case considering individual 

and group decisions. 
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Does the social context matter for non-reflective income justice evaluations? A factorial survey 

approach 

Presenter: Shamon, Hawal 

Author(s): Hawal Shamon and Hermann Dülmer 

The focus of the paper is on the relevancy of the social context on non-reflective income justice 

evaluations. On the basis of A New Theory of Distributive Justice (Jasso 1980) social context firstly 

comprehends the influence of the actual income inequality within a social group on the justice 

evaluations of the group members. According to Jasso's theory, the distribution of justice evaluations 

depends on the distribution of goods. Second, social context comprehends the impact of social 

comparisons on justice evaluations, and thus implicitly on justice judgments. This follows Berger et al. 

(1972) 'Status-Value Theory'•, after which an individuals desired vision of a just reward is derived from 

the comparison with relevant generalized others. To detect the relevancy of income inequality and social 

comparisons for justice evaluations, an internet-based factorial survey has been conducted in 2012. The 

factorial survey method links the advantages of survey research with those of an experimental design. 

Our factorial survey shows that respondents use income inequalities and average incomes as references 

when deciding on the fair income of other persons. The study participants rated the income of fictive 

persons the more unfair, the less these fictive persons earned in comparison to other fictive persons 

with the same occupational qualification.  

 

Complexity and smart nudges with inattentive consumers 

Presenter: Sitzia, Stefania 

Author(s): Stefania Sitzia, Jiwei Zheng, and Daniel John Zizzo 

In an experiment on markets for services, we find that consumers are likely to stick to defaults and make 

suboptimal choices. We unpack two key psychological reasons why they do this - complexity (in terms of 

non-linearity, number and bundling of tariffs) and consumer inattention -. The complexity induced by 

non-linearity and number of tariffs has an important role, but one overstated if the explanatory power of 

inattention is neglected. We show that a 'smart nudge' policy of automatically switching default tariffs 

can be used to exploit inattention-based consumer inertia to achieve better consumer outcomes. 

 

Can contracts signal social norms? - An experimental investigation 

Presenter: Sliwka, Dirk 

Author(s): Anastasia Danilov and Dirk Sliwka 

We investigate experimentally whether the choice of an incentive scheme can signal a social norm, when 

the principal is better informed about the reaction of a broader number of other agents before the 

contract choice - and the agent is aware of this. We compare two treatments. In the baseline treatment 

a principal can choose between a fixed wage contract ('trust-contract'•) and performance pay 

('contingent contract'•). She is matched to an agent who then determines his effort as an abstract effort. 

We elicit efforts for both contract types using the strategy method. In a 'norms'•-treatment we show 
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principals the choice of all agents for both contracts from a previous session of the baseline treatment. 

For the agents nothing is changed except the fact that they learn that the principals who propose the 

contract have observed this information on the behavior of others. We find that indeed agents react 

differently to identical contract choices when they know that the proposing principal is better informed 

about. Agents exert significantly higher effort under a fixed wage contract when knowing that the 

principal proposed this contract being aware of other's reaction to it. 

 

Escalation bias in recruitment and performance evaluation 

Presenter: Solá, Carles 

Author(s): Andrej Angelovski, Jordi Brandts, and Carles Solá 

We analyze in the context of a real effort experiment the idea of escalation bias in performance 

appraisal. We design an experiment where managers select employees based on a personality test and 

then evaluate them in a real effort task. The task is subjective and each manager evaluates workers 

previously recommended, not recommended or assigned. We show that the bias exists and is significant. 

That is, managers give higher evaluations to those workers previously recommended in comparison to 

the evaluation that external, neutral agents would give to the same workers. Moreover, we analyze the 

effect of two variables that could contribute to eliminate this bias: incentives and role playing. We show 

that introducing these two mechanisms does not eliminate the bias, just transforms the bias into a more 

subtle bias. Additionally, we show how this kind of bias also effects peer evaluations.  

Hide and seek: Self-serving norm context shaping through individual strategic manipulation of 

information 

Presenter: Spiekermann, Kai 

Author(s): Arne Weiss and Kai Spiekermann 

We test the hypothesis that individuals manipulate their information sets in order to avoid social norms. 

A social norm sets out what an individual is expected to do, given that the world is in a certain state. 

However, if the subject does not know that the world is in such a state, non-compliance may be 

excusable, opening up an opportunity for strategic norm avoidance. If individuals can influence their 

information sets about normatively relevant facts, they may choose to acquire only those beliefs that 

help them to avoid the force of a norm and the associated compliance costs (cf., Dana et al. 2007). The 

experiment is in three stages. First, a relevant norm is made salient. Second, all participants play a 

competitive game that will sort participants into high and low performers. Third, pairs of participants 

play a dictator game such that the dictator knows she is a high performer, but does not know by default 

whether the receiver is a high or a low performer. Before playing, the dictator can optionally acquire 

different lotteries for information about the receiver's type. We hypothesize that dictators tend to avoid 

information that the receiver is a high performer, and tend to pursue information that the receiver is a 

low performer, thereby avoiding compliance costs associated with a norm of just desert. 
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Dishonesty and charitable behavior 

Presenter: Stoian, Adrian 

Author(s): Doru Cojoc and Adrian Stoian 

We examine in the laboratory how having the opportunity to behave prosocially in the future affects the 

likelihood of currently engaging in antisocial behavior. Subjects first complete a task which determines 

their payoff. They then self-report their performance, which provides them with an opportunity for 

undetected cheating. In the second stage they are given the opportunity to donate some of the money 

earned in the first stage to a charity. Only subjects in the treatment group know about the opportunity 

to donate in the second stage. We find that subjects cheat more if they know they can donate some of 

the money to charity. Surprisingly, they also end up donating less to charity. The first result is consistent 

with charitable giving alleviating guilt. The second result can be explained by models of identity, time-

inconsistent preferences, or self-signaling. 

 

Strategizing when substitutabilities are at play: Experimental evidence from beauty contest games 

Presenter: Sutan, Angela 

Author(s): Hervé Abdi, Angela Sutan, and Marc Willinger 

We experimentally test the hypothesis that human subjects benefit from a strategic substitutes 

environment when prompted to decision making because of the specific alternate elimination of 

dominated strategies in this case. We study behaviour in specific strategic substitutes and strategic 

complements beauty contest games: two-person groups, n-persons groups, mouse scanning games, 

various partners games. Why are chosen number closer to the equilibrium value under strategic 

substitutes, despite the rule appears to be more complicated? We consider two plausible answers: i) the 

fact that numbers are strategic substitutes can favor strategic thinking and therefore facilitate 

elimination of extreme numbers, ii) two-sided elimination of dominated strategies, instead of one-sided 

elimination, might help to locate more easily the equilibrium value. In our various games, we try to 

support the argument that the useful information/available information ratio is higher in a context in 

which players actions are strategic substitutes rather than strategic complements. 

 

The economic consequences of global accounting convergence: An experimental study. 

Presenter: Taguchi, Satoshi 

Author(s): Satoshi Taguchi, Masayuki Ueeda, Satoru Mizutani, and Kazunari Miwa 

The purpose of this paper is to study whether or not the movement towards convergence of 

International Financial Reporting Standards finally come to an end. The answer is 'yes'• in this research. 

The methodology in this research is based on a comparative institutional analysis (Aoki 2001, Grief 2006) 

and experimental game theory (Camerer 2003).We think an institution as the Nash equilibrium of game 

theory (Binmore 2010). In this study, we adopt a 3*3 coordination game because one of the essential 

factors of global accounting convergence is to coordinate accounting standards (Hail et al.2010, Taguchi 

2009).The take home message that we would like to deliver to you is that although the game theory 
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anticipates the global accounting convergence, our experiments show that nations adopted the strategy 

to keep own initial system and don't cooperate because they become 'egoists' in the long run. 

 

Delegation in the provision of global public goods 

Presenter: Tan, Fangfang 

Author(s): Martin Kocher, Fangfang Tan, and Jing Yu 

This paper examines the effect of electoral delegation on providing global public goods when the elected 

delegate has the decision power on contributions at the subgroup level. People mostly vote for pro-

social delegates who assign an equally high contribution for everyone in the subgroup, even though 

these delegates face the temptation to free ride on contributions of other subgroups and to exploit 

members in their own subgroup. Moreover, the delegation mechanism protects members of a subgroup 

from being exploited by other subgroups or by a selfish delegate. The results suggest that the delegation 

mechanism is effective in increasing cooperation in social dilemmas.  

 

Lying and public goods: Can punishment still be effective? 

Presenter: Ter Meer, Janna 

Author(s): Bernd Irlenbusch and Janna Ter Meer 

Past work has established that punishment in the standard, 4-player public good game is ineffective 

when feedback on contributions is sufficiently noisy. We look at the case where the noise is not 

exogenously imposed, but generated by the participants themselves. In other words, participants can 

actively misrepresent their contributions. After making their contribution decisions, participants can 

report what they have done through an announcement mechanism. We vary the degree by which 

participants observe the actual or announced contributions and introduce punishment. We find that as 

long as the actual contributions can still be observed with some accuracy, subjects lie significantly less, 

which raises effective accuracy levels. However, punishment is only effective in maintaining 

contributions at intermediate levels. This is driven by the reaction to punishment, rather than by 

differences in punishment points assigned. Finally, although moderately effective, punishment is highly 

inefficient in terms of earnings compared to no-punishment treatments. 

 

Inequality and punishment in public goods experiments 

Presenter: Teyssier, Sabrina 

Author(s): Louis Lévy-Garboua, Sabrina Teyssier, and Jonathan Waksman 

Social dilemmas are pervasive in many everyday life contexts. In many situations, it has been shown that 

people are willing to punish free-riders even though it is costly to them and does not provide additional 

benefits. In the previous literature equality between individual endowments is generally assumed. 

However, public goods often benefit to people with diverse levels of revenue. In this paper, we address 

the impact of inequality and punishment opportunities (and their interaction) on individual 
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contributions.We conduct a six-person public good game laboratory experiment with two baseline 

treatments where all participants receive the same endowment (either low or high) and three interest 

treatments where inequality in endowments is introduced. The proportion of participants with a low 

endowment relatively to a high endowment varies between the interest treatments: two participants 

with a low endowment and four participants with a high endowment, three with a low endowment and 

three with a high endowment, and four with a low endowment and two with a high endowment. In all 

treatments, participants cannot use punishment in phase 1 but it is introduced in phase 2.We find that 

introducing inequality does not affect the provision of public goods when punishment is not possible. 

Nevertheless, homogenous group are more efficient than heterogeneous groups when punishment is 

available. This effect if stronger when participants with low endowment are more numerous. In this case, 

participants with a low endowment lower their contribution level and participants with a high 

endowment receive more sanctions.  

 

Valuing non-financial performance: An experiment with professional private equity investors 

Presenter: Teyssier, Sabrina 

Author(s): Patricia Crifo, Vanina Forget, and Sabrina Teyssier 

This paper sheds light on the impact sustainable and unsustainable corporate practices have on equity 

financing. We present a unique framed field experiment in which professional private equity investors 

competed in closed auctions to acquire fictive firms. We hence observe that corporate non-financial 

performance impacts firm valuation and investment decision and we quantify to which extent. Main 

result is an asymmetric effect, unsustainable practices increasing the cost of equity capital. Investment 

decision seems essentially impacted by governance quality. Our findings are discussed in terms of 

practical implications for both investors and firm managers. 

 

Reduction of compound lotteries with objective probabilities: Theory and evidence 

Presenter: Todd Swarthout, J. 

Author(s): Glenn W. Harrison, Jimmy Martínez-Correa and J. Todd Swarthout 

The reduction of compound lotteries (ROCL) has assumed a central role in the evaluation of behavior 

towards risk and uncertainty. We present experimental evidence on its validity in the domain of 

objective probabilities. Our experiment explicitly recognizes the impact that the random lottery incentive 

mechanism payment procedure may have on preferences, and so we collect data using both "1-in-1" and 

"1-in-K" payment procedures, where K>1. We do not find violations of ROCL when subjects are 

presented with only one choice that is played for money. However, when individuals are presented with 

many choices and the random lottery incentive mechanism is used to select one choice for payoff, we do 

find violations of ROCL. These results are supported by both non-parametric analysis of choice patterns, 

as well as structural estimation of latent preferences. We find evidence that the model that best 

describes behavior when subjects make only one choice is the Rank-Dependent Utility model. When 

subjects face many choices, their behavior is better characterized by our source-dependent version of 
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the Rank-Dependent Utility model which can account for violations of ROCL. We conclude that payment 

protocols can create distortions in experimental tests of basic axioms of decision theory. 

 

The independence axiom and the bipolar behaviorist 

Presenter: Todd Swarthout, J. 

Author(s): Glenn W. Harrison and J. Todd Swarthout 

Developments in the theory of risk require yet another evaluation of the behavioral validity of the 

independence axiom. This axiom plays a central role in most formal statements of expected utility 

theory, as well as popular alternative models of decision-making under risk, such as rank-dependent 

utility theory. It also plays a central role in experiments used to characterize the way in which risk 

preferences deviate from expected utility theory. If someone claims that individuals behave as if they 

“probability weight” outcomes, and hence violate the independence axiom, it is invariably on the basis of 

experiments that must assume the independence axiom. We refer to this as the Bipolar Behavioral 

Hypothesis: behavioral economists are pessimistic about the axiom when it comes to characterizing how 

individuals directly evaluate two lotteries in a binary choice task, but are optimistic about the axiom 

when it comes to characterizing how individuals evaluate multiple lotteries that make up the incentive 

structure for a multiple-task experiment. Building on designs that have a long tradition in experimental 

economics, we offer direct tests of the axiom and the evidence for probability weighting. We reject the 

Bipolar Behavioral Hypothesis: we find that nonparametric preferences estimated for the rank-

dependent utility model are significantly affected when one elicits choices with procedures that require 

the independence assumption, as compared to choices with procedures that do not require that 

assumption. We also demonstrate this result with familiar parametric preference specifications, and 

draw general implications for the empirical evaluation of theories about risk. 

 

Experiments on multilateral bargaining in continuous time 

Presenter: Tremewan, James 

Author(s): James Tremewan and Christoph Vanberg 

This paper presents experimental evidence from a 3-person bargaining game in which players can enter 

coalitions and form different agreements in real time. Payoffs flow continuously whenever two players 

agree on a given flow rate. The experiment is deliberately designed to present a less tightly structured 

(but still controlled) setting than used in most economics experiments on multilateral bargaining. Our 

main interest is in investigating the stability of various agreements (e.g. three-way splits, two-way splits), 

and regularities in movements betweenthem. Our data shed light on the power of theoretical solution 

concepts of coalition formation and stability. Although our setting does not directly mimic the rules of 

standard non-cooperative theories, we argue that it may nonetheless constitute an appropriate arena in 

which to assess the accuracy and relevance of theoretical predictions based on such models. Finally, we 

discuss the relationships between individual characteristics and both strategies and outcomes. 
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Experimental evidence of concession-making 

Presenter: Tsutsui, Kei 

Author(s): Federica Alberti, Werner Güth, Hartmut Kliemt, and Kei Tsutsui 

We report on a two-persons simultaneous bargaining experiment in which conflict arises if a maximum 

number of trials is reached without a feasible agreement or, after the first trial, neither player reduces 

her demand relative to the previous trial. We consider treatments with sequential, positional, and static 

protocols. The sequential protocol allows each player to demand conditional on the demand by her co-

player in the previous trial(s). In the positional and static protocols, each player has to decide her 

demand without knowing the demand by her co-player in the previous trial(s). In the positional protocol, 

however, each player is informed whether at a particular trial the pair has reached an agreement 

whereas in the static protocol each player decides her demand until the maximum number of trials is 

reached without knowing whether (and when) the pair has reached an agreement. For all treatments we 

consider players with asymmetric conflict payoffs. Two different maximum numbers of trials are played 

within subjects. The theoretical prediction is that, irrespective of maximum number of trials and the 

protocol, players will reach an agreement only in the last trial and will do so by equally dividing the total 

surplus. Our results suggest no difference in demand between maximum number of trials and across 

protocols. However, most pairs could reach an agreement in the first trial and did so by equally splitting 

the whole pie. 

 

 

When ignorance is innocence: On information avoidance in moral dilemmas 

Presenter: van der Weele, Joel 

Author(s): Joel van der Weele 

Avoiding information about adverse welfare consequences of self-interested decisions, or `strategic 

ignorance, is an important source of corruption, anti-social behavior and even atrocities. This paper 

provides an extensive investigation of this phenomenon. Using the model by Bénabou and Tirole (AER 

2006), I show that one can explain existing experimental results on strategic ignorance as an equilibrium 

trade-off between image concerns and material desires. The model also generates new comparative 

static predictions about the kind of situations that foster strategic ignorance. I test these predictions 

experimentally, and find that ignorance decreases when prosocial behavior is cheap and potential harm 

to others is large. Incentivizing agents to gather information leads to more prosocial behavior on 

aggregate, whereas some people are willing to pay to remain ignorant. All in all, the results provide clear 

evidence that people avoid knowing `inconvenient facts. 
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Do women prefer a co-operative work environment? 

Presenter: Villeval, Marie-Claire 

Author(s): Peter Kuhn and Marie-Claire Villeval 

We conduct a real-effort experiment where participants choose between individual compensation and 

team-based pay. We find that women are more likely than men to select team-based compensation in 

our baseline treatment, but women and men join teams with equal frequency when we add an efficiency 

advantage to team production. Using a simple structural framework to reconcile these facts, we show 

that three elements can account for the observed patterns: (1) a gender gap in overconfidence, (2) a 

greater responsiveness among men to instrumental reasons for joining teams, and (3) a greater 'pure'• 

preference for the team environment among women. 

 

Power asymmetry and escalation in bargaining 

Presenter: Vollstädt, Ulrike 

Author(s): Ulrike Vollstädt 

Bargaining is prevalent in economic interactions. Under complete information, game theory predicts 

efficient bargaining outcomes (immediate acceptance of first offer; see Rubinstein, 1982). However, 

continuous rejections of offers leading to inefficient delays (escalation) have regularly been found in 

previous bargaining experiments even under complete information (see Roth, 1995). I test 

experimentally (1) whether power asymmetry leads to more escalation in bargaining and (2) whether 

perspective-taking reduces escalation. I find that power asymmetry increases escalation, but I do not 

find that perspective-taking reduces escalation. 

 

Deontological versus consequentialistic lying aversion: An experimental investigation 

Presenter: Vorsatz, Marc 

Author(s): Ronald Peeters, Marc Vorsatz, and Markus Walzl 

There is ample evidence that individuals transmit in games of strategic information transmission more 

information than predicted by the most informative sequential equilibrium. The corresponding literature 

has mainly focused on two explanations: preferences for truth-telling (lying aversion) and bounded 

rationality. We study experimentally in the laboratory whether lying aversion is deontological (that is, it 

can be modelled as a fixed cost) or consequentialistic (that is, the utility function of the sender depends 

on higher order beliefs). The novel aspect of the paper is not only that we disentangle these two types of 

lying aversion in the setting of a sender-receiver game, at the same time we are controlling for bounded 

rationality by estimating numerically the corresponding quantal response equilibrium. 
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Cooperation in teams: A real-effort task experiment with punishment and forgiveness 

Presenter: Vranceanu, Radu 

Author(s): Radu Vranceanu, Fouad El-Ouardighi, and Delphine Dubart 

Problems of coordination in teams occupy a central stage in personnel economics. Theoretical models 

suggest that compensation schemes based on team performance mainly induce individual free-riding 

behavior. In turn, a substantial literature investigated what mechanisms can help avoiding the 

productivity decline due to free-riding (inter alia, Alchian and Demsetz, 1972; Holmstrom, 1982; McAfee 

and McMillan, 1991; Itoh, 1991,1992; Legros and Matthews, 1993).Group coordination and team-based 

compensation schemes were often analyzed in an experimental setting where subjects are asked to 

perform a real effort (read: tedious) task. Real effort experiments add more realism, but to the expense 

of a weaker control, given that the experimenter does not know the workers effort cost (Falk and Fehr, 

2003). One significant finding is that in real-effort experiments free-riding is much weaker (or, that 

cooperation is stronger) as compared to public goods experiments. [See: Brüggen and Strobel (2007) 

Vandegrift and Yavas (2011); Eriksson, Poulsen, Villeval (2009); Mohnen, Pokorny and Sliwka (2008); Falk 

and Ichino (2006); van Dijk, Sonnemans and van Winden (2001)]This paper aims to study the 

consequences of a punishment strategy in a real effort game. We would like to answer these 

questions:'¢Does cooperation increase when punishment is possible, as compared to a situation where 

punishment is not possible?'¢When punishment is possible, do people punish or not? (amount, 

frequency). When they punish, they do so because they are 'strategic'•, i.e. want to provide incentives 

for the partner to work harder, or because of a 'vengeance motive'•?'¢Do people who were punished 

increase/decrease their effort at the next round?'¢Do people who could be punished but were not - 

increase/decrease their effort at the next round?In order to bring an answer to these questions, we 

implement a standard real effort task experiment (Mohnen et al. 2008), where pairs of subjects must 

count 7s in successive blocs of figures, during four distinct rounds. Each round lasts for 4 minutes. 

Partners in pairs can count the 7s and provide an answer, or push a time-out button, and earn some 

amount of money while resting. The individual reward from the task is proportional to the joint 

production of right answers. At the end of each round each player in a pair is informed about his own 

performance, and the performance of the partner (score and pauses).There are three treatments: (T1) 

individual piece rate reward, (T2) team production without possible punishment, (T3) team production 

with possible punishment. In the last treatment, players that outperform in the task can, only if they 

want, impose a penalty on their partner (they decide about the amount of the penalty as well).So far we 

were able to implement only a pilot test with 22 subjects that played the 'with sanction'• T3 treatment. 

Cooperation is high and improving over rounds. Sanctions are applied in about 50% of the cases; 33% of 

the players apply the sanction at the last round, when strategic considerations no longer apply. A one 

point difference in scores raises the probability to apply the sanction by 12.5%. The amount of the 

sanction appears to be related to the difference in scores, a one point difference in scores raises the 

sanction by 2.5 ecu. 
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Political motivations and electoral competition: Equilibrium analysis and experimental evidence 

Presenter: Vriend, Nicolaas 

Author(s): Michalis Drouvelis, Alejandro Saporiti, and Nicolaas J. Vriend 

We study both theoretically and experimentally the set of Nash equilibria of a classical one-dimensional, 

majority rule election game with two candidates. These candidates are interested in power and ideology, 

but their weights on these two motives are not assumed to be the same, i.e., their electoral motivations 

are not necessarily identical. Apart from obtaining the well known median voter result and the two-sided 

policy differentiation outcome, the paper uncovers the existence of two new equilibrium configurations, 

called 'one-sided' and 'probabilistic' policy differentiation, respectively. Our analysis shows how these 

equilibrium configurations depend on the relative interests in power (resp., ideology) and the 

uncertainty about voters' preferences. The theoretical predictions are supported by the data collected 

from a laboratory experiment, as we observe convergence to the Nash equilibrium values at the 

aggregate as well as the individual levels in all treatments, even in the probabilistic differentiation 

treatment with a unique mixed strategy equilibrium. The comparative statics effects across treatments 

(varying the interests in power and ideology as well as the uncertainty about voters' preferences) are as 

predicted by the theory. We also find that subjects' learning takes place mainly within the first ten 

periods (elections), and that most of that learning does not vanish as subjects interchange their roles 

between candidates of different ideologies. 

 

Do the discount rates of people affect willingness to pay for environment? - The case of the tideland in 

Japan 

Presenter: Wada, Ryoko 

Author(s): Ryoko Wada 

The main issue in evaluating the environment has been measuring the gap in willingness to pay and 

accepting the environment as a static problem.However, there is a time lag between the payment for 

the environment and the results from investment to the environment.To protect or recover the 

environment, we need to pay now for the future environment, but we have to wait the reward from 

doing so.Thus, if we analyze cost-benefits, discounted future utility from a better environment should be 

compared to the amount paid beforehand.While time lag was ignored in previous papers, our paper 

focuses on the time discounting and evaluation of the environment.Attributes we investigated were not 

only age, sex, and family. We particularly investigated the commitment to the community they belong 

to.We carried out the experiment in February 2012 with 18 subjects who applied through a web site. 

(We have a concrete plan of forthcoming experiment in July to collect more subjects )To measure the 

discount rate, we gave subjects the option to postpone receiving any amount of their reward and offered 

a possible 20 percent extra for one month. Eleven out of eighteen subjects selected immediate receipt of 

reward, therefore, we can conclude that the valuation of willingness to pay is strongly biased by the 

discount rate. Although we need to collect a lot of data for all seasons,we found that people who are 

willing to pay a lot for the preservation of tideland have lower discount rate.After informed that the tax 

is used to get rid of too much algae from the tideland, we asked how it should be paid.Over half people 

answered the preservation of the tideland should be paid by increasing issue national bond.Our results 
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shows that discounting future may severe obstacle for the preservation of nature environment, 

however, clarifying the appropriate method to pay forward is useful. 

 

Too tired to be fair? Ego depletion and the instability of social preferences 

Presenter: Wagner, Alexander K. 

Author(s): Anja Achtziger, Carlos Alos-Ferrer, and Alexander K. Wagner 

We study the stability of social preferences in a series of 5 studies on ultimatum and dictator games 

(comprising a total of 1040 subjects) in two different countries (Germany and Spain). We rely on an 

experimental manipulation called ego depletion, which is known to consume self-control resources, 

thereby enhancing default reactions, or in psychological terms, automatic processes. Overall, we find 

that even a very weak manipulation has an effect on social preferences for all player roles, i.e. proposers 

and responders in the ultimatum game and dictators in the dictator game. In an experiment in Germany, 

depleted proposers make lower offers (which is compatible with self-centered monetary concerns being 

more automatic), and depleted responders reject unfair offers more frequently (which is compatible 

with emotional reactions as e.g. anger being more automatic). However, in an experiment in Spain we 

find the opposite pattern of behavior. Results of dictator games, where strategic components are 

eliminated, also indicate heterogeneity. We conclude that social preferences are not a stable trait, but 

can be altered rather easily through simple, unrelated manipulations. The direction of the manipulation's 

effect however appears to be unsystematic, indicating heterogeneity in basic motivations across 

populations, possibly including country differences. 

 

What drives fraud in a credence goods market? Evidence from a field experiment 

Presenter: Waibel, Christian 

Author(s): Alexander Rasch and Christian Waibel 

This paper investigates the impact of four key economic variables on an expert firms incentive to defraud 

its customers in a credence goods market: the level of the level of competition, the expert firms financial 

situation, its competence and its reputational concerns. We use and complement the dataset of a 

nationwide field experiment conducted by the German Automobile Association that regularly checks the 

reliability of garages in Germany. We find that more intense competition and high competence lower 

firms incentive to overcharge. A low concern for reputation and a critical financial situation increase the 

incentive to overcharge. 

 

Moral hypocrisy and the use of (un)fair procedures 

Presenter: Walkowitz, Gari 

Author(s): Jan-Erik Lönnqvist, Bernd Irlenbusch, and Gari Walkowitz 

We run five binary dictator game studies (N = 320) to investigate whether people show moral hypocrisy 

in simple distribution tasks, i.e., they do not want to pay the cost of behaving morally if they can do so 
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without appearing immoral. Dictators have three options: 1) they can directly choose an unfair allocation 

(9€/1€), 2) they can directly choose a fair option (5€/5€), or 3) they can use a labeled coin to determine 

the payoffs. The outcome of the coin flip is either non-binding/not observable or enforced by the 

experimenters. Our results show that a) most subjects do not take the fair distribution at the outset; b) a 

large fraction of subjects is willing to let the coin decide the allocation  - but only if they can fudge the 

results of the coin flip; c) some subjects initially have the intention to actually apply the seemingly fair 

procedure but show weakness of will and switch to the unfair allocation if the coin shows the fair 

outcome; d) hypocritical behavior substantially increases if the receiver is informed about the dictator’s 

non-binding/not observable coin use; e) the availability of the non-binding/not observable coin flip 

significantly decreases the number of fair allocations; and f) the availability of the enforced coin flip 

significantly increases the number of fair allocations if the receiver is informed about the dictator’s coin 

use. 

 

Experiments on public debt 

Presenter: Weimann, Joachim 

Author(s): Martin Fochmann, Karim Sadrieh, and Joachim Weimann 

All over the world, we observe countries which are heavily indebted. However, experimental studies on 

public debt crisis and the analysis of mechanisms that can help in escaping from the curse of growing 

national debts are still pending. In this paper, we first analyze the driving forces of the inherent tendency 

of states to borrow more and more. We conjecture that it is the fact that public debt allows for the 

shifting of burdens on future generations that causes this behavior. Secondly, we analyze different debt 

rules. In our experiment, subjects decide on both the size and the funding of a public good in an 

economy. As we allow lower group contributions than public good sizes, economies can run into public 

debt. In the baseline treatment, one generation “lives” for a known number of rounds. If the debt 

becomes higher than a (not perfectly known) exogenous given value, the economy has to spend all their 

income to reduce the debt. In a second treatment, we introduce a number of generations, following one 

after the other. Thus each generation is able to shift the burden of the debt to the following generation. 

In a third treatment we introduce a lag structure in order to vary the degree to which burdens are 

shifted to the following generations. Furthermore we investigate the development of public debt in an 

overlapping generation treatment. 

 

On the nature of relational contracting: The influence of power and culture 

Presenter: Weiss, Arne R. 

Author(s): Geng Hong, Bettina Rockenbach, and Arne R. Weiss 

In this paper we seek for empirical evidence, in a controlled laboratory setting, on the context-

dependency of the formation and the inner structure of relational contracting as well as its efficacy in 

enforcing incomplete contracts. Context is varied in two dimensions: power and culture. We find the 

extent to which relationships arise to be highly dependent on power and culture. By contrast, the inner 
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structure of relationships is surprisingly robust to the influence of power and culture: Relationships are 

always based on a high degree of efficiency and rent-sharing; the sharing norm across conditions leans 

clearly towards equal split, rather than splitting-the-difference of the cooperative surpluses generated in 

relationships. 

 

Clean evidence on expressive voting 

Presenter: Weiss, Arne R. 

Author(s): Robert Boehm, Bettina Rockenbach, and Arne Weiss 

This paper provides experimental support for Horowitz' expressive-voting hypothesis. Expressive voting 

is defined as voting for an ingroup member in the absence or even against strategic incentives. The 

extent of expressive voting is measured by perfectly balancing whether an income distribution is 

proposed by an ingroup or an outgroup member. The income distribution may discriminate among 

members of two groups of equal size that are created artificially among an otherwise homogeneous 

student sample. We find a considerable amount of expressive voting: more than 60% of all votes are 

given to the ingroup candidate, whereas only 50% would be expected if voters only cared about 

monetary outcomes. Approval rates of each of the three proposed discriminatory income distributions, 

when the rival proposal is an equal division of income, rise, on average by 17%, when proposed by an 

ingroup member. In-group voting is, surprisingly, strongest when it is free of monetary consequences: 

about 85% of voters decide for their own candidate when both candidates would implement an equal 

division of income. Overall, only group membership significantly predicts voting choices. While there is 

also a tendency that individual income gains matter, their influence is not significant. While the results 

do not mirror a mere 'head-count'• along group-membership, they nevertheless suggest that expressive 

voting may be a partial explanation of electoral in-group biases in, for instance, ethnically fragmented 

societies. 

 

 

The relationship between risky choice behavior and cognitive abilities: Preferences or noise? 

Presenter: Wengström, Erik 

Author(s): Ola Andersson, Hakan J. Holm, Jean-Robert Tyran, and Erik Wengström 

This paper demonstrates the importance of taking noise into account when analyzing experimental data. 

In particular, we show that if mistake probabilities are heterogeneously distributed, this may lead to 

serious estimation bias. We demonstrate this point by revisiting the relationship between risk 

preferences and cognitive abilities. Several recent experimental studies suggest that risk aversion is 

related to cognitive ability. Using two experiments conducted on a large and heterogeneous sample of 

the Danish population we show that this relationship might be spurious. By altering the design of the 

choice tasks, we are able to generate both negative and positive correlations between risk aversion and 

cognitive abilities. Moreover, when taking proper care in modeling the heterogeneous nature of the 

noise, we find no significant relationship between risk aversion and cognitive abilities. Our results 



85 

suggest that cognitive abilities appear to be more strongly correlated with random decision making than 

with underlying preferences. 

 

Beliefs and social behavior in groups 

Presenter: Werner, Peter 

Author(s): Axel Ockenfels and Peter Werner 

On average, dictators double their transfers to recipients who are publicly known to share the same 

group identity, compared to transfers given to recipients who are publicly known to be outgroup 

matches. However, the difference disappears if the dictator is informed that the recipient is unaware of 

the shared group membership. This effect and further experimental results suggest that in group 

settings, (beliefs about) expectations of recipients systematically affect dictators decisions. 

 

How to improve patient care? An analysis of pure and mixed incentive schemes for physicians 

Presenter: Wiesen, Daniel 

Author(s): Jeannette Brosig-Koch, Heike Hennig-Schmidt, Nadja Kairies, and Daniel Wiesen 

In recent years, several countries have replaced pure incentive schemes for physicians (fee-for-service, 

capitation) by so called mixed incentive schemes. Until now it is an open question whetherpatients are 

really better off after these healthcare reforms. In this study we compare the effects resulting from pure 

and mixed incentives for physicians under controlled laboratory conditions. Subjects in the role of 

physicians choose the quantity of medical services for different patient types. Real patients gain a 

monetary benefit from subjects' decisions. Our results reveal that over-provision observed in fee-for-

service schemes and under-provision observed in capitation schemes can, in fact, be reduced by mixed 

incentives. Though, the magnitude of reduction is significantly affected by the patient type. In contrast to 

theoretical predictions, the framing of pure incentives as mixed incentives already significantly affects 

physicians' behavior. Our findings give some valuable hints for designing healthcare reforms. 

 

Ambiguity aversion: Experimental modeling, evidence, and implications for pricing 

Presenter: Wilde, Christian 

Author(s): Jan Pieter Krahnen, Peter Ockenfels, and Christian Wilde 

This paper analyzes individual attitudes towards ambiguity by experiments and provides a comparison to 

individual attitudes towards risk. The design of the experiments is characterized by a systematic variation 

of the degree of ambiguity in various settings. This allows to identify ambiguity aversion by separating 

the effect of risk and ambiguity, and it allows to capture different aspects of ambiguity. Different 

measures are developed to quantify the degree of ambiguity in a situation and individual attitudes 

towards ambiguity. Moreover, ambiguity is embedded in standard utility theory and a parameter of 

ambiguity aversion is estimated and contrasted to the parameter of risk aversion. The results obtained 

from the experiments suggest that: 1) ambiguity aversion exists, 2) ambiguity aversion is different from 
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that assumed in several theories, 3) ambiguity aversion is very different across individuals, 4) ambiguity 

aversion is stable on an individual level across different treatments, 5) the attitudes of individual subjects 

concerning ambiguity correspond to their expectations about others attitudes, and 6) ambiguity aversion 

differs substantially from risk aversion. Overall, the obtained results suggest that human aversion against 

ambiguity exists and that it is much more pronounced than human aversion against risk. This suggests 

that for model applications, attitudes towards ambiguity are more relevant than attitudes towards risk, 

having important implications for asset pricing. Finally, while most theoretical work on ambiguity builds 

on MEU, our results provide evidence that MEU does not adequately capture individual attitudes 

towards ambiguity. 

 

Cooperation when types are common knowledge 

Presenter: Wolff, Iraeneus 

Author(s): Iraneus Wolff 

Voluntary contributions to public goods have been the subject of uncountable studies. A prominent 

explanation for the high contribution levels observed in laboratory experiments has been a preference 

for conditional cooperation in conjunction with overly positive beliefs. This paper studies the degree to 

which conditional cooperation explains contributions by measuring players' conditional-cooperation 

types and making them common knowledge in a subsequent one-shot public-good game. Additional 

elicitation of players' beliefs then allows to study the reasons for deviations from equilibrium behaviour.  

 

Inequity aversion revisited 

Presenter: Yang, Yang 

Author(s): Yang Yang, Sander Onderstal, and Arthur Schram 

We provide the first systematic study of the robustness of parameter estimates for the Fehr-Schmidt 

(1999) model of inequity aversion with respect to (i) the occurrence of efficiency concerns; (ii) the scale 

of payoffs; and (iii) the game used (i.e., cross-game consistency). Moreover, we provide evidence of a 

bias in the estimates that occurs if one does not correct for strategic considerations and reciprocity. Our 

results show that the model is remarkably robust, but that previous estimates (especially of the disutility 

of disadvantageous inequity aversion) may overestimate the importance of direct inequity aversion 

plays. 

 

Words substitute fists - Power of justifying sanctions by explicit reasons 

Presenter: Zhurakhovska, Lilia 

Author(s): Christoph Engel and Lilia Zhurakhovska 

There is a tendency to believe that explanatory statements lead to several consequences as higher 

acceptance of the decisions and more obedience of norms. We have conducted a public-goods 

experiment with central punishment. The authority is neutral - she cannot benefit from the contributions 
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to the public good. The punishment is costly. The authority has to give explicit reasons for her sanctions. 

We gradually vary the range of information about the reasons: in Baseline the authority does not have to 

write any reasons; in Anonym the reasons are not passed to the sanctioned participant; in Private each 

sanctioned participant receives the reasons for his sanction; in Public all reasons about all sanctions are 

made public to the participants. We find that contributions on average are stronger in 'Anonym' and in 

'Public' than in the other two treatments. Sanctions on the contrary are the lowest in 'Public' and 

sanctions decrease over time 'Public' and in 'Private'. In all treatments the total profits are higher than in 

'Baseline'. We therefore conclude that: 1st reasons either serve as verbal punishment and therefore as a 

substitute for monetary punishment or increase the understanding of norms; 2nd even authorities who 

are monetarily unaffected by public-good contributions feel frustrated if observing injustice. Therefore 

expressing the frustration serves as an outlet and thereby decreases their personal desire to punish. 

Social motives in intergroup conflict and cooperation 

Presenter: Zultan, Roi 

Author(s): Ori Weisel and Roi Zultan 

Laboratory and field experiments show that conflict with another group leads people to contribute in in-

group social dilemmas. In particular, higher contributions in an intragroup Prisoner's Dilemma game 

were observed when the game was embedded in intergroup conflict. This phenomenon is typically 

attributed to enhanced group identity due to the common fate of the in-group. We study different social 

motivations that come into play with intergroup conflict by (a) manipulating the framing of the game as 

either a competition between groups or a game of externalities and (b) studying an asymmetric game, in 

which contributions made in one group harm the other group, but not vice versa. We hypothesize that (i) 

group identity affects groups whose members' payoffs depend on the contributions in another group, 

thereby creating common fate and leading to higher contributions; (ii) social welfare considerations 

positively affect groups in which contributions have no negative externalities on other groups and 

negatively affect groups in which contributions reduce the payoff of out-group members; (iii) a taste for 

reciprocity leads people to contribute more only when there are mutual and symmetric group 

externalities; (iv) the conflict frame induces group identity whereas the externalities frame triggers 

other-regarding preferences and care for social welfare.Our data reveals a strong framing effect, 

whereby conflict induces pro-social individuals to contribute more under a conflict frame but to 

contribute less under an externalities frame, in line with hypotheses (i), (ii) and (iv). Hypothesis (iii) is not 

supported by the data, however, as contribution levels are higher in the asymmetric game. Finally, 

although conflict induces low contribution levels under an externalities frame, in line with hypothesis (ii), 

the explanation based on social welfare considerations predicts a similar reduction in contributions for 

all groups that carry negative externalities for other groups. Surprisingly, results in the asymmetric game 

reveal exactly the opposite: members of groups that are harmed by contributions in other groups 

withdraw contributions.We conclude that voluntary participation in group conflict crucially depends on 

whether the conflict is perceived as a competition between groups or as a situation involving mutual 

harm. We introduce the concept of 'victim effect', by which external threat induces people to behave 

selfishly. 
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