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Thesis abstract

Social recognition: signal or reward in dictator games

By Oscar Onno Graveland

GRADUATE INSTITUTE OF INFORMATION MANAGEMENT
NATIONAL TAIWAN UNIVERSITY
JUNE 2009

ADVISOR: Dr. MING-HUI HUANG

Standard economics theory has been complemented with fairness theories in an attempt to
explain the anomalies found in choice type experiments, most of which are done as either
dictator games, ultimatum games or tournaments of such games. The distinct success of
fairness theories exposed a basic preference for a level of equalitarianism, but it has not
revealed the motivation for the preference for fair outcomes. The experiments were carefully
designed to avoid framing, but as a result lost some connection to real life situations, in which
monetary compensation is only exchanged for the delivery of goods or services. In that case it

is possible that the outcome strongly reflects the perceived or assumed kinship of the agents.

We present a modified version of a dictator game where two agents get rewarded for
performing a collaborative task in and where the “dictator” is responsible for sharing the
reward with the other agent. We are interested in how information about the other agents’
performance and social recognition of the dictator interact with the choice behavior of the

dictator.

Key words: fairness, dictator game, transaction.
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1 Introduction

Economics experiments dealing with choice decisions have indicated that the “homo-
economicus” model of pure self-interested agents, is not sufficient to describe the outcome of
such experiments (Camerer & Thaler, 1995). Different fairness models, introducing inequality
aversion, Maximin preferences and efficiency concerns of the agents have to a reasonable
extend been able to capture an altruistic component (Bolton & Ockenfels, 1998; Fehr &

Schmidt, 1999).

The majority of this fairness research has been done by means of dictator- or ultimatum
games, where an agent must decide how much, if any of the money given to him gets shared
with another (anonymous) agent (Engelmann & Strobel, 2004). Although these experiments
successfully capture a basic level of fairness preference in the agents, in real life we seldom
meet philanthropists handing out “free” money, and we seldom encounter in economics

transactions with anonymous partners.

In supply chains, economic value gets added in every activity of the chain. For the success of
the chain to sustain, each member must cooperate and thereto each member must be rewarded
for his value contribution. A fair level of reward for each activity in the chain would represent

the value added by that activity.

To bring dictator game experiments one step closer to the domain of everyday transactions we
propose to let two agents perform a task in collaboration for which the second agent will be
rewarded. He then decides how much of that reward is given to the other agent. We are
interested if information about the performance of the other agent, a proxy for the value added

by his activity, will affect the amount paid to that agent.

Humans are social beings and we reciprocate social behavior.(Albert, Giith, Kirchler, &
Maciejovsky, 2007) We are interested how social interaction with the second agent will affect

the amount paid to the first agent.



1.1 Research Motivation

To economists the world seems like a hard place. Homo-economicus is survival of the
fittest. But the old marketing catchphrase “Customer is King” suggests, as does resource
based theory of competitive advantage, that companies only stay in business in the long term
when they deliver all that the customer asks for at the lowest cost (Grant, 1991). In everyday
life everything comes at a price. How the price for a good is determined depends on the type
of market. In monopolistic markets, price is determined by cost of goods sold plus a

predetermined profit margin(Varian, 2005).

In sufficiently competitive markets, the price is the result of supply and demand economics. If
at the current market price, a majority of people prefer alternative goods or services, the price
of the good or service will be driven downward until buyers can buy at a price below their

private value and sellers can sell at a level above their marginal cost. (Vernon, 1962)

Even if the market for a consumer good is sufficiently competitive, this may not be the case

for the market of half finished goods.

For those who pay attention to such news, the media frequently report about wrongful
situations in the value chains of consumer goods. From sweat-shops in China, where low cost
workers produce the expensive clothes for international brands, to child labor in India. From
the price we pay for our vegetables, our milk and our coffee in the supermarket to the price
farmers get for their crops. More recent in the news are reports of exaggerated executive

salaries.

Such reports give consumers information about unfair sharing of profits, but seldom can we
see consumers refuse such products. Individual consumers are powerless to change a market
situation. But what would we do if we could dictate the relative share of the total surplus

created by the value chain, of each member of the value chain?



1.2 Fairness

Transactions by definition must have at least two parties. In order to judge the fairness of a
transaction, we must consider the needs of both parties in that transaction. This requires

empathy, the ability to identify feelings, thoughts and attitudes of others.

For fairness here, we want to observe the total equation of the transaction, that is the ratio of

efforts put forward in the transaction and the ratio of rewards paid to both parties.

If we are stakeholder of such transaction, we are by definition biased. We have a far
superior ability to identify our own needs, thoughts and feelings than we can do for others.

We judge fairness from our own perspective. This causes fairness to be self-centered.

1.3 Research Question

Simple dictator games, as we will later describe, only deal with the distribution of allocations
for which no measureable effort was put forward. We are interested if adding a task for both
agents and adding information about the amount of work done by each agent, (a performance
indicator) will affect the amount the second agent in the chain, the dictator, will share with his

partner.

- Does the introduction of a task with performance indicators shift the distribution ratio

in a direction to represent the performance level?

Knowing that humans reciprocate social behavior(Albert, Giith, Kirchler, & Maciejovsky,
2007), we further want to find out if the agents are sensitive for the way researchers approach

them.

- In case of known relative performance, does social recognition of the dictator affect

the amount he is willing to share with his partner.



2 Literature Review

This chapter will introduce two popular models for fairness that are different in the way
empathy is modeled into their respective motivation curves. Though both have seemingly
succeeded in exposing a basic preference for fair outcomes, the results were always very

dependant on the exact setting of the experiment(Camerer & Thaler, 1995) .

We introduce concepts from Maslow’s hierarchy of needs theory, to argue that agents may

abstain from maximizing monetary reward, because social recognition is a psychological need.

2.1 Observed choice behavior in games

Game theory, formally introduced in the beginning of the 20" century by von Neumann
(1928) claims to predict how rational, self-interested agents solve decision problems. Two
agents make independent choices about some interaction, whereby the outcome for each of
the agents depends on their own decision and the decision of the other. Under the assumption
that both agents act rationally and self-interested (the traditional economics assumption of
homo-economicus), some games predict equilibrium outcomes(J. von Neumann, Morgenstern,
0., 1944). In order to account for the fact that these equilibrium outcomes are not always
observed in experiments, we need to modify the assumption of rationality and self-

interestedness.

2.2 Dictator Games and Ultimatum Games

The two most frequently used games to study fairness perception are the dictator game and

the ultimatum game. Each has its own link to agents’ fairness perception.

In a dictator game the first agent, the proposer, determines the ratio of an endowment
(usually money) that he keeps, over what he shares with a second agent, the responder. The

responder has only to accept the choice made by the proposer.

Dictator games are not considered games in game theory, as the responder has no influence on
the outcome. Dictator games link to the fairness perception of just the proposer, without

concerning the responder.



In an ultimatum game a proposer and a responder bargain about the distribution of an
endowment of fixed size. The bargaining rules are that the proposer offers a share of the
endowment to the responder. The responder can either accept or reject the offer. In case the
offer is accepted, both get paid as was offered by the proposer. In case of rejection, both
responder and proposer get nothing. Ultimatum games are not considered games in the strict

sense of game theory as the action of both parties do not take place simultaneously.

Where it would be possible for the proposer to offer nothing in the dictator game, it is very
unlikely that the responder will accept such offer in the ultimatum game. The ultimatum game

links to the proposers’ expectation of the fairness perception of the responder.



2.3 Fairness Models

Fairness models can be seen as a refinement of dictator games.

2.3.1 Equity, Reciprocity and Competition

Bolton and Ockenfels (2000) introduce a model where agents act to maximize a motivation
function with two independent variables, agents (absolute) monetary payoff (y;) and agents

relative share of the payoff (o).

(1) v, =v,(y,,0;)

The actual motivation function may look like this:

(copo)=aco,~2o,-L]
(2) v,(€O,;,0,)=0a,C0O; ) (o 5

- (7/,. ,0) is a (less than) proportionally rising function.

- v,(0,0,) has a maximum where o; is equalitarian.

The objectives (y; and o;) are weighted in specific choice type tasks, and the (ratio of)
weighing factors are said to define a person’s type.

Ty
T

The weighing is linked with two thresholds: “r” links with the ratio offered in dictator

"
S

games (maximizes the motivation function) and links with the ratio that splits rejection or

acceptance in ultimatum games. (makes the motivation function negative)

All subjects in the population will haver € [1/n, 1]and s € (0, 1/n ]. That is, they offer
average or below ratios in dictator games and reject offers in ultimatum games that are larger

than zero but by implication less than 1/n.

Subjects like their own payoff to be close to the average.



2.3.2 Efficiency, Inequality aversion

In a study about the impact of the competitive environment on fairness and cooperation
(Fehr & Schmidt, 1999) a model of self-centered inequality aversion is proposed. Agents
dislike inequitable outcomes that favor them as well as inequitable outcomes that favor others.

In case of two agents:

U, (xi’xj) = X - a; (xj - X;) - B (x; _x_/)
3)
%/_J %,_/ -
self —interested Envy Guilt

In general, subjects minimize the difference between their own payoff and that of any other

subject. In comparing two player transactions both models do not predict different outcomes.

2.4 Paying for fairness

Ochs and Roth (1989) find that subjects are willing to sacrifice for fairness in bargaining
situations. In comparing the fairness models of paragraph 2.3.1 and 2.3.2 and testing their
relative importance to efficiency concerns, Engelmann and Stobel (2004) find that subjects
are willing to sacrifice pecuniary reward to gain efficiency (a higher sum of payoffs, but a
lower outcome for dictator) and equity (a more equal payoft for proposer and responder, at a

cost for the proposer) in single shot distribution experiments.



2.5 Three types of fairness

Most experiments are driven by role ambiguity and strategy in a sense that people are not

offered a perspective of future games, but are predisposition to the existence of future events.

We distinguish three complementary dimensions of fairness in a transaction. Firstly, as
discussed, distributive fairness refers to the evaluation of the outcome of a transaction.
Secondly, procedural fairness refers to the processes used to reach an outcome of a
transaction (Greenberg, 1987). Finally, people perceive interactional fairness when they
believe they have been treated with respect and they have been given reasonable explanation

about procedures and actions(Bies, 1986).

A lack of distributive fairness can be mitigated by additional procedural- or interactional

fairness (Brockner et al., 1994).



2.6 Maslow’s hierarchy of needs

Maslow (1943) ranks human needs in five separate levels. The original model stated that
higher order needs only become discernible after lower order needs have been sufficiently

satisfied. Later versions release some of this restriction.

Figure 1 Maslow’s Hierarchy of Needs

»
>

Esteem needs

Social needs

Link to
social needs

» <
» <

Safety needs

We only introduce the model here to show that social needs are complimentary to

Link to
Monetary
reward

<
<

physiological needs. We regroup the five levels into two levels, where the difference is the
requirement of conscience and empathy. In order to appreciate the social recognition from

others, we must value it and in order to value it, we need to incorporate empathy.

. For our purpose we propose that the lower two of Maslow’s needs link to monetary reward
in dictator games, and social and esteem needs link to social recognition. We then propose

agents may regard social recognition as an additional reward for their performance.



3 Methodology

3.1 Research model

Imagine two agents, a “proposer” and a “responder”, performing specific tasks for a
principle (the experimenter). The principle rewards the dictator for both his contribution and
that of the responder. The dictator then decides the fraction of his reward that he passes to the

responder.

In first approach, we expect the fraction to represent the ratio of perceived performance of

both agents. The degree to which it does not is an indicator for absence of distributive fairness.

Figure 2 Research Model
Social
Dictator’s recognition
objective
performance
+ +
Y
Di r rceiv . , .
Clators perce e .| Dictator’s perceived
relative > .
fair reward
performance
{
Responder’s
objective
performance

H1: Introduction of a task with a performance indicator drives the
outcome of dictator games in the direction of the relative perceived

performance.

We will refer to outcomes that are equal to the relative level of performance as equalitarian

outcomes.
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Besides handing out the monetary reward, the experimenter also provides social recognition
to the dictator, in the form of offering assistance through an MSN account that is installed on
his terminal. This social recognition could affect the outcome of the dictator’s decision in

either one of two ways (or both).

Following Maslow’s hierarchy of needs, the social recognition is seen as an additional

reward :

4) Reward = Reward +Social Recognition

Responder Dictator

Or it is seen as an additional signal to the dictator that his performance is a more than average

contribution to the task, justifying an increased share of the total reward.

(5) RewardResponder _ RewardDictator

Performanceg,,onderr Performance,.,,, + Social Recognition

H2: Social recognition of the dictator will lower the monetary reward chosen by dictators.

11



4 Experimental Setup

To test our hypothesis H1 and H2, we carry out a modified version of a dictator game. We
use a manipulation experiment in which the dictator game comes under the disguise of an on-
line survey. We invited over a 150 students from within Taiwan National University to join
one of the 8§ survey sessions available. Sessions are held in a computer room of the
Department of Information management of the National Taiwan University. Students are not
limited from within the department. Students from a wide range of departments signed up for
their preferred session. Funding for the survey has been generously provided by the National

Science Council under budget number 79-2752-H-002-008-PAE.

In the survey each participant is matched with a virtual other participant to form a team. To
augment the manipulation, we have printed the instructions for participants on one side in
Dutch, and on the other side in Chinese. On the Dutch side of the instruction page, we have
put a little sticker with a login ID and password, supposedly put there by the other participant.
Hence, the participant is made to believe he is the second and final participant of his/her
group. At the end of the survey, each team gets rewarded a fixed amount for the team and the
ratio for each team member has to be decided by the participant, who by deciding, becomes
and instant dictator. The dictator and the responder are both guaranteed anonymity with
respect to each other and to the experimenter. This is important because we want participants
to feel free to choose any amount they see as appropriate and not merely show socially
acceptable behavior. Although the other agent’s identity is usually hidden in dictator games,
factors like location may provide some basic clues about the other person (e.g. that he is a

student too), or at least that he is a person.

There are 9 possible routes, scenarios, through the survey which are carefully controlled.
The difference between scenarios can be found in Table 1, and are discussed in chapter 4.1.
Because in dictator games the responder has no decision power, we have made his role is a

virtual one. (The dictator, of course, is not aware of that)

12



4.1 The survey

The topic of the survey, “information search, a cultural component” is in itself not
important. It only serves the purpose of being a task for which the team gets rewarded. For the
manipulation to be successful, we have tried to design a survey that makes the fact that
participants are teamed up, seem logical to them. The only question important for the

experiment is the final one, in which the dictator is asked to decide a ratio for the reward.

Table 1 Scenarios

Scenario
1 2 3 4 5 6 7 8§ 9
Virtual team member's performance NA. | No info. | | 38% | | 50% | | 62 % |
Social recognition (MSN help account) No  No  Yes No Yes No Yes No  Yes
Online search questions None All Al Al Al Al Al Al Al
Distribution Question Yes Yes Yes Yes Yes Yes Yes Yes Yes
Equalitarian outcome (NT$) 125 125 125 155 155 125 125 95 95

4.1.1 Scenario 1, The control group

Participants that are selected for scenario one, are not required to fill out the survey. Their
ID number brings them directly to the ratio question at the end of the survey. In effect,

scenario 1 is a simple dictator game.

This is the only scenario that does not have its own session. We felt it would be more
natural if each of the other sessions had two or three participants with this very short and
specific task. A message inside the survey, but after the decision question, asks these
participants to stay at least until 20 minutes into the session, in order not to raise questions

from the other participants.

13



4.1.2 Scenario 2, Shared task, no information

The ID number of a participant in scenario 2 brings him virtually to somewhere halfway the
survey. The participant has no information about the absolute position or progress throughout
the survey, but is manipulated to believe that his partner has completed part of a collective
question list. Participants can not go back to check the questions or answers that their team

member has completed.

4.1.3 Scenario 3, Social interaction

The ID number of a participant in group 3 brings them to the same position in the survey as
the participant in scenario 2. He also does not know how much his (again, virtual) partner has
done. The difference with scenario 2 is that participants get the opportunity to ask questions
or communicate on MSN with a research assistant. During the session for scenario 3 (and 5, 7
and 9), Each PC has a preconfigured MSN account. Sometime at the beginning of the session
an assistant sends a scripted MSN message. In the message the assistant thanks the participant

for helping the experiment by doing this survey, and offers help in return in case it is needed.

The MSN accounts deliver social recognition outside the context of the survey, which makes
it more likely to the dictator that he is socially recognized and leaves ambiguity about social
recognition of his teammate. A negative effect may be that having an MSN account open
during the survey raises the suspicion that the dictator is observed and no longer anonymous.

We need to test for this effect.

%4 Mercury - Tabbed Chat for pmu30&c-support.nl K 1= =] S
Contact  Actions View Tabs Options

g survey-support

[14:35:24] survey-support says:
BRI - JFE R e -
TLEFEEE S R AR IR Rt
im—EEELRY o
HIREFEFIRE » TR SR EN
ESER - FnEENRERERERMES
FRRERTES: « BRRE B E SRR -
EARNSEEEEE RS EETRE
TTE ]

| = Last message received on 14:35:24, g online
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4.1.4 Scenario 4 to 9, different levels of relative performance

To test if participants use information about the performance of team members, starting
from scenario 4, we offer a progress indicator on top of the survey page that indicates the
percentage of questions that the virtual partner has completed (38 — 50 — 62 percent
respectively, as in Table 1). Progress indicators are common in online surveys. The

participant is not specifically told to use this information in rewarding his/her team member.

From a pilot survey we know we need to be specific about the different colors in the

progress bar.

Figure 3 Previous version of progress bar, Figure 4 Final version of progress bar.
participants failed to notice.

D1st student
.2nd student
0% | B2% . 100% 0% | B2% . | 100%
total progress B9% total progress 69%
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4.2 The decision question.

The final page of the survey tells participants in all scenarios that their team has earned 250
NTS$. We tell them they have to decide how much of that amount they will take for

themselves and how much they leave to the teammate.

Figure 5 Slider before making a choice

filt: 250 $i: 0

[

Bardsley (2008) indicates that the range of the choice set that is available to subjects in a

game carries some clues toward acceptable test-behavior.

By starting the slider at nothing for participants and 250NT$ for the team member, rather than
at 125 NTD for each, we achieve two things.

- We make sure participants do make a conscious choice.

- We avoid providing a reasonable choice set.

Figure 6 Slider after making a choice

{ift: 100 &5 150

| )
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5 Results and Qualitative analysis

5.1 Precondition checks

Before discussing weather or not dictators modify their preference for a distribution
outcome based on the information they have about the other agents’ activity level, we must

make sure some preconditions are met. These preconditions are:
- Participants must accept the manipulation, (they believe the survey)

- Participants must feel free to make their decision based on internal motivation and if
possible not worry about showing socially acceptable behavior. They must believe

their privacy is guaranteed.

- Participants must have observed the information we expect them to act on.

To help us test for those preconditions, one page of questions was added after the distribution
level question, at the end of each survey session. (Except scenario 1) In this page, we ask
them to help us make the survey better. Participants answer questions about how easy they
think the survey was, how fair they think the reward is for the amount of work they and their
partner did, weather they believe the internet is easier to use for native speakers of English

and how much they concern for their privacy.

5.1.1 Acceptance of manipulation

We gauge participant’ suspicion about being manipulated from comments, both inside and
outside the survey. Within the survey, nobody commented about the distribution question,
while five people spontaneously left their opinion about the survey subject. One such
comment was from a participant to whom it became clear that he or she exhibits a Pavlov

reaction when it comes to looking for information.

One participant came forward after his session with the question if the amount chosen was
important for the research. He himself had studied fairness relatively recently and recognized

the theme. His awareness of the manipulation is not typical for all the participants.

17



5.1.2 Privacy guaranteed

On the question “I worried about my privacy while doing this survey”, only 13 out of 102
participants scored on the top half of the 10 point scale. Interestingly these 13 chose an
average of 161 NT$ for themselves. Obviously their concern for (lack of) privacy did not stop

them from choosing higher amounts than the average population.

5.1.3 Observing the progress bar.

Out of the 70 participants whom we provided with a progress bar, 38 gave a correct answer
to the question if they knew how much work was done by their team member. This means
they observed, remembered and understood the meaning of the progress bar. In the comments
we found one person spontaneously remarking he/she saw the percentage but did not link it to
the performance of his/her virtual partner. He/She correctly remembered the percentage, 38%,

but offered 125 NT$ for the virtual team member.
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5.2 Distribution of chosen amounts

Figure 7 represents the amount chosen and the number of times that amount was chosen. If
participants have used the information we would expect peaks around 95SNT$ (from those
who observed 62 %) around 125NT$ (The from the groups observing 50% and the groups
without information) and around 155NT$ (from those who observed 38%)

In fact, we can see there are 4 distinct peaks.

In Taiwan, where the smallest bill is I00NT$, you might expect the first peak to have
moved from 95SNT$ to 100NTS based on peoples preference for easy payouts and or round
numbers. Participants seem to have discounted the observed information with their level of
self interestedness.

By far the largest peak is at exactly 125NTS$. This is to be expected since for people without
specific information (scenario 1, 2 and 3) as well as for people who observed the 50% work
done by their team member ( scenario 6 and 7), 125 NTS$ is the equalitarian outcome. There

are 18 participants from scenario 8 and 9 who choose to take 125NTS$.

Figure 7 Distribution of Amounts Chosen
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The third peak, which if people had fully used the information would appear at 155 NTS$, is
found at 150 NTS$. This could again be due to the preference for round numbers.

It is interesting to see that nobody chose 160NTS$ (the first round number higher than 155NT$)
and that two participants (from scenario 2 and 6) took 200NT$ (the preferred amount for bills

only)

Another observation is that the peaks on either side of the 125NT$ mark has moved closer to
the middle than could be expected from the information alone. If this were significant, it
would increase the strength of the predictions by the fairness models from paragraphs 2.3.1
and 2.3.2. Even in the presence of information about relative performance, participants do not

like their payment to differentiate from the payment of the partner too much.

The tables for payouts per scenario, can be found in Appendix C
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5.3 Effect of Social recognition.

Figure 8 shows the effect of social recognition on the amount chosen by dictators. We plot the
chosen amount as a function of the equalitarian outcome. The lines in the plot are the best fit
through the data. Although the fit is visibly poor, it appears that participants with social

recognition have chosen more for themselves, rather than less. This is against hypothesis 2.

Rejecting all those participants who chose 250NT$ does not change this observation.

Figure 8 The effect of social recognition.
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5.4 Discussion

Even if we can see a trend that seems to confirm hypothesis 1 and negate hypothesis 2, we

did not get near statistical proof for either hypothesis.

The first reason for this is the very low number of people who actually observed and or

understood the progress bar. There are two paths for correcting this:

1) Further improve the layout and wording of the progress-bar.

2) Increase the number of people in those scenarios that use progress bars.

We may chose to remove scenario 6 and 7 and increase the number of people in scenario’s 4,
5, 8 and 9 since we may find support for hypothesis 1 even if there are only two levels of the
progress bar available. As long as they are significantly different from the “no information”

scenario’s

Scenario
1 2 3 4 5 8 9

Virtual team member's performance N.A. | No info. | | 38 % | | 62 % |

Social recognition (MSN help account) No No Yes No Yes No Yes

Online search questions None  All All All All All All
Distribution Question Yes Yes Yes Yes Yes Yes Yes
Equalitarian outcome ( NT$ ) 125 125 125 155 155 95 95
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Perhaps not finding significant support for hypothesis 2 can be explained from the
implementation of social interaction. In our current experiment we have tried to avoid an
implementation that links too much to either the information role or the reward role of social
interaction. We must find ways to increase the influence of the interaction on the participants.

Two suggestions for this are:

1) Increase the effect of the implementation of the MSN account, by removing the
option to ask questions to research staff in the room during the survey. The MSN
account will then be the default way to ask questions or report problems for those

scenario’s.

We must in this case put even more effort on general instructions, to avoid rising

frustration levels in the scenarios without interaction.

2) Implement social interaction in two mutually distinguishable ways. One where we

aim for the information effect, and one where we aim for the reward effect.

If we can observe significant difference between absence of social interaction on one side and
either one or both of the implementations on the other side, we may learn something about

what provides what clue to participants.
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Appendix A: Survey Website

(Screen shots)
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Appendix A (continued) Survey Website
(Questions, English)

Welcome

Welcome back to this saved session.

You may now change language to your local language if so required
and continue with the survey.

@ﬁwﬂiﬁﬁoﬁpﬁhﬂyﬁ

Explanation

The answers you are about to give in this survey will make more sense to us after
we link them to your personality traits.

Before we start the information search questions, we would like to know a little bit
about your personality where it concerns the way you handle information.
These questions, on the next 3 pages, are personal and mandatory.

~

Please fill them out to your best judgement,
avoid giving socially desirable answers.

Please be reminded that this survey is done anonymous, your name is not recorded
anywhere.
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Offline information behavior

If I have a problem / Question .......

Please choose the appropriate response for each item:

... I ask my friends / family

... I read a book / magazine

... I find an answer on-line

... I wait, problems solve themselves
... I check the bulletin board ( BBS )

Never Sometimes Usually Frequently Always

O

OO0

O
O
O
O

Personality traits

OO0

OO0

ONONONOR®.

Please read the following statements, then indicate how much they match your personality

I have a rich
vocabulary

I have a vivid
imagination

I am quick to
understand new things

I spend much time
thinking about my
ideas

I follow a strict
schedule

I pay attention to
details

I clear my desk before I
start on something

I am a procrastinator

Openness
St.rongly Disagree SOfnewhat Neutra
Disagree Disagree

O O O
O O O

c O O

O O O O

Conscientiousness
St.rongly Disagree SOfnewhat Neutra
Disagree Disagree
O O O O
O O O O
O O O O
O O O O
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On-line information behavior

Ranking Browsers

Please rank your favorite UMD TOAIES .
Don't choose those you never use

Please number each box in order of preference from 1 to 5

L] Internet Explorer

o [ Firefox
. [ Opera

o [ Chrome
o [ Safari

Rank Search engines

Please rank your favorite F{0g8 (RS T8,

Don't choose those you never use

Please number each box in order of preference from 1 to 6

o [ Yahoo

. [ Google

o [ Answers.com

o [ AOL search

o [ Ask.com

o [ Baidu
Rank Portals

Please rank your favorite
Don't click those you never use.

Please number each box in order of preference from 1 to 6
Please number each box in order of preference from 1 to 6

Startpagina.nlYahoo
Yahoo

MSN

Apple startpage
Excite.com
Mail.com

I
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Start information search

We will now start with the information search questions.

In the following pages we will ask you a number of trivia questions. We are not
testing your knowledge and it is more than likely that you do not know the answer
right away.

We will then ask you to find an answer to that question. You may use any written
source available. Books, pocket dictionary, or in fact the whole internet. But please
do not talk to others.

After you found an answer we would like to know how you came to your answer,
how easy it was and how confident you are that the answer is correct.

Good Luck!

01 foreign language

What does the word Xenophobia mean ?

Please use any written source available to you at this moment to confirm the
answer.

Then fill out the questions below

Please write your answer here:

Please indicate how you found the answer.

Please choose all that apply:

. [ I used an offline source

o [ |QILK Y search engine

. [ I used a QRO EL

. You may copy paste the URL
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In my [SCATCHICHENG

Please choose all that apply:

. [ I only used the top ranked link
. [ I could easily find the answer in that page.
. [ This was the first time 1 visited this webpage.

In my RCHEPOREN

Please choose all that apply:
. [ I could easily find the "clicks" I needed.

o [] I needed 3 or less clicks to find the answer.
. [ This was the first time I visited this webpage.

Please read the following statements about the answer you found on-line

Please choose the appropriate response for each item:

Disagree So.m ewhat Neutral Somewhat Agree
disagree Agree
The answer was easy to find O O O O O
I am confident the answer is correct O O O O O
I could also easily find the answer off-line O O O O O
I look for this type of information O O O O O

frequently
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02 Order Pizza

I Live near Taipei Main station and I am hungry for Pizza. What is the
address and phone number of the nearest Pizza-hut.?

Address Phone number
I can get my pizza at :

Please indicate how you found the answer.

Please choose all that apply:

o [ I used an offline source

. [ |QILK Y search engine

o [ I used a QR oEl

. You may copy paste the URL

In my [SEATCHICHENG

Please choose all that apply:

. [ I only used the top ranked link
. [ I could easily find the answer in that page.
. [ This was the first time 1 visited this webpage.

In my RCHEPOREN

Please choose all that apply:
. [ I could easily find the "clicks" 1 needed.

o [ I needed 3 or less clicks to find the answer.
. [ This was the first time 1 visited this webpage.

Please read the following statements about the answer you found on-line

Please choose the appropriate response for each item:

Disagree So.m ewhat Neutral Somewhat Agree
disagree Agree
The answers were easy to find ) {3 {3 O O
I am confident the answer is correct ) {3 {3 ) O
I could also easily find the answers off-line () O {3 ) )
I look for this type of information O O O O O

frequently
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03 Exhange rate

For every 1 USS$ I can buy (exactly) NT$

please use any written source available to you at this moment to find the
answer.
Then fill out the questions below

Please indicate how you found the answer.

Please choose all that apply:

o [ I used an offline source

. [ |QILK Y search engine

o [ I used a QR oel

. You may copy paste the URL

In my [SEATCHICHENG

Please choose all that apply:

. [ I only used the top ranked link
. [ I could easily find the answer in that page.
. [ This was the first time I visited this webpage.

In my REHEROREN
Please choose all that apply:
. [ I could easily find the "clicks" I needed.

o [ I needed 3 or less clicks to find the answer.
. [ This was the first time I visited this webpage.

Please read the following statements about the answer you found on-line

Please choose the appropriate response for each item:

Disagree So.m ewhat Neutral Somewhat Agree
disagree Agree
The answer was easy to find O O O O O
I am confident the answer is correct O O O O O
I could also easily find the answer off-line O O O O O
I look for this type of information O O O O O

frequently
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04 Buying Books

I am looking for an older book: '""Games People Play'", by Eric Berne M.D.
Where can I get it, and how much does it cost?

The book can be bought at for (dollars)

Please indicate how you found the answer.

Please choose all that apply:

o [ I used an offline source

. [ |QILK Y search engine

o [ I used a QR oEl

. You may copy paste the URL

In my [SERTCHICHENG

Please choose all that apply:

. [ I only used the top ranked link
. [ I could easily find the answer in that page.
. [ This was the first time 1 visited this webpage.

In my RCHEPOREN

Please choose all that apply:
. [ I could easily find the "clicks" i needed.

o [ I needed 3 or less clicks to find the answer.
. [ This was the first time 1 visited this webpage.

Please read the following statements about the answer you found on-line

Please choose the appropriate response for each item:

Disagree So.m ewhat Neutral Somewhat Agree
disagree Agree
I buy books on line frequently O O O O O
I think this is a good deal O O O O O
I could also find this book off-line O O O O O
The information was easy to find O O O O O
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05 Directions

Which main highway connects Amsterdam and Maastricht (in the
Netherlands)?

Please write your answer here:

Please indicate how you found the answer.

Please choose all that apply:

o [ I used an offline source

. [ |QILK Y search engine

o [ I used a QR oEl

. You may copy paste the URL

In my [SERTCHICHENG

Please choose all that apply:

. [ I only used the top ranked link
. [ I could easily find the answer in that page.
. [ This was the first time 1 visited this webpage.

In my RCHEPOREN

Please choose all that apply:
. [ I could easily find the "clicks" i needed.

o [ I needed 3 or less clicks to find the answer.
. [ This was the first time 1 visited this webpage.

Please read the following statements about the answer you found on-line

Please choose the appropriate response for each item:

Disagree So.m ewhat Neutral Somewhat Agree
disagree Agree
The answer was easy to find ) {3 {3 O O
I am confident the answer is correct ) {3 {3 ) O
I could also easily find the answers off-line () O {3 ) )
I look for this type of information O O O O O

frequently
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06 Schoolwork

I am writing a report for my biology class. What is the birth date of the
inventor of penicillin?

Please enter a date: (YY /MM /DD)

Please indicate how you found the answer.

Please choose all that apply:

o [ I used an offline source

. [ |QILK Y search engine

o [ I used a QR oEl

. You may copy paste the URL

In my [SERTCHICHENG

Please choose all that apply:

. [ I only used the top ranked link
. [ I could easily find the answer in that page.
. [ This was the first time 1 visited this webpage.

In my RCHEPOREN

Please choose all that apply:
. [ I could easily find the "clicks" i needed.

o [ I needed 3 or less clicks to find the answer.
. [ This was the first time 1 visited this webpage.

Please read the following statements about the answer you found on-line

Please choose the appropriate response for each item:

Disagree So.m ewhat Neutral Somewhat Agree
disagree Agree
I use internet a lot to do my homework. ) {3 {3 ) )
The answer was easy to find ) {3 {3 ) )
I am confident the answer is correct ) {3 {3 O O
I could also easily find the answers off- O O O O O

line
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07 The movies
There is this movie I really want see recently:
Please go find a location, a time and a price for a ticket

this evening around 20:00.

Location Time Ticket price

Please indicate how you found the answer.

Please choose all that apply:

o [ I used an offline source

. [ |QILK Y search engine

o [ I used a QR oEl

. You may copy paste the URL

In my [SEATCHICHENG

Please choose all that apply:
. [ I only used the top ranked link

. [ I could easily find the answer in that page.
. [ This was the first time 1 visited this webpage.

In my NCHEHORE
Please choose all that apply:
. [ I could easily find the "clicks" i needed.
. [ I needed 3 or less clicks to find the answer.

. [ This was the first time 1 visited this webpage.

Please read the following statements about the answer you found on-line

Please choose the appropriate response for each item:

Somewhat Somewhat

Disagree disagree Neutral Agree Agree
The answer was easy to find O O O O O
I often go to this theater O O O O O
I usually buy movie tickets on-line O O O O O
I prefer movies in my own language O O O O O
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Administrative Message Control group

In the previous round of the survey we did not have enough capacity. Your
group drew the lucky number and is exempt from filling out the questions.

, but you can still collect your reward.

The next page will be a final question for administrative purpose

Ratio Question

Thank you. Your team has successfully completed this survey. We will deliver the
reward to each team member as indicated on your instruction sheet.

Since you are the final person in your team to answer the questions, we leave it up to you
to share the reward with your team member.

Your personal reward will be put in a closed envelope and the envelope will be given to

you in exchange for the ID card. Please bring the ID card we have given you, as it is the
only way we can identify you.

Your team has earned 250NTS$

Please choose how much we should give you and your team member.

HIM: 220 YOU : 30

o (Drag the slider: HIM <--- to the left to the right ---> YOU)

Don't forget to have your ID-paper chopped by the survey assistant.
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Help us get better
You have finished the survey
Finally, please help us make this survey better.

If you know it, please tell us how much of the survey was completed by your
team member before you.

Please write your answer here: %

Please read the following statements about the survey you just finished *

Please choose the appropriate response for each item:

"l.“otally 23456789 Totally
disagree Agree

o 00000000 O

The procedure for filing out this survey were
clear and easy.

The questions about my personality were clear

and easy. o 00000000 O
:1111; zz:v:lsvti) ;I;(ye:leczillfl got is fair for about half O 00000000 O
"cl“ll(:zrq:lf(sltg:;; .about information search were O 00000000 O
ivtlil(:l;l; ::li i;:g:;it is easier to use for people O 00000000 O
z l::::le‘;y about my privacy when filling out this O 00000000 O
I have never had more fun filling out a survey. O O0000000 O

I have some comments about this survey:
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Apendix B: Participant Instructions

(Dutch)

Welkom bij de tweede ronde van dit onderzoek.

We proberen te begijpen hoe taal en kultuur de manier waarop we informatie zoeken en
vinden op internet beinvloeden.

Dit onderzoek:

We voeren een enquéte met willekeurige, virtuele teams. In de eerste ronde, (21 en 22
April), heeft een groep Taiwanese studenten hun deel van de enquéte met goed gevolg
afgerond. Die antwoorden zijn opgeslagen onder een willekeurig toegewezen ID-nummer en
paswoord.

Vandaag is de tweede ronde. Jij zal willekeurig worden gekoppeld aan een van de
opgeslagen sessies. Jullie beiden, hoewel je elkaar nooit zult ontmoeten, vormen du seen
virtueel team met verschillende kulturele achtergrond en met een verschillende moerstaal.
Sommige vragen zijn voor jullie beiden gelijk, andere zijn dat niet. Bovendien krijgt niet elk
team dezelfde vragen.

De vragen zullen worden gesteld in je eigen taal, en dienen indien mogelijk ook in je eigen
taal te worden beantwoord.

Procedure:

Je “team maatje” heeft zijn ID-nummer aan de onderkant van dit formulier geplakt, en heeft

kopie ervan met zich meegenomen. Zijn antwoorden zijn reeds door ons geverifieerd.

Zoek alstjeblieft een computer in de zaal, open je favoriete browser en surf naar http://ntu.c-
hosting.nl/ Vervolgens selecteer je de “information search” survey.

Onderaan de pagina vindt je de <onafgemaakte enquete laden> knop. Op de pagina die volgt
vul je het nummer dat je onderaan dit formulier vind in. Paswoord is gelijk aan ID-nummer.

Zorg er voor dat de taal ingesteld is op je eigen taal indien dat niet reeds is gedaan.

Waneer er in de enquéte wordt gevraagd een antwoord online te vinden, open dan een
nieuw browser window. Je mag hiervoor je favoriete browser gebruiken (IE, Firefox...)
LET OP. Sluit niet het window waarin de enquéte draait.

Beloning:
Nadat je de laatste vraag hebt ingevuld, wordt je verzocht dit formulier door de assistant te

laten afstempelen. Je weet dan ook gelijk hoeveel je precies krijgt. De belonging krijg je
echter pas nadat iedereen klaar is met de enquete. Een medewerker zal het bedrag in een
envelop stoppen waarop ook je ID-nummer is gedrukt.

In de week van 6/25 ~ 7/2 kun je die envelope ophalen op vertoon van dit formulier.

Wij bieden een anonieme enquéte en we vragen in ruil daarvoor dat je niets uit deze enquéte
verteld aan anderen tot ten minste 6/25.

YOUR ID NUMBER AND PASSWORD
R

53




(Chinese)
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Apendix C: Tables

Table 2 Distrubution of chosen
amounts

( Figure 7)

Amount  Nrof times

100 |
11 |
1 4
14 |
125 63
126 |
130 )
134 |
140 |
145 |
150 1
135 )
1 |
200 )
220 |
Ly |
250 8
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