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COURSE OBJECTIVES
The purpose of this course is to provide you with a solid foundation for critical thinking and research on the judgment, decision-making and choice aspects of consumer behavior, marketing, and business in general. In particular, we will focus on how people process information when making judgments and choices. We will also discuss how the processes of judgment and choice might be improved. This seminar complements the Behavioral Seminars I and II.

Although we will address the normative issue of how decisions should be made, the focus in this course is on the descriptive issue of how decisions are actually made. This focus goes beyond behavioral decision theory (BDT) or the heuristics and biases literature, and includes topic such as rationality, mental accounting, choice conflict, ego depletion, and feelings as information, among others. The focus will be on the individual decision-maker, although the topics we discuss will also have some applicability to group and organizational decision-making. The goal of the seminar to two-fold:

1. to foster a critical appreciation of existing knowledge in behavioral decision research

2. to explore research opportunities for adding to that knowledge.

A secondary goal is to provide you with an understanding of behavioral research methodology. We will read articles not just for their conceptual content, but also as case studies of the decisions that a researcher makes in designing a study. Thus, in your reading of empirical studies, you should pay attention to methodological details as well as to the results. 

COURSE CONDUCT
This course will be conducted as a research seminar, which means that you will be expected to take an active role in the class sessions. Each week we will discuss 3 to 5 articles, chapters, or other papers that focus on one general topic. These articles are a mix of classics and more recent articles, and a mix of articles from basic disciplines (psychology, economics, etc.) and applied (marketing, OB, etc.) The citations for these papers are listed at the end of the syllabus. They are all available on the common X: drive, except for the Bar Hillel article from Week 12, which will be distributed to you. 
You are expected to read each article carefully and “pre-digest” it before class. A large part of your grade will be determined by your ability to thoughtfully discuss the readings in class. Finding flaws in the papers is not the primary goal. Instead, focus on: (1) the main ideas conveyed in the papers, (2) what they imply for various substantive domains (e.g., consumer behavior, marketing, organizational behavior), (3) how you would extend these ideas (e.g., new hypotheses, follow-up studies),  and only then think about (4) how you could improve the methodology.
Each time you come to class, I expect you to be able to do two things:
1.
Give a 2-minute oral brief of what each paper is about. Your briefing should convey (a) the research question investigated, (b) the methodology used (e.g., the task and manipulations), (c) the main findings, and (d) what these findings mean theoretically. You should be able to give this briefing without notes. The point of this exercise is to get you into the habit of thinking of each paper as telling a “story.” As a future scholar, you should be able to retain and share the essence of this story with others. (Although you are expected to be able to describe the study without notes, it may be useful to keep notes for the studies or papers for use when studying for the exam.)
2. 
Propose at least one original hypothesis based on the set of readings assigned for that session. This hypothesis should have true theoretical meaning and be empirically testable. The point of this exercise is to get you to eventually be able to contribute to the literature, not just know it well. There’s no point in knowing the literature if one cannot add to it. Similarly, there’s not point in trying to add to the literature if you don’t know what is already out there.
GRADING

35 % Participation. Your ability to deliver on the two points described above and to contribute meaningfully to class discussions (not just “talking”).
35 % Research Paper. You will select a topic related to individual decision making and write a mock JCR-type article. It should correspond to the style observed in empirical JCR articles. That is, you should go beyond reviewing the literature, propose original hypotheses, and design a study to test these hypotheses. Then, for the first and last time of your career (except in similar assignments), you can “make up” the data in terms of the results and report them in the results section. Thus, the results section should show that the hypotheses were confirmed. The paper is due on the last day of class.  

30% Written Exam. Your basic knowledge of the readings will be tested in a two-hour in-class

exam. 
GRADING
A: 90 – 100

B: 80 – 89

C: 70 – 79

D: 60 – 69

F: < 60

MAKE-UP POLICY/LATE PAPERS

I’m not at all keen on it without an extraordinarily good reason (of whose goodness I will be the sole judge). So make sure you begin working on the paper early enough to do a good job.
HONOR PLEDGE

All students are expected to abide by the UTSA Honor Pledge:

"On my honor, as a student of The University of Texas at San Antonio, I will uphold the highest standards of academic integrity and personal accountability for the advancement of the dignity and the reputation of our university and myself."

COURSE SCHEDULE
	Date
	Topic
	Deadlines

	Aug. 26
	Introduction to Judgment and Decision-Making: Rationality, Bounded Rationality, and Irrationality
	

	Sept. 2
	Prospect Theory
	

	Sept. 9
	Mental Accounting
	

	Sept. 16
	Loss Aversion and the Endowment Effect
	

	Sept. 23
	Conflict and Choice Difficulty
	

	Sept. 30
	Context Effects
	

	Oct. 7
	NO CLASS – ACR CONFERENCE
	

	Oct. 14
	Ego-Depletion and Choice
	

	Oct. 21
	Feelings as Information Choice Effects
	

	Oct. 28
	Representativeness Heuristic
	

	Nov. 4
	Anchoring and Adjustment
	

	Nov. 11
	Assessing Probabilities
	

	Nov. 18
	EXAM
	

	Nov. 26
	NO CLASS – THANKSGIVING BREAK
	

	Dec. 2
	Benefits of Intuition
	Papers due beginning of class


PRIVATE 
PRIVATE 


tc  \l 5 ""
PRIVATE 
Aug. 26: Introduction to Judgment and Decision Making: Rationality, Bounded Rationality, And Irrationality tc  \l 5 "November 5 (Thu)\: How Aspects of Consumer Tasks affect Decision Making "
1
Edwards, Ward (1954), “The Theory of Decision Making,” Psychological Bulletin, 51 (4), 380-417.

Simon, Herbert A. (1955), “A Behavioral Model of Rational Choice,” The Quarterly Journal of Economics, 69 (February), 99-118.

Hogarth, Robin M. and Melvin W. Reder (1986), “Editors’ Comments: Perspectives from Economics and Psychology,” Journal of Business, 59 (October), S185-S207.

Kahneman, Daniel (1991), “Judgment and Decision Making: A Personal View,” Psychological Science, 2 (May), 142-145.

​​​​​​​​​​​​​​​​​​​​Frisch, Deborah, and Robert T. Clemen (1994) “Beyond Expected Utility: Rethinking Behavioral Decision Research,” Psychological Bulletin, 116 (1), 46-54.

Other reading if you are interested in this area (not required for class discussion)
March, James G. (1978), “Bounded Rationality, Ambiguity, and the Engineering of Choice,” The Bell Journal of Economics, 9 (Autumn), 587-608.

Luce, R. Duncan and Howard Raiffa (1957), Games and Decisions: Introduction and Critical Survey, Chaper 2, New York: Dover Publications, Inc. (can be accessed at : http://books.google.com/books?id=msC_h0wtCO8C&pg=PP1&dq=games+and+decisions:+introduction+and+critical+survey&sig=ACfU3U3BBL1Yfi619K-l6hirPNlPh_rGog#PPA38,M1)

Sept. 2: Prospect Theory
Kahneman, Daniel and Amos Tversky (1979), “Prospect Theory: An Analysis of Decision under Risk,” Econometrica, 47 (March), 263-291.

Camerer, Colin (1998), “Prospect Theory in the Wild: Evidence from the Field” Social Science Working Paper 1037, California Institute of Technology, also published in Choices, Values, and Frames, eds. D. Kahneman & A. Tversky, 2000. 
H. Kunreuther, N. Novemsky, and D. Kahneman (2001) “Making Low Probabilities Useful,” Journal of Risk and Uncertainty, 23 (2), 103-120.
Johnson, Eric, John Hershey, Jacqueline Meszaros, and Howard Kunreuther (1993), “Framing, Probability Distortions, and Insurance Risks (1993), Journal of Risk and Uncertainty, 7, 35-51.
Hsee, Christopher K. and Yuval Rottenstreich (2004) "Music, Pandas and Muggers: On the Affective Psychology of Value" Journal of Experimental Psychology: General, 133 (1), 2330.
Sept. 9: Mental Accounting
Thaler, Richard (1980), “Toward a Positive Theory of Consumer Choice,” Journal of Economic Behavior and Organization, 1, 39-60.

Tversky, Amos and Daniel Kahneman (1986), “Rational Choice and the Framing of Decisions,” Journal of Business, 59 (4), S251-S278.

Loewenstein, George (2001), “The Creative Destruction of Decision Research,” Journal of Consumer Research, 28 (December), 499-505.

Heath, Chip and Jack Soll (1996), “Mental Budgeting and Consumer Decisions,” Journal of Consumer Research, 23, 40-52.

Other reading if you are interested in this area (not required for class discussion)
Morwitz, Vicki G., Eric Greenleaf, and Eric Johnson (1998), “Divide and Prosper: Consumers’ Reactions to Partitioned Prices,” Journal of Marketing Research, 35, 453-463.

Brockner, Joel, Srikanth Paruchuri, Lorraine Chen Idson, and E. Tory Higgins (2002), “Regulatory Focus and the Probability Estimates of Conjunctive and Disjunctive Events,” Organizational Behavior and Human Decision Processes, 87 (1), 5-24.
Sept. 16: Loss Aversion And The Endowment Effect
Kahneman, Daniel, Jack L. Knetsch, and Richard H. Thaler (1991) “The Endowment Effect, Loss Aversion, and the Status Quo Bias,” Journal of Economic Perspectives, 5 (1), 193-206.

Kermer, Deborah A., Erin Driver-Linn, Timothy D. Wilson, and Daniel T. Gilbert (2006), “Loss Aversion Is an Affective Forecasting Error,” Psychological Science, 17 (8), 649-653.

Novemsky, Nathan and Daniel Kahneman (2005), “The Boundaries of Loss Aversion,” Journal of Marketing Research, 42 (May), 119-128.

Ariely, Dan, Joel Huber, and Klaus Wertenbroch (2005), “When do Losses Loom Larger than Gains?” Journal of Marketing Research, 42 (May), 134-138.

Mandel, David R. (2002), “Beyond Mere Ownership: Transaction Demand as a Moderator of the Endowment Effect,” Organizational Behavior and Human Decision Processes, 88, 737-747.
Other reading if you are interested in this area (not required for class discussion)
Camerer, Colin (2005), “Three Cheers – Psychological, Theoretical, Empirical – for Loss Aversion ,” Journal of Marketing Research, 42 (May), 129-133.

Sept. 23: Conflict And Choice Difficulty
Slovic, P. (1995), “The Construction of Preference,” American Psychologist, 50, 364-371. 

R. Dhar (1997), “Consumer Preference for a No-choice Option,” Journal of Consumer Research, 24 (2), 215-231.

Iyengar, Sheena S and Lepper, Mark R. (2000), “When Choice is Demotivating: Can One Desire Too Much of a Good Thing?,” Journal of Personality & Social Psychology, 79 (6), 995-1006.

Dhar, R. and I. Simonson (2003), "The Effect of Forced Choice on Choice," Journal of Marketing Research, 49, 146-160.
Sept. 30: Context Effects
Huber, Joel, John W. Payne, and Christopher Puto (1982), “Adding Asymmetrically Dominated Alternatives: Violations of Regularity and the Similarity Hypothesis,” Journal of Consumer Research, 9 (June), 90-97.

Simonson, Itamar (1989), “Choice Based on Reasons: The Case of Attraction and Compromise Effects,” Journal of Consumer Research, 16 (September), 158-174.

Simonson, Itamar and Amos Tversky (1992), “Choice in Context: Tradeoff Contrast and Extremeness Aversion,” Journal of Marketing Research, 29 (August), 281-295.
R. Dhar and S. J. Sherman (1996), “The Effect of Common and Unique Features in Consumer Choice,” Journal of Consumer Research, 23(3), 193-203.
Simonson, Itamar (1992), “Get Closer to Your Customers by Understanding How they Make Choices,” California Management Review, 35 (Summer), 68-84.
Pearlstein, Steven (2002), “The Compromise Effect…And the New Thinking About Money is that Your Irrationality is Predictable,” The Washington Post.
Other reading if you are interested in this area (not required for class discussion)
Bettman, James R., Mary Frances Luce and John W. Payne (1998), “Constructive Consumer Choice Processes,” Journal of Consumer Research, 25 (December), 187-217. 

Chernev, Alexander (2005), "Context Effects without a Context: Attribute Balance as a Reason for Choice," Journal of Consumer Research, 32 (September), 213-223.

Dhar, Ravi, Anil Menon, and Bryan Maach, “Toward Extending the Compromise Effect to Complex Buying Contexts,” Journal of Marketing Research, 41 (August), 258-261.

Drolet, Aimee and Mary France Luce (2004), “The Rationalizing Effects of Cognitive Load on Emotion-Based Trade-off Avoidance,” Journal of Consumer Research, 31(4), 63-77.
Oct. 7: No Class: ACR Conference
Oct. 14: Ego-Depletion And Choice
Vohs, Kathleen D., Roy F. Baumeister, Brandon J. Schmeichel, Jean M. Twenge, Noelle M. Nelson and Dianne M. Tice (2008), “Making Choices Impairs Subsequent Self-Control: A Limited Resource Account of Decision Making, Self-Regulation, and Active Initiative,” Journal of Personality and Social Psychology, 94 (5), 883 - 898. 
Kivetz, Ran, and Itamar Simonson (2002), "Self Control for the Righteous: Toward a Theory of Precommitment to Indulgence," Journal of Consumer Research, 29 (2), 199-217.
Khan, Uzma and Ravi Dhar (2007), “Where There Is a Way, Is There a Will? The Effect of Future Choices on Self-Control,” Journal of Experimental Psychology: General, 136 (2), 277-88.
Wertenbroch, Klaus (1998), “Consumption Self-Control by Rationing Purchase Quantities of Virtue and Vice,” Marketing Science, 17 (4), 317-337.
Pocheptsova, Anastasiya, Amir, On, Dhar, Ravi, and Roy F. Baumeister (2009), “Deciding without Resources: Psychological Depletion and Choice in Context,” Journal of Marketing Research, 46(3), 344-35
Oct. 21: Feelings As Information Choice Effects
Schwarz, Norbert, and Gerald L. Clore (1983), “Mood, Misattribution, and Judgments of Well-being: Informative and Directive Functions of Affective States,” Journal of Personality and Social Psychology, 45, 513-523.

Novemsky, Nathan, Ravi Dhar, Norbert Schwarz, and Itamar Simonson (2007). “Preference Fluency in Choice,” Journal of Marketing Research, 44 (3) 347-356.
Simmons, Joseph P. and Leif D. Nelson (2006), “Intuitive Confidence: Choosing Between Intuitive and Nonintuitive Alternatives,” Journal of Experimental Psychology: General, 135(3), 409-428.
Lerner, Jennifer, Deborah Small and George Loewenstein (2004) “Heart Strings and Purse Strings: Carryover Effects of Emotions on Economic Decisions,” Psychological Science, 15 (5), 337-341.
Alter, Adam and Daniel Oppenheimer (2006). “Predicting Short-term Stock Fluctuations by Using Processing Fluency,” Proceeding of the National Academy of Sciences, 103(24), 9369-9372.
Oct. 28: Availability and Representativeness Heuristics
Tversky, Amos and Daniel Kahneman (1974), “Judgments Under Uncertainty: Heuristics and Biases,” Science, 185, 1124-1131.

Tversky, Amos and Daniel Kahneman (1983), “Extensional vs. Intuitive Reasoning: The Conjunction Fallacy in Probability Judgment,” Psychological Review, 91, 293-315.

Schwarz, Norbert (2004), “Metacognitive Experiences in Consumer Judgment and Decision Making,” Journal of Consumer Psychology, 14(4), 332-348.

Shrum, L. J., Robert S. Wyer, & Thomas C. O'Guinn (1998), “The Effects of Television Consumption on Social Perceptions: The Use of Priming Procedures to Investigate Psychological Processes,” Journal of Consumer Research, 24 (4), 447-458.

Johnson, Joseph and Gerard J. Tellis (2005), “Blowing Bubbles: Heuristics and Biases in the Run-Up of Stock Prices,” Journal of the Academy of Marketing Science, 33(4), 486-503.
Nov. 4: Anchoring And Adjustment
Epley, N. and T. Gilovich (2001), “Putting Adjustment Back in Anchoring and Adjustment,” Psychological Science, 12(5), 391-396.
Epley, Nicholas and Thomas Gilovich (2006), “The Anchoring-and-Adjustment Heuristic: Why the Adjustments are Insufficient,” Psychological Science, 17 (April), 311-318.

Wansink, Brian, Robert J. Kent, and Stephen J. Hoch (1998), “An Anchoring and Adjustment Model of Purchase Quantity Decisions,” Journal of Marketing Research, 35(1), 71-81.
Simmons, J. P., LeBoeuf, R. A., & Nelson, L. D. (forthcoming). The effect of accuracy motivation on anchoring and adjustment: Do people adjust from provided anchors? Journal of Personality and Social Psychology.
Blankenship, Kevin L., Duane T. Wegener, Richard E. Petty, Brian Detweiler-Bedell, and Cheryl L. Macy (2008), “Elaboration and Consequences of Anchored Estimates: An Attitudinal Perspective on Numerical Anchoring,” Journal of Experimental Social Psychology, 44, 1465-1476.

Nov. 11: Assessing Probabilities
Einhorn, Hillel J. and Robin M. Hogarth (1985), “Ambiguity and Uncertainty in Probabilistic Inference,” Psychological Review, 92 (October), 433-461.

Koehler, Derek J., Lyle A. Brenner, and Amos Tversky (1997), “The Enhancement Effect in Probability Judgment,” Journal of Behavioral Decision Making, 10, 293-313.
Ofir, Chezy, and John G. Lynch, Jr. (1984), “Context Effects on Judgment Under Uncertainty,” Journal of Consumer Research, 11 (September), 668-679.

Bar-Hillel, Maya (1980), “The Base-Rate Fallacy in Probability Judgments,” Acta Psychologica, 44, 211-233.
Nov. 18: Exam
Nov. 25: No Class – Thanksgiving Break (And My Mother’s Birthday)
Dec. 2: Benefits of Intuition
Ambady, Nalini and Robert Rosenthal (1993), “Half a Minute: Predicting Teacher Evaluations From Thin Slices of Nonverbal Behavior and Physical Attractiveness,” Journal of Personality and Social Psychology, 64 (March), 431-441.
Ambady, Nalini, Mary Anne Krabbenhoft, and Daniel Hogan (2006), “The 30-Sec Sale: Using Thin-Slice Judgments to Evaluate Sales Effectiveness,” Journal of Consumer Psychology, 16(1), 4-13.
Todorov, Alexander, Anesu N. Mandisodza, Amir Goren, and Crystal C. Hall (2005), “Inferences of Competence from Faces Predict Election Outcomes,” Science, 308 (June 10), 1623-1626.
Dijksterhuis, Ap (2004), “Think Different: The Merits of Unconscious Thought in Preference Development and Decision Making,” Journal of Personality Social Psychology, 87, 586- 598.
Chartrand, Tanya L., Joel Huber, Baba Shiv, and Robin Tanner (2008), “Nonconscious Goals and Consumer Choice,” Journal of Consumer Research, 35 (August), 189-201.
RECOMMENDED BOOKS
Arkes, H.R. and K.R. Hammond (1986) (Eds.) Judgment and Decision Making: An Interdisciplinary Reader, Cambridge, England: Cambridge University Press. (This volume provides an extensive collection of behavioral decision articles).

Bazerman, M. (1994), Judgment in Managerial Decision Making (3rd ed.), New York, NY, Wiley. (This is a small paperback that provides a quick introduction to behavioral decision research.)

Busemeyer, J., D.L. Medin, and R. Hastie (Eds.) (1995), Decision Making from a Cognitive Perspective, The Psychology of Learning and Motivation, Volume 32, Academic Press, (This collection of original articles provides an excellent overview of many of the topics in behavioral decision research from a cognitive psychology perspective.)

Carroll, J.S. and E.J. Johnson (1990), Decision Research: A Field Guide, Newbury Park, CA: Sage. (This small paperback provides an overview of the methods used in behavioral decision research.)

Gilovich, T., D. Griffin and D. Kahneman (Eds.) (2002), Heuristics and Biases: The Psychology of Intuitive Judgment, Cambridge, England: Cambridge University Press. (The papers in this volume critically analyze the initial work on heuristics and biases and supplement these with emerging theory.)

Glimcher, Paul W. (2003), Decisions, Uncertainty, and the Brain: The Science of Neuroeconomics, Cambridge, MA: MIT Press. (This book provides an introduction to the emerging field of neuroeconomics.)

Goldstein, W.M. and R.M. Hogarth (1997), Research on Judgment and Decision Making: Currents, Connections, and Controversies. Cambridge, England: Cambridge University Press. (This volume is an updated, and more advanced, collection of articles from the field of behavioral decision research.)

Kahneman, D., P. Slovic, and A. Tversky (Eds.) (1982), Judgment Under Uncertainty: Heuristics and Biases, Cambridge, England: Cambridge University Press. (This volume, like the one by Arkes and Hammond provides an extensive collection of behavioral decision articles. Several of the articles we will study can be found in this volume.)

Kahneman, D. and A. Tversky (Eds.) (2000), Choices, Values, and Frames, Cambridge, England: Cambridge University Press. (As with the classic 1982 volume, Judgment Under Uncertainty, this volume is comprised of papers published in diverse academic journals. Kahneman and Tversky have written several new chapters and a preface to provide a context for the work.)

Payne, J. W., J. R. Bettman, and E. J. Johnson (1993), Adaptive Decision Maker, Cambridge University Press. (This book provides provides an overview of the effort-accuracy conceptual framework.) 

Plous, S. (1993), The Psychology of Judgment and Decision Making, McGraw Hill, Inc. (This book offers an introduction to the field with a strong focus on the social aspects of decision making processes.)

Russo, J.E. & P. J. H. Schoemaker (1989), Decision Traps, New York: Doubleday. (This book was written for executives. It is filled with lots of management examples of behavioral decision concepts).


