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Abstract

Social expectations guide people’s evaluations of others’ behaviors, but the origins of these expec-
tations remain unclear. It is traditionally thought that people’s expectations depend on their past
observations of others’ behavior, and people harshly judge atypical behavior. Here, we considered that
social expectations are also influenced by a drive for reciprocity, and people evaluate others’ actions
by reflecting on their own decisions. To compare these views, we performed four studies. Study 1
used an Ultimatum Game task where participants alternated Responder and Proposer roles. Modeling
participants’ expectations suggested they evaluated the fairness of received offers via comparisons to
their own offers. Study 2 replicated these findings and showed that observing selfish behavior (lowball
offers) only promoted acceptance of selfishness if observers started acting selfishly themselves. Study
3 generalized the findings, demonstrating that they also arise in the Public Goods Game, emerge
cross-culturally, and apply to antisocial punishment whereby selfish players punish generosity. Finally,
Study 4 introduced the Trust Game and showed that participants trusted players who reciprocated their
behavior, even if it was selfish, as much as they trusted generous players. Overall, this research shows
that social expectations and evaluations are rooted in drives for reciprocity. This carries theoretical
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implications, speaking to a parallel in the mechanisms driving both decision-making and social
evaluations, along with practical importance for understanding and promoting cooperation.

Keywords: Economic games; Prediction error; Theory of Mind; Social learning; Conformity

1. Introduction

Much of humanity’s success comes from our ability to cooperate (Henrich, 2017), which
permits achievements far beyond what is possible from working alone. However, to maintain
this cooperation, people must continuously evaluate the social behavior of others, assess-
ing whether it is fair and identifying who should be trusted (Fehr & Schurtenberger, 2018;
Gächter, Herrmann, & Thöni, 2004). While social evaluations can be complex, converging
evidence suggests that they are influenced by our social expectations, and individuals nega-
tively evaluate those who violate these expectations. This cognitive system is effective and
flexible, but when it goes haywire, the consequences can be dire, promoting punishment and
distrust toward others whose actions may simply be unfamiliar. Hence, it is critical to clarify
the nature of expectations and how they form.

Expectations have long been a primary focus of social cognition research, due to their
close link to social norms (Horne & Mollborn, 2020). Expectations are the subjective stan-
dards that individuals use to evaluate the appropriateness of another person’s behavior (i.e.,
how one determines right and wrong when judging others). Most recent research argues
that expectations depend on descriptive norms, such that individuals expect the behavior
that they have previously encountered (Eriksson, Strimling, & Coultas, 2015; Goldring &
Heiphetz, 2020; Hetu, Luo, D’Ardenne, Lohrenz, & Montague, 2017; Irwin & Horne, 2013;
Kawamura & Kusumi, 2020; Lindström, Jangard, Selbing, & Olsson, 2018; Xiang, Lohrenz,
& Montague, 2013). Under this lens, atypical behavior elicits expectation-violations, which
encourage negative evaluations and punishments. However, expectations also depend on
individuals’ own tendencies to behave generously or selfishly. For example, participants
who behave selfishly/competitively in economic games generally predict that others will
do the same (Kelley & Stahelski, 1970b; Van Lange, 1992). Under this alternative view,
expectation-violations arise from deviations relative to the evaluator’s own behavior.

No study has yet directly compared these perspectives to investigate whether individu-
als’ expectations depend more on their past observations of others’ behavior or on their
own behavior. We sought to address this issue, which is illustrated by possible scenarios
in response to the following question: What happens when a generous person frequently
observes selfish behavior? Will they begin to expect selfishness and accept others’ selfish
behavior? If evaluations primarily involve comparisons with expectations based on previ-
ous observations of others’ selfish behavior, the answer is “yes,” but if evaluations primar-
ily involve comparisons with their own generous behavior, the answer is “no.” We refer to
these two perspectives as the “Observational” and “Experiential” views (see Fig. 1). Our
present research compared these views. Specifically, we tested whether participants’ previous
observations or their own behavior contribute more to their subjective thresholds of when an
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Fig. 1. Two views on how expectations are formed, linked to Ultimatum Game roles. Both views agree that
expectations influence fairness evaluations and hence players’ choices to accept/reject offers. However, the two
models differ in how they posit that expectations are formed. The Observational view considers that participants
expect to receive the same offers that they encountered in past Responder trials and will punish atypical behavior.
On the other hand, the Experiential view suggests that players expect to receive the offer that they themselves have
made and will punish dissimilarity. This latter view holds that past observations may impact offer evaluations but
only insofar as they also prompt reciprocation and impact participants’ Proposer behavior.

expectation is violated and examined which factor bears greater weight on whether a behavior
is evaluated negatively (e.g., punished and distrusted).

One aspect that complicates this question is that observing selfish behavior influences peo-
ple’s tendencies to behave selfishly themselves—a process often referred to as “reciprocity”
or “assimilation” (Bardsley & Sausgruber, 2005; Kelley & Stahelski, 1970b). Thus, there may
be an indirect effect of previous observations on expectations, mediated by changes in peo-
ple’s own selfish/generous tendencies. The generous person may punish selfishness initially,
but then may gradually conform to those around them and possibly become selfish them-
selves. In turn, this may motivate them to accept selfishness. In this way, the two perspectives
on the origins of expectations are not mutually exclusive. Hence, aside from comparing the
two perspectives on expectations, our research also performed tests to integrate these theories.
Below, we review the literature supporting our rationale and approach.

1.1. Expectations and observations impact punishment

One economic game that has proven useful for studying evaluations and expectations is
the Ultimatum Game (UG). In this two-player game, the Proposer decides how to split a pot
of money with another player (e.g., take $6 from a $10 pot and give the other player $4).
After receiving the offer, the Responder chooses whether to accept or reject it. Acceptance
causes the money to be distributed as proposed, whereas rejection causes neither player to
receive any money. The choice to accept or reject an offer is influenced by both participants’
motivations to increase their payout and their evaluations of the offers’ fairness. Rejection
can be interpreted as an instance where the Responder’s affective response to the perceived
unfairness of an offer overwhelms the possible earnings from accepting it (Chang & Sanfey,
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2013; Grecucci, Giorgetta, Van’t Wout, Bonini, & Sanfey, 2013). Rejection is typically also
seen as a form of punishment because the Responder assumes a cost to impose a loss on the
Proposer.

Participants’ fairness evaluations and choices to reject are influenced by their beliefs about
typical behavior. For example, participants who believe most people will propose selfishly
are less likely to reject selfish offers (Chang & Sanfey, 2013; Vavra, Chang, & Sanfey, 2018).
Further, by having participants repeatedly play the Responder role, their expectations can
be modeled as a function of their previously received/observed offers, which reveals that
expectation-violations relative to these previous offers predict rejection likelihood (see the
Observational View in Fig. 1 left; Hetu et al., 2017; Xiang et al., 2013). Similar results emerge
across other economic games and social psychology paradigms, which has led to theories
that consider the detection of expectation-violation to be a heuristic contributing to social
evaluation—see evidence from the Public Goods Game (PGG) on the Common is Moral
heuristic (Lindström et al., 2018). However, earlier research examining expectations and the
effects of people’s previous observations on their later evaluations has not examined their
links to participants’ own selfish/generous behavior.

1.2. One’s own behavior impacts one’s expectations

People’s tendencies to behave generously themselves also contribute to their expectations
(see the Experiential View in Fig. 1 right). Early work on this perspective has been summa-
rized as the Triangle Hypothesis, which posits that cooperative players predict others to be
cooperative or competitive, whereas competitive players predict others to all be competitive
(Aksoy & Weesie, 2012; Bogaert, Boone, & Declerck, 2008; Kelley & Stahelski, 1970b; Van
Lange, 1992). For example, competitive participants tend to see others as behaving competi-
tively, even when others are trying to cooperate (Kelley & Stahelski, 1970a), and participants
who behave selfishly in economic games believe others will also behave selfishly (Aksoy &
Weesie, 2012). Within-subject effects also arise and occur even among young children, who
after behaving generously, predict others will behave generously toward them (Leimgruber,
2018; Myslinska Szarek & Tanas, 2022).

However, it remains unclear whether this perspective on expectations tracks how partic-
ipants evaluate fairness. In other words, to what degree do evaluators perceive expectation-
violation as dissimilarity relative to their own behavior? This can be tested in a manner analo-
gous to the expectation-modeling research noted above. Using the UG and having participants
repeatedly play as both Proposers and Responders allows modeling their expectations as a
function of their previously proposed offers. Then, analyses can examine the extent to which
these modeled expectations predict subsequent rejection likelihood, testing whether partici-
pants become more accepting of others’ selfish behavior as Responders after they themselves
begin to behave selfishly as Proposers. This Proposer-based expectations model can also be
compared to the model formulated by earlier UG studies, which defined expectations as a
function of the offers received in previous Responder trials (Hetu et al., 2017; Xiang et al.,
2013). Testing which expectation model better predicts later rejections would shed insight
into the effects of previous observations versus personal behavior on evaluations.
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1.3. The role of reciprocity

We must consider that individuals adjust their behavior and selfish/generous tendencies
based on the people they interact with. Cooperative and generous individuals become more
competitive and selfish after interacting with competitive/selfish players (De Cremer & Van
Lange, 2001; Kelley & Stahelski, 1970b). Here, we refer to this process as “reciprocity,”
but it has also been called “assimilation” and is closely related to conformity, tit-for-tat, and
conditional cooperation (Bardsley & Sausgruber, 2005; Fischbacher, Gächter, & Fehr, 2001;
Kelley & Stahelski, 1970b). Reciprocity manifests in multiple ways: Participants reciprocate
both when they repeatedly interact with the same person (direct reciprocity) or when they are
matched with new partners (indirect reciprocity). For example, if Alice treats Bob selfishly,
Bob will feel compelled to act selfishly toward Alice, and Bob will also “pay it forward”
by acting selfishly toward Charlie (Jung, Seo, Han, Henderson, & Patall, 2020; Nowak &
Sigmund, 2005). The drive to reciprocate is seen across the globe and studies on reciprocity
regularly show large behavioral effects (Allidina, Arbuckle, & Cunningham, 2019; Curry,
Mullins, & Whitehouse, 2019; Wedekind & Milinski, 1996).

These reciprocity-related effects may cause observed selfish/generous behavior to indi-
rectly impact expectations and thus evaluations. That is, observing selfishness may compel
people to become selfish themselves (reciprocity), which, in turn, prompts them to expect
selfishness and punish selfish behavior less frequently. Notably, this possibility integrates the
two perspectives on expectations noted above (Fig. 1). However, in this case, if people refuse
to reciprocate and refuse to behave selfishly, then observing selfishness will have little effect
on people’s willingness to accept selfish behavior.

1.4. The present approach

To clarify how participants evaluate others’ behavior, our research examined how partici-
pants’ expectations shift depending on their previous observations of others’ selfish/generous
behavior (Observational view) and on their own tendencies to behave selfishly or generously
(Experiential view). Study 1 assessed which factor had a larger role by using a version of the
UG where participants alternated between the Proposer and Responder roles. Fig. 1 illustrates
our analytic strategy, which involved modeling participants’ expectations to assess whether
previously received offers or previously proposed better predict later rejection likelihood. This
study also investigated the possibility that the effect of previous observations on rejection like-
lihood is mediated by changes in participants’ own behavior (i.e., the mediation illustrated in
Fig. 1). Study 2 aimed to replicate these initial findings and also tested whether they emerge
when participants are paired with particularly selfish players. Study 3 examined whether the
patterns identified in the first two studies apply to also understanding punishment in the PGG
(Fehr & Gächter, 2002). This study reanalyzed the dataset provided by Herrmann, Thöni, and
Gächter (2008), which was notably collected cross-culturally, allowing further investigation
of generalizability. Study 4 used the UG but now to examine evaluations of trustworthiness,
which unfold over multiple UG trials. This study also manipulated participants’ UG partners
to test whether interacting with partners who reciprocate their decisions enhances perceived
trustworthiness (measured using the Trust Game).1
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2. Study 1

Study 1 used the role-swap UG as noted just above. Participants’ expectations were mod-
eled on a trial-by-trial basis as latent variables, either based on previously received offers
(E[Received]) or previously proposed offers (E[Proposed]). The two models were compared
in terms of which better predicted rejection likelihood. Consistent with the idea that the two
views are not mutually exclusive, further analyses examined the sequence of trials to test
whether changes in participants’ Proposer behavior mediate possible effects of previously
received offers.

2.1. Methods

2.1.1. Participants
A total of 40 individuals were recruited from the local university and surrounding commu-

nity for Study 1 (MAge = 23.1 [18, 39], SDAge = 5.3; 50% female, 50% male). This sam-
ple size was chosen because the study recorded electroencephalography (EEG) data (Bog-
dan et al., 2022), which although not the present focus, influenced the recruitment goals
(Boudewyn, Luck, Farrens, & Kappenman, 2018). Of the 40 participants, one was excluded
for excessive drowsiness during testing. Additionally, as we primarily focused on within-
subject patterns, six participants were excluded because they almost never (< 3%) rejected
received offers. As these participants virtually never shifted their Responder behavior, they
cannot provide evidence on the within-subject factors influencing rejection likelihood. Earlier
UG studies with within-subject goals have also excluded such participants (Fatfouta, Meshi,
Merkl, & Heekeren, 2018; Kubota, Li, Bar-David, Banaji, & Phelps, 2013). All participants
accepted at least 3% of offers, and thus none were excluded for lacking acceptances. For
completeness, we also report the results with all participants included. Post hoc power analy-
ses were conducted for the multilevel modeling analyses using Monte Carlo simulations via
the simr package (Green & MacLeod, 2016; see our code in Data Availability), and for the
across-subject correlation (r = .37) using G*Power (Faul, Erdfelder, Buchner, & Lang, 2009).
These revealed that the sample did not provide sufficient power (80%, α = .05) for all of the
results (see results below). Therefore, caveats related to the sample size were addressed in
follow-up studies. All participants provided informed consent under a protocol approved by
the Institutional Review Board and received monetary compensation.

2.1.2. Task design
Participants played the UG for 384 trials, separated into 48 trials per block. Most trials

(88%) involved alternations between the Proposer and Responder roles (Fig. 2). Participants
were told that their UG performance would determine their monetary payment but, in reality,
all participants received equal pay. Participants were told that they would change partners
throughout the task, but the instructions did not suggest that they were playing with 384
people, as this would be unrealistic. Participants were instructed that they were playing with a
large group and that their decisions would not meaningfully impact others’ behavior in future
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Fig. 2. Task diagram showing the Role-Switch Ultimatum Game procedure. Participants alternated between play-
ing as Proposers and Responders, which involved them deciding what offers to propose and whether to accept or
reject received offers, respectively.

trials. After the task, questionnaires were administered, but these are beyond the present focus
(Supplementary Materials 1.1).

For the Proposer role trials, participants decided how to split a $10 pot; either $5:$5
(equity), $6:$4, $7:$3, $8:$2, or $9:$1 (maximal selfishness). Following a short delay, partici-
pants were informed of whether their partner accepted or rejected the offer. For the Responder
role trials, participants received offers and could respond with either Strongly Reject, Reject,
Pass, Accept, or Strongly Accept. Participants were told to select among these options based
on the degrees of their responses, ranging from somewhat sure to extremely sure. Pass was
included so that participants had an equal number of response options for the Proposer and
Responder roles and to help avoid moving their hands across trials. This was particularly rele-
vant for the EEG collection in this study, which we did not focus on here. Pass was described
as an option for when participants were totally unsure of what to select, and this response
option was similar to giving no response, as both led to neither player receiving money for a
given trial. Pass was selected in only 3% of the trials and their inclusion in the analyses does
not significantly affect the results. The “Strongly” versus “not-Strongly” distinction did not
impact earnings. Analyses collapsed Strongly Reject and Reject, collapsed Strongly Accept
and Accept, and excluded Pass trials. However, see Supplementary Materials 1.2 for addi-
tional tests distinguishing Strongly Reject versus Reject and Accept versus Strongly Accept,
showing how the conclusions below also apply to understanding the magnitude of negative
evaluations. Every included participant responded, in time, to at least 96% of trials. Trials
with missed responses were excluded from the analysis. Like several previous UG studies
(e.g., Chang & Sanfey, 2013; Fatfouta et al., 2018; Xiang et al., 2013), participants were told
they were playing with other people, but they actually played with a computer. The com-
puter’s behavior emulated human play from earlier UG studies (Oosterbeek, Sloof, & Van de
Kuilen, 2004). When the participant played as Proposer, the computer rejected offers of $5:$5
in 1% of trials, $6:$4 in 12% of trials, $7:$3 in 45% of trials, $8:$2 in 67% of trials, and $9:$1
in 75% of trials. When the participant played as Responder, they received offers of $5:$5 in
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33% of trials, $4:$6 in 17% of trials, $3:$7 in 17% of trials, $2:$8 in 17% of trials, and $1:$9
in 17% of trials.

2.1.3. Expectation modeling
The Observational and Experiential views were compared by modeling expectations on a

trial-by-trial basis. To represent the Observational view, expectations were calculated as the
mean of previously received offers (E[Received]). To represent the experiential view, expecta-
tions were calculated as the mean of previously proposed offers (E[Proposed]). These expec-
tation variables were calculated using only the previous trials within the same block, which
increases variability relative to using all trials across the whole task. Variability could alterna-
tively be induced via a temporal weighting procedure, whereby more recent trials contribute
more to expectations than ones farther away, which was done as a confirmatory analysis (Sup-
plementary Materials 1.3).

After calculating these two latent variables for each trial, their predictive powers were com-
pared using multilevel logistic regressions, predicting rejection likelihood, using E[Received]
and E[Proposed] as predictors. Because participants’ expectations are just one factor that con-
tributes to their decision to punish (Chang & Sanfey, 2013), two other variables were included
in the regression as covariates: (1) the offer amount they received, as selfish offers are rejected
more often; (2) whether participants’ own offers were just rejected in the previous trial, as
this also increases participants’ rejection likelihood (i.e., encourages “counter-punishment,”
Denant-Boemont, Masclet, & Noussair, 2007; Nikiforakis, 2008). In sum, the regression pre-
dicted rejection likelihood using four predictors: (i) E[Received], (ii) E[Proposed], (iii) the
offer amount, (iv) and what response participants previously encountered.

Notably, by using regression to investigate these phenomena, this accounts for potential
collinearity between E[Received] and E[Proposed] when assigning statistical significance
(such collinearity leads to greater standard error associated with their coefficients). Addi-
tionally, the inclusion of random intercepts accounts for differences in participants’ average
rejection likelihoods. The regression excluded trials where participants received $5:$5 offers,
as $5:$5 offers were virtually never rejected. For completeness, an across-subject correlation
was also performed, testing the link between the average amount that participants proposed
and their average likelihood of rejecting offers of $3 or less.

2.1.4. Temporal mediation
To understand the temporal flow of forming social expectations, multilevel regressions

were performed to measure links between single trials. First, a multilevel linear regression
tested whether the amount participants received in Responder trial[n-2] influenced the amount
they proposed in Proposer trial[n-1] (i.e., reciprocity; Fig. 3A). This regression controlled for
whether participants accepted/rejected the trial[n-2] offer, as it impacts the amount they subse-
quently propose. Then, a second multilevel regression tested whether the amount participants
proposed in trial[n-1] predicted their rejection likelihood in trial[n] (Fig. 3B). This regres-
sion controlled for the offer amount received in trial[n] and whether the offer participants
proposed in trial[n-1] was accepted/rejected. Mediation was then tested, linking trial[n-2],
trial[n-1], and trial[n] (Fig. 3C), using Monte Carlo simulations (Selig & Preacher, 2008).
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Fig. 3. Illustration of the relations tested in the present research. The left side represents chronologically more
distant trials, and the right side represents more recent trials. (a) The reciprocity/conformity link reflects how
offers received in the Responder trials are expected to impact subsequent Proposer behavior. (b; blue dashed line)
The amount proposed in trial[n-1] is expected to predict rejection likelihood in trial[n] and mediate (c; red dashed
line) an indirect effect of the offer amount received in trial[n-2] on rejection likelihood in trial[n]. For consistency,
the present work always describes trial[n-2] as being a Responder trial, trial[n-1] as being a Proposer trial, and
trial[n] as being the current Responder trial.

2.1.5. Software and modeling details
Statistics were performed using R (R Core Team, 2013). Multilevel regressions were fit

using the lme4 package (Bates, Mächler, Bolker, & Walker, 2014) and adhered to best prac-
tices, including the use of a maximal random effects structure (Meteyard & Davies, 2020). To
avoid convergence errors, predictors were mean-centered and scaled before analysis.

2.2. Results

First, descriptive statistics were assessed to validate that this role-swap version of the UG
yielded results similar to earlier UG designs focusing on a single role (see meta-analysis
by Oosterbeek et al., 2004). As expected, the participants showed typical rejection likeli-
hoods ($5:$5 = 1% rejection rate; $4:$6 = 14%; $3:$7 = 41%, $2:$8 = 72%; $1:$9 = 82%;
Fig. 4A) and typical proposed offers (M = $6.3, SD = $0.45; Fig. 4B).

Modeling expectations revealed that participants’ previously proposed offers had a
larger bearing on rejection likelihood than their previously received offers. Specifically,
E[Proposed] significantly predicted rejection likelihood (β = 0.39 [0.03, 0.76]; p = .03),
whereas E[Received] did not (β = .02 [−0.11, 0.14], p = .82). Additionally, correlations
showed that participants who proposed more selfish offers, on average, were also less likely
to reject selfish offers, on average (r = −.37 [.03, .63], p = .03; scatterplot shown in Fig. S1).
The results in this paragraph are no longer significant when participants who accepted all
offers are not excluded (Supplementary Materials 1.4), and post hoc power analyses show the
analyses are underpowered (power ≤ 66%). Nonetheless, confirmatory analyses using tempo-
ral weighting speak to the robustness of the E[Proposed] findings (Supplementary Materials
1.3), and Study 2 sought to replicate these findings with a larger sample.
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Fig. 4. Basic statistics on Responder and Proposer behavior. The histograms show participants’ (a) Rejection
likelihoods as Responders and (b) probabilities of offering a given amount as Proposers.

Fig. 5. Participants’ decision-making in the Proposer role mediated the effect of past observed offers on offer
evaluation. The offer amount that participants proposed in trial[n-1] mediated the effect of the offer received in
trial[n-2] on rejection likelihood in trial[n].

Finally, examining the effect of reciprocity showed that it mediated an indirect effect of
past received offers on future rejection likelihood (Fig. 5). Receiving a selfish trial[n-2] led
to participants proposing more selfishly in trial[n-1] (β = 0.15 [0.07, 0.23], p < .001), and
proposing selfishly in trial[n-1] predicted decreased rejection likelihood in trial[n] (β = −0.48
[−0.28, 0.68], p < .001). Taken together, participants were driven to reciprocate the offers
they just received, which yielded a significant mediation (β = −0.07 [−0.13, −0.03]; p <

.001). These results remain significant even when no participants are excluded, and each
analysis was well-powered (power ≥ 98%).
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2.3. Discussion

Overall, participants directed punishments (rejections) primarily toward offers more selfish
than their own, regardless of what offer they previously observed. Hence, participants’ expec-
tations are mostly linked to their own selfish/generous tendencies, supporting the Experiential
view. However, the present findings do not refute earlier evidence that previous observations
(received offers) influence later rejection likelihood (Cooper & Dutcher, 2011; Hetu et al.,
2017; Xiang et al., 2013). Rather, the present findings expand previous findings by demon-
strating that such effects are mediated by changes in participants’ own selfishness/generosity,
which in turn influence expectations and rejections.

3. Study 2

Study 2 used a similar role-swap UG design but now included both a Replication condi-
tion and a Selfish condition, which were both expected to replicate the initial findings. The
Selfish condition examined whether E[Proposed] predicts participants’ fairness evaluations
in situations with economic incentives to accept selfishness while still behaving generously.
Finding that E[Proposed] remains more predictive in this context would be strong evidence
of its validity.

3.1. Methods

3.1.1. Participants
A total of 106 undergraduate students were recruited from the local university for this study

(Mage = 19.9 [18, 25], SDage = 1.3; 54% female, 28% male, 2% other; 16% no response).
The study was collected online due to restrictions related to the COVID-19 pandemic. Data
from eight participants were excluded due to limited Responder variability (accepted fewer
than 3% of offers or rejected fewer than 3% of offers). This criterion excluded participants
with extremely low response rates (e.g., excluding one participant who only responded to
two trials and rejected both offers). Excluding these yielded a total of 98 usable participants,
53 in the Replication condition and 45 in the Selfish condition. This sample size was moti-
vated by power analyses (80% power, α = .05; Faul et al., 2009; Green & MacLeod, 2016)
using the Study 1 data and procedures, which revealed that a minimum of 42 participants
would be needed to replicate the effects in each condition. For the across-subject correlation,
a minimum sample size of 52 participants is needed, which is surpassed by combining the
Replication and Selfish conditions. All participants provided informed consent under a pro-
tocol approved by the Institutional Review Board and received course credit in exchange for
participation.

3.1.2. Task design
Identical trial protocols were used as in Study 1. However, in this study, participants were

randomly assigned to either (1) a Replication condition, where the computer had the same
Proposer and Responder behavior as in the first study, or (2) a Selfish condition, where
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the computer’s behavior was the average behavior of the five most selfish participants from
Study 1. Relative to Study 1, two changes were made, for logistical reasons linked to the
switch to online data collection: First, the task was shortened to 144 trials, across nine blocks.
Second, time-saving incentives were used, rather than monetary payment. Participants were
told that their task earnings would determine the length of time they must spend doing a
“boring task” after the economic game. The instructions stated that the amount of time they
would need to spend could range from between 0 and 15 minutes, but because participants
did not genuinely play with other humans, the boring task was never administered. Time-
saving incentives have been shown to elicit similar behavior as monetary incentives (Jouxtel,
2019; Noussair & Stoop, 2015). After completing the task, questionnaires were administered,
although these are not the focus of the present report (Supplementary Materials 2.1).

3.1.3. Analytic procedure
Study 2 used identical analytic procedures as Study 1, performed separately for the Repli-

cation and Selfish conditions. The average participant responded to 93% of trials (10 misses).
Although 8% of participants responded to fewer than 75% of trials, this was not an exclusion
criterion because participants with fewer responses would simply contribute less to the final
multilevel regression results. As with Study 1, Supplementary Materials 2.2 provides results
attempting to dissociate Strongly Reject versus Reject and Accept versus Strongly Accept,
which again showed how the conclusions below apply to understanding the magnitude of
negative evaluations.

Unlike Study 1, in this study and Study 4, the success of deception was specifically assessed
with a 5-point Likert scale, in which participants were asked about the extent to which they
believed they interacted with computers or humans (1 = “Definitely computers”; 5 = “Defi-
nitely humans”). For confirmatory purposes, the analyses below were also conducted on the
subset of participants who reported believing the deception (score of 3 or higher, N = 54).
These analyses are reported in Supplementary Materials 2.3, and the results reiterate the con-
clusions on E[Proposed].

3.2. Results

Each Study 1 finding was replicated. Across the Replication and Selfish conditions,
E[Proposed] significantly predicted rejection likelihood (Replication: β = 0.51 [0.10, 0.93],
p = .02; Selfish: β = 0.72 [0.38, 1.06]; p < .001), whereas E[Received] did not (Replication:
β = 0.03 [−0.18, 0.24], p = .75; Selfish: β = 0.07 [−0.11, 0.24]; p = .47). Like in Study
1, these patterns also emerged when calculating E[Proposed] and E[Received] with temporal
weighting (Supplementary Materials 2.4). For the pooled data, the across-subject correlation
was also replicated: Participants who proposed more selfishly on average across all trials were
also less likely to reject selfish offers (r = −.28 [−.45, −.08], p = .003; Fig. S2).

Likewise, the mediation was replicated: Across both conditions, receiving a selfish offer in
trial[n-2] caused participants to propose more selfishly in trial[n-1] (βs > 0.13, ps < .002;
Fig. 6, x → m), and proposing selfishly in trial[n-1] predicted lower rejection likelihood
in trial[n] (βs < −0.52; ps < .004; Fig. 6, m → y). This yielded significant mediations
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Fig. 6. Replication of the mediation models identified in Study 1. The Study 2 data showed the same mediation
between the amount received (trial[n-2]), the amount next proposed (trial[n-1]), and rejection likelihood (trial[n])
originally seen in Study 1. The beta coefficients and p-values, here, reflect the pooled data.

(βs < −0.07, ps < .01). Notably, even if no participants are excluded, all the Study 2 results
remain significant (Supplementary Materials 2.5).

3.3. Discussion

In sum, Study 2 confirms the first study’s findings using a larger sample and provides
further evidence that participants’ own behavior is the primary factor contributing to their
expectations. The results confirmed that participants tend to punish behavior that is more
selfish than their own, regardless of what they previously received (observed). Additionally,
the study reiterates the support for the hypothesized expectation learning pathway whereby
receiving (observing) selfish offers prompts participants to propose more selfishly, which in
turn makes them more accepting of selfish behavior.

4. Study 3

To further investigate expectations and test the generalizability of the present findings, we
reanalyzed a dataset by Herrmann et al. (2008). In their study, participants from different
cultures completed the PGG, which is an economic task where four players can cooper-
ate by contributing money to a pot. High contributions benefit the group, although partic-
ipants would maximize their personal short-term earnings by not contributing. After each
round, participants can punish other players. Generally, contributing players use punishment
to encourage free-riders to contribute, although Herrmann et al. (2008) showed that antisocial
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punishment occurs in some cultures, whereby noncontributors punish contributors seen as
excessively generous. We expected that modeling participants’ expectations as a function of
their own previous contributions would best predict both traditional punishment and antisocial
punishment.

4.1. Methods

4.1.1. Participants and task design
Participants (N = 1120) were recruited from 16 cities around the globe, including from

collectivist cultures and low-income countries (Herrmann et al., 2008). Power analyses based
on the Study 2 data show that this sample is highly powered to detect significant effects of
E[Proposed] (power > 99.9%). Participants played the 4-player PGG for 10 rounds with the
same group of players. Each round, participants were given 20 tokens and could contribute
tokens to the pot, which would be increased to 160% of their original value and distributed
equally (e.g., if every player donates $20, they all earn $32). After each round, participants
saw how much each other player contributed and could punish specific others by spending
tokens. Each token spent would lead to the targeted player losing three tokens. Participants
could spend up to 10 tokens for each other player. Participants’ earnings, or lack thereof, had
no impact on their ability to spend tokens to punish others. Participants were told of punish-
ments directed toward them but were not told who specifically punished them. Participants
were also not told of punishments among other pairs of players. Thus, punishment conferred
no reputational benefits. Participants also completed a version of the PGG without punish-
ment, although those data are not used here.

4.1.2. Analytic procedure
Each round yielded 12 data points for analysis (i.e., each of the four players’ potential

punishment toward each of the three other players). E[Proposed] was calculated the same
as in the UG studies, based on participants’ contributions before their choice of whether to
exert punishment. Calculating E[Received] differed slightly from the UG studies: In the PGG,
every player’s contribution was shown prior to the punishment phase. Hence, when participant
a is deciding whether to punish player b in round[n], they are aware of player c’s and d’s con-
tributions in said round. These two players’ contributions must be included in E[Received].
This differs from the UG calculation of E[Received], which only included received offers
before trial[n]. Notably, player b’s contribution in round[n] itself should not contribute to
E[Received] (i.e., a player’s contribution does not impact the punisher’s expectations for that
same contribution).

Overall, this procedure leads to three values of E[Received] for each participant in each
round. For example, in the first round, suppose player b contributed $6, player c contributed
$10, and player d contributed $12. From player a’s perspective, their expectation for player b
(E[Received]1ab) is $11, ($10 + $12)/2. Player a’s expectation for player c (E[Received]1ac)
is $9, ($6 + $12)/2. Player a’s expectation for player d (E[Received]1ad) is $8, ($6 + $10)/2.
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Formally, player a’s Observational view expectation for a given player b in trial n is:

E [Received]nab = 1

3n − 1

⎛
⎝

n−1∑
i

J∑
j �=a

xi j +
J∑

j /∈[a,b]

xn j

⎞
⎠

J represents the set of the four players, and xij represents the amount contributed by player
j in trial i. Note that “3n – 1” is used rather than “3n” to account for the exclusion of
player b’s contribution in round[n]. Preliminary analyses considered alternative definitions
for E[Received], such as examining the average amount contributed by c and d in previous
trials while excluding player b entirely. However, these alternative definitions yielded a worse
model fit. Hence, to ensure that E[Proposed] is compared to the strongest possible definition
of E[Received], we proceeded with the equation above.

Multilevel linear regressions predicted punishment amounts using both E[Proposed] and
E[Received] as predictors. Like in Studies 1 and 2, the regression controlled for two covari-
ates: (1) the contribution amount being evaluated and (2) the average amount of punishment
the participant received in the previous round. Given the large sample size, which meant that
both E[Proposed] and E[Received] would likely be significant predictors, follow-up regres-
sions were performed examining model fit. These regressions used the two covariates and
either only E[Proposed] or only E[Received] as predictors. These follow-up regressions also
did not include random slopes, which would impede the interpretation of model fit. The medi-
ations reported in Studies 1 and 2 were also tested.

Notably, the PGG introduces the possibility for antisocial punishment, whereby partic-
ipants punish behavior seen as unexpectedly generous. To test the two perspectives on
expectations under this lens, two models of unsigned expectation-violation were tested,
ExV[Received] and ExV[Proposed], which represent absolute differences relative to the con-
tribution being evaluated.

ExV [Received]nab = |E [Received]nab − xnb|
ExV

[
Proposed

]
nab

= |E[
Proposed

]
na

− xnb|
ExV[Proposed] and ExV[Received] were submitted to multilevel regressions, as above.

Finally, to assess cross-cultural generalizability, further regressions were performed, which
each only used one of the four expectation or expectation-violation models as predictors.
These regressions were fit separately for each of the 16 cities in the dataset. We then tabulated
which model achieved the highest fit across the greatest number of cities.

4.2. Results

Participants’ punishment amounts were significantly linked to both E[Proposed] (β = .15
[.11, .19], p < .001) and E[Received] (β = .13 [.09, .18], p < .001). However, when regressed
separately, the E[Proposed] regression yielded slightly greater model fit (Table 1). Additional
analyses replicated the mediation from Studies 1 and 2, whereby others’ contributions in the
previous influenced participants’ subsequent contributions (β = .43 [.39, .46], p < .001),
which in turn influenced participants’ subsequent punishments (β = .14 [.10, .18], p < .001;
significant mediation: p < .001).
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Table 1
Model comparison for Study 3

Model Fit (�LL) Cities best fit

E[Proposed] 131.1 0
E[Received] 124.0 1 (Istanbul)
ExV[Proposed] 645.1 14
ExV[Received] 255.7 1 (Riyadh)

Note. Model fit (�log-likelihood [LL]) was calculated as the difference relative to a model without any expec-
tation variable as a predictor. For the two cities where E[Received] and ExV[Received] achieved the greatest fit,
the difference relative to ExV[Proposed] was slight (Istanbul: �LL = 4.2; Riyadh: �LL = 1.9).

Further analyses considered whether both unexpectedly selfish and unexpectedly generous
violations beget punishments. Consistent with this, greater punishment was linked to both
ExV[Proposed] (β = .20 [.19, .21], p < .001) and ExV[Received] (β = .03 [.02, .05], p
< .001). However, model comparison showed that the ExV[Proposed] regression yielded a
far higher fit than any other model (Table 1). Furthermore, fitting the regressions separately
for each city in the dataset revealed that ExV[Proposed] best predicted behavior in the vast
majority of cities (Table 1).

4.3. Discussion

Study 3 further supports the idea that participants’ expectations primarily depend on their
own behavior, demonstrating that they do not apply just to UG rejections but also to PGG
punishments and antisocial punishments. Relative to the UG, the PGG has two noteworthy
unique features. First, because participants are repeatedly playing in a group, this may cre-
ate stronger impressions of what constitutes typical behavior. Hence, finding comparisons
with one’s own behavior to still be more predictive of punishment may be particularly pow-
erful evidence against the idea that expectation-violations are rooted in perceptions of typical
behavior (Irwin & Horne, 2013). Second, in the PGG, the amount that participants can punish
is independent of the earnings they receive from the other player’s contribution (e.g., in the
UG, punishment/rejection of $6:$4 splits necessarily costs $4, which is not true for the PGG),
which may enhance the clarity of the results’ interpretations. Along with generalizing across
economic games, the results also show that the expectation pathways laid out here emerge
cross-culturally, speaking to the possibilities that they are universal and foundational aspects
of social cognition. To further generalize, the next study examined whether these reciprocity-
based mechanisms also apply beyond just punishment and to longer-term evaluations.

5. Study 4

Study 4 tested whether catering to participants’ expectations over the course of repeated
trials (low ExV[Proposed]) could generate overall positive evaluations. These overall eval-
uations were measured using the Trust Game. Specifically, participants were told that they
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would play the UG with the same person for the entirety of each block, and with different
participants in different blocks. In truth, in each block, participants interacted with a different
computer profile representing a unique behavioral strategy, including a Reciprocity computer,
a Generous computer, and a Control computer. Building on the results thus far, we expected
the Reciprocity profile to elicit high levels of trust, higher than what would be elicited by the
Control profile and potentially comparable to the trust shown to the Generous profile.

5.1. Methods

5.1.1. Participants
A total of 227 undergraduate students were recruited from the local university for this

online study (Mage = 20.8 [18, 26], SDage = 2.5; 59% female, 40% male, 1% other), although
six participants were excluded because they did not give responses in the UG or Trust Game.
Post hoc power analyses show that this sample has over 99.9% power (α = .05) for the paired
t-tests of interest, and sensitivity analyses show that it is sufficient to detect effects of at least
dz = 0.19 (dz is the form of Cohen’s d most appropriate for repeated-measures power analyses;
Lakens, 2013). All participants provided informed consent under a protocol approved by the
Institutional Review Board and received course credit as compensation.

5.1.2. Task design
This study used trial protocols identical to those of Studies 1 and 2. Compensations pro-

cedures were identical to those of Study 2. However, in the present study, participants were
told that they would only change UG partners between blocks. In each block, participants
played with one of five computer partners, administered in a counterbalanced order. Of these
five partners, three are the focus of the present report. First, a Reciprocity profile copied
participants’ Proposer and Responder choices. It performed tit-for-tat with slight changes to
obfuscate the copying (detailed in Supplementary Materials 3.1). Second, a Generous profile
was based on the average behavior of the five most generous Proposer participants and the
five most accepting Responder participants in Study 1. This profile largely proposed equitable
offers ($5:$5 in 63% of trials, $6:$4 in 32% of trials, and $7:$3 in 5% of trials) and accepted
most offers (accepted all offers ≥ $2 and accepted 76% of $1 offers). Third, a Control pro-
file was based on the distribution of behavior seen in Study 1 (Fig. 4 histogram). Participants
played with each profile either once (five blocks total) or twice (10 blocks total), although this
distinction had no impact on the results.

After the last UG trial of each block, participants played the standard Trust Game as the
Investor (Berg, Dickhaut, & McCabe, 1995). Participants could invest $0, $5, $10, $15, or
$20. Money invested would purportedly be tripled but under the possession of the other player,
so greater investment indicates greater trust that the player will return some money. Partic-
ipants were told that the other player’s decision would not be revealed until the experiment
ended to prevent influence on investments in later blocks. Trust Game trials where participants
failed to respond were excluded from the analysis. After the task, participants completed the
Study 2 questionnaires, but these are beyond the present focus.
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Fig. 7. Comparison of payouts and trust in interactions with different playstyle partners. (a) As planned, the Gen-
erous condition led to higher average earnings for the participant than the other two conditions. The Reciprocity
and Control conditions, on the other hand, led to moderate payouts. (b) Consistent with the Experiential view,
participants tended to highly trust their partner in the Reciprocity condition. Participants trusted the Reciprocity
partner as much as the Generous profile and more than the Control profile. ***, p < .001; NS, nonsignificant.

As in Study 2, the success of deception was assessed using a 5-point scale in which partic-
ipants were asked about the extent to which they believed that they interacted with humans
or computers (1 = “Definitely computers”; 5 = “Definitely humans”). For confirmatory pur-
poses, the present analyses were also conducted on the subset of participants who reported
believing the deception (score of 3 or higher, N = 125). These analyses are reported in Sup-
plementary Materials 3.2, and the results showed that each significant t-test result below
remained significant, and each insignificant t-test result remained insignificant.

5.2. Results

Examination of the UG payouts confirmed that the Generous profile yielded much higher
earnings for participants than the Reciprocity or Control profiles (dzs > 1.02, ps < .001;
Fig. 7A). The latter two yielded similar payouts (dz = 0.08, p = .74; Fig. 7A). Hence, any
trust-related differences between the Reciprocity and Control partners would not be con-
founded by UG payouts.

Analysis of the Trust Game showed that the level of trust elicited by the Reciprocity com-
puter was virtually identical to the trust elicited by the Generous partner (dz = 0.01, p =
.92; Fig. 7B) and substantially greater than the trust elicited by the Control partner (dz =
0.40, p < .001; Fig. 7B). Follow-up analyses showed that high investment was also linked to
low average ExV[Proposed] across the block, whereas average ExV[Received] had no effect
(Supplementary Materials 3.3).

5.3. Discussion

Study 4 provided further evidence that aligning others’ behaviors to match the partici-
pants’ leads to positive evaluations. Remarkably, observing reciprocity elicited similar trust
as experiencing generosity. Hence, the mechanisms underlying the Experiential view are not
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just subtle cognitive patterns but major forces that can shape social interactions and subse-
quent behaviors. Relatedly, the present results suggest that selfish individuals will trust others
who are also selfish like them, even at their own expense, paralleling the Study 3 results on
antisocial punishment.

6. General discussion

The goal of the present research was to investigate the interplay among observations, social
expectations, and decision-making. We aimed to clarify how these processes influence evalu-
ations of fairness and trustworthiness. These aspects were studied with economic games (the
UG, PGG, and Trust Game), and investigated in a dataset from an international sample. Study
1 showed the expectation model based on participants’ previously proposed selfish/generous
offers better predicted participants’ later likelihood of rejecting UG offers. Further analyses
showed that changes to participants’ Proposer behavior (reciprocity) also mediated an indi-
rect effect of previously observing selfish/generous behavior. Study 2 replicated each result
from the first study and found that they also apply within overall selfish contexts. Study 3 fur-
ther replicated and generalized the results and showed that they apply to different economic
games, apply to antisocial punishment, and apply cross-culturally. Finally, Study 4 causally
tested the effects of interacting with another player who reciprocates behavior, showing that
it yields high levels of trust.

We can now provide an answer to our original question of whether a generous person who
frequently observes selfish behavior will learn to accept it. Converging evidence across mul-
tiple economic games suggests that the generous person would continue punishing selfish
behavior (Studies 1–3) and continue distrusting those who are selfish (Study 4) unless the
drive to reciprocate compels them to start acting selfishly themselves. Furthermore, in cases
where participants are selfish, even if those around them are generous, participants will con-
tinue disliking generous others and may even antisocially punish them (Study 3). Study 3 also
shows that the link between participants’ evaluations and their own generous/selfish decision-
making emerges across almost all sampled cultures, suggesting that this pathway may be a
foundational piece of social cognition. In this sense, evaluation based on dissimilarity is anal-
ogous to reciprocity, which is also seen cross-culturally (Curry et al., 2019). Although the
idea that participants like others who behave similarly to them may seem obvious, it remains
striking that similarity will yield positive evaluations of even personally harmful behavior and
that this occurs cross-culturally. Taken together, this prominent effect and cross-cultural evi-
dence suggest that the link between decision-making and social evaluation is a foundational
piece of social cognition.

The results fill gaps in earlier theories on the role of social norms in impacting evaluations.
Research arguing for the Observational view (i.e., the “Common is Moral heuristic”) posit that
atypical behavior will be judged negatively (Goldring & Heiphetz, 2020; Gollwitzer, Martel,
Bargh, & Chang, 2020; Lindström et al., 2018; Xiang et al., 2013). The present results suggest
that expectation-violations should instead be primarily seen as deviations relative to people’s
own behavior. As our four studies demonstrated, this clearly manifests in the UG and PGG.
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This conclusion also applies beyond economic games. For example, the Observational view
has been used to explain why individuals judge harmful and weird acts as worse than typical
harmful behavior (e.g., hitting someone with a frozen fish is seen as worse than punching
them; Walker, Turpin, Fugelsang, & Białek, 2021). Although previous studies have explained
patterns like these in terms of how typical the behavior is, the present results suggest that it
is more accurate to reason that they arise because individuals would be unwilling to perform
the weird behavior themselves.

The present findings point to a potential mechanistic link between how participants make
decisions and how they evaluate others’ decisions. This is consistent with neural evidence
and conceptual accounts, arguing for how the brain co-opts neural operations for multiple
purposes (Lockwood, Apps, & Chang, 2020; Parkinson & Wheatley, 2015). For example,
studies on mirror neurons show how the neural populations responsible for performing some
action (e.g., waving hello) also encode information when observing another person perform
said action (Iacoboni et al., 2005; Oosterhof, Tipper, & Downing, 2013). Another parallel
comes from studies on reward processing. Receiving a reward recruits some of the same brain
regions that also activate when observing another person receive a reward (e.g., the ventrome-
dial prefrontal cortex; Morelli, Sacchet, & Zaki, 2015). Cognitive psychology also suggests
co-opting of algorithmic processes between “non-social” and social cognition. For instance,
reinforcement learning models originally designed for decision-making research also apply
to understanding how individuals infer another person’s goals based on their decisions (Jara-
Ettinger, 2019; Jern, Lucas, & Kemp, 2017). Adding to this theoretical position, the present
findings may suggest that there is an overlap between the cognitive processes responsible for
decision-making and those responsible for social evaluation (Cushman, 2013).

Each study also showed significant effects of reciprocity, whereby participants behaved
more selfishly after being treated selfishly and more generously after being treated gen-
erously. Consistent with earlier research, we identified both direct reciprocity in repeated
dyadic/group interactions (Studies 3 and 4) and indirect reciprocity in interactions with mul-
tiple anonymous others (Studies 1 and 2; Kelley & Stahelski, 1970b; Nowak & Sigmund,
2005; Romano, Saral, & Wu, 2022). Our results are also consistent with evidence that indi-
viduals often cooperate, conditionally, depending on others’ cooperation (Fischbacher et al.,
2001; Krueger, DiDonato, & Freestone, 2012). Our main point of novelty in this area was
showing that reciprocity effects mediate the impact of previous observations on expectations
and later decisions to punish, providing further evidence for the importance of measuring
participants’ own decision-making when investigating their evaluations.

Our findings on expectations and those on reciprocity can additionally be integrated in
terms of social alignment. Regarding participants’ expectations, participants punished dis-
similarity via rejection and rewarded similarity via acceptance. Punishment and reward often
serve as forms of communication (Ho, Cushman, Littman, & Austerweil, 2019; Sarin, Ho,
Martin, & Cushman, 2021), and punishing dissimilarity while rewarding similarity compels
other people to shift their behavior to be more like the punishers’. Alongside these punish-
ments, participants reciprocated others’ behavior. Taken together, these give rise to alignment:
Punishment/reward encourages others to be more like oneself, whereas reciprocity involves
making oneself more like others.
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6.1. Caveats

It should be noted that mediations (Studies 1–3) generally cannot provide evidence sup-
porting a specific causal direction (Valente, Pelham, Smyth, & MacKinnon, 2017), which
limits inferences into causal directions. However, correlational research develops key foun-
dations for future studies (Grosz, Rohrer, & Thoemmes, 2020), and Study 4 is an initial
step focusing on causality. An additional limitation was the use of deception in Studies 1,
2, and 4, where participants interacted with computers and not genuine human players. The
use of deception may undermine a study’s validity (Colson, Corrigan, Grebitus, Loureiro,
& Rousu, 2016; Krupat & Garonzik, 1994). Nonetheless, confirmatory analyses show how
the Study 2 and 4 results remain significant when examining only participants who believed
the deception (Supplementary Materials 2.3 and 3.2), and the Study 3 results show how the
conclusions remain robust in a design without any deception. Another caveat is that Stud-
ies 2 and 4 used time-saving as an incentive rather than monetary payment. Although ear-
lier work has validated the use of time-saving incentives (Jouxtel, 2019; Noussair & Stoop,
2015), time-saving incentives require further research. Finally, questions remain regarding
injunctive norms, as the present studies only considered expectations in terms of descriptive
norms. Potentially, the patterns found here generalize toward injunctive norms—for example,
instructing participants what offers they should expect only impacts their evaluations inso-
far as participants begin to propose those offers—although this remains a question for future
research.

7. Conclusion

Comparing the effects of past observations and personal decision-making in forming expec-
tations shows that the latter has a more primary role, such that participants punish behavior
dissimilar from their own more than behavior dissimilar to what is typical. However, previ-
ous observations have an indirect effect on evaluations, mediated by changes in participants’
own selfish/generous behavior. In a sense, these results invert the Golden Rule, which states
that “you should treat others how you wish to be treated.” The present results show that
you additionally expect others to treat you the same way that you treat others. Studies 1–3
demonstrated this point by modeling expectations and the temporal flow between observa-
tions, decision-making, and punishments. Study 4 provided causal evidence in support of this
hypothesis, demonstrating that participants will tend to trust others who copy them as much as
they trust outright generosity. Overall, our results point to the importance of social alignment
not only for decision-making, which is characterized by reciprocity but also for social evalua-
tion, which we show is principally characterized by an expectation of reciprocity. Beyond the
laboratory, these results are relevant for understanding social cooperation and have practical
implications for teaching acceptance of others’ unfamiliar behaviors and improving interac-
tion in less cooperative groups. Specifically, to teach acceptance of another person’s behavior,
individuals must be convinced to change their decision-making such that they would behave
the same way if they were in this other person’s shoes.
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