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	1 ACCESSION NUMBER: 2000-95010-240
DOCUMENT TYPE: Dissertation-Abstract
AUTHOR: Breen,-Robert-B
TITLE: Affinity for gambling and impulsivity: Effects on participation and perseverance.
SOURCE: Dissertation-Abstracts-International:-Section-B:-The-Sciences-and-Engineering. Jun 2000; Vol 60 (11-B): 5763
ISSN (PRINT VERSION): 0419-4217
UMI ORDER NUMBER: AAI9952248
LANGUAGE: English
ABSTRACT: This paper describes a series of experiments that attempted to create a valid laboratory model of gambling behavior. Specifically examined were factors that may influence the decision to begin gambling, and factors that may influence perseveration once gambling has started. Both the decision to begin gambling and perseveration once gambling probably contribute to a pattern of behavior known as "chasing". "Chasing" is a ubiquitous problem in pathological gambling. The term refers to continued gambling despite the loss of money and severe social and personal consequences. Subjects were male college students who reported that they had some actual history of gambling. They were assessed on measures of gambling problems, attitudes and beliefs about gambling, and impulsivity and sensation-seeking. All subjects were paid ten dollars for their participation. They were given the choice of using the ten dollars to gamble with, and to possibly win more money, or they could choose to keep their money and not gamble. Subjects who decided to gamble could bet as many times as they wished, as long as they had money left. They could quit whenever they decided to do so. In Experiment 1, all those who chose to gamble were exposed to a pre-programmed sequence of wins and losses which allowed them to win money initially, but losing increased with perseveration. This was called the "declining" sequence. Subjects who persevered until they had lost all their available money were labeled "Chasers", while those who quit with some money left were labeled "Non-Chasers". In Experiment 2, half the subjects were exposed to the same sequence from Experiment 1, and half to a "50-50", or "chance" sequence. It was found that a measure of attitudes and beliefs about gambling reliably predicted the decision to gamble in both experiments. While a measure of impulsivity predicted chasing in Experiment 1, this finding did not replicate in Experiment 2, nor was there any sequence effect. It is thought that the elimination of certain "delaying" cues in Experiment 2 affected the results. The results are discussed in terms of practical clinical applications, and suggestions are made for improvement in the method. (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Gambling-; *Impulsiveness-; *Persistence-
Links to Library Holdings: 



Complete Record

In Database: PsycINFO 2000.



	[image: image4] http://web5.silverplatter.com.ezproxyme.fullerton.edu/webspirs/start.ws?customer=calstate&databases=(PSYI)


	[image: image5.wmf]
	2 [image: image6]ACCESSION NUMBER: 2001-00204-001
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Anderson,-Leon; Newell,-Kit; Kilcoyne,-Joseph
TITLE: "Selling blood": Characteristics and motivations of student plasma donors.
SOURCE: Sociological-Spectrum. Apr-Jun 1999; Vol 19 (2): 137-162
ISSN (PRINT VERSION): 0273-2173
LANGUAGE: English
ABSTRACT: Examined donor characteristics and motivational dynamics of remunerated blood plasma donation by US university students. Characteristics included gender, class rank, parental income, employment, and paid plasma and/or Red Cross donation. Of 409 students surveyed, 10% reported selling plasma. Compared to nondonors and nonremunerated Red Cross donors, paid plasma donors were predominantly male, from higher income families and had higher rates of employment while in school. They also exhibited greater rates of alcohol consumption and cigarette smoking. Drawing on focus-group and individual interviews, the authors describe the plasma donation experience, with emphasis on motivational dynamics. Unlike Red Cross donors, paid plasma donors did not feel a strong identification with altruistic aspects of the blood donor role. They were motivated to continue donating in order to secure an easy source of pocket money. Among students selling plasma frequently, self-deferral from long-term donation tended to result from growing concerns about the physical effects of continuing donation, and/or increases in disposable income from other sources. Implications for social policy and research are discussed. (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Blood-Plasma; *Monetary-Incentives; *Motivation-; *Student-Characteristics; *Tissue-Donation
MINOR DESCRIPTORS: Charitable-Behavior; College-Students
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	3 ACCESSION NUMBER: 1999-10948-001
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Flora,-Stephen-R; Flora,-David-B
TITLE: Effects of extrinsic reinforcement for reading during childhood on reported reading habits of college students.
SOURCE: Psychological-Record. Win 1999; Vol 49 (1): 3-14
ISSN (PRINT VERSION): 0033-2933
LANGUAGE: English
ABSTRACT: The effects of participation in the "Book It!" reading program and parental pay for reading on reported reading habits of college students was investigated. 171 undergraduates were surveyed about the amount they read per week, their intrinsic interest in reading, if they participated in the Book It! program, and if their parents paid them money to read during childhood. If they participated in Book It! and/or were paid to read, they were also asked what effects these factors had on their learning to read, their enjoyment of reading, and on the amount they read. Neither being reinforced with money or pizzas increased or decreased the amount Ss read nor influenced their intrinsic motivation for reading. Answers to direct questions about Book It! and parental pay for reading suggest that when a child is extrinsically reinforced for reading the child will increase the amount read, enjoyment of reading may increase, and if they do not yet know how to read fluently, the programs may help the child to learn to read. These results provide no support for the myth that extrinsic rewards for reading undermine intrinsic interest in reading. Rather, extrinsic rewards for reading set the conditions where intrinsic motivation for reading may develop. (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *External-Rewards; *Intrinsic-Motivation; *Reading-; *Reading-Education; *Reinforcement-
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	4 ACCESSION NUMBER: 1998-12265-004
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Weesie,-Jeroen; Franzen,-Axel
TITLE: Cost sharing in a volunteer's dilemma.
SOURCE: Journal-of-Conflict-Resolution. Oct 1998; Vol 42 (5): 600-618
ISSN (PRINT VERSION): 0022-0027
LANGUAGE: English
ABSTRACT: Many interesting situations of public good provision such as a bystander's decision to help a victim, a committee member's decision to veto, or a company's decision to develop innovative products can be described by the volunteer's dilemma (VOD). The authors analyze a variant of the VOD in which the costs of producing a public good are shared equally among the volunteers rather than paid in full by each of the volunteers. The game theoretic solution predicts that the probability of volunteering is larger under the condition of sharing than when each volunteer pays the full cost. It is predicted that, even when cost sharing, the individual probability to volunteer decreases with group size, and larger groups still underproduce the public good. Predictions are tested using data collected via a mailed questionnaire to students of Berne University. The quantitative predictions of the game-theoretic models do not describe the data well, even when the models are extended with risk preferences. However, the less informative qualitative prediction that cost sharing increases the individual probability to volunteer is supported by the data. (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Costs-and-Cost-Analysis; *Game-Theory; *Money-; *Motivation-; *Preferences-
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	5 ACCESSION NUMBER: 1998-02280-003
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Hemesath,-Michael; Pomponio,-Xun
TITLE: Cooperation and culture: Students from China and the United States in a prisoner's dilemma.
SOURCE: Cross-Cultural-Research:-The-Journal-of-Comparative-Social-Science. May 1998; Vol 32 (2): 171-184
ISSN (PRINT VERSION): 1069-3971
LANGUAGE: English
ABSTRACT: Examined individual economic behavior in a prisoner's dilemma experiment among 17 Chinese vs 13 American undergraduates. Ss were gathered in a large conference room where the details of the prisoner's dilemma, including the consequences of each choice and the fact that they would be paid in real money, was explained to them. Ss played 4 games choosing 4 different partners. A total of 61 games were played, representing 122 decisions. Results show that the Chinese Ss cooperated 53.7% of the time and American Ss only cooperated 25.5% of the time. These results suggest that Americans behave in a more self-interested, less cooperative manner than the Chinese do. (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Cross-Cultural-Differences; *Economics-; *Foreign-Students
MINOR DESCRIPTORS: Individual-Differences; Prisoners-Dilemma-Game
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	6 ACCESSION NUMBER: 1995-07810-001
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Arkes,-Hal-R; Joyner,-Cynthia-A; Pezzo,-Mark-V; Nash,-Jane-Gradwohl; et-al
TITLE: The psychology of windfall gains.
SOURCE: Organizational-Behavior-and-Human-Decision-Processes. Sep 1994; Vol 59 (3): 331-347
ISSN (PRINT VERSION): 0749-5978
LANGUAGE: English
ABSTRACT: Hypothesized that windfall gains are spent more readily than other types of assets. Three questionnaire studies supported this hypothesis and led to the conclusion that the unanticipated nature of windfall gains is responsible for their heightened proclivity to be spent. This hypothesis was then tested in 2 studies using actual money. In both studies, 1 group of male undergraduates was told 1 to 5 days before an experiment that they would be paid for their participation, whereas another group was told about the money only after they arrived at the experiment. In the 1st cash study, those who were given no forewarning of the money bet significantly more during a gambling game than did those who anticipated the payment. In the 2nd cash study, those who did not anticipate the money spent more money at a basketball game than did those who anticipated the money. (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Consumer-Attitudes; *Consumer-Behavior; *Expectations-; *Money-
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	7 ACCESSION NUMBER: 1993-25476-001
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Kaufman,-Cynthia-M; Kerr,-Norbert-L
TITLE: Small wins: Perceptual focus, efficacy, and cooperation in a stage-conjunctive social dilemma.
SOURCE: Journal-of-Applied-Social-Psychology. Jan 1993; Vol 23 (1): 3-20
ISSN (PRINT VERSION): 0021-9029
LANGUAGE: English
ABSTRACT: Used a multistage social dilemma to explore the notion that focusing on part rather than all of a complex problem would affect self-efficacy and action. In 2 experiments, 268 female undergraduates considered a multistage game asking them to invest an initial sum of money in hopes of earning a larger bonus to be paid if provision points were met at all stages (a "stage-conjunctive" task). Ss in Exp 1 were scheduled in groups of 5, whereas Ss in Exp 2 were told that they were part of a group of 50 players. Under most conditions, presentation of the whole problem encouraged cooperation. The opposite pattern occurred when group members were asked to complete very demanding stages first. The authors suggest that these results depend strongly on the stage-conjunctive nature of the large win and the social dilemma nature of each small win. (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Cooperation-; *Self-Efficacy; *Task-Complexity
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DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Major,-Brenda; McFarlin,-Dean-B; Gagnon,-Diana
TITLE: Overworked and underpaid: On the nature of gender differences in personal entitlement.
SOURCE: Journal-of-Personality-and-Social-Psychology. Dec 1984; Vol 47 (6): 1399-1412
ISSN (PRINT VERSION): 0022-3514
LANGUAGE: English
ABSTRACT: Two experiments tested the hypothesis that women's internal standards of fair pay for their work are lower than men's and examined possible causes of this difference. In Exp I, 36 male and 40 female undergraduates were asked to pay themselves in a private situation what they thought was fair pay for a fixed amount of work. Social comparison information was varied. As predicted, females paid themselves less money than males in the absence, but not the presence, of social comparison information. In Exp II, 40 males and 40 females were asked to do as much work as they thought was fair for a fixed, prepaid amount of money. Ss believed that their work was either monitored or unmonitored. Females worked significantly longer, did more work, and did more correct work than males in both public and private work settings. Females, but not males, worked longer when they believed their work was monitored than when they believed it was unmonitored. It is suggested that individuals tend to base their behavior on comparisons with same-sex reference groups in the absence of salient comparison others. (40 ref) (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Equity,-Payment; *Human-Sex-Differences; *Social-Comparison; *Social-Perception
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	9 ACCESSION NUMBER: 1986-24509-001
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Greenberg,-Jerald
TITLE: Differential intolerance for inequity from organizational and individual agents.
SOURCE: Journal-of-Applied-Social-Psychology. 1986; Vol 16 (3): 191-196
ISSN (PRINT VERSION): 0021-9029
LANGUAGE: English
ABSTRACT: 126 undergraduates were promised $2 for participating in a consumer marketing survey and were randomly assigned to be either overpaid, underpaid, or equitably paid for their participation by either an individual (the experimenter) or an organizational (a large manufacturing firm) agent. On completion of the task, Ss were presented with a payment envelope, asked to open it, count the money, and sign a receipt for $2 before leaving. Results support the idea that reactions to inequity partly depend on the identity of the inequity-causing agent. The rate of keeping an overpayment was significantly greater when it came from an organization than from an individual, and overpayment was more frequently given up when it came from an individual than from an organization. Findings appear to be a manifestation of a general tendency for people to prefer to benefit themselves at the expense of organizations than at the expense of other individuals. It is concluded that organizations are more acceptable targets than individuals for attempts to redress underpayment inequities. (9 ref) (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Equity,-Payment; *Organizations-
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	10 ACCESSION NUMBER: 1986-01124-001
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Griffith,-WI; Gray,-LN
TITLE: A note on the "social law of effect": Expanding the model.
SOURCE: Social-Forces. Jun 1985; Vol 63 (4): 1030-1037
ISSN (PRINT VERSION): 0037-7732
LANGUAGE: English
ABSTRACT: Proposes that a growing body of research suggests the appropriateness of social analogs to such psychological constructions as F. J. Herrnstein's (see record 1970-10034-001) law of effect. The present paper expands the model to include information about the quality of directive acts and external environmental levels of reinforcement. In an experimental test of the model, 20 groups of undergraduates, each composed of 5 Ss, played a word game in face-to-face interaction situations and were motivated to participate by being paid a fixed rate plus the incentive of an additional amount of money for the group with the highest task accomplishment. Each S initiated 1 directive action at a time, and each action was followed by a reaction (compliance or rejection) by the other 4 members. Results suggest that the 3 independent variables--directive activity, compliance, and the quality of suggestions made (determined by the number of acceptances)--explained 93% of the variance in compliance; both directive activity and evaluation by the environment were substantially important in predicting compliance. It is concluded that the multivariate model shows promise in expanding applications of the law of effect to more natural interaction situations. (13 ref) (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Compliance-; *Group-Dynamics
MINOR DESCRIPTORS: Environment-; Models-; Reinforcement-
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	11 ACCESSION NUMBER: 1985-20101-001
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Arkes,-Hal-R; Blumer,-Catherine
TITLE: The psychology of sunk cost.
SOURCE: Organizational-Behavior-and-Human-Decision-Processes. Feb 1985; Vol 35 (1): 124-140
ISSN (PRINT VERSION): 0749-5978
LANGUAGE: English
ABSTRACT: The sunk cost effect is manifested in a greater tendency to continue an endeavor once an investment in money, effort, or time has been made. Evidence is presented that the psychological justification for this behavior is predicated on the desire not to appear wasteful. In a field study with 54 Ss, those who had initially paid more for a season subscription to a theater series attended more plays during the next 6 mo, presumably because of their higher sunk cost in the season tickets. Several questionnaire studies with college students corroborated and extended this finding. Ss who had incurred a sunk cost inflated their estimate of how likely a project was to succeed compared to the estimates of the same project by those who had not incurred a sunk cost. The basic sunk cost finding that people will throw good money after bad appears to be well described by prospect theory (D. Kahneman and A. Tversky, 1979). Only moderate support was obtained for the contention that personal involvement increases the sunk cost effect. The effect was not lessened by having taken prior courses in economics. It is shown that the sunk cost effect cannot be fully subsumed under cognitive dissonance theory, the idea of entrapment, or foot-in-the-door or low-ball techniques. (20 ref) (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Costs-and-Cost-Analysis; *Motivation-
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DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Messe,-Lawrence-A; Watts,-Barbara-L
TITLE: Complex nature of the sense of fairness: Internal standards and social comparison as bases for reward evaluations.
SOURCE: Journal-of-Personality-and-Social-Psychology. Jul 1983; Vol 45 (1): 84-93
ISSN (PRINT VERSION): 0022-3514
LANGUAGE: English
ABSTRACT: Hypothesized that internal standards (whether based on an established sense of "own equity" or experimentally induced), as well as social comparison, can influence pay evaluations. In Study 1, 58 undergraduates completed 4 tasks for pay. Payment was the same (low, medium, or high) for the 1st 3 tasks; for the 4th, Ss received the same or more or less money. Both induced and established internal standards were found to affect Ss' perceptions of the fairness of their own pay. In Study 2, 115 Ss were seated in pairs during their task so that they could observe how much the other S was paid. Both an established internal standard and social comparison affected Ss' fairness judgments. Results also indicate that absolute amount of pay had a greater impact on evaluations of satisfaction than on fairness judgments. Results are discussed in terms of the complex bases of reward evaluation. (15 ref) (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Equity,-Payment; *Social-Perception
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	13 ACCESSION NUMBER: 1974-26839-001
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Grabitz-Gniech,-Gisla; Grabitz,-Hans-J
TITLE: The influence of freedom-loss and freedom-restoration on the reactance effect.
SOURCE: Zeitschrift-fuer-Sozialpsychologie. 1973; Vol. 4 (4): 361-365
ISSN (PRINT VERSION): 0044-3514
LANGUAGE: German
ABSTRACT: Conducted a 2 * 2 design study of the effect of (a) the kind of freedom-loss (elimination of one alternative vs restriction to one alternative out of several) and (b) the duration of freedom-loss (freedom-loss vs freedom-restoration) on the attractiveness of 4 different paintings. Ss were paid (experimental credit and/or money) university students. Both kinds of freedom-loss showed the expected reactance effects. Contrary to the hypothesis, reactance occurred even when the freedom was restored. This reactance effect may have resulted from both the loss and restoration of freedom being caused by the same agent without any control by the Ss. (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Aesthetic-Preferences; *Choice-Behavior
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	14 ACCESSION NUMBER: 1981-11917-001
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Porac,-Joseph-F-; Salancik,-Gerald-R-
BOOK SOURCE: Organizational Behavior & Human Performance (pp.197-212). Netherlands: Elsevier Science
ISSN (PRINT VERSION): 0030-5073
LANGUAGE: English
ABSTRACT: Tested the hypothesis that the value of 1 extrinsic reward will be undermined when another extrinsic reward is made contingent upon the same activity. 36 male undergraduates were assigned to 1 of 3 groups. 12 Ss were paid a monetary reward for engaging in a monotonous activity and were then given the opportunity to continue to work voluntarily for additional payment. 12 Ss were given both money and extra experimental credit for the required task and were likewise offered additional pay for voluntary extra work. 12 Ss received money for the required task but were given no additional rewards for extra work. It was observed that money-plus-credit Ss did less extra work for pay than money-only Ss. They also rated the monetary reward as of less value to them. Ss paid during the initial task session but not for extra work did less additional work than those paid in both sessions. It is concluded that extrinsic rewards are nonadditive and that current models of undermined rewards are too limited to account for this phenomenon. (43 ref) (PsycINFO Database Record (c) 2004 APA, all rights reserved)
MAJOR DESCRIPTORS: *External-Rewards; *Extrinsic-Motivation; *Performance-
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	15 ACCESSION NUMBER: 1979-03544-001
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Pierce,-WDavid
TITLE: Rank consensus and experimentally induced changes in interpersonal evaluations.
SOURCE: Psychological-Reports. Dec 1977; Vol 41 (3, Pt 2): 1331-1338
ISSN (PRINT VERSION): 0033-2941
LANGUAGE: English
ABSTRACT: Changes in participation and mediated outcomes of top and bottom members were used to alter interpersonal evaluations in discussion groups varying in rank consensus. Ss were 12 paid female undergraduates selected for their expressed need of money. Bottom members consistently improved in evaluation with increased participation. Top members did not decline in evaluations with decreased participation once rank consensus was established. Consensus appears to operate more through status credits than equity processes. Finally, results of evaluation changes due to changes in mediated outcomes are supportive of exchange theory and the giving of status for valued contributions. (21 ref) (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Group-Discussion; *Group-Participation; *Group-Performance; *Interpersonal-Interaction; *Status-
MINOR DESCRIPTORS: Evaluation-
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	16 ACCESSION NUMBER: 1978-21046-001
DOCUMENT TYPE: Journal
AUTHOR: Bordon,-Richard-J; Taylor,-Stuart-P
TITLE: Pennies for pain: A note on instrumental aggression toward a pacifist by vanquished, victorious, and evenly-matched opponents.
SOURCE: Victimology-. Spr 1976; Vol 1 (1): 154-157
ISSN (PRINT VERSION): 0361-5170
LANGUAGE: English
ABSTRACT: Investigated whether the expression of instrumental aggression toward a nonaggressive other is influenced by the degree to which the potential aggressor can successfully defeat his opponent. Each of 30 undergraduates competed on S. P. Taylor's (see record 1967-16694-001) multitrial reaction time (RT) task with a confederate opponent (OP). If the S responded faster on a trial than the OP, the S could select 1 of 5 intensities of shock for the OP. If the OP responded faster than the S, the OP always adminstered the lowest intensity of shock to the S. On subsequent trials, Ss were informed they would receive greater amounts of money for administering higher intensities of shock, but would only be paid when their RT was faster than that of their opponents. Results indicate that winning Ss increased their settings during the session; equally matched and losing Ss remained constant across trials. Thus, the highest level of aggression was shown by Ss who consistently defeated their opponent. Results reaffirm A. H. Buss's (1961) contention that instrumental value can importantly influence the intensity of interpersonal aggression. (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Aggressive-Behavior; *Competition-; *Interpersonal-Interaction; *Monetary-Incentives
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DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Schvaneveldt,-Roger-W; Meyer,-David-E; Becker,-Curtis-A
TITLE: Lexical ambiguity, semantic context, and visual word recognition.
SOURCE: Journal-of-Experimental-Psychology:-Human-Perception-and-Performance. May 1976; Vol 2 (2): 243-256
ISSN (PRINT VERSION): 0096-1523
LANGUAGE: English
ABSTRACT: Tested 2 hypotheses about the recognition of ambiguous words. 24 paid high schoolers and 24 paid college students participated in 2 experiments in which Ss decided whether selected strings of letters were English words. The stimuli included test sequences of 3 words in which the 2nd word had 2 distinct possible meanings, whereas the 1st and 3rd words were related to these meanings in various ways. When the 1st and 3rd words were related to the same meaning of the ambiguous 2nd word (e.g., save-bank-money ), the reaction time (RT) to recognize the 3rd word decreased. But when the 1st and 3rd words were related to different meanings of the 2nd word (e.g., river-bank-money ), the RT for the 3rd word was not reliably different from a control sequence with unrelated words. These data favor the selective-access hypothesis which posits that during recognition, prior semantic context will bias individuals to access one meaning of an ambiguous word rather than another. Selective access to lexical memory is discussed in relation to passive and active models of word recognition. (PsycINFO Database Record (c) 2003 APA, all rights reserved)
MAJOR DESCRIPTORS: *Contextual-Associations; *Memory-; *Recognition,-Learning; *Stimulus-Ambiguity; *Word-Meaning
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	18 ACCESSION NUMBER: 1972-08826-001
DOCUMENT TYPE: Peer-Reviewed-Journal
AUTHOR: Kahn,-Arnold
TITLE: Reactions to generosity or stinginess from an intelligent or stupid work partner: A test of equity theory in a direct exchange relationship.
SOURCE: Journal-of-Personality-and-Social-Psychology. Jan 1972; Vol. 21 (1): 116-123
ISSN (PRINT VERSION): 0022-3514
LANGUAGE: English
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