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This research explores the mechanisms underlying psychological conservatism and liberalism that influence conviction and ultimately

the adoption of green behaviors. An alternative perspective is provided for breaking the status quo behavior that is at the root of

conviction, allowing individuals to become more open to new information. Additionally, tailored messages are developed to facilitate

focal behaviors based on conservative and liberal thinking.
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Extended Abstract
Central issues confronting transformative researchers are how to get consumers to adopt consumption (e.g., healthy food choices) 

and disposition behaviors (e.g., recycling). A better understanding is needed for why adoption of these behaviors has been slow to catch 
on, and why these behaviors tend to fall along ideological lines. In this research, we explore the psychological mechanisms underlying 
conviction, the impact of conviction on consumer decision making, and ways to appeal to different ideologies in promoting the adoption 
of green behaviors and healthy consumption. 

In study 1, we develop a conceptual model for how conviction can be altered via mortality salience manipulation to influence consumer 
decision making, leading to status quo choices and suboptimal decisions. Study 2 examines the theoretical framework underlying these 
effects and demonstrates how consumers who have lowered conviction can become more open-minded and consider new information. 
Finally, in study 3, we extend our understanding of conviction and ideology by examining a green behavior (recycling) from 10,000 
households relative to our theoretical model. In addition, we develop tailored messages that may appeal to both conservatives and liberals 
in promoting this green behavior. 

Review of the Literature
The subject of ideology has been pervasive in the behavioral literature in recent years. Ideology has been examined across multiple 

disciplines in many different ways. This area has recently been extended to understanding differences between conservatives and liberals. 
For example, McAdams et al. (2008) used life-narrative interviews of self-labeled psychological conservatives and liberals. Liberals 
were found to recall stories of lessons learned regarding openness and empathy while finding the values of harm and fairness as being 
the most relevant to them. In contrast, conservatives were more likely to recall lessons learned in regards to authority, strict rules, and 
self discipline while finding the values of purity, authority, and in-group as being the most relevant. Furthermore, Morrison and Miller 
(2008) describe conservatives as descriptive deviants in that they tend to move toward and conform to the desirable group attitude, while 
liberals can be referred to as prescriptive deviants who tend to move away from the desirable group attitude. In line with this theorizing, 
Janoff-Bulman, Sheikh, and Hepp (2009) recently described differences between liberals and conservatives in terms of prescriptive and 
proscriptive morality. Prescriptive morality involves activating positive behavior, whereas proscriptive morality is defined as inhibiting 
negative behavior. Conservatives were found to be more proscriptive in that they restrain undesired behaviors to better the overall social 
order, whereas liberals are more prescriptive in that they focus on desired behaviors to improve the overall social justice (Janoff-Bulman 
et al., 2009). 

Proposed Conceptual Framework
While the characteristics and moral orientations underlying ideology are apparent, it is important to note that one’s views can be 

significantly polarized by incoming information that often leads to significant strengthening of one’s ideology. Such polarization is referred 
to as eliciting closed-mindedness or conviction (Ledgerwood and Chaiken, 2007). While little is actually known about conviction, how 
it manifests, or how it might influence behavior, research has begun to indicate that self-affirming information may increase openness 
to information even if the new information conflicts with a salient identity (Cohen et al., 2007). 

Conservatives. Recent research suggests that conservatives are likely to exhibit a motivated tendency to construe the status quo 
as the most desirable and reasonable state of affairs (Kay et al., 2009). This tendency is increased when personal control is threatened 
(Kay, et al. 2008). Thus, strategies for behavior change that invoke negative emotion that threatens personal control toward a behavior 
often does not lead to the intended behavior, rather, it potentially leads to the opposite—adhering to the status quo. However, Kay et 
al. (2008) also found that some reduction in status quo tendencies was exhibited when the system was perceived as being benevolent. 
Thus, it may be possible to break the status quo tendency with positively primed messages based on self-affirmation of in-group norms 
to increase openness to information (Cohen et al., 2007).
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Liberals. Liberals are likely to engage in green behaviors because they are desirable behaviors for the social good. Moreover, liberals 
are prescriptive deviants who tend to move away from the desirable group attitude, and thus, may hold positive views of green behaviors 
because they deem them as the right thing to do regardless of whether others are engaging in these behaviors. While many liberals 
may currently adhere to green behaviors, it may be possible to elicit further adoption by evoking positive consequences (as opposed to 
thoughts about their death) by priming that green behaviors are the right thing to do and help society as a whole. 

Plan of Studies and Methodology
Study 1. Study 1 was an experimental study with college students at a large eastern university who were administered a survey about 

their PFC (preference for consistency), followed by either a mortality salience manipulation or a positive consequence (control) condition 
where they wrote about watching TV, and follow up conviction items. Participants low in PFC (liberals) who received the mortality 
salience prime vs. a control condition, exhibited increased conviction (M=4.9), while those conservatives high in PFC who received the 
positive consequences prime, exhibited lowered conviction (M=3.7), and thus be more likely to adopt green behaviors (t264=4.26, p<.05). 

Study 2. Study 2 will involve an experimental design to develop tailored messages for both liberals and conservatives. For conservatives, 
the message will elicit vulnerability but be self-affirming relative to their in-group’s participation in green behaviors. For liberals, the 
tailored message will be positive in tone, illustrating the favorable consequences of engaging in green behaviors and that it is the right 
thing to do. Several green behaviors will be examined relative to their adoption of these behaviors. 

Study 3. Study 3 will examine the implementation of our theoretical framework to better understand adoption of green behaviors 
in a field setting. Specifically, we will examine the effects of psychological ideology and conviction relative to message priming in on 
actual recycling behavior across 10,000 households in support of our conceptual framework. 
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Process Versus Outcome Focus: How to Encourage Consumer to Increase Repayment Amount
Lili Wang, Shanghai Jiao Tong University, China

Wei Lv, Shanghai Jiao Tong University, China

Most decision research on credit cards has focused on understanding why consumers over-spend with credit. In order to solve debt 
problem, it is necessary to encourage individual to repay more each month to reduce the debt amount. Taylor and Schneider (1989) suggested 
that mental simulation served problem-solving functions and emotional regulation functions for turning imagined experience into action. 
So in present paper, we tried to manipulate mental simulation to encourage consumer to increase repayment amount. Meanwhile, we 

There are two kinds of mental simulation—process simulation and outcome simulation (Pham and Taylor 1999; Escalas and Luce 
2003, 2004). Process simulation help individual to rehearse the process to reach an envisioned end state, so individual can identify and 
organize the steps involved in the activities needed to get there, which, in turn, yields a plan. At the same time as one is mentally walking 
through these activities, the emotions that will be involved may be evoked, at least in a modest state, such that one can anticipate what 
these emotional states will be and develop some degree of control over them. Outcome simulation espouses an “I can do it” effect on 
goal pursuit. It helps individual to envision the outcome that one wants to achieve may facilitate efforts to achieve the goal or enhance 


