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ExTENDED ABSTRACT
We take the intriguing position that there is an inherent mecha-

nism built into giving goal-related advice that leads advisors to be 
less likely to practice what they preach. We posit that when giving 
advice to pursue (disengage from) a goal, the advisor’s expectation 
that the advice will be acted on allows him to vicariously experience 
goal progress (regression) through the expected advice-congruent 
behavior of the recipient. Via goal balancing, this progress (regres-
sion) leads the advisor to subsequently disengage from (engage in) 
the goal (Fishbach and Dhar, 2005) exhibiting advice-inconsistent 
behavior. When the expectation that advice will be acted on is elimi-
nated (thus taking away the unique vicarious nature of advice-giv-
ing), mechanisms such as the desire for consistency, self perception, 
and goal priming will lead advisors to engage in advice-consistent 
behavior. Three studies explore these predictions.

Participants in Study 1 advised a friend to either stick to a 
healthy eating goal or indulge for a special occasion. Advice given 
was manipulated between subject: to induce participants to give pur-
sue (disengage from) goal advice, scientific evidence was presented 
stating that individuals should never indulge (indulge occasionally) 
to increase goal achievement likelihood. After giving advice, par-
ticipants indicated their preference on an 8-point scale between an 
unhealthy (1) and healthy snack (8), presented as being a token of 
thanks while actually serving as a measure of goal-related behavior. 
As hypothesized, participants who gave advice to stick to the healthy 
goal preferred the healthy snack less (M=3.6) than those who gave 
disengage advice (M=4.7, F(1,37)=5.15, p<0.05).

Using an academic goal context, Study 2 explored whether giv-
ing advice to pursue a goal leads an advisor to experience heightened 
goal progress. Participants in a goal-related advice condition gave 
advice to a friend to study for an exam (pursue academic goal) rather 
than attend a party in neighboring city. This condition was compared 
to two controls, one in which participants read about their friend’s 
academic goal-related behavior (read about goal pursuit condition; 
designed to rule out the possibility that progress results from simple 
goal activation), and the other in which participants gave advice 
about what microwave to buy (non-goal advice condition; designed 
to rule out possibility that progress results from giving advice in any 
domain, regardless of goal-relevance). After completing one of these 
conditions and in an ostensibly unrelated task, participants reported 
what percent of the past twenty-four hours they spent pursuing their 
own academic goal, which served as a measure of perceived aca-
demic goal progress. 

Results indicate that individuals in the goal-related advice con-
dition reported an inflated sense of academic goal progress (M=62.67, 
SD=26.71) relative to the two control conditions together (M=47.42, 
SD=28.76;  F(1,82)=5.84, p<.05), the read about goal pursuit condi-
tion alone (M=46.29, SD=28.58, F(1,82)=5.33, p<.05), and the non-
goal advice condition alone (M=48.75, SD=29.53, F(1,82)=3.88, 
p=.05). Thus, participants who gave advice to a friend to pursue the 
academic goal exhibited more goal progress than individuals who 
gave non-goal advice and those who simply read about goal pursuit, 
lending support to our position that advisors experience vicarious 
goal progress when giving advice to pursue a goal. 

Study 3 observed post-advice behavior after turning on and off 
the vicarious goal progress/regression mechanism by manipulating 
whether advisors perceived that recipients acted on their advice. This 

design allowed us to explore the mechanism of vicarious goal prog-
ress/regression directly. This study also explored the moderator of 
goal strength. An advisor will be more attuned to the discrepancy 
between the current and desired end-state with a goal he is concerned 
with and invested in (Förster, Liberman, & Friedman, 2007). There-
fore, we make the counterintuitive prediction that individuals with 
high (vs. low) goal strength will be more likely to behave in an ad-
vice-inconsistent manner. 

First, participants gave advice to a friend about whether to study 
for an exam (pursue academic goal) or attend a party in a neighboring 
city over the weekend (disengage from academic goal). Advice given 
was manipulated between-subject: to induce participants to give pur-
sue (disengage) advice, the test was framed as important (unimport-
ant) and the party as unimportant (important). 

After writing down their advice, participants were asked to 
imagine they called their friend over the weekend to find the friend 
either acting on given advice or not acting on advice given due to 
external circumstances. Participants then completed an ostensibly 
unrelated task where they indicated their preference between watch-
ing one of two videos on an 8-point scale: one unrelated to the goal (1 
= clips from funny TV shows) and one congruent with the academic 
goal (8 = how to retain more from studying). Participants watched 
the videos and answered video questions to complete the cover story. 
Finally, participants reported the extent to which doing well in school 
was a priority for them, which served as a measure of academic goal 
strength.

There was a three-way interaction between advice given, ad-
vice acted on, and goal strength on preference between the videos 
(F(1,83)=3.83, p=0.05). Spotlight analysis (Irwin & McClelland, 
2001) indicated that the interaction between advice given and ad-
vice acted on was absent among participants with low academic goal 
strength (F(1,83)=0.09, NS) and present among participants with 
high academic goal strength (F(1,83)=10.06, p<0.01). Among those 
with high goal strength who learned that their advice had been acted 
on, those who gave advice to pursue the goal were subsequently less 
likely to prefer the goal-related video than those who gave advice to 
disengage (F(1,83)=3.58, p=0.06) replicating the pattern of advice-
inconsistent behavior from Study 1. Conversely, those who learned 
their advice had not been acted on behaved in a pattern of advice-
consistent behavior: giving advice to pursue the goal led to a higher 
preference for the goal-related video than giving advice to disengage 
(F(1,83)=7.14, p<0.01). 

In sum, this research sheds light on the nascent area of feedback 
effects of advice-giving on advisors. Three studies provide evidence 
across two goal domains for the position that advisors experience 
goal progress/regression when giving goal-related advice to others, 
leading to advice-inconsistent behavior.
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