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Academic Positions

2006 – Present  Tenure-track Lecturer (Assistant Professor equivalent),

Department of Economics, University of Essex.  

Education

August 2006  University of California at Berkeley, Ph.D. 

May 1998  George Washington University, B.S. Economics

Research Interests

Applied Microeconomics and Econometrics, Altruism and Philanthropy, Consumer Behavior, Information Goods, Economics of the Family, Industrial Organization, Public Economics, Behavioral Economics, Experimental Economics, Development Economics

Teaching Experience

Organizational Management for MSc Students (Ec951): Includes contract theory, the theory of incentives, and the theory of the firm.  

Public Economics (EC355)

Advanced Microeconomics (Ec322):  Game theory and modeling.

Publications

"The Influence of Expert Reviews on Consumer Demand for Experience Goods: A Case Study of Movie Critics" with Professor C. M. Snyder, Journal of Industrial Economics, Vol. 53, No. 1, pp. 27-51, March 2005

Awards and Grants

July 2007  British Academy Small Research Grant.  “Experimental Evidence on Charitable Giving; Substitution and Social Influences”

June 2007  Teaching and Learning Innovation Fund (TALIF) award, joint with Dr. Tim Rakow, Andrew Wood, and Roy Bailey.  “Exploring the feasibility of MD301 – Strategic Decision Making.” 

2005-2006  X-lab Competitive Grant, X-lab Pilot Grant, University of California, Berkeley

Work In Progress and In Submission

“Does One Contribution Come at the Expense of Another?   Empirical Evidence on Substitution Among Charitable Donations” (Revise and resubmit, BEJEAP)
This paper estimates and describes how an shock that increases an individual's donation to one

cause tends to displace her gifts to other charitable causes, an effect I call "expenditure substitution." I use

the 2001-2005 waves of the PSID/COPPS, the first data set of its kind. Households that give more to one

type of charity tend to give more to others. However, the correlations between the residuals after fixed-effects regressions are often negative, particularly for larger donors and for certain categories of charitable

giving. I argue that, given plausible econometric assumptions, the negative correlations are strong evidence

of expenditure substitution. 
“Efficient Consumer Altruism and Fair Trade Products” (With Joon Song --  in submission) Yearly sales of "fair trade" products exceeds $2.3 billion worldwide. Consumers who are altruistic and rational will choose these product-donation bundles when the bundle is cheaper than its elements. Assume a supplier's investment reduces retailers' costs (or improves quality), but this investment is non-verifiable, hence sub-optimal even with infinitely-repeated interaction. A retailer paying the supplier more can induce greater investment while benefiting from consumers' altruism towards the supplier. Thus, the bundle is provided at a lower cost (and under perfect competition will be cheaper) than its elements. We provide evidence for this model in the context of the coffee industry. 

Anonymity, Signaling, Contributions and Ritual (with David Hugh-Jones -- in submission)
Religion and ritual have been characterized as costly ways for conditional cooperators to signal their type, and thus identify and interact with one another. But an effective signal may be prohibitively expensive: if the cost of participation is too small, free-riders may send the signal and behave selfishly later. However, if the average level of signaling in a group is observable, but individual actions are not, then free-riders can behave selfishly without being detected, and even a low cost signal can separate types. While individuals cannot be screened out, members can learn the group's profile of types. We derive conditions under which this information gain lead to greater cooperation and hence yield an expected welfare gain, and we give some simple parametric examples. We further show that if crowding is unimportant relative to the conditional cooperation term, the anonymous signaling institution will be preferred to any public signaling institution. We give examples of the use of anonymity in institutions for signaling, including church collections, voting, and ritual forms including music and dance and military customs.

An Anonymous “Minigame” and Conditional Cooperation in a Public Goods Environment (with David Hugh-Jones [Max Plank])
 Previous work has found that individuals bring heterogeneous preferences to public goods games (Fischbacher et al., 2001). We introduce an “anonymous minigame”; an advance, scaled-down version of the basic game, in which individual's decision are not revealed, but total contributions can be inferred from the intermediate payoffs. We explore this in an experiment involving a two-stage public goods game with exclusion, comparing outcomes under an anonymous and a revealed first stage. The anonymous minigame appears to have served as an effective coordination device for conditional cooperators. 

Desert and Tangibility: Decomposing House Money Effects  in a Charitable Giving Experiment (With Gerhard Riener [Jena] -- In submission)
 Several papers have documented that when subjects play with standard laboratory “endowments” they make less self-interested choices then when they use money they have either earned through a laboratory task or brought from outside the lab. In the context of a charitable giving experiment we decompose common "house money" effects into two components: the tangibility of cash in hand relative to money (or ecu's) promised on a computer screen, and the  desert of earned money relative to random windfall gains. While both components are found to be significant, the former effect, which has been neglected in previous studies, is significantly stronger.  These results have clear implications for experimental design, and also suggest that the availability of less tangible  payment methods may increase charitable donations.

Reputation and Influence in Charitable Giving: An Experiment (With Gerhard Riener [Jena]; In submission)

Much experimental (lab and field) and observational work has shown that people act more generously when they are observed and observe others in social settings. But the explanation for this is unclear. An individual may want to send a signal of her generosity in order to improve her own reputation. Alternately (or additionally) she may value the public good/charity itself and, believing that contribution levels are strategic complements, give more in order to influence others to give more. We perform the first series of laboratory experiments that can separately estimate the impact of these two social effects, and test whether realized influence is consistent with the desire to influence, and whether either of these are consistent with anticipated influence. We find that “leaders” are influential only when their identities are revealed along with their donations, and female leaders are more influential then males. Identified leaders' predictions suggest that are aware of their influence. They respond to this by giving more than either (i) the control group, (ii) the unidentified leaders, or (iii) those whose donations and identities are reported only at the end of the experiment.

Substitution Among Charitable Contributions : An Experimental Study
In a series of sequential stages subjects may donate to a varying set of one to four charities, with prices … and promotional information (about a charity) that varies by stage, subject, and charity.  … Subjects exhibit price-elastic demand and large and negative cross-price elasticities between charities, particularly when the charities serve similar goals. 

Losing Face (With Alejandro Moreno [Guanajuato] and David Hugh-Jones [Max Plank, Jena])

When person A takes an action that can be interpreted as "making an offer" to person B and B "rejects the offer," then A may "lose face." This loss of face (LoF) and consequent disutility will occur only if these actions are common knowledge to A and B. …  LoF concerns can lead to fewer offers and inefficiency in markets that involve matching, discrete transactions, and offers/proposals in both directions.  … Under some circumstances welfare can be improved by a mechanism that only reveals offers when both parties say "yes." 

Cross-national Differences in Donations to Charitable Organizations (with Rene Bekkers, Una Osili [IUPIU], and Pamala Wiepking [Amsterdam])

Group Fairness in Game Theory (With Alejandro Moreno)

Judgment Sharing Agreements between Co-Defendants (With Dan Ingberman)

Preferences over Anticipated Uncertain Bundles; Experimental Evidence (With Tim Rakow [Essex])

Invited Seminar and Conference Presentations

IAREP workshop (Kent); University of Amsterdam; University of Nottingham; Erasmus University; European Meeting of the Econometric Society;  Journées d'Economie Publique Louis-André Gérard-Varet; ESI Workshop (Max Planck); Warwick University; University of Bristol (CMPO); University of Guanajuato; University of San Francisco; UC Berkeley; EARIE 2008 – Toulouse; University of East Anglia; Bocconi University; University of Essex;  IMT Lucca, Italy; Catholic University of Portugal;  Cornerstone Research; ARNOVA (nonprofit research) conference 2006; Economic Science Association (ESA) world meeting 2007 and 2008

Other Professional Experience 

2005  LECG Consulting, Emeryville, CA, USA. Senior Consulting Intern.

1998.1999 The CNA (Center for Naval Analyses) Corporation, Resource Analysis Division, Alexandria, VA, USA.  Research Specialist.

1998  Congressional Budget Office, Special Studies Division, Washington, DC.
Referee Activities

Review of Economics and Statistics (2x), Journal of Public Economics, Journal of Industrial Organization, Journal of Media Economics, UK ESRC Grant.



