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1. CEO Attractiveness, Audit Risk, and Audit Judgement
YEZ: Xuegang Cui®  Qingrun Niu?  Kun Zhang®
Ve Bhr.
1. Business School, Beijing Normal University, Beijing 100875, China;
2. Business School, Beijing Normal University, Beijing 100875, China;
3. Business School, HeBei University of Economics and Business, Shijiazhuang 050061, China
ME: We design an incentivized experiment to test whether CEO attractiveness compromises the
objectivity of audit judgement. Results indicate that our auditor subjects make more cautious audit
judgement with an attractive CEQ in the high-audit risk condition, instead of less cautious. In contrast,
when audit risk is low, CEO attractiveness has no significant influence on audit judgement. Our findings
also suggest that CEO attractiveness can influence audit judgement when audit risk is high, especially
when male subjects audit a firm whose CEO is a woman. Auditor risk modulates low-risk appetite
subjects’ audit judgement when the CEO is attractive, auditor subjects with high-risk appetite do not
show any indication of appearance-related biases. More generally, this study highlights the role of
attractiveness factors in making audit judgement in different audit-risk conditions, which enriches the
literature about audit judgement. A practical implication is that practitioners should consider both the
technical and the social challenges facing audits of complex estimates.

RH#1: CEO attractiveness; audit judgement; audit risk; experimental economics
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2. ETFXBREMNSTHHNEEANRBREET N The Impact of Blockchain-based
Accounting on Managers' Earnings Management Behavior

f£Z&: Yasheng Chen, Yutong Zhang™*, Yingyu Zhou

Y& BAr: School of Management Xiamen University
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BEE o KARMER, MW N E R A .

REE: FAREH, XPEE: NEEL ANTIRE, TH4EMmE

3. Transcranial stimulation over the right temporoparietal junction decreases outcome bias in
the investment task

fE2&: Jianbiao Lit, Zenghui Liu'*, Xiaofei Niu®"

Ve B4r: School of Economics, Institute for Study of Brain-Like Economics, Shandong University,

Jinan, China

$E. Outcome bias is a fundamental misattribution that describes the phenomenon of giving undue

weight to outcomes when assessing the quality of decisions. To the best of our knowledge, the neural

mechanism behind it is still unclear. In the present study, we conducted two transcranial direct current

stimulation (tDCS) experiments to investigate the role of right temporoparietal junction (rTPJ) associated
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with intention inference in outcome bias. In both experiments, the main findings were that anodal
stimulation over the rTPJ mitigated the outcome bias. Our study provided neural evidence for the
mechanisms underlying the formation of outcome bias.

<817 : outcome bias; ignoring intention; rTPJ; tDCS
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1. Interbrain Synchronization Mechanism of Two Different Forms of Social Influence in

Financial Group Decision Making
Y2 Jianbiao Lit, Peikun Chen?, Jingjing Pan?, Chengkang Zhu"
Ve 4. 1. School of Economics, Institute for Study of Brain-Like Economics, Shandong University,
Jinan, China; 2. Business School, Jinan University, Jinan, China
#Z.: Humans learn by observing what others do or by listening to what others suggest. However, it
remains unknown how neural mechanisms by which two different forms of social influence work where

advice and decision coexist in financial market environments. Here we addressed this issue by recording
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brain activity from speaker- investor dyads using functional Near-Infrared Spectroscopy (fNIRS) while
they were involved in experimental asset market. We made four fundamental observations. First, the
enhancement of Interpersonal Brain Synchronization (IBS) in left TPJ-mPFC was significantly correlated
with changes of belief under advice treatment. Second, the enhancement of IBS in left TPJ-left STG was
significantly correlated with changes of investment behavior under advice treatment. Third, the
enhancement of IBS in left STG -left TPJ was significantly correlated with changes of belief under
decision treatment. Fourth, the enhancement of IBS in left TPJ-left STG indicated the degree to which
investors recognition with the speaker. Together, these results indicate that social influence can be
neurophysiologically characterized in terms of IBS. Furthermore, they suggest that the investor’s increase
in the recognition degree is key factors driving the alignment of neural processes across investor and
speaker. These findings suggest that there are differences in the neural mechanisms of social influence
in different forms.

X% social influence; financial decision; mPFC; left TPJ; left STC; fNIRS hyperscanning

2. Visual Attention and Herding: Insights from a Laboratory Asset Trading Game

fEZ . Xiaolan Yang!, Xiaotong Fang', Mei Gao'", Lucy F. Ackert?, Li Qi®

Y& BAr: 1. Shanghai International Studies University; 2. Kennesaw State University; 3. Agnes Scott
College

FE . We explore whether visual attention actively impacts trading behavior. In the laboratory, we use
eye-tracking technology to measure information gaze during a sequential trading game in which
participants are asked to buy or sell an asset. Before making their decision, each receives information on
the trading decisions of other participants (others’ decisions) and the redemption value of the asset
(private information). We use a within-subject design to examine the impact of the incentive mechanism
(linear vs. tournament incentives). Eye movement equipment records changes in a participant's visual
tracking during the decision-making process while the past decisions of other participants and a private
signal are shown simultaneously on a computer screen. We conclude that attentional priority is a

cognitive mechanism that can account for the increased tendency to herd with disparate information and
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tournament incentives.

S<4@1A]: Herd behavior; Tournament incentives, Attention, Gaze bias, Asset trading
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1. Low Self-Concept Clarity Induces Scarcity Perceptions: The Subsequent Effects on Prosocial
Behavior
fEZ: Yujia Sun?, Xue Wang 2, Wei-Fen Chen 3, Tonglin Jiang #, Song Su®
Ve s
1. Business School, Beijing Normal University, Beijing, China;
2. Business School, Beijing Normal University, Beijing, China;
3. University of Leicester School of Business, London, United Kingdom;
4. Peking University, Beijing, China;
5. Business School, Beijing Normal University, Beijing, China
FZE. Inthis research, we explore the connection between self-concept clarity and scarcity perceptions,
which are known to have adverse effects on individual well-being. While scarcity perceptions are often
linked to experiences and considerations associated with resource constraints, such as living in
underprivileged environments, our research suggests that low self-concept clarity may also contribute to
the development of scarcity perceptions and their associated behavioral consequences. Seven studies
were conducted, all of which provided consistent evidence supporting our hypothesis that low self-
concept clarity can trigger a propensity for social comparison, subsequently leading to the emergence of
scarcity perceptions. We ruled out self-efficacy and self-expansion preference as alternative mediators.
Furthermore, our findings reveal that low self-concept clarity hinders individuals’ inclination to engage
in prosocial behavior by amplifying their scarcity perceptions. By establishing a link between self-
concept clarity and scarcity perceptions, our research not only broadens our comprehension of the factors

that induce scarcity perceptions, moving beyond the traditional focus on resource constraints, but also
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extends our understanding of the behavioral implications of low self-concept.

). self-concept clarity, scarcity perceptions, prosocial behavior, social comparison orientation

2. Wisdom or Madness of Crowds? Online Comments’ Incentives and Asset Pricing

fE#: KUN ZHANG?, SHUXUN CAI* AND MEI GAO*"

Ve B4 1. Hebei University of Economics and Business; 2. Shanghai International Studies University
$E.. In this paper, we investigate how different online comments’ incentives (social incentives and/or
financial incentives) influence asset market efficiency through enhancing the quality of information and
improving the wisdom of crowds. The experimental results show that compared with the baseline, the
pure social incentive (“Likes” on comments) enlarges asset bubbles. While the social incentive combined
with the financial incentive (monetary supplementary for the commenters who get the highest and
second-highest numbers of “Likes”) reduces asset bubbles significantly. Further content analysis
provides evidence to support our conjecture that social and financial incentives on comments together
enhance the information quality of comments and facilitate the level of wisdom of crowds, and finally
lead to higher market efficiency.

R4 . Asset market; Bubbles; Learning to forecast; Online social interaction
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4. Using Blue Backgrounds to Nudge Financial Decision-Making

f£Z&: Liwenjun Xu, Honghong Tang, Song Su, Xueli Guo

e BAr: Business School, Beijing Normal University

2. Financial decision-making greatly influences consumers’ overall well-being. However, consumers
often avoid making financial decisions, with detrimental consequences for their welfare. Research has
examined the roles of consumers’ personal traits and financial decisions’ characteristics in this avoidance
behaviors. Little is known about whether and how situational factors, such as the visual background used
in presenting financial information, can be used to nudge consumers to make financial decisions. The
current research comprised six studies investigating the role of background color in nudging financial
decision-making. The results showed that a blue (versus red) background color decreased financial
decision avoidance by invoking consumers’ analytical thinking style and boosting their motivation to
approach financial decisions. Furthermore, priming consumers to feel lucky and enhancing their
subjective financial knowledge moderated the effect of the background color. These findings highlight
the importance of visual situational factors in the marketing of financial products and services and shows
that behavioral nudges with visual backgrounds can be used to reduce consumers’ financial decision
avoidance.

%47 . financial decision-making, avoidance, background color, nudge, approach- avoidance

motivation
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2. The Effect of Artificial Intelligence Performance Target Negotiation on Employee Behavior
and Performance: An Experimental Study Based on Electrodermal Activity
fE2: Yasheng Chen*, Yutong Zhang, Hongling Pan
Y& BAr: School of Management Xiamen University
% & . Companies are increasingly applying artificial intelligence (Al) technology to employee
performance management, including automated negotiation and performance target setting. However,
existing research has not fully explored the underlying mechanism through which Al supervisors
influence employees behavior and performance. To compare the effect of Al supervisors and human
supervisors on the behavior and performance of employees in target setting negotiations, we conducted
a 2 x 2 experiment using an electrodermal activity device to measure the emotional arousal of participants.
The results indicate that compared to Al supervisors, human supervisors lead to higher levels of
employees' emotional arousal during the negotiation of performance targets, resulting in increased
employee engagement in bargaining and improved employee task performance. Adopting a more
comprehensive automation-augmentation paradox perspective, we argue that negotiation tactics

moderate the relationship between supervisor type and employee emotional arousal. Specifically, when
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supervisors make concessions later in the negotiation process, employees negotiating with a human
supervisor exhibit higher levels of emotional arousal, resulting in lower concessions and higher task
performance compared to those negotiating with an Al supervisor. However, when supervisors'
concessions occur earlier, there is no significant difference observed regarding their impact on employee
negotiation behavior and task performance between the human supervisor groups and Al supervisor
groups. In summary, our findings enrich the literature on applying Al in management accounting while
also providing important implications for optimizing organizational management controls and improving
employee performance in the era of artificial intelligence.

R4iA. performance target negotiation, artificial intelligence, emotional arousal, task performance,

experimental research

3. Executive Individualism and the Tone of Firms’ Annual Reports

fEZ: Chuyue Shit, Yu Li, Sujuan Xie?, Wei Jiang®

Y& BAr: 1. Renmin Business School Renmin University of China; 2. Management College Ocean
University of China

%Z. Based on the literature on cross-cultural psychology, this study examines the effect of executive
individualism on the tone of the management discussion and analysis (MD&A) sections of firms’ annual
reports within one country. By employing an executive's place of origin in northern (southern) China to
measure executive individualism (collectivism), we find that executive individualism increases the
positive tone of the MD&A sections of firms’ annual reports. Further analyses show that the positive
relationship between executive individualism and MD&A tone is more pronounced when the executive
has a longer tenure or is a local (vs. a non-local). Finally we find that executive individualism reduces
the informativeness of MD&A in predicting firms’ future accounting performance. In sum, the findings
of this study suggest that executives’ personal traits have important implications for the tone and
informativeness of corporate non-financial reporting.

J<48A]: Executive individualism; cross-cultural psychology; annual report tone; corporate non-financial

reporting
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4. Detecting Deception in Bribery Scenarios with Eye Tracker: The Reading and the Blank
Screen Paradigm

e Yunfeng Hel, Weili Yu?, Yang Feng®, Zhongchen Ban?, Guojie Ma*

Ve Bp

1. Liaoning Key Laboratory of Psychological Testing and Behavior Analysis, Liaoning University,

Shenyang, China;

2. Business School, Liaoning University, Shenyang, China;

3. Institute of Marxism, Liaoning University, Shenyang, China;

4. Shaanxi Key Laboratory of Behavior and Cognitive Neuroscience, School of Psychology, Shaanxi

Normal University, Xi‘an, China

#E. Accurate detection of deception is pivotal during interrogations in bribery cases, as it enables

interrogators to promptly adjust strategies and enhance the investigation efficiency. This study explored

whether the eye tracker could differentiate the guilty from the innocent when reading bribery-related

questions and looking at noting on the blank screen. Procedurally, 131 participants were randomly

assigned to the guilty group (n = 65) who had been exposed to bribe items and was instructed to deceive,

and the innocent group (n = 66) who were not exposed to bribe items were introduced to respond

truthfully. Our results showed that there was no difference between the guilty and the innocent during

reading bribery questions. However, the guilty when lying had increased total fixation duration and

number of fixations on the blank screens, which were approximately twice that of their honest peers. In

addition, liars tended to look upwards to their right. Based on these results, we argue that deceptive

behavior can be detected with eye tracker, and the possible cognition mechanisms and future directions

were discussed.

R8I bribery cases, deception detection, eye tracker, the blank screen, eye movements
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