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Two studies in the context of English-French relations in Québec sug-
gest that individuals who strongly identify with a group derive the indi-
vidual-level costs and benefits that drive expectancy-value processes
(rational decision-making) from group-level costs and benefits. In Study
1, high identifiers linked group- and individual-level outcomes of con-
Sflict choices whereas low identifiers did not. Group-level expectancy-
value processes, in Study 2, mediated the relationship between social
identity and perceptions that collective action benefits the individual
actor and between social identity and intentions to act. These findings
suggest the rational underpinnings of identity-driven political behavior,
a relationship sometimes obscured in intergroup theory that focuses on
cognitive processes of self-stereotyping. But the results also challenge
the view that individuals’ cost-benefit analyses are independent of iden-
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lationship of group and individual levels of expectancy-value processes
as both hierarchical and contingent on social identity processes.
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Intergroup relations since the end of the Cold War have been characterized by
a resurgence of “hot” wars: not only conventional wars of national interests, but
also of ethnic nationalism and religious fundamentalism. By contrast, in other
nations manifest societal inequality continues to be met by its victims with puz-
zling inaction, with devastating social consequences of its own. Faced with social
inequality or aggression, the individual chooses from a large array of potential
responses, such as avoidance and passivity, protest and activism, mediation and
negotiation, or revolutionary and terrorist militarism. The processes that shape
choices among responses to conflict are thus of social as well as theoretical inter-
est.

In the present paper, decision-making models for rational choices to benefit
the self are integrated with intergroup theorizing which provides an understanding
of social identity motives for pro-group action. Identification is argued to moderate
two relationships that impact on decision-making: creating links between the per-
ceived consequences of action for the group and the consequences for the individ-
ual actor, and links between the perceived consequences of action for the group
and action intentions. When individuals psychologically identify with social
groups, evaluations of the consequences for the individual of choosing a specific
conflict behavior are derived from perceptions of the consequences for the group.
Perceptions of group-level consequences may thus indirectly motivate behavior, by
shaping perceptions of individual-level consequences. In addition, identification is
argued to create a direct link between the perceived consequences of action for the
group and action intentions. When individuals psychologically identify with social
groups, then intentions to engage in a given conflict behavior are independently
motivated by perceptions of the consequences for the group. Evaluation of the con-
sequences of behavior for the group mediates the effects of identification on inten-
tions to act. Thus, the effects of identity on choices among potential responses to
conflict may be more rational than has hitherto been argued, in the sense that iden-
tity-behavior links for conflict choices are mediated by expectancy-value processes
at the group level. Following on from this, however, the rationality of cost-benefit
analyses for potential responses to conflict may be contingent on a group-level of
analysis which deserves more attention in models of decision-making in conflict.

What is Social Rationality?

Applied decision-making research has historically been oriented towards con-
scious deliberation, emphasizing individual-level cost-benefit analyses (Feather,
1982), or rational choices. In rational choice models, individuals selecting among
behavioral alternatives are proposed to weigh the costs for each option against the
possible benefits along a dimension of subjective expected utility (Savage, 1954;
von Neumann & Morgenstern, 1944). The evaluation is a multiplicative function of
two variables: expectancy, or the subjective probability that a cost or benefit will
occur if behavior is performed, and subjective utility, the extent to which an indi-
vidual values each of the costs and benefits. The rank order of the various behav-
joral alternatives (i.e., from best to worst possible consequences) of a given deci-
sion may be determined quantitatively.
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112 GROUP-LEVEL RATIONALITY

In research domains concerning conflict and collective behavior, expectancy-
value models have not fared well (e.g., in organisational decision-making: Halpern
& Stern, 1998; in political science: Green & Shapiro, 1994; Ostrom, 1998). A wide
variety of cognitive deviations from linear expectancy-value processes have been
observed, such as the use of heuristics, insensitivity to Bayesian probability and
base rate information, or asymmetric processing of costs and benefits (see e.g.,
Kahneman, 1994; Kahneman & Tversky, 1979; Simon, 1956). These cognitive
constraints on rational choice continue to engage decision-making researchers
(Dawes, 1998). But research on collective and conflict behavior draws particular
attention to social deviations from the economic model, which understands rational
choices as maximizing individuals’ immediate material self-interest.

The narrow economic model substantially overpredicts anti-social behavior
and underpredicts cooperation in social decision-making (e.g., Batson, 1999; Baz-
erman, Gibbons, Thompson, & Valley, 1998; Davis & Holt, 1993). In social con-
texts, rather than disregarding non-material outcomes, individuals are empirically
observed to be motivated by the approval of significant others and by personal
moral imperatives such as internalized societal norms for fairness and reciprocity
(e.g., Manstead, 2000; Martin, 1986; McLean Parks et al., 1996). Key social abili-
ties such as trusting allow individuals to overcome social dilemmas and achieve
joint outcomes in excess of the economic model’s predictions (e.g., Insko et al.,
2001; Insko & Schopler, 1998; Linskold, 1978). Moreover, rather than seeking
universally to maximise individual or personal self-interest, individuals are influ-
enced by others’ outcomes in relational and intergroup social contexts (McLean
Parks & Smith, 1998; Messick & Mackie, 1989; Pruitt, 1981, 1983; Tajfel &
Turner, 1979; Turner, Wetherell, & Hogg, 1989). Accumulated empirical and theo-
retical research thus suggests that the individuals® self-concept can expand to
include interpersonal and group others, changing considerations of rational self-
interest (Aron, Aron, Tudor, & Nelson, 1991; Tajfel & Turner, 1979; McLean
Parks & Smith, 1998).

The decision-making processes triggered by identification to transform rational
sclf-interest are not well understood, however. In the present paper, three socio-
cognitive models of identity-based decision-making and their implications for
conflict and dispute resolution are reviewed. As we elaborate below, parallel
models imply that identity-based decision-making operates independently of
rational decision-making via social influence by ingroup members and self-stereo-
typing (e.g., Simon & Klandermans, 2001). Dispute resolution techniques resting
on outsiders’ interventions, or appealing to rational interests, are irrelevant to group
members’ decisions unless a superordinate group identity can be activated to frame
the conflict as within-group. Mediational models imply that group processes shape
decision-making when they impact on rational consideration of individual-level
outcomes (e.g., Fishbein & Ajzen, 1975). Dispute resolution is seen to be effective
to the extent that individual-level material or social rewards for cooperation can be
generated for group members. The present paper advances a hierarchical model of
group-leve] rationality. In the hierarchical model, group-level consequences of
conflict choices are associated with action and with individual-level consequences
as a function of identification. Evaluation of these group-level consequences is
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proposed to mediate the identity-behavior relationship. The model provides a
socio-cognitive understanding of the empirically observable phenomenon that dis-
pute resolution success does not rest on the provision of individual-level rewards
for cooperation, nor rely only on social influence via self-stereotyping.

Figure 1a
Mediated Model (e.g., Theory of Planned Behavior: Ajzen, 1985)
Individual Level Variables Mediate Effects of Context (group level)

Group norms .| Interpersonal .| Subjective
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Figure 1b

Parallel Model (e.g., Simon et al., 1998) Group and Individual
Levels of Analysis Independently Influence Behavior
Effect of Identification is Non-Rational

Group Identification
(internalized norms and
self-stereotyping)

Individual rational
analysis

Behavior
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Figure 1c
Hierarchical Model
Identification Moderates Link Between Group- and Individual-Level Cost-
Benefit Analysis, and Between Group-Level Analysis and Behavior
Effect of Identification on Behavior is Mediated by
Group-Level Cost—Benefit Analysis

Identification

Group-level
cost-benefit | 4 » Individual
analysis cost-benefit
analysis
Behavior

Models of Group-level Rationality
Parallel Models

Within intergroup research, a strong argument has been made that identity
processes operate in parallel to individualistic rational choices, which are overrid-
den when identification is engaged. Social identity theory (Tajfel & Turner, 1979)
proposes that a qualitative change in behavior, attitudes, and perception occurs
when individuals shift from self-construal as an individual (personal identity) to
self-construal as a group member (social identity). According to social identity
theorists (see also Hogg & Turner, 1987; Turner et al., 1989), when individuals
perceive themselves as unique individuals, different from their peers, then individ-
ual-level variables drive behavior. By contrast, when individuals perceive them-
selves as group members, similar to other members of the ingroup but different
from relevant outgroups, then group-level variables drive decision-making. Social
identity theory proposes that self-categorization as a group member and identifica-
tion with the group are necessary and sufficient preconditions for pro-group action.
Identification reflects both chronic factors such as the learned relevance of par-
ticular group memberships to particular contexts, and situational factors such as the
cognitive accessibility of the identity as a function of priming (Turner & Oakes,
1997). As individuals’ sclf-categorization shifts along a dimension from personal
to social identity motivation is increasingly derived from the group level and pro-
group action is increasingly likely.
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More specifically, in group contexts, behavior, interpersonal norms, and atti-
tudes are thought to be derived from ingroup norms (Terry & Hogg, 1996; Terry,
Hogg, & White, 1999). When aspects of the social structure or situation make a
group identity salient, ingroup norms become salient along with the identity. The
individual internalizes these ingroup norms as “normative attitudes” (i.e., attitudes
congruent with the norm), which serve as a basis for action via a cognitive process
of self-stereotyping that need not involve rational cost-benefit analysis.

A great deal of evidence supports the contention that ingroup norms can
short-circuit analyses about costs and benefits and cue behavior “unthinkingly”
(e.g., Fleming & Petty, 2000; Mackie, Gastardo-Conaco, & Skelly, 1992; Mackie
& Quellar, 2000; Mackie, Worth, and Asuncion, 1990). And while identification is
associated with higher levels of collective, pro-ingroup action (Brewer & Brown,
1998; Ellemers, 1993), the tendency of strongly identified individuals to engage in
pro-ingroup behaviors can be independent of individual-level cost-benefit analyses
for the behavior (e.g., Kelly, 1993; Kelly & Breinlinger, 1995; Simon & Klander-
mans, 2001). Identity processes are argued to operate quite separately from rational
choice concerns: “If I know who I am, then I also know what to do, no matter what
the consequences are” [Simon et al., 1998, p. 656 (italics added); see also Simon &
Klandermans, 2001]. Social identity theory evolved in part in opposition to rational
models such as realistic conflict theory (Sherif, 1966) and thus has traditionally
made quite a strong determinist argument that the link between identity, norms,
and pro-group actions is independent of rational choice concerns: In social con-
texts, people act out internalized group norms determining appropriate behaviors,
whereas the rational analysis of costs and benefits is what occurs in contexts that
do not activate a group identity.

Mediated

By contrast, in applied decision-making models, group-level factors such as
social category memberships are thought to influence behavior only when they
imply consequences for individual actors (Fishbein & Ajzen, 1975), or change
actors’ control contingencies (Ajzen, 1985). The theories of planned behavior
(Ajzen, 1985, 1991) and reasoned action (Fishbein & Ajzen, 1975) derive inten-
tions to engage in particular behaviors from expectancy-value processing. In the
reasoned action model, behavior is predicted from intentions, which are predicted
independently by atfitudes (the summary of instrumental expectancy-value calcu-
lation) and norms (the summary of social expectancy-value calculation). One’s
evaluation of a behavior as good or bad, the attitude, is an internalized summary of
the probability (expectancy) and importance (value) of material costs and benefits
associated with particular behaviors. Similarly, social outcomes associated with
particular behaviors are internalised as the subjective norm, which varies as a
function of significant others’ expected reactions (interpersonal norms), weighted
by actors’ motivations to comply with each interpersonal source.

In these models, whereas material costs and benefits are external outcomes,
social costs and benefits are psychological outcomes created by violating or ful-
filling the expectations of significant others with whom one is motivated to com-
ply. Individuals perceive the behavior as antinormative if the significant others
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would disapprove; if so, individuals are inhibited regardless of whether the signifi-
cant others are able to monitor the behavior (see also Batson, 1999; Halpern,
1997). When individual, cultural, and contextual differences make salient social
factors, internalized norms become more motivating (Ajzen, 1991; see also Trafi-
mow & Finlay, 2001).

As in strong economic models, these mediated models see the individual level
of analysis as primary, with behavior driven by rational evaluation of personally-
valued and likely outcomes. Unlike economic models, however, applied decision-
making models allow social costs and benefits to influence decision-making inde-
pendently, and position internalized representations of the outcomes as proximal
determinants of action.

The planned behavior model (Ajzen, 1985, 1991) also adds to the reasoned
action model (Fishbein & Ajzen, 1975), a third predictor of intentions, perceived
control. If individuals believe that if the behavior is attempted it will be achieved,
intentions will be higher. Perceived control is also proposed to moderate the inten-
tion-behavior link, such that the relationship will be stronger when the behavior is
under the individuals’ control. Thus, where behaviors vary within contexts as a
function of social category memberships such as gender (e.g., Halpern & McLean
Parks, 1996) or culture (e.g., Tjosvold & Sun, 2001; Trafimow & Finlay, 2001;
Tyler, Lind, Ohbuchi, Sugawara, & Huo, 1998), individual differences in rational
behavioral beliefs are thought to mediate the effects of group membership. For
example, men and women might rationally differ in violent behavior in interper-
sonal conflicts as a function of different social expectations for violent women and
men; if women compared to men differentially evaluate the likelihood or deterrent
value of material outcomes such as jail terms; or if women are differentially able to
access weapons and therefore differ from men in perceived and actual control to
act out violent intentions.

The distal role of group-level variables in shaping the individual level of
analysis has rarely been studied empirically within planned behavior research,
however. Rather, the model rests on a logical foundation (e.g., Hardin, 1968;
Olson, 1968). In applied decision-making research, the independence versus
interdependence of material and social expectancy-value processing has been chal-
lenged both at a theoretical level (e.g., Liska, 1984; cf. Trafimow & Finlay, 2001)
and empirically (e.g., Vallerand, Deshaies, Cuerrier, Pelletier, & Mongeau, 1992).
However, applied decision-making models provide both a theoretical rationale and
empirical evidence for the contention that internalized social expectations impact
on rational utility at the individual level. Dozens of empirical studies testify to the
predictive value of the models (see e.g., Ajzen, 1991). Successful public policy
programmes and interventions have been based on attempts to identify and change
beliefs regarding the probability and value of social and material outcomes (e.g.,
for HIV prevention/condom use, see Albarracin, Johnson, Fishbein, & Mueller-
leile, 2001). Yet in studies of choices among potential responses to conflict indi-
vidual level rational calculations have been observed to be a poor predictor (e.g.,
Bazerman et al., 1998; Kelly, 1993; Simon et al., 1998). Even the subjective norm,
as a measure of internalized social expectations, does not capture the effects of
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identity processes in decision-making (Terry & Hogg, 1996; Manstead, 2000;
Sparks, 2000).

Hierarchical

We argue in the present paper that identity-based decision-making in conflict
need not involve irrational self-stereotyping and conformity to group norms, and
need not be mediated through the individual level of expectancy-value processing.
These arguments are conceptually independent: both may be wrong. First, although
identification may often trigger self-stereotyping (Terry & Hogg, 1996), in group-
relevant social decision-making identification increases attention to and considera-
tion of persuasive arguments (Fleming & Petty, 2000; Mackie et al., 1990, 1992;
Mackie & Quellar, 2000). Indeed, the social identity model states that as a function
of identification individuals base their decisions on group-level variables, allowing
implicitly for a group-level rationality (Hogg & Turner, 1987; Turner et al., 1989).
In group-relevant contexts, then, perhaps identification influences behavior
because behaviors vary in their consequences for groups as well as individuals, and
these consequences are differentially motivating as a function of identification (see
also Brewer & Silver, 2000). Identification moderates the effects of group-level
consequences on individual-level consequences, and on intentions to act, creating
an indirect relationship in contexts of salient group identification. Group-level con-
sequences are also proposed to exert direct effects, however, and to mediate the
identity-behavior link.

A cognitive rationale for a hierarchical relationship between group-level
expectancy-value processes and action contingent on identification may also be
inferred from research on attitude-behavior consistency. Identification is associated
with motivational processes that reinforce attitude-behavior consistency: learning
to consider the group-level of analysis relevant to decisions (Boninger, Krosnick,
& Berent, 1995; Conover, 1988), and vesting the group level with motivational
force (see Sivacek & Crano, 1982). That is, high identifiers may have learned to
value certain group-level consequences over others, or to perceive some group-
level consequences of action or inaction as more probable than those who weakly
identify. Group-level costs and benefits could be considered relevant and motivat-
ing to identified group members, without implying personal costs and benefits (cf.
Turner & Reynolds, 2001). Second, social identity might lead individuals to place
more weight on group-level consequences in choosing certain actions over others,
not just as a function of conscious learned relevance, but also as a function of atti-
tude accessibility derived from high identifiers’ historical engagement with the
pro-group action. In attitude behavior research, prior experience in the decision-
making context (Regan & Fazio, 1977), past behavior (Bentler & Speckart, 1979;
Triandis, 1977), and prior knowledge (Kallgren & Wood, 1986) have been found to
moderate attitude-behavior consistency. Effects of these variables are observed in
political contexts, such that experience (Wilson, Kraft, & Dunn, 1989) and prior
knowledge (Krosnick, 1990) have been associated with political attitude-behavior
consistency, and past behavior has been found to predict voting over and above the
effects of expectancy-value processes (Echabe, Rovira, & Garate, 1988). If high
identifiers are likely to have a greater history of prior experience in the decision-
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making context, to have engaged in pro-group behavior in the past, and to have
acquired knowledge of the conflict, then high identifiers’ group-level cognitions
may also be more accessible psychologically and thus more likely to drive behav-
1or than low identifiers’, independent of differences in individual-level perceptions.
The present paper, therefore, proposes to examine the relationship between
social identity and cost-benefit perceptions in intergroup conflict. Conflict behav-
iors are seen to vary in the extent to which they generate benefits or avoid costs for
the group as well as the actor. A strong mediational model (Figure 1A) suggests
that group-level consequences will be motivating if they are associated with indi-
vidual-level cost-benefit perceptions: the individual level will predict behavior
directly and mediate all group effects. A strong parallel model (Figure 1B) attrib-
utes the identity-behavior link found in previous research to internalized norms and
self-stereotyping processes, independent of rational analysis of consequences. The
model suggests that group- and individual-level cost-benefit perceptions can be
independent and that the identity-behavior link need not be mediated by either
level of cost-benefit analysis. By contrast, we propose in the present paper a
hierarchical model of group-level rationality, wherein group-level consequences
will be associated with action as well as evaluations of the individual-level
consequences of conflict choices as a function of identification. Identification
moderates the effects of group-level consequences on intentions to act as well as
evaluations of individual-level consequences. Evaluations of group-level
consequences are proposed to mediate the identity-behavior relationship.

Study 1

Study 1 assessed the degree to which political identification was associated
with expectancy-value processes for the individual actor and for the actor’s politi-
cal group for electoral behaviors in Québec. The province of Québec is largely
Francophone, and coexists uneasily in federation with predominantly Anglophone
Canada. Since the 1960s, a politically-organized sovereigntist movement has pro-
moted Francophone rights and championed the political independence of the
province, drawing its support from Francophone Québecers (see Linteau, Duro-
cher, Robert, & Ricard, 1991). A federalist movement, opposing sccession, is sup-
ported by a majority of Anglophone Québecers and a minority of Francophones.

The present study was conducted in the month leading up to a provincial
election. Participants varying in identification with federalist and sovereigntist
political groups generated and evaluated lists of costs and benefits for an array of
potential responses to conflict. Participants listed consequences both for them-
selves as individual actors and for their political group if individualistic actions
(e.g., abstaining from voting) versus pro-group actions (e.g., volunteering) were
performed. Participants then completed subjective expectancy and value ratings for
these costs and benefits. In past research social identification has empirically been
observed to predict pro-group actions, whereas low identification predicts indi-
vidualistic actions (see e.g., Ellemers, 1993; Messick & Mackie, 1989). The ques-
tion is whether this identity-behavior link is independent of cost-benefit analyses
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(parallel model), a function of individual-level analyses (mediational model), or
associated with group and individual level analyses (hierarchical model).

In the present study, we measure high and low identifiers’ expectancy-value
processes for self and group (level of analysis) and for individualistic versus pro-
group behaviors (type of action). In accordance with the hierarchical model (Figure
lc), a three-way interaction is predicted (Hypothesis 1). Specifically, it is hypothe-
sized that participants who identify strongly with their group will derive individual-
level costs and benefits from the group level, while those who do not identify with
the group will dissociate the individual and group levels of analysis. High identifi-
ers will perceive that the individualistic behavior will harm their group and them-
selves (Hypothesis 2), while low identifiers will perceive that individualistic action
will harm the group but benefit themselves (Hypothesis 3). High identifiers will
perceive that the pro-group behavior will benefit their group and themselves
(Hypothesis 4), while low identifiers will perceive that pro-group action will bene-
fit the group but harm themselves (Hypothesis 5).

Method

Participants

Eighty-four students from a large English-language university in Québec
were recruited to participate in the present study. Participants were required to be
at least 18 years old and to have lived in the province for at least ten years to be
included in the study. A minority of students at the university are visitors from out
of province or from the United States, and the procedure was designed to screen
out participants who were uninvolved in Québec politics or ineligible to vote.

Procedure

Participants were approached in English in the central student building of an
English-language university in Québec. If they met the screening criteria, partici-
pants were invited to complete a survey dealing with behaviors involving the
upcoming provincial election. After completing the survey, participants were
thanked, verbally debriefed, and given contact information for the experimenter.

Materials

Social Identity. Participants self-identified as federalists (i.e., opposed to the
political separation of Québec), sovereigntists (in favor of the political separation
of Québec), or neutral/undecided, and evaluated the extent to which their political
identity was important in their everyday lives on a ratings scale ranging from 0 (not
at all important) to 10 (extremely important). Four neutral/undecided participants
were excluded from the analyses below.

Action Evaluations. Respondents evaluated behaviors selected from a list of
twenty individualistic and pro-group election-related actions: For example, indi-
vidualistic behaviors included, “Taking the four hours off work that employers
have to give on election day but not voting”. Pro-group behaviors included actions
such as “Doing volunteer work for the party that supports your group’s political
cause.” Each of the actions was listed on a separate page above a table divided into
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four quadrants labelled, “Benefits for you,” “Benefits for your group,” “Costs to
you,” and “Costs to your group.” Participants could write any consequences of the
behaviors that came to mind, listing costs or benefits that they perceived for them-
selves or for their group in the appropriate quadrant. In addition, for each conse-
quence that they generated, participants evaluated the subjective value, on a scale
from O (unimportant) to 10 (very important), and subjective probability, on a scale
from 0 (impossible) to 100% (guaranteed).

Two expectancy-value scores were then calculated for each behavior, for the
individual actor and for the group as a whole, by multiplying the subjective value
of each consequence by the subjective probability, summing for all the benefits
listed, and subtracting all the costs. The variables were rescaled so that they could
range from —25 (only guaranteed, important costs perceived) to +25 (only guaran-
teed, important benefits perceived).

Results

Participants were divided into High (> 7, n = 36) and Low (< 7, n = 44) iden-
tifiers on the basis of a median split on their level of political social identity, in
order to simplify the analysis and presentation of the hypothesized three-way inter-
action. A mixed model Analysis of Variance (ANOVA) was conducted with Social
Identity (High/Low) as a between-subject variable, Type of Behavior (Pro-
group/Individualistic) and Level of Analysis (Individual Actor/Group) as within-
subject variables, and the expectancy-value scores as dependent measures. Table 1
presents the means and intercorrelations for these variables.

Table 1
Means, Standard Deviations, and Intercorrelation Among Variables (Study 1)

M SD 1 2 3 4 5
1. Benefits to self of individualistic 16) 1532
2. Benefits to group of individualistic -1.63 5.05 .50*
3. Benefits to self of pro-group 07 498 .12 .18
4. Benefits to group of pro-group 245 4.14 .07 .16 47*
5. Social Identity 45 50 =217 =01 197 11

'p <.10. *p < .05.

In general, pro-group behavior was considered more beneficial than individu-
alistic behavior, F (1, 78) = 11.80, p < .01, nz = .13, but this main effect of type of
behavior was qualified by two-way interactions with level of analysis, F (1, 78) =
32,65, p < .001, n* = .30, and with social identity, F (1, 78) = 4.50, p < .05, 1* =
.06, and (confirming hypothesis 1) by a three-way interaction of identity, level of
analysis, and type of behavior, F (1, 73) = 5.26, p < .05, n* = .07. High and low
identifiers” evaluations of the consequences of individualistic versus pro-group
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action for the actor and group were compared using simple effect tests. Individual-
istic action (Figure 2A) was perceived to harm the actor’s group by both high
identifiers (M = -1.52) and low identifiers (M = —1.56), F (1, 73) < 1, ns. However,
while high identifiers perceived that individualistic action would harm them (M = —
.37), low identifiers perceived individualistic behaviors would benefit them (A =
1.72), F (1, 73) = 8.71, p < .01. Thus, high identifiers associated harm to the group
and to themselves (hypothesis 2), while low identifiers dissociated the two
(Hypothesis 3). In contrast, pro-group action (Figure 2B) was perceived to benefit
the group by both high identifiers (M = 3.11) and low identifiers (M = 1.49). High
identifiers did consider the benefits of collective action to the group to be more
important than low identifiers did, F (1, 73) = 5.36, p < .05. But in addition, high
identifiers perceived pro-group action would benefit them personally (M = 1.35),
whereas low identifiers perceived pro-group action as personally harmful (M = —
1.42), F (1, 73) = 15.22, p < .001. Thus, high identifiers associated benefits to the
group and to themselves (Hypothesis 4), while low identifiers dissociated the two
(Hypothesis 5).

Figure 2a
Perceived Consequences of Individualistic Action for the Actor and the
Actor’s Group as a Function of Social Identity
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Figure 2b
Perceived Consequences of Pro-group Action
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Discussion

Participants’ social identity influenced expectancy-value calculations, in the
present study. Perceptions of the consequences of potential responses to conflict
differed systematically between high and low identifiers, in a pattern consistent
with the large body of past intergroup research which shows that high identifiers
are more likely to engage in pro-group action and less likely to engage in individu-
alistic actions (see e.g., Brewer & Brown, 1998). Whereas some research and the-
ory suggests that social identity and rational cost-benefit analyses provide inde-
pendent motivations to engage in collective action, the present study suggests that
the distinction between identity- and rationality-based decisions may be blurred, in
conflict choices for high identifiers. For those who identify as part of a group, indi-
vidual-level rational choices are associated with group-level outcomes, while for
those who do not identify, the levels of analysis remain independent.

Two methodological issues in Study 1 qualify the confidence with which the
results can be generalized. First: commitment to political group was associated
with cost-benefit analyses for political behaviors in Study 1; can the presence of
identity effects on cost-benefit analyses be demonstrated with other social category
identities? Second, a single-item measure of identification was employed in Study
1. Significant effects were observed, suggesting that the power of the study was not
compromised, but a multi-item measure would increase reliability and confidence
in the stability of the findings.

More broadly, Study 1 did not directly assess intentions, nor the role of
expectancy-value analyses in mediating the relationship between social identity
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and behavior. Past social identity research has observed a “direct link” between
identity and intentions, and studies which have examined intergroup expectancy-
value processes have concluded that identity and rational decision-making are two
separate, independent paths to collective action (Kelly, 1993; Simon et al., 1998).
By contrast, a very large literature in applied decision-making suggests that effects
of distal group-level variables on decision-making will be fully mediated by indi-
vidual-level variables (Ajzen, 1991; Fishbein & Ajzen, 1975). Thus, the influence
of group-level expectancy-value processes on evaluations of individual-level costs
and benefits, and on the relationship between identity and intentions, is of consid-
erable theoretical interest.

Study 2

These concerns were addressed in a follow-up study. To assess the gener-
alizability of the results beyond the political arena, the relationship of ethnolin-
guistic identification with pro-group behavior was assessed. A multi-item measure
of identification was employed to increase confidence in the reliability of the con-
struct and the stability of the results. More broadly, Study 2 attempted to replicate
the association between higher levels of social identity and favourable expectancy-
value analyses of pro-group action in intergroup conflict; and to test the role of
expectancy-value analyses in the relationship between identity and action by
including measures of behavioral intentions. In addition, in Study 2 an individual-
istic rational choice model (planned behavior: Ajzen, 1991) was explicitly meas-
ured, in order to model the mediational relationship of attitudes and group- and
individual-level cost-benefit analyses. Finally, a context manipulation was
included, evaluating the decision-making behaviors of Anglophone Québecers in
individual and intergroup contexts. Since the same variables are measured in each
context, it is possible to test the moderating role of identification in an intergroup
context on the relationship between group- and individual-level cost-benefit analy-
ses and intentions.

In Study 2 then, identity, perceptions of group- and individual-level costs and
benefits, and attitudes, norms, control, and intentions were measured for individual
behavior (exercising) and intergroup behavior (attending a rally), and decision-
making models were compared for the two behaviors.' In Study 1, expectancy-
value evaluations of pro-group actions were contrasted with those of individualistic
actions that would benefit the individual at the group’s expense, and an effect of
social identity was observed for both types of behaviors. However, Study 2 con-
trasted the effects of group- and individual-level expectancy-value processes on
behaviors that would benefit the group (intergroup context) versus those that would

'Of course, in addition to differing in the variables measured here (personal costs, social
norms, perceived control, group costs, and relationship with identification), exercise and
rallying differ in frequency and routinization. Most participants may have exercised more
often than rallied, and exercising may be more likely to be habitual or routine. However,
unless there were an interaction of exercise history and identification as an Anglophone,
these effects of routinization would not qualify the results here. In fact there is a null rela-
tionship between identification and exercise intentions, as described below.
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be unrelated to the group (individual context). The individual behavior, exercising,
was chosen as a behavior prototypic of individualistic decision-making within
planned behavior research, and pilot testing confirmed the intuition that Anglo-
phones would perceive exercising as unrelated to their social identity as Anglo-
phones. It was expected that identity as an Anglophone would not influence
behavior in the individual context, providing discriminant validity and a baseline to
which effects of identity in the intergroup context might be compared.

Whereas in a parallel model (Figure 1B), identification may be independent
of cost-benefit analyses, the hierarchical model (Figure 1C) embraced in the pre-
sent paper leads to the hypothesis that identification should predict expectancy
value processes (Hypothesis 1) as well as intentions (Hypothesis 2) for conflict
behavior. Whereas the identity behavior link is “direct” in parallel models, in the
present model group-level expectancy-value processes are proposed to predict
intentions (Hypothesis 3), and to mediate between identity and intentions
(Hypothesis 4). For individualistic rational choice models (Figure 1A), however,
the predictive effects of identity in the intergroup context are irrelevant. If the
effects of group-level variables on intentions are mediated by individual-level vari-
ables (such as individual cost-benefit analyses and attitudes), then analyses of the
group level arc of explanatory value but add nothing to prediction. By contrast, a
hierarchical approach suggests that for high identifiers in an intergroup context,
group-level variables may be motivating even when the individual level of analysis
1s controlled (Hypothesis 5).

Method

Participants

One hundred and forty-three students at a large English-language university
in Québec participated in the present study. They were required to self-identify as
Anglophone Québecers, and to be born in Québec or have lived in the province for
at least ten years to be included.?

Procedure

Participants were approached in English in a central student building and
asked whether they met the screening criteria. If so, they were invited to complete
a questionnaire lasting approximately twenty-five minutes, and compensated with
tickets for two $50 lotteries.

Materials

Social Identity. Participants were first asked “Do you consider yourself pri-
marily: Anglophone, Francophone, other;” participants who did noi check “Anglo-
phone” were excluded from further analyses. To measure level of identification
with being Anglophone, a three-item measure of social identity was included based

Anglophones were the largest ethnolinguistic social group at the university and thus pro-
vided a convenience sample, but similar results should hold for other social category iden-
tities, such as Francophones.
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on that validated by Porter (1995), who integrated pre-existing measures of social
identity (Brown, Condor, Mathews, Wade, & Williams, 1986; Garza & Herringer,
1987; Jackson, 1981) to assess “the extent to which an individual feels connected
with his or her social group, the importance that the individual places on his or her
social identity, and the extent to which an individual expresses his or her social
identity” (Porter, 1995, p. 18). Three items were selected from the measure: “How
important is this identity to you in your everyday life?” “How committed are you
to expressing this identity in your everyday life?” and “How much do you feel a
part of a larger Anglophone group/community?” Eleven-point scales ranging from
0 (not at all) to 10 (very much) were employed, and the items were combined to
form a single index measuring stronger identification as an Anglophone, a = .86.

Intergroup Versus Interpersonal Context. Participants completed a ques-
tionnaire either evaluating decisions with respect to the intergroup behavior,
“attending an Anglophone rights rally,” or with respect to the individual behavior,
“exercising three times per week.”

Subjective Norm. Participants’ evaluation of the norm regarding the behav-
ior was established with three items (e.g., “In general, how would the people who
are important in your life view your doing this action?”) adapted from Ajzen
(1991). Eleven-point scales ranging from -5 (very negatively) to +5 (very posi-
tively) were employed, and the items were averaged to form an index of normative
support for the action, o = .83.

Attitude. Participants completed a five-item measure of attitude towards the
behavior adapted from Ajzen (1991), with scales ranging from -3 to +3 respec-
tively labelled Bad/Good; Unpleasant/Pleasant; Foolish/Wise; Boring/Interesting;
and Harmful/Beneficial. The measures were averaged to create a composite score
measuring favourable attitudes, a = .85.

Perceived Control. Participants completed a four-item measure of perceived
control adapted from Ajzen (1991), with two positively-scored items (e.g., “How
much control do you have over whether you do this behavior at some point in Fall
20007") combined with two reverse-scored items (e.g., “For me to do this action
will be: 0 (very easy) —10 (very difficult)”). The items were combined to form a
single index of perceived control, o = .71.

Expectancy-Value Measures. Two items assessed expectancy-value proc-
esses at the group and individual (self) levels: “What is the effect of your attending
a rally (exercising) on Anglophones as a group?” and “. . . on you as the individual
actor?”, on scales ranging from —5 (Very negative: costs overwhelmingly outweigh
benefits) to 0 (No effect) to +5 (Very positive: benefits overwhelmingly outweigh
costs).

Behavioral Measures. Two items assessed behavioral intentions, namely
“How likely is it that you would attend a rally calling for increased protection for

*To increase the salience of the group identity (e.g., Hogg, Cooper-Shaw, & Holzworth,
1993; Hogg & Hains, 1996), half of the participants first listed traits that they had in com-
mon with other Anglophones, versus half that listed traits that made them unique as indi-
viduals. However, this manipulation failed to influence identification and is not discussed
further.

The International Journal of Conflict Management, Vol. 15, No. 2

Reproduced with permission of the copyright owner. Further reproduction prohibited without permission.



126 GROUP-LEVEL RATIONALITY

Anglophone rights in Québec? (would exercise three times per week)” and “How
committed would you be to attending a rally calling for increased protection for
Anglophone rights in Québec? (exercising)”. The items were measured on 11—
point scales, from 0 (not at all) to 10 (very much), and were averaged to create an
index of intentions to engage in the behavior, o = .92.

Results

Hypothesis 1: Social identity and context predict expectancy-value processes.

Table 2 presents the means and intercorrelations for the variables in Study 2.
A three-way Social Identity (High/Low) by Context (Individual/Intergroup) by
Level of Analysis (Individual Actor/Group) mixed-model ANOVA was performed
on participants’ expectancy-value measures for the individual actor and the group,
with Level of Analysis as a repeated measures variable. To replicate the effects of
Study 1, participants were divided into high (> 6, n = 67) and low (< 6, n = 76)
identifiers on the basis of a median split on their level of ethnolinguistic social
identity. An interaction was observed of level of analysis by context, F (1, 136) =
63.25, p < .001, n* = .32: for the group, rallying (M = 1.70) was considered more
beneficial than exercising (M = 1.01), p < .05, while for the actor, exercising (M =
3.43) was considered more beneficial than rallying (M = 1.56), p < .001. Of more
theoretical importance, however: the predicted interaction of Context by Social
Identity was observed, F (1, 136) = 3.24, p = .07, nz = .02, and was not qualified
by level of analysis, F (1, 136) < I, ns, n* = .00. Although the interaction is only
marginally reliable, simple effect tests revealed that the interaction was of the pre-
dicted form. That 1s, low (M = 2.27) and high identifiers (M = 2.17) considered
exercise equally beneficial, as, but low identifiers (M = 1.26) considered rallying
less beneficial than high identifiers (M = 2.00), p < .01. Social identity was not
associated with cost-benefit analyses in an individual context, but high identifiers
evaluated pro-group action in a context of intergroup conflict more favourably than
low identifiers did (Hypothesis 1).

Hypotheses 2-5: Prediction of Intentions

A hierarchical regression analysis predicting behavioral intentions was used
to assess Hypotheses 2-5. Table 3 summarizes the results. In Block 1, social iden-
tity, decision-making context, and the interaction of social identity and context
predicted intentions. In Block 2, group-level expectancy-value processes were
added to the predictive equation. In Block 3, the interactions of social identity,
context, and social identity by context with group-level cost-benefit analyses were
included. In Block 4, individual-level processes were incorporated in the model.
Finally, in Block 5, the entire planned behavior model was included.

Hypothesis 2: Social identity predicts intentions in the intergroup context.

In Block 1, dichotomous social identity (low/high) and decision-making con-
text (exercise/rally) variables were entered as categorical predictors using
unweighted effects codes, along with their interaction (Aiken & West, 1991).
These variables predicted a significant portion of the variance in intentions, F (3,
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137) = 6.03, p < .01, adj. R* = .10, as may be seen in Table 3. In particular, the
coefficient for the interaction between social identity and context is significantly
positive, § = .45, p < .05. The simple effect of social identity on behavioral inten-
tions was assessed for both contexts. Consistent with Hypothesis 2, high identifiers
had stronger intentions to attend the rally than low identifiers, F (1, 76) = 8.36, p <

.01, adj. R* = .10; in the individual exercise context, no effect was observed, F (1,
62) < 1, adj. R? = .00.

Table 3
Prediction of Behavioral Intentions as a Function of Social
identity, Decision-Making Context, and Individual- and Group-
Level Expectancy-Value Processes (EVP)

Block 1 2 3 4 5)
Predictor Unstandardized Coefficients/(SE)
Social identity (A)  .38" 22 .26 28 27
(:22) (:21) 21 (.20)  (.18)
Context (B) —69%%  —RQ%kx _gekkk 437 _ 377
(:22) (21) (.24) 21 ((22)
AXxB .45% .28 18 5 19 -.03
(:22) (.21) (.21 .(20)  (.19)
Group EVP (C) J62%FE GS*ERL  AQrkki JQEk
(13)  (13)  (14) (12)
AxCE 13 .14 .09
(.13) 13y (¢12)
B x/C .19 A1 -0.03
(:13) 13y (12)
AxBxC =20% —26* =25
(:13) ¢13) (LD
Individual EVP 42%x 15
(12) (.12
Attitudes 67
(.25)
Social norm 20"
(.12)
Perceived control 3OxEX
(.10)
Adj. R? A0 22%kx D5kkx J)kkk g5k
AR2 Al Sl 2XEEE OS5 06X%: . [iSERX

Note: Behavioral intentions could range from 0 to 10. Social iden-
tity and context were dichotomous variables with weighted effects
coding: +1 signified high identifiers or intergroup (rally) context.
Continuous variables were centred.

D=0 p <05 p= 101 **Ep< 001,
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Hypotheses 3—4: Effects of group-level expectancy-value scores.

In Block 2, centred group-level expectancy-value scores were included as a pre-
dictor. As predicted by Hypothesis 3, group-level expectancy-value analyses con-
tributed significantly to the prediction of intentions, F (1, 136) = 21.65, p < .001,
AR* = .12. Moreover, when expectancy-value analyses at the group level were
entered, the relationship of social identity to behavioral intentions was fully medi-
ated, B = .28, ns. Since social identity interacts with context both to predict expec-
tancy-value processes (as seen in the analyses for Hypothesis 1), and to predict
intentions when cost-benefit analyses are not controlled, the decreased effect of the
interaction of social identity and context on intentions (i.e., from B = .44 in Block 1

to .28 in Block 2, z = 1.83, p = .07) supports Hypothesis 4, that group-level cost-
benefit analyses mediate the identity-behavior relationship observed in intergroup
contexts.

More specifically: If additional analyses are conducted to decompose the
interaction, simple effects for social identity in the exercise context suggests iden-
tity is associated with neither group-level cost-benefit perceptions (p = —.01, ns)
nor intentions (B =—.07, ns): there is no effect of identity to be mediated. However,
in the intergroup context identification (considered alone) predicts group-level
cost-benefit perceptions for attending a rally (f = .50, p < .01) and intentions (B =
.78, p < .01). If cost-benefit calculations for the group are controlled along with
identity, the identity-behavior relationship is fully mediated (B = .36, ns), and the
Sobel test confirms that the drop in the effects of identity on behavior, from B = .78
to 3 = .36 when cost-benefit calculations for the group are controlled, is significant
z=258,p<.0l).

In Block 3, the interactions of social identity and context with group-level
expectancy-value analyses were included in the equation, F (3, 133) = 2.79, p <
.05, AR* = .05. Consistent with a hierarchical model, the coefficient for the interac-
tion of social identity by context by group-level expectancy-value analyses was
significant, f = -.29, p < .05. The effects of group-level analyses varied as a func-
tion of the interaction between identity and context.

Accordingly, the simple regression lines for group-level expectancy-value
analyses were again compared, with follow up analyses of the simple slopes for
high and low identifiers in each context. In the individual exercise context, low
identifiers were not influenced by group-level expectancy-value analyses (B = -.05,
ns), whereas participants high in social identity were positively influenced (p = .87,
p <.01). In the intergroup context, however, low identifiers (B = 1.00, p < .01) and
high identifiers (B = .68, p < .01) were both influenced by group-level expectancy-
value analyses, and the effect did not differ significantly as a function of social
identity. Thus, in line with a hierarchical model, group-level expectancy-value
analyses were consistently related to decision-making for those who were chroni-
cally identified with the group. Moreover, when the intergroup context made the
group level salient, consequences for the group were situationally related to deci-
sion-making for all respondents.

Hypothesis 5. Effects of individual-level expectancy-value analyses.
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In Block 4, individual-level expectancy-value scores were entered as predic-
tors. As may be seen in Table 3, the increase in R’ was significant, F (1, 132) =
12.18, p < .01, AR* = .06. A positive effect of individual-level expectancy-value
analyses was observed, such that participants had stronger intentions for behaviors
perceived as beneficial to the individual, § = .42, p < .01. The positive effect of
individual-level expectancy-value analyses did partially mediate the relationship of
group-level expectancy-value analyses to intentions: an indirect effect of group-
level costs and benefits via the individual level was significant, z = 2.10, p < .0S.
However, the effects of group-level expectancy-value analyses remained signifi-
cant even after individual-level expectancy-analyses were controlled, both directly
(B = .45, p <.001) and via the three-way interaction of social identity, context, and
group-level expectancy-value analyses (B = —.26, p <.05). These results are there-
fore inconsistent with the hypothesis that individual level cost-benefit analyses
mediate the influence of group-level variables.

The Planned Behavior Model. In Block 5, the theory of planned behavior
(Ajzen, 1985) predictors were centred and entered in the analysis, where they
accounted for an additional 15% of the variance in intentions, F (3, 129y = 1237, p
<.001. Moreover, as may be seen in Table 3, each of the three predictors (attitudes,
subjective norm, and perceived control) was positively related to behavioral inten-
tions, as predicted by the model: attitudes, 3 = .67, p < .01, subjective norm, B =
.20, p = .10, and perceived control, § = .39, p < .001. Although it is not a focus of
this study, support was also obtained for the process proposed by Fishbein and
Ajzen (1975) and Ajzen (1985, 1991), that attitude mediates the relationship of
individual-level expectancy-value processes to behavioral intentions. Once the
theory of planned behavior was controlled, individual-level expectancy-value
analyses predicted no unique variance, 3 = .15, ns, whereas a significant indirect
effect of individual-level cost-benefit analyses via attitude was observed, z = 2.56,
p < .0l1. These findings support the structure and heuristic value of the theory of
Planned Behavior for intergroup as well as individual applied contexts.

Group-level expectancy-value analyses predicted intentions, however, even
after controlling for the planned behavior model as well as the effects of social
identity, context, and individual-level expectancy-value processes. A significant
indirect effect of group-level expectancy-value processes via attitudes also was
observed, z = 2.06, p < .05. But the direct effect of group-level expectancy-value
analyses was significant even when attitudes were controlled, § = .39, p <. 01. In
addition, the interaction of social identity by context continued to moderate the
relationship between group-level expectancy-value analyses and behavioral inten-
tions, B = —.25, p <.0S. Finally, if a sixth block is run in the analysis in which cost—
benefit analyses for the group and its interactions are removed from the analyses,
model fit worsens significantly, AR? = —-.05, F (4, 125) = 3.30, p < .05. That 1s,
even when a wide range of individual-level variables have been included—atti-
tudes, norms, perceived control, and individual-level cost-benefit analyses—
group-level expectancy-value processes contribute uniquely to the prediction of
intentions.
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Discussion

The present results replicate the effect demonstrated in Study 1, that rational
choices in an intergroup context vary as a function of social identity. The findings
support the contention that group-level expectancy-value processes play a role in
decision-making, predicting intentions to engage in pro-group action. High identi-
fiers” greater willingness to attend a rally for Anglophone rights was mediated by
their perceptions that attending the rally would benefit the group, suggesting that
group-level expectancy-value processes may be useful in modeling identity-
behavior relationships in conflict. The individualistic theory of planned behavior
was supported, along with the proposed mediational path of individual-level
expectancy-value processes through attitudes to behavior. However, the group
level of analysis contributed uniquely for high identifiers and for all participants in
the intergroup context. These analyses provide support for the value of examining
group-level rational decision-making.

Identity Effects and Group-Level Rationality

Persuasion research suggests that individuals use group norms as heuristic
cues to short-cut deliberative processes (Fleming & Petty, 2000; Mackie et al.,
1992; Mackie & Quellar, 2000). If higher identification is associated with past
engagement with pro-group action, habit (Triandis, 1977), past behavior (Bentler &
Speckart, 1979), or personal experience (Regan & Fazio, 1977), these variables
may reduce deliberative processing of costs and benefits for high identifiers.
Experienced high identifiers may act from a perception of the situation formed by
their past experience (see also Fazio, 1990). Thus identification might come to
encapsulate intentionality over and above cost-benefit calculations. Consistent
with this line of reasoning, past behavior and habit strength have been found to
moderate the relationship between role “self-identities™ and behavior (e.g., Sparks,
2000; but see Ajzen, 2002; Terry et al., 1999). In conflict, findings concerning
“direct” effects of identification by Kelly (1993) and Simon et al. (1998) suggest
identification may operate in parallel to rational choice in some contexts.

Nevertheless, the present results draw attention to the extent to which a highly
identified Anglophone in the present study uses expectancy-value processes at the
group level to evaluate potential responses to conflict. “Direct” influences of social
identity on intentions to engage in confrontational collective action may be less
likely outside activist populations, or when different forms of pro-group actions are
considered. For many people, much of the time, the impact of social identity on
intentions may be more rational than the focus on cognitive processes of self-
stereotyping of recent intergroup research and theory would suggest.

Partial, Not Full, Mediation of Group-Level Rationality

Indeed, the rational individual-level theory of planned behavior model
(Ajzen, 1985, 1991) accounted for significant additional variance, even when the
effects of social identity, context, and group- and individual-level expectancy-value
processes had been previously accounted for. Attitudes, subjective norm, and per-
ceived control were positively related to intentions. Moreover, attitudes mediated
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the relationship of individual-level expectancy-value processes to intentions. The
finding that social variables influence individual-level expectancy-value processes,
which drive intentions via attitudes, is consistent with the individualistic approach
of current applied decision-making models.

However in the present study independent effects of group-level expectancy-
value analyses on intentions were consistently observed. These results suggest that
the effects of group-level variables are not reducible to, or necessarily mediated by,
effects at the individual level. Group-level expectancy-value analyses exerted a
direct influence on intentions for individuals who strongly identified with their
group, or whose decision-making was in an intergroup context, even when individ-
ual-level costs and benefits and attitudes were controlled.

Limitations

It should be noted that the identity-intention links demonstrated in the present
study, and the role of group-level cost-benefit analyses in predicting intergroup
decision-making, remain to be replicated in future research with a broader range of
samples, and with concrete measures of behavior. The relative inexperience of the
student sample with conflict behavior may have constrained the effects of identity,
while with concrete conflict choices, differences between high and low identifiers
are likely to be magnified. Moreover, a broader range of conflict contexts would
allow moderating variables such as outgroup power or justice perceptions to be
assessed. If decision-making models were measured in multiple conflict contexts
for the same group, along with power and justice perceptions for the contending
partics, the between-context variance in moderating effects for identity-behavior
relationships would be a powerful test of model stability.

General Discussion

Taken together, the present studies suggest that there is a group-level ration-
ality that plays a role in decision-making in conflict. In two studies using different
conflict behaviors (election-rated vs. protest) and social identities (political vs. eth-
nolinguistic), identification in the intergroup context was associated with more
favourable expectancy-value perceptions of pro-group actions. In addition, partici-
pants higher in social identity were more likely to associate individual and group
levels of analysis. In Study 1, high identifiers perceived that group-level costs and
benefits had implications for the self, whereas low identifiers did not. In Study 2,
high identifiers were responsive to group-level costs and benefits across contexts,
and weakly identified participants were responsive when the intergroup context
was salient.

Modelling Conflict Decisions

At a theoretical level, the results suggest that researchers interested in pre-
dicting decision-making in intergroup contexts would be wrong to assume either
that considering the individual level of analysis is sufficient or that the group-level
effects of identity are independent of rational choice processes. Evolutionary mod-
els that point to our mammalian pack animal heritage provide one theoretical basis
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for including social calculations in rational decision-making (e.g., Cosmides &
Tooby, 1994; cf. Tumer & Oakes, 1997): internally uncooperative groups of
ancestors died out in disasters and were killed off by more cohesive groups in war.
Even in the absence of immediate material benefits of cooperation for the individ-
ual, therefore, group-level contingencies derived from this evolutionary heritage
select biologically and culturally for intra-group cooperation. However, the socio-
cognitive processes through which action to help others is defined as personally
beneficial versus harmful remain to be identified, and the present research aimed to
contribute to that process. In Study 1, ‘self-interested’ behavior in the intergroup
context was nof perceived as beneficial to individuals who identified strongly with
their political group. Similarly, for those who were weakly identified, behavior that
benefited their own group was not seen as beneficial to the self.

The present research is consistent with the observation that models which do
not allow benefits to others to be psychologically motivating underpredict coop-
eration and altruism (e.g., Batson, 1999; Bazerman et al., 1998; Davis & Holt,
1993).* Rational choices in intergroup contexts vary as a function of identification:
the socio-cognitive process of including others in the self-concept results in the
inclusion of other’s outcomes in personal cost-benefit calculations (Aron et al.,
1991; Tajfel & Turner, 1979; sce also Halpern, 1998; McLean Parks & Smith,
1998).

It is true that when perceptions of consequences for the group drive percep-
tions of individual-level consequences, cost-benefit calculations at the individual
level may mediate some of the effects of group-level variables (Ajzen, 1991; cf.
Olson, 1968). This process was observed in the present findings, and the implica-
tion is that group-level rationality may motivate behavior via individual incentives
that are materially or psychologically associated with group level benefits and costs
(Fishbein & Ajzen, 1975; Ajzen, 1985). But the mediation of the individual level is
only partial: In the present results, an analysis of the perceived group-level costs
and benefits improved the prediction of intentions even when individual-level vari-
ables were controlled (see also Brewer & Silver, 2000; Kelly, 1993; Simon et al.,
2001). Understanding this unmediated effect of group-level rationality may allow
the study of “identity-behavior” relationships that appear to be independent of
individual-level rationality.

The question of how identities become behavioral imperatives is at present
unresolved. In decision-making research, it has been observed in several contexts
that identity may predict intentions in parallel to the effects of individual-level
expectancy-value processes (e.g., Kelly, 1993; Sparks, 2000; Simon et al., 1998).
One suggestion is that the process by which identities are linked to behaviors may
be understood as the internalization of group norms and the activation of self-
stereotyping (Hogg & Turner, 1987; Terry & Hogg, 1996; Turner et al., 1989). By
definition, activists are politically active, and blood donors give blood: It may be
the case that once individuals have achieved a threshold of identification and

“Models that do not allow perceived contingencies of outcomes for self and other will also
underpredict retributive justice and revenge (Alicke, 1992; McLean Parks, 1997, Reed &
Aquino, 2003): contingencies linking harm to other with benefit to self.

The International Journal of Conflict Management, Vol. 15, No. 2

N

Reproduced with permission of the copyright owner. Further reproduction prohibited without permission.



134 GROUP-LEVEL RATIONALITY

experience, group norms are internalized, expectancy-value processes with respect
to behavior stop, and the normative behaviors are cnacted “routinely” (see also
Abrams, 1994). In these circumstances, dispute resolution aimed at changing con-
flict behavior by altering perceptions of either benefits to the group or individual
would be ineffective. Conflict behaviors would change only if the group norms
changed; in the determinist social identity model, norm changes result only from
socio-structural changes to the relationship between groups (Tajfel & Turner, 1979;
Turner & Reynolds, 2001; cf. Louis & Taylor, 2002; Louis, Terry, & Mavor,
2003). However, interruptions to routinization and thoughtful analysis of the con-
sequences of behavior are triggered by factors commonly associated with conflict,
such as negative moods (Ito & Cacioppo, 2001) and uncertainty (Abrams, 1994;
Fleming & Petty, 2000; Mackie & Quellar, 2000). Thus, routinization of conflict
behavior may be relatively rare: vigilance and deliberation will occur if the conflict
is either escalating or waning (provoking uncertainty) or if the disputants are losing
(provoking negative affect). This is an empirical question to be resolved with fur-
ther research, however.

Exploiting and Manipulating Group-level Rationality

In current organizational research, the existence of social rationality is often
inferred from behavior that deviates from a materialist model (Halpern, 1997,
1998; McLean Parks & Smith, 1998; McLean Parks et al., 1996) without measur-
ing socio-cognitive processes directly (but see e.g., Conlon & Hunt, 2002). Yet the
implications of the parallel, mediated, and hierarchical models for conflict choices
and dispute resolution may be quite different. A mediated model is analogous to a
strong economic model in its focus on the individual level of analysis. However,
mediated models in applied decision-making allow internalized social norms to
contribute to rational decisions along with consideration of material outcomes,
because individuals are motivated to comply with significant others’ expectations
(Fishbein & Ajzen, 1975; Ajzen, 1985). Whereas economic models imply that
behavior should always be narrowly self-interested, except where individuals are
vulnerable to surveillance and coercion, applied decision-making reflects the
empirical findings and theory of social rationality, in arguing that satisfying others’
expectations contributes to individuals® utility functions. Factors that increase the
salience of significant others’ expectations, such as cultural predispositions (Trafi-
mow & Finlay, 2001), role relationships (Halpern, 1997, 1998; McLean Parks et
al., 1998), individual differences (Ajzen, 1991; analogously Rahim, 1983), or situ-
ational factors that make salient ideological and intergroup values (Rothman, 1997,
Terry & Hogg, 1996; Louis & Taylor, 1999, 2002) are found to increase norms’
motivational force. Thus, dispute resolution using planned behavior or reasoned
action modelling might involve identifying and changing beliefs about the conse-
quences of actions, or altering the salience of material versus social predictors by
drawing attention to unconsidered costs or benefits, or by invoking relevant norms.

By contrast, parallel models imply that dispute resolution attempts addressed
to these individual outcomes and interpersonal expectations may have no effect
whatsoever when group identity processes are engaged. In past research, strongly
identified individuals were observed to engage in pro-group behaviors independent
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of their rational analyses of the individual-level outcomes of behavior and their
interpersonal expectations (Kelly, 1993; Kelly & Breinlinger, 1995; Simon et al.,
1998). It is argued that through identification and self-stereotyping people conform
automatically to learned group norms, perpetuating past conflict behavior (in a
determinist model) until there is a change in the intergroup relationship (Tajfel &
Turner, 1979). Negotiators who were from the partisan group would be psycho-
logically constrained by perceptions of their group’s status position. Third parties
would have little access to or influence over this decision-making process short of
joining as allies or enemies to change perceptions of the intergroup relationship (cf.
Simon & Klandermans, 2001).

Finally, a hierarchical model of group differences in rational evaluation of
conflict choices provides a socio-cognitive foundation for “win-win” solutions in
negotiation and mediation. If there were no systematic group differences in the
evaluation of particular outcomes, it would be impossible to trade off a concession
on one dimension in exchange for the outgroup’s reciprocation on another dimen-
sion more valued by the ingroup. Similarly, a psychological model of contingen-
cies of group- and individual-level cost-benefit evaluations underpins decisions to
sacrifice in the interests of a public good (e.g., Batson, 1999; Staub, 2001), on
behalf of friends (Halpern, 1997, 1998), or in relational or custodial contexts more
broadly (McLean Parks & Smith, 1998).

The social identity tradition draws attention to the critical importance of
superordinate group identities. The same individuals who are led cognitively to
enact group norms when a conflict is perceived as between-group (salient subgroup
identities — e.g., departments, nations) may engage in deliberative decision-making
if the conflict can be framed as within-group (within a salient superordinate iden-
tity — e.g., organizations, regional groups). Increasing the salience of superordinate
or relational identities provides one strategy for the management of conflict, pro-
moting pro-social behavior and cooperation as many studies have shown (e.g.,
Sherif, 1966; Pruitt, 1981, 1983). Presumably, one might also undermine oppo-
nents’ identification by drawing attention to internally conflicting goals and
increasing the salience of subgroup identities (cf. Hormsey & Hogg, 2000). Hierar-
chical models draw attention to the possibility of engaging with group-level out-
comes as more than distal predictors of individual-level objective analyses: indi-
viduals will psychologically establish links with action and with individual-level
utility even where no objective contingency exists, as a function of chronic or situ-
ational identification. Because the motivating effects of group-level consequences
are a function of identification, dispute resolution techniques may draw on (or be
obstructed by) identity processes. Failure to obtain pareto-optimal integrative solu-
tions, for example, is rational if negotiators have low identification with the
superordinate organization or group, eliminating the motivating effect of benefits
fo both parties. In intergroup situations, individuals may prefer (and thus ‘ration-
ally’ decide) to maximize the relative difference between groups rather than to
maximize absolute ingroup profit (minimal group research: see e.g., Tajfel &
Turner, 1979). Rational decisions change as a function of group identification,
because salient identities change preferences and expectancy value processing.
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Moreover, it should be noted that identity processes as they are understood in
intergroup psychology are not limited to groups competing horizontally, defined
along dimensions such as gender and nationality (e.g., men vs. women, Americans
vs. Iragis). Group conflict may occur between subgroups and a superordinate
authority (e.g., a department with its faculty); or as subgroups within a salient
superordinate identity (two departments within a faculty). Psychological groups
may also exist in the absence of formal organization, when individuals are con-
scious of contenting factions or cliques that divide them (e.g., Sani & Todman,
2002) or dimensions of cross-categorization that unite them (e.g., race and gender
groups within organizations; see e.g., Marcus-Newhall, Miller, Holtz, & Brewer,
1993). Even when individuals are objectively alone in a conflict, a psychological
perception of suffering or fighting on behalf of others may be invoked and identity
processes may be triggered. Cognitively, the perception of similarity to some indi-
viduals and differences from others is sufficient to create psychological group
membership and trigger identity processes, even in the absence of objective inter-
dependence (Turner et al., 1989). Given this broad applicability, consideration of
socio-cognitive processes of identification may be relevant to most conflict situa-
tions.

General Limitations

In the absence of successful experimental manipulations of identification, the
direction of causality in the present research can only be inferred. Research on
interdependence in decision-making suggests that increasing external contingencies
of group and individual outcomes—for example allocating resources at the group
level—increases identification with the group (Tajfel & Turner, 1979; Insko et al.,
2001). However, people who identify are also observed to see themselves as more
affected by, and more influential with respect to, group-level outcomes (cf.
Klandermans, 1984, 1997), potentially creating a feedback loop between identifi-
cation and psychological contingencies of group and individual cost-benefit analy-
sis. Laboratory studies confirm that manipulated identification will increase pro-
group behavior (Brewer & Brown, 1998; Ellemers, 1993; Messick & Mackie,
1989), and longitudinal field research shows effects of changing identification on
collective action (e.g., Kelly, 1993; Simon et al., 1998). In the intergroup literature,
then, the identity-behavior links are well established, but questions remain as to
whether the effects of identification on action are usefully modelled with expec-
tancy-value processes, and are mediated at the individual level. These are the
questions answered in the present studies—yes and no, respectively.

An additional variable unaddressed in the present studies concerns the time
horizon within which the decision-maker is operating. In Study 1, decision-makers
considered behavior in the one month lead up to an election; in Study 2, respon-
dents were directed to consider the likelihood of exercising or rallying “in the next
three months”. In ongoing conflict, identification has been observed to have quite
stable effects: in one study, group identification startlingly predicted engaging in
pro-group protest two years subsequently, even when cost-benefit perceptions for
the behavior at Time 2 were controlled (De Weerd & Klandermans, 1999). How-
ever, as a general rule, the intention-behavior relationship varies in stability as a
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function of experience, such that intentions are more predictive of behavior for
more experienced decision-makers, and more unstable for novices (e.g., Wilson et
al., 1989). In addition, factors such as media coverage that change attitudinal sali-
ence between the time of intention formation and the time for action would lower
intention-behavior consistency (Fazio, 1990; Regan & Fazio, 1977; Duck, Terry, &
Hogg, 1998).

Conclusions

Two studies in the context of English-French relations in Québec suggest that
individuals who strongly identify with a group derive the individual-level costs and
benefits that drive expectancy-value processes (rational decision-making) from
group-level costs and benefits. Moreover, group-level expectancy-value processes,
in Study 2, mediated the relationship between social identity and collective action
intentions. These findings suggest the rational underpinnings of identity-driven
political behavior, a relationship sometimes obscured in intergroup theory that
focuses on cognitive processes of self-stereotyping. But the results also challenge
the view that individuals’ cost-benefit analyses are independent of identity proc-
esses. The study suggests the importance of modelling the relationship of group
and individual levels of expectancy-value processes as both hierarchical and con-
tingent on social identity processes.

At a theoretical level, explicitly analyzing group-level expectancy-value
processes contributes to the prediction of intentions and allow researchers to model
mediating processes in identity-behavior relationships. But in addition, the analysis
may allow a better understanding of processes by which group-level rationality
Judgements are already commonly exploited or manipulated in conflict. Exploring
the theoretical and practical ramifications of these contingency judgements is quite
likely, then, to be a fruitful area of future research.
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