
Several psychological variables also influence how people behave when con-
fronting a resource dilemma. Before considering these variables, let’s examine what
needs to happen in order for people to act cooperatively during a resource dilemma.
Pruitt and Kimmel (1977) used an expectancy–value model (see Chapter 2) to ana-
lyze this issue. They argued that cooperation occurs when individuals (1) place a high
value on the collective outcome and (2) trust that others will also behave coopera-
tively. As with all expectancy–value models, both variables must be greater than zero
in order for behavior to occur. In the present case, this means that people must value
the group outcome and believe that others can be trusted to cooperate. Keep these points
in mind as you learn more about the variables that influence how people behave when
confronting a resource dilemma.

Social Value Orientation. The first variable we will consider is a personality vari-
able known as one’s social value orientation (De Dreu, Weingart, & Kwon, 2000;
Messick & McClintock, 1968; Parks, 1994; Van Lange & Kuhlman, 1994). You can
calculate your social value orientation by competing the brief questionnaire in Table 9.3.

Did you choose option A? If so, you would be classified as being an individualist,
because the first option gives you the most money. If you chose option B, you would
be classified as a cooperative person or someone with a prosocial orientation, because
option B is the fairest distribution. Finally, if you chose option C, you would be
designated as having a competitive orientation, because option C maximizes your
advantage over your partner.

As you might expect, people with a prosocial orientation act more cooperatively
when confronting a resource dilemma than do those with an individualistic or com-
petitive orientation. In part, this is because prosocial individuals value group
outcomes more than do those with an individualistic or competitive orientation.
Trust is also important (Allison & Kerr, 1994). People with a prosocial orientation
are more trusting of other people and view the situation in moral terms. Instead of
asking themselves whether they can take advantage of others in this situation, they
ask themselves whether they can rely on others to be honest (Van Lange &
Kuhlman, 1994).

Early childhood experiences are thought to contribute to the development of a
prosocial orientation (Van Lange, Otten, De Bruim, & Joireman, 1997). Children from
large families who grow up with caring, self-sacrificing parents tend to develop a more
prosocial orientation than do children who grow up in small families with parents who
are less giving.
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TABLE 9.3 A Questionnaire for Determining One’s Social Value Orientation

Imagine that you and another person have worked on a project together. The boss has
given you the opportunity to decide how much each of you should receive in
compensation. Choose from one of the three choices below.

OPTION
A B C

Your Pay $14 $13 $13

Your Partner’s Pay $12 $13 $10
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