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א. וואהל ו- מ. עבודי
 12/2013
נזילות נירות ערך בבורסה בתל-אביב, 6 עמודים


A. Wohl and M. Abudy
Liquidity of securities on the Tel Aviv Stock Exchange, 6 pp.

לנזילות הגדרות רבות. הגדרה מקובלת היא "היכולת לקנות או למכור במהירות בלי להשפיע על המחיר". הגדרה נוספת מוסיפה גם את המלים "כמות גדולה", כלומר נזילות היא "היכולת לקנות או למכור כמות גדולה במהירות בלי להשפיע על המחיר". מדד עקיף לנזילות הינו נפח המסחר  או ה- turnover (נפח ביחידות חלקי מספר היחידות המופקות(, משום  שבד"כ  יש קשר בין נפח מסחר גבוה לבין היכולת לקנות או למכור בהשפעה קטנה על המחיר. אולם, בהחלט יתכן שההשפעה על המחיר שונה בניירות ערך בעלי נפח מסחר זהה. כיון שמדד נפח המסחר נמדד כבר כיום, התמקדנו בשני מדדים אחרים:

א) עלות ביצוע מידי - חצי המרווח (half bid-ask spread)
ב) עלות בצוע מידי ל- X שקלים (לפי מרווח משוקלל כמות)

סקירה על מדדי נזילות ראה ב- Harris (2003) וב- Hasbrouck (2009) שאומדים מדדי נזילות שונים בשוק האמריקאי.

10/2013
Z. Afik and S. Benninga



A model of implied expected bond returns, 45 pp.

Expected bond returns (EBR) are the ex-ante expectations implied by the market prices and the data set available when bond prices are quoted. Our discrete-time model can be used to estimate the rating-adjusted EBR and its risk premium components, including a certainty equivalence premium which is related to the systematic risk aversion. We apply the model to U.S. corporate bond transaction data, using rating agency transition matrices and industry specific recovery rates. We demonstrate that our model credit risk premium (CRP) is a “cleaner” measure of credit risk compared to the commonly used bond-spread. Whereas CRP versus duration term structure shows clear separation between rating groups, their parallel bond spread term structures are highly mixed, raising doubts on their informational value.

5/2013
E. Einhorn


On the rationale behind the market premium (discount) for meeting or beating (missing) analysts’ earnings forecasts, 48 pp.


Research on security analysts provides strong empirical evidence of a market valuation premium (discount) for firms whose earnings reports meet or beat (miss) prior analysts’ forecasts, after controlling for the earnings news. The present study suggests a theoretical foundation for this seemingly anomalous pricing pattern. The study is based on the argument that the observed pricing effect of analysts’ earnings forecasts might be the rational consequence of the practice of earnings management, rather than the cause of earnings management activities as conventionally perceived in the literature. This argument is established by demonstrating that the market premium (discount) associated with meeting or beating (missing) analysts’ earnings forecasts might be simply an adjustment that the market applies to the reported (managed) earnings in order to extract the underlying true (unmanaged) earnings measure.

4/2013
A. Ben-Rephael, J. Oded and A. Wohl


Do firms buy their stock at bargain prices? Evidence from actual stock repurchase disclosures (forthcoming in Review of Finance), 59 pp.

Using new monthly data we investigate open-market repurchase executions of US firms. We find that firms repurchase at prices which are significantly lower than average market prices. This price discount is negatively related to size and positively related to market-to-book ratio. Firms’ repurchase activity is followed by a positive and significant abnormal return. Importantly, the market response occurs when firms disclose their actual repurchase data in earnings announcements, and this positive response is followed by a one month drift. Consistent with these results, we find that insider trading is positively related to actual repurchases.
3/2013
I. Kama and N. Melumad


Camouflaged indicators of earnings management, 49 pp.


We argue that cash management reduces the effectiveness of the indicators commonly used to detect accrual-based earnings management. This concern is of interest because many influential papers on earnings management have utilized these indicators to reach their conclusions. Specifically, the values of indicators of accrual-based earnings management calculated in periods of increased cash management activities may not be comparable with the corresponding values calculated in other periods. Our results suggest that cash management activities have intensified following the legislation of the Sarbanes-Oxley Act, resulting in camouflaged indicators of earnings management. An immediate implication is that recent studies examining the impact of the Sarbanes-Oxley Act on earnings management might have reached erroneous conclusions. The identified decrease in the indicators of accrual-based earnings management utilized in those studies could have been the consequence of increased cash management rather than an actual decrease in accrual-based earnings management.
2/2013
J. Aharony, C. Liu and A. Yawson

Corporate litigation and CEO turnover, 60 pp.

This paper examines executive turnover within US publicly listed companies following their encounters with a broad range of lawsuit filings. Litigation can motivate a board of directors to replace the existing CEO, either due to agency incentives to protect the company against legal liabilities or due to legitimacy incentives to restore the company’s reputation. Empirical evidence indicates that companies experience a higher CEO turnover following lawsuit filings, particularly in the wake of securities, intellectual property, and antitrust lawsuits. This increase in turnover is also significantly associated with lawsuit merits as proxied by outcomes, but not their economic magnitude. Environmental lawsuits are, however, not significantly associated with subsequent CEO turnover. The results provide new insights that firms, in the decision to initiate CEO turnover in response to litigation, are predominantly driven by agency rather than reputational concerns.

REPRINTS
269
D. Weiss, H. Falk and U. Ben Zion
Earnings variability and disclosure of R&D: Evidence from press releases, Accounting and Finance, 53, 837-865, 2013.
This study explores press releases in the pharmaceutical industry to expand our understanding of how investments in R&D outlays influence uncertainty of future earnings. The findings make two contributions to the literature. First, they provide evidence that equal investments in different R&D ventures are associated with differential variability of future earnings. This result suggests that non-financial information contained in press releases captures attributes of firm-specific R&D investments that are not revealed through R&D expenditures reported in financial statements. Second, prior studies have indicated that investments in pharmaceutical R&D are associated with the highest variability of future earnings among all industries. The results, however, suggest that for a large class of low-risk pharmaceutical R&D investments, the relative variability of future earnings is low and similar to that generated by capital expenditures. The findings hold when we control for endogeneity in voluntary disclosure of press releases.

257
M. Abudy and S. Benninga

Non-marketability and the value of employee stock options, Journal of Banking and Finance, 37(12), 5500-5510, 2013.
We adapt the Benninga et al. (2005) framework to value employee stock options (ESOs). The model quantifies non-diversification effects, is computationally simple, and provides an endogenous explanation of ESO early-exercise. Using a proprietary dataset of ESO exercise events we measure the non-marketability ESO discount. We find that the ESO value on the grant date is approximately 45% of a similar plain vanilla Black–Scholes value. The model is aligned with empirical findings of ESOs, gives an exercise boundary of ESOs and can serve as an approximation to the fair value estimation of share-based employee and executive compensation. Using the model we give a numerical measure of non-diversification in an imperfect market.
256
S. Akron and S. Benninga

Production and hedging implications of executive compensation schemes, Journal of Corporate Finance, 19, 119-139, February 2013.
This paper connects executive compensation with hedging and analyzes a crucial shareholders and managers agency source that evolves from the pricing of the hedging device. The shareholders are risk-neutral, while the risk-averse manager hedges the price risk of the manufactured quantity, and his compensation package includes equity-linked compensation-stock grants. Only when the hedging instrument's pricing includes a risk premium, is hedging costly to the shareholders, while it is costless to the manager. Then from the owners' point of view, we observe managerial over-hedging, increasing in the equity-linked compensation level. This result leads to a violation of the classical production and hedging separation theorem. We conclude that, in the case where the hedging device's pricing bears a risk premium, shareholders can regulate the corporate value diversion to managers through diminishing the managerial equity-linked compensation scheme or by putting restrictions on the extent of hedging activities of executives.

248
P. Kumar and N. Langberg
Information manipulation and rational investment booms and busts, Journal of Monetary Economics, 60, 408-425, 2013.
A model of endogenous investment booms and busts with rational agents is presented where outside investors are uncertain about both industry (aggregate) and firm-specific capital productivity, and insiders manipulate information through strategic productivity disclosures. For intermediate and high levels of agency conflict, there are aggregate investment distortions along the equilibrium path, investment dynamics are history-dependent, and depict patterns of persistent investment booms or investment busts even though investors design optimal incentive contracts based on Bayes-rational beliefs. Moreover, the aggregate uncertainty may not be resolved in the limit, as the number of firms and disclosures gets arbitrarily large.
245
E. Amir, E. Einhorn and I. Kama

Extracting sustainable earnings from profit margins, European Accounting Review, 22(4), 685-718, 2013; DOI:10.1080/09638180.2012.749067
Revenues and expenses are fundamentally proportional to one another, but are likely to be disproportionally affected by transitory items or economic shocks. We build on this observation and propose a new measure of sustainable earnings based on deviations from normal profit margins. While some other sustainable earnings metrics attempt to identify transitory components on a line-by-line basis, our measure, referred to as the intensity of core earnings (ICE), uses ratio analysis to extract the transitory portion of earnings from all line items. We find that the ICE, as measured here, is positively associated with earnings persistence, better earnings predictability, and stronger market reaction to unexpected earnings. We also find that our measure is positively associated with post-earnings announcement excess stock returns. Comparing our measure with an accrual-based measure of earnings quality, we find that, in general, the two metrics provide distinct incremental information relative to one another and in some instances our measure is better than an accrual-based measure in assessing earnings quality.
234
I. Cooper and R. Priestley

The world business cycle and expected returns,  Review of Finance, 17(3), 1029-1064, 2013. 
We study the predictability of stock returns using a pure macroeconomic measure of the world business cycle, namely the world’s capital to output ratio. This variable tracks variation in expected stock returns in a group of the major industrial economies in the presence of world financial market–based predictor variables. The world’s capital to output ratio exhibits strong out-of-sample predictive power in almost all countries studied. This is in contrast to financial market–based variables that almost never have out-of-sample forecasting power. Using the stock return predictability that we uncover, we find that international versions of conditional asset pricing models perform well. The world capital to output ratio also predicts bond returns, interest rate changes, and credit spreads. The results highlight the importance of world business conditions for financial markets. 

233
I. Kama and D. Weiss

Do earnings targets and managerial incentives affect sticky costs?, Journal of Accounting Research, 51(1), 201-224, 2013; DOI: 10.1111/j.1475-679X.2012.00471.x
This study explores motivations underlying managers’ resource adjustments. We focus on the impact of incentives to meet earnings targets on resource adjustments and the ensuing cost structures. We find that, when managers face incentives to avoid losses or earnings decreases, or to meet financial analysts’ earnings forecasts, they expedite downward adjustment of slack resources for sales decreases. These deliberate decisions lessen the degree of cost stickiness rather than induce cost stickiness. The results suggest that efforts to understand determinants of firms’ cost structures should be made in light of the managers’ motivations, particularly agency-driven incentives underlying resource adjustment decisions.
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275
T. Einhorn

Cultural heritage as a resource: A view from Israel. In Proceedings of the International Law Association Regional Conference 2013 – Imperium Juris: Governance, Trade Resources (Greece 2013) (in English), available on

http://www.ilaregional2013.gr/index.php/programme/full-programme


NO ABSTRACT
274
T. Einhorn

The status of Judea & Samaria and their settlement under public international law. In H. Arnon and C. Vinitzky (Eds.), Land Law and International Law in Judea & Samaria (pp. 9-75). Bursi, 2013 (in Hebrew).



NO ABSTRACT
273
T. Einhorn


Developments in regional trade law: A view from Israel, European Journal of Law Reform, 15(1), 71-79, 2013 (in English).


This article analyzes the developments in Israel's regional trade agreements and their effects on the liberalization of its international trade. The article first addresses Israel's dependence upon its international trade and the case for liberalizing it (Section A); the RTAs concluded by Israel (Section B); the contribution of the first Free Trade Area Agreements (FTAs), concluded by Israel with the European Economic Community, on the one hand, and the United States, on the other, to the overall liberalization of its international trade (Section C); a discussion follows of the special problems encountered with the rules of origin, an essential characteristic of any FTA, and of the proof of origin under Israel's FTAs (Section D). The special features and problematic aspects of the customs union, concluded between Israel and the Palestine Liberation Organization (PLO), are analyzed (Section E). Finally, the article provides an outlook into the future of Israel's RTAs (Section F).
HC-IBRI SERIES IN MANAGERIAL ECONOMICS
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13/2013
H. Shabtay and A. Tishler


Budget allocation under uncertainty and the costs of war and insecurity, 36 pp.

This study presents a framework and models for the analysis of government budget allocation into defense and civilian expenditures in situations of uncertainty about the incidence of war. The models display the intricate relationships between security levels, subjective probabilities of the occurrence of war, and potential war damages. We show that poor countries tend to perceive greater probabilities of war than their richer rivals and that the psychological burden of insecurity is larger when the country’s wealth is larger and when its preference for security is higher. We apply our models to the Israeli-Syrian arms race and show that the very different growth rates of the Israeli and Syrian economies are likely to lead to an increase in Syria’s perception of the likelihood of war and to a decrease in Israel’s perception of such a likelihood. We also show that if Syria’s regime becomes ideologically more extreme, the monetary cost of maintaining Israel's security at the level that it enjoyed prior to the change will be very high, whereas the monetary cost of maintaining  Israel’s welfare would be moderate.
11/2013
I. Ater, Y. Givati and O. Rigbi

Organizational structure, police activity and crime, 29 pp.


We examine the consequences of an organizational reform in Israel that transferred the responsibility for housing arrestees from the Police to the Prison Authority. Using the staggered introduction of the reform in different regions of the country, we document strong evidence that this organizational change led to an increase of 11 percent in the number of arrests and to a decrease of 4 percent in the number of reported crimes, with these effects concentrated in more minor crimes. The reform also led to a decrease in the quality of arrests, measured by the likelihood of being charged following an arrest. These findings are consistent with the idea that the reform externalized the cost of housing arrestees from the Police's perspective, and therefore led the Police to increase its activity against crime.
REPRINTS
241
E.L Pecht, A. Tishler and N. Weingold

On the choice of multi-task R&D defense projects: A case study of the Israeli missile defense system, Defence and Peace Economics, 24(5), 429-448, 2013; DOI:10.1080/10242694.2012.717205
Investments in R&D constitute a major share of the expenditures of the hi-tech industry since, generally, they enable firms to successfully compete in the rapidly and constantly changing markets for hi-tech products and services. The role of R&D projects is particularly important in the areas of defense and homeland security due to the nature of warfare and the continuous threats posed by arms races and by terror organizations. This study analyzes the choice of the R&D projects designed to counter multiple related military threats. It develops the methodology required to assess whether it is preferable to develop one project to thwart several related threats, or several distinct projects, each of which provides an answer to one specific threat or a partial set of the threats. An analytic solution is provided and assessed for two simple models with two related threats. A solution of the model is then provided for any number of related threats, using a dynamic programming methodology. Finally, we demonstrate the usefulness of our model and methodology to Israel’s missile defense problem; that is, we show how to optimally develop systems aimed at thwarting the multiple threats of short-, medium-, and long-range missiles.
231
S. Anily and A. Pfeffer

The uncapacitated swapping problem on a line and on a circle, Discrete Applied Mathematics, 161(4-5), 454-465, 2013.

The uncapacitated swapping problem is defined by a graph consisting of n vertices, and m object types. Each vertex of the graph is associated with two object types: the one that it currently holds, and the one it demands. Each vertex holds or demands at most one unit of an object. The problem is balanced in the sense that for each object type, its total supply equals its total demand. A vehicle of unlimited capacity is assumed to transport the objects in order to fulfill the requirements of all vertices. The objective is to find a shortest route along which the vehicle can accomplish the rearrangement of the objects, given designated initial and terminal vertices. The uncapacitated swapping problem on a general graph, including a tree graph, is known to be NP-Hard. In this paper we show that for the line and circle graphs, the problem is polynomially solvable: we propose an O(n)-time algorithm for a line and an O(n3)-time algorithm for a circle. 
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9/2013
R. Arnon, M. Leshno, R. Annunziato, S. Florman and K. Iyer

What is the optimal timing of liver transplantation for children with biliary atresia? A Markov model simulation analysis, 18 pp.
NO ABSTRACT
מ. לשנו
8/2013
השפעת מבחן מו"ר על הקבלה לביה"ס לרפואה ע"ש סאקלר של אוניברסיטת ת"א: מי התקבל ומי נדחה כתוצאה משינוי קריטריון הקבלה, 45 עמודים

M. Leshno

The influence of the MOR test on admission to the Sackler School of Medicine at Tel Aviv University:  Who gained and who lost from the change, 45 pp.
בכל העולם קיים פער גדול בין מספר המועמדים ללימודי רפואה, למספר המקומות בבתי הספר לרפואה. בתי הספר מנצלים זאת כדי לקבל את המועמדים המתאימים ביותר. ב 2004- השתנה הליך הקבלה של בית-הספר לרפואה ע"ש סאקלר, בהוספת מבחן מו"ר. מבחן זה מחולק למספר מרכיבים שמטרתם הערכת כישורים אישיים. בדקתי את השלכות שינוי זה על ידי בחינת 4 מרכיבים עיקריים:

א. תועלת מבחינת יכולת ניבוי
ב. השלכות השינוי על ההרכב הדמוגרפי של המתקבלים
ג. השלכות השינוי על ממוצע הציונים האקדמי והערכות המחלקה של הלומדים
ד. כיצד משפיע שינוי המשקל של מרכיבי קריטריון הקבלה על ההשלכות הנ"ל.
REPRINTS

277
G. Oestreicher-Singer and L. Zalmanson
Content or community? A digital business strategy for content providers in the social age, MIS Quarterly, Special Issue on Digital Business Strategy, 37(2), 591-616, 2013.

The content industry has been undergoing a tremendous transformation in the last two decades. We focus in this paper on recent changes in the form of social computing. Although the content industry has implemented social computing to a large extent, it has done so from a techno-centric approach in which social features are viewed as complementary rather than integral to content. This approach does not capitalize on users’ social behavior in the website and does not answer the content industry’s need to elicit payment from consumers. We suggest that both of these objectives can be achieved by acknowledging the fusion between content and community, making the social experience central to the content website’s digital business strategy. 

We use data from Last.fm, a site offering both music consumption and online community features. The basic use of Last.fm is free, and premium services are provided for a fixed monthly subscription fee. Although the premium services on Last.fm are aimed primarily at improving the content consumption experience, we find that willingness to pay for premium services is strongly associated with the level of community participation of the user.

Drawing from the literature on levels of participation in online communities, we show that consumers’ willingness to pay increases as they climb the so-called “ladder of participation” on the website. Moreover, we find that willingness to pay is more strongly linked to community participation than to the volume of content consumption. We control for self-selection bias by using propensity score matching. We extend our results by estimating a hazard model to study the effect of community activity on the time between joining the website and the subscription decision. Our results suggest that firms whose digital business models remain viable in a world of “freemium” will be those that take a strategic rather than techno-centric view of social media, that integrate social media into the consumption and purchase experience rather than use it merely as a substitute for offline soft marketing. We provide new evidence of the importance of fusing social computing with content delivery and, in the process, lay a foundation for a broader strategic path for the digital content industry in an age of growing user participation.
276
G. Oestreicher-Singer, B. Libai, L. Sivan, E. Carmi and O. Yassin
The network value of products, Journal of Marketing, 77(3), 1-14, 2013.

Traditionally, the value of a product has been assessed according to the direct revenues the product creates. However, products do not exist in isolation but rather influence one another's sales. Such influence is especially evident in e-commerce environments, in which products are often presented as a collection of web pages linked by recommendation hyperlinks, creating a large-scale product network. The authors present a systematic approach to estimate products' true value to a firm in such a product network. Their approach, which is in the spirit of the PageRank algorithm, uses available data from large-scale e-commerce sites and separates a product's value into its own intrinsic value, the value it receives from the network, and the value it contributes to the network. The authors demonstrate their approach using data collected from the product network of books on Amazon.com. Specifically, they show that the value of low sellers may be underestimated, whereas the value of best sellers may be overestimated. The authors explore the sources of this discrepancy and discuss the implications for managing products in the growing environment of product networks.
242
Y. Katz , M. R. Goldberg, N. Rajuan, A. Cohen and M. Leshno

The prevalence and natural course of food protein-induced enterocolitis syndrome to cow’s milk: A large-scale, prospective population-based study, Journal of Allergy and Clinical Immunology, 127(3), 647-652e3, 2011.

Background: The prevalence and natural history for food protein–induced enterocolitis syndrome (FPIES) have not been determined.

Objective: We sought to determine the prevalence, clinical manifestations, and rate of recovery for FPIES in a large-scale, population-based prospective study.

Methods: In a prospective study the feeding history of 13,019 infants was obtained. Infants with probable adverse reactions to cow’s milk protein (CMP) were clinically examined, skin prick tested, and challenged orally. Diagnostic criteria for CMP induced FPIES included age less than 9 months, delayed recurrent vomiting (usually with nausea), and lethargy after exposure to CMP in the absence of other IgE-mediated symptoms, such as rash, urticaria, and respiratory symptoms. In addition, a positive challenge response to milk resulted in the abovementioned gastrointestinal symptoms; removal of milk from the diet resulted in the resolution of those symptoms, or both.

Results: Ninety-eight percent of the cohort participated in the study. The cumulative incidence for FPIES was 0.34% (44/13,019 patients). The most common symptoms were recurrent vomiting (100%), lethargy (77%) diarrhea (25%), pallor (14%), and bloody diarrhea (4.5%). All patients had FPIES within the first 6 months of life. By the age of 3 years, 90%of the patients had recovered.We did not detect any concomitant reaction to soy. Eight patients with FPIES had IgE-mediated cow’s milk allergy (IgE-CMA).

Conclusions: The prevalence of FPIES is significant, and its clinical presentation is distinct from that of IgE-CMA. Most patients with FPIES recover, although a proportion might convert to IgE-CMA. The likelihood for a cross-reactivity to soy in this population was less than previously estimated. (J Allergy Clin Immunol 2011;127:647-53).
HC-IBRI SERIES IN MARKETING
REPRINTS

265
Z. Carmon, Y. Steinhart and Y. Trope
Scary health warnings can boost sales, Harvard Business Review, 91(10), 30, 2013. 
NO ABSTRACT
264
Y. Steinhart, O. Ayalon and H. Puterman

The effect of an environmental claim on consumers’ perceptions about luxury and utilitarian products, Journal of Cleaner Production, 53, 277-286, 2013.
This research examines how an environmental claim –  an eco-label with a message about a product causing less damage to the environment – differently affects consumers’ evaluations of utilitarian products and of luxuries. The results of two online studies show that consumers perceive an environmental claim as being a utilitarian aspect of a product, and, therefore, such claims may enhance consumers’ evaluations of utilitarian products, especially when the content of the claim emphasizes global-environmental benefits. In addition, the environmental claim may improve evaluations of luxury products by providing available justification to indulge and use luxuries. The latter effect is enhanced when the content of the environmental claim emphasizes personal-social benefits, related to the user’s social status.

263
Y. Steinhart, Z. Carmon and Y. Trope

Warnings of adverse side effects can backfire over time, Psychological Science, 24(9), 1842-1847, 2013;  DOI: 10.1177/0956797613478948

Warnings that a promoted product can have adverse side effects (e.g., smoking cigarettes can cause cancer) should dampen the product’s allure. We predicted that with temporal distance (e.g., when an ad relates to future consumption or was viewed some time earlier), this common type of warning can have a worrisome alternative consequence: It can ironically boost the product’s appeal. Building on construal-level theory, we argue that this is because temporal distance evokes high-level construal, which deemphasizes side effects and emphasizes message trustworthiness. In four studies, we demonstrated this phenomenon. For example, participants could buy cigarettes or artificial sweeteners after viewing an ad promoting the product. Immediately afterward, the quantity that participants bought predictably decreased if the ad they saw included a warning about adverse side effects. With temporal distance (product to be delivered 3 months later, or 2 weeks after the ad was viewed), however, participants who had seen an ad noting the benefits of the product but warning of risky side effects bought more than those who had seen an ad noting only benefits.

262
Y. Steinhart, D. Mazursky and M.A. Kamins

The process by which product availability triggers purchase, Marketing Letters, 24(3), 217-228, 2013.
Both product availability and lack of availability have the potential to trigger the intention to buy. The present research aims to identify the specific processes by which the latter situation of lack of availability drives purchase intention. The research demonstrates that, when lack of product availability is perceived positively, it influences purchase intentions via consumer involvement. However, when lack of product availability is perceived negatively, it influences purchase intentions via perceived feasibility, irrespective of consumer involvement. Two studies confirm the dual indirect effect of product availability on purchase intentions and its underlying processes.
261
Y. Steinhart, D. Mazursky and M.A. Kamins
The “temporal-processing-fit effect”: The interplay between regulatory state, temporal distance, and construal levels, Social Cognition, 31(3), 315-335, 2013.
The current research proposes a moderator of the established effect of temporal construal on the weighting of abstract features versus more concrete features—that of the individual’s regulatory focus. The moderating effect relies on the presence or absence of a fit between regulatory focus and the time horizon for upcoming decisions (i.e., prevention focus/near future or promotion focus/distant future). Under a promotion (prevention) focus, construal levels are higher in the near (distant) than in the distant (near) future. Four experiments find support for this “temporal-processing-fit effect” and provide a perspective on its possible causes, showing that when “fit” is the present state, the event is perceived as more important, being locally processed and construed in a concrete manner, than in non-fit states. In the latter states, the event is processed in a global manner and construed abstractly because it is perceived as less important.

260
Y. Steinhart, M.A. Kamins, D. Mazursky and A. Noy
Thinking or feeling the risk in online auctions: The effects of priming auction outcomes and the dual system on risk perception and amount bid, Journal of Interactive Marketing, 27, 47-61, 2013.
The present research sheds new light on the antecedents and outcomes of bidders' perceived risk. It examines the role of the two-system model in the context of activating the potential to either win or lose an online auction. This study demonstrates that when a bidder's affective system is primed, concern about losing the item is greater and ultimately the bid amount is higher when the bidder expects to lose rather than win. Conversely, when the cognitive system is primed, the anticipated goals of winning the auction – rather than the fear of losing – drive the bidder's actions. In the latter case, the bidder pays a higher amount if the expectancy of winning is primed, as opposed to the expectancy of losing. A field study on eBay and two lab studies confirm this phenomenon.

259
G.C. Hadjinicola, C. Charalambous and E. Muller


Product positioning using a self-organizing map and the rings of influence, Decision Sciences, 44, 431-461, 2013.

In this article, we propose a new product positioning method based on the neural network methodology of a self-organizing map. The method incorporates the concept of rings of influence, where a firm evaluates individual consumers and decides on the intensity to pursue a consumer, based on the probability that this consumer will purchase a competing product. The method has several advantages over earlier work. First, no limitations are imposed on the number of competing products and second, the method can position multiple products in multiple market segments. Using simulations, we compare the new product positioning method with a quasi-Newton method and find that the new method always approaches the best solution obtained by the quasi-Newton method. The quasi-Newton method, however, is dependent on the initial positions of the new products, with the majority of cases ending in a local optimum. Furthermore, the computational time required by the quasi-Newton method increases exponentially, while the time required by the new method is small and remains almost unchanged, when the number of new products positioned increases. We also compute the expected utility that a firm will provide consumers by offering its products. We show that as the intensity with which a firm pursues consumers increases, the new method results in near optimal solutions in terms of market share, but with higher expected utility provided to consumers when compared to that obtained by a quasi-Newton method. Thus, the new method can serve as a managerial decision-making tool to compare the short-term market share objective with the long-term expected utility that a firm will provide to consumers, when it positions its products and intensifies its effort to attract consumers away from competition.
258
B. Libai, E. Muller and R. Peres 

Decomposing the value of word-of-mouth seeding programs: Acceleration vs. expansion, Journal of Marketing Research, 50, 161-176, 2013.

In word-of-mouth seeding programs, customer word of mouth can generate value through market expansion, i.e. getting customers who would not otherwise have bought the product, or accelerating the purchases of customers who would have purchased anyway. Here we present the first investigation of how acceleration and expansion combine to generate value in a word-of-mouth seeding program for a new product. We define a program’s social value as the global change, over the entire social system, in customer equity that can be attributed to the word-of-mouth program participants. We compute programs’ social value in various scenarios using an agent-based simulation model and empirical connectivity data on 12 social networks in various markets as input to the simulation. We show how expansion and acceleration integrate to create the social value of programs, and how the role of each is affected by factors such as competition, program targeting, profit decline and retention. These results have substantial implications for the design and evaluation of word-of-mouth marketing programs, and of the profit impact of word of mouth in general.

255
Y.Z. Levy, D.J. Levy, A.G. Barto and J.S. Meyer


A computational hypothesis for allostasis: Delineation of substance dependence, conventional therapies, and alternative treatments, Frontiers in Psychiatry, 19 December 2013; 

DOI: 10.3389/fpsyt.2013.00167

The allostatic theory of drug abuse describes the brain’s reward system alterations as sub-stance misuse progresses. Neural adaptations arising from the reward system itself and from the antireward system provide the subject with functional stability, while affecting the person’s mood. We propose a computational hypothesis describing how a virtual subject’s drug consumption, cognitive substrate, and mood interface with reward and antireward systems. Reward system adaptations are assumed interrelated with the ongoing neural activity defining behavior toward drug intake, including activity in the nucleus accumbens, ventral tegmental area, and prefrontal cortex (PFC). Antireward system adaptations are assumed to mutually connect with higher-order cognitive processes occurring within PFC, orbitofrontal cortex, and anterior cingulate cortex. The subject’s mood estimation is a provisional function of reward components. The presented knowledge repository model incorporates pharma-cokinetic, pharmacodynamic, neuropsychological, cognitive, and behavioral components. Patterns of tobacco smoking exemplify the framework’s predictive properties: escalation of cigarette consumption, conventional treatments similar to nicotine patches, and alternative medical practices comparable to meditation. The primary outcomes include an estimate of the virtual subject’s mood and the daily account of drug intakes. The main limitation of this study resides in the 21 time-dependent processes which partially describe the complex phenomena of drug addiction and involve a large number of parameters which may under-constrain the framework. Our model predicts that reward system adaptations account for mood stabilization, whereas antireward system adaptations delineate mood improvement and reduction in drug consumption. This investigation provides formal arguments encouraging current rehabilitation therapies to include meditation-like practices along with pharmaceutical drugs and behavioral counseling.

254
D.J. Levy, A.C. Thavikulwat and P.W. Glimcher

State dependent valuation: The effect of deprivation on risk preferences, PLOS ONE, 8(1), January 2013.
The internal state of an organism affects its choices. Previous studies in various non-human animals have demonstrated a complex, and in some cases non-monotonic, interaction between internal state and risk preferences. Our aim was to examine the systematic effects of deprivation on human decision-making across various reward types. Using both a nonparametric approach and a classical economic analysis, we asked whether the risk attitudes of human subjects towards money, food and water rewards would change as a function of their internal metabolic state. Our findings replicate some previous work suggesting that, on average, humans become more risk tolerant in their monetary decisions, as they get hungry. However, our specific approach allowed us to make two novel observations about the complex interaction between internal state and risk preferences. First, we found that the change in risk attitude induced by food deprivation is a general phenomenon, affecting attitudes towards both monetary and consumable rewards. But much more importantly, our data indicate that rather than each subject becoming more risk tolerant as previously hypothesized based on averaging across subjects, we found that as a population of human subjects becomes food deprived the heterogeneity of their risk attitudes collapses towards a fixed point. Thus subjects who show high-risk aversion while satiated shift towards moderate risk aversion when deprived but subjects who are risk tolerant become more risk averse. These findings demonstrate a more complicated interaction between internal state and risk preferences and raise some interesting implications for both day-to-day decisions and financial market structures.

243
A. Kronrod and S. Danziger
“Wii Will Rock You!” The use and effect of figurative language in consumer reviews of hedonic and utilitarian consumption, Journal of Consumer Research, 40(4), 726-729, 2013.

Figurative language in advertising affects product attitudes positively across contexts. In contrast, the present research demonstrates that the use and effectiveness of figurative language in consumer-generated content is context specific, because of conversational norms unique to this form of communication. Study 1 shows that consumer reviews containing more figurative language lead to more favorable attitudes in hedonic, but not utilitarian, consumption contexts, and that conversational norms about figurative language govern this effect. Study 2 reveals that reading a review containing figurative language increases choice of hedonic over utilitarian options. Finally, via analysis of online consumer reviews and a lab experiment, studies 3 and 4 indicate that consumers use figurative language more when sharing experiences about hedonic than utilitarian consumption, and that review extremity influences figurative language use only in reviews of hedonic consumption. The studies highlight the critical role of conversational norms in interpreting and creating user-generated content.

240
D. Ein-Gar and L. Levontin

Giving from a distance: Putting the charitable organization at the center of the donation appeal, Journal of Consumer Psychology, 23(2), 197-211, 2013.

Past research has shown repeatedly that people prefer donating to a single identified human victim rather than to unidentified or abstract donation targets. In the current research we show results countering the identifiable victim effect, wherein people prefer to donate to charitable organizations rather than to an identifiable victim. In a series of five studies, we manipulate temporal and social distance, examine a variety of donation targets, and measure intention to donate time or money as well as actual donations of money. We show that people are more willing to donate to a charitable organization when they are temporally or socially distant from the population in need. Willingness to donate to a specific person in need is higher when donors are temporally or socially close to the donation target. Furthermore, we demonstrate that (a) empathy mediates donations to a single victim, yet does not mediate donations to charitable organizations; (b) that donation giving to charitable organizations is unique and is not similar to donations to a group of victims. Theoretical and practical implications are discussed. 
238
I. Ater and V. Landsman
Do customers learn from experience? Evidence from retail banking, Management Science, 59(9), 2019-2035, 2013.
We study customers' adoption and subsequent switching decisions with regard to a menu of three-part tariff plans offered by a commercial bank. Using a rich panel data set covering 70,510 fee-based checking accounts over 30 months, before and after the introduction of the plans, we find that most customers adopt noncost-minimizing plans, preferring plans with large monthly allowances and high fixed payments. Furthermore, after adoption, customers who exceed their allowances and consequently pay overage fees are more likely to switch to plans with larger allowances than customers who do not experience such fees. Notably, after switching, these overage-paying customers pay higher monthly payments than before. In contrast, switching customers who did not pay overage payments before switching pay less after switching. Our findings, unlike those of previous research on experience-based learning, suggest that the behavior of experienced customers does not converge to the predictions of neoclassical models. We propose that "overage aversion," which is closely related to loss aversion and mental accounting, is the most plausible explanation for our findings.
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7/2013
Y. Yeheskel



Motivating a supplier to test product quality, 42 pp.
This paper considers a supplier that offers a buyer a new product of unknown quality. The supplier can run a test that partially reveals unverifiable information concerning the quality, and the buyer can learn the actual quality after agreeing to buy the new product. I identify two main features of a contract for motivating the supplier to run the test. First, the contract may specify an upward or downward quantity distortion. Second, the contract may include slotting allowances, which may be welfare reducing when they discriminate against financially constrained suppliers.
6/2013
D. Gilo, Y. Spiegel and U. Temurshoev


Partial cross ownership and tacit collusion under cost asymmetries, 33 

pp.

We examine the effects that passive investments in rival firms have on the incentives to collude when firms have asymmetric marginal costs. We first show that unilateral investments by the most efficient firm in rivals may not only facilitate collusion but also raise the collusive price. We also show that the most efficient firm prefers to invest in its most efficient rival and only if this investment is insufficient to sustain collusion will it begin to invest in less efficient rivals. We then consider multilateral passive investments in rivals and show that an increase in such investments never hinders tacit collusion and we establish necessary and sufficient conditions for such investments to strictly facilitate tacit collusion.
1/2013
Y. Spiegel
Backward integration, forward integration, and vertical foreclosure, 35 pp.
I show that partial vertical integration may either alleviate or exacerbate the concern for vertical foreclosure and I examine the circumstances under which it enhances or harms welfare relative to full vertical integration.
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270
J.P. Stephens, E.D. Heaphy, A. Carmeli, G.M. Spreitzer and J.E. Dutton 

Relationship quality and virtuousness:  Emotional carrying capacity as a source of individual and team resilience, The Journal of Applied Behavioral Science, 49(1), 13-41, 2013. 

Virtuousness in organizations involves individuals and teams being resilient, or bouncing back from setbacks in ways that allow them to adapt and grow. In two studies, we focus on emotional carrying capacity (ECC), wherein relationship partners express more of their emotions, express both positive and negative emotions, and do so constructively, as a source of resilience in individuals and in teams. Study l’s findings indicate that ECC is positively related to individual resilience and that ECC mediates the link between relationship closeness and individual resilience. Study 2’s findings indicate a similar pattern for resilience at the team level: ECC is positively related to team resilience and mediates the connection between trust and team resilience. Together, these studies provide insight into how emotional expression in relationships is a key mechanism in explaining resilience, a foundational element for the pursuit of long-term virtuousness for individuals and for teams.

268
Y. Spiegel

Commercial software, adware, and consumer privacy, International Journal of Industrial Organization, 31, 702-713, 2013.
I study the choice between selling new software commercially and bundling it with ads and distributing it for free as adware. Adware allows advertisers to send targeted information to consumers which improves their purchasing decisions, but also entails a loss of privacy. I show that  adware is more profitable when the perceived quality of the software is relatively low, when tracking technology improves, when consumers benefit more from information on consumer products and are less likely to receive it from external sources. I also show that improvements in the technology of display ads will lead to less violation of privacy and will benefit consumers, that depending on the software's quality, there are either too many or too few display ads in equilibrium, and that from a social perspective, adware dominates commercial software.

267
A. Arad

Past decisions do affect future choices: An experimental demonstration, Organizational Behavior and Human Decision Processes, 121, 267-277, 2013.
This paper demonstrates experimentally that the mere fact that an alternative was chosen in the past increases the likelihood that it will be re-chosen in the future, when new alternatives are being offered. The experimental design consists of a new variation of the free-choice paradigm that is immune to Chen and Risen’s (2010) criticism of how results have been interpreted in previous studies of post-decision effects. An additional experiment indicates that once participants have chosen a particular alternative they view its characteristics more positively. I suggest that the new design can be used to study various aspects of the effect of past decisions on future ones. In the present paper, I apply it to show that the allocation of limited resources among various uses may be biased in favor of a particular use if it was preferred to another in a previous situation.
266
A. Arad and A. Rubinstein

Strategic tournaments, American Economic Journal: Microeconomics, 5(4), 31-54, 2013.

A strategic (round-robin) tournament is a simultaneous n-player game built on top of a symmetric two-player game G. Each player chooses one action in G and is matched to play G against all other players. The winner of the tournament is the player who achieves the highest total G-payoff. The tournament has several interpretations as an evolutionary model, as a model of social interaction, and as a model of competition between firms with procedurally rational consumers. We prove some general properties of the model and explore the intuition that a tournament encourages riskier behavior.

(JEL C72, C73)
237
A. Carmeli, R. Gelbard and R. Reiter-Palmon
Leadership, creative problem-solving capacity, and creative performance: The importance of knowledge sharing, Human Resource Management, 52(1), 95-122, January-February 2013. 
This article presents two studies that examine whether leader supportive behaviors facilitate knowledge sharing and employee creative problem-solving capacity, thereby enhancing creative performance. The findings from both studies indicate that leader supportive behaviors are directly and indirectly related, through both internal and external knowledge sharing, to employee creative problem-solving capacity. In addition, creative problem solving was related to the two dimensions of creative performance – fluency and originality. However, a test of the mediation model indicated that creative problem solving only mediated the relationship between internal knowledge sharing creative performance and originality. These findings highlight the complex process by which leaders facilitate both internal and external knowledge sharing and employee creative problem-solving capacity, thereby improving employee creative performance.
232
A. Carmeli, Y. Friedman and A. Tishler
Cultivating a resilient top management team: The importance of relational connections and strategic decision comprehensiveness, Safety Science, 51, 148-159, 2013
Despite growing research interest in both top management team (TMT) processes and resilience in organizations, these two streams of research have remained largely separate, let alone fully developed. In this study, we examine whether and why relational connections marked by connectivity facilitate strategic decision comprehensiveness, and cultivate two forms of TMT resilience that capture both efficacious beliefs and adaptive capacity. Based on a sample of 74 TMTs, the findings of this study indicate that (1) connectivity is positively related to strategic decision comprehensiveness, (2) strategic decision comprehensiveness is positively associated with both forms of TMT resilience, and (3) connectivity is indirectly, through strategic decision comprehensiveness, related to both TMT resilience-efficacious beliefs and TMT resilience-adaptive capacity. These findings have direct implications for research on TMTs, decision-making processes, and resilience by specifying the ways in which relational connections help build capacities in senior executive teams.
BOOK
B. S. Aharonson, U. Stettner, S. Ellis, I. Drori and T. L. Amburgey (Eds.) 
Understanding the Relationship between Networks and Technology, Creativity and Innovation. In Technology, Innovation, Entrepreneurship and Competitive Strategy, Volume 13 (August 2013), Emerald Publishing.
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א. גלין

גישור פנימי בבתי הדין לעבודה
מתוך ס. אדלר ואחרים (עורכים), ספר אליקה ברק-אוסוסקין:  לכבודה של השופטת אלישבע (אליקה) ברק-אוסוסקין, סגנית נשיא בית הדין הארצי לעבודה בשנים 2000-2006 (ע' 207-229).  המכון למחקרי חקיקה ולמשפט השואתי ע"ש הרי ומיכאל סאקר, האוניברסיטה העברית בירושלים, הפקולטה למשפטים, 2013

A. Galin
Internal mediation at labor courts
In S. Adler et al. (Eds.), Essays in Honor of Elika Barak-Ussoskin (pp. 207-229).  The Harry and Michael Sacher Institute for Legislative Research and Comparative Law, Faculty of Law, The Hebrew University of Jerusalem, 2013.
הקדמה. א. על הגישור (הפנימי) בבתי הדין לעבודה; 1. על תאוריות ומחקרים אמפיריים; 2. על הגישור הפנימי בבתי הדין לעבודה בישראל. ב. שיעור ההסכמים, השימוש בטקטיקות וויתורי הצדדים ושביעות הרצון מהגישור בבתי הדין לעבודה; 1. תוצאות הגישור – שיעור ההסכמים; 2. תהליך הגישור; 3. שביעות הרצון מהליך הגישור. ג. מאפייני המגשרים הפנימיים, השימוש בטקטיקות ושיעור ההסכמים; 1. אינטנסיביות הגישור ושיעור ההסכמים; 2. צוותים או בודדים ושיעור ההסכמים; 3. גיל המגשרים והשפעתו על שיעור ההסכמים; 4. השכלת המגשרים והשפעתה על שיעור ההסכמים; 5. השימוש בטקטיקות נוקשות ורכות אצל המגשרים הפנימיים; 6. טקטיקות נוקשות ורכות – גישורים של מגשרים "אינטנסיביים" לעומת גישורים של אחרים; ד. הערכת המגשרים על ידי הצדדים; 1. שביעות הרצון של תובעים ונתבעים מתוצאות הליך הגישור; 2. הערכת סיוע המגשר לפתרון הסכסוך. ה. הנציגים והשפעתם על תוצאות הגישור הפנימי בבית הדין לעבודה; 1. השפעת הנציגות על תוצאות הגישור; 2. השפעת השתתפותם של נציגים על תפיסת המגשר כגורם מסייע לפתרון הסכסוך. ו. המנבאים העיקריים של תוצאות הגישור (הסכם/אין הסכם) בגישורים פנימיים בבתי הדין לעבודה. ז. דיון. מקורות.

272
Y. Kalish

Harnessing the power of social network analysis to explain organizational phenomena. In J.M. Cortina and R.S. Landis (Eds.), Modern Research Methods for the Study of Behavior in Organizations, SIOP Organizational Frontiers Series, 2013.
NO ABSTRACT
271
G. Luria and Y. Kalish


A social network approach to peer assessment: Improving predictive validity, Human Resource Management, 52(4), 537-560, 2013 


Our premise is that the simple measure used in peer assessment (i.e., number of peer nominations) does not capture the complexity of social information processing and therefore has limited predictive validity. Based on indicators derived from social network analysis and social information processing theories, we suggest new measures (nominations-by-nominees and nominations-not-returned) to enhance the predictive validity of peer assessment. We then compare the validity of existing measures with ours, using a longitudinal sample of 249 soldiers, divided into 18 groups. The soldiers first assessed each other on friendly behavior and instrumental contribution to the team. More than six months later, the commanders of the 132 soldiers in the unit under review provided evaluations of their performance in regard to stress, engagement, and leadership. We found that our new, complex measures predicted performance above and beyond the traditional measure. Theoretical and applied implications are discussed.
253
G. Armon and S. Toker


The role of personality in predicting repeat participation in periodic health screening, Journal of Personality,  81(5), 452-464, 2013;  
DOI: 10.1111/jopy.12021


Objective: Drawing on the Five-Factor Model of personality, the aim of the present study was to find out which personality traits predict health maintenance behaviors, reflected in routine participation in health screenings, over and above objective and subjective health status.


Method: Participants were 2,803 employed individuals (61% men), free of background diseases, who underwent a routine health examination and were subsequently notified whether they were healthy or at risk. These participants were invited to repeat the examination within the next few years, as is medically recommended.


Results: Logistic and negative binomial regressions were used to predict participants’ odds of returning for a second examination, within the next 7 years, as well as the number of consecutive visits, while controlling for socio-demographic factors, objective and subjective health, and length of follow-up. We found that both endpoints were positively predicted by Conscientiousness and negatively predicted by Extraversion and Openness. The association between Neuroticism and these endpoints followed a bell-shaped curve (i.e., individuals high or low in Neuroticism were less likely to return).


Conclusions: The present findings suggest that personality traits should be taken into consideration in the planning and implementation of health-promoting interventions.
252
S. Toker, I. Gavish and M. Biron

Job demand-control-support and diabetes risk: The moderating role of self-efficacy, European Journal of Work and Organizational Psychology, 22(6), 711-724, 2013; http://dx.doi.org/10.1080/1359432X.2012.698058

Work-related stressors, including high demands and low control, play a significant role in the aetiology of diabetes. Nevertheless, most studies focus on main effects, and few consider individual differences that may moderate the stress-health association. Drawing from the Job Demands-Control-Support (JDC-S) model, this study addresses this gap by testing how baseline levels of JDC-S affect an increase in two risk factors for diabetes – glycated haemoglobin (HbA1C) and fasting plasma glucose (FPG) – and by investigating the moderating role of self-efficacy. Participants (N = 1618) were Israeli employees who attended two consecutive routine health examinations. All were free of diabetes at baseline. JDC-S and self-efficacy were assessed at baseline (T1), and HbA1C and FPG were assessed at T1 and T2. Data were analysed with logistic and linear regressions, controlling for well-established diabetes risk factors. High demands and low support predicted an increase in HbA1C and FPG. In addition, high self-efficacy interacted with high demands and with low control in the prediction of an increase in HbA1C and FPG. Although employees with high self-efficacy might function well at work, overloading them may harm their physical health. Similarly, incongruence between employees’ sense of ability and the control given to them at work may result in physical impairment.
251
Y. Fried, G.A. Laurence, A. Shirom, S. Melamed, S. Toker, S. Berliner and I. Shapira

The relationship between job enrichment and abdominal obesity: A longitudinal field study of apparently healthy individuals, Journal of Occupational Health Psychology, 2013, 18(4), 458-468, 2013.


Obesity has become an epidemic in modern society. However, there is a paucity of research about how job context affects obesity. To enhance our knowledge we used a large, heterogeneous sample of apparently healthy employees (n = 1,949) across two time periods with an average of close to 3.5 years between measures. We tested a hypothesized curvilinear effect of job enrichment on changes in two stress related indicators of abdominal obesity over time: waist circumference (WC) and waist-hip ratio (WHR). Job enrichment consisted of the job dimensions of variety, identity, significance, autonomy, and feedback, and in our analysis we controlled for demographics and health related behaviors, including weekly sports activity, number of cigarettes smoked per day, and weekly alcohol consumption. The results supported the hypothesized U-shaped relationship between job enrichment and changes in both indicators of abdominal obesity over time, such that the level of abdominal obesity was reduced when job enrichment was moderate and was increased when job enrichment was either high or low. As expected, no such association was observed for the general obesity measure of body mass index (BMI). We discuss the theoretical and practical implications of these results.
250
S. Zelber-Sagi, S. Toker, G. Armon, S. Melamed, S. Berliner, I. Shapira, Z. Halpern, E. Santo and O. Shibolet

Elevated alanine aminotransferase independently predicts new onset of depression in employees undergoing health screening examinations, Psychological Medicine, 43, 2603-2613, 2013.

Background. Non-alcoholic fatty liver disease (NAFLD) is the most common cause of elevated alanine aminotransferase (ALT). NAFLD is associated with insulin resistance and hepatic inflammation. Similarly, patients with depression exhibit insulin resistance and increased inflammatory markers. However, no study has shown a clear association between elevated ALT and the development of depression. The aim of the study was to test whether elevated ALT, a surrogate marker for NAFLD, predicts the development of depression.


Method. The present prospective cohort study investigated 12180 employed adults referred for health examinations that included fasting blood tests and anthropometric measurements between 2003 and 2010. Exclusion criteria were: baseline minor/major depression, excessive alcohol consumption and other causes for ALT elevation. Depression was evaluated by the eight-item Patient Health Questionnaire (PHQ-8) score.


Results. The final cohort included 5984 subjects [69.4% men, aged 45.0 (S.D. =10.24) years]. The incidence rate of minor and major depression was 3.8% and 1.4%, respectively. Elevated ALT was a significant independent predictor for the occurrence of minor [odds ratio (OR) 2.02, 95% confidence interval (CI) 1.40–2.92] and major (OR 3.132, 95% CI 1.81–5.40) depression after adjusting for age, gender, body mass index, education level, serum levels of lipids, glucose, smoking and physical activity. Adding subjective health and affective state parameters (sleep disturbances, self-rated health, anxiety and burnout) as potential mediators only slightly ameliorated the association. Persistently elevated ALT was associated with the greatest risk for minor or major depression as compared with elevation only at baseline or follow-up (p for trend <0.001).


Conclusions. Elevated ALT was associated with developing depressive symptoms, thus suggesting that NAFLD may represent an independent modifiable risk factor for depression.
249
A. Shirom, S. Toker, S. Melamed, S. Berliner and I. Shapira

Burnout and vigor as predictors of the incidence of hyperlipidemia among healthy employees, Applied Psychology: Health and Well-Being, 5(1), 79-98, 2013; DOI:10.1111/j.1758-0854.2012.01071.x

We examined the effects of burnout and vigor on the incidence of hyperlipidemia. Based on the bivariate theoretical approach to negative and positive affects and on past studies on the prediction of blood lipids by burnout and vigor, we expected increases from Time 1 (T1) to Time 2 (T2) in burnout levels to be associated with an increase in the risk for hyperlipidemia and T1–T2 increases in vigor levels to be associated with a decrease in the risk of hyperlipidemia. Our sample consisted of 3,337 healthy employees (2,214 men and 1,123 women) who were followed up for about 27 months on average. Burnout and vigor were assessed by well-validated multiple-item instruments. We used logistic regressions and controlled for variables associated with blood lipids as well as with vigor and burnout. We cross-validated all self-reported hyperlipidemia by their T2 lipids levels. As expected, we found that T1–T2 increases in vigor levels were associated with a decreased risk of hyperlipidemia. However, the T1–T2 change in burnout levels was marginally significant ( p = .06) in predicting hyperlipidemia. We consider our finding that vigor and burnout are independently associated with the risk of hyperlipidemia as providing support for the bivariate approach to affective states. In addition, our major finding suggests a possible mechanism via which vigor influences physical health outcomes.
247
S. Ronen and O. Shenkar
Mapping world cultures: Cluster formation, sources and implications, Journal of International Business Studies, 44(9), 867-897, 2013.
This paper extends and builds on Ronen and Shenkar's synthesized cultural clustering of countries based on similarity and dissimilarity in work-related attitudes. The new map uses an updated dataset, and expands coverage to world areas that were non-accessible at the time. Cluster boundaries are drawn empirically rather than intuitively, and the plot obtained is triple nested, indicating three levels of similarity across given country pairs. Also delineated are cluster adjacency and cluster cohesiveness, which vary from the highly cohesive Arab and Anglo clusters to the least cohesive Confucian and Far Eastern clusters. Exploring predictors of cluster formation, we draw on the ecocultural perspective and other inputs, and examine the combined role of language, religion, and geography in generating cluster formation. We find that these forces play a prominent yet complex role: for instance, the religion and language brought by the Spanish fail to create a singular, cohesive Latin American cluster akin to the Anglo cluster. The role of economic variables is similarly considered. Finally, comparing the current map with that of 1985, we find strong support for the divergence (vs. convergence) argument. Implications for international business are delineated.

246
G. Raz, C.T. Druehl and V. Blass

Design for the environment:  Life-cycle approach using a newsvendor model, Production and Operations Management, 22(4), 940-957, 2013.

Introducing environmental innovations in product and process design can affect the product’s cost and demand, as well as the environmental impact in different stages of its life cycle (such as manufacturing and use stages). In this article, we advance understanding on where such design changes can be most effective economically to the firm and examine their corresponding environmental consequences. We consider a profit maximizing firm (newsvendor) deciding on the production quantity as well as its environmentally focused design efforts. We focus our results along the two dimensions of demand characteristics and life-cycle environmental impact levels, specifically functional vs. innovative products, and higher manufacturing stage environmental impact vs. higher use stage environmental impact. We also discuss the environmental impact of overproduction and how it relates to the different types of products and their salvage options. We find that although the environmental impact per unit always improves when firms use eco-efficient or demand-enhancing innovations, the total environmental impact can either increase or decrease due to increased production quantities. We identify the conditions for such cases by looking at the environmentally focused design efforts needed to compensate for the increase in production. We also show that the environmental impact of overproduction plays an important role in the overall environmental impact of the firm. We conclude by applying our model to different product categories.

244
M. Westman


Editorial:  Crossover of positive states and experiences, Stress and Health, 29, 263-265, 2013; DOI: 10.1002/smi.2535

NO ABSTRACT
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A. Galin

Endowment Effect in negotiations: Group versus individual decision-making, Theory and Decision, 75(3), 389-401, 2013; 
DOI: 10.1007/s11238-012-9350-3


The study’s two aims are: (a) to investigate whether groups, as compared to individuals, show a different degree of Endowment Effect (EE) during the negotiating of intangible assets, such as leisure time and (b) to gain some insight into the underlying mechanism behind groups’ decision-making processes. A total of 138 graduate students participated in the study: 105 were randomly assigned to 35 groups of 3 members each; and 33 were randomly labeled as “individuals.” The study simulated two scenarios in which the students, both individuals and groups, had to decide what their demands from the university authorities were – once as “sellers” and another time as “buyers” in regard to their own leisure time. The findings indicate the presence of an Endowment Effect (EE) in both individuals and groups.  However, groups significantly amplified the Endowment Effect in comparison to individuals. The mechanism which best explains why groups tend to amplify negotiating decisions was found to be the “Majority Rule,” but the “leader” also influences such amplification.
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M. Westman, E. Shadach and G. Keinan
The crossover of positive and negative emotions:  The role of state empathy, International Journal of Stress Management, 20(2), 116-133, 2013.

Our aims were (a) to provide empirical support for the crossover process and compare positive and negative crossover intensity, and (b) to establish the role of state empathy in the crossover process. Participants were 62 army trainees participating in a training course in the Israeli Defense Forces (IDF). We manipulated crossover by presenting a distressed or a happy target person creating negative (distressed target person) and positive (happy target person) conditions. Participants’ affect was assessed using self-report questionnaires and cognitive tasks. Results support the operation of positive and negative crossover from a target person to the trainees. Findings indicate a relative dominance of positive over negative crossover. The hypothesis that emotions cross over as a result of empathy was partially supported. We found that the condition (positive-happy or negative-distressed target person) had a stronger impact among respondents characterized by high state empathy only for positive emotions. 
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C.T. Tadmor, M.M. Chao, Y.-Y. Hong and J.T. Polzer

Not just for stereotyping anymore:  Racial essentialism reduces domain-general creativity, Psychological Science, 24(1), 99-105, 2013.

Individuals who believe that racial groups have fixed underlying essences use stereotypes more than do individuals who believe that racial categories are arbitrary and malleable social-political constructions. Would this essentialist mind-set also lead to less creativity? We suggest that the functional utility derived from essentialism induces a habitual closed-mindedness that transcends the social domain and hampers creativity. Across studies, using both individual difference measures (in a pilot test) and experimental manipulations (Experiments 1, 2a, and 2b), we found that an essentialist mind-set is indeed hazardous for creativity, with the relationship mediated by motivated closed-mindedness (Experiments 2a and 2b). These results held across samples of majority cultural-group members (Caucasian Americans, Israelis) and minority-group members (Asian Americans), as well as across different measures of creativity (flexibility, association, insight). Our findings have important implications for understanding the connection between racial intolerance and creativity.
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