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What is in the black box of social decision-making?
Exploring neuro-economic foundations and cognitive processes

Course Description

This course examines biological mechanisms and cognitive processes of decision-
making in the context of social interactions.

Behavioral Economics has developed numerous models of economic behavior going
beyond pure self-interest. In the domain of social decision-making, models taking social
preferences like fairness or reciprocity into account predict behavior much better.
However, they are black box models, as they neglect the cognitive processes behind the
observed behavior. To get a glimpse of what is in the black box, this seminar focuses on
neuro-economic foundations and cognitive processes underlying social decision-making.
First, we will motivate why looking into the brain and understanding cognitive
processes is interesting to economists (or not). Second, you will learn about methods for
tracing neurological and cognitive processes. Third, we will deal with process theories
and neuro-economic experiments on social decision-making.

Dates

- November 13, 8:30 - 13:00: Introduction and topics assignment

- December 4 (or 9) and 11, 8:15-18:00: Presentations
The seminar always takes place at the Thurgauer Wirtschaftsinstitut (TWI), Hauptstr.
90, Kreuzlingen.

Preconditions
- Basic knowledge of game theory
- Basic knowledge of behavioral economics or neuropsychology
- Basic knowledge of experimental methods

Seminar requirements
- Background readings: Glimcher and Fehr (2014), chapters 1-6.
- Presentation (max. 45min) of a topic. (counts 70% for grading)
- Critical discussion (about 5min) of another student's presentation.
- An outline of 3-5 pages which will serve as the structure for your bachelor thesis.
(30%)

Details on your bachelor thesis
The topic of your seminar presentation will be the basis for your bachelor thesis. In your
thesis, you will explain and extend the topic of your talk. You should already present
your extension ideas in your presentation. At the end of the seminar, you will submit an
outline (annotated table of contents) for your bachelor thesis.

- November 13: you will decide on your broad topic.

- December 9/11: in your talk, you will present the refined topic with an extension.

- January 21: submission deadline for the outline of your thesis.

- January 25/26: individual feedback meeting on your outline.

- Another individual meeting for feedback on a draft of your thesis can be

scheduled.
- Language: German or English.
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