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Abstract

Social preferences like interpersonal altruism, fairness, reciprocity and inequity aversion are inherently linked to departures
from pure self-interest. During economic interactions, for example, defectors may be punished even if this implies a cost for
the punishers. This violation of canonical assumptions in economics indicates that socially oriented decisions may
predominate over self-centred stances. Here we explore whether the personal experience of pain changes the balance
between self-gain and socially based choices. We used laser stimulation to induce pain or a warm sensation in subjects
playing a modified version of the Ultimatum Game (UG) both in the role of responder and proposer. After each shot,
responders evaluated the fairness of the offer. Moreover, responders and proposers rated the intensity and unpleasantness
of the sensation evoked by the laser stimulation. Results show that suffering proposers decrease fair offers and suffering
responders increase their acceptance rate irrespective of economic offer. Crucially, the intensity of painful stimulation has a
predictive role on Moderately Unfair offers’ acceptance rates. Thus the personal experience of pain may favour the
emergence of a self-centered perspective aimed at maximizing self-gain. The results suggest that bodily states play a
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fundamental role in higher-order interpersonal negotiations and interactions.

Citation: Mancini A, Betti V, Panasiti MS, Pavone EF, Aglioti SM (2011) Suffering Makes You Egoist: Acute Pain Increases Acceptance Rates and Reduces Fairness
during a Bilateral Ultimatum Game. PLoS ONE 6(10): e26008. doi:10.1371/journal.pone.0026008

Received July 13, 2011; Accepted September 15, 2011; Published October 12, 2011

Copyright: © 2011 Mancini et al. This is an open-access article distributed under the terms of the Creative Commons Attribution License, which permits
unrestricted use, distribution, and reproduction in any medium, provided the original author and source are credited.

Competing Interests: The authors have declared that no competing interests exist.

Introduction

Canonical models of economics posit that material self-interest
is the sole motivational force guiding human behavior. This
picture is challenged by the observation that under various
circumstances people take into account also the welfare of others
[1]. Modern economics and psychological theories [2,3,4] support
the notion that altruistic, fair and trusting behaviors represent
essential ingredients of strategic interactions. The view of human
nature as not purely self-regarding but also including social
preferences (e.g. interpersonal altruism, fairness, reciprocity and
inequity aversion) inspired combined neuroimaging techniques
and game theory studies, aimed at exploring the brain processes
underlying the implementation of specific social behaviors like
fairness [5]. A routinely employed task is the Ultimatum Game
(UG) [1], where one player (proposer) plays as the first mover and
decides how to divide a given amount of money (e.g. € 10) in an
anonymous one-shot interaction. In this condition, negotiation
effects are ruled out by the absence of repeated plays. The
proposer decides how to split the stake with the only constraint
that the responder cannot get 0 (e.g. € 8 for him/her, € 2 for the
other player). If the responder accepts, each player keeps the
allocated amount of money; if he/she rejects the offer, both players
receive nothing. According to standard economic models, in order
to maximize his/her own payoff the responder should accept any
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offer. Indeed, although inequitable, any offer is better than
nothing. However, in accordance with theories of reciprocity [6]
and inequity aversion [2], participants systematically reject unfair
offers below the 20-30% of the total pot [7,4], preferring to gain
nothing rather than accept unequal distribution of resources [5].
The human tendency to punish defectors has a vital role in
maintaining cooperation and converting individual loss into a gain
for the group, even though it yields no direct benefits or is even
costly to the punisher [8,9]. Experimental economic games
provide a unique opportunity to elicit social preferences and
measure how much players are willing to sacrifice their own
economic payofl if this allows them to punish defectors [4,10].
Indeed in the course of the last decade, researchers attempted to
understand the brain processes that govern social preferences like
fairness, using modern neuroimaging techniques. Pioneer fMRI
[11,12] and TMS studies [13,14] using the ultimatum game (UG),
for example, hint at the existence of a neuronal circuitry
comprising the dorsolateral prefrontal cortex, the bilateral anterior
insula and the anterior cingulate cortex specifically involved in the
perceived fairness of others [11].

Studies on the objective and contextual aspects of fairness
highlight the different neural underpinnings of objective social
inequality with respect to contextual aspect of fairness [15].
Moreover, behavioral studies show that incidental negative
emotion influences behavioral responses [16,17,18] and fairness
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ratings [16]. Using an iterated version of one-shot UG, it has been
shown, for example that emotion of disgust elicits higher rejection
rate of unfair offers, with respect to sadness and neutral states [16].
Thus, emotions may shape social preferences, and in some
circumstances exacerbate the tendency to punish free-riders.

Little is known about whether the personal experience of pain
modulates the rejection of unfair offers or the decision to
reciprocate altruistically. Although pain has been considered as
an inherently private experience, recent neuroscientific evidence
indicates that the first-hand experience of pain makes individuals
more prone to react to the pain of others according to egocentric
rather than to other-oriented stances, adopting a less empathic
attitude. [19].

Here, we expand current knowledge by attempting to determine
whether acute pain reduces social preferences as indexed by an
iterated version of the one-shot UG. We employed a bilateral
version of the ultimatum game where participants alternatively
acted as proposer or responder while receiving on the dorsum of
the left hand, laser stimuli that could induce acute pain (Pain
condition) or a warm sensation (Heat condition). The procedure
allowed us to explore whether being in pain specifically affects the
decision of a given individual to accept a given amount of money
when playing in the role of responder and the way in which he/she
divides a sum of money when playing in the role of proposer.
Finding higher acceptance rates of unfair offers and lower offers in
the pain with respect to heat condition would support the notion
that pain perception may induce a self-centered bias that
ultimately inhibit the tendency to implement socially oriented
behaviors like altruistic punishment.

Materials and Methods

Participants

Thirty healthy right-handed subjects (14 female; age range: 18
to 36 years (M =23.93, SD =4.56) recruited via an opportunity
sample, participated in the study. Subjects were paid a fixed
amount of 15 Euros. In addition, they were informed they would
effectively receive the money earned during the economic game.

Participants gave their written consent and were naive as to the
purposes of the study. The experimental protocol was approved by
the local Ethics Committee at the Fondazione Santa Lucia and the
study was conducted in accordance with the ethical standards of
the 1964 Declaration of Helsinki.

The Ultimatum game

Subjects were told they were going to play an economic game
against other participants located at other two remote Italian
Universities, using an-internet based platform. They were also told
that depending on the platform’s requirement they were to play in
different blocks the role of proposer or of responder. The
proposer’s role was to decide how to split 1 € while the
responder’s role was to decide whether to accept or reject the
offer. If the responder accepted, each player would keep the
allocated amount. If he/she rejected the offer, both players would
receive nothing.

To rule out the possibility of any negotiation between
participants, subjects were ensured that for each match they
would be randomly paired with an anonymous partner. Unknown
to the participants, the game took place against a PC device, which
was programmed using E-Prime software 1.2.

Laser stimulation

Laser stimulation was delivered with an infrared neodymium
yttrium aluminium perovskite laser (EL.EN. Group) to the dorsum

@ PLoS ONE | www.plosone.org

Suffering Makes You Egoist

of the left hand. The laser stimulation allowed us to induce acute
painful and warm sensation on the body part selectively stimulated
by the laser beam without the concurrent experience of touch. We
determined the individual heat and pain threshold according to
the method of limits [20]. The threshold values corresponded to
the lowest painful or warm sensation that can be reliably detected
in 5 out of 10 trials and were determined before each experimental
condition. Moreover, pain and heat thresholds were determined at
the beginning of each block. The fluency of the stimuli used in the
Pain and Heat Condition was 30% over the painful and warm
threshold values; both in the responder (Pain=14.8 J/em?, +4.0;
Heat=8.7 cm®*+2.9), and in the proposer (Pain = 15.1 cm?, +3.6;
Heat=9.2 em®+2.1) role.

Laser pulses were delivered in blocks of 10 trials. To avoid
nociceptors fatigue or sensitization, the location of the laser on the
skin was slightly shifted after each stimulus. An area of about
8 cm” on the radial side of the hand dorsum was stimulated.
Moreover, a 5—7 seconds interstimulus interval (ISI) allowed us to
minimize central habituation effects. The distance between the
laser stimulator and the hand was kept constant (and was about
2 cm).

Experimental Procedure

Subjects were seated in a comfortable armchair and were asked
to relax their muscles but to stay alert. In order to avoid that they
could explicitly realize we wanted to measure the influence of pain
on their social preferences, participants were told that the aim of
the study was to assess their subjective pain threshold while they
were committed in a distracting game (the UG). Figure 1
schematically represents the procedure. Each subject was
preliminarily introduced to the internet-based platform in order
to familiarize with the procedure and to visualize the faces of the
confederates who gave their written informed consent (as outlined
in the PLoS consent form) to publication of their pictures.

After the determination of the laser pain and heat thresholds,
specific instructions prompted subjects to play the responder or the
proposer role (figure 1A). In the responder blocks, subjects were
asked to accept of refuse the offer of other confederates, as follows
(translated from Italian): “The computer randomly assigned you
the role of responder. You may accept or reject the offers that
come from your opponents. If you accept, the money will be
divided according to the offer, if you reject neither of you will
receive nothing”. In the proposer blocks subjects were instructed to
decide how to divide the sum of money, as follows (translated from
Italian): “The computer randomly assigned you to the role of
proposer. You may decide how to allocate the money. If your
opponent accepts the offer, the money will be divided accordingly,
if he/she rejects the offer, no money will be given to any of you”.
In the responder blocks subjects accepted or rejected the offer by
pressing a button (left to accept, right to reject) with their right
hand. At the end of each interaction, a feedback lasting 4 seconds
informed participants about how much each player received (for
example, “you get € 30 cents” or “you get € 0” if the offer was
accepted or rejected, respectively) (figure 1B).

In the proposer blocks, participants had to decide how to split
money by clicking on one of five possible offers displayed on the
screen (figure 1C). In these blocks no feedback was provided to
avoid any effect of the outcome on the subsequent offer.

Overall, each subject was tested in six experimental blocks. In
the first four blocks, participants were assigned to the responder
role (responder blocks), while in the remaining two blocks they
played as proposers (proposer blocks). For each subject, the responder
block was repeated twice, one for Pain and one for Heat
Condition. This procedure ensured an adequate amount of
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Figure 1. Bilateral Ultimatum Game procedure. Panel A schematically represents the entire procedure. Subjects were introduced to the
internet-based platform which displayed the pictures of the confederates. After the determination of the laser threshold, participants played first as
responders (four blocks of 10 trials each) and then as proposers (two blocks of 10 trials each). Finally, they were presented with a manipulation check.
Panel B: represents the sequence a typical event trial of the responder’s blocks. After a variable interval, subjects received the offer
contemporaneously to a painful or warm laser stimulation. They could accept or reject the offer by means of a button press. Subsequently, a
feedback informed participants how much they received and they could rate the fairness of the offer on a VAS scale ranging from 0 (unfair) to 100
(fair). Panel C represents the sequence of events in a trial of the proposer’s blocks. Participants had to decide how to split money (1€), selecting the
corresponding offer by clicking with the cursor on the image displayed on the screen. No feedback was provided in order to avoid that the

responders’ choice influences the subsequent offer.
doi:10.1371/journal.pone.0026008.g001

iterations. On each block, participants completed 10 trials, for an
overall amount of 60 iterations in the whole experiment. The
experiment lasted 1 hour. Laser pulses were delivered at the onset
of each trial. The order of Heat and Pain Condition was
counterbalanced across subjects.

Both in the responder and in the proposer blocks, possible offers
ranged from 50 cents to 10 cents, as follows: 50 cents (Fair, F), 40
cents (Moderately Fair, MF), 30 cents (Moderately Unfair, MU),
20 (Unfair, U) and 10 cents (Extremely Unfair, EU). Each
responder block included 10 offers according to the following:
3 x50 cents, 2x40 cents, 3 x30 cents, 1 x20 cents and 1 x10 cents.
Fair offers were restricted to 50 cents assuming that confederates
would not offer more than half of the amount. U and EU offers
were limited since are routinely rejected (4). At the end of the
experiment subjects were debriefed about the purpose of the study.

Subjective ratings of offers’ fairness and laser stimuli
After each trial, participants were asked to assess the fairness of
each offer on a Visual Analogue Scale (VAS) ranging from 0
(unfair) to 100 (fair). The question (translated from Italian) was the
following: “on a scale of 0 to 100, where 0 corresponds to unfair
and 100 to fair, how would you rate the offer you have just
received?”’. Furthermore, at the end of each block participants
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were asked to rate the intensity and the unpleasantness of the laser
stimulation, along a VAS where 0 corresponded to no pain
(intensity or unpleasantness) and 100 the maximum pain that can
be imagined. Finally, subjects were instructed to maintain
attention to the stimuli and to monitor the interaction. This
allowed to check for unwanted fluctuations of attention in the
different blocks. Moreover, participants evaluated the attention
they addressed to the task and to the stimulation, to assess whether
they varied across blocks.

Manipulation check

Immediately after the experiment, participants completed a
four-items questionnaire investigating their feelings about the
experimental task. In particular, they were asked the following
questions (translated from Italian): 1) how much did you use a pre-
defined strategy during the UG (e.g. you decided a-priori to accept
any offer above 30 cents), 2) how much did you feel angry at your
opponents, 3) how much did you feel prone to accept, 4) did you
feel involved in the interaction with your opponents even if you
could not see their faces? For item 1 to 3, evaluations along a 5-
point Likert scale (ranging from —2 to +2) were required. Separate
questions for the Pain and Heat conditions were asked. For item 4
a mere “yes” or “no” response was contemplated. Six subjects
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who declared the lack of involvement in the interaction with the
other players or spontaneously expressed scepticism about the real
existence of the confederates were excluded from the analysis.

Results

Data handling

Data analysis was performed on 24 subjects (12 females; age
range 18-36 M=23.92, SD=4.75). In the responder blocks, we
obtained the acceptance rate (%) for each subject dividing the
frequency of the accepted offers for Fair (or Unfair) by the total of
number of Fair (or Unfair) items. In the proposer blocks, we
computed the offer rate (in %) for each subject. In details, the
frequency of each offer type (10, 20, 30, 40, 50 cents) was
expressed as percentage of the total number of items within each
block. Due to unexpected interruption of the experiment caused
by technical problems, two subjects could not finish the proposer
trials and were excluded from the analysis performed on offer rate.

In the responder blocks, acceptance rates of 40 and 50 offers
and of 30, 20 and 10 offers were collapsed in Fair and Unfair
categories respectively. This procedure allowed us to compare the
same number of trials for each category.

Values of acceptance rate (%) were analyzed by means of a 2x2
repeated-measures ANOVA with Condition (two levels: Pain and
Heat) and Fairness of Offer (two levels: Farr and Unfaw) as main
factors. The same analysis was performed on VAS ratings of
Fairness and reaction times (RTs).

In the proposer blocks a 2x5 repeated-measures ANOVA was
performed on offer rate (%) values with Condition (two levels: Pain
and Heat) and Fairness of Offer (five levels: 10, 20, 30, 40, 50 cents)
as main factors. A dependent sample t-test was performed to check
for any difference in the RT’s of the two conditions. Moreover, we
performed standard multiple regression models on subjective
ratings of intensity and unpleasantness of the painful laser
stimulation (as independent variables) and the acceptance rate of
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each offer in the responder block and the frequency of each type of
offer in the proposer block (as dependent variables). Finally, we
performed four separate 2x2 repeated-measures ANOVAs on i)
Intensity and ii) Unpleasantness of laser stimulation, iii) attention
to stimulation and 1iv) attention to the task, with Role (two levels,
responder and  proposer) and Condition (Pain and Heat) as main
factors. Post-hoc comparisons were performed by means of
Newman-Keuls test.

Acceptance rates in the responder blocks

In the responder blocks, participants modulated their acceptance
rate as a function of Condition as explained by the significance of
the main effect (F; o5 =7.20, p=0.013, 1’]2/, = 0.25). Results showed
a higher acceptance rate during Pain with respect to Heat
(Figure 2A). As expected, the acceptance rate was also higher for
Fair with respect to Unfair offers, as revealed by the significance of
the main effect (£ 5 = 170.40, p<<0.000, 112,, =0.88).

The interaction ConditionxOffer was significant
(F125=0.42, p=10.52). Since acceptance of fair offers is usually
at ceiling in the UG, this lack of significance may depend on the
way in which data were collapsed. Thus, we run an additional
ANOVA considering four levels of Fairness of Offer, namely: Fair
(50 cents), Moderately Fair (40 cents), Moderately Unfair (30
cents) and Unfair (10-20 cents) as main factors. The results were
identical to those obtained running a 2x2 ANOVA. Indeed, we
found significant main effects of Condition (£ o5 =5.35, p=.03,
;1;, =.19), and of Fairness of Offer (F;g=109.63, p<.0000,
n°,=.83) but no significant Condition XOffer interaction
(Fs69=1. 48, p=0.23, NS). Importantly, Newman-Keuls post-hoc
comparisons revealed that participants accepted Fair and
Moderately Fair offers at a similar rate (p =.45, NS) (acceptance
rates raw data % are reported in Table 1).

Fairness scores. ANOVA performed on Fairness scores revealed
higher scores for Fair offers with respect to Unfair offers, as shown
by the main effect of Fairness of Offer (I; o5 =129.12, p<<0.000,

not
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Figure 2. Pain induces self-regarding preferences. Panel A shows the higher acceptance rate observed in the Pain with respect to Heat
condition in the responder’s blocks. Panel B shows the significant interaction Fairness of OfferxCondition, accounted for by a higher rate of
Moderately Fair offers (40 cents) in Pain with respect to Heat Condition and a lower rate of Fair offers (50 cents) in Pain with respect to Heat Condition

in the proposer’s blocks.
doi:10.1371/journal.pone.0026008.9g002
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nzp =0.85). Importantly, fairness scores were lower in Pain with
respect to Heat condition, as indicated by the main effect of
Condition (F; o5 =39.98 p<<0.000 172/, =0.63). Crucially, we found
a significant interaction Condition XFairness of Offer (¥ o5 = 6.99
p=0.014 172/, =0.25) which was entirely accounted for by lower
VAS scores for Unfair offers during Pain with respect to the Heat
condition (p<<0.001, Newman Keuls post-hoc) (Figure 3A).

Reaction Tumes. ANOVA performed on RTs revealed a main
effect of Fairness of Offer (F;.3=21.80, p<0.001, 1121,20.49),
explained by higher RTs to Unfair offers than to Fair offers
(p<<0.001). The main effect of Condition and its interaction with
the Fairness of Offer did not reach the significance (all ps>0.05).

Intensity of painful stimulation was predictive of
acceptance rates for moderately unfair offers

The only significant regression model was for 30 cents offers
(R=0.55, Adj R® = .23, F=4.51, p<<.05). In particular, for this type
of offer the intensity of the painful stimulation was predictive of the
acceptance rates (f=0.61, t;;,=2.92, p<0.0I). For regression
analyses, we computed the Cohen’s f2: R?/(1—R? as an index of
effect size. Cohen’s /2 was computed on the AdjR? (£2 =.29). Both
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Table 1. Acceptance rate raw data (%).

Acceptance Rate Pain (%) Acceptance Rate Heat (%)
Subjects Unfair Moderately Unfair Moderately Fair Fair Unfair Moderately Unfair Moderately Fair Fair
1 0 83,33 100 100 0 66,7 100 100
2 0 100 100 100 0 100 100 100
3 0 100 100 100 0 100 100 100
4 25 50 100 100 0 34 100 100
5 0 0 100 100 25 0 75 100
6 0 100 100 100 0 50 100 100
7 0 16,6 100 100 0 333 100 100
8 0 50 100 100 25 334 100 100
9 0 16,67 75 100 0 0 100 100
10 0 0 100 100 0 0 100 100
11 25 16,67 100 100 25 0 100 100
12 0 66,67 100 100 0 0 75 100
13 25 100 100 100 0 83,34 75 100
14 50 100 100 100 75 100 100 83,34
15 0 100 100 100 0 100 100 100
16 25 83,34 100 100 75 83,34 100 100
17 25 33,34 100 100 0 16,67 75 100
18 0 66,67 75 83,34 25 0 50 100
19 25 0 100 100 0 16,67 100 100
20 25 100 100 100 0 100 100 100
21 0 33,34 100 100 0 50 75 100
22 0 0 100 100 0 0 75 100
23 0 0 100 100 0 16,67 100 83,34
24 0 16,67 75 100 0 334 100 83,34
MEAN 9,37 51,39 96,9 99,3 10,41 42,39 91,66 97,91
SD 14,39 40,5 8,44 3,4 22,01 39,3 14,11 5,63
SE 0,16 0,26 0,12 0,07 0,19 0,26 0,15 0,09
The table reports the acceptance rate (%) of Unfair (10-20 cents), Moderately Unfair (30 cents), Moderately Fair (40 cents) and Fair (50 cents) offers presented by each
participant in the Pain (left column) and in the Heat (right column) condition.
doi:10.1371/journal.pone.0026008.t001

Intensity and Unpleasantness of the warm stimulation were not
predictive of subject’s acceptance rates in the Heat condition.

Offering behaviour in the proposer blocks

We found a significant main effect of the Fairness of Offer
(Fy, 84=24.5, p<<0.000, 112,, =0.54) which was entirely accounted
for by higher percentage of MF (40 cents) with respect to F (50
cents) offers (p<0.01) and U offers (all Ps<<0.001). Crucially, we
found a significant interaction between IFairness of Offer and
Condition (Fy 4,=2.9, p=0.020, 112/, =0.12). Specifically, we
observed a higher percentages of AMF (40 cents) offers in Pain with
respect to Heat Condition (p =0.035) and lower percentages of
Fair offers (50 cents) in Pain, with respect to Heat Condition
(p = 0.024) (Figure 2B). The main effect of Condition did not reach
the significance (F;, »; = 1.0, p = 0.33).

The regression model performed on proposer blocks was not
significant (all Ps>.0)).

Reaction times were not significantly different between
conditions (¢=.33, p=.75, N9).

Intensity and Unpleasantness Ratings. Subjective mea-
sures showed a significant effect of Condition both for Intensity
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Figure 3. Fairness and Pain ratings. Panel A shows a significant interaction between Fairness of Offer and Condition, revealing that subjects
expressed more severe judgments for unfair offers in the Pain Condition with respect to the Heat Condition during the responder’s blocks. Panel B
shows the significant interaction between Condition and Role, revealing that subjects judged more unpleasant the painful laser stimulation while

acting as proposers than as responders.
doi:10.1371/journal.pone.0026008.g003

(721 =153.36, p<0.000) and Unpleasantness scores (I o; =
73.58, p<<0.000). Post-hoc test revealed higher VAS scores for
Pain with respect to Heat (all Ps<0.000). We did not find a
significant effect of Role on laser pain Intensity (F; o, =0.08,
p=0.78) or Unpleasantness (I; o; =2.04, p=0.17). Importantly a
significant interaction RolexCondition (F;,; =4.88, p=10.038)
was found only for laser pain Unpleasantness. Post-hoc tests showed
that in the Pain condition, unpleasantness scores were higher when
subjects played as proposers with respect to when they played as
responders (p = 0.015) (Figure 3b). No such difference was found in
the Heat Condition (p = 0.64, p>0.05).

Attention VAS scores. ANOVA performed on subjective
ratings of attention to stimulation revealed a significant main effect
of Condition (Ff; o, = 63.54, p<0.000) showing higher VAS scores
during Pain with respect to Heat Condition (p<<0.000). Neither
Role nor its interaction with Condition were significant (all
Ps>0.05). Subjective ratings of the amount of attention that
participants devoted to the UG task revealed a lack of significance
both for Condition (£;,;=2.23, p=.15) and Role (F; o, =1.91,
p=0.19) as main factors, as well as for their interaction

(F])Q] = ]9], /7<18)

Manipulation check

Subjects reported higher ratings of anger when they were in the
Pain condition with respect to Heat (¢ =35.71, p<<0.001) and reported
to feel themselves more prone to accept when they were in the Heat
condition with respect to Pain condition (t=—2.12, p<<0.04).
Interestingly, such subjective impression contrasts with the actual
behaviour of the participants who accepted more offers in the Pain
condition. Scores related to the use of an a-priori strategy (e.g.
accepting any offer below a given value) were not statistically
significant between the two conditions (¢ =—.97, p =.54, NS).
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Discussion

Recent behavioral studies highlighted the crucial role of
incidental negative emotions, as disgust [16], sadness, and anger
[17,18] in exacerbating the human tendency to punish defectors,
an index of prosocial behavior [1]. Here, using a bilateral iterated
version of one-shot UG, we demonstrate that first-hand experience
of pain strongly modulates the strategic economic interaction in
participants playing either the responder or the proposer role. In
particular, we show that feeling pain makes an individual less
inclined to behave according to the social norms (e.g. punishment
of defectors) that regulate most social and economic interactions.

Pain triggers a self-centred perspective when playing the
UG as responder

A plausible interpretation of the fact that people generally
prefer to behave altruistically is that subjects derive higher
hedonic value from the mutual cooperation outcome [21,22,12].
Consistently with this interpretation, it is widely held that the
brain uses a common-reward metric for the processing of both
individual and social rewards [23]. Interestingly, there is evidence
that fairness-directed conducts, such as mutual cooperation with
a human partner [24], donating to a charity [25,26], altruistic
punishment and revenge [27,28] are related to neural activation
of the mesolimbic dopaminergic system. We sought to determine
whether urgent and unpleasant framing, such as that elicited by
an acute painful stimulation, may shift people’s preference
towards the individual reward (i.e. monetary gain). Our results
show that perceiving pain specifically elicits higher acceptance
rates in subjects playing as responders in a bilateral iterated
version of one-shot UG. No such effect was induced by non-
noxious heat stimuli. This result expands previous findings
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revealing that the personal experience of pain influences social
interactions by inducing an egocentric bias and reducing the
capacity to react empathically toward others [19]. It is worth
noting that the acceptance rates were higher in the Pain
condition irrespectively of the fairness of the offer, suggesting
that the perception of pain favours the emergence of a
maximizing behavior. Such behavior allows subjects to make
choices aimed at achieving the highest possible gain. Interesting-
ly, this effect is reminiscent of what found in chronic back pain
(CBP) patients playing the Iowa Gambling Task [29], a card
game developed to study emotional decision-making [30].
Notably, CBP patients tended to choose more frequently cards
from the bad decks (those that yielded high immediate gain but
larger future losses) with respect to control subjects. Furthermore,
the performance of these patients turned out to be associated with
the intensity of chronic pain [29]. We showed that the intensity of
the painful stimulation is predictive of the higher acceptance rate
of moderately unfair offers (MU) (i.e. 30 cents) that correspond to
30% of the total pot. Interestingly this is the percentage at which
altruistic punishment starts to occur [4]. Thus, our results raise
the possibility that perceiving pain strongly influences the
economic interaction, inducing suffering individuals to behave
according to selfish motives. It is worth noting that the
enhancement of acceptance rate found in the Pain condition
cannot be attributed to a decreased moral standard in our
participants. On the contrary, participants were more severe,
assigning lower scores to unfair offers in the Pain with respect to
Heat condition. A similar dissociation between appraisal and
actual behavior was found in a low-frequency repetitive
transcranial magnetic stimulation (rTMS) study [13]. rTMS
inhibition of the right dorsolateral prefrontal cortex reduced the
subjects’ ability to resist to the selfish temptation to accept
intentionally unfair offers, but preserved the ability to judge low
offers as unfair [13]. Additional evidence for this segregation
comes from a clinical study [31] which examines the economic
behaviour of patients with focal lesions of ventromedial prefrontal
cortex in comparison to that of patients with damage sparing the
frontal cortex and of healthy subjects. Confirming previous
evidence [32], the results showed that, when playing the standard
version of the UG, patients with lesions to the ventromedial
prefrontal cortex rejected unfair offers at higher rate than non-
frontal patients and healthy subjects. Importantly, the lesion did
not affect the judgment of unfair offers [31].

Pain triggers a self-centred perspective when playing the
UG as proposer

The behavior expressed by subjects acting in the proposer’s role
has been less explored in literature. To the best of our knowledge
there is only one study which explored proposers’ preferences and
conducts. The study shows that sophisticatedly selfish proposers
derived greater pleasure from payoffs patently unbalanced in their
favor rather than from fair payoffs [33]. Consistently, we observed
that when our subjects were playing as proposers their behavior
appeared more strategic and less fair in the Pain than in the Heat
condition. In the Pain but not in the Heat condition, participants
offered more moderately fair (40 cents) than truly fair amounts (50
cents). This result complements and expands a recent study on the
link between pain and money [34] that shows handling money
may reduce pain sensitivity and that thinking of having spent
money exacerbates physical pain.

The unpleasantness of the laser pain was rated as significantly
more unpleasant when subjects played in the proposer than in the
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responder role. Although further investigation on this effect is
needed, it hints at the complex interaction between bodily states
and the role during economic interactions.

Participants reported they paid more attention to painful than
warm stimuli. Thus, the higher acceptance rate and the
decreased level of fairness reported by subjects during Pain
conditions of the responder and proposer blocks, could depend
on a lower amount of cognitive resources devoted to the UG task
in Pain than in Heat conditions. However, the subjective ratings
of the amount of attention that subjects devoted to the UG task,
were comparable in Pain and Heat conditions. Moreover, the
analysis performed on Reaction Times both in the Responder’
and in the Proposer’s role did not show a significant main effect
of Condition. Taken together our results suggest that the
cognitive resources allotted to the UG task were comparable in
Pain and Heat conditions.

Pain modulates interactive behavior differently from

other negative emotions

Most of the research attempting to disentangle the role of
negative emotions in the rejection of unfair offers has been
conducted inducing the negative emotion before playing the game
[16,17,18]. Interestingly, subjects who played the UG in the
presence or absence of a disgusting odor showed a higher
acceptance in the latter than the former context [35]. This effect
seems to be gender-selective. Indeed, male participants reported
higher disgust and judged the offer as less unfair than females. One
plausible explanation for this result posits a spontaneous affective
discounting where spontaneous misattribution of the disgust is
typically associated to the unfair offer and to the disgusting
environmental smell [35].

The manipulation check indicates that our subjects were more
angry and less prone to accept in the Pain than in the Heat
condition. It is worth noting that in our study painful stimulation
and the offers perception were contemporary. In principle,
participants might have misattributed the anger they felt for the
unfair offer to the painful stimulation that they were receiving.
This explanation seems unlikely for at least two reasons. First, the
misattribution hypothesis [36,35] is based on the appraisal theory
that suggests specific cognitions are important antecedents of
specific emotions and thereby of specific action tendencies
[37,38]. Were this the case, our participants should have
presented higher fairness ratings for unfair offers in the Pain
condition. As a matter of fact, subjects reported lower fairness
ratings for the unfair offers in the Pain condition which 1s exactly
the opposite pattern of results. On the contrary, they accepted
more in the Pain condition irrespectively of the fairness of the
offer.

In conclusion, some negative emotions like induced disgust,
modulate social preferences differently from pain. This may be
surprising because the above negative emotions are underpinned
by neural regions, e.g. the insular cortex, that also represent pain
[39,40]. Thus, an additional point of interest of our paradigm is
that it may be useful for investigating the neural correlates of
induced social preferences.

Author Contributions

Conceived and designed the experiments: SMA AM VB EFP MSP.
Performed the experiments: AM MSP VB. Analyzed the data: AM MSP
VB. Contributed reagents/materials/analysis tools: AM EFP. Wrote the
paper: SMA AM VB.

October 2011 | Volume 6 | Issue 10 | e26008



References

1.

2.

22.

Giith W, Schmittberger R, Schwarze B (1982) An experimental analysis of
ultimatum bargaining. J Econ Behav Organ 3(4): 367-388.

Fehr E, Schmidt KM (1999) A theory of fairness, competition, and cooperation.
Q_J of Economics 114: 817-868.

. van Lange PAM (1999) The pursuit of joint outcomes and equality in outcomes:

an integrative model of social value orientation. J Pers Soc Psychol 77: 337-349.

. Camerer CF (2003) Behavioral game theory. PrincetonNJ: Princeton University

Press. pp 8-10.

. Fehr E, Camerer CF (2007) Social neuroeconomics: the neural circuitry of social

preferences. Trends Cogn Sci 11: 419-427.

. Trivers RL (1971) The Evolution of Reciprocal Altruism. Q) Rev Biol 46(1):

35-57. 45 p.

. Nowak MA, Page KM, Sigmund K (2000) Fairness versus reason in the

ultimatum game. Science 289: 1773-2000.

. Gintis H (2000) Strong Reciprocity and Human Sociality. J Theor Biol 206:

169-179.

. Fehr E, Fischbacher U, Gachter S (2002) Strong reciprocity, human cooperation

and the enforcement of social norms. Hum Nature 13: 1-25.

. Fehr E, Fischbacher U (2003) The nature of human altruism. Nature 425:

785-791.

Sanfey AG, Rilling JK, Aronson JA, Nystrom LE, Cohen JD (2003) The neural
basis of economic decision-making in the ultimatum game. Science 300(5626):
1755-1758.

. Tabibnia G, Satpute AB, Lieberman MD (2008) The sunny side of fairness:

preference for fairness activates reward circuitry (and disregarding unfairness
activates self-control circuitry). Psychol Sci 19(4): 339-47.

. Knoch D, Pascual-Leone A, Meyer K, Treyer V, Fehr E (2006) Diminishing

reciprocal fairness by disrupting the right prefrontal cortex. Science 314(5800):
829-32.

. van 't Wout M, Kahn RS, Sanfey AG, Aleman A (2005) Repetitive transcranial

magnetic stimulation over the right dorsolateral prefrontal cortex affects strategic
decision-making. Neuroreport 16: 1849-1852.

. Wright ND, Symmonds M, Fleming SM, Dolan R] (2011) Neural segregation of

objective and contextual aspects of fairness. J Neurosci 31(14): 5244-5252.

. Moretti L, di Pellegrino G (2010) Disgust selectively modulates reciprocal

fairness in economic interactions. Emotion 10(2): 169-80.

. Harlé¢ KM, Sanfey AG (2007) Incidental sadness biases social economic decisions

in the ultimatum game. Emotion 7(4): 876-881.

. Andrade EB, Ariely D (2009) The enduring impact of transient emotions on

decision making. Organ Behav Hum Dec 109: 1-8.

. Valeriani M, Betti V, Le Pera D, De Armas L, Miliucci R, et al. (2008) Seeing

the pain of others while being in pain: a laser-evoked potentials study. Neuro
Image 40(3): 1419-28.

. Yarinsky D, Sprecher E, Zalansky R, Hemli JA (1995) Heat pain thresholds:

normative data and repeatability. Pain 60: 329-332.

. Fehr E (2008) Social Preferences and the Brain. In Glimcher PW, Camerer CF,

Fehr E, Poldrack RA, eds. Neuroeconomics: decision making and the brain
Elsevier. 225 p.

Thibaut JW, Kelley HH (1959) The Social Psychology of Groups. New York:
John Wiley & Sons. 239 p.

@ PLoS ONE | www.plosone.org

23.

24.

26.

27.

29.

30.

31.

32.

33.

34.

36.

37.

38.

39.

40.

Suffering Makes You Egoist

Sanfey AG (2007) Social decision-making: insights from game theory and
neuroscience. Science 318: 598-602.
Rilling J, Gutman D, Zeh T, Pagnoni G, Berns G, et al. (2002) A neural basis for

social cooperation. Neuron 35: 395-405.

. Moll J, Krueger F, Zahn R, Pardini M, Oliveira-Souza, et al. (2006) Human

fronto-mesolimbic networks guide decisions about charitable donation. PNAS
103(42): 15623-8.

Harbaugh WT, Mayr U, Burghart DR (2007) Neural responses to taxation and
voluntary giving reveal motives for charitable donations. Science 316:
1622-1625.

de Quervain DJF, Fischbacher U, Treyer V, Schellhammer M, Schnyder U,
et al. (2004) The neural basis of altruistic punishment. Science 305(5688):
1254-1258.

Singer T, Seymour B, O’Doherty JP, Sthephan KE, Dolan R], et al. (2006)
Empathic neural responses are modulated by the perceived fairness of others.
Nature 439: 466-469.

Apkarian AV, Sosa Y, Krauss BR, Thomas PS, Fredrickson BE, et al. (2004)
Chronic pain patients are impaired on an emotional decision-making task. Pain
108(1-2): 129-36.

Bechara A, Damasio H, Tranel D, Damasio AR (1997) Deciding advantageously
before knowing the advantageous strategy. Science 275: 1293-1295.

Moretti L, Dragone D, di Pellegrino G (2008) Reward and social valuation
deficits following ventromedial prefrontal damage. J Cognitive Neurosci 21(1):
128-140.

Koenigs M, Tranel D (2007) Irrational economic decision-making after
ventromedial prefrontal damage: evidence from the ultimatum game.
J Neurosci 27(4): 951-6.

Haselhuhn MP, Mellers BA (2005) Emotions and cooperation in economic
games. Cognitive Brain Res 23(1): 24-33.

Zhou X, Vohs KD, Baumeister RF (2009) The symbolic power of money:
reminders of money alter social distress and physical pain. Psychol Sci 20:
700-706.

. Bonini N, Hadjichristidis C, Mazzocco K, Dematt¢ ML, Zampini M, et al.

(2011) Pecunia olet: the role of incidental disgust in the ultimatum game.
Emotion, doi: 10.1037/a0022820.

Srivastava J, Espinoza F, Fedorikhin A (2009) Coupling and decoupling of
unfairness and anger in ultimatum bargaining. J Behav Decis Making 2:
475-489.

Frijda NH, Kuipers P, Ter Schure E (1989) Relations among emotion, appraisal,
and emotional action readiness. J Pers Soc Psychol 57: 212-228.

Smith CA, Ellsworth PC (1985) Patterns of cognitive appraisal in emotion. ] Pers
Soc Psychol 48(4): 813-838.

Phillips ML, Young AW, Senior C, Brammer M, Andrew C, et al. (1997) A
specific neural substrate for perceiving facial expressions of disgust. Nature 389:
495-498.

Derbyshire SWG, Jones AKP, Gyulai F, Clark S, Townsend D, et al. (1997) Pain
processing during three levels of noxious stimulation produces differential
patterns of central activity. Pain 73: 431-445.

October 2011 | Volume 6 | Issue 10 | e26008



