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Goals constitute the focal points around which human
behavior is organized, Much of what people think aboud,
fecl, and do revolves around the goals they are wrying Lo
meet, or those goals they have alrcady met or dismissed.
Goals can influence major life decisions such as choosing
one's career path, as well as more mundanc everyday
choices, such as which book to read, Goals guide one's
behavioral responses 1o the social environment, such as
whether one responds Lo a provocation by being compet-
itive, collahorative, or resigned, for instance. And goals,
and the ways in which people pursue them, also deter-
mine people’s evaluations, moods, and ¢cmotional experi-
ence hoth during a pursuit and after a pursuit has been
completed or abandoned. The scholarship on goals inso-
cial psychology has reflected the centrality of goals in
people’s lives, and conscquently the goal construct has
been defined, examined, and challenged, ilteratively,
throughout almest the cntire century of cmpirical psy-
chology (c¢.g., Ach, 1935; Atkinson, 1964; Austin & Van-
couver, 1996; Bandura, 1986; Bargh, 1990; Carver &
Scheier, 1998; Deci & Ryan, 1983; Gollwitzer, 1990; Hig-
gins, 1997, James, 1890; Kruglanski, 1996; Lewin, 1926;
Locke & Latham, 1990: Mischel, Cantor, & Feldman,
1996).

In the current chapter, we proposc a contemporary
framework for undcrsianding what goals are and how
they influence human experience and behavior, In par-
ticular, we address how goals are activated, the character-
istics of their operation, and the ways in which they inter-
act with one another. We anchor the framework with a
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sct of definitional assumptions about the structure and
content of goals. In support of our framework, we draw
primarily on rescarch conducted over the last decade
that is characterized by its social-cognitive approach. By
adopting this approach to the study of goals we also em-
phasize the implicit nature of motivation, including the
ways in which goals can become activaled outside con-
scious intention and operate according to a variety of im-
plicit mechanisms. This stands in contrast with much of
the traditional rescarch on goals, which has focused on
the conscious processes involved in sculing a goal and
striving toward its completion {e.g., Carver & Scheier,
1981; Gollwitzer, 1999: Locke & Latham, 1990).

We organize the chapler into four major parts. We
consider in the first part ("What Is a Goal?") a working
definition of goals as well as a seL of assumptions underly-
ing coal research. We then move onto the second part
{(“Section 11: On the Activation of a Goal™), which consid-
ers theory and findings on the determinanis of goal acti-
vation. We disenss in the third part (“On the Operation
of a Goal") the various characteristics of aclive goal oper-
ation that involve goal-related knowledge activation, eval-
uations, and affective experience. In the fourth and final
part ("On the Interaction among Goals™), we turn to an
arguably more realistic view of goals—onc that assumes
that people are constantly switching their auention and
molivation from goal to goal, depending on a host of sit-
uational and personal variables {e.g., Atkinson & Birch,
1970). Any given goal pursuit potentially interferes with
other possible pursuits, and thus we examine the special
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challenges that simultaneous goal pursuils pose and the
ways in which interaction and interdependence among
goals occur. Our broadest objective in this chapter is (o
develop a goal framework that both grounds previous
work as well as generates new questions and research di-
recions.

WHAT IS A GOAL?

We define a goal as « cognitive representation of a desired
endpoint that bnpacts evaluations, emotions and behaviors,
Aspects of this definition have been cchoed in goal lit-
crature throughout the past 50 years (c.g., sece Carver
& Scheier, 1981, Gollwitzer & Moskowitz, 1996; Hig-
gins & Kruglanski, 2000; Locke & Latham, 1990;
Sorrentino & Higgins, 1986). In what follows we cx-
plicitly counsider a sct of more detailed assumptions
about goals that underlic this definition and much of
the recent work on this opic. These assumplions can
be organized into those that concern the structure of a

goal in memory versus those thal involve the content of

goal representations.

The Structure of Goals

Rescarchers have long assumed that goals exist as cogni-
tive representations in memory (Bargh, 1990; Hull, 1931;
Kruglanski, 1996; Tolman, 1932), ¢ven if various theoret-
ical treauments of goals over the last century have varied
in terms of explicitly mentoning this point. We argue
that although there is a general consensus that goals exist
in mermory, an explicit considcration of this point incevita-
bly leads to certain implications, which have not been as
widcly discussed or tested. The fact that goals exist as
knowledge structures suggests (at least) three characteris-
tics, First, as a memory construct, a goal necessarily fTuc-
tuates in accessibility (i.e., 11s activation potental; Higgins,
1996b), This means that the likelihood of the goal being
activated will vary across time and situations according 1o
its accessibility at the moment.

Another characteristic concerns the multiple memories
underlying any given goal. In particular, rather than a
goal consisting of a unitary, discrete construcl, it consists
of a wide array of interconnected memorics that are re-
lated to that goal {e.g., means ol attainment and opportu-
nitics) and become associated with one another through
a variety of ways. For example, the interconnection
among memorics underlying the goal of riding a bike
might develop through direct experience (e.g., when the
bike tilts lelt, shift weight to the right} as well as semantic
and cpisodic knowledge (c.g., bike riding is a form of ex-
crcise and recrcation perfect for a sunny surnmer after-
noon). '

The fact that goals consist of many memorics that are
interconnected naturally leads 1o the third characteristic
of goals. Namely, the memorics of a goal become acti-
valed according o classical Anowledge activation processes
(Anderson, 1983; Anderson & Reder, 1999; Collins &
Loftus, 1975; Neely, 1977, 1991; Posner & Snyder, 1975;
Shiffrin & Schneider, 1977). In particular, it has long

been postulated that the activation of a given memory
will influence the aclivation of rhose memories with
which it is connected. The nature of this influence can be
either excitalory or inhibitory. With excitatory connec-
lons, as one memory of a goal construct becomes acli-
vated, and therefore, relatively more accessible, those
memories interconnected with it should become acti-
valed and accessible as well. In this way, making one com-
ponent of a goal construct more accessible can render
much of the construct as a whole more accessible. Ior in-
stance, the activation of a single memory concerning the
goal of achievement could automatically Iead 1o the acu-
vation (i.e., grealer accessibility) of many other memories
associated with achievement (see also rescarch on stereo-
type activation; e.g., Bargh, Chen, & Burrows, 1996;
Devine, 1989). But other connections among goal memo-
ries are inhibitory in nature, such that the activation of
onc goal aulomaltically leads to the inhibilon (ic.,
lower accessibility) of another, competing goal. For in-
stance, the activation of a central goal (e.g., academic
achicvement) might inhibit another lempling goal (e.g.,
partying—Fishbach, Friedman, & Kruglanski, 2003; Shah,
Friedman, & Kruglanski, 2002),

Notably, the link between any two memories may not
be bidirectional. Just becausc the activation of one goal
memory can render accessible an associated memory,
the same facilitative effect may not emerge in the reverse
direction. For example, when considering the relation-
ships among compeling goals, whereas an immediately
lempting goal can activate an overriding, mere impor-
tant goal, the reverse is not necessarily true. In tact, some
recent research suggests that the same tmportant goal
might actually inhibit the wmpling onc (see Fishbach ¢l
al., 2003). In this sense, the conneclion among any two
goalrelated memories cannot be inferred merely on the
basis of how on¢ memory influences the activation of the
other.

These three characteristics of goul structure (i.e., vary-
ing accessibility, multiple memories, and excitatory and
inhibitory links) would be consistent with, and explained
by, numecrous types of cognitive models of memory,
including simple assodiative networks as well as con-
ncctionist models, for example. A consideration of the
types of cognitive architecture that might be able to ex-
plain and reproduce goal phenomena is beyond the
scope of this chapter and we consider it to be one of the
next challenges that secialcognitive psychologists will
face in the near future, just as has been the case with re-
search on atutudes and stercolypes (e, Bassili &
Brown, 2005; Mitchell, Nosek, & Banaji, 2003; Smith,
1996},

The Content of Goals

Beyond these structural characteristics, what type of
knowledge is reflecied by goal memeoeries? The answer to
this question directly builds on our definition of goals as
representations of desired endpoints that direct behav-
ior, evaluation, and c¢moltions, Below we consider in
more detail what this view implies about the nature of
goal memories,
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Ends and Means

First and foremest, goals contain information about cnd
states, End states are the reference points toward which
behavior is dirccted. One notable leature of ¢nd states
is that they can vary in their abstraciness (Hommel,
Muesscler, Aschersleben, & Prinz, 2001; Jeanncrod,
[997; Kornblum, Hasbroucq, & Osman, 1990; Krug-
lanski et al,, 2002; Miller, Galanter, & Pribram, 1960;
Powers, 1973). For example, a goal may involve an end
state that entails something langible and perceptual in
the world (e.g., having a cup ol collee) or onc that is rela-
tively more abstract and conceptual in nature (e.g.,
achicvement).

Goals cntail morce than just end states, however. They
also include the variety of behaviors, plans, and objects
that enable once to reach that end state. For instance, the
goal of geuling a cup of coflee might entail temporally or-
dered, procedural information about [irst grinding cof-
fee beans and then putting them into a [ilter in a colfce
machine (sce Norman, 1981}, and the goal of achicve-
ment might include bebaviors such as studying at the li-
brary and paying attention in class (Aarts & Dijksterhuis,
2000; Bandura, 1997, Bargh & Gollwitzer, 1994; Carver
& Scheicr, 1998; Custers & Aarts, 2005; Emmons, 1992;
Schank & Abelson, 1977; Shah & Kruglanski, 2002, 2003,
Vallacher & Wegner, 1985; Vallerand & Ratelle, 2002,
Wilensky, 1983). The behaviors and objects associated
with an end state can also vary in abstractness. For in-
stance, the end state of achievement might include the
specific behavior of neatly writing lecture notes as well as
the relatively more general behavior of being punctual,

When considering ends versus means, it quickly be-
comes apparent that almost any end state can be under-
stood as a means for a higher-order end state. For in-
stance, the means of studying in order Lo autain academic
success could itsell constinute an end state with its own as-
sociated means (e.g., 1ake notes and go to library). In
such a hierarchical organization, the terms “end state”
and "means” are clearly meaningful only in relation to
one another. Despiwe the relative nature of the terms,
they are nevertheless useful in that they identify the point
teward which a person is striving, and the specific ways in
which that person might succeed. In this way, the “end

stale” organizes one's behavior, whereas the variety of

means can be somewhat interchangeable or substi-
tutable, and an inability to ulilize one means does not
necessarily imply that the end state is abandoned (c.g.,
Kruglanski cral, 2002; Tesser, Martin, & Corncll, 1996).

Evaluative Information

We assume that a goal consists of an overall end state and
the behaviors, objects, and plans needed for attaining it
But is that all a goal is? Just because someone possesses
knowledge about how to put a trec house Logether, for
instance, does not mean that that knowledge constitutes
a goal. This [cads to a sccond important aspect of the
content of goal constructs—the end siate (and its associ-
ated means) has 1o be desirable (Carver & Scheier, 1981;
Custers & Aarts, 2005; Kruglanski ¢t al, 2002; Peak,

[955; Pervin, 1989; Shah ct al,, 2002; Young, 1961). By
deflinition, a goal that is desirable must be associated in
some way with positive affect. We argue that, in line with
the long-standing notion that people are motivated
to approach pleasure and avoid pain (Arnold, 1960,
Bogardus, 1931; Corwin, 1921; Doob, 1947; Frijda, 1986;
Lang, 1984; Lazarus, 1991; Lewin, 1935; Mowrer, 1960;
Osgood, 1933; Thurstone, 1931; Young, 1939), the
positivity in a goal representation is what imbues the con-
struct with its motivational force. In other words, the pri-
mary reason that goals influcnce and guide behavior is
because the positivity associated with them is inherently
motivating (sce research on expectancy-value models,
Atkinson, 1974; Tolman, 1932).

Although we defline goals as desirable end staues,
and therefore assumce that they must include positive
cvaluative information in their representation, it is not
yet clear exactly how goals become positive. For instance,
a goal might become positive and desirable in a con-
scious and intentional manner, such as when a person
sees a friend playing a complicated, fun game and wants
to lcarn it in order to join in. Or, a goal can become desir-
able in a morc implicit, nenconscious fashion, such as
through repeated pairings (i.e., conditioning) of a given
activity and conscquent reward expericnces, Recent re-
search has provided support for the latter claim, Custers
and Aarts (2005) first implicily conditioned a goal (e.g.,
playing a puzzle) with positive evaluations by creating a
computer task in which they paired aspects of a task {¢.g.,
the words “puzzle” and “number”) with positive words
{c.g., “happy"”). They found that participants who had re-
ceived positive (vs. neutral) conditioning of the puzzle
words subscequently showed greater motvation to begin
the puzzle task.

What Distinguishes a Goal Construct
from Other Social Psychological Constructs?

We have noted so far that a goal construct varies in acces-
sibility, consists of many interconnected memorics, and
operates according o classic knowledge activatien prin-
ciples. These memories refer to ends and means and also
contain positive information. But, given these character-
istics, how is a goal construct distinct from other types of
knowledge structures?

Goals have been distinguished from other hypotheti-
cal constructs primarily by the nature of their cffccts on
behavior (Aarts, Gollwiizer, & Hassin, 2004; Bargh,
Goliwitzer, Lee-Chai, Barndollar, & Troctschel, 2001;
Fitzsimons & Bargh, 2003; Kawada, Oectlingen,
Gollwitzer, & Bargh, 2004; Shah & Kruglanski, 2003; sec
review by Forster and Liberman, Chapter 9, this volume}.
In particular, the strength, or activation, of a goal only
dissipates when the goal has been reached, whereas the
activation of seinantc constructs dissipates at a constant
rate from the moment of activation (Atkinson & Birch,
1970; Goliwitzer & Moskowilz, 1996; Lewin, 1936;
McClelland, Atkinson, Clark, & Lowell, 1933). Spe-
cifically, whercas Lewin (1936) suggested that a goal will
stay active until the discrepancy between the actual and
desired state is reduced, others have arguced that the goal
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strength will actually increase over time undl it is met
(Atkinson & Birch, 1970; McClelland et al,, 1953), or
when the pursuit becomes oo difficull o sustain (Brehm
& Self, 1989; Wrighy, 1996). This suggests, for example,
that when the goal of achievement has been activated, the
person will increase his or her efforts for a while until the
goal has been met {or until he or she encounters an insur-
mountable obstacle). In contrast, when mcere semarntic
krowledge about achiecvement has been activated, that ac-
tivation should rapidly decay over time such that the per-
son may quickly show less cvidence of that activated
knowledge in perception or judgment {see Bargh et al,
2001}).

It follows that a cue for a goal {e.g., the word “achieve-
ment”) does not always influence behavior in a goal-
related fashion; rather, its influence depends on other
variables such as the nature of the task and whether the
goal is applicable to it. In addition, whereas all goals in-
clude semantic knowledge, not all semantic constructs
are goals (i.c., have motivational force) or positivity asso-
ciated with them. As we consider how a goal might be-
come activated and then operate, we review Lthe ways in
which rescarchers have distinguisbed between goals ver-
sus other types of constructs.

ON THE ACTIVATION OF A GOAL

What determines whether a given goal is activated and
then guides behavior? The main theme of classical goal
rescarch has been that goals are enacted when people
deliberately and purposively decide to adopt them
{Bandura, 1986; Carver & Scheier, 1998; Deci & Ryan,
1985; Gollwitzer, 1990; Locke & Latham, 1990; sec also
Mischel et al., 1996, for areview). This would suggest that
a goal becomes activated via conscious, intentional
thought. For instance, a person might consciously con-
sider whether to intentionally pursuce the goal of being
funny while at a dinner pary.

However, rescarch over the last decade on how goals
become activated suggests a different perspective. Many
of the insights in this work follow {rom the delinition of
goals, and the assumptions regarding their structure in
memory in particular. We noted earlier that goals consist
of interconnected memories that hecome activated (i.e.,
morc accessible) according Lo knowledge activation prin-
ciples. This means that the perception of any stimulos
that is strongly associated with the goal should be suffi-
cient for the goal 1o become activared (Bargh, 1990,
Bargh & Barndollar, 1996; Bargh ct al,, 2001; Gollwitzer,
1999; Jacoby & Kelley, 1987; Kruglanski, 1996; Shah &
Kruglanski, 2003; sce also McClelland, Koestner, &
Weinberger, 1989). Importantly, the perception of a
stimulus does not have to be conscious (e.g., Greenwald,
1992; Greenwald, Draine, & Abrams, 1996). And, even if
people’s perception of a stimulus & conscious, they may
nol be aware that it has activated a whole array of associ-
ated memorics, including goal constructs {scc Ferguson
& DBargh, 2004a).

In general, by considering goals as constructs in mem-
ory, recent goal research acknowledges the possibility off

nonconscious goal activation, We review below the kinds
of stimuli that are capable of triggering goal activation.
This range of stimuli must, by necessity, be associated
with that goal. In this way, not only does our review ad-
dress the ways in which goals can become activated, it
also further reveals the kinds of stimuli that are part of
the goal construct.

It is also important to note that although we concen-
trate in this section on the ways in which goals are acui-
vated, the [indings also necessarily speak to the operation
of a goal. That is, we inler the activation of a goal from
how the goal influences behavior, judgment, atitudes,
and emotions. Although goal activation and goal opera-
tion are ofien cmpirically difficult 1o disentangle, we
assume that goal activation precedes goal operation,
Therefore, we emphasize in the next section the minimal
requircments for a goal to be activated, and we then turn
our attention to the types and kinds of downsiream con-
sequences of activation in subsequent scctions.

Priming by End States and Means

In onc of the [irst tests of how a goal can become acti-
vated and influential without the person’s awareness or
intention, Chartrand and Bargh (1996} subtly primed
participants with either a person impression or memory
goal. They administered to participants a scrambled sen-
tence task in which participants had 1o create grammalti-
cally correat four-word sentences oul of groups of five
scrambled words (Srull & Wyer, 1979). Some sentences
included words related to forming an impression (e.g.,
Judge, Impression, and personality), while others con-
tained words rclaled to memorization (e.g., remember,
recall, and retain), Participants were then asked to read
through a set of behaviors about a fictional target and
were given a surprise recall west afterwards. The results
showed that those who had mercly read a few words re-
lated to forming an impression in fact processcd and
intcgrated the behavioral information about the target in
a way similar Lo when someone is intentionally trying 1o
form an impression. That is, they formed more clusters
of the behaviors around personality traits and were also
more likely to show deeper processing of those behay-
iors thal were inconsistent with the overall personality
theme (e.g., sce Hamilton & Sherman, 1996; Suangor &
MacMlillan, 1992). This was one of the [irst demonsira-
tions of how information-processing goals can become
nonconsciously activated and influenuial.

Bui, what is the behavioral evidence that a goal is
nonconsciously activated? Bargh and colleagues (2001)
Lested for goal activation by first asking participants 1o
complele a word-search puzzle. Whercas lor some partic-
ipants some of the words were related to achievement
(e.g., strive, achieve, and master), for others none of the
words werce related Lo this goal. After this subtle expo-
sure to the nolion of achievement, participants were
asked to complete a series of other word-scarch puzzles,
Those who were exposed to achievement words found
signilicantly more words than those in the contrel condi-
tion. These [indings demonstrate that by simply reading
words related to a given end stale, a person is likely 1o
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perform goal-congruent actions unknowingly and unin-
tentionally.

How might a nonconsciously activated goal compare
with one that is consciously activated? To examine this
question, participants in another study (Bargh et al,
2001) were explicitly told to cooperate, were subtly
primed with cooperation words via a scrambled sentence
task, or were not primed in any way. Each participant
then played a resource management game with another
participant in which they had to fish from a lake while ¢n-
suring that the lake did not become depleted. The results
showed that those in the consciously activated goal con-
dition, as well as those in the nonconsciously activated
goal condition, showed more cooperation than those in
the control condition. It appears that a nonconscious
prime can have an eflect similar Lo a conscious prime on
goal-congruent behavior,

Another predominant issue concerns the evidence [or
the activation ol a goal versus some other construct. That
is, in these tests of nonconscious goal activation, how do
we know that a goul was activated, versus perhaps simply
semantic concepts related to the goal? For example, was
participants’ achievement behavior due to the influence
of the goal of achievement or simply the semantic concept
of achicvement? Perhaps the priming task simply in-
creased the concept of achieverment, and then partici-
pants interpreted the situation as achievement related
and acted accordingly. Recall that whercas the activation
of semantic concepts decreases over time, the activation
ol goals increases over time until the goals are attained,
Accordingly, Bargh and colleagues (2001) noncon-
sciously primed participanis with achievement and then
asked them to complete either a semantic task of evaluat-
ing an ambiguously achieving target (Higgins, 1996) or a
goal task ol solving a set of word-scarch puzzles. Partici-
pants also completed the measure either immediately al-
ter the priming or after a 5-minute delay. In the immedi-
ate condition, those in the priming condition who did
the goal task performed better than those in the control
condition, and those in the priming condition who com-
pleted the semantic judgment task rated the target as
more achicving than those in the control condition. The
critical question concerned the effects for those in the
delay condition. If nothing but the semantic concept of
achicvement was activated, the effects [or both the judg-
ment task and the goal task should have decayed. How-
cver, il the goal ol achievement was actually activated (in
addition to semantic knowledge), the cffect on the goal-
relevant task should have increased over time, The pat-
tern of results confirmed this, suggesting that the goal of
achicvement was indeed activated.

More recent research suggests that in addition to end
states, goals can also be nonconsciously acivated by rele-
vant means and strategies, Shah and Kruglanski (2003)
showed that people who were subliminally primed with a
recently learned behavioral surategy showed evidence ol
pursuing the goal related to the strategy. In one study,
before completing an anagram task, participants learned
a strategy for solving anagrams. Thosc participants who
were subliminally primed with the name of that strategy
(“first-last,” which refers to  determining  initially

whether the first and last letters of the letier string an-
chor any knewn words) showed a greater accessibility ol
words related to anagrams and also exhibited more per-
sistence and better performance. These findings suggest
that the perception of (even recently learned) means can
activate the goal associated with that means.

Whereas the work described earlier showed that a goal
can be nonconsciously activated by semantic cues (i.e,,
words) closely related to end state or means, what other
ways might goals become triggered by the environment?
We suggested that the perception of any stimulus that is
associated with the goal should be sulficient for the goal
to become activated. Because people live in a social envi-
ronment, a large proportion of thesc stimuli are social
stimuli. Indeed, a bevy of studies has now uncovered
some ol the main categories ol social stimuli that lead 10
goal activation.

Priming by Relationship Partners

Goals can include the representation of individuals (e.g.,
a parent and a teacher) who expect the person to pursue
the goal as well as the representation of individuals who
pursue that goal themselves, For instance, a person’s goal
of making money might include representations of that
person’'s father, who expects that person 1o make money,
as well as representations ol a best [riend who is obscssed
with making money. Il goals include represcntations ol
others, the perception ol a relationship partner can auto-
matically activate those goals associated with that part-
ner.

As a demonstration of this principle, Shah (2003) has
shown that being subtly reminded of a significant other
can activate the significant other’s expectations, which
can then influence the person’s own expectations and
performance. Shah demonstrated that participants who
were subliminally primed with the name of a significant
other who had high ¢xpectations for the person (c.g., a
father) on an anagram task actually persisted longer and
performed better than those not primed. In a similar line
of rescarch, Fitzsimons and Bargh (2003) claimed that
people normatively have achicvement goals for impress-
ing their mothers. They accordingly [ound that those
who were reminded of their mothers in a subtle way
achivved more on a word-search puzzle than those notre-
mindecd.

Relationship partners can further activate the emo-
tional experience that is included in the goal representa-
tion. For example, Higgins and colleaguces bave shown
that people can adopt a style that emphasizes nurturance
needs {(a promotion focus) or onc that emphasizes secu-
rity nceds (a prevention focus; see Higgins, 1997). Based
on this theory, Shah (2003) showed that a significant
other’s regulatory focus can also influence one’s own re-
actions to the task according Lo regulatory focus. For ex-
ample, those whose fathers hoped that they would do well
on academic tasks (an ideal expeciation), and who were
primed with words related to father, expericnced cheer-
[ulness when given positive feedback on an anagram task
and dcjection when given negative [cedback on the sk,
in line with the ways in which regulatory focus influences
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emotion-specific rcactions, Those whose fathers expected
them to do well on academic tasks {ought expectation),
and who were primed with fatherrelated words, experi-
enced relaxation when given positive feedback on an ana-
gram lask and agitation when given negative feedback,
again in line with research on how regulatory focus influ-
ences emotions {e.g., Higgins, Shah, & Fricdman, 1997),

Priming by Group Members

In addition to relationship partners activaling goals, the
perception of (unfamiliar) group members can alse acti-
vate the goals that the perceiver tends o pursue when in
the presence of those group members {Cesario, Plaks, &
Higgins, 2006). When one cncounters another person,
an aulomalic preparalion Lo interact with that person, ei-
ther inan approach or an avoidance manner, is activated,
depending on that person’s implicitattitudes toward that
group. The result is that the perception of a group mem-
ber aclivates one's goals toward that group (in addition
to stercolypus) and these goals influence behavior. As a
demonstration of this principle, Cesario and collcagues
{2006) primed participants with gay or straight men and
then introduced a mild provocation when the compuler
failed and participants” data were supposedly lost (a para-
digm developed by Bargh, Chaiken, Raymmond, & Hymes,
1996). The degree to which participants then interacted
with the experimenter in a hostile manner constituted
the main dependent measure. If the contents of the gay
stereotype arc most influential, then those who were
primed with gay should behave in a more passive manner
after the provocation (given that gay men are sterco-
typed as passive; ¢.g., Herek, 2000, 2002) compared with
those nol primed. Howcever, if one’s goal to interact with
the group member is activated and assuming that most
people have negative implicit attitudes toward gay men,
those primed with gay men should be more hostile to-
ward the experimenter than those not primed. The re-
sults favored the latter hypothesis—priming gay men acti-
vated the geal 1o act with hostility,

Priming by a Stranger’s Goal Pursuit

In addition to relationship partners and group members,
the perception of another person engaging with goal-
related wctions ight be sutficient to trigger the goal re-
lated to these actions, even if the actor is unfamiliar, This
is because people infer other people’s goals from their
actions, and thesc inferred goals have implications for
onc’s own behavior (Aarts et al,, 2004; Aarts, Hassin, &
Ferguson, 2005). As a demonstration, Aarts and col-
leagues (2004) gave participants a vignetle about a target
person’s behavior (which implied a goal), and then par-
ticipants were placed in a seuting where they could be-
have in line with that goal or notl. For instance, in one
study, male participants either read about a target person
who was trying to pick up women in a bar (implying the
goal of sccking casual sex) or read a control vignette that
did not imply the goul. Participants were then asked to
provide feedback on one of the experimental tasks to the
cxperimenter, who was described to half of the partici-

pants as female and to the other half of participants as
male. Because men who are sexually interested in women
tend to show more helping behavior toward them (e.g.,
Baumeister & Tice, 2001; Buss, 1988), those who had
read the vignetie implying the goal of casual sex gave
more feedback (i.e., showed more helping behavior) to-
ward the female experimenter but not the male, These
findings show that merely observing somcone else's
behavior can activate the goal associaled with the behav-
ior,

Notably, these “goal contagion” eflcas reflected the
influence of a goal rather than the influence of simple
behavior priming {e.g., Bargh et al., 1996; Dijskterhuis &
van Knippenberg, 1998). Namely, because the depen-
dent measure (giving fecdback to a female experimenter)
was sufficiently semantically distinct from the primed
behavior (picking up women in a bar), the effect was
probably due to an overarching goal that contained both
behaviors as means.

Summary

The research we have described in this section shows
how a goal can become activated (and influential) on the
hasis of the merc (conscious or nonconscious) percep-
tion of a goal-related stimulus, There is precedent for this
notion in classic goal rescarch, which assumes that the
degrec Lo which a person is consciously thinking about a
goal determines the likelihood that the person will
pursue it (c.g., Bandura, 1986; Dceci & Ryan, 1985;
Gollwitzer, 1990; James, 1890; Lewin, 1935; Locke &
Latham, 1990; Mischel et al., 1996). The present analysis
expands on classical rescarch, by showing that if accessi-
bility is in fact the underlying mechanism, goals should
be able to be activated by even the nonconscious percep-
tion of goal-related stimuli.

Importantly, the claim that a goal’s influence will de-
pend on its accessibility in memory does not imply that
people will behave in line with whatever memories have
recently been activated. Once a goal is activated, its eflect
on behavior still conforms to the principle of applicabil-
ity (Higgins, 1996). Increased accessibility of a construct
via priming simply means that it will be more likely to be
applicd to a sumulus that is relevant to that construct. In the
research reviewed carlier, participants were primed with
cucs for a certain goal and were then placed in a situation
that “afforded” the relevant goal pursuit to some degree,
The degree o which a particular task is goal related de-
termines the extent to which an accessible goal guides
behavior.

In our discussion of goal activation, we inferred activa-
tion based on the downstreain behavioral effects of goals
(c.g., puzzle performance, helping behavior, and hostile
behavior). In this way, this research joins a litany of other
classic findings showing how goals influence behavior.
However, in thinking about the downstream conse-
quences of goals on behavior, we now move away from
merely documenting overt, behavioral effects to identify-
ing more subtle effects that perhaps might mediate be-
tween a goal and overt behavior, Specifically, we are in-
terested in examining the ways in which an activated
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goal, and in particular a nonconsciously activated goal,
influences knowledge accessibility, evaluations, and emo-
ttons, and we review these influences in the next section.

ON THE OPERATION OF A GOAL

In this seciion we identily the characteristics of goal
pursuit, including goal-relevant knowledge accessibility,
goal-relevant evaluations, goalrelevant moods and ¢mo-
tions, and, ol course, goalrelevant choices and behav-
iors. Just as we did in the section on the activation ol a
goal, we develop the current section on the operation ol
a goal based on the definition of the goal construct that
we outlined in the beginning of the chapter, In particu-
lar, throughout the following section we note how some
ol the characleristics of goal operation derive directly
from our assumptions about the content and structure of
the goal concepl. For instance, because goals contain in-
formation on evaluations and behaviors, the operation off
goals can be characterized by changues in the evalua-
tion ol goalrelated stimuli and the ¢nactment of goal-
congruent behaviors,

Goal-Relevant Knowledge Accessibility

We proposed earlier that increased accessibility ol goal-
related knowledge is what it means for a goal to be acti-
vated. In addition, the accessibility of goal-related knowl-
edge can also be understood as a consequence ol goals.
This suggests that goal-relevant knowledge should be
more accessible during the pursuit of that goal, com-
pared with when the pursuit is over or has not been initi-
ated. For example, the activation of the hunger goal
should increase the accessibility of knowledge that is re-
lated 1o that goal, such as restaurants. In this way, the in-
creased accessibility of restaurants simultancously repre-
sents what it means for a hunger goal to be aclivated and
one type ol downstream consequences ol goal activation.

There is a long history ol the theoretical notion that
the {conscious) activation ol'a goal influences the types of
knowledge that become accessible (Ach, 1935; Bargh,
1997; Bruner, 1957, Gollwitzer, 1996; Jones & Thibaut,
1958; Klinger, 1996; Kruglanski, 1996; Kuhl, 1987,
McClelland & Atkinson, 1948). Some of the precedent
[or this started with the New Look research movement,
In contrast with the classic view of perception in the first
hall of the 20th century that perceplion was entircly
driven by the stimulus (Stevens, 1951), New Look re-
scarch showed that people’s perceptions are influenced
by the value of the stimulus being perceived (Bruner,
1957; Bruner & Postman, 1948; Jones & Thibaut, 1958;
McClelland & Atkinson, 1948; [or a revicw, see Green-
wald, 1992). For example, in the classic experiment by
Bruner and Postman (1948}, poor children overesti-
mated the size of coins to a greater degree than rich chil-
dren, for whom the money was presumably less intensely
desired. In a review ol the New Look research, Bruner
(1957) argued that what people want, need, and desire
can influence the accessibility of knowledge, and thus
how they sce the world around them. Each nonconscious

act of perception is an act of categorization, with multi-
ple categories being available for a given stimulus,
Pcople’s needs and motives can influence the accessibil-
ity of those categorics and thus make them “perceptually
ready” Lo categorize, or perceive, stimuli in certain ways.
For instance, when people are looking at an ambiguous
object in the distance that looks like a storelront but
could be a restaurant [agade, they should be more likely
to “see¢” a restaurant when they are hungry than when
they are not (see Bruner, 1957; sce also Glenberg, 1997),

Recent evidence provides more methodologically rig-
orous support for the theoretical claim of the New Look
that an active goal increases the accessibility of related
knowledge (Aarts ct al,, 2001; Balcetis & Dunning, 2006;
Forster, Liberman, & Higgins, 2005; Moskowitz, 2002).
For instance, Moskowitz (2002) tested whether knowl-
edge that is related to an active goal automatically cap-
tures attention. Based on self-completion theory, peo-
ple who receive negative [ecdback about an important
sell-relevant domain should be especially motivated to
reestablish competence in that domain. Accordingly,
Moskowitz (2002) reasoned that athletes who think about
one of their recentathletic failures (e.gr., missing a crucial
foul shot) should be highly motivated to reclaim or prove
their competence as athletes, and if so, those who have
recently thought aboul failure should demonstrate the
strongest accessibility ol knowledge related o their goal
of athleticism. Participants thought about cither a recent
[atlure or success in athletics or nothing at all, and then
they completed a computer task in which there were
distractors either related or unrelated to athleticism
(c.g., athlelic, fast, and agile). Those participants who
had been thinking about failure, and thus who presum-
ably had particularly accessible goal-related knowledge,
responded more slowly to the [ocal task when the
distractors were athleticrelated versus unrelated. Appar-
ently, when a poal is activated, stimuli related to the [ul-
fillment ol that goal become highly accessible and auto-
matically attract atention,

But, part of our argument (also consistent with the
New Look rescarch) is that the accessibility of poal knowl-
edge should influence the stimuli in the environment 1o
which people pay attention, Does this happen? Aarts,
Dijksterhuis, and De Vries (2001) manipulaled partici-
pants’ thirst by asking some of them to consume salty
snacks. Participants then completed a lexical decision
task in which some of the words were boverages or items
usced to drink beverages (e.g., juice, soda, and bottle).
The results showed that these who had been manipu-
lated to be thirsty showed significantly greater accessibil-
ity of drinkingrelated words, compared with control
words, and compared with nonthirsty participanis. Aarts
and colleagues (2001) then showed in a second study that
thirsty participants were more likely than nonthirsty par-
ticipants to recall drinking-related ohjects, These studies
demonstrate that the goal of quenching thirst can render
accessible knowledge concerning stimuli, actions, and
concepts related to sating that goal, just as Bruner (1957)
and others argued, and, importantly, that greater accessi-
bility then determines the objects to which people attend
in their environment,
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Although an active goal increases the accessibility of
knowledge related to that goal, which then influences the
stimnuli that are noticed, does it influence what people ac-
tually see in the world, as New Look researchers claimed?
Recent research by Balcetis and Dunning (2006) has pro-
vided support for this notion. In one study, participants
werce told that they were going to be randomly assigned
by the computer to one of two conditions. In onc (desir-
able) condition, they would be asked to taste a glass of
fresh orange juice, and in the other (undesirable) condi-
tion, they would have to sip an unappealing, green vege-
table drink. They were told that the computer would ran-
domly present either a number or letter to them, and
that either a number or letter (depending on counterbal-
ancing) would mean that they were assigned to the Q]
condition. The computer then flashed the well-known,
ambiguous “B/13" ligure, and then there was a message
indicating computer failure. The experimenter, who had
not scen what was flashed, asked the participant what he
or she saw ou the screen. Whereas those for whom the
number meant the desirable condition were more likely to
sec the 13, thosc for whomn the letter meant the desirable
condition were more likely to see the B. A series of addi-
tional experiments demonstrated (using a varicty ol im-
plicit measures) that the elfect was not due to responsc
bias but, rather, reflected what participants actually per-
ceived, On the basis of this work, we conclude that what
somcone wants does influence how they disambiguate
stimuli in the world; critically, this scems to happen be-
cause what somcone wants influences the types of knowl-
cdge that are accessible in memory, which then serve o
capture any ambiguous stimuli relevant to that knowl-
edge (see Bruncr, 1957, Higgins, 1996).

Interestingly, goal pursuit is not simply characterized
by accessible knowledge during the pursuit; the comple-
tion of a pursuit lcads to the inhibition of related knowl-
edge. Recently, Forster and colleagues (2005; sce also
Liberman, Forster, & Higgins, in press) have demon-
strated this point. They asked participants (o search [or a
picture of a pair of glasses on a computer screen and
found that during the search, but belore participants
found the 1arget, the accessibility of words related to
glasses was greater compared with the accessibility for
those who were not scarching for the target. This is in
line with the findings we just described. However, once
participants found the target, the accessibility declined
below the level for control participants. This work is con-
sistent with work in cognitive scicnce showing that
knowledge related to fulfilled intentions becomes inhib-
ited (Goschke & Kuhl, 1993; Liberman & Forster, 2000,
Marsh, Hicks, & Brvan, 1999).

Goal-Relevant Evaluations

Weargued in the previous section that the accessibility of

goal-rclated knowledge can be understood as evidence of

goal activation as well as a consequence of goal activa-
tion, In a similar way, the cffects of goals on evaluations of
stitnuli in the environment can be concepuualized both as
evidence that those stimuli are relevant to an active goal
and as effects of that active goal. Indecd, we argue in

this framework that the evaluations that {ollow from goal
pursuit reveal the nature of the associations in memory
between the goal construct, means and objects, and
cvaluative information. We thercfore suggest that the
“elfects of a goal” on ¢valuation and emotion also speak
o the content of the respective goal construct.

How then does active goal pursuit influence the way in
which people evaluate stimuli related to that goal? In one
way, the answer to this question is obvious and straight-
forward, and seems self-cvidently true. When people are
actively pursuing a goal, by definition they want (desire)
those things that can help them achicve the goal, and sim-
ilarly should not want those things that prevent them
from reaching the goal. For example, being thirsty makes
water more desirable and positive because it can alleviate
one's thirst, and salty things more undesirable becausc
they can exaccerbate onc’s thirst (sce also Locwenstein,
1996). Thus one conscquence of goal operation is more
positive evaluations of those stimuli that can {acilitate the
goal, and perhaps more negalive evaluations of those
stimuli that can thwart the goal (Brendl & Higgins, 1996;
Cabanac, 1971; James, 1890; Lazarus, 1991; Lewin, 1926,
1935; Markman & Brendl, 2000; Rosenberg, 1956; Shah
& Higpgins, 2001).

[nwhat [ollows, we explore how goals influcnce cvalua-
tions but focus in particular on studies that used implicil
rather than explicit measures ol evaluation, There are
two reasons for this focus. First, implicit measures cap-
ture changes in evaluations that are not contaminated by
people’s response biases, sell-presentation pressurcs, or
demand effects, In this way, any changes in implicit cval-
uation as a function of goal pursuit can be regarded
as spontaneous and likely to occur in “real-world,” non-
laboratory scttings. Second, research has shown that ex-
plicit and implicit evaluations are not identical; not only
might they rely on different memories and underlying
processes (e.g., Gawronski & Strack, 2004; Hofman,
Gawronski, Gshwendner, Le, & Schmidt, 2005), they
also scem to guide dilferent types of behaviors (e.g.,
Asendorpf, Banse, & DMicke, 2002; Devine, 1989;
Dovidio, Kawakami, Johnson, Johnson, & Howard, 1997,
Egloff & Schmukle, 2002; Fazio, 1990; Wilson, Lindsey,
& Schooler, 2000). Whereas explicit evaluations scem to
guide behaviors of which the person is aware, and that
are casy Lo guide and monitor, implicit evaluations seem
to dircct behaviors that are less intentional and relatively
more difticult to control and monitor. Given that implicit
evaluations influence people's subtle and unintentional
hehaviors, any cffect of goals on implicit cvaluations
would explain and demonstrate one way in which goals
can guide people’s behavior in a subtle and noncon-
$CIOUS manner.

Evaluations of Stimuli Consistent with the Goal

Stimuli are evaluated implicitly in line with one’s active
goals (Ferguson & Bargh, 2004; Moors & D¢ Houwer,
2001; Moors, De Houwer, & Eelen, 2004; Sherman,
Rase, Koch, Presson, & Chassin, 2003). In support of this
proposition, Sherman and collcagues (2003} found, for
cxample, that chronic cigarettc smokers automatically
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cvaluate cigarette paraphernalia more positively when
they are in need of a fix, versus when they just recently
satisfied the urge. In one study, heavy smokers who had
been instructed to refrain from smoking automatically
evaluated smoking-related stimuli in a more positive fash-
ion than those heavy smokers who had just recently
smoked. This suggests that when a goal is activated, those
stimuli that can help the persen to reach the goal are au-
tomatically evaluated as positive.

But how long does this implicit positvity last? Fergu-
son and Bargh (2004) showed that stimuli that are rele-
vant to a currently active, but not recently completed,
goal arc implicitly cvaluated as more positive than con-
trol stitnuli. This suggests that the effect of 2 goal on im-
plicit evaluations lasts only as long as the goal is active. In
ong study, participants who were still involved in a com-
petitive word game automatically evaluated game-related
words (¢.g., win and achieve) as more positive than those
who had never played the game, as well as those who had
played the game but were already finished, This demon-
strates that the automatic evaluation of stimuli is contin-
genl upon what the perceiver is currently doing at the
morment, rather than what the perceiver has just done. In
another demonstration of goal-based evaluation, Fergu-
son and Bargh asked thirsty participants to either drink
muluiple beverages, thereby sating their thirst, or sample
salty, dry pretzels, thereby exacerbatng their thivst. The
participants then auomatically cvaluated a series of
words that varted in their relevance to thirst, The results
showed that those who were still thirsty automatically
cvaluated words that were strongly related 1o the thirst
goal (¢.g., water and juice), but not unrelated to the thirst
goal (c.g., chair), as more positive than those who had
just sated their thirst,

In general, then, there is some evidence for our claim
that objects and means related to a goal become more
implicitly positive when that goal is active compared with
when it s nol. However, what about the end state itsell?
Wheu someonc is pursing an achievement goal, (or in-
stance, are words such as success and achievement evalu-
ated in a more positive manner? We claim that people
who are actively pursuing a goal automatically evaluate
relevant end stawes as more positive compared with when
the goal is not being pursued. In a study that tested for
this possibility, Ferguson and Bargh (2004) assumed thal
participants who were asked (o think about recent failure
in an important, relevant domain would be the most mo-
ivated to pursue that end state (reestablish their compe-
tence in the domain) compared with those who thought
aboul success in the domain, or who thought about an
unrclated topic (see research on selfcompletion theory;
c.g., Wicklund & Gollwitzer, 1982). Participants who
were uthletes were thus asked to think about recent fail-
ure or success in athletics, or an unrelated topic, Their
automatic cvaluations of words related to the goal of im-
proving their athleticism (e.g., athletic and agile) were
then mcasurcd. As predicted, those participants who had
thought about a recent failure in athletics generated the
most positive automalic evaluations of the end siates
(and not other types of words) compared (o those who
had thought about suceess or an unrelated topic, Consis-

tent with previous research on self-completion theory,
this effect emerged most strongly for those for whom the
athletic domain was the most important—varsity athletes.
The activation of a goal thus renders as positive thosc
cnd states that are dircclly related to the goal.

Even though the evaluation of stimuli sectns 1o depend
on whether those stimuli are related in some way to peo-
ple’s current goals, this does not mean that stimuli that
are unrclated to a current, primary goal will have no va-
lence. People’s average evaluations of stimuli should in-
dicate the average relevance of those stimuli for the per-
son's goals, Gbviously, those stimuli that are consistently
useful for a person's important goals might be evaluated
as posilive most of the time, whereas those that are only
occasionally uscful might be less consistently positive, If
50, it should be the case that people’s implicit evaluations
of stmuli in default (non-goal-related) settings should
predict the likely influence of that goal in a goal-relevant
setting, Ferguson (2006h) wested this by measuring partic-
ipants’ chronic, implicit evaluations of ¢nd states in one
setting, and then testing whether those evaluatons pre-
dicted participants’ goal pursuit in another setting. In
one study, participants’ implicit evaluation of the goal to
be thin was measured. A week later, participants were
asked Lo report how much over the previous week they
had avoided cating tempting foods, as well as how often
they planned to do so in the upcoming week, Partici-
pants’ implicit evaluations measured a week earlicr sig-
nificantly predicted their goalrelevant behavior, and
even did so significantly above and beyond their explicit
evaluation of the goal. Such findings suggest that pco-
plc’s chronic goals influence their evaluation of stimuli
related Lo the respective end stlates.

Evaluation of Stimuli Inconsistent with the Goal

The activation of a goal representation might also lead 1o
more negative evaluations of stimuli that undermine that
goal (c.g.. Ferguson, 2006x; Tishbach, Zhang, & Trope,
2006). For cxample, participants who were consciously
or nonconsciously primed with a goal construct (e.g., aca-
demic pursuils) implicitly generated negative cvaluations
of words that were related o another low priority goal
{c.z., social life} that might undermine the primed goal
(Ferguson, 2006‘;1‘). Bul importantly, whereas an active
high-priority goal undermines the positive value of stim-
uli related to a competing low-priority goal {as in the pre-
vious case), an aclive low-priority goal may actually in-
crease the positive value of stimuli related o a competing
higher-prierity goal, because ol the motivational priori-
tics of the person pursuing these goals. For example, re-
minding participants of their social goals led (0 a more
positive evaluation of academic pursuits among students
who strived toward academic excellence and considered
it morc important than social activities (Fishbach, Zhang,
& Trope, 2006; Trope & Fishbach, 2000). In this section
“On the Interaction among Goals,” we discuss these pat-
terns of influence between conflicting goals in more de-
tails,

Are there any variables (hat might determine when
negatve cvaluation of goalundermining stimuli is most




The Goal Construct 499

likely to occur? One possibility is that the extent o which
it occurs depends on whether the person can effectively
selfregulate in the focal goal domain. The findings from
Ferguson {2006a) and Fishbach, Zhang, and Trope
(2006} together suggest that negative goal-related evalua-
tions emerge most strongly for those who are skilled in
the focal domain. For example, when participants were
nonconsciously primed with academic concerns (e.g.,
grades), they automaltically evaluated social templations
as more negative—especially so if they had relatively high
grade point average (GPA) scores. This suggests that the
degree to which goals might shift automatic evaluations
of pertinent stimuli in some cases depends on the per-
son’s skill level and cxperience in the relevant goal do-
main.

We further argue that the activalion of a goal can have
repercussions lor the evaluation ol stimuli that are irrele-
vant lo Lhe goal. Recent work by Brendl and col-
leagues (Brend!, Markman, & Messner, 2003; Markman
& Brendl, 2000) has suggested that such “devaluation cf-
fects” occur when the activation of a given goal (e.g., hun-
ger) renders as negative those objects {(e.g., movie Llickels)
that might draw resources away from the focal goal
From this perspective, even though movie tickets do not
dirccly undermine the goal of getling food, they indi-
rectly do so by drawing limited resources away from the
focal pursuit (see also Shah cral,, 2002). To test this idea,
they asked smokers whoe had or had not recently smoked
to purchasc raffle tickets for a prize of either cash or ciga-
rettes. A devaluation effect occurred such that deprived
smokers bought fewer tickets for the cash prize than
those smokers who were not deprived. In this way, the ac-
tive goal to smoke led to a lower evaluation of cash. We
conclude that the activaiion ol a goal may make stimuli
that are not directly relevant to the overall goal less posi-
tive.

Goal-Relevant Moods and Emortions

Beyond evaluations of specific stimuli, how might the
operalion ol a goal influence one's alfective state more
gencrally? There are at least bwo ways to approach this
question. It is possible to consider the ways in which goal
pursuit might influence pcople’s moods and emotion
both during the pursuit as well as after the pursuait has
been completed. We first consider the former, and then
move Lo the later.

Considering our carlier argument that during goal
pursuit the related end state and associaled mcans
should be cvaluated as more explicilly and implicitly pos-
itive, it seems possible that the positivity associated witha
specitic stimulus (e.g., a means) might extend to a more
general affective state, such as a mood or emotion. This
possibility was supported in rescarch by Fishbach, Shah,
and Kruglanski (2004). These rescarchers documented a
transfler of emotions from goal o related means in pro-
poruon Lo the degree ol association between the means
and expcecled goal attainment, In particular, while pursu-
ing a given mcans, people experience some of the ¢mo-
tions that characterized goal attainment. For example, in
onc of their studies, participants sell-generaled a goal

(e.g., making friends), and onc versus (wo activities that
serve this goal attainment (c.g., joining a fraternity and
being helplul to people). Listing a second activity was ¢x-
pecled to dilute the association between the goal and the
first activity, thercby decreasing the magnitude of the
emotional transfer. Accordingly, participants perceived
the first activity listed as more enjovable when it was the
only activily listed compared with it being the first of two
activities listed. In another study, it was shown that the
quality of feclings (promoltion- or prevention-type alfect)
experienced toward social figures who also serve the al-
tainment of means (c.g., a hair designers and a tax con-
sultant) varicd as function of the type of goals they were
helplul in mediating,.

People also experience genceral affective states during
goal pursuit as a result of feedback processes, a possibil-
ity posed by cybernetic models of behavioral control. For
cxample, Carver and Scheier (1990, 1098) have argued
that pcople monitor the discrepancy between the desired
cnd state and their current status, and that their mood
can be an important part of the (eedback for such moni-
toring. Specifically, when people are progressing laster
than they expecled, a positive mood will be generated. A
ncgative mood, on the other hand, should result when
one's progress Is slower than expected. Theoretically,
this means that as long as mood is associatcd with poal
pcrlormance, a negalive mood should prompt people Lo
increase their efforts and pursuit, while a positive mood
should signal that people should relax their efforts given
that they are moving more quickly than they planned {see
Carver, 2003).

What about moods and emotions that emerge affer the
termination of a goal pursuit? In one way, an answer Lo
this question is straightlorward. Psychologists have long
recognized that there are general alfeclive consequences
for attaining desirable things and [ailing to do so. Those
who attain things that they view as desirable leel good; in-
deed, things are desirable preciscly because they promise
to deliver pleasure or an escape from pain. And, by ex-
tension, those who fail to reach something desirable will
undoubtedly feel bad. Although people may not be able
to accurately calibrate the actual extent to which they will
feel good or bad once they reach or fail to reach a goal
(Gilbert, Pinel, Wilson, Blumberg, & Wheatley, 1998;
Wilson, Whealey, Mevers, Gilbert, & Axsom, 2000), it is
well established that such allective experience transpires
in this way (e.g., Bandura, 1989, 1991; Carver & Scheier,
1990, 1999; Clore, 1994; Irijda, 1996, Higgins, 1999).

Morcover, the nature of a given goal pursuitinfluences
moods and emotions (e.g., Higgins et al, 1997). Spe-
cifically, dilterent goals will lead (o different emotional
responses Lo completing the pursuit. A focus on reduc-
ing the discrepancy between one’s actual and ideal self (a
promotion focus) leads to [celings ol cheerfulness in the
case ol success and dejection in the casc ol failure, In con-
trast, a focus on reducing the discrepancy between one’s
actual and "ought” self'(a prevention tocus) leads to leel-
ings of calmness in the case ol success and anxiety in the
case ol failure.

We therefore suggest that goal pursuil can influence
more generalized aflective states in addition 1o evalua-
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tions of specific stimuli. Furthermore, the termination of
a goal pursuil induces certain affective states. One impor-
tant question, however, is whether these “effects on al-
feet” can also be considered part of the goal construct;
that is, whether they should be considered both part of
what it means for the goal construct to be activated in
mecmory as well as the consequences of goal operation,
We argued earlier that implicit effects on knowledge acti-
vation and ¢valuations can reveal the content of the goal
construct, and we extend this logic 1o more generalized
affective states. Goal constructs include the positive emo-
tions that characierize goal attainment as well as the neg-
alive emotions that characterize goal failure, These emo-
tions may be associated with the ¢nd state as well as with
the related means of attainment and be part of the goal
structure {Fishbach et al, 2004; Higgins, 1997). In addi-
tion, emotions arc downstream consequences ol goal ac-
tivation and goal pursuit, as we reviewed here,

Goal-Relevant Behavior

Goals influcnce how people choose o react and behave
toward the world {e.g., Bandura, 1986; Carver & Sheier,
1998; Deci & Ryan, 1985; Fisht, 1989; Gollwitzer, 1990;
Locke & Latham, 1990; Miller et al,, 1960; Mischel et al,,
1996; Norman & Shallice, 1986; Shallice, 1972). The re-
scarch that we have reviewed in this chapter so far shows
that even nonconsciously activated goals influence overt
behavior, including achievemnent, cooperation, helping,
expressing anger, secking casual sex, and much more.

In addition to such overt behavioral effects, goals also
influence more subtle types of action. Thus, Fishbach
and Shah {2006) demonsirated that people possess im-
plicit behavioval dispositions (approach, avoid) toward
stimuli that are consistently desirable (high-priority goal
stimmuli) or undesirable {low-priority temptations). They
first asked participants to generate words related o im-
portant goals and words related Lo associated, undermin-
ing temptations (e.g., studying, cxercising, vs. movies,
alcohol). They then measured participants’ implicit be-
havioral tendencies toward those stimuli by asking partic-
ipants to push or pull a standard joystick in responsc to
each of those stimuli. Given that previous research has
shown that pulling movements are faster in response Lo
desirable stimuli, and pushing movements are faster in
response 1o undesirable stimuli (e.g., Solarz, 1960),
Fishbach and Shah hypothesized that participants would
show implicit behavioral responses in accord with the de-
sirability of the goal-related stimuli. The results showed
that participants werc in fact [aster to pull (vs. push) ajoy-
stick toward them in response Lo a goalrelaled word;
they were also faster Lo push (vs. pull) the joystick away
from them in response 1o a temptation-related word.
These implicit behavioral dispositions predict explicit
behavior and successlul self-regulation,

[t should be noted that although plenty of the rescarch
we have reviewed examined the eflfects of goals on know-
ledge acuvation, evaluations, and emotiens, it is ul-
timately concerned with  predicting  behavior. This
research is grounded on the assumption that such phe-
nomena mediate between the goal and more overt

behavior. For instance, the accessibility of knowledge
should eventually translate into how the person behaves
(Higgins, 1996). Similarly, a large and extensive litera-
ture details how evaluative and affective experiences lead
Lo behavioral effects {e.g., Albarracin, Johnson, & Zanna,
2003; Carver & Scheier, 1990). In this way recent work
has emphasized the (olten implicit) mediators at work in
goal pursuit,

Summary

In this scction we discussed the characieristics of goal
operation, including those that involve knowledge activa-
ton, evaluations, moods and c¢motions, and bchavior.
We now turn Lo a new divection in the study of goals.
This next scction addresses how mulliple goals interact,
and it includes Lopics such as goal compelition and self-
control. Just as most of the characteristics we considered
in the previous wwo scctions depend on the definitional
assumptions about the siructure and content of goals, so
too cloes the theory and research in the next section. In
particular, this theory relics on the assumption that goals
are often interconnected with one another and may con-
tain facilitative as well as inbibitory links,

ON THE INTERACTION AMONG GOALS

Sorcn Kierkegaard, the Danish cxistentialist philoso-
pher, instructed his readers 1o will only one thing
{Kierkegaard, 1938). However, according to medern
goal rescarch, it is unclear whether people wish or can
ever follow his recommendaton (e.g., Kruglanski ¢t al,,
2002). Indeed, in previous sections we discussed how a
variety of stimuli that people might nawrally encounter
in everyday situations, including various semantic stimuli
(words), objects, relationship partners, and strangers,
can activate goals. This suggests that in a wypical and
richly complex social environment, in which there un-
doubtedly exist multiple cues for dilferent goals, the
coactivation of simultaneous goals scemns inevitable, In
addition, people also at times consciously choose to pur-
sue several goals simultancously (e.g., career and family).
In the [ace of such numnerous compeling pursuils, a per-
son necessarily has (o prioritize the pursuits and resolve
goal conflict in order to best ensure the successful attain-
ment of as many goals as possible (Cantor & Langston,
1989; Emmons & King, 1988; Higpins, 1997; Markus &
Ruvolo, 1989; Shah, 2005). Which of multiple goals de-
serves priority? And when does a person decide Lo em-
phasize the pursuit of a single goal versus balance be-
tween the pursuits of several goals?

As is cvident, an integral part ol understanding how
goals operate is an understanding ol how multiple goals
interact with each other and together influence behavior,
evaluation, and ¢motion, Virtually all of our earlier dis-
cussion dealt with the requirements for the activation of
a single goal and the characteristics of the operation of
that goal. In this section, we discuss the challenge pre-
sented by multiple goals and how the interaction among
goals poscs a spedial problem for decision making and
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choice. We specilically distinguish between three config-
urations of multiple goals. First, we consider the implica-
tons of pursuing mulliple goals that are of similar cen-
trality to the individual. We then move on to theorizing
about situations in which a person is conlronted with
multiple goals of different centrality, which, thercfore,
posc a potential sclf-control conflict between a central
goal with delayed benefits and a less central goal with im-
mediate benefits, Finally, we look beyond the impact of
several goals on a single action to the effects of multiple
goals on a sequence of actions that unfold over time.

Just as in previous sections, much of the principles we
consider in these arcas of research derive from the defi-
nitional assumptions concerning the structure and con-
tent of goal representations that we described at the out-
sct of the chapter. In particular, it is assumed that many
goals have been activated simultaneously in the past, or
are related with cach other in semantic or emotional
meaning. We thercfore arguce that many goals them-
sclves are interconnected in memory, just as are the
memorices assoclaled with a single end state. This implies
then that the activation of a given goal can automatically
{acilitate other compatible goals or perhaps inhibit com-
peting goals. This assumption lics at the heart of much of
the research on multiple groals.

Multiple Goals of Similar Centrality

How docs a person manage multiple goals of approxi-
matcly equal centrality that conllict with one another?
We identify two assumptions that govern research on the
clfect of multiple goals of similar centrality: goal competi-
tion and multiple goal attainment, In what follows, we dis-
cuss their implications for behavior, cvaluation, and
cmotional experience.

Goal Competition

One underlying assumption of goal research is tbat si-
multancously activated goals compete for limited motiva-
tional resources. And, because resources are limited, the
pursuit of a given goal will inevitably pull resources away
from another goal. In particular, goals compete for atten-
tion, commitment, and cffort (Anderson et al., 2004;
Baumcister, Bratslavsky, Muraven, & Tice, 1998; Forster
ctal, 2005; Shah et al., 2002; Shah & Kruglanski, 2002),
In onc demonstration of goal competition, Shah and
Kruglanski {2002) found that priming participants with a
background goal (vs. a control word) undermined their
commitment Lo the focal goal, which then hindered the
development of effective means for goal pursuit and
dampened participants’ emotional responscs 1o positive
and negative feedback about their goal progress. In one
study, participants expected to perform two consccutive
tasks corresponding to two goals. While working toward
the first task (i.c., the focal goal), they were subliminally
primed with the name of the second task they expected
to perform later (i.e., the background goal) or with a con-
trol prime, The activation of the background goal led to a
decline in persistence on the first task, lower perfor-
mance success, and lower emotional reactivity 1o success

and [ailure [cedback. In other words, the activation of an
alternative goal pulled away motivational resources from
the focal goal.

Because goals compete for attentional resources, the
activation ol onc, focal goal can sometimes lead to the in-
hibition ol another, alternative goal in memory; in this
way, the [ocal goal “shiclds” itsell from alternative ones
by dircctly reducing the accessibility of alternative goals
in memory (Shah ctal, 2002). Empirically, this inhibition
is often reflected in the slowing down of lexical decision
times to concepts that represent alternative goals. For ex-
ample, Shah and collcagues (2002) demonsirated that
when a goalrelated concept {c.g., “study” vs. control
word) was subliminally primed, it slowed down the lexi-
cal decision time to concepts related to alternative goals
(e.g., “jogging”). The degree of inhibition of alternative
goals was moderated by participants’ commilment 1o the
local goal they were currently pursuing, such that only
highly committed individuals (i.c., those who indicated
that the goal is important) inhibited completing goals. In
addition, because goals compete with cach other, there is
asellfregulatory advantage for inhibiting (ocal goals once
they are accomplished, because by inhibiting completed
goals, a person [rees up resources Lo be used for new goal
pursuits {(Forster et al,, 2005; Liberman & Forster, 2000).

An underlying assumplion in research on goal compe-
tition is that goals acquire their motivational force [rom a
limited pool of motivational resources. In other words,
any act of self-regulation is by definition resource deplet-
ing (Baumeister, Heatherton, & Tice, 1994; Muraven &
Baumeister, 2000; Vohs & Heatherton, 2000). Rescarch
on ego depletion has provided ample demenstrations for
the depleting nature of self-regulatory acts across many
self-regulatory domains (see Baumeister, Schmeichel, &
Vohs, Cbapter 22, this volume). For example, partici-
pants who were asked to control their ¢motional re-
sponses Lo an upsctling movie (vs. watching that movie
with no goal in mind) were subscquently less able to per-
sist on holding a handgrip. Or, in another swudy, partici-
pants who suppressed forbidden thoughts (vs. no sup-
pression condition) were subsequently less likely to
persist on uying to solve unsolvable anagrams (Muaraven,
Tice, & Baumeister, 1998).

But because goal pursuits are resource depleting, peo-
ple withdraw from a current, effortful goal in order 1o
save their resources for another upcoming, goalrelated
task. For example, dieting students might stop trying to
control their food intake just before they undergo an im-
portant academic test, In general, over a lifetime’s worth
of experience with regulating limited motivational re-
sources, people may develop strategies of resource con-
servation and resource management, which are designed
o save selfregulatory recourses for future goal pursuits
{Sbah, 2005). Thesc resource management processes
may further operate outside conscious awarencss. Shah
and his collcagues found that participants who were sub-
liminally primed with the name ol an upcoming difficult
task (vs. nonword control) were less likely to put effort
into the present task, took longer breaks, and consumed
morc juice, which they were told was helpful for the sub-
scquent task {Shah, Brazy, & Jungbluth, 2003). This work
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suggesls that resource management is often strategic
{while still nonconscious) and can follow different pat-
terns of self-regulation, such that lower cfforts follow or
precede aclual physiological depletion, Because resource
management is strategic, the extent of decline in goal
performance also depends on one’s lay belief that an-
other act of sclfregulation is or will be depleting
(Mukhopadhyay & Johar, 2005).

Taken wogether, there is converging evidence for the
phenomenon of goal competition, How does goal com-
petitien influence a person’s evaluations, cmotions, and
behavior? First, beyond the effects of the activation and
opcration of a single goal on evaluations, goal competi-
tion presents some consequences for patterns of evalua-
tions more generally. One such consequence is instability
of evaluations over lime, Because various goals wax and
wanc in accessibility, the evaluations of objects related to
those goals (means and hindrances) will also {luctuate,
This means that a decision that is made according to the
goal relevance of options al one point in time may not be
as optimal al a later time when the goal relevance of
those samc options has changed, This can be particularly
troublesome if the accessibility of the goals and the cor-
responding  fluctuation of evaluations all take place
nonconsciously, without the person’s awarceness. For ex-
ample, a person who selected flight tickets based on low
price may find this selection incompatible with another,
competing goal of saving lime, which becomes salient
later on. Because the person may be unaware of this goal
conflict, he or she may experience litde satisfaction with
the choice and may regret i if the accessible goal has
changed {rom saving money to saving time. In this way,
the flucwuating nature of goal activation might some-
times intoduce negative emotional consequences and
mean thal people are often somewhat dissatisficd with
their choices.

Second, what implications does goal competition have
for behavior? With respect to behavioral effects, a nor-
mative choice theory (e.g., the muldauribute ultility the-
ory, or MAUT) cntails that when people want to make a
single choice in a way that will meet several goals (e.g., or-
dering food thacis healthy, tasty, and not 100 expensive),
they should integrate these various goals by weighing
their relative importance (e.g., Baron, 2000; Keeney &
Raiffa, 1976). Howcver, our analysis atlests that the rela-
tive weight of a goal in the decision process is not fixed,
and therefore integration is vavely optimal. That is, be-
cause multiple goals that are brought into a decision pro-
cess can directly interfere with the attainment of cach
other, pcople may tend Lo overemphasize a focal goal in
their decision while discarding other background goals
that are temporarily inhibited hy the focal goal. For ex-
ample, when primed with “casc,” students may choose to
work on a project that is casy while completely overlook-
ing other goals, such as their level of interest in any par-
ticular project.

Multiple Goal Attainment

We assume that the pursuit of multiple goals is character-
ized by a desire for multipls goal attainment. According Lo

this assumption, given the presence of several salient
goals and limited molivational resources, self-regulators
scarch for atainment means that are muwltifinal, that is,
means that are linked to the attainment of several goals
simultancously (Kruglanski ¢t al., 2002). I'or example, a
person may prefer to dine out (vs, dine in} in order to sal-
isfy both hunger and various social motives (to see and be
scen, etc.), or commuters may choose to commute by
bike¢ (vs. car) in order to save moneyand keep in shape.

What arc the implications of the assumpltion that pco-
plc try to {ind means that can mecet as many active goals
as possible? Multifinal means are by delinilion scarce be-
cause they constitute a subsct of the original sct of means
to a goal and are therefore more difficult to find. Thus,
when individuals wish 1o achieve muliiple goals, any in-
crease in the number of accessible goals negatively af-
fects the numher of satisfactory means, thus elevating the
difficulty of the search (Kruglanski et al., 2002; Tversky,
1972). For example, while many restaurants will satisfy
onc’s hunger, somewhat fewer of them will provide an in-
tercsting scenc, and fewer still are also not too expensive.
[n general, when holding multiple goals people end up
searching longer for satisfying means and they also ¢nd
up choosing “compromise” options that arc less effective
at satisfying each goal separawcly (Simonson, 1989).
Moreover, because compromise options imply that none
of the goals is mel very strongly, people may at times
choose to abandon the search for multifinal means alto-
gether and focus on only one goal,

The search for multifinal means also has consequences
for evaluation, emotions, and hehavior, The preference
for muliifinal means may have an adverse effect on the
evaluation of the selecled choice options if these eplions
arc only partially associated with the attainment of any sa-
licnt goal (c.g., when people order food that is moder-
atcly tasty and moderatcly healthy). We argued earlier
that goal-facilitating stimuli acquire positive value and
goal-thwarting stimuli acquire negative value {Brendl et
al,, 2003; Ferguson & Bargh, 2004; Fishbach e al., 2004}
However, in the course of pursuing multiple goals, an at-
lainment means o one goal can potentally interfere
with satisfying another goal, and hence, although this
means may be positively evaluated because its facilitation
of one goal, it might also tend to be negalively evaluated
because it hinders another goal. Thus, even though a
given means 1o an active, focal goal should be particularly
positive because it facilitates that goal, the simultancous
activalion of another goal, onc that the given means can-
not tacilitate, can end up dampening the positivity ol that
means. One conscquence of this is that the quest for
multifinal means may undermine the evaluation of a
given available means and lead to choice deferral and de-
cision aversion because none of the means seems satisfy-
ing (Dhar, 1996, 1997, Iycngar & Lepper, 2000; Tversky
& Shalir, 1992). As onc example of this notion, Iyengar
and Lepper (2000) found that students are more likely 1o
choosc a class assignment when offered a limited array of
a [ew oplions thal activate fewer goals, compared with
when more options are presented. It also follows that
holding a single goal {or fewer goals) should lead to the
positive evaluation of means and decision-sceking behav-
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iors rclated 1o this goal. For e¢xample, a student who
wishes Lo select an interesting project to work on would
be less likely 1o defer her choice and be more satisfied
with the selected project than her classmate, who might
share cqual interest in selecting an interesting and casy
project.

In terms of the emotional experience of goal pursuit
more generally, the quest for mulliple goal attainment
can lead 10 mixed cmotions and ambivalence when peo-
ple strive toward incongruent ends (e.g., academics and
leisure) and a means to one end {e.g., a textbook) acts as a
hindrance to another. Under these circumslances, the
same object or activity may be experienced both posi-
tively and negatively at the same time and end up scem-
ing ambivalent (¢.g., Cacioppo, Gardner, & Bernison,
1999). For example, a student who works on an casy bul
uninteresting project would be both satistied and unsatis-
fied with her choice,

[t was shown that the preference for multifinal means
has further behavioral implications, and, in general, peo-
ple prefer choice aliernatives that partially meet, or strike
a compromise betwecen, several goals aL once rather than
onces that fully meet or highlight a single goal (c.g.,
Simonson, 1989). As a demonstration, Simonson asked
participants to cvaluate several consumption products
{e.g., apartment, calculator, and television). Participants
exhibited a greater preference for options that struck a
compromise between several goals (e.g., large/small size
and low price) than those thataccomplished a single goal
{c.g., provided low price).

Because in a multifinal choice the number of activated
goals is inversely related to the number of acceptable
means, it follows that there should be a negative relation-
ship between the number of goals and the number of ac-
ceplable means that a person would choose to pursue.
This pattern was demonstrated in a study conducted
around lunchtime by Képelz, Fishbach, and Kruglanski
(2006), in which participants listed three goals that they
had for that day (vs. goals alrcady accomplished on that
day), other than getting lunch, before indicating the
number of diffcrent lunch options that they would con-
sider. Compared to participants in the control (accom-
plished goals) condition, those for whom actual goal al-
Lernatives were activated listed significantly fewer food
options in which they were interested.

Though highly desirable to have, multifinal means may
sulfer a disadvantage as well in that they may be per-
celved as less eflective and instrumental o goal artain-
ment. This may be so because multifinal means can be
objectively less effective. But this may also be because
perecived effectiveness of a given means to goal auain-
ment is determined in part by the strength of the associa-
tion between that means and the goal, with stronger asso-
ciations leading to higher perecived cffectiveness, When
the number of goals attached to a given means increascs,
cach association becomes weaker, as demonstrated by a
lower retrieval rate of the associated goal when the
means is activated (Anderson, 1983; Anderson & Reder,
1999}, The result is a dilution of the means-goal associa-
ton, which may reduce the perceived effectiveness of the
means with respect to the goal. In a demonstration of

such a difution effect, Zhang, Fishbach, and Kruglanski (in
press) found that when participants considered the dif-
ferent goals {e.g., building muscles and losing weight)
that a single means (¢.g., working out) could satisfy, an in-
crease in the number of goals resulted in a reduction in
the perception of the instrumentality of the means with
respect to cach goal.

As a result of a dilution elfect, means that are connect-
ed with multiple goals are also less likely 1o be chosen and
pursued when a single (vs. multiple) goal needs 1o be ful-
filled. For ecxample, participants were less likely to usc the
writing function of a pen that had also been used as a la-
ser pointer (vs. was not used as a laser pointer) when they
only needed to write (Zhang ¢t al,, in press). It appears
that multifinal means are desirable when the individual
foresees the pursuit of multiple poals, but those same
means are judged as less effective and they are less likely
to be selected when the individual focuses on a single
goal.

Self-Control Conflicts

We have identified two underlying mechanisins for man-
aging multiple goals that are of similar centrality: goal
competition and multiple goal attainment. But people of-
ten hold multiple goals that differ in their importance or
centrality, and these goals can impose a sclf-control di-
lemma, In what (ollows, we address such a situation.

People face a self-control problem when the attain-
ment of their central, higher-order goals comes at the ex-
pense of foregoing low-order desires or temptations
(Aricly & Wertenbroch, 2002; Baumeister, Heatherton,
¢t al., 1994; Dhar & Wertenbroch, 2000; Gollwitzer
& Moskowitz, 1996; Kiverz & Simonson, 2002; Kuhl
& Beckmann, 1985; Loewenstein, 1996; Mercalfe &
Mischel, 1999; Rachlin, 1997). For example, the pursuit
of academic excellence, professional success, or fitness
and general health comes with the expense of foregoing
low-order although salient goals (c.g., partying, taking
long vacations, or consumption of faty foods, respec-
tively). As these examples demonstrate, temptations arc
defined within a given situation and with respect to the
higher-order goals at hand. For example, while going on
vacations interferes with pursuing professional success,
thoughts aboul one's career can undermince one’s ability
o relax and enjoy a vacation. This context-specific defini-
tien of wmptations suggests that when individuals strive
toward multiple goals, any goal can potentially constitute
an interfering templation with respect to another, cur-
rently more central, goal. In response to selt-control di-
lemmas, people exercise self-control (Dhar & Werten-
broch, 2000; Gollwitzer, 1999; Kivetr & Simonson, 2002;
Kuhl, 1986; Muraven & Baumeister, 20000, and these
sclf-control operations influence behavior, cvaluation,
and cmotion.

The Operation of Self-Control through Construal

What do sclf-control operations ¢ntail? One category of
such operations invelves the construal of the self~control
conflict in abstract (vs, concrete) terms. For example, in
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one of the first systemalic studies of sell-control opera-
iions, Walter Mischel and his colleagues found that an
abstract representation of the immediate reward (e.g., a
small candy) helped children wait for the delayed, pre-
ferved reward (e.g., a large candy; Mischel, 1964; Mischel
& Mischel, 1983; Mischel, Shoda, & Rodrigucz, 1989),
According 1o Mischel and colleagues, abstract represen-
tations facilitate success at self-conlrol because they acti-
vate a “cool” (cognitive and evaluative) system, while
suppressing a “hot” {emotional and opcrating) system
(Mercalfe & Mischel, 1999; Mischel & Ayduk, 2004).
When a person is in an evaluative mode, rather than an
action mode, the person is more likely to follow a higher-
order goal. As a recent demonstration of this idea, Kross,
Ayduk, and Mischel (2005) manipulated abstraciness by
asking participants 1o claborate on the “why" versus
“how” aspects of their experience (Freitas, Gollwitzer, &
Trope, 2004; Vallacher & Wegner, 1987). They found
that partcipants displayed improved sell-control in cop-
ing with anger-provoking experiences when they had
claborated on why they had the experience (an abstract
construal} as opposed to how they exactly felt (a concrete
construal),

In addition, abstract processing increases success at
self-control by dirccting people’s altention to their cen-
tral, high-order (vs. low-order) goals {c.g., I'ujita, Trope,
Liberman, & Levin-Sagi, 2006; Rachlin, 2000), According
to a construallevel analysis {e.g., Trope & Liberman,
2003%), abstract processing is associated with high-level
construal and it can facilitate success al sclf-control by di-
recling people's attention to high-order goals, In support
of this analysis, Fujita and collcagues (2006) found that
asking participants to generate supcerordinate category
labels (abstract processing) versus subordinate exem-
plars (concrete processing) for a variety of common ob-
jects, incrcased participants’ subsequent motivation to
undergoe a difficult yet important test, Presumably, ab-
stract processing allows onc Lo successfully ignore the im-
mediate aversiveness ol adhering to high-order goals.

The Operation of Self-Control through Evaluation
and Emotion

Another category of self-control operations includes
counteractive control processes, which offsct the influence
of temptations on adherence Lo a central goal, Of partic-
ular interest, counteractive control processes influence
the evaluation of and the affective experience of choice
alternatives related to a central goal and less central
templations when these are in conflict (Fishbach &
Trope, 2003; Trope & Fishbach, 2000, 2005).
Research on counteractive control attests that when
people anticipate a sell-control problem, they proactively
mcreasc the desirability of adhering to a goal relative to
yiclding 1o temptation. The presence of templing alter-
native may thus influence goal-directed behavior in two
opposite dircctions: dircctly, the perception of tempting
alternatives decreascs the likelihood of adhering 1o a
morc central goal; but, indirectly, the perception of
tempting alternatives triggers the operation of counter-
active control, which then acts to tnerease the likelihood

of adhering to the goal. For example, an invilation to go
out on the night before an important exam directly de-
creases the likelihood of studying, but it may further set
into action counteractive bolstering of the value of study-
ing, which increases the likelihood of engaging with this
activity. As a result of counteractive control such invita-
tion has no effect on studying for the exam overall.

Some of the counteractive control operations tbat peo-
ple employ invelve changes in the actual chotce situation,
For example, people may impose penallics on them-
sclves for failing to adhere to an important goal (e.g., fail-
ing to abstain from smoking), or they may eliminate cer-
tain choice alternatives such as cigarettes or fatly foods
from their environment, thus making their decision irre-
versible (Ainslie, 1975; Green & Rachlin, 1996; Rachlin &
Green, 1972; Schelling, 1978, 1984; Strotz, 1956; Thaler,
1991; Thalcr & Shefrin, 1981). In addition, people coun-
teruct temptations by changing the positive evaluation of
adhering 1o their goals and pursuing templations (see
also Kuhl, 1986; Mischel, 1984), and they further change
the perceived emotional significance of gouls and temp-
1ations,

To demonstrate changes in evaluation in response to
temptation, Trope and Fishbach (2000) offered partici-
pants an opportunity to take a diagnostic test that was de-
scribed as requiring abstinence from food containing
glucose for either a long or a short period (3 days vs. 6
hours), Participants evaluated the test more positively
when it required a long (vs. short) period of glucose absii-
ncnce (e, when the templation o forego the test was
stronger). They also found that whereas the length of the
abstinence directly decreased interest in the test, indi-
rectly it increased interest in undergoing the test, by in-
creasing its positive evaluation. Other studies demon-
strated similar cffects on the emotional reactivity to
succeeding on goal-related activities. When facing strong
versus weak temptations, participants reported that goal
pursuits were associated with morc intense pride while
failing on goal pursuits was associated with morce intense
guilt,

Bolstering the value and emotional reactivity of a goal
in responsc to a temptation can be deliberate and may re-
quire some level of conscious awareness, intention-
ality, and processing resources (Baumeister et al,, 1998;
Mischel, 1996; Muraven & Baumecister, 2000; Trope &
Neter, 1994; Vohs & Heatherton, 2000). However, our
analysis suggests that goals and the process of sclf-
regulation may not require consciousness and inten-
tionality, and it follows that processes of self-control and
overcoming lemplations can also proceed nonconscious-
ly (Ferguson, 2006a, 2006b; Fishbach et al, 2003;
Gollwitzcr, Bayer, & McCulloch, 2005; Moskowitz,
Gollwitzer, Wasel, & Schaal, 1999). Cne such implicit
stralegy involves the activalion of goal representations in
response to cues lor templations (Fishbach et al., 2003).
For example, Fishbach et al. asscssed the lexical decision
time Lo respond Lo words representing a potential goal
following the subliminal presentation of words repre-
senting potential temptations, They found that sublimi-
nal temptation primes (e.g., “drugs” vs. control words) fa-
cilitated the lexical times for goalrelated targets {¢.g.,
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“bible”). In addition, gealrclated primes (vs. control
words) inhibited the lexical time for temptation-related
targets, and these implicit and asymmetrical activation
patterns were shown 1o increase success at self-control.
Other implicit sclf-control operations involve changes
in the implicit positivity of goals and ternplations. For ex-
ample, Fishbach, Zhang, and Trope (2006) documented
an implicit negative evaluadon of wemptations and an im-
plicit pesitive evaluation of goals when these two were in
a conflict. In one siudy, dieters (vs. non dieters) re-
sponded fasier 1o positive concepts after being sublimi-
nally primed with words related 1o dicting (c.g., diet),
and they responded faster to negative concepts afier be-
ing subliminally primed with words related 1o foed (e.g.,
cake). We claimed that such changes in implicit positivity
dircetly influence behavior (e.g., Ferguson & Bargh,
2004}, Indceed, as indicated earlier, Fishbach and Shah
(2006) documented a similar wendency to automatically
approach stimuli related 1o a goal (through faster pulling
responses) and automatically avotd stimuli relawed to
temptation (through faster pulling respenses). These im-
plicit approach and avoidance responscs predicted the
attainment of high-order interests. For instance, the rate
of responding by pulling a joystick in response Lo aca-
demic targets (e.g., “library”™) and by pushing a joystck
in response o nonacademic, lempling largets (e.g.,
“parly") predicied siudent participants’ GPA scores.

The Bidirectional Relationship between Entotions
and Self-Control

We have thus far claimed that scll-conurol operations in-
volve changes in evaluation and emotions. Here we con-
sider more generally the relationship between emotions
and success at self~control. We suggest that the resolu-
ion of a sclf-control conllict has implications for one's
cemotional expericence, and in addition, people’s crno-
tional experience and mood influence how they resolve a
sclf-control conflict. In what follows we address these in-
fluences,

First, with regard o the effect of selt-control on peo-
ple’s emotions, whereas the successful resolution of a
self-control conflict is characterized by the experience
of feclings such as pride, a failure at sclf-conwrol is
characlerized by feelings such as shame and guil
These emotions {c.g., pride vs. guill) are high-level,
sclf-conscious emolions that people experience when
they engage in a sclfcontrol behavior directed toward
higher-order goals, and they are qualitatvely different
from more basic emotions such as happiness and fear
that are low level and signal immediate rewards or
punishments (c.g., “hot” feelings; Metcalfe & Mischel,
1999). Presumably, part of the reason that people ad-
here to high-order goals is because they wish to experi-
ence positive sclf-conscious feclings and avold negative
self-conscious feclings (Beer & Keltner, 2004; Giner-
Sorolla, 2001; Tangney, Miller, Ilicker, & Barlow,
1996; Tracy & Robins, 2004). In support of this no-
tion, guilt is associated with failing 16 maintain social
relationships and with overeating, and therefore, con-
sidering onc’s possible guilty feclings leads to im-

proving social relationships (Baumeister, Stillwell, &
Heatherton, 1994) and reducing the amount of fatty
food eaten by dieting individuals (Giner-Sorolla, 2001).

But how do existing affective states influence the sub-
scequent motivation Lo exercisce self-conurol? This second
question refers to the cffect of emotions on self-control,
and previous rescarch poses an apparent contradiction
in acddressing it. Some rescarch has claimed that positive
mood undermines self-control  (e.g,, Wegener &
Peuy, 1994, 2001), while others have claimed that posi-
live mood improves sclf-conwrol {c.g., Aspinwall, 1998;
Raghunathan & Trope, 2002). Specifically, rescarchers
have claimed that positive mood impairs sclf~conurol be-
cause happy (vs, unhappy) people prefer acuivities that
prolong the quest for positive mood. For example, Isen
and Simmonds (1978) reported that pariicipants in a
happy mood were less helpful than these in a neutral
moad when the helping behavior involved reading
unpleasant information. Similarly, Wegener and Paty
{1994) found thal happy (vs. neutral or unhappy) partici-
pants chosc Lo sce morce happy filins but not more inter-
esting films, Conversely, other mood rescarchers found
that positive mood is often “used” for accomplishing
tasks that have immediale costs and require self-control
(Aspinwall & Taylor, 1997; Raghunathan & Tropc, 2002;
Trope & Pomeranlz, 1998). IF'or exampie, research on the
delay of gratification attests that happy (vs. unhappy)
children are betier able 1o wait for a delayced, preleired
reward than for an immediate, less preferred reward
(Moore, Clyburn, & Underwood, 1976; Schwarz & Pol-
lack, 1977). In addition, research on negative feedback
seeking (i.e., feedback about a person’s shortcomings) re-
veals that people take an increased interest in this poten-
ually uscful information when positive mood is induced.
For example, caffeine drinkers who were induced o fecl
good were more attentive 1o negative information about
the health effects ol caffeine (Raghunathan & Trvope,
2002, sce also Trope & Neter, 1994), Also consistent with
this latler possibility, there is rescarch showing impaired
sclf-conurol ability during negative mood states {Leith
& Baumcister, 1996; Tice, Bratslavsky, & Baumeister,
2001).

How can these areas of work be reconciled? Our view
assumcs Lhat people can use their mood as information
about the task at hand {e.g., Schwarz & Clore, 2003) and,
in particular, we suggest that moods are seen as signals Lo
cither adopt or reject any accessible goal, That is, while
the expericnce of positive mood signals to people that
they should approach a stimulus, the experience of nega-
live mood signals Lo them that they should avoid a stimu-
lus (e.g., Cacioppo ¢t al, 1999; Higgins, 1997; Larsen,
McGraw, & Cacioppo, 2001; Lazarus, 1991). Accessible
goals are one sct of stimuli that people need o decide
whether 1o approach or avoid, Thus, it follows that a posi-
tive mood should increase people's tendency to adopt
any accessible goal, whether the goal is high order {c.g.,
scelffiimprovement) or low order {c.g., mood manage-
ment). In this way, happy people should perform better
on sclf-control tasks when they hold an accessible high-
order goal but perform poorly when they hold an accessi-
ble low-order goal.
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In support of this analysis, Fishbach and Labroo (20046)
[ound that when scll-improvement goals werc accessible,
happy (vs. unhappy) participants invested more effort in
a task that furthered the goal, even il the wask was un-
pleasant or demanding, Conversely, when mood man-
agement goals were made more accessible, happy people
invested less effort than unhappy people. In onc study
that tested for charity donations, happy (vs. unhappy)
participants were asked 1o describe what they generally
do to “be better” (high-level, self-iimprovement) versus
“feel better” (low-level, mood enhancement). They were
then asked to participate in a local charity campaign that
promoted protecting young children from injury or
death by improving children's product safety. Happy (vs.
unhappy) participants donated more moncey when they
had considered the self-improvement goal but not when
they considered the mood management goal. Other
studies replicated the eftect of mood on sell-control by
nonconsiously priming sell-improvement or mood man-
agement goals, which [urther demonsurates that the di-
rcction ol the relationship between mood and success at
scll-control depends on a person’s accessible goal,

The Pursuit of Multiple Goals in a Choice Sequence

The previous sections refer Lo situations that involve the
consideration of multiple goals of cither similar or differ-
ent centrality, which influence the sclection of an action
that secures theirattainment, Notably however, lew goals
can be completed by the execution of a single action;
rather, goals frequently require aking several actions
that maintain goal pursuit over time. The challenge that
individuals [ace over repeated choice situations is 1o de-

cide between emphasizing, or highlighting, the pursuit of

a single goal and balancing between several goals. In this
section, we address this challenge and consider how the
specific strategy of goal pursuil (highlighting a single
goal vs. balancing among sceveral goals) that an individual
employs [or actions that unfold over time may influence
their immediate behavior, evaluations, and emotional ex-
perience,

As stated previously, when individuals simultancously
hold multiple goals that they wish to pursue over time,
sclfregulation may follow one of two possible dynamics:
highlighting the pursuit of a single goal in several consec-
utive actions versus balancing among several potentially
incongruent goals across several actions {e.g., Fishbach &
Dhar, 2005, 2006; Fishbach, Dhar, & Zhang, 2006). For
example, consider a person who chooses 1o dine out and
wishes (o both save money and seck pleasure, In the ab-
scnce of compromise options, that person can balance
between these conflicting goals by choosing an expensive
appetizer and a less expensive entrée, or, the person can
highlight onc of these goals (e.g., by choosing an expen-
sive appetizer and an expensive entrée). Choice highfighl-
ing refers to a dynamic of scll-regulation where pursuing
one goal enhances the commitment to this particular
goal relative 1o competing ones and motivates comple-
mentary actions over time, Cheice balancing refors 1o a dy-
namic ol sclf-regulation where pursuing one goal liber-

ates the individual te pursuc other, conllicting goals at
the next opportunity (Dhar & Simoenson, 1999; Fishbach
& Dhar, 2005; Fishbach, Dhar, & Zhang, 2006},

What then determines a person’s interest in choice
highlighting versus choice balancing? One [actor is how
the person interprets the meaning of an initial action that
Is congruent with one of the goals. 1t is possible that 4
person could interpret such an action as indicating a
strong comrmitment to the respective goal. Il 5o, such an
interpretation would then increase the maotivation to
make similar, complementary actions and o inhibit any
competing goals (Aronson, 1997, Atkinson & Raynor,
1978; Bem, 1972; Feather, 19940; Festinger, 1957; Locke
& Latham, 1990). The following choices then would be
considered choice highlighting because the person would
be prioritizing one goal over the others. On the other
hand, it is also possible that a person might interpret that
initial cheice as indicating progress toward that goal. IT
$0, that person might consequently relax his or her ef-
forts toward the goal, and begin to attend to the other
compeling goals, In this way, the interpretation of a goal-
congrucnt action as progress signals the reduction of a
discrepancy between the present state and goal auain-
ment {Carver & Scheier, 1998; Miller et al., 1960; Powers,
1973). The person’s choices would thereafter be consid-
cred choice balancing because he or she would be attempt-
ing to pursue multiple goals as much as possible, rather
than focusing on a particular goal,

Rusearch by Fishbach and Dhar (2005) demonstrated
that people do indeed make inferences concerning goal
commitment or goal progress, and these inferences acti-
vate different dynamics of seif-regulation when there are
multiple goals at stake. As an illustration, these rescarch-
ers found thal when initial academic success was inter-
preted as indicating greater conmitment to academic
goals, students were subscquently more intercsted in
pursuing additional academic tasks and they were less in-
terested in pursuing incongruent leisure activitics. Yet,
this same level of initial acacdemic performance de-
creased interest in additional academic tasks and in-
creased interest in balancing between initial success and
subsequent choice of leisure activities when students in-
ferred that progress had been made on the academic
aoitls,

In addition to an iniual goal-congruent action being
able 10 be interpreted in multiple ways, an initial [ailure
to pursue a goal is also open to mulliple interpretations,
Such a failure can signal either a lack of sufficient com-
mitment to a goal or a lack of progress toward the auain-
ment of that goal (Fishbach, Dhar, & Zbhang, 2006). If
people infer low goal commitment based on an initial
[ailure, they tend 1o subsequendy highlight this [ailure by
discngaging from the goal (Cochran & Tessser, 1996;
Soman & Chceema, 2004). I, however, following (ailure
people infer a lack of progress toward the goal to which
commiunent remains intact, they tend o balance be-
tween the initial failure and their subsequent greater mo-
tivation 10 work harder by choosing additional actions
that pursuc this goal (e.g., sce research on self-
completion theory—Brunstein &  Gollwitzer,  1996;
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Wicklund & Gollwitzer, 1982). Thus, for example, failure
on an cxam decreases the subsequent motivation to
study if it signals low commitment to doing well academi-
cally but increases the subsequent motivation to study if
it signals the absence of progress toward the goal of aca-
demic excellence.

Previous goal rescarch has often focused on one of
these dynamics only. Thus, as an example of choice bal-
ancing, Shah and Kruglanski {2002) examined goal sub-
stitution. In one study, these researchers framed two ana-
gram tasks as relaung cither 1o the same goal or w
different goals. In one condition, one task was linked Lo
promotion goal and the other task was linked to preven-
tion goal (see Higgins, 1997); in the other condition the
tasks were linked to the same prevention or promotion
goal. They found that success at the first task decreased
performance on the second when it served the same (vs,
different) regulatory goal, because parlicipants experi-
enced goal attainment. But failure at the {irst task in-
creased performance on the sccond task if both served
the same (vs. dilferent) goals, because participants did
not experience attainment, Such substitution was shown
to lead 1o ironic results when people substitute intention
for action (e.g., Prelee & Bodner, 2003; Tesser et al,,
1996). For example, Monin and Miller (2001) gave partic-
ipants an opportunity Lo disagree with blatantly sexist
statements, and those who received the opportunity (vs.
not) were later more willing to favor a man for a
stereotypically male job, presumably because the first
task was sufficient to establish their moral credentials.

In yet another demonstration of ironic substitution,
Fishbach and Dhar (2003) found that an inital sense of
successful weight loss increased dieters’ tendency to in-
dulge. In their study, dieting participants were asked to
draw a line that represented the distance hetween their
current and ideal weight on a scale that cither had -5 lbs.
or -25 lbs, as its maximum discrepancy. Providing a scale
with a wide range (-25 lbs.) created an illusion of smaller
discrepancy {e.g., 4% vs. 209%, for a person who would
like to lose 1 1b.), which led 10 greater perceived goal at-
tainment. As a result, those who completed a wide (vs.
narrow) scale were more likely Lo choose a chocolate bar
over a low-calorie snack on a subscquent, supposedly un-
related choice 1ask.

But how does substitution inlluence everyday behav-
ior? People’s intitive belief in balancing between multi-
ple goals leads them to seek varicty and switch among
goals when choosing items such as foods or leisurc activi-
ties (Drolet, 2002; Ratner, Kahn, & Kahneman, 1999;
Simonson, 1990). As a result, pcople sometimes end up
choosing the less preferred item that is associated with
the less valuable goal and which undermines choice satis-
faction. According 1o the current framework, a varicty-
secking behavior is driven by individuals’ belicfs about
satiation and maximizing the attainment from multiple
goals. Therefore, for example, people incorporate more
varicly when simultancously choosing several items than
when choosing one item at a time (Simonson, 1990}, be-
cause of their overestimatton of the rate at which they
will experience attainment (Read & Locewenstein, 1995).

However, people also demonstrate choice highlighting
when they infer commitment and end up performing
congruent behaviors. For example, research by Fishbach,
Ratner, and Zhang (2006) demonstrated that variety-
sceking behavior is attenuated and even reversed (as indi-
cated by a greater preference for a previously sclected
item in a sequence) if participants consider their stable
preferences based on their initial choice rather than the
extent of satiation on that goal, In general, consistency
theories in social psychology documented a desire 1o ox-
press congruency in a behavioral sequence; thus once a
person engages in an initial action, the person feels that
she should pursue similar actions (e.g., Aronson, 1997,
Bem, 1972; Cialdini, Trost, & Newsom, 1995; Heider,
1958). For example, once participants agreed Lo display a
small sign 10 advocate driving safety, they were more
likely to display a larger sign to advecate the same goal
compared with those who did nou display the small sign
(Freedman & Fraser, 1966). Other rescarchers have fur-
ther indicated that behavioral consistency is associ-
ated with emolional benefits (Aronson, 1997; Festinger,
1957).

Future Plans Influence Present Actions

We described the effect of past actions on the present
preference for actions that pursue the same or different
goals, but what about the effect of fulure, planned ac-
tions? Do these actions also influence which goals a per-
son decides 1o pursue in the present? There is sone evi-
dence that planned actions do influence present ones
{Bandura, 1997; Octtingen & Mayer, 2002; Taylor &
Brown, 1988). Thus, rescarch on seltefficacy (Bandura,
1997) and positive illusions (Taylor & Brown, 1988) at-
test that exaggerated beliefs in actions that will be 1aken
in the future lead to higher mouvation to work harder on
that goal in the present (sce also Atkinson, 1964; Weiner,
1979). But others suggested that future plans can also un-
dermine the motivation to work on a goal in the present.
For instance, Octtingen and Mayer (2002) found that
positive expectations of future goal pursuit lead to greater
effort and successful performance on a focal goal in the
present. But the reverse was true for positive fantasies,
which are images depicting future goal attainment. Fan-
tasics predicted lower effort on a focal goal in the pres-
ent, As a demonstralion, in one study college students
who expected to start a relationship with a person were
more likely to start an intmate relationship compared
with those who experienced positive fantasies about {u-
ture romanfic sudcess.

But regardless of the direction of the influcnce on
present actions (more vs. less goal pursuit), what is the
relative impact of future plans compared with past ac-
tions? Building on the obscrvation that people are unre-
alistically optimistic (Buchler, Griffin, & Ross, 1994;
Weinstein, 1989, Zauberman & Lynch, 2005) and there-
fore believe more goal-congruent activities will be accom-
plished in the future than in the past, it is possible that fu-
ture plans have a greater impact on immediate goal
pursuits than rewrospection on past pursuits (Zhang,




508 PERSONAL MOTIVATIONAL SYSTEM

Fishbach, & Dhar, 2006). The direction of the impact
should then depend on the framing of the goal pursuit as
indicating commitment versus progress. When people
consider their level of goal-commiument, thinking about
plans for future (vs. past pursuits) leads to greater persis-
tence on the goal in the present. Conversely, when peo-
ple consider their level of goal progress, thinking about
future plans (vs. past pursuits) justifies disengagement
from the focal goal in the present, As a demonstration,
Zhang and colleagues (in press) asked gym members to
estimate either the frequency of their exercise in the
coming year or the frequency of their aclual exercise reg-
imen last year. Those who considered future (vs. past) ex-
ercise were more likely to consume healthy food in the
present, if the excreise was framed as increasing commilt-
ment to the health goal. But envisioning future (vs. recall-
ing past} exercise decreased the relative preference for
healthy food in the present when the excercise was framed
as increasing progress toward the health goal,

When Do People Highlight
versus Balance Multiple Goals?

We described evidence in support of people’s preference
lor making congruent choices that highlight a single goal
when they consider their goal commitment, and people’s
preference for making incongruent choices that balance
between different goals when they consider their goal
progress. Sceveral variables determine the relative focus
on comumitment versus progress, First, these inlerences
may be determined by situational cues, such as framing
questions that dircct one’s attention Lo different aspects
of goal-related actions. For example, Zhang and col-
leagues (in press) manipulated the degree of optimism
that gym members experienced (following Taylor, Pham,
Rivkin, & Armor, 1998) before asking them whether by
exercising they are “getting closer”™ 1o their workout ob-
jectives (progress tramc), or whether they are “fecling
morce committed” Lo their workout objectives (commit-
ment frame). High levels of optimism had opposite con-
sequences for the subsequent interest in healthy cating:
dampening the interest among those who locused on the
progress [rom their aclions and increasing the interest
among those who focused on the commitinent from
their actions.

Second, the degree Lo which individuals infer propress
or commitment from their aclions depends on their rela-
tive attention to the concerete aspects of the action in com-
parison with the corresponding abstract goal that initi-
aled this action. When people consider the attainment of
the action itsclf, they may experience some of the benefits
associated with goal fulfillment, which motivates them to
move temporarily away from the goal. On the other hand,
when the focus is on an overall, more abstract goal, the
same level ol successful attainment provides evidence
for a person’s higher commitment o, and identification
with, the goal more than it indicates progress. Fishbach,
Dhar, and Zhang (2006) tested this idea by giving partici-
pants an opportunity to work on two independent ver-
bal ability tests that represenied actions to an academic
achievement goal. The first 1est had correct solutions,

whercas the sccond test was unsolvable. They found that
those who recelved high (vs. low) success fecdback on the
first test exhibited lower motivation to persist on a second
similar but unsolvable test. This patiern replicated Shah
and Kruglanski's (2002) findings on substiwution. How-
ever, when in another condition an overall achievement
goal was nonconsciously primed, high {vs. low) success
feedback clicited greater moltivation to persist on the sec-
ond test, because success signaled greater commitment,

In another study, Fishbach, Dhar, and Zhang (2006)
tested tempaoral distance (¢.g., Trope & Liberman, 2003)
as another variable that determines the relative focus on
the action itself (for proximal actions) versus the abstract
woal that initiated it (for distant actions). They found that
actions that were scheduled in the near future signaled
their own attainment, whereas actions that were sched-
uled in the distant future signaled commiltment to an
overall groal. For example, studying for an exam in the
present signaled the accomplishment of an academic
task whereas studying in the future signaled the commit-
ment Lo an academic goal. These inferences in wirn in-
creased the amount of time that participants intended o
invest on additional actions o an overall goal that were
scheduled in the distant versus proximal future (c.g.,
study for a second exam).

Third, with regard to goals with an obvious cnd state,
the relative focus on comrmilment versus progress may
depend en whether a person atends (o the amount of
goal pursuil that was accomplished, as opposcd to the re-
maining amount of goal pursuit that is required to meet
the goal, Whereas completed actions establish a sense of
commitnent by signaling to the person that the goal is
important, actions that are yet 1o be taken highlight the
amount of progress that is still needed for goal accom-
plishment. For example, in the decision to participate in
a charity campaign, learning aboul the amount of sced
money that was collected thus far provides information
regarding the importance of the campaign, which estab-
lishes commiument, whereas learning about the amount
of moncy that is needed 1o complete the campaign goal
provides information that establishes a sense of goal
progress. It follows that uncommitted individuals, who
wish to assess whether the geal is important, would be
more influcnced by learning about accomplished ac-
tions, whereas committed self-regulators, who wish to as-
sess the required cfforts in order to accomplish the goal,
would be more influenced by considering the remaining
distance for goal completion. These predictions were re-
cently tested by Koo and Fishbach (2006) who conducied
a field study as part of an HIV/AIDS initiative. Partici-
pants in their study were potential doners who were ei-
ther committed individuals who donated money before
or uncommitted individuals who did not donate moncy
before. Uncommitted participants were more likely to
donatc and donated higher amounts when they read
aboul the amount of money raised thus far as opposed 1o
the amount of money that is still required, whereas com-
mitled participants were more likely to donate and do-
nated higher amounts when they read about the amount
of moncy still required than the amount of money that
was raised.
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Effects on Evaluations and Emotions

These alorementioned dynamics of multiple goal pursuit
have turther implications for evaluation and cmotion.
We proposed that in sclf-conirol situations, people se-
cure the atainment of an important goal by increasing
the positive evaluation of the high-order goal relative to
temptations (c.g., Fishbach & Trope, 2005; Trope &
Fishbach, 2000). But what il people perceive an opportu-
nity 1o balance between the goal and temptations and,
hence, view these options as complementary rather than
competing? For example, a dieter may choose to balance
between low- and high-calorie [oods, or choose to high-
light a choicce of low-caloric foods, We next explore how
cach of these dynamics influences the evaluation of
choice options,

When people plan (o highlight the pursuil of a single
goal across scveral actions, they should generate a posi-
tive ¢valuation ol objects or means related to this goal,
and a negative evaluation of objects or means related o
competing alternatives (i.c., tempiations). Conversely,
when people wish 1o balance between goals and wempta-
tions that they sce as complementary rather than compelt-
ing, they should express a more positive evaluation of ob-
jects or means related to the tempting option relative Lo
those that are related to the goal option, The reason for
this latter cvaluative pattern is that goals (relative
to templation) offer delayed benefits (Ainslic, 1975;
Rachlin, 1997; Thaler & Shefrin, 1981), and therefore
when people expect to balance, they prefer to pursue the
temiptation in the present and postpone goal pursuits (or
the future and, thus, maximize the attainment (rom both,
For example, people may choose Lo indulge today and
start a diet tomorrow and therefore express a positive
evaluation of fatty feed in the present,

In studies that demonstrated these evaluative patierns,
Fishbach and Zhang (2006) manipulated the perception
of items related to goals and temptations as complement-
ing each other versus as competing with cach other.
Complementary items were presented in one choice set
and competing items were presented in two different
choice sets. They found, for example, that when healthy
and unhcalthy foods are included on one menu, partici-
pants saw them as complementing and planned to bal-
ance between them. As a result, the value of unhealthy
foods was higher relative to the value of healthy foods.
However, when these foods were presented apart in two
different menus, participants saw them as compeling
with cach other and planned (o highlight the consump-
tion of healthy food. As a resul, the value of healthy
foods was higher, Importantly, when these items were
evaluated in isolation (i.e., in the absence of cues for al-
ternative goals), they had similar value.

The evaluation ol items related to multiple goals has
further influence on the emotional experience that char-
acterizes the self-regulatory process and goal attainment.
That is, when people wish to highlight the pursuit ol a
single goal in a sequence, actions related to this goal are
associated with positive emotions and actions that inter-
fere with it are associated with negative emotions. How-
ever, when people wish to balance between several goals,

actions directed toward one goal can interfere with the
attainment of another goal and, hence, might be less as-
sociated with positive ecmotions. Similarly, actions that in-
terfere with the initial goal can advance the pursuit of an-
other goal and be less emotionally negative, For example,
socializing belore an important exam is less guilt provok-
ing if a student plans 1o balance between academic and
social pursuits. The result is that when people consider
the pursuit of multiple goals across several aclions and
over time, the emolional experience from goalrelated
actions is less intensc,

Summary

Research reviewed in this section addresses the phenom-
¢na surrounding those situations in which multiple goals
arc atstake, We considered the cffects of goals that are of
similar centrality as opposed to goals that vary in their
relative centrality and impose a selt-control dilemma, We
also described rescarch on how multiple goals interact
when a person only considers a single act of self-
regulation, as opposed to when a person considers the
pursuit of multiple goals over time and across several de-
cisions. Basced on rescarch reviewed here, we suggest that
multiple goals (vs. a single goal) present unique implica-
tions for people’s behaviors, evaluations, and emotions,
We [urther propose that these cftects follow from our
definition of the goal construct that we outlined in the
first scction.

CONCLUDING REMARKS

Multiple researchers across various domains of psychol-
ogy have documented the wideranging cffects ol goals
on behavior, attitudes and evaluauons, and emolons
and moods, In this chapter, we sought to identily the
main principles from this literature by focusing on how
goals become activated in the (irst place, the mechanisms
that underlic and enable their operation, and the ways in
which they interact with one another. Our analysis was
grounded in basic delinitional assumptions about goals
concerning their structure in memory and the nature of
memories assumed 10 be relevant Lo goals. We attempted
to showcase throughout the chapter how many ol the re-
cent findings we reviewed derive from these definitional
assumptions.

One central distinction between past research and the
current framework concerns the degree to which people
are awarc of goal activation and pursuit. Throughout
most of the last century of empirical and theoretical psy-
chology, goals have been commonly undersiood as ob-

jects, states, or experiences that people consciously want

or do not want {c.g., Gollwitzer & Moskowitz, 1996,
Locke & Latham, 1990). Such conscious desires naturally
dictate people’s (conscious) thoughts, emotions, and be-
haviors. This past research also largely focused on the
vitrious determinants and effects of specific types of goals
{c.g., accuracy vs, impression formation), and different
ways ol approaching the same goal (attaining achieve-
ment via academic or social means). In contrast with this
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work, our framework involves the consideration of goals
that can become activated and operate without the per-
son's awareness or intention, either in isolation or
among other goal pursuits, a move that reflects much re-
scarch in social cognition over the last two decades (e.g.,
Bargh & Chartrand, 199%; Kruglanski et al.,, 2002). With
the assumption that goals essentially consist of constructs
in mermnory that operate according o basic principles of
knowledge activation (e.g., Higgins, 1996) comes the po-
tential for such constructs Lo be activated in memory
without the person’s awareness. And, just as a given
thought, cmotion, and action can be prompted by pro-
cessing thal remains implicit, so oo can goal pursuit. In
this way, people's choices of actions, emotions, and cval-
uations can be driven by goals of which they arc unaware.

It is noteworthy that even though this recent frame-
work differs in arguably substantive ways from much tra-
ditional rescarch on goals, it nevertheless follows di-
rectly from classical research in social psychology more
broadly. In particular, the view that goals can become ac-
tivated and influential merely on perception of features
of the environment follows from the tradition in social
psychology to understand and docutnent the power of
situational forces to influence human behavior (since
Asch, 1952; Cartwright, 1959; Lewin, 1935; Milgram,
1963}. In this way, some of the recent work on goals pro-
vides a fuller picture of how goals might be sclected
mnerely as a funciion of the prompts and triggers in peo-
sle’s everyday surroundings.

REFERENCES

Aarts, H., & Dijksterhuis, A, (2000). Habits as knowledge struc-
tures: Automalicity in goal-directed behavior. fournal of Personai-
ity and Sacial Psychology, 78(1), 53-63.

Aarts, H., Dijksterhuis, A, & De Vries, P (2001). On the psychol-
opy of drinking: Being thirsty and perceprually ready, British
Journal of Psychology, 92{4), 631

Aarts, H,, Gollwitzer, P. M., & Hassin, R, (2004). Goal contagion:
Pereciving is for pursuing. foumal of Personality and Social Psy-
cliology, §7, 23-37.

Aarts, H., Hassin, R. R, & Ferpuson, M. ]. {2003). Spontancous
goal inferences. fournal of Experimental Social Psychology, 41, 129~
140.

Ach, N. {1933). Analysc des willens [Analysis of the will]. In E.
Abderhalden {Ed.), Hundbuch der Diolagishen arbeitsmethoden
(Vol. 6, Part E). Berlin: Urban & Schwarzenberg.

Ainslie, G. (1973). Specious reward: A behavioral theory of impul-
siveness and impulse control. Psychological Bufletin, 82{4}, 463-
496,

Albarracin, D., Johnson, B. T, & Zanna, M. P. (Eds.), (2005). The
handbook of attitudes. Mahwah, NJ: Erlbaum,

Anderson, . R (1983). The architecture of cognition. Camhridge, MA:
Harvard University Press.

Anderson, . R, Bothell, D, Byrne, M. D, Douglass, 8., Lebiere, C.,
& Qin, Y. (2001}, An Integrated Theory of the Mind. Psychologr-
cal Review, HH{4), 1036-1060,

Anderson, J. R, & Reder, L. M. (1999). The fan effect: New results
and new thearies. fournal af Experimental Psychology: General,
128(2), 186-197.

Aricly, D., & Wertenbroch, K. (2002). Procrastination, deadlines,
and perfermance: Sell-control by precommitment, Psychological
Science, 13(3), 210-224,

Arnold, M. B, (1860), Emotion and perronality, New York: Columbia
University Press,

Aronson, E. {1997). The theory of cognitive dissonance: The evelu-
tion and vicissitudes of an idea. In C. McGarty & S. A, Haslam
(Eds.), The message of social psychology: Perspectives on mind in soci-
ety {pp. 20-35). Cambridge, MA: Blackwell.

Asendorpf, J. B, Banse, R., & Miicke, D, (2002), Double dissocia-
tion between implicit and explicit personality seif-concept: The
case of shy behavior. fournal of Personality and Social Psychology,
&3, 380-393.

Aspinwall, L. G. (1998). Rethinking the role of positive affect in
self-regulation. Motivation and Emotion, 22(1}, 1-32.

Aspinwall, L. G, & Taylor, 5. E. (1997). A stitch in ume: Self-
regulation and proactive coping. Prycholpgcal Bulletin, 121(3),
417-436.

Atkinson, J. (1961). An introduction to motivation. Oxford, UK: Van
Nostrand.

Atkinson, J. W, {1974}, Strength and inouvation and efficiency of
performance. InJ. W, Atkinson & J. O. Raynor (Eds.), Motivation
and achivvement (pp. 193-218), New York: Wiley.

Atkinson, J. W, & Birch, D. (1970). The dyramics of action: (1970).

Atkinson, |. W, & Raynor, J. O. (1978). Personality, motivation, ond
achievement, Now York: Halsted Pross,

Austin, ]. T, & Vancouver, J. B. (1496). Goal constructs in psychal-
ogy: Structure, process, and content. Psychological Bulivtin,
120(3), 338-375.

Balcetis, E., & Dunning, D. (2006). Sce what you want to see: Moli-
vational influences on visual percepuion. fournal of Personality
and Social Psychology, 91, 612-625.

Bandura, A. (1986). Secial foundations of thought and action: A secial
cogmitive theory. Upper Saddle River, NJ: Prentice-Hall,

Bandura, A, (1997). Seifefficacy: The exercise of control. New York:
Freeman/Times Books/ Henry Holt & Co.

Bargh, ]. A {1990). Auto-motives: Preconscious determinants of so-
cial interaction. In E. T. Higgins & R. M. Sorrentine (Eds.),
Handbook of metivation and cognition: Volume 2. Foundations of so-
cial behavior (pp. 93-130). New York: Guilford Press,

Bargh, J. A., & Barndollar, K. (1996). Automaticity in action: The
unconscious as repository of chronic goals and motives. In G. P.
M. & ]. A Bargh (Eds.), The psychology of action: Linking cognition
and motivation to behavior {pp. 457-181). New York: Guilford
Press.

Bargh, J. A., & Chartrand, T. L. (1999). The unbearable auto-
maticity of being. American Psydhologist, 54(7), 162-479.

Bargh, J. A, Chaiken §., Raymond, P, & Hymes, C. (1996), The au-
tomatic evaluation cffect: Unconditionally automatic attitude ac-
tivation with a pronunciation 1ask. fournal of Experimental Social
Psychology, 32, 185-210.

Bargh, ]. A., Chen, M., & Burrows, L. (1996). Auwtomaticity of social
behavior: direct effects of trait construct and stercotype activa-
tion on action. fournal of Personality and Social Psychology, 71,
230-244.

Bargh. J. A., & Gollwitzer, P. M. (1994). Environmentat control of
goaldirected action: Automatic and strategic contingencies be-
tween situations and behavior. In W. D. Spaulding (Ed.), Ne.
braska Symposium on Motivation (Vol. 41, pp. 71-121). Lincoln:
University of Nebraska Press,

Bargh, J. A., Gollwitzer, P. M., Lee-Chai, A, Barndollar, K., &
Troetschel, R, (2001). The awtomated will: Nonconscious activa-
uon and pursuit of behavioral goals, fournal of Personality and So-
clal Psychology, 81(6), 1014-1027.

Baron, J. (2000). Thinking and deciding (3rd ¢il.). Cambridge, UK:
Cambridge University Press.

Bassili, J. N., & Brown, R, (2003). Irmplicit and explicit attitudes: Re-
search, challenges and theory. In D. Albarracin, B. T. Johnson, &
M. P. Zanna (Eds.), Handbook of attiludes and attitude change
(pp. >13-574). Mahwah, NJ: Erlbaum,

Bawmneister, R, F,, Brawslavsky, E., Muraven, M., & Tice, D. M.
{1998). Ego depletion: Is the active self a limited resouree? four-
nal of Personality and Social Psychology, 74(5), 1252-1265.

Baumeister, R, F.,, Heatherton, T. F., & Tice, D, M. (1894), Losing
control: How and why people fail at selfregulation, San Dicgo, CA:
Academic Press,




The Geal Construct 511

Bauwmeister, R, I, Sullwell, AL M., & Heatherton, T F {1994, Guilt;
An interpersonal approach. Pychological Bulleting 115(2), 243-
267,

Baumcister, R, I, & Tice, D. M. (2001). The secial dimension of sex.
Boston: Allyn & Bacon.

Beer, J. S, & Keliner, D, (2004). What is unigue about sclf-
conscious ¢motions? Psychological Inquiry, 15(2), 126-128,

Bem, D. J. (1972). Self-pereeption theory. In L. Berkowitz {(Ed.), Ad-
vances in experimental social psychology (Vol. 6, pp. 1-62). New
York: Academic Press,

Bogardus, . (193 1). Fundamentals of soctal psychology (2nd ed.). New
York; Appleton-Century-Crofs,

Brehm, [ W, & Sclf, E. AL (1989). The intensity of motivation, Axn-
nual Review of Psychology, 40109-131,

Brendl, C. M., & Higpins, E. T. (1996). Principles of judging va-
lence: What makes events positive or negative, In L. Berkowitz
(Ed.), Advances in experimental sacial psychology (Vol. 28, pp. 95-
160). New York: Academic Press,

Brendl, C,, Markman, A. B,, & Mcessner, C. (2003), The devaluation
cffect: Activating a need devalues unrelated objects. fournal of
Consumer Rescarch, 29(4), 463473,

Bruner, J. 8. (1957). On perceptual veadiness. Psychological Revicuw,
64(2), 123-132,

Bruncr, J. 5., & Postman, L. (1948). Symbolic valuc as an organizing
factor in pereeption. fournal of Social Psychology, 27, 203-208.

Brunstein, J. C., & Gollwitzer, P. M. (1996). Effccts of failure on
subscquent performance: The importance of self-defining goals.
Jowrnal of Persenality and Soclal Piyclology, 70(2), 395-1407.

Buchler, R, Griffin, D, & Ross, M, (1994). Exploring the "planning
fallacy™ Why people underestimate their task completion times.
Journal of Porsonality and Sociul Psychology, 67(3), 366-381.

Buss, D. M. (1988). Personality and the cvocation of anger and upset.
Unpublished manuscript, University of Texas at Austin.

Cabanac, M. (1971). Physiological role of pleasure. Science, 173,
1103-1107.

Caciloppo, J. T, Gardner, W. L., & Berntson, G. G. (1999). The af-
feet system bas paralle]l and integrative processing componenits:
Form lollows function, fournal of Pevsonality and Social Psyelology,
76(5), B39-853.

Cantor, N, & Langston, C. A.(1989), Ups and downs of life tasks in
a life ransition. In L. A, Pervin (Ed.), Goul concepits in personality
and sgaanl psychology (pp. 127-167). Hillsdale, NJ: Erlbaum,

Carver, C. 8, (2003). Pleasure as a sign you can attend to something
c¢lse: Placing positive feelings within a general model of aftect.
Cogniticn and Emotion, 17, 241-261,

Carver, C. 8., & Scheier, M. T, (1981). Attention and self-regulation: A
contrel-theery appreack to hromen behavior. New York: Springer.

Carver, C. 5., & Scheier, M. F. (1990), Principles of self-regulation:
Action and emotien. In E. T. Higgins & R. M. Sorrentino (Eds.),
Handbook of moirvation and cognition: Volume 2. Foundations of so-
cial behawior (pp. 3-52). New York: Guilford Press.

Carver, C. 8., & Scheier, M. F. (1998). On the selfregulation of behar-
for. New York: Cambridge University Press.

Cesario, J., Plaks, J. E, & Higgins, E. (2006). Automatic social
behavior as motivated preparation to interact. fournal of Person-
ality and Social Pyychology, DO(6), 893-910.

Charwand, T. L., & Bargh, J. A. (1996). Amtomatic aclivation of im-
pression formation and memnorization goals: Nonconscious goal
priming reproduces effeets of explicit task instructions, fournal
aof Persenality and Secial Psychology, 71(3), 464-478,

Cialdini, R. B, Trost, M. R., & Newsom, . T. (1995), Preference for
consistency: The development of a valid measure and the discov-
ery of surprising behavioral implications, fournal of Personality
arnd Sovial Psychology, 69(2), 318-328,

Clore, G. L. (1994). Why emotions arc¢ never unconscious, In P
Ekman & R. ]. Davidson (Eds.), The nature of cmotion: Funda-
mental guestions (pp. 285-280). New York: Oxford University
Press.

Cochran, W., & Tessser, A. (1996). The “what the hell” effect: some
effects of goul proximity and goal framing on perfortnance. In L.
L. Martin & A. Tesser (Eds.), Striving and feeling: interactions

among goals, affect, and selfregulation (pp. 99-120). Hillsdale, NJ:
Erlbaum,

Collins, A, M., & Loftus, E. F. (1973). A spreading activation theory
of semantic priming. Psychological Review, §2, 407-428,

Corwin, G. (1921). Minor studies from the psychological laboratory
of Cornell University, American fournal of Psychology, 32, 563-
570,

Custers, R., & Aarts, H. (2003). Positive affect as implicit motivator:
On the nenconscious operation of behavioral goals. fournal of
Personality and Social Psychology, 89(2), 129-142,

Dcedi, E. L, & Ryan, R. (1985). [ntfrinsic motivation and self-
determination in human behavior, New York: Plenum Press.

Devine, P G. (1989). Stercotypes and prejudice: Their automatic
and controlled components. feurnal of Personality and Social Psy-
chology, 56(1}), 5~18.

Dhar, R. (1496). The effect of decision strategy on deciding to defer
choice. fournal of Behavioral Decision Making, 9{4), 265-281.
Dhar, R. (1997). Consumer preference for a nochoice option. four-

nal of Consumer Research, 24(2), 215-231.

Dhar, R., & Siineonson, [, (1999). Making complementary choices in
consumption episodes: Highlighting versus balancing, fowrmai of
Marketing Researcl, Jo(1), 29-44,

Dhar, R, & Wertenbroch, K. (2000). Consumer choice between
hedonic and wilitarian goods. fournal of Marketing Research,
37(1), 60-71.

Dijksterhuis, A, & van Knippenberg, A, (1998). The relation be-
tween perception and behavior or how to win a garne of Trivial
Pursuit. fournal of Persomality and Social Psychology, 74, 865-877,

Doob, L. W. (1947). The behavior of attiludes. Psychological Reviet,
a4, 135-1506.

Dovidio, J. F., Kawakami, K., Johnsen, C., Johnson, B., & Howard,
A, (1997). On the nawre of prejudice: Automatic and controlled
processes. fournal of Experimental Social Psychology, 33, 510-540.

Drolet, A. (2002). Inherent rule variability in consumer choice:
Changing rules for change’s sake. fournal of Consumer Rescare,
29(3), 293-305.

Egloff, B., & Schmukle, S. C, (2002). Predictive validity of an Im-
plicit Association Test for asscssing anxicty. fournal of Personality
and Social Psychology, 83, 1441-1455,

Enmmons, R. A, (1992). Abstract versus concrete goals: Personal
striving level, physical illness, and psychological well-being, four-
nal of Persanality and Sucial Psychology, 02(2), 292-30(.

Emmons, R. A, & King, L. A, (1988). Cenflict among personal
strivings: Immediate and long-term implications for psychologi-
cal and physical well-being. fournal of Pevsonality and Social Pyy-
chology, 54(6), 1040-1048,

Fazio, R. H. (1990). Multiple processes by which attitudes guide
behavior: The MODE model as an mtegrative framework. In L.
Berkowitz (Ed.), Advances fn experimental soctal psychology {(Vol.
23). New York: Academic Press.

Feather, NOT, (1990). Bridging the gap between values and actions:
Recent applications of the expeciancy-value medel. In E, T. Hig-
gins & R, M. Sorrentine (Eds.), Handbook of motivation and cogui-
tion: Volume 2. Foundations of social behavior (Vol. 2, pp. 151-192).
New York: Guilferd Press.

Ferguson, M. ]. (2006a). On evaluative readiness: The autvmalic atti-
tudes of effective selfrigulation, Unpublished manuscripy, Cornell
University.

Ferguson, M. J. (in press). On the automatie evaluation of ¢nd-
states. fowrnal of Personalily und Social Psychology.

Ferguson, M, [, & Bargh, J. A, (2004). Liking is for doing: The ef-
fects of goal pursuit on automatic evaluation. fournal of Persanal-
ity and Socie! Psychology, 87(3), 537-572.

Festinger, L. {1957). A theory of cognitive dissonance, Evanston, IL:
Row, Petersort,

Fishbach, A., & Dhar, R. (2005). Goals as excuses or guides: The lib-
crating effect of perceived goal progress on choice. fournal of
Consumer Research, 32, 370-377.

Fishbach, A., & Dhar, R. (2006). Dynamics of goal-bascd choice. In
C. P. INaugtvedt, P. M. Herr, & F. R, Kardes (12ds.), Handbook of
consumer fychology, Mahwah, NJ: Erlbaum.




512 PERSONAL MOTIVATIONAL SYSTEM

Fishbach, A., Dhar, R., & Zhang, Y. {2006). Subgoals as substitutes
or complements: The role of goal aceessibility, fouwrmal of Person-
ality and Social Psychology, 90,

Fishbach, A., Fricdman, R. 8., & Kruglanski, A. W, (2003). Leading
us not unto temptation: Momentary allurenients clicit overrid-
ing goal activation. feurnal of Personalily and Social Psychology,
84(2), 296-309.

Fishbrach, A., & Labroo, A., A, (in press). Be better or be merry:
How mood alfects self-control. fournal of Personality and Secial
Peycirology.

Fishbach, A., Ratner, R, K., & Zhang, Y, (2006}, Turning varicty seck-
ers into consistency seekers: When open-mindedness in choice s
reconstrued as disfoyally, Unpublished manuscript, University of
Chicago.

Fishbach, A., & Shah, J. Y. (2006). Scl(~ontrol in action: Implicit
dispesitions toward goals and away from tempratens. fournal of
Personality and Social Psyehology, 90(5), 820-832.

Fishbach, A., Shah, J. Y., & Kruglanski, A, W, (2004). Finotional
transfer in goal systems, fournal of Exferimental Sacial Psychology,
40, 723-738.

Fishbach, A., & Trope, Y. (2005}, The substitutability of external
control and sclf-control. fournal of Experimental Social Psychology,
41(3), 256-270.

Fishbach, A., & Zhang, Y. (2006), Together and apart: What makes
chotce alternatives comfrete versus complement. Unpublished manu-
script, University ol Chicago.

Fishbach, A. Zhang, Y., & Trope, Y. (2006). Implicit self-comrol
evaluations. Unpublished manuscript, University of Chicago.
Fiske, S. T, {1989), Examining the role of intent: Toward under-
standing its role in stereotyping and prejudice. In . S, Uleman &
J.- A Bargh (Eds.), Unintended thought {pp. 253-283). New York:

Guilford Press.

Fizsimons, G. M., & Bargh, J. A. {2003). Thinking of you:
Nonconscious pursuit of interpersonal goals associated with re-
lationship pareners. Journal of Persenality and Secial Psychology,
§4(1), 148-163.

Forster, J.. Liberman, N., & Higgins, E. (2005). Accessibility from
active and fulfilled goals. fournal of Experiniental Social Psychology,
41(3), 220-239,

Freedman, J. L., & Frascr, C, C. (1966). Compliance without pres-
surc: The foot-in-the-door wechnique. fournal of Personality and
Social Psycliology, 4, 195-202,

Freitas, A, L., Gollwitzer, P., & Trope, Y. (2004), The influence of
abstract and concrete mindsets on anticipating and guiding oth-
crs’ selfregulatery efforts. Journal of Experimental Secial Psychol-
ogy, 40(6), 739-752.

Frijda, N. H. {1986). The emotions. Cambridge, UK: Cambridge Uni-
versity Press.

Frijda, N. H. (1996). Passions: Einotion and socially conscquential
hehavior. In R Kavanaugh, B, Zimunetbag, & §. Fein (Eds.), Eme
tion: Interdisciplinary perspectives (pp. 1-27), Hillsdale, NJ: Frl-
bauni.

Fujita, K., Trope, Y., Liberman, N, & Levin-Sagi, M. (2006).
Construal levels and selfconrol. fournal of Pevsonality and Social
Psyehology, 90(3), 351-367,

Gawronski, B., & Strack, F. (200:1}. On the propositional nature of
cognilive consistency: Pissonance changes explicit, but not im-
plicit attitudes. fournal of Experimental Social Psychology, 40, 535-
5312

silbert, DL T, Pinel, E. C.,, Wilson, T. D, Blumberg, S. J., &
Wheadey, T. P. (1998). Immune neglect: A source of durability
hias in affective forecasting. fournal of Personality and Soctal Psy-
chology, 75(3), 617-638,

Giner-Sorolla, R, {2001), Guilty pleasures and grim necessities: Afe
fective attitudes in dilemimas of selicontrol. faurnal of Personality
and Secial Pyycholegy, 8K, 206-221.

Glenberg, A. M. (1997). What memory is for. Behavicral and Brain
Sciences, 20{1), 1-55,

Gollwitzer, P. M. (1990}, Action phases and mind-scts. In E. T. Hig-
gins & R. M. Sorrcnino (Lds.}, Handbook of metivation and cogni-

tion: Volume 2. Foundations of social behavior (pp. 53-92). New
York: Guilford Press.

Gollwitzer P. M. (1996). The volitional benefits of planning. In P.
M. Gollwitzer & J. A, Bargh (Eds.), The psychology of action:
Linking cognition and motivation lo behavior (pp. 287-312). New
York: Guilford Press,

Gollwitzer, P. M. (1999), Implementation intentions: Strong eftects
of simple plans. Amevican Psychelogist, 34(7), 493-503,

Gollwitzer, P. M., Bayer, U, C., & McCulloch, K. C. (2005). The
Control of the Unwanted. In R, R, Hassin, J. Uleman, & J. A,
Bargh (Eds.), The new unconscious (pp. 485-313), New York: Ox-
ford University Press.

Gollwitzer, P. M., & Moskowitz, G, B. {1996). Goal elfects on
thought and behavior. In E. T. Higgins & A. W. Kruglanski
(Eds.), Social psychology: Handbook of basic principles (pp. 361-
399). New York: Guillord Press.

Gaschke, T., & Kuhl, J. (1993). Representation of intentions: Per-
sisting activation in memory. fournal of Experimental Psychology:
Learning, Momory, and Cognition, [9(3), 1211-1226.

Green, L., & Rachlin, H. (1996). Commitment using punishment.
Joeurnal of the Experimental Analysis of Behavior, 65(3), 593-601.

Greenwald, A. G. (1992). New Look 3: Reclaiming unconscious
cognitien. Amcrican Piychelogist, 47, 766-779.

Greenwald, A, G, Draine, 8. C., & Albwrams, R, L. (1996). Three cog-
nitive markers of unconscious semantic activation, Scienee, 273,
1690-1702.

Hamilton, D. L,, & Sherman, 8. ] (1996). Perceiving persons and
groups. Psychological Review, 103, 336-355,

Heider, F. (1958). The psychology of interpersonal relations. New York:
Wiley.

Herek, G. M. (2000), The social construction of attitudes: Func-
tional consensus and divergence in the US public's reactions wo
AIDS. In G. R. Malo & J. M. Olson (Eds.), Wiy we cvalfuate: Fune
tions of attitudes (pp. 325-364). Mahwal, NJ: Erlbaum.

Herek, G. M. (2002), Gender gaps in public opinion about lesbians
and gay men. Public Opinion Guarterly, 66, 40-66,

Higgins, E. T. (1996), Knowledge activation: Accessibility, applica-
biliry, and saltence. In E. T, Higgins & A. W, Kruglanski (Fds.),
Social psychelogy: Handbook of basic principles (pp. 133-168). New
York: Guilford Press.

Himgrins, E. T, (1999). Self-discrepancy: A theory relating self and af-
fect, In R. Y. Baumveister {Ed.), The self in secial pyychology: Key
readings in social psychology (pp. 130-181). Philadclphia: Psychol-
opy Press/Taylor & Francis.

Higgins, E. T., & Kruglanski, A. W. (2000). Motivetional scicnce: So-
cial and fiersonality perspectives. Philadelphia: Psychology Press,

Higgins, L., Shah, ., & Friedman, R, (1997). Emotional responscs
to goal attainment: Strength of regulatory focus as moderator.
Journal of Personality and Social Psychology, 72(3), 515-525,

Higgins, T. E. (1997). Beyond pleasure and pain, American Psychole-
gist, 52(12), 1280-1300.

Hofmann, W., Gawronski, B., Gschwendner, T, Le, H., & Schmit,
M. (2003). A meta-analysis on the correlation between the Im-
plicit Association Test and explicit selfreport measures, Person-
alily and Social Psychelogy Bulletin, 31, 1369-1385.

Hommel, B., Mucsseler, ., Aschersleben, G., & Pring, W. (2001).
The theory of event coding (TEC): A framework for percep-
tion and action planning. Behavioral ard Brain Sciences, 24,
819-637,

Hull, C. L. (1931). Geal atracuion and directing ideas conceived as
labit phenomena. Psychological Review, 38, 487-306,

Isen, A, M., & Simumonds, 8. F, (1978). The effect of fecling good on
a helping task that is incompatible with good mood. Secial Psy-
chology, 414}, 346-349.

Iyengar, 8. 8., & Lepper, M. R. (2000). When choice is de-
motivating: Can onc desire 100 much of a good thing? Jouwrmal of
Personality and Secial Psychology, 79(6), 995-1006,

Jacoby, L. L., & Kelley, C. M, (1987). Unconscious influences of
memory bor a prior event. Personality and Social Psychology Bulle-
tin, £3, 311-336.




The Goal Construct 513

James, W. (1890). The principdes of psychology (Vol. 2). New York:
Holt.

Jeannerod, M. (1997). The cognitive neuroscicnee of activn. Malden,
MA: Blackwell.

Joncs, ECE,, & Thibaut, J. W. (1938). Imcraction goals as bases of in-
ference in interpersonal perception. In L. Petrullo & R. Tagiuri
(Eds.), Person perception and interpersonal behavior (pp. 151-178)
Stanford, CA: Stanford University Press.

Kawada, C., Octlingen, G., Gollwitzer, P M., & Bargh, J. A. (2004).
The projection of implicit and explicit goals. fournal of Porsonal-
iy and Social Psychology, 86, 545-559.

Keeney, R L., & Raiffa, 1. (1976). Decisions with multiple ebjectives:
Preferences and value fradeoffs. New York: Wiley.

Kierkegaard, §. (1938). Purity of heart is to will one thing. New York:
Iarper & Row.

Kivetz, R, & Simonson, 1. {2002). Self-control for the righteous: To-
ward a theory of precommitment 1o indulgence. fournal of Con-
sumer Resvarcly, 292), 189-217,

Klinger, E. (1996). Emotional influences on cognitive processing,
with implications for theories of both. In P. M. Gollwitzer &
J. A, Bargh {Eds.), The psychology of adtion: Linking cognition
and mativation to behavior (pp. 197-218). New York: Guilford
Press.

Koo, M., & Fishbach, A. (2006). Tedate versus togo, How provions
achicvemants and upcoming requirements shape motivation. Unpub-
lished manuscript, University of Chicago.

Képetz, C., Fishbach, A., & Kruglanski, A, W. (2006). Having one’s
cake and cating it too: The quost for multifinal means in goal pursun,
Unpublished manuscript, University of Maryland.

Kornblum, §., Hasbroucq, T., & Osman, A, {1990). Dimensional
overlap: Cognilive basis of stimulus-response compatibility—A
model and taxonomy. Psychelogical Revicw, 97, 253-270.

Kross, F., Ayduk, O., & Mischel, W, (2003). When asking “why”
docs not hurt: Distinguishing rumination from reflective pro-
cessing of negative emotions. Psychological Seicnce, I6(9), 709-
715.

Kruglanski, A. W. (1996}, Goals as knowledge structures. In Po M.
Gollwitzer & J. A. Bargh (Eds.), The psychology of action: Linking
cogrition and motivation te bekavier (pp. 529-618). New Yark:
Guilford Press.

Kruglanski, A. W,, Shah, ]. Y., Fishbach, A, Friedman, R., Chun, W.
Y., & Slecth-Keppler, . (2002). A theory of goal systems. In M.
P. Zanna (Ed.), Advances in experimental social psychology (Vol. 34,
pp- 331-378). New York: Academic Press.

Kuhl, J. (1986). Motivation and information processing: A new look
at decision making, dynamic change, and action control. In R.
M. Serrentino & E. T. Higgins (Eds.), Handbook of motivalion and
cognition: Volume [ Foundations of social behavior {pp. 404-434).
New York: Guilford Press.

Kuhl, J. (1987). Action coutrol: The maintenance of motivational
states. InF. Halisch & J. Kuhl (Eds.), Motivation, intention, and vo-
fition (pp. 279-291). Berlin: Springer.

Kuhl, ., & Beckinann, J. (1985), Action contro! from cognition to behare
wor. Now York: Springer-Verlag.

Lang, P. (1951)}. Cognition in emotion: Concept and action. In C.
[zard, J. Kagan, & R. Zajonc (Eds. ). Emotion, cognition, and behav-
ior {pp. 196-226), New York: Cambridge University Press.

Lazarus, R. S. (1991). Emotion and adaptation. New York: Oxford
University Press,

Leith, K. P., & Baumeister, R. F. {1996). Why do bad moods in-
crease sclf-defeating behavior? Emotion, risk tasking, and sclf-
regulation. fournal of Personalily and Social Psychology, 71(6),
1230-1267.

Lewin, K. (19206). Vorsatz, Wille, und Bediirfnis [Intention, will,
and need]. Psychologische Forschung, 7, 330-385.

Lewin, Ko (1933). A dynaniic theery of personality. New York:
McGraw-Hill.

Lewin, K. (1936). Principies of topelogical psychology. New York:
McGraw-Hill

Liberman, N., & Forster, J. (2000). Expression afier suppression: A

motivationa) explanation of postsuppressional rebound. fournal
of Personality and Social Pyychology, 79(2), 190-203.

Liberman, N., Forster ., & Higgins, E. T. (in press). Completed vs.
interrupted priming: Reduced accessibility from post{ulfillment
inhibivon. fournal of Experimental Sucial Psychology.

Locke, E. A, & Latham, G. P. (1990). A theory of goal setting & task
performance, Upper Saddle River, NJ: Prentice-ITall.

Locewenstein, G. {1996). Out of control: Visceral mnllucnces on
behavior, Organizational Behavior and Human Decision Processes,
a3(%), 272-292.

Markman, A. B., & Brendl, €. (2000), The influcence of goals on
value and choice. In 2. L. Medin (Ed.), The psychology of learning
and motivation: Advances in research and theory (Vol. 39, pp. 97-
128). San Diego, CA: Academic Press,

Markus, H., & Ruvolo, A. (1989). Possible selves: Personalized rep-
resentations of goals, In L. A, Pervin (Ed.), Goa! concepts in person-
ality and social psychology (pp. 211-241). Hillsdale, NJ- Erlbaum.

Marsh, R, L., Hicks, J. L., & Bryan, E. S, (1999). The activation of
unrclated and canceled intentions. Memory and Cognition, 27,
320-327.

McClelland, D. C., & Atkinson, J. W. (1948). The projective expres-
sion of needs, I: The effect of different intensities of the hunger
drive on perception. fournal of Psychology, 25, 205-232.

McClelland, ID. C., Atkinson, J. W, Clark, R. W., & Lowell, E. L.
(1953}, The achievement motive. New York: Appleton-Century-
Crofis.

McClelland, D. C., Koustner, R., & Weinberger, J. (1989). How do
self-attributed and implicit mouves differ? Psychological Revicw,
96, 690-702.

Metcalfe, ], & Mischel, W, {(1999). A hot/cool-system analysis of de-
lay of gratification: Dynamics of willpower. Psychological Review,
106(1), 3-19.

Miller, G. AL, Galanter, I, & Pribram, K. H. (1960). Plans and the
structure of bebauior. New York: Henry Helt

Mischel, Ho N, & Mischel, W, (1983). The development of chil-
dren’s knowledge of self-control surategies. Child Development,
34(3), 603-619.

Mischel, T. (1964). Personal consuructs, rules, and the logic of clini-
cal activity. Psychological Review, 71(3), 180-192.

Mischel, W, (1984). Convergences and challenges in the search for
consistency. Awmerican Psychologist, 39(4), 351-364.

Mischel, W. (1996). From good intentions 10 willpower. In P. M.
Gollwitzer & J. A. Bargh (Eds.), The psychology of action: Linking
cognition and motrvation te behavior (pp. 197-218). New York:
Guilford Pross.

Mischel, W,, & Ayduk, O. (2004). Willpower in a cognitive-affective
processing system: The dynamics of delay of gratification. In R,
F. Baunueister & K. D. Vohs (Eds.), [Handbook of self-regulation: Re-
search, theory, and applications {pp. 39-129). New York: Guilford
Press.

Mischel, W, Cantor, N., & Feldman, S, (1996). Principles of self-
regulation: The nature of willpower and self-contrel. In E. T,
Higgins & A. W. Kruglanski (Eds.), Seciaf gsychology: Handbook of
basic principles (pp. 329-360). New York: Guilford Press.

Mischel, W, Shoda, Y., & Rodriguez, M. L. (1989). Delay of gratifi-
cauon in children, Science, 244(4907), 935-938.

Mitchell, J. P., Nosck, B. A, & Banaji, M. R. (2003). Contextua] vari-
ations in implicit evaluation. fournal of Experimental Pyychology:
General, 132(3), 455-469.

Monin, B., & Miller, D. T. (2001). Moral credentials and the expres-
sion of prejudice. fournal of Personclity and Secial Psychology,
81(1), 3343,

Moore, B. S., Clyburn, A., & Underwood, B, (1976). The role of af-
fect in delay of gratificntion. Child Development, 47(1), 273-276.
Moors, A, & D¢ Houwer, J. (2001). Automatic appraisal of motiva-
tional valence: Motivationa) affective priming and Simon effects.

Cognition and Emolion, [15(6), 749-766.

Moors, A, De Houwer, J., & Eelen, P (2004). Automatic stimulus-
goal comparisons: Support from motivational affective priming
studics, Cognition and Emotion, 18(1), 29-54.




514 PERSONAL MOTIVATIONAL SYSTEM

Moskowitz, G. B. (2002). Preconscious effects of temporary goals
on attention. foumal of Experimental Social Psychology, 38(4), 397 -
404.

Moskowitz, G. B., Gollwitzer, P. M., Wasel, W, & Schaal, B. (1999},
Preconscious control of stereotype activation through chronic
cgalitarian goals. fournal of Personality und Social Psychology,
77(1), 167-184.

Mowrer, O. . {1960). Learning thcory and behavier, New York:
Wiley.

.\-[ukhO}})adhyay. A, & Johar, G. V. (2005). Where there is a will, is
there a way? Effects of lay theorics of selfcontrol on setting and
keeping resolutions. fournal af Consumer Research, 31(1), 779-
786,

Muraven, M., & Baumvcister, R, F. (2600). Scif-regulation and deple-
tion of limiwed resources: does self<control resemble a muscle?
Psychalogical Bulletin, 126(2), 217-259.

Muraven, M., Tice, D. M., & Baumeister, R. F, (1998). Self<control
as a limited resource: Regulatery depletion patterns. journal of
Personality and Social Psychology, 74(3), 774-789.

Necly, J. H. (1977). Semantic priming and retrieval from lexical
memory: Roles of inhibitionless spreading  activation and
limiwed-capacity atiertion. feurnal of Experimental Psychology: Gen-
eral, 106(3), 226-254.

Neely, . H. (1991). Semantic priming cffects in visual word recog-
nition: A sclective review of current findings and theeries. In D.
Besner & G, W, Humphreys (Eds.), Basic processes in reading: Vi-
sual word recogrution (pp. 264-336). Hillsdale, NJ: Erlbaum,

Nerman, D. A. (1981). Catwegorization of action slips. Psycholegical
Review, §8, 1-15.

Norman, D. A., & Shallice, T. {(1986). Auention o action: willed
and automatic control of behavior. In R. ). Davidson, G. E.
Schwartz, & D. Shapire (Eds.). Consciousness and selfregulation
{Volume 4): Advances in research and theory (pp. 1-18). New York:
Plenum Tress.

Ocuingen, G., & Mayer, DL (2002). The motivating function of
thinking about the future: Expectations versus fantasics, fournal
of Personality and Secial Psychology, 83(5), 1198-1212.

Osgoed, C. E. (1923}, Method and theory in experimental psychology.
New York: Oxford University Press.

Peak, H. (1953]). Auitude and mativation. In M. R, Jones (Ed.), Me-
brasha Symposium on Maotivation (Vol. 3, pp. 149-188). Lincoln:
University of Nebraska Press.

Pervin, Lo AL (1989). Goal concepts: Themes, issues, and questions.
In L. A Pervin (Ed.), Goal concepls in persenality and soctal psychol-
ogy. Hillsdale, NJ: Erlbaurmn.

Posner, M. L, & Snyder, C. R. R. (1975). Attention and cognitive
control. In R, L. Solso (Ed.), Infermation processing and cognition:
The Loyola Symposium (pp. 35-83). Hillsdale, NJ: Erlbaum.

Powers, W. T, (1973). Behavior: The control of perception, Oxford,
UK: Aldine,

relec, D, & Bodner, R. (2003). Self-signaling and selfcontrol. In
G. Loewenstein & D. Read (Eds.), Time and decision: Economic
and psychological perspectives on intevlemporal choice (pp. 277-298),
New York: Russell Sage,

Rachlin, H. {1997). Sclf and sclf-control. Annals of the New York
Academy of Sciences, $18, 85-97.

Rachlin, H. (2000). The science af self-control. Cambridge, MA: Har-
vard University Press.

Rachlin, H., & Green, L. (1972). Commitment, cheice and self
conirol. fournal of the Experimental Analysis of Behavior, 17, 15-22,

Raghunathan, R., & Trope, Y. {2002). Walking the tghtrope be-
tween feeling good and being accurate; Mood as a resource in
processing persuasive messages. fournal of Personality and Social
Psycholegy, 83(3), 510-525.

Ratner, R, K, Kahn, B. E,, & Kahneman, D, (1999}, Choosing less-
preferred experiences for the sake of variety. fournal of Consumer
Research, 26013, 1-15.

Read, D., & Loewenstein, G, (1995). Diversification bias: Ex-
plaining the discrepancy in varicty secking hetween combined
and separated choices. fournal of Experimental Peychology: Applied,
(1), 31-49.

Rosenberg, M. J. (1956). Cognitive structure and attitudinal affect.
Journal of Abnermal Secial Psychology, 53, 367-372.

Schank, R. C,, & Abelson, R. P. (1977). Scripts, plans, goals, and un-
derstanding. Hillsdale, NJ: Erlbaumn.

Schelling, T. C. (1978). Egonomics, or the art of self-managcment,
American Economic Review, 68, 290.

Schelling, T. C. (1984). Self<ommand in practice, in policy, and in
atheory of rational choice. American Economic Review, 74(2), 1.
Schwarz, |, & Pollack, P. R. (1977). Affcct and delay of gratifica-

von. fournal of Rescarch in Personality, 11(2), 147-161.

Schware, N., & Clore, G. L. (2003). Mood as information: 20 years
later. Psychological Ingquiry, 14(3-4), 296-303.

Shah, J. (2003). The motivational looking glass: How significant
others implicitly affect goal appraisals. fournal of Personalily and
Social Psychology, 85(3), 424-439.

Shah, J. Y. (2005). The Automatic Pursuit and Management of
Goals. Cnrvent Directions in Psycholagical Science, [4(1), 10-13.
Shah, J. Y., Brazy, P., & Jungbluth, N. (2005). SAVE it for later: {m-
plicit effort regulation and the self regulatory anticipation of volitional

exertion. Unpublished manuscript, Duke University.

Shah, ]. Y., Friedman, R., & Kruglanski, A. W. (2002). Forgetting all
else: On the antecedents and consequences of goal shiclding.
Journal of Personality and Social Psychology, 53(6), 1261-1280,

Shah, ]., & Higgins, E. T. (2001). Regulatory concerns and appraisal
efficiency: The general immpact of prometion and prevention.
Journal of Persomality and Social Psychology, 80, 693-705.

Shah, ]. Y., & Kruglanski, A. W. (2002}. Priming against your will:
How accessible alternatives affect goal pursuit. fournal of Experi-
mental Social Psychology, 38(4), 368-383.

Shah, ]. Y., & Kruglanski, A. W. (2003), When oppertunity knocks:
Bottom-up priming of goals by mcans and its effects on sclf-
regulation. journal of Personality and Social Psychiology, 84(6),
1109-1122.

Shallice, T. (1972). Dual functions of consciousness. Psycholegical
Review, 79, 383-393.

Sherman, S. ], Rose, ]. 8., Koch, K., Presson, C. C., & Chassin, L.
(2003). Implicit and cxplicit attitudes toward cigarette smoking:
The effects of context and motivation. foumaf of Social and Clini.
cal Psychology, 22(1), 15-39.

Shiffrin, R. M., & Schneider, W. (1977). Controlled and automatic
human information processing. Psychological Review, 84, 127-
190.

Simonson, [. (198%9), Choice based on reasons: The case of attrac-
tion and comprormise effects, fournal of Consumer Research, 16(2),
158-174.

Simonson, L. (1990). The effect of purchase quantity and timing on
variety-secking behavior. feurnal of Marketing Rescarch, 27(2),
150-162.

Smith, E. R, (1996). What do connectionism and social psychology
offer each other? fournal of Personality and Social Psychology, 70,
§93-912.

Solarz, A. K. (1960). [atency of instrumental responses as a func-
tien of compatibility with the meaning of cliciting verbal signs.
Joumnal of Experimental Psychology, 59, 239-245.

Soman, D., & Checema, A. (2004), When goals are counter-
productive: The effects of violation of a behavioral goal on sub-
sequent performance. fourmnal of Consumer Researcly, 3{{1), 52-62.

Sorrentine, R. M., & Higgins, E. T. (Eds.). (1986). Handbook of mati-
vation and cognition: Foundations of soctal behavier. New York:
Guilford Press.

Srull, T. K., & Wyer, R. 8, (1979). The role of category accessibility
in the interpretation of information about persons: Some deter-
minants and implications. fournal of Personality and Social Psychol-
agy, F7(10), 1660-1672.

Stangor, C., & McMillan, D. {1992). Memory for expectancy-
congruent and expectancy-incongruent information: A review
of the sacial and sodal developmental literatures. Psychological
Bulletin, 111, 42-61.

Stevens, 8. 8, (1951). Mathematics, measurement, and psycho-
physics. In 8. 5. Stevens (Ed.), Handbook of experimental psychology
(pp- 1-48). New York: Wiley.




The Goal Construct 515

Strotz, R, H. (1956). Myopia and inconsistency in dynamic utility
maximization. Review of Economéc Studies, 23, 166-180.
Tangney, [ P, Miller, R.S,, Flicker, L., & Barlow, D. H, {1996). Are

shame, puil, and embarrassment distinct emotions? Journal of

Personalily and Soctal Psychology, 70(6), 1256-1269.

Taylor, 5. E., & Brown, J. D. (1988). lllusion and well-being: A social
psychological perspective on mental health, Psychological Budle
tin, 103(2), 193-210.

Taylor, §. E., Pham, L. B., Rivkin, [. I, & Armor, D. AL (1998). Har-
nessing the imagination: Mental stimulation, self-regulation, and
coping. American Psychologist, 53(4), 429-439.

Tesser, A, Martin, L. L, & Cornell, D. P. {1896). On the
substitutahility  of  sclf-protective  mwchanisms. In P. M,
Gollwitzer & J. A. Bargh (Eds.}, The psychology of actian: Linking
cognition and motivation to behavier (pp. 48-68). New Yook
Guilford Pruess.

Thaler, R. H. (1991). Quasi rational economics. New York: Russell
Sage.

Thajchr, R. H., & Shefrin, H. M. {1981). An cconomic theory of sell-
control, Journal of Pelitical Economy, §9, 392-106.

Thurstone, L. L. (1931). The measurement of social attitudes. forr-
nal of Abnovinal and Sedal Psychology, 26, 249-269.

Tice, D. M., Braslavsky, E., & Baumeister, R, F. (2001). Emotional
distress regulation takes precedence over impulse control: If you
feel bad, do i fournal of Posenality and Secial Psychelogy, 80(1),
53-67.

Tolman, E. C. (19392}, Purposive behavier in animals and men, New
York: Appleton-Cenury-Crofis.

Tracy, J., & Robins, R. {2004). Putting the self into sclfconscious
emotions: A theoretical model. Psychological Inquiry, 15(2), 103-
125,

Trope, Y., & Fishbach, A, (2000). Counteracive selfcontrol in
overcoming temptation. fournal of Personality and Soecial Psychol-
ogy, 79(4), 195-506.

Trope, Y., & Fishbach, A, (2005). Going beyond the motivation
given: Self-control and sitvational control over behaviar, InRR,
Hassin, J. Uleman, & J. A, Bargh (Eds)), The new unconscious
{pp. 337-563). New York: Oxford University Press,

Trope, Y., & Liberman, N, (2003), Temporal construal. Psychologi-
cal Roview, 110(3), 403-421.

Trope, Y, & Neter, B, (1994). Reconciling competing motives in
self-evaluation: The role of sclfcontrol in feedback secking, four-
nal of Personalily and Social Psychology, 66{4), 646-657.

Trope, Y., & Pomerantz, E. M. {1998}, Resolving conflicts among
self-evaluative motives: Positive experiences as a resource for
overcoming dofensiveness, Mativation and Fwotien, 22(1), 58—
72.

Tversky, A. (1072). Elimination by aspects: A theory of choice, Psy-
chelogical Revicw, 79(1), 281-299,

Tversky, A., & Shafir, [, (1992). Choice under conflict: The dynam-
ics of deferred decision. Psychological Scicnce, 3(6), 358-361,

Vallacher, R. R., & Wegner, D M. (1985), A theory of uction identifica-
tion, Hillsdale, NJ: Erlbaum.

Vallacher, R. R., & Wegner, D, M., (1987). What do people think
they're doing? Action identification and human behavior. Psy-
cholegical Review, 94(1), 3-15.

Vallerand, R. J., & Rawclle, C. {2002). Intrinsic and extrinsic motiva-
tion: A hierarchical model. In E. .. Deci & R M. Ryan (Eds.), Tie
handbook of self determination research (pp. 37-63). Rochester, NY:
University of Rochester Press,

Vohs, K. D., & [Teatherton, T, F. (2000} Selfregulatory failurer A
resource-depletion approach, Psychological Science, 11(3), 249
254,

Wegener, D. T, & Peuy, R. E (1994). Mood management across af-
fective states: The hedonic contingency hypothesis, fournal of
Personality and Social Psycholegy, 66(6), 1034-1048.

Wegener, D T, & Peuy, R, E (2001} Understanding cffects of
mood through the elaboration likelihood and flexible correction
maodels. In L. L. Martin & G. I. Clore {(Eds.}, Tkheories of mood and
cognition: A wser'’s gaidebook (pp. 177-210). Mahwah, NJ: Exl-
baum.

Weiner, B. (1979). A theory of mativation for some classroomm ex-
periences. fournal of Educational Psychology, 71(1), 3-25.

Weinstein, N. D, (1988), Optimistic biases about personal risks. Ser-
ence, 246G, 1232-1233,

Wicklund, R, A., & Gollwitzer, P. M. (1982). Symbolic self-complation.
Hillsdale, NJ: Erlhaum.

Wilensky, R. (1983). Planning and understanding: A computational
approach to human reasoning. Reading, MA: Addison-Wesley.
Wilson, T. D., Lindsey S., & Schooler, T. Y. (2000). A model of dual

aunitudes. Pyychelogical Review, 107, 101-126.

Wilson, T. D., Wheatley, T., Meyers, J. M, Gilbert, DL T, & Axsom,
D. (2000). Focalism: A source of durability bias in affective fore-
casting, fournal of Personality and Social Psychology, 78(3), 821-
§36.

Wright, R, A. (199G}, Brehm's theory of motivation as a model of
cffort and cardiovascular response, In P. M. Gollwitzer & J. A,
Bargh (Eds.), The psychology of action: Linking cognition and moti-
valion to behavier (pp. 424-153). New York: Guilford Press.

Young, . T. (1939). The role of affective processes in learning and
nmotivation. Pychological Revtew, 66, 104-125

Young, P. T. (1961). Moetivation and cmotion. New York: Wiley,

Zauberman, G, & Lynch, J. G., Jr. {2003). Resource slack and pro-
pensity to discount delayed investinents of Lime versus moncey.
Journal of Experimental Psychology: General, 134(1), 23-37.

Zhang, Y., Fishbach, A., & Dhar, R, (in press). When thinking beats
doing: The role of aptimistic expectations in goalbased choice.
Journal of Conswmer Research,

Zhang, Y., Iishbach, A., & Kruglanski, A. W. (in press). The dilu-
tion rnodel: How additienal goals undermine the perceived in-
strumentality of a shared path, fournal of Personalily and Social
Psychalogy.






