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Research question:

What kind of self-disclosures leads to greater

liking of the discloser?
* Perceived similarity is linked to liking*
* Receiving self-disclosure is linked to liking;
disclosure depth matters more than breadth’
» Reciprocated self-disclosures is linked to liking?

Hypotheses:
Increased liking of the discloser as a result of:
* Higher self-disclosed similarity (Study 1-3)
* Higher self-disclosure depth (Study 1-3)
e Greater reciprocity of self-disclosure depth (Study 4)

Study 1-3:

Same procedure; slight modifications

 Study 1: “You will view randomly selected information about previous

participants”

e Study 2: “You will view randomly selected information about other

participants, some of whom you will meet later”

e Study 3: “You will view information intentionally disclosed to you by other

participants, some of whom you will meet later”

Procedure:
1.Participant answered 40 multiple-choice questions
about themselves varying on disclosure depth

20 Low depth:
e.g., -- | like to imagine the happy endings in romance movies
-- Comedy movies make light of things and always make me laugh
-- | like how excited action movies make me feel
-- | like how dark and twisted horror movies can be
20 High depth:
e.g., -- | wish | was a little better at talking to people
-- | wish my body was a bit more athletic looking
-- | wish | had better self-confidence
-- If I had better self-control | would be really happy with things

2.Avatars’ information was generated based on the
participant’s answers
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3.Participants explored avatars’ information for five minutes
by clicking on different avatars

¥

| am always procrastinating, and

would like to change that

Press <Space> to continue

4. Dependent measure:

Ranking

Rank each person on:
How much you’d like to actually meet them?
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Results:

Across all the 3 studies:

* Manipulation checks:
“the degree that they are SIMILAR to you”
“how much you’ve GOTTEN TO KNOW them”

* Social preferences:

“how much you’d actually like to MEET them”
“how comfortable you’d feel ASKING THEM FOR
ADVICE”
“how much you would like to admit them to your
CIRCLE OF FRIENDS”

e Personality traits:

“how TRUSTWORTHY you think they are”
“how FRIENDLY you think they are”

Study 3 Only:

* Perceived partner’s interest in friendship:

“how much do you think they’d like to BE YOUR
FRIEND?”

In Sum

* An effect of similarity on all items;

* No effect of disclosure depth or interaction on any items

Participants (after exclusion):
university students

Study 1: N=168 (F=85; M=81; N/A=2)

Study 2: N=94 (F=58; M=35; N/A=1)
Study 3: N=86 (F=46, M=40)

Across all 3 studies, avatars
with higher similarity were
ranked as:
* Having more desirable
personality traits
* More preferred
potential social partners
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In Study 3, avatars with higher similarity were perceived as
more interested in becoming friends with the participant

Study 3: Do you think they'd like to be your friend?
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Discussion:
 Similarity led to greater liking & greater perceived social
partner’s interest in becoming one’s friend.
* Neither disclosure depth nor its interaction with similarity
altered results.
 Manipulation not working? Or
 Disclosure depth not important?

Study 4 (in preparation):

Procedure:

1. Participants answer 40 multiple-choice questions about
themselves varying on disclosure depth

2. Participants engage in back-and-forth exchanges of self-
disclosures with each avatar
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Anticipated Results:

1. Higher similarity = Greater liking
2. Higher reciprocity in disclosure depth = Greater liking

Potential Implication:

If higher reciprocity of disclosure depth leads to greater liking of
the avatar, it might suggest that the content of self-disclosures
matters less than how they are exchanged (e.g., whether they are
reciprocated by the social partner).
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