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Abstract: Reputation is an important cue for person perception and adequate behaviour. Its influence
on behaviour might override first impressions from faces and constitutes an important information for
integrating person perception and creating predictions of other’s behaviour. The purpose of the present
study was to create and validate a set of sentences describing “trustworthy” and “untrustworthy” previous
behaviour (reputation). We generated a set of 97 sentences that were divided into three groups:
trustworthy, untrustworthy and neutral. Trustworthy sentences elicited higher perceived trustworthiness
compared to both neutral and untrustworthy sentences. Untrustworthy sentences elicited lower perceived
trustworthiness compared to neutral sentences. This material seems to be effective in manipulating
perceived trustworthiness and could be used as stimuli in the study of Spontaneous Trait Inferences.
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Introduction

“(...). The individual untrained in the pitfalls of personality appraisal, however, seldom hesitates or
lacks confidence in his judgments of people when asked to make evaluations on the basis of the
scantiest of information.” (Secord et al., 1960).

The study of impression formation in person perception has begun more than seven decades ago.
Impression formation is generally considered to be a fast and automatised (Willis & Todorov, 2006)
process which has an unclear relationship with the real presence of the perceived traits (Todorov,
2017; Todorov et al., 2008; Zebrowitz, 2017; Zebrowitz & Montepare, 2008). This interesting ability
is especially important because it has shown to predict important real outcomes such as political
elections (Ballew & Todorov, 2007; Tigue et al., 2012), leader selection (Klofstad et al., 2012),
economic decisions (Montano et al., 2017; O’Callaghan et al., 2016; Rezlescu et al., 2012), vocal
pitch variation during daily conversations (Michalsky & Schoormann, 2017), job selection and
legal decisions (Todorov, 2017; Zebrowitz & McDonald, 1991). Judgements of specific social traits
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are strongly correlated, which makes it difficult to establish that the perception of a specific trait
is leading to a certain behaviour (Todorov et al., 2008). Thus, a two-dimensional trait space has
been proposed to reduce the amount of judgements from different social traits to two dimensions
(McAleer et al., 2014; Todorov et al., 2008). This dimensional trait space is thought to represent
the structure of social trait inference. The first dimension is associated with valence/trustworthiness
and the second dimension is associated with power/competence/dominance (Todorov et al., 2008;
Todorov & Oh, 2021) (also see Oliveira et al., 2019)for a discussion on the differences between
perceived dominance and competence). Although this dimensional trait space summarises the
relationship between different traits very elegantly, it has been shown that the predictive power of
each perceived trait on behaviour also depends on its relative importance for the perceiver (Hall
et al., 2009; Todorov, 2017). Meaning that the predictive power of a judgment on behaviour is
expected to be greater when the trait is considered important for the specific context. For this
reason, the study of the perception of individual traits is still important as a predictor of specific
behaviours.

Perceived trustworthiness has been extensively studied in person perception as it is thought to
be crucial for cooperation (although see Cook et al., 2005). Trust is often defined as performing
an initial sacrifice that depending on other’s response might be detrimental to the one that is self
sacrificing (Alds-Ferrer & Farolfi, 2019). It exists when one party to the relation believes the other
party has incentive to act in his or her interest or to take his or her interests into account (Cook et
al., 2005). Although trust and trustworthiness are overlapping concepts, they seem to be determined
by different factors. While trustworthy people tend to be more trusting, people more trusting are
not necessarily trustworthy (Alos-Ferrer & Farolfi, 2019).

Particularly interesting is the effect of perceived trustworthiness on economic decision-making.
One of the most used tasks for the study of trust-related decision-making are investment games.
On such economic games, one player (A) starts with an initial endow and decides if they want to
invest an amount of that initial endow on another player (B). The amount invested to the second
player is multiplied by a factor (k) and sent. Player B decides how much of that money they want
to keep and how much they send back (reciprocate) to player A (Berg et al., 1995). Game theory
predicts that the best choice for player B is to keep all the money, therefore the best choice for
player A is to send zero money in the first place. Despite this, the majority of people, playing as
player A and B, send a part of the initial endow and reciprocate a part of the money received,
respectively. Trust and trustworthiness are thought to play an important role in this behaviour.
Specifically, participants invest more money when they perceive the other player as more
trustworthy (Rezlescu et al., 2012; Van T Wout & Sanfey, 2008).

The perception of trustworthiness has been studied using different types of stimuli. Faces are
one of the most widely used stimuli in person perception. Literature suggests that faces that
resemble that of babies (e.g., large eyes, rounder faces, feature placement more concentrated in
the lower part of the face) and faces that resemble familiar or close relatives are judged as more
trustworthy (Zebrowitz, 2017; Zebrowitz et al., 2003). (Dotsch & Todorov, 2012), through a
reverse correlation method, found that the facial features more diagnostic of facial judgements
were the eyes/eyebrows, mouth and hair region. Trustworthiness judgements inferred from voices
have also shown to be very fast (one word seems enough) and to be relatively independent of
language (Baus et al., 2019; McAleer et al., 2014). Also, sex differences have been described,
with women investing more money in higher-pitched male voices (Montano et al., 2017), which
in turn are associated with more perceived trustworthiness. A similar two-dimensional trait space
has been described for voices, with warmth/trustworthiness and dominance as the two main
dimensions (McAleer et al., 2014). Studies that use the integration of faces and voices have also
suggested an interaction between the two types of stimuli. For attractiveness judgements, faces
seem to have a prevalent importance but for dominance, voices seem to be more important
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(Rezlescu et al., 2015). Despite the majority of the research on the perception of trustworthiness
has been through the study of facial or acoustic cues, information from past behaviour (or
reputation) has been shown important effects on social behaviour that may override that of facial
cues (Rezlescu et al., 2012).

Reputation, i.e., information about a person’s past behaviour, is of particular interest when
studying the effect of social perception on behaviour. It is thought to serve as an important cue
for cooperation and norm compliance (Origgi et al., 2018). It can be seen as a “social credit”, that
the individual possesses, that exerts pressure on others to behave accordingly with it. For instance,
if person A is kind to person B, because person B speaks about it with person C, person C will
more probably treat person A kindly in the future. Person A’s reputation influenced how they were
treated (Origgi et al., 2018). Experimentally, reputation seems to almost override the effect of first
impressions from faces in trust-related decision-making (Rezlescu et al., 2012). When participants
were exposed only to a person’s face, they invested more money when they judged the person as
more trustworthy. Despite this, when participants were given information on the reputation of the
person, participants invested more money in good reputation (vs. bad reputation), irrespective of
facial trustworthiness judgements.

Theories of indirect reciprocity suggest that reputation plays a crucial role in human social
behaviour (Buckholtz & Marois, 2012; Origgi et al., 2018). The aim of the present study was to
create and validate a set of sentences describing trustworthy/unstrustworthy behaviour (reputation),
that could be used to manipulate perceived trustworthiness. An additional set of neutral-content
sentences (sentences not diagnostic of trustworthiness, such as “Olhou pela janela e viu que
estava a chover / Looked out the window and saw that it was raining”) was also validated to be
used as a control for reputation. To our knowledge, a set of descriptions implying, specifically,
trustworthy/untrustworthy behaviour for the European Portuguese language still does not exist.

Validating material for the study of reputation in person perception could help shed light on
(1) the mechanisms of integration of previous facial and vocal social trait judgements with novel
congruent or incongruent reputation information, (2) the relative importance of reputation on
social decision-making and (3) the understanding of behaviour directed at improving our reputation
and its use for building social structure complexity in humans.

Methods

Participants

One hundred and twenty six undergraduate students were recruited to participate in this study.
All provided informed consent, in accordance with the Declaration of Helsinki, which was
mandatory to proceed to the experiment. Demographic data for the participants is shown in Table 1.
Participants received course credits in exchange for their participation. Study was approved by
the Ethics Committee of the Faculty of Medicine of the University of Lisbon.

Inclusion criteria was (a) having more than 18 years and (b) having normal or corrected vision.
As this study intended to validate sentences in the European Portuguese language, participants’
first language had to be European Portuguese. Additionally, as there are known cultural differences
in social trait inference (Todorov & Oh, 2021), participants had to have Portuguese nationality as
well. Both other nationality or other first language were exclusion criteria. Three participants were
excluded because they did not finish the task. Thirteen participants fulfilled exclusion criteria and
were not included in further analysis. Data acquired from the remaining one hundred and eleven
participants was included in the analysis.
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Table 1

Participant s demographic information

Demographics Participants (N =111) Percentage
Age (years) Mean (SD) 20.42 (6.09)
Range 18-53
Education (n) High school 88 79.2%
Bachelor’s degree 21 18.9%
Master’s degree 2 1.8%
Sex (n) Feminine 96 86.5%
Masculine 14 12.6%
Rather not say 1 0.9%
Procedure

Behavioural descriptions of trustworthiness. Four participants were recruited, by word of mouth,
as initial judges [mean age 26.3 (+ 1.7 years), two male, mean education was 17 years and all held
a Master’s in Psychology]. All of them were naive to the goal of the study. They were asked to
think about what they thought represented trustworthy or untrustworthy behaviour and to generate
short sentences describing general examples of it. Trustworthy behaviour was defined as behaviour
that they thought meant that the person could be trusted. Three judges generated 3 sentences each
and one judge generated two sentences. Sentences were sent by the judges via e-mail. Each of the
short sentences was used as template to generate further behaviour-describing sentences (Table 2).

Table 2
Template sentences created by the independent judges
Sentences generated Trustworthiness
Judge [ Procura ajuda quando necessita Trustworthy
Preocupado com o bem-estar de quem o rodeia Trustworthy
Honesto quanto ao comportamento, seja favoravel ou nao Trustworthy
Judge 1T Cumpre sempre a sua palavra/promessa Trustworthy
E franco/frontal Trustworthy
Nao partilha os segredos que lhe foram confiados com outras pessoas Trustworthy
Judge 111 Cumpre sempre as suas promessas Trustworthy
E transparente nas suas a¢oes Trustworthy
Demonstra respeito e empatia por todos Trustworthy
Judge IV Quebra frequentemente os seusCompromissos/promessas Untrustworthy
As suas atitudes sdo inconsistentes Untrustworthy

Sixty one sentences describing trustworthy and untrustworthy behaviour were generated as
variations of the content described in the short sentences (e.g., short sentence “Cumpre sempre a
sua palavra” — variation “Prometeu que levaria a mae a Fatima e cumpriu” or “Prometeu que
cuidaria da filha e ndo cumpriu”. Twelve neutral-content (i.e., describing a behaviour that was not
diagnostic of trustworthiness) sentences were included to assess bias in using the Likert scale and
to serve as control in tasks manipulating the trustworthiness/untrustworthiness of sentences. Also,
to better account for sentence equivalency (number of words, number of characters and sentence
length) we generated 24 more sentences that were trustworthy, untrustworthy or neutral equivalents
of the original sentences. These sentences have variations of word order or are negative versions
of sentences that change the meaning of the sentence, therefore, changing trustworthiness
impression (Table 3). Total number of sentences was ninety seven. Each sentence was numbered
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and all the numbers were randomised using random.org software (Haahr, 1998) and it resulted in
a single order of sentences. The sentences were presented in that order to all participants. All
generated sentences were included in the validation task. The four initial judges did not participate

in the validation of sentences.

Table 3

Sentences equivalents (maintaining similar sintax, word count and lenght)

Original Trustworthiness ~ Equivalent

Trustworthiness

Na primeira semana do més ja tem que Untrustworthy ~ Na primeira semana do més ja consegue Trusworthy
pedir dinheiro aos amigos pagar o que deve aos amigos

Fingiu que andava de muletas para poder Untrustworthy ~ Andava de muletas e perguntou se podia Trusworthy
passar a frente na fila para passar a frente na fila

Nao demonstrou afecto num momento Untrustworthy ~ Demonstrou o seu afeto num momento Trusworthy
em que um amigo tanto precisava em que um amigo precisava

Ameagou bater numa pessoa com quem Untrustworthy ~ Nunca ameagou ninguém com quem Trusworthy
estava a discutir estava a discutir

Incitou os colegas a fazer greve e foi o Untrustworthy ~ Incentivou os colegas a fazerem greve e foio ~ Trusworthy
primeiro a desistir quando chegou o chefe primeiro a defendé-los quando chegou o chefe

Falou injustamente de um colega ao seu Untrustworthy  Falou positivamente de um colega ao seu Trusworthy
chefe, para receber mais comissoes chefe e ele recebeu mais comissoes

Pela terceira vez, prometeu que ajudaria Untrustworthy ~ Prometeu que ajudaria a tratar da filhae pela ~ Trusworthy

a tratar da filha e ndo cumpriu terceira vez cumpriu

Passou a frente de trés pessoas da fila Untrustworthy ~ Deixou passar a frente trés pessoas da fila que ~ Trusworthy
sem pedir autoriza¢do a nenhuma lhe pediram autoriza¢do

Nem se lembrou dos colegas que o Untrustworthy ~ Naquele dia, lembrou-se dos seus colegas que ~ Trusworthy
ajudaram no trabalho naquele dia o0 ajudaram no trabalho

Deu troco a menos, como quem se tinha Untrustworthy ~ Notou que tinha dado troco a menos e disse Trusworthy
enganado, para ver se o cliente ndo notava ao cliente que se tinha enganado

Encontra-se com amantes, mesmo Untrustworthy ~ Encontra-se com amigos com quem tem Neutral

tendo uma relagao uma relagdo

Nas cheias da Madeira, ajudou na Trusworthy Nas cheias da Madeira, assistiu a evacuagio Neutral
evacuagao de 23 pessoas de 23 pessoas

Passou uma semana inteira em casa Trusworthy Passou uma semana inteira em casa do primo ~ Neutral

do primo que tinha tido um acidente que tinha comprado um computador

Contou aventuras que um amigo teve numa  Untrustworthy ~ Durante o jantar, contou as aventuras que um  Neutral
viagem a Africa como tendo sido suas amigo teve em Africa

Consolou um amigo que perdeu um familiar ~ Trusworthy Ignorou um amigo que perdeu um familiar Untrustworthy
Durante as férias, alimentou todos os dias Trusworthy Durante as férias, fingiu que alimentava o Untrustworthy
o gato de um colega gato de um colega

Cedeu a sua vacina a uma crianga que Trusworthy Tirou a vacina a uma crianga que estava Untrustworthy
estava muito doente muito doente

Guardou um segredo Trusworthy Guardou um suborno Untrustworthy
Encontrou uma carteira no chio e Trusworthy Encontrou uma carteira no chdo e fugiu Untrustworthy
entregou a policia da policia

A caminho de casa, ofereceu o seu jantar Trusworthy A caminho de casa, pontapeou o jantar Untrustworthy
a um sem-abrigo de um sem-abrigo

Nunca traiu ninguém Trusworthy Nunca confiou em ninguém Untrustworthy
Ajudou um homem a encontrar o filho Trusworthy Empurrou um homem que estava com o Untrustworthy
no centro comercial filho no centro comercial

Viu um acidente de carro e correu para Trusworthy Viu um acidente de carro e fugiu sem ajudar Untrustworthy
ajudar os feridos os feridos

Aceitou substituir um colega do trabalho Trusworthy Negou substituir um colega do trabalho que Untrustworthy

que queria visitar a avo no hospital

queria visitar a avo no hospital
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Validation task. The task was conducted online, using Qualtrics Survey Software. The
instructions stated that behaviour of several people would be presented, they should read each
sentence and rate, in a 11-point Likert scale, ranging from 1 [not at all trustworthy] to 11 [very
trustworthy], how trustworthy they thought that person was. Participants were instructed to answer
according to their first impression, although not having to answer within a specific time limit and
were told there were no correct or incorrect answers. Participant’s age, sex, education level,
nationality and first language was also collected. Total task duration was 10 minutes.

Statistical analysis

To assess inter-rater reliability in the inference of trustworthiness, Intraclass Correlation
Coefficient (ICC) estimates and its 95% confidence intervals were calculated using R (R Core
Team, 2024) package (“irr””) (Gamer et al., 2005), function “icc” based on a mean-rating (k= 111),
absolute agreement, two-way random-effect model (McGraw & Wong, 1996). Conventionally,
ICC values bellow 0.5 are considered to represent poor reliability, values between 0.5 and 0.75
are considered to represent moderate reliability, values between 0.75 and 0.9 are considered to
represent good reliability and values above 0.9 are considered to represent excellent reliability
(Koo & Li, 2016).

In order to compare trustworthiness ratings between the three groups of sentences
(untrustworthy, neutral and trustworthy), we performed a linear mixed-effect model analysis of
perceived trustworthiness as a function of sentence group. We used the R package (“lme4”),
function “lmer” (Bates et al., 2015), with a random slope and intercept for rater and a random
intercept for sentence. Sentence group was set as a fixed effect. Estimation method used was
Maximum Likelihood (ML). Three outliers were identified using Cook’s D and excluded from
the analysis. The model was refitted without those observations. P-values were obtain with the
likelihood ratio tests of the full model against the model without the effect of sentence group.

Power analysis was performed using package “simr” (Green & MacLeod, 2016), function
“powerCurve” (200 simulations), in order to determine the minimum amount of raters needed to
reach, at least 80% power, which is usually considered adequate.

Results

Sentences were divided in three groups (trustworthy, untrustworthy and neutral) and perceived
trustworthiness was compared between groups (Figure 1). Sentence group affected perceived
trustworthiness [y*(2) = 198.83, p < 0.001] (Table 4), lowering it by about 3.03 points + 0.28
(standard errors) from neutral to untrustworthy sentence group and increasing it by about 2.26
points = 0.27 (standard errors) from neutral to trustworthy sentence group (Table 5).

Table 4

ANOVA table for the effect of sentence group

Model AIC BIC logLik Chisq daf p-value
Null model 38179 38245 -19081

Full model 37984 38065 -18981 198.83 2 <0.001
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Table 5

Linear mixed-effects model for mean perceived trustworthiness for each group of sentences

Predictors Estimates SE df t value P
Intercept 6.04 0.23 119.85 25.80 <0.001
Untrustworthy sentence -3.03 0.28 126.18 -10.64 <0.001
Trustworthy sentence 2.26 0.27 118.55 8.27 <0.001
Random effects Effect Variance SD Correlation
Sentence Intercept 0.76 0.87
Rater Intercept 0.67 0.82

Trustworthy 0.86 0.93 -0.20

Untrustworthy 1.23 1.11 -0.72 -0.37
Residual 1.81 1.35

& o @

Perceived Trustworthiness

r

neutral trustworthy untrustworthy
Sentence Group

Figure 1. Estimated marginal means for each sentence group
Note. * p<.001.

Inter-rater reliability was excellent with ICC = 0.996 with a 95% CI =[0.995 - 0.997].

Power analysis indicated that maintaining number of sentences (97 sentences) and the effect
size of the model, three raters would be enough to reach a 97% probability of finding an effect.
This suggested that sample size was adequate to detect the effect.

The mean and standard deviation of the perceived trustworthiness of each sentence was also
provided for the sake of transparency and in order to help in the selection of subsets of these
sentences for different tasks (Appendix 1).

Discussion

In this study we aimed to validate a set of sentences that could manipulate perceived
trustworthiness. We created and validated a set of sentences implying trustworthy and
untrustworthy behaviour. Sentences implying trustworthy behaviour elicited higher judgements
of perceived trustworthiness compared to sentences implying both neutral and untrustworthy
behaviour. Similarly, neutral-behaviour sentences elicited higher judgements of perceived
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trustworthiness compared to untrustworthy sentences. Trustworthiness judgements were highly
similar between raters, with an ICC reporting excellent inter-rater reliability.

As expected, sentences implying trustworthy behaviour were rated as higher in trustworthiness
people and sentences implying untrustworthy behaviour were rated as lower in untrustworthy.
However, it is important to note that not all descriptions of trustworthy behaviour were rated as
high in trustworthiness. This might be due to some descriptions implying more trustworthiness
than others, meaning that some descriptions might be considered more diagnostic of
trustworthiness than others. One example would be “Nao contou a nenhum dos seus colegas que
0 seu pai esteve na prisdo no passado / Didn t tell any of their colleagues that his father was in
prison in the past”. This description was supposed to imply that the person is able to keep a secret,
hence is trustworthy. Nevertheless, it may seem that the description refers more to hiding a secret
than to keeping it, so its trustworthiness ratings were lower than expected. This also applies to
some descriptions of untrustworthy behaviour. Both these behavioural descriptions had ratings of
perceived trustworthiness that tended to get closer to that of neutral descriptions of behaviour (i.e.,
behaviour that is not related to a person’s trustworthiness). Despite this, none of the descriptions
of trustworthy behaviour were rated as untrustworthy and none of the descriptions of untrustworthy
behaviour were rated as trustworthy. A set of descriptions with a combination of the highest/lowest
mean perceived trustworthiness and lowest standard deviation should maximise the effect of
sentence group on perceived trustworthiness.

Another important issue concerns assuring that the behavioural descriptions are text-based and
not word-based. Some behavioural descriptions might just have specific words that imply specific
traits (word-based inference), so the inference being made may not be the result of understanding
the behaviour described (Orghian et al., 2018). In this study we wanted the content of the
descriptions, as a whole, to drive trustworthiness inferences (text-based inferences), which was
not objectively controlled. Nonetheless, this study only includes the inference of one trait
(trustworthiness) and in many descriptions the only element that makes it trustworthy or
untrustworthy is the presence of the negative word no (“nao” in Portuguese). For instance, the
sentence “Prometeu que levaria a mde a Fatima e cumpriu” and the sentence “Pela terceira vez,
prometeu que ajudaria a tratar da filha e ndo cumpriu” have very similar words but they have
very different (almost opposite) mean trustworthiness ratings. Differentiating between the two
sentences would demand a text-based inference, as changing the order of words or the presence
of the negative word no, seemed to completely change perceived trustworthiness.

Reputation is a ubiquitous aspect of social interaction, that some argue is uniquely human
(Emler, 1990; Izuma, 2012). It has an important role in social behaviour and is intimately related
to cooperation and trustworthiness perception. ‘Good’ reputation elicits higher monetary
investments which signals higher trustworthiness (King-Casas et al., 2005; Rezlescu et al., 2012).
Additionally, the effects of reputation can override learning from trial and error, even when
expectations driven by reputation were frequently violated (Delgado et al., 2005). The lack of
reliance on feedback processing due to the interference of reputation information translated to an
alteration of the neural pattern associated with feedback learning. Similarly, in economic-decision
making, reputation information almost completely overrides the effect of perceived facial
trustworthiness in the amount of money invested in others (Rezlescu et al., 2012). The study of
reputation in person perception and decision-making is of high importance and provides a more
ecological perspective of social behaviour as people often interpret other’s reputation and make
efforts for their own reputation (Emler, 1990).

In conclusion, the set of behavioural descriptions (reputation) seems to be effective in
manipulating perceived trustworthiness. To our knowledge, a set of validated reputation sentences
for the manipulation of social trustworthiness does not exist in European Portuguese. We believe
person perception and decision-making are strongly influenced by reputation information,
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sometimes at the expense of other relevant social information (i.e., faces or directly observed
behaviour) and, therefore, material conveying this information is of importance.
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Appendix 1

Mean and standard deviation of perceived trustworthiness for each sentence

Group Sentences Mean SD
Trustworthy Nao deixou nenhum colega para tras quando foram atacados na guerra do Ultramar 9,68 1,62
Trustworthy Guardou um segredo 9,42 1,64
Trustworthy Cedeu a sua vacina a uma crianga que estava muito doente 9,33 1,71
Trustworthy Encontrou uma carteira no chio e entregou a policia 9,32 1,44
Trustworthy Nas cheias da Madeira, ajudou na evacuagao de 23 pessoas 9,13 1,74
Trustworthy Prometeu que levaria a mie a Fatima e cumpriu 8,99 1,96
Trustworthy Durante as férias, alimentou todos os dias o gato de um colega 8,91 1,61
Trustworthy Incentivou os colegas a fazerem greve e foi o primeiro a defendé-los quando chegou o chefe 8,87 2,06
Trustworthy Disse sempre a verdade quando foi testemunhar em tribunal 8,83 1,60
Trustworthy Viu um acidente de carro e correu para ajudar os feridos 8,82 1,81
Trustworthy Ofereceu-se para pagar a consulta de uma mae doente e com dificuldades econdmicas 8,81 1,79
Trustworthy Faz, todas as semanas, as compras para a sua vizinha de 90 anos 8,81 1,60
Trustworthy Consolou um amigo que perdeu um familiar 8,78 1,82
Trustworthy Aceitou substituir um colega do trabalho que queria visitar a avo no hospital 8,77 1,67
Trustworthy Passou uma semana inteira em casa do primo que tinha tido um acidente 8,66 1,58
Trustworthy Nao se importou de dormir na sala para alojar bem as suas visitas 8,65 1,78
Trustworthy Nunca traiu ninguém 8,62 2,03
Trustworthy Convidou para o pddio, o seu adversario que perdeu por se ter lesionado 8,60 2,06
Trustworthy Ajudou um homem a encontrar o filho no centro comercial 8,60 1,70
Trustworthy Faz dadiva de sangue de 4 em 4 meses, desde hé vérios anos 8,60 1,89
Trustworthy Demonstrou o seu afeto num momento em que um amigo precisava 8,59 1,53
Trustworthy Ajudou o filho de uns vizinhos com os trabalhos de casa, enquanto os pais foram passear 8,56 1,67
Trustworthy A caminho de casa, ofereceu o seu jantar a um sem-abrigo 8,56 1,76
Trustworthy Notou que tinha dado troco a menos e disse ao cliente que se tinha enganado 8,55 1,97
Trustworthy Todos os anos contribui com o que pode para o banco alimentar 8,51 1,85
Trustworthy Viu a apresentagdo de um colega que estava muito nervoso e elogiou-o de forma positiva 8,33 1,85
no final
Trustworthy Tornou-se enfermeiro para salvar vidas 8,32 1,80
Trustworthy Ficou no escritorio mais 1 hora, mesmo sabendo que ndo ganharia mais por isso 8,26 1,80
Trustworthy Falou positivamente de um colega ao seu chefe e ele recebeu mais comissoes 8,25 1,90
Trustworthy Mudou os seus planos para se ajustar aos dos seus colegas 8,22 1,92
Trustworthy E presidente de uma empresa e nunca aceitou subornos 8,12 1,83
Trustworthy Fez os arranjos na entrada do seu prédio, depois de ver coisas estragadas 8,08 1,69
Trustworthy Nao julgou alguém de quem os outros estavam a falar mal 8,00 2,03
Trustworthy Prometeu que ajudaria a tratar da filha e pela terceira vez cumpriu 7,88 2,37
Trustworthy Na primeira semana do més ja consegue pagar o que deve aos amigos 7,78 1,95
Trustworthy Deixou passar a frente trés pessoas da fila que lhe pediram autorizagdo 7,63 1,81
Trustworthy Nao se riu quando o amigo lhe contou o seu maior segredo 7,51 1,86
Trustworthy Nunca ameagou ninguém com quem estava a discutir 7,49 1,85
Trustworthy Decidiu esquecer que a colega a prejudicou no exame e dar-lhe uma nova oportunidade 7,28 1,79
Trustworthy Nagquele dia, lembrou-se dos seus colegas que o ajudaram no trabalho 7,18 1,51
Trustworthy Castigou os dois filhos da mesma forma quando estragaram a torneira da casa de banho 7,07 2,13
Trustworthy Transportou os copos novos devagar até casa sem partir nenhum 7,02 1,62
Trustworthy Andava de muletas e perguntou se podia para passar a frente na fila 6,14 1,98
Trustworthy Nao contou a nenhum dos seus colegas que o seu pai esteve na prisao no passado 5,63 1,29
neutral Encontra-se com amigos com quem tem uma relagao ’ 6,68 1,88
neutral Durante o jantar, contou as aventuras que um amigo teve em Africa 6,61 1,58
neutral Comprou uma mesa para colocar na sala 6,40 1,55
neutral Utiliza o metro para se deslocar para o trabalho 6,26 1,41
neutral Pratica ginastica todas as tergas e quintas 6,26 1,31
neutral Quando foi a um restaurante, perguntou se tinham bitoque com arroz 6,17 1,49
neutral Perto de sua casa, avistou um conjunto de patos a mergulharem num lago 6,02 1,24
neutral Gosta de comer gelado de morango e baunilha, quando vai ao café da sua rua 5,99 1,27
neutral No caminho para o centro comercial, passou por outra loja e comprou café 5,99 1,27
neutral Olhou pela janela e viu que estava a chover 5,95 1,29
neutral Encontrou o seu vizinho quando foi buscar o correio 5,95 1,20
neutral Aproximou-se da multiddo, com curiosidade 5,91 0,94
neutral A sua cor preferida ¢ o azul 5,89 1,42
neutral Escreve com a mao direita 5,86 1,26
neutral Nas cheias da Madeira, assistiu a evacuagao de 23 pessoas 5,50 1,93
neutral Passou uma semana inteira em casa do primo que tinha comprado um computador 5,24 1,05
Untrustworthy — Despediu-se do trabalho durante uma discussdo com o chefe 5,57 1,24
Untrustworthy ~ Ganhou uma heranga consideravel e ainda diz querer ganhar o Euromilhdes 5,23 1,75
Untrustworthy ~ Perguntou 3 vezes a recepcionista se faltava muito para ser atendida 5,07 1,49
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Untrustworthy ~ Perguntou algo que sabia de antemao para testar o seu colega 4,66 1,82
Untrustworthy ~ Mesmo tendo um salario reduzido, acreditava que ia conseguir comprar um carro 4,45 1,64
desportivo a curto prazo
Untrustworthy ~ Nunca confiou em ninguém 4,42 1,86
Untrustworthy ~ Fez um comentario sobre alguém que se encontrava por perto e podia ouvir 4,08 1,66
Untrustworthy  Arranjou o exame dos outros anos mas nao contou a ninguém 3,96 2,09
Untrustworthy ~ Bateu com a porta da sala porque queria uma nota melhor no teste 3,88 1,72
Untrustworthy ~ Descreveu o robalo que pescou como se fosse um tubardo 3,77 1,51
Untrustworthy  Aceitou trabalhar para o rival do seu melhor cliente a troco de mais algum dinheiro por més 3,50 1,98
Untrustworthy ~ Nao demonstrou afecto num momento em que um amigo tanto precisava 3,39 1,64
Untrustworthy ~ Na primeira semana do més ja tem que pedir dinheiro aos amigos 3,36 1,55
Untrustworthy ~ Nem se lembrou dos colegas que o ajudaram no trabalho naquele dia 3,19 1,38
Untrustworthy  E arguido num caso de roubo com arma branca 3,19 1,52
Untrustworthy ~ Negou substituir um colega do trabalho que queria visitar a avé no hospital 3,17 1,57
Untrustworthy  Esta sempre a corrigir os outros quanto aos seus habitos alimentares mas depois s6 come 3,14 1,57
fritos
Untrustworthy  Ajuda clandestinamente amigos empresarios, a troco de uma por¢ao do lucro 2,98 1,72
Untrustworthy ~ Ameagou bater numa pessoa com quem estava a discutir 2,81 1,60
Untrustworthy ~ Passou a frente de trés pessoas da fila sem pedir autorizagdo a nenhuma 2,74 1,46
Untrustworthy ~ Guardou um suborno ’ 2,69 1,33
Untrustworthy ~ Contou aventuras que um amigo teve numa viagem a Africa como tendo sido suas 2,56 1,35
Untrustworthy ~ Viu um acidente de carro e fugiu sem ajudar os feridos 2,46 1,66
Untrustworthy  Encontrou uma carteira no chao e fugiu da policia 2,31 1,64
Untrustworthy ~ Ignorou um amigo que perdeu um familiar 2,31 1,41
Untrustworthy ~ Deu troco a menos, como quem se tinha enganado, para ver se o cliente ndo notava 2,24 1,25
Untrustworthy  Incitou os colegas a fazer greve e foi o primeiro a desistir quando chegou o chefe 2,21 1,62
Untrustworthy  Fingiu que andava de muletas para poder passar a frente na fila 2,17 1,41
Untrustworthy ~ Apontou o x-acto a uma pessoa com quem estava a discutir 2,11 1,56
Untrustworthy  Falou injustamente de um colega ao seu chefe, para receber mais comissdes 1,95 1,39
Untrustworthy ~ Empurrou um homem que estava com o filho no centro comercial 1,91 1,23
Untrustworthy ~ Passou a imagem que queria ajudar a colega quando o que queria era ficar com o seu cargo 1,89 1,40
Untrustworthy ~ Tirou a vacina a uma crianga que estava muito doente 1,89 1,34
Untrustworthy  Pela terceira vez, prometeu que ajudaria a tratar da filha e ndo cumpriu 1,72 1,46
Untrustworthy A caminho de casa, pontapeou o jantar de um sem-abrigo 1,58 1,26
Untrustworthy ~ Durante as férias, fingiu que alimentava o gato de um colega 1,54 1,20
Untrustworthy  Encontra-se com amantes, mesmo tendo uma relagdo 1,45 1,23

Reputagdo na percecdo social: Validacdo de descricdes de comportamento confidvel e nio
confiavel em Portugués Europeu

Resumo: A reputacdo ¢ uma pista importante para a perce¢do de pessoas ¢ adequagdo do
comportamento. A sua influéncia no comportamento sobrepde-se frequentemente a das primeiras
impressdes com base na face e constitui uma informagao importante para integrar a percecao de pessoas
e criar expectativas do comportamento de outros. O objetivo deste estudo foi criar e validar um
conjunto de frases que descrevem comportamento prévio (reputa¢do) “confidvel” e “ndo confiavel”.
Geramos um conjunto de 97 frases que foram divididas em trés grupos: confiaveis, ndo confiaveis e
neutras. As frases confiaveis elicitaram maior confiabilidade percebida em comparagdo com frases
ndo confidveis e neutras. Frases ndo confidveis elicitaram menor confiabilidade percebida em
comparacdo com frases neutras. Este material parece eficaz e adequado para a manipulacdo da
confiabilidade percebida e podera ser utilizado como estimulo no estudo da Inferéncia Espontanea de
Tracos.

Palavras-chave: Cognicdo social, Inferéncia de tragos sociais, Inferéncia espontanea de tragos,
Confiabilidade.
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