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Better be wrong than do wrong: Honest advisors are more persuasive than competent ones

(Joint work with Shaul Shalvi)
Accurate advice depends on the advisor's competence and honesty. Although both incompetence
and dishonesty can produce the same advice, the reason for suspecting the advice may affect the
degree to which it is followed. We tested the hypothesis that individuals discount advice more
when suspecting dishonesty than when suspecting incompetence. Experiments 1 and 2 found that
recipients of advice who suspected the advisor's honesty used the advice less than those who
suspected the advisor's competence. The effect persisted despite the fact that participants did not
prefer honesty to competence when seeking advice or when evaluating its quality. Experiments 3
and 4 explored the effect’'s underlying processes. Honest error was associated with aleatory
uncertainty, caused by random factors, whereas intentional bias was associated with epistemic,
man-made uncertainty. Overall, these results suggest that people place an implicit premium on

honesty in advice, and demonstrate the importance of advisors’ reputation to their success.



