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THREE KEY POINTS:

• LIKELIHOOD OF ACCEPTANCE OF ANY NEW
TECHNOLOGY (INNOVATION)—IS EXTREMELY SMALL. 

• THERE ARE COMMONALITIES BETWEEN ACCEPTANCE OF
LARGE OR COMPLEX TECHNOLOGIES, THAT HAVE WIDE-
SPREAD RISKS, AND SMALLER, MORE INDIVIDUALLY
MATCHED TECHNOLOGIES. 

A.  BASIC PSYCHOLOGICAL FACTORS
B.  VARIETY OF SOCIAL FACTORS

• THE GENERAL PERSPECTIVE FOR ANTICIPATING OR 
PROMOTING NEW TECHNOLGIES, THE RATIONAL ACTOR
PERSPECTIVE, IS OFTEN MISLEADING.



• WHAT ARE COMMONALITIES BETWEEN ACCEPTANCE OF
LARGE OR COMPLEX TECHNOLOGIES, THAT HAVE WIDE-
SPREAD RISKS, AND SMALLER, MORE INDIVIDUALLY
MATCHED TECHNOLOGIES? 

A.  BASIC PSYCHOLOGICAL FACTORS

1.  PSYCHOLOGICAL OVERLOAD
2.  FRAMING EFFECTS

B.  VARIETY OF SOCIAL FACTORS

1.  INTERPERSONAL INFLUENCE
2.  SOCIAL STATUS



HYPODERMIC NEEDLE MODEL OF 
TARGETED BEHAVIORAL CHANGE

PROBLEM:  PEOPLE OFTEN MAKE SUB-OPTIMAL DECISIONS
WHY?  PEOPLE DON’T HAVE ACCURATE, RELEVANT INFORMATION

SOLUTION: A SHOT OF ACCURATE, MOTIVATING INFORMATION IS
SUFFICIENT TO PRODUCE DESIRED BEHAVIORAL CHANGE
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HYPODERMIC NEEDLE MODEL OF TARGETED BEHAVIORAL CHANGE
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Change/
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THE FOUNDATION OF THE RATIONAL ACTOR PERSPECTIVE CONSISTS 
OF A HIERARCHY OF NORMATIVE EXPECTATIONS, INCLUDING:

• TRANSITIVITY:  AN OBVIOUS ONE THAT ASSUMES THAT IF A >  B
AND B > C, THEN A > C

• INVARIANCE:  THAT DIFFERENT REPRESENTATIONS OF THE SAME
CHOICE PROBLEM SHOULD YIELD THE SAME ACTION PREFERENCE

IN PRACTICE THESE AND EVERY OTHER EXPECTATION ARE VIOLATED



THE FRAMING OF CHOICE: AN EXAMPLE

IMAGINE THAT THE U.S. IS PREPARING FOR THE OUTBREAK OF AN
UNUSUAL ASIAN DISEASE, WHICH IS EXPECTED TO KILL 600 PEOPLE.

TWO ALTERNATIVE PROGRAMS TO COMBAT THE DISEASE HAVE 
BEEN PROPOSED.  ASSUME THAT THE EXACT SCIENTIFIC ESTIMATE 
OF THE CONSEQUENCES OF THE PROGRAMS ARE AS FOLLOWS:

IF PROGRAM (A) IS ADOPTED 200 PEOPLE WILL BE SAVED.

IF PROGRAM (B) IS ADOPTED, THERE IS 1/3 PROBABILITY THAT 600 
PEOPLE WILL BE SAVED, AND 2/3 PROBABILITY THAT NO PEOPLE 
BE SAVED.

WHICH OF THE TWO PROGRAMS WOULD YOU FAVOR?  
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IMPORTANCE OF SOCIAL INFLUENCE PROCESSES
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and Individual Knowledge

Trust



The Social Amplification  of Risk Framework





Eugene A. Rosa

Edward R. Meyer Professor Professor of Natural
Resources & Environmental Policy
Thomas F. Foley Institute for Public Policy
and Public Service

Professor of Sociology
Affiliated Professor of Fine Arts
Faculty Associate, Center for Environmental Research

Education and Outreach

Washington State University
Pullman, WA 99164-4020

Visiting Scholar, Woods Environmental Institute
Stanford University, Stanford, CA 94305

Generic Lessons About Public 
Acceptance of New Technologies



LIGHTING:  FACTORS IN ADOPTING *CFL LIGHT BULBS

BENEFITS:     

ECONOMICS: ENERGY/COST SAVINGS (USE 75% LESS)

ECOLOGY:      REDUCE CO2 EMISSIONS

BARRIERS:

COMFORT: LONG WARM UP TIME
BUZZING NOISE
POOR LUMINESENCE

COST: INITIAL COST IS HIGH
A.  MUST UNDERSTAND LIFETIME 

COSTING
B.  MUST BE ABLE TO AFFORD

ECOLOGY: TOXIC CHEMICALS: MERCURY

*COMPACT FLUORESCENT
LIGHT BULBS
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