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he Internet has given rise to new organizational forms of integrating users into firm innovation. Companies willing to
make use of external resources can now outsource innovation-related tasks to huge “crowds” outside the company. The
extant literature on participation motives assumes a symbiotic relationship between the firm and external contributors in
which both parties have largely complementary motives and are only interested in their own utility. In two experimental
simulations, we show that this understanding has to be amended: potential contributors not only want a good deal, they also
want a fair deal. Fairness expectations with regard to the distribution of value between the firm and contributors (distributive
fairness) and the fairness of the procedures leading to this distribution (procedural fairness) impact the likelihood of
participation beyond considerations of self-interest. Fairness expectations are formed on the basis of the terms and conditions
of the crowdsourcing system and the ex ante level of identification with the firm organizing it. In turn, they impact
the individuals’ transaction-specific reactions and also inform their future identification with the firm. These findings
contribute not only to research on open and user innovation but also to theories on organizational fairness by enhancing
our understanding of the emergent field of fairness expectations.
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1.

Introduction

ideation, idea evaluation, prototype testing, or user assistance to “crowds” outside the company (Nambisan 2002,
2009; Nambisan and Baron 2009, 2010). Particularly in
creative ideation tasks, crowds appear to be a promising source (Afuah and Tucci 2012; Nambisan and Baron
2009, 2010; Poetz and Schreier 2011; Terwiesch and
Ulrich 2009), which is therefore the focus of this article.
Firms issue open online calls for new ideas and solutions, and they offer rewards to those who submit the
best ones (Bullinger et al. 2010, Füller 2006, Humphreys
and Grayson 2008, Leimeister et al. 2009, Nambisan
and Baron 2010, Ogawa and Piller 2006, O’Hern and
Rindfleisch 2009, Sawhney et al. 2005, Terwiesch and
Xu 2008). Systematically integrating individuals external to the organization into new product ideation is not
only a phenomenon of practical importance. “Crowdsourcing” ideation systems also denote an emerging
organizational form of high theoretical interest (Afuah
and Tucci 2012, Dahlander and Magnusson 2008,
Nambisan 2002, Ogawa and Piller 2006, Terwiesch and
Xu 2008). Crowdsourcing communities consist of particularly large numbers of heterogeneous, self-selected,
and voluntary individuals who engage in temporary,
decentralized problem-solving activities for the firm.
In most instances, only the transaction of submitting
solutions is regulated by an up-front legal contract

Threadless.com is an innovative Chicago-based T-shirt
company that decided to cast off the established practice of relying on the creativity of a limited number of in-house or fixed-contract designers. Instead, the
Threadless website invites virtually anyone in the world
to create new T-shirt designs and to submit them electronically in an ongoing online contest: 1.5 million Web
users have taken up this invitation, allowing the small
company with few fixed-contract employees to tap a
source of creativity that comprises four times the number
of employees in the entire U.S. textile industry (National
Textile Association 2011). Highly innovative designs
and thus double-digit growth rates are the consequence.
It appears that Threadless has learned the lessons from
noncommercial virtual innovation communities and open
source software projects quite well: (1) there is a lot of
creativity outside the firm that is (2) openly revealed and
shared online and, (3) if organized and integrated properly, might add up to enormous commercial value (Faraj
et al. 2011; von Hippel 2005; von Hippel and von Krogh
2003, 2006; von Krogh and von Hippel 2006).
Threadless is only one example of a broad trend
facilitated by the Internet. In recent years, many firms
in diverse industries have begun to experiment with
outsourcing innovation-related tasks such as new product
1495
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(Felstiner 2010), and the entry and exit barriers for
participants are very low (Bayus 2013, Dahlander and
Frederiksen 2012, Fleming and Waguespack 2007). This
loosely coupled organizational form (Brusoni et al. 2001,
Dahlander and Wallin 2006, Jeppesen and Laursen 2009,
Orton and Weick 1990) allows firms to obtain surprisingly innovative solutions for relatively little compensation (Bullinger et al. 2010; Harhoff and Mayrhofer 2010;
Nambisan and Baron 2009, 2010; Poetz and Schreier
2011; Terwiesch and Ulrich 2009). On the other hand,
their organizational properties make crowdsourcing systems volatile and fragile (Gächter et al. 2010, O’Hern
and Rindfleisch 2009). Contributors dissatisfied with the
system are more likely to react with “exit” than with
“voice” (Felstiner 2010, Hirschman 1970), or they will
show no inclination to join the system from the very outset. Apart from the celebrated success stories, therefore,
there are also several failures (Euchner 2010), which
raises the important question of what makes individuals
contribute to firm innovation—or refrain from doing so.
Extant research has identified a number of participation
motives, such as using the product oneself, fun, a sense
of belonging, recognition, money, etc. (Brabham 2010;
Ebner et al. 2009; Füller 2006, 2010; Füller et al. 2006,
2008, 2009, 2010; Hall and Graham 2004; Jeppesen and
Frederiksen 2006; Leimeister et al. 2009; Nambisan and
Baron 2009, 2010; Shah 2006; Wu and Sukoco 2010).
Although these are important insights, many scholars
have called for more research on this issue (Hoyer
et al. 2010, Nambisan and Baron 2010, Terwiesch and
Xu 2008). We have identified two specific aspects that
deserve more attention.
The first aspect is the neglected role of fairness.
One cornerstone of the literature on open and user
innovation (Baldwin and von Hippel 2011, Chatterji
and Fabrizio 2012, Chesbrough 2003, Prahalad and
Ramaswamy 2000, von Hippel 2005) is that the creative
output of users is freely shared in communities and can
thus also be used by other parties (e.g., Franke and Shah
2003, Lilien et al. 2002, Morrison et al. 2000, Urban and
von Hippel 1988). Von Hippel and von Krogh (2003,
2006) hence suggested the “private-collective” innovation model, which states that users are willing to contribute to creating a public good (an innovation that can
be used by anyone interested) because by contributing
they obtain private benefits that are available only to
them (and not to free riders), and these benefits exceed
their costs. Users are “paid” in the currency of having
fun, learning, a sense of belonging, recognition, etc.,
not with direct returns for giving away their creative
accomplishments (Harhoff et al. 2003). This model was
developed for understanding the motivation of noncommercial open source software projects, but its underlying rationale has also been used to explain why users
contribute to firm innovation. Baldwin and von Hippel
(2011, p. 1411) suggest that a “symbiotic relationship” is
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possible in this case: the firm derives utility from selling
the products developed using the users’ ideas and concepts, and the contributors benefit from complementary
factors similar to those in open source software. In this
view, users are portrayed as relatively rational individuals who experience neither envy nor feelings of unfairness if other parties profit more than they do. They base
their decision to contribute solely on their own net utility
without comparing it to that of other parties, an assumption that is consistent with social exchange theory (Blau
1964). In contrast, fairness theory suggests that individuals also care about the allocation of resources and
power between parties (Folger et al. 2005, Gillespie and
Greenberg 2005). In the Threadless case, the expected
hourly wage for an individual submitting a design to
Threadless can be calculated as being a small fraction
of the federal minimum wage in the United States. And,
indeed, some users have complained about the firm making a fortune harvesting and selling the cheaply bought
fruits of their labor, as visible in the comment made by
Tee (2006) below:
Josh, it is absolutely about community; except when it
comes to spreading the wealth. You have to agree that
$1,500 cash in your pocket with a winning design vs.
up to $450,000 (gross) cash in the Jakes’ [Threadless
Founders Jake Nickell and Jacob DeHart] pockets doesn’t
really favor the community does it?…
The guys are grossing almost 7M this year, let’s get
real here, eh? When you sell 1,000 T-shirts a day I
think you can pony up a little more than $1,500 for
the designers. (emphasis in original)

The question of whether crowdsourcing is fair has also
been brought up by scholars such as Felstiner (2010),
Hoyer et al. (2010), Humphreys and Grayson (2008),
O’Hern and Rindfleisch (2009), Wind and Rangaswamy
(2001), and by the popular press (e.g., Hamburg 2008,
Howe 2007). Some anecdotal evidence on the importance of fairness in open and user innovation has been
reported by Di Gangi and Wasko (2009), Di Gangi
et al. (2010), Füller et al. (2007), Mayrhofer (2006), and
Shah (2006), but no systematic theoretical and empirical research has been conducted on this topic to date.
We do not know whether the perceived fairness of the
organizational arrangement is really an issue among contributors, nor do we know the extent to which fairness
considerations influence their decision to participate in
crowdsourcing or not.
The second aspect that deserves more attention is
the initial decision to participate. To our knowledge,
all previous studies on participation motives have used
samples of crowdsourcing and brand community members. Such samples can generate important insights
into the perceptions and behaviors of those individuals
who have already decided to participate in firm innovation. They also provide answers to the question of
why crowdsourcing participants continue to contribute
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(or not). However, they preclude generalizations on
the initial decision to contribute and on the majority of potential contributors—namely, those who have
not yet considered participating or have even consciously decided not to participate. The initial decision
to contribute to firm innovation is particularly important
because of the volatile and loose nature of crowdsourcing systems, which implies that such systems constantly
need to attract new contributors (Bayus 2013). It is also
important from a practical perspective because we can
expect many more firms to launch crowdsourcing initiatives, thus inducing fierce competition for new users
(Cook 2008, Harhoff and Mayrhofer 2010, O’Hern and
Rindfleisch 2009).
In this article, we address these two neglected issues
and investigate the role of fairness expectations in the
initial decision to contribute to a crowdsourcing system. Specifically, we investigate two research questions.
First, we examine the antecedents of fairness expectations. What factors make potential contributors to crowdsourcing think that they will be treated fairly? Second,
we ask what consequences fairness expectations have.
Do they inform the individuals’ initial decision to contribute? Do they have further consequences? Answers
to these questions are not only relevant for the emerging literature on user participation in firm innovation.
They also contribute to the literature on organizational
fairness. Over decades, organizational fairness research
has focused on ex post fairness judgments based on
concrete experience (see Cohen-Charash and Spector
2001, Greenberg and Colquitt 2005). Although this
has undoubtedly increased our understanding of human
behavior in organizational contexts invaluably, people
also make judgments ex ante to an actual experience
by developing expectations (Olson et al. 1996). Shapiro
and Kirkman (1999, 2001) were the first to study what
they term “anticipatory justice”—namely, expectations
regarding whether one will (or will not) experience fairness in the context of a future event. Since then, a
few studies in the contexts of organizational change and
employee selection systems have confirmed that such
expectations are indeed formed and have affective, cognitive, and behavioral consequences (Bell et al. 2004,
2006; Derous et al. 2004; Rodell and Colquitt 2009).
However, we still lack a great deal of knowledge. Particularly, “it remains unclear how perceptions of anticipatory justice are initially formed” (Rodell and Colquitt
2009, p. 989). Our findings thus not only highlight the
need to consider fairness when inviting individuals to
participate in firm innovation, they also allow us to contribute to the theory of organizational fairness.

2.

Fairness Expectations in the
Crowdsourcing Context

In our study, we build on Gilliland’s (1993) organizational justice model, which he developed to understand

fairness perceptions in employment selection systems.
In some ways, the crowdsourcing context appears analogous to the situation of a job application. In both
situations, the individual provides input (by demonstrating qualifications or submitting a design), and a
selection process determines the outcome (whether he
or she receives a job offer or wins the competition).
Gilliland (1993) distinguishes two factors in fairness
perceptions—namely, the fairness of the selection outcome (distributive fairness) and the fairness of the selection process (procedural fairness). The former relates
to the perceived “rightness” of the distribution of outcomes to different actors (Adams 1965, Cohen-Charash
and Spector 2001, Colquitt et al. 2001), and the latter
is defined as the perceived fairness of the process by
which these allocations are made (Leventhal 1980, Lind
and Tyler 1988, Thibaut and Walker 1975). Both forms
of fairness are assumed to have affective, cognitive, and
behavioral consequences and have transaction-specific
antecedents, i.e., various aspects of concrete experience during the selection process. Apart from minor
adaptations (explained below), our model differs from
Gilliland’s (1993) framework in two major ways (see
Figure 1). First, we consider fairness perceptions ex
ante to participation and not ex post. This means that
transaction-specific antecedents of distributive and procedural fairness are not actually experienced but only
anticipated on the basis of the terms and conditions of
the crowdsourcing system. Second, we add the general
antecedent of ex ante identification with the organizing
firm.
2.1. Antecedents of Fairness Expectations
An individual’s subjective evaluation that a given distribution is “fair” (or not) can be understood on the basis
of the equity rule (Adams 1965, Smith et al. 1999, Tax
et al. 1998). It states that individuals draw comparisons
between perceptions of their own outcome-to-input ratio
and what they feel they “deserve,” which is derived from
the perceived outcome-to-input ratio of reference parties:
outcomeindividual outcomereference
=
0
inputindividual
inputreference

(1)

If the right-hand term becomes greater than the lefthand term, the equity rule is violated and the individual
feels that he or she is being treated unfairly. (Feelings
of unfairness may also result from overpayment, i.e., if
the right-hand term becomes smaller than the left-hand
term; see Cropanzano et al. 2003. We do not pursue
this possibility because it appears unlikely in our context.) This means that if potential participants perceive
changes or differences in any of the four variables in the
equation (or inequation), this will affect their fairness
evaluation. We reason that different terms and conditions
of the crowdsourcing system will induce such evaluation
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and hence have an impact on expectations regarding the
system’s distributive fairness.
Who is the reference party? We argue that potential participants will naturally take the organizing firm
as a point of reference. This constitutes an interesting deviation from most research on organizational fairness, where scholars usually assume that individuals
draw on their peers for comparison when they evaluate
their own outcome-to-input ratio. These reference parties
are usually other employees or other applicants whom
the individual may perceive as being privileged by the
organization or its representatives (Ambrose and Arnaud
2005, Gilliland and Hale 2005, Kurland and Egan 1999,
Wade et al. 2006). When considering participation in a
specific crowdsourcing system for the first time, the individual is hardly aware of the outcome-to-input ratios of
other potential contributors. Thus, it appears likely that
potential participants will rather compare themselves
with the firm organizing the crowdsourcing system: after
all, the terms and conditions govern how the value generated will be shared between them and the firm, and
this distribution rule (that is identical for all potential
contributors) is defined by the firm.
Which forms of outcome will have the greatest impact
on fairness perceptions? We reason that outcome factors in which rivalry exists (i.e., that constitute zerosum games) will particularly matter (Barry 1989). Here,
the firm’s gains come at the expense of the participant.
When rivalry exists, the outcome distribution can also
be compared easily because it is expressed in the same
“currency.” In contrast, non-rival forms of outcome (such
as learning) might affect only one side of the equation and also be difficult to quantify; hence, fairness
effects will be much weaker. We thus focus on outcome
factors that can be distributed between participants and
the firm. Our selection is based on the likely importance for both the firm and the individual (Bagozzi and

Dholakia 2002, Crawford and Di Benedetto 2010, Tidd
and Bessant 2009). The first factor is monetary profit.
For firms, it might be the prime motive for engaging
in innovation (Trott 2008), and although it might rank
lower in the preference structure of individuals external
to the firm, studies show that it also has some meaning among potential crowdsourcing participants (e.g.,
Leimeister et al. 2009). The second factor is reputation. Many people appear to joining crowdsourcing systems because they expect to gain reputation through
such activities (Ebner et al. 2009, Füller et al. 2010,
Jeppesen and Frederiksen 2006, Leimeister et al. 2009,
Wu and Sukoco 2010). Reputational gains may foster
their career prospects or create social benefits (Füller
et al. 2007, Hoyer et al. 2010, Leimeister et al. 2009,
Piller and Walcher 2006). The firm may support the
successful contributors’ reputation in many ways—or
refrain from doing so and claim the innovative reputation for itself. Anecdotal evidence from interviews with
potential contributors in the course of this research suggests that this might be a major issue for potential participants. In a similar vein, the announced allocation
of property rights to the design submitted may affect
equity and thus fairness expectations (Hoyer et al. 2010):
Who is allowed to use the design for how long and
for what purposes? Hoyer et al. (2010, p. 289) argue
in their conceptual article that “tricky questions around
ownership of intellectual property0 0 0might create perceptions of unfairness among consumer contributors.”
We summarize these equity-based arguments in our first
hypothesis.
Hypothesis 1 (H1). The more the terms and conditions regarding value distribution favor the organizing
firm (relative to the potential participants) with regard
to (a) monetary profits, (b) reputation, and (c) intellectual property (IP) ownership, the more negative the
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potential contributors’ expectations of distributive fairness of the crowdsourcing system will be.

an important signal for potential participants who form
expectations of procedural fairness.

In line with Gilliland (1993), we argue that
crowdsourcing participants will care not only about the
fairness of the outcome distribution but also about the
perceived fairness of the underlying processes. Procedural fairness is conceptually distinct from distributive
fairness (Cohen-Charash and Spector 2001). The former is high in cases where the procedures implemented
and executed by the organizing institution are transparent, consistent, and nonarbitrary (Cohen-Charash and
Spector 2001, Folger 1977, Kumar et al. 1995, Tax
et al. 1998). As in the case of distributive fairness,
the relevant research has focused almost exclusively on
ex post procedural fairness perceptions based on concrete experience (Shapiro and Kirkman 2001). In this
article, we argue that such perceptions will also form
on the basis of process descriptions such as the terms
and conditions of crowdsourcing systems. We focus on
transparency because we reason that it plays a key role
in the formation of procedural fairness expectations in
our context. In general, transparency alone appears to
hold value for many Web users. It also is a crucial
variable determining the success of collaborations in
new product development (e.g., Jassawalla and Sashittal
1998). In particular, it is highly valued by contributors when firms invite contributions to their innovation
activities (Lakhani and Panetta 2007; Nambisan 2002,
2009; Nambisan and Baron 2010; Shah 2006). Transparency may refer to the goals of the competition, to
the role the firm expects the user to play, to the innovation and value-creation processes, to the outcomes, and
to the way the winning designs or ideas are determined
(Nambisan 2002, 2009). In typical crowdsourcing competitions, most of these issues are clarified in the terms
and conditions because it is in the firm’s interest to make
it clear what it wants from participants and to avoid misunderstandings and lawsuits (Nambisan 2002, Ogawa
and Piller 2006). One exception may be the selection
system. Here, transparency also has considerable disadvantages for the firm. It might forewarn competitors
(Di Gangi et al. 2010, Nambisan 2009) and, in particular,
preclude changes in selection criteria (assumed general
attractiveness, strategic and competitive fit, production
constraints, ethical considerations, etc.) or their relative
weights in the assessment of submissions, thus reducing
the firm’s control. Firms have to balance these disadvantages with the risk of upsetting participants. Di Gangi
and Wasko (2009) and Di Gangi et al. (2010) report on
the “IdeaStorm” crowdsourcing competition, in which
Dell’s intransparent and seemingly arbitrary decision not
to adopt the idea of preinstalling OpenOffice (although
it had received high approval from participants) triggered strong negative reactions. We thus argue that the
ex ante commitment visible in such transparency will be

Hypothesis 2 (H2). The less transparent the terms
and conditions regarding the contribution selection process are, the more negative the potential contributors’
expectations of procedural fairness of the crowdsourcing
system will be.
In cases where individuals lack concrete experience
regarding the specific transaction in question, research
suggests that they form their expectations (additionally)
upon their general relationship to the potential transaction partner (Bell et al. 2004, Lind 2001, Rodell
and Colquitt 2009). When considering participation in a
crowdsourcing competition, individuals may find that the
terms and conditions are not sufficient to develop certainty regarding expected fairness because some of the
terms are difficult to interpret and will also inevitably
leave some room for actual execution and thus opportunism on the company’s part (Di Gangi et al. 2010).
We thus argue that their fairness expectations are partly
determined by their general (ex ante) relationship to the
firm organizing the crowdsourcing competition. Among
the numerous constructs capturing this relationship, we
focus on the individuals’ identification with the firm.
Organizational identification denotes the degree to which
individuals feel a sense of connection to an organization (Ashforth and Mael 1989, Mael and Ashforth
1992) and define themselves with the same attributes and
values they believe to define the organization (Dutton
et al. 1994). Literature has convincingly shown that
identification with an organization strongly affects the
willingness of individuals to engage in activities favorable for this entity. For example, it has been found
that strong customer-company identification leads to significantly better product evaluations by the customer
(Ahearne et al. 2005, Dutton et al. 1994, Scott and Lane
2000), and customers who strongly identify with the firm
often engage in defensive information processing behavior with a bias in favor of the company (Boiney et al.
1997, Einwiller et al. 2006). Motivated reasoning theory
(Kunda 1990) explains why this is the case: attributing positive characteristics to the focal organization
helps individuals maintain a favorable self-perception
and protect self-defining beliefs (Bhattacharya and Sen
2003, Einwiller et al. 2006). Organizational identification occurs independently of formal membership and
thus might also apply to prospective crowdsourcing participants (Einwiller et al. 2006, Scott and Lane 2000).
We reason that in the context of crowdsourcing, this
means that potential participants who identify with the
firm are more likely to interpret given terms and conditions as fair than are individuals who do not identify
with the firm. Thus,
Hypothesis 3 (H3). The lower the potential contributors’ level of ex ante identification with the
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crowdsourcing organizer is, the more negative their
expectations of (a) distributive fairness and (b) procedural fairness of the specific crowdsourcing system will be.
2.2. Consequences of Fairness Expectations
Research on organizational fairness has found clear
evidence that perceived fairness has an impact on
individuals’ attitudes and behavior (Cohen-Charash
and Spector 2001; Kim and Mauborgne 1993, 1998;
Korsgaard et al. 1995; Li et al. 2007; Masterson et al.
2000). Individuals who perceive themselves as treated
unfairly will experience distress, and this distress will
motivate efforts to restore fairness within the relationship; failing that, individuals will seek ways to terminate the relationship (Adams 1965, Austin and Walster
1974). Although some scholars discuss the possibility
of slightly different behavioral consequences (Lind and
Tyler 1988), most agree that both distributive and procedural fairness will affect individual behavior (Ambrose
and Arnaud 2005).
The literature on crowdsourcing participation has
clearly emphasized the motive of self-interest in its various facets, but there is some initial evidence for the
importance of fairness in the crowdsourcing context.
Based on qualitative interviews, Shah (2006, p. 1011)
proposed that “property and decision-making rights
affected individuals’ perception of fairness, which in
turn affected their behaviors.” Füller et al. (2007) and
Mayrhofer (2006) found examples of contributors who
were annoyed because the company makes money on
their contributions without offering appropriate compensation. Additionally, there is some evidence that contributors not only care about the fair distribution of the
value created but also about fair process rules: Nambisan
and Baron (2010) used a construct they termed “sense of
partnership” and found that it is significantly related to
the magnitude of contributions to crowdsourcing. A similar finding was obtained by Ågerfalk and Fitzgerald
(2008), and Di Gangi and Wasko (2009) as well as
Di Gangi et al. (2010) document negative reactions to
perceived procedural unfairness in the Dell crowdsourcing competition.
All this research builds on ex post fairness judgments
based on concrete experience. Research has shown,
however, that mere fairness expectations can also have
clear effects (Bell et al. 2006, Rodell and Colquitt
2009, Shapiro and Kirkman 1999). Therefore, we reason
that fairness expectations will impact the potential contributors’ decision to participate in the crowdsourcing
system in question. Beyond these transaction-specific
consequences, fairness perceptions might have consequences for the relationship to the firm organizing the
crowdsourcing system. An individual’s level of organizational identification with the entity forms on the
basis of information and experience (Ahearne et al.
2005, Bhattacharya and Sen 2003). One source of such
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information might be the crowdsourcing competition
the firm offers. If the potential contributors evaluate a
firm’s crowdsourcing system as a fair offer, this will
increase their identification. If, on the other hand, the
individual interprets the crowdsourcing system as unfair,
the self-serving mechanism of identification is disrupted
(Bhattacharya and Sen 2003, Einwiller et al. 2006).
We thus argue that fairness expectations with regard to
the specific crowdsourcing transaction will impact the
individuals’ identification with the firm. Such a finding
would be important because it implies that there is more
at stake for the firm than just attracting a crowd or not.
Hypothesis 4 (H4). The more negative the potential
contributors’ expectations regarding the (a) distributive
and (b) procedural fairness of the specific crowdsourcing system are, the lower their willingness to submit a
design will be.
Hypothesis 5 (H5). The more negative the potential
contributors’ expectations regarding the (a) distributive
and (b) procedural fairness of the specific crowdsourcing system are, the lower their (ex post) level of identification with the firm organizing the crowdsourcing competition will be.

3.

Method

To test our hypotheses, we conducted two empirical
studies that are complementary in terms of the population sampled and the stimuli employed. In Study 1, we
use a sample of a population that is particularly qualified for crowdsourcing and thus exhibits high external
validity. Because this sample includes a number of individuals who had previously participated in crowdsourcing, we are able to compare individuals with and without
crowdsourcing experience in order to establish whether
there are indicators of self-selection based on fairness
issues in prior research. In Study 2, we use a nationally representative sample with the advantage of a high
response rate. Regarding stimuli, we made an effort to
manipulate the terms and conditions of crowdsourcing
systems experimentally in Study 1, whereas in Study 2
we keep the terms and conditions constant to isolate the
impact of ex ante identification with the company organizing the crowdsourcing system.
3.1. Study 1
We devised a between-subject experimental vignette
study in which we asked participants to assess different variants of a crowdsourcing system involving the
development of new design concepts for lamps. We
opted for students from design schools as potential contributors. We chose lamps as the object of our study
because a pilot study (20 interviews with design students) had revealed that designing lamps is perceived as
very appealing by this population. High involvement in
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the product category might augment the validity of the
answers given. In the experiment, a fictitious lamp company named “XYZ.com” was described, which was said
to source its innovative lamp designs from independent
“crowds.” We used a fictitious brand in this first study
because we wanted to isolate fairness effects from the
impact of organizational identification. In the betweensubject experiment, we used the treatment of terms and
conditions describing different crowdsourcing systems in
text form (Thomson 2006). After inspecting the terms
and conditions, subjects were led to a questionnaire in
which we asked them about their expectations regarding
the crowdsourcing competition’s fairness and asked how
likely they were to submit a design to XYZ.com (for
analogous uses of this method, see, e.g., Homburg et al.
2005 or Sinha et al. 2010).
3.1.1. Stimuli. The description of the crowdsourcing terms and conditions consisted of five text elements
in randomized order, each with two variants. We thus
had a total of 32 different treatments 42 ∗ 2 ∗ 2 ∗ 2 ∗ 25,
each of which described a different crowdsourcing system (see Table 1). To make the stimuli realistic, we drew
on a series of exploratory studies involving the following
steps: (1) We identified 14 crowdsourcing systems on
the Internet and analyzed their terms and conditions. (2)
We interviewed 17 crowdsourcing experts—both scholars and practitioners—worldwide and 42 crowdsourcing
contributors. (3) We organized three moderated group
Table 1

discussions with students from the authors’ university,
each involving 8–12 potential contributors to crowdsourcing. (4) We searched a large number of discussion forums, blogs, and chat rooms (in the realm of
crowdsourcing communities as well as open innovation
in general).
Value distribution with regard to monetary profits. Our
exploration revealed that the intuitive approach of potential contributors is to look at the profit the firm makes
on its crowdsourcing activities. The profit is interpreted
as the relevant indicator of the firm’s outcome-to-input
ratio, although it is a difference and not a fraction as
the conceptual model of the equity rule suggests. We
found that potential participants were clearly unfamiliar
with information such as the return on investment and
related measures (which operationalize the outcome-toinput ratio of the firm in the strict sense) and hardly
understood those measures. In addition, it is not common for firms active in crowdsourcing to reveal such
information, whereas profits (and less clear qualitative
accounts of general business success) are often disclosed
in information about companies such as trade publications, the popular press, and Wikipedia. We thus used
monetary profits as a stimulus to operationalize the value
distribution. We must acknowledge, however, that other
aspects of the distribution of monetary outcomes, such
as the amount of money the organizer offers as a prize,
may also have an impact on equity perceptions (and thus
on fairness perceptions).

Experimental Stimuli (Study 1)
Stimulus variants

Value distribution with
regard to monetary
profits (H1a)

Low profit for firm
“XYZ.com is a successful producer of lamps, and
its design community has many active members.
In the past, XYZ.com has hardly made any profit
by using designs from the community.”

High profit for firm
“XYZ.com is a successful producer of lamps, and
its design community has many active members.
In the past, XYZ.com has made huge profits by
using designs from the community.”

Value distribution with
regard to reputation
(H1b)

Reputation for contributor
“The names of those designers whose
submissions are selected for mass production will
be printed legibly on the product. The design
originator will therefore be visible to the buyers.”

Reputation only for firm
“The names of those designers whose
submissions are selected for mass production will
not be printed on the product. The design
originator will therefore not be visible to the
buyers.”

Value distribution with
regard to IP ownership
(H1c)

Temporary transfer of intellectual property
“Where a design is selected for production,
intellectual property (IP) rights will be transferred
from the originator to XYZ.com for a limited period
of 180 days. After that period, the IP rights will be
transferred back to the originator.”

Unlimited transfer of intellectual property
“Where a design is selected for production,
intellectual property (IP) rights will be transferred
from the originator to XYZ.com for an unlimited
period of time. IP rights will not be transferred
back to the originator.”

Transparency in the
contribution selection
process (H2)

High transparency
“The community decides which designs win and
are produced (online voting by users). XYZ.com
complies with the decisions of the users.”

Low transparency
“XYZ.com decides which designs win and are
produced. Users do not participate in these
decisions.”

Mode of profit sharing

Percentage of sales
“The winners of the design competition will get a
3% share of sales (approx. E750 on average). The
sum awarded therefore depends on the
commercial success of the product.”

Fixed sum
“The winners of the design competition will get a
fixed award of E750 (approx. 3% of sales on
average). The sum awarded therefore does not
depend on the commercial success of the
product.”
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Value distribution with regard to reputation. Our
exploratory research revealed that one of the most effective ways of enhancing the reputation of the winning
design’s originator is to prominently feature his or her
name on the product. Naturally, there are also other ways
to support the designer’s reputation, such as displaying
the name on a website. However, the close link between
the originator’s identity and the artifact exogenous to his
or her accomplishments appears to deliver a particularly
high reputational gain. The idea of omitting this link
provoked reactions of (distributive) injustice in many of
our exploratory interviews.
Value distribution with regard to intellectual property
ownership. To produce and market the designs created
by the crowd, the company organizing the competition
usually asks contributors to transfer all intellectual property (IP) rights to the designs by signing an upfront legal
contract (Nambisan 2002, Ogawa and Piller 2006). It is
interesting that existing crowdsourcing systems employ
different IP systems: some take over the IP rights to
the winning designs for an unlimited time (e.g., Threadless.com), whereas other companies only produce limited editions and return IP rights to the originator after
the produced objects are sold (e.g., LaFraise.com). Our
exploration revealed that potential contributors regard
the duration of the IP rights transfer as a major concern
and perceive the indefinite shift of IP from the originator
to the firm as a loss that affects equity.
Transparency in the contribution selection process.
We operationalized transparency as a selection decision
by the community or by the firm. The former suggests
transparency and a commitment to public accountability,
whereas the latter implies nondisclosure and a lack of
ex ante commitment to fair procedures. As with the other
independent variables, transparency can also be achieved
by numerous other means, and decisions by the firm
can also be made transparent. Nonetheless, our qualitative interviews revealed that involving the community in
the decision is valued highly, whereas contributors have
serious reservations about in-house selection by the firm
alone (see Di Gangi and Wasko 2009, Di Gangi et al.
2010, Fuchs et al. 2010).
Additionally, we included the mode of profit sharing
dimension because this is an important feature for subclassifying crowdsourcing systems. Most firms offer a
fixed sum as a reward (e.g., E750), but there are also
examples where firms offer a percentage of sales (e.g.,
3%). We used this dimension as a control variable.
3.1.2. Measurement.
Expected distributive fairness. We measured this construct on the basis of extant literature (Adams 1965,
Smith et al. 1999, Tax et al. 1998). A sample item
reads, “In this design competition, both participants and
XYZ.com have a fair share.” For a complete list of items,
see Table 2. If not indicated differently, we generally
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used 5-point Likert scales (where 1 = low agreement,
5 = high agreement) and averaged multi-item constructs
to indices.
Expected procedural fairness. Again, we operationalized this construct on the basis of extant literature
(Cohen-Charash and Spector 2001, Folger 1977, Lind
and Tyler 1988, Tax et al. 1998). A sample item reads,
“In the XYZ.com design competition, submitters participate actively in all processes.”
Expected self-interest. This control variable was measured on the basis of extant literature (Fehr and Gächter
2000, Johnson and Allen 1972); e.g., “For submitters,
the benefit offered for participating exceeds the effort
required.”
Willingness to submit. The subjects’ willingness to
submit a design was measured using a Juster scale
(Juster 1966), an 11-point probability scale. Studies have
shown that this scale consistently achieves higher correlations with actual behavior than other measures used
for this purpose (Belk 1985, Uncles and Lee 2006).
Control variables. In the questionnaire, we also
collected demographic data such as age, gender, and
crowdsourcing experience. In addition, we measured the
individuals’ self-efficacy to come up with an innovative lamp design with a scale based on Clement (1987)
and Lee and Bobko (1994). We included this variable because of the obvious managerial importance of
highly skilled contributors and successfully validated
our self-efficacy measure (r = 00481 p < 00001) with the
individual’s self-assessed trend position. The latter was
measured using a four-item scale adapted from Franke
and Shah (2003) and Morrison et al. (2000). The items
read, “Usually I identify new trends in product design
before others,” “I am always aware of the newest trends
regarding product design,” “I am a trendsetter with
regard to product design,” and “I have already designed
or further developed new products myself” (where
1 = low agreement, 5 = high agreement; Cronbach’s
alpha = 0077).
Because we had to use several adapted scales, we
pretested the measurement using exploratory and confirmatory factor analyses on a sample of 200 business students with positive results (available from the
authors upon request). After collecting the data throughout Study 1, we again conducted a confirmatory factor
analysis to verify the quality of our scales. Table 2 lists
all the constructs and items along with the results of the
confirmatory factor analysis. The numbers (fit indices,1
Cronbach’s alpha values, average variance explained
(AVE) values, critical ratios (CRs), and results of  2 difference tests) indicate that our measurement instruments
are sufficiently reliable and valid. We also checked for
a potential common method bias using Harman’s onefactor test (Podsakoff and Organ 1986). An exploratory
factor analysis using all variables from the latent constructs and the dependent variable provided a first indication that common method variance is not a problem.
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Measures (Study 1)
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Constructs and items
Expected distributive fairness
In this design competition, both participants
and XYZ.com have a fair share.
Regarding the benefits to participants and XYZ.com, there is justice.
In my eyes, the money is split fairly between the participant
with the winning design and XYZ.com.
XYZ.com does not provide a fair share of the benefits
to the participants who submit designs. (reversed)
(1 = low agreement, 5 = high agreement )
Expected procedural fairness
In the XYZ.com design competition, submitters participate
actively in all process.
I have the feeling that participants really have an impact
on the processes in XYZ.com’s design competition.
(1 = low agreement, 5 = high agreement )
Expected self-interest
For submitters, the benefit offered for participating exceeds
the effort required.
Submitting a design to XYZ.com might be a good
deal for the submitter.
Participating might be profitable for the submitter.
Participating in XYZ.com’s design competition is
not worth the effort. (reversed)
I think that participating might pay off.
(1 = low agreement, 5 = high agreement )

Factor
loadings

CR

0075

—

0082
0073

20060∗∗∗
18037∗∗∗

0038

0061

15048∗∗∗

0051

0071

—

0092

13010∗∗∗

0039

0063

17014∗∗∗

0054

0074

20091∗∗∗

0081
0076

—
21072∗∗∗

0084

24051∗∗∗

SMC



AVE

0056
0068
0053

0085

0066
0058
0070

0082

0079

0087

0054

0068

0057

 2 difference test

> 52024

> 75018

> 52024

Willingness to submit
Would you submit your design to XYZ.com?
(0 = no chance, almost no chance (1%),
10 = certain, practically certain (99%))
Crowdsourcing experience
How often have you participated in design competitions
like the one described, regardless of the product category?
(1 = never, 5 = very often)
Self-efficacy
I have all the skills needed to come up with a pleasant lamp design.
(1 = low agreement, 5 = high agreement)
Notes. n = 711. Global fit indices: CMIN = 211092, df = 41, CMIN/df = 5017, GFI = 0095, AGFI = 0092, IFI = 0095, CFI = 0095, RMSEA = 0008.
SMC, squared multiple correlation; , Cronbach’s alpha.
∗∗∗
p < 00001.

Also, no single factor emerged in the unrotated factor solution, nor did one general factor account for the
majority of the covariance among the measures.
3.1.3. Sample. To ensure external validity, our participants had to represent the target group for real
crowdsourcing competitions as closely as possible.
Exploratory interviews with crowdsourcing experts
revealed that students at design schools are among the
most important target groups. Naturally, such students
exhibit a high level of design skill on average, and
many of them search actively for opportunities to apply
and demonstrate their talent. Thus, we reasoned that
the sample would include a number of individuals who
had already participated in crowdsourcing (thus allowing
comparisons of experienced and inexperienced participants). We contacted all design schools at the bachelor’s

and master’s levels in Germany and Austria. Seventeen
of them agreed to cooperate in our study. In total, they
represent 7,640 design students, or roughly 50% of the
total number of design students in the two countries. The
institutions allowed us to send direct emails to their students (plus one reminder) or to post invitations on the
school’s central website.
Our invitation referred to an academic study regarding “design communities,” thus obscuring the real intention so that no potential self-selection bias (as in prior
studies) would arise. As an incentive to participate, we
announced that participants would take part in a raffle for prizes with a total value of E2,300. To prevent
subjects from filling out the questionnaire repeatedly,
the link could only be used once from the same computer. A total of 743 design students participated in
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our study, which implies a response rate of at least
10%. Interviews revealed that our invitation had reached
only about half of the targeted population because of
address errors, accounts over their storage limits, inactive accounts, absence, spam filters, etc. This suggests
that the true (unknown) response rate is probably higher
(see Nambisan and Baron 2010 for a related argument).
Thirty-two students were excluded because they had
opened the website for fewer than seven minutes; in the
two preliminary tests (n = 64 and n = 200), we had
found that this is the minimum time required to answer
the questionnaire. We were thus able to use the responses
of 711 subjects for our analyses: 57.5% of them were
female; on average, they were 25 years old and in their
sixth semester, which indicates the absence of a sample
bias because this largely corresponds to the characteristics of the overall population. In addition, 74.4% had
never participated in crowdsourcing initiatives before
and 25.6% reported previous experience, which allows
us to compare the two groups. Table 3 shows summary
statistics of our key measures.
A comparison of early and late respondents showed
no significant differences, thus indicating the absence
of response bias (Armstrong and Overton 1977). Tests
showed that there are also no significant differences
between the 32 treatment groups, which is an indicator
of valid randomization.

participants’ identification with and their general trust in
the company Apple; this point in time is later referred
to as t0 . We chose Apple for our study because it is
a well-known company with an unusually strong brand
(according to Interbrand 2011, Apple ranks among the
10 most valuable brands worldwide). After measuring
organizational identification with the company, we introduced the crowdsourcing system to participants on a new
page. We informed them that Apple planned to launch
a new game console named “iGamZ” and was holding
a crowdsourcing competition to generate appealing and
innovative designs for the console. The design task was
to develop a graphic design for the 20 ×20 cm surface of
the box, which could be done using any graphic design
software. We chose this task because it was easy for
most people to perform and would therefore hardly discourage sample members as a result of a lack of skills.
In addition, video game consoles are a product category
ensuring a high degree of product involvement among
individuals within the sample. The terms and conditions
of the crowdsourcing system were realistic, albeit not
overly attractive: each week, up to 10 designs would be
selected by Apple and awarded a fixed prize of E200,
the identity of the designer would not be printed on the
box, and the IP rights to the design would be owned
by Apple. Subjects were then led to the main questionnaire. After they completed the main questionnaire (i.e.,
at t1 5, we again asked participants to indicate their level
of organizational identification with Apple to determine
whether it was affected by exposure to the terms and
conditions of the crowdsourcing system. Eventually, we
explained that the scenario was entirely fictitious.

3.2. Study 2
As in Study 1, we exposed participants to an online
simulation describing the terms and conditions of a
crowdsourcing tournament and then measured their perceptual reactions. In contrast to the previous study, however, we explained that the crowdsourcing competition
was organized by a well-known company with a strong
brand (namely, Apple Inc.), and we also included measures of organizational identification with the organizing
company both before and after exposing subjects to the
description of the crowdsourcing competition (stimulus).

3.2.2. Measurement. To measure the variables of
interest, we partly drew on the scales already used in
Study 1. We adapted and complemented them with new
scales based on the literature. A list of all items as
well as reliability and validity measures is provided in
Table 4. Again, the results of the confirmatory factor
analysis are satisfying, and Harman’s one-factor test did
not indicate a common method bias.
Organizational identification (at t0 and t1 ). We used
a scale developed by Bergami and Bagozzi (2000).

3.2.1. Procedure and Stimulus. The study was conducted in the following sequence: First, we measured
Table 3

Summary Statistics (Study 1)

Variables

Means

SD

1.
2.
3.
4.
5.
6.
7.
8.
9.

2023
2029
3013
5088
25060%
3079
6003
24082
57070%

0089
—
1014
0045∗∗∗
—
0095
0063∗∗∗
0037∗∗∗
2079
0038∗∗∗
0028∗∗∗
0044 −0001
0001
1026
0001
−0003
4016 −0009∗
−0017∗∗∗
4048 −0009∗
−0015∗∗∗
0049
0000
0002

Expected distributive fairness
Expected procedural fairness
Expected self-interest
Willingness to submit
Crowdsourcing experience (yes)
Self-efficacy
Length of study (semesters)
Age (years)
Gender (female)

Note. n = 711.
∗
p < 0005; ∗∗ p < 0001;

∗∗∗

1

2

p < 00001 (two-tailed tests of significance).

3

4

5

6

7

8

—
0048∗∗∗
—
−0004
0004
—
−0002
0001
0003
—
−0014∗∗∗ −0007
0011∗∗
0009∗
—
−0022∗∗∗ −0015∗∗∗
0005
0009∗
0039∗∗∗
—
0005
0002
−0014∗∗∗ −0018∗∗∗ −0007
−0013∗∗∗

9

—
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Measures (Study 2)
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Constructs and items
Expected distributive fairness
Regarding the benefits to participants
and Apple, there is justice.
In my eyes, the money is split fairly between the
participants with the winning design and Apple.
Apple does not provide a fair share of the benefits
to the participants who submit designs. (reversed)
(1 = low agreement, 5 = high agreement )
Expected procedural fairness
In the Apple design competition, submitters
participate actively in all processes.
I have the feeling that participants really have an
impact on the processes in Apple’s
design competition.
(1 = low agreement, 5 = high agreement )
Expected self-interest
For submitters, the benefit offered for
participating exceeds the effort required.
Participating in Apple’s design competition
is not worth the effort. (reversed)
(1 = low agreement, 5 = high agreement )

SMC



AVE

Factor loadings

CR

0.80

7.74∗∗∗

0.81

7.78∗∗∗

0.36

0.60

—

0.78

0.88

—

0.84

8.13∗∗∗

0.63

7.26∗∗∗

0.64
0.66

0.71

0.77

0.85

0.55

0.75

0.40

 2 difference test

>5.63

> 7.38

0.73

0.70

0.57

0.85

—

> 5.63

—

0.91

—

—

—

—

Identification with the company
Specify the degree of overlap between
your own personal identity (self-image)
and the company’s identity by
marking the appropriate box.
(1 = no overlap, 8 = complete overlap)
Trust
I trust this brand.
This is an honest brand.
This brand is safe.
(1 = low agreement, 5 = high agreement)
Willingness to submit
Would you submit your “iGamZ” design to Apple?
(0 = no chance, almost no chance (1%).
10 = certain, practically certain (99%))
Self-efficacy
I have all the skills needed to come up with a
pleasant design for the “iGamZ.”
(1 = low agreement, 5 = high agreement)
Interest in crowdsourcing
Are you interested in such crowdsourcing
competitions and would you like to
receive a list of URLs to such
competitions we have collected?
(1 = no, 2 = yes)
Notes. n = 182. Global fit indices: CMIN = 25.53, df = 11, CMIN/df = 2.32, GFI = 0.96, AGFI = 0.90, IFI = 0.97, CFI = 0.97, RMSEA = 0.09.
SMC, squared multiple correlations; , Cronbach’s alpha.
∗∗∗
p < 00001.

It consists of a series of Venn diagrams indicating various degrees of overlap between the respondents and
the focal entity. Subjects were asked to indicate the
level that most appropriately reflected their relationship to Apple (for a similar use, see Nambisan and
Baron 2010). To construct-validate organizational identification, we measured the subjects’ level of brand
trust in the company. Brand trust is usually highly correlated with organizational identification (Bhattacharya

and Sen 2003; Lewicki and Bunker 1995, 1996) because
a firm’s brands usually affect the corporate image, and
vice versa. We measured brand trust using an adapted
version of a scale suggested by Chaudhuri and Holbrook
(2001). A sample item reads, “I trust this brand.”
Because organizational identification at t0 is significantly related to trust in Apple at t0 (r = 00591 p <
00001) and at t1 (r = 00621 p < 00001), we assume valid
measurement.
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Expected distributive fairness. Distributive fairness
was measured as in Study 1; we only shortened the scale
by one item to save space. Note that the patterns reported
above for Study 1 are not affected if we use this reduced
scale in the analyses.
Expected procedural fairness. We employed the same
scale as in Study 1.
Expected self-interest. To save space, we used a shortened version of the scale employed in Study 1. The new
scale consisted of two instead of five items (see Table 4).
The results of our confirmatory factor analysis show that
the shortened scale exhibits a satisfying level of validity
and reliability. Again, the patterns visible in Study 1 hold
true if we use the (new) two-item version for analyses.
Willingness to submit. As in Study 1, we used a
scenario-based approach to measure the respondents’
willingness to submit a design to Apple. We instructed
subjects to imagine the situation that they had a good
idea for an “iGamZ” design and asked them to indicate
whether they would participate in Apple’s design competition and submit a design. The subjects’ willingness
to submit a design was measured using the same Juster
scale (Juster 1966) as in Study 1.
Control variables. We measured the participants’ age,
gender, and self-efficacy to design such a console as in
Study 1. In addition, we controlled for the participants’
general interest in crowdsourcing competitions, which
might affect an individual’s willingness to participate in
such an activity (see Table 4).

used this subcategory of young and well-educated individuals with a strong attachment to the Internet for the
sake of external validity (Füller 2010). Once again, to
avoid self-selection bias, we obscured the real intention
of our study. We sent invitations to participate to 449
persons. As an incentive to participate, we offered monetary compensation of E3.40 and the opportunity to take
part in a raffle for 25 Amazon.com vouchers (each with
a value of E20).
We received 182 valid and fully completed data sets,
which makes for a satisfactory net response rate of
40.5%. We excluded questionnaires with an unrealistically short response time as well as the few individuals
with prior crowdsourcing experience, and again a comparison of early and late respondents showed no significant differences. The high response rate and the absence
of an (overt) response bias indicate sound representativeness, thus overcoming the sample limitations of Study 1.
As for demographic characteristics, 56.0% of the participants were female, and on average, they were 25 years
old. Table 5 shows summary statistics.

4.

4.1. Antecedents of Fairness
Turning first to the transaction-specific antecedents of
fairness, we find that our hypotheses are supported by
the data (Models 1 and 4 in Table 6). It turned out that
expected distributive fairness is lower if the value distribution announced in the terms and conditions favors
the organizing firm. Higher monetary profits for the firm
(Hypothesis 1a), no support of the originator’s reputation (Hypothesis 1b), and claiming unlimited IP ownership (Hypothesis 1c) arouse feelings of unfairness

3.2.3. Sample. We used a nationally representative
sample (provided by the leading national online panel)
of frequent Internet users (i.e., those who use the Internet daily) between 18 and 30 years of age with an education level of a high school diploma or higher. We
Table 5

Findings

Summary Statistics (Study 2)

Variables

Mean

SD

1

1. Trust in the
3050 1001
—
company at t0
2. Trust in the
3025 1005 0076∗∗∗
company at t1
3. Identification with
3084 1083 0059∗∗∗
the company at t0
4. Identification with
3057 1080 0054∗∗∗
the company at t1
5. Expected distributive
1094 0093 0017∗
fairness
6. Expected procedural
2011 1012 0011
fairness
7. Expected self-interest 2032 1011 0014
8. Willingness to submit
4067 3003 0021∗∗
9. Self-efficacy
3016 1028 0007
10. Interest in
18070% 0039 0009
crowdsourcing (yes)
11. Age (years)
24086 2082 0005
12. Gender (female)
56000% 0050 0021∗∗
Note. n = 182.
∗
p < 0005; ∗∗ p < 0001;

∗∗∗

2

3

4

5

6

7

8

9

10

—
0006
0013

—
−0013

—

11

12

—
0053∗∗∗

—

0062∗∗∗

0092∗∗∗

0046∗∗∗

0014

0028∗∗∗

—

0028∗∗∗

0012

0020∗∗

0040∗∗∗

—

0035∗∗∗ 0009
0029∗∗∗ 0016∗
0001
−0004
0002
0012

0019∗
0020∗∗
−0004
0011

0005
0006

0003
−0003

−0001
0001

p < 00001 (two-tailed tests of significance).

—

0061∗∗∗ 0042∗∗∗
—
0036∗∗∗ 0026∗∗∗ 0038∗∗∗
0003
0014
0007
0001
−0013
−0006
−0005
0001

−0004
0000

−0005
0007

−0019∗ −0012 −0003
—
0019∗
0001 0000 −0010 —
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Transaction-Specific Antecedents of Fairness
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DV = Expected distributive fairness

Independent variables
Value distribution with regard
to monetary profits (H1a)
Value distribution with
regard to reputation (H1b)
Value distribution with
regard to IP ownership (H1c)
Transparency of the contribution
selection (H2)
Control variables
Mode of profit sharing
Length of study
Age
Gender
Adj. R2
n

Model 1:
Total
sample

Model 2:
No crowds.
experience

0006†

0008∗

0005†

0008∗

0015∗∗∗

0015∗∗∗

0003

0003

0005
−0007†
−0005
−0001
0003∗∗∗
711

0005
−0009†
−0004
0001
0004∗∗
529

DV = Expected procedural fairness

Model 3:
Prior crowds.
experience

Model 4:
Total
sample

Model 5:
No crowds.
experience

Model 6:
Prior crowds.
experience

−0002

0003

0006†

−0005

0000

−0001

0001

0017∗

0002

0002

0002

0003

0033∗∗∗

0037∗∗∗

0022∗∗

0001
−0003
−0008
−0006
0000
182

0001
−0015∗∗∗
−0007†
0000
0014∗∗∗
711

−0002
−0012∗∗
−0007
0004
0016∗∗∗
529

0007
−0021∗∗
−0007
−0009
0008∗∗
182

−0005

Notes. Standardized coefficients are shown. DV, dependent variable; H, hypothesis.
†
p < 001; ∗ p < 0005; ∗∗ p < 0001; ∗∗∗ p < 00001 (one-sided for hypotheses tests).

among participants. Only the support for Hypothesis 1c
is highly significant; the other effects receive only weak
support. One reason for this might be that the data were
obtained using a between-subject design, which usually
limits effect sizes (Greenwald 1976). In addition, it is
also important to bear in mind that the descriptions of
terms and conditions involved five dimensions, meaning that isolated differences within a single dimension
are restricted. Hypothesis 2 is also supported (Model 4):
when the selection process is transparent, this has positive effects on expected procedural fairness.
In Models 2 and 3 (distributive fairness) and Models 5
and 6 (procedural fairness), we divided the sample into
two subsamples: those who have no prior crowdsourcing
experience (74.4%) and those who do have such experience (Table 6). The differences are interesting: among
those who have not yet participated in crowdsourcing,
all our hypotheses receive far stronger support. In contrast, it appears that those who have prior crowdsourcing experience are less affected by the organizational
antecedents; only IP ownership (Hypothesis 1c) and
transparency (Hypothesis 2) are significant antecedents
of fairness perceptions. Different interpretations are possible. Theoretically, it might be that experienced participants based their fairness judgments not only on
the description we gave them but also on their own
(past) experience. However, we argue that fairness issues
are simply less important to them than self-interest.
Their evaluations of the crowdsourcing systems thus
contain a larger error term (noise), and consequently,
patterns are weaker. This interpretation is supported
by tests of consequences of fairness (see §4.2). When
we tested whether fairness was also impacted by the

antecedents within the subgroup of potential contributors who display particularly high levels of design selfefficacy (defined as the top 10%), we found that patterns
in this small subgroup are relatively similar to those of
the total sample, although the small sample size precludes similar significance levels.
Turning to the general antecedents, we find that participants’ initial identification with the crowdsourcing
organizer positively affects their expectations of the
crowdsourcing system’s distributive (Hypothesis 3a; see
Model 1 in Table 7) and procedural (Hypothesis 3b;
Model 2 in the table) fairness with the terms and conditions held constant: the higher the initial level of
Table 7

General Antecedents of Fairness

Independent variable
Identification with the
company at t0
Control variables
Self-efficacy
Interest in
crowdsourcing
Age
Gender
Adj. R2

Model 1:
DV = Expected
distributive
fairness

Model 2:
DV = Expected
procedural
fairness

0014∗ (H3a)

0014∗ (H3b)

0003
0000
−0005
0001
0000n0s0

0013†
−0013†
−0001
0000
0003†

Notes. n = 182. Standardized coefficients are shown. DV, dependent variable; H, hypothesis.
†
p < 001; ∗ p < 0005; ∗∗ p < 0001; ∗∗∗ p < 00001 (one-sided for
hypotheses tests).
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organizational identification with the company, the more
fair the individual perceives the crowdsourcing system
as presented in its terms and conditions.
4.2. Consequences of Fairness
Before turning to the main results, we note that
both dimensions of fairness are significantly correlated
(r = 0045 in Study 1 and r = 0040 in Study 2, both
p < 00001), which is a common finding in the literature
on organizational fairness (see, e.g., the meta-analysis
by Cohen-Charash and Spector 2001). Tests show that
this caused no collinearity problems in our hypothesis
tests. Ordinary least squares analyses yield support for
Hypotheses 4a and 4b (Table 8): expectations regarding
both distributive fairness and procedural fairness impact
the likelihood of submitting a design to the crowdsourcing system—beyond expected self-interest (Models 1
and 4 in Table 8). This pattern holds for both populations
studied (design students and the nationally representative sample). The impact of self-interest is consistently
stronger than that of fairness. It is still clear that individuals do not base their decision to participate in crowdsourcing solely on self-interest expectations; they also
consider the fairness (or unfairness) of the system. In
Models 2 and 3, we again divided the sample into individuals with and without prior crowdsourcing experience, and once again the differences are striking: for
those who have not yet participated in crowdsourcing,
the importance of fairness is clearly higher. In contrast, it
appears that those who have prior crowdsourcing experience do not care about fairness at all. Their decision
to participate rests solely on the personal benefits they
expect to obtain from the system. In §5, we offer an
interpretation of this remarkable finding.
Table 8

From a managerial perspective, qualifications matter
more than experience. Firms employing crowdsourcing
business models do not seek the “average” contributions
likely to come from most contributors. Instead, they will
be interested in the few ideas that have true commercial appeal. We therefore tested the extent to which the
patterns found hold within the group with high design
self-efficacy (defined as the top 10%). For the population of the design students, we find that fairness perceptions play an even stronger role in this group than
among average individuals. Among the best potential
contributors, distributive fairness is particularly important (b = 00231 p < 0005), even more so than self-interest
(b = 00191 p < 001). The same is true of procedural fairness (b = 00221 p < 001). These patterns hold true for the
representative sample as well, although the small sample
size prevents clear significance levels. The willingness
to submit a design in a crowdsourcing competition is
rather affected by expectations of distributive fairness
(b = 0022, n.s.) and procedural fairness (b = 00351 p <
001; one-sided test for significance) than by expected
self-interest (b = 0019, n.s.) among the top 10% potential
submitters (based on their self-explicated self-efficacy).
Regarding Hypothesis 5, our findings are mixed.
Although expected distributive fairness (Hypothesis 5a)
impacts the potential contributors’ ex post identification with the company quite strongly (b = 00131
p < 00001), expected procedural fairness (Hypothesis
5b) does not seem to have any effect (b = 0003, n.s.).
We conclude that the fairness of outcome distributions
is much more important in determining organizational
identification than fairness of procedures as such. It is
interesting that ex post organizational identification is
not influenced by self-interest at all.

Consequences of Fairness
Study 1

Study 2

DV = Willingness to submit
Model 1:
Total
sample
Independent variables
Expected distributive
fairness
Expected procedural fairness
Expected self-interest
Identification with the
company at t0
Control variables
Length of study
Self-efficacy
Interest in crowdsourcing
Age
Gender
Adj. R2
n

0010∗

Model 2:
No crowds.
experience

Model 3:
Prior crowds.
experience

(H4a)

0012∗∗ (H4a)

0002

0010∗∗ (H4b)
0038∗∗∗
—

0010∗∗ (H4b)
0038∗∗∗
—

0006 (H4b)
0039∗∗∗
—

0003
0002
—
−0006
0000
0025∗∗∗
711

0001
0002
—
−0009∗
0003
0028∗∗∗
529

0007
0000
—
0003
−0006
0015∗∗∗
182

Note. Standardized coefficients are shown.
†
p < 001; ∗ p < 0005; ∗∗ p < 0001; ∗∗∗ p < 00001 (one-sided for hypotheses tests).

(H4a)

DV = Willingness
to submit

DV = Identification with
the company at t1

Model 4

Model 5

0015∗

(H4a)

0013∗∗∗ (H5a)

0011† (H4b)
0023∗∗
0009

0003 (H5b)
0003
0089∗∗∗

—
0003
0016∗
−0015∗
0015∗
0023∗∗∗
182

—
−0001
0000
0004
−0004
0086∗∗∗
182
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5.1.

Discussion

Contribution to Research on Open and
User Innovation
Until today, literature on open and user innovation has
suggested that individuals from outside an organization
would be willing to support corporate innovation processes as long as they derive a net benefit from these
activities (Baldwin and von Hippel 2011, von Hippel and
von Krogh 2003). Our findings suggest that this perspective needs to be complemented. External contributors to
firm innovation are not exclusively driven by the private
net utility they derive; they are also driven by fairness
considerations. Expectations of distributive and procedural fairness are impacted by the terms and conditions
underlying the crowdsourcing system as well as the individuals’ ex ante identification with the firm. In turn, fairness expectations have clear consequences because they
inform the propensity of potential contributors to actually participate (even if we account for self-interest) and
also affect ex post levels of identification with the firm—
regardless of actual participation and in a much stronger
way than self-interest. Thus, we suggest incorporating
the component of fairness expectations into the “privatecollective” innovation model as part of the individuals’
motivation to contribute to firm innovation. Some immediate questions result from this.
What are the boundary conditions for the significance
of fairness expectations in the context of participation
in firm innovation? Our study is situated in a specific
context, and thus several contextual factors could be necessary conditions for such effects. One such factor is
the value at stake. In general, research has found that if
individuals perceive their inputs as valuable, then fairness is more an issue than if contributions are petty
(Brockner et al. 1998, Elkins et al. 2003). We have some
evidence supporting these considerations. In our study,
we have found that among individuals with high design
self-efficacy, fairness plays a clearly enhanced role. It
appears plausible that these more skilled individuals
attribute increased value to their designs. The visibility
of the value generated might also matter. In the context
of our study, each contribution has one clear originator.
It is not possible to “overlook” the significance of one’s
own contribution, as might be the case in some collective
efforts (Füller 2006, 2010). Moreover, the benefit for the
firm in our studies is very explicit—namely, money. This
concreteness might also impact the importance of fairness (Greenberg and Colquitt 2005). “Value” can also
refer to subjective psychological value. Each contributor
has to put considerable effort into this task. Research on
psychological ownership maintains that such investments
of one’s “self” into an object might lead to increased
feelings of ownership, to an enhanced subjective value
attribution, and, subsequently, to more sensitivity to violations of fairness (Belk 1988, Franke et al. 2010, Pierce
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et al. 2003, Reb and Connolly 2007). In sum, we conclude from these considerations that fairness might play
a role in specific forms of user integration into firm innovation. It might, for example, matter more when individuals directly contribute valuable creative output the
firm attempts to sell, as in crowdsourcing activities similar to the Threadless case mentioned in the Introduction
or in lead user projects where the value of user input
might be enormous (Lilien et al. 2002). By contrast,
it might matter less when users contribute to the firm
in activities such as idea evaluation, prototype testing
and commenting, problem reporting, user-to-user assistance, writing customer reviews, giving recommendations, etc. (Nambisan 2002, 2009; Nambisan and Baron
2009, 2010). In these settings, the individual contribution is less valuable, more indirect, or difficult to assess
in its value.
Why has literature on open and user innovation not
addressed the aspect of fairness expectations until now?
If fairness considerations actually play such an important role in the individual’s decision to participate, at
least in specific forms of user integration into firm innovation, then why has this construct not been included
in the numerous analyses of the motives of crowdsourcing contributors (Brabham 2010; Ebner et al. 2009;
Füller 2006, 2010; Füller et al. 2006, 2008, 2009, 2010;
Hall and Graham 2004; Jeppesen and Frederiksen 2006;
Leimeister et al. 2009; Nambisan and Baron 2009, 2010;
Shah 2006; Wu and Sukoco 2010) and in similar analyses of contributors to lead user studies (Lilien et al.
2002, Lüthje and Herstatt 2004, Urban and von Hippel
1988)? There is an important methodological difference
between our studies and extant research. We sampled
potential (instead of actual) contributors and are thus
able to compare users who had positively decided to
contribute to firm innovation prior to our research with
those who had not done so. Our finding that fairness is
important only to the latter group suggests that extant
studies may suffer from sample selection bias (Heckman
1979). To our knowledge, all prior studies of participation motives are based on samples of crowdsourcing or
brand community members or participants in lead user
studies—in other words, users who had already decided
to participate in firm innovation. If only those individuals
participate for whom fairness is not a major issue, it is no
wonder that the construct of fairness has hardly caught
the attention of scholars in this field so far: it was simply
not visible among the self-selected samples of contributors. As Mayrhofer (2006, p. 52) put it, “By including
only users who have contributed in the past, one cannot know whether there are users who decided not to
contribute due to their perception of fairness.” It may
therefore be the case that crowdsourcing attracts only
a minority of individuals, whereas the majority indeed
cares about fairness. If this is true, the significance of
fairness for potential participants in firm innovation is

Franke, Keinz, and Klausberger: “Does This Sound Like a Fair Deal?”

1510

not an exception, but the rule—thus justifying inclusion
in the private-collective innovation model.
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5.2.

Contribution to Theories on
Organizational Fairness
Our study also contributes to the emerging literature on
fairness expectations (Bell et al. 2004, 2006; Derous
et al. 2004; Rodell and Colquitt 2009). This new line of
research is quite important because there is a remarkable trend toward greater organizational dynamics, both
within the firm and with regard to its external network
(e.g., Jarvenpaa and Ives 1994, Tsoukas and Chia 2002),
which means that individuals are forced to form expectations regarding future events even when they lack experience. Shapiro and Kirkman (2001) propose that these
individuals’ expectations also relate to fairness issues,
and a few studies provide initial evidence for this assertion (Bell et al. 2006, Rodell and Colquitt 2009, Shapiro
and Kirkman 1999). Thus, our first contribution is that
we add robustness to extant findings by successfully
replicating these initial studies in a different context.
Beyond this, the results deliver answers to some open
research questions.
What factors inform an individual’s fairness expectations? Bell et al. (2006) and Rodell and Colquitt (2009)
urgently called for more research on the antecedents of
expected fairness. To our knowledge, only Rodell and
Colquitt (2009) have investigated what prompts an individual to form an ex ante belief that a future event will
be fair (or not). They limit themselves to one independent variable—the general perception of fairness individuals attribute to their supervisor based on past experience. This overarching, relationship-oriented judgment
appears to be a significant predictor. Drawing on such a
non-transaction-specific construct when forming fairness
expectations seems reasonable. The “fairness heuristic”
suggests that a fairness judgment is made quickly and
without much cognitive effort (Lind 2001, Van den Bos
and Lind 2002). We find a similar effect in the field of
crowdsourcing; in our study, the non-transaction-specific
antecedent of ex ante identification with the company
organizing the crowdsourcing system informs the individuals’ fairness expectations regarding this system. We
complement extant research on fairness expectations
with the finding that transaction-specific antecedents in
the form of mere announcements (i.e., not real experiences), such as the terms and conditions of the event in
question, also influence the individuals’ fairness expectations. This is important because it suggests that the
individuals do not fully rely on the fairness heuristic
but undergo a cognitive process in which the rules that
describe the transaction at question are thoroughly pondered and evaluated—even if they are not linked to any
concrete experience.
How do expectations regarding distributive and procedural fairness relate to each other, and what are their
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consequences? We find that expectations of distributive
fairness have stronger consequences than expectations of
procedural fairness do. The difference is only marginal
in the dependent variable of the potential participants’
willingness to contribute but quite clear in the individuals’ future identification with the firm, where only distributive fairness has a (strong) influence. We suggest
that the dominance of distributive fairness expectations
may be understood in the light of the “concreteness
effect” (Mackenzie 1986, Nisbett and Ross 1980). Concreteness, which can be defined as the degree of detail
and specificity about objects, actions, outcomes, and the
situational context, is one of the primary characteristics of information that determines the extent to which
a message attracts and holds attention (Mackenzie 1986,
Nisbett and Ross 1980). In our study, information about
the distribution of profits between the parties involved is
much more concrete than information about the process
leading to this distribution. Consequently, potential contributors will focus their attention on distributive rather
than procedural fairness, thus increasing the relevance
of the former fairness dimension when firms invite users
to participate. However, we are not sure how far this
pattern can be generalized because it is obviously dependent on the concreteness of the information on which
individuals base their fairness expectations. In a situation
where the outcome and its distribution are ambiguous
and the process is described precisely, it may be that
the pattern reverses, and procedural fairness expectations
dominate over distributive fairness expectations. Further
research should continue to investigate the suggested
role of information concreteness and other factors that
might influence the relative importance of expectations
regarding the two fairness dimensions. It remains an
open question why expectations of procedural fairness
have no influence at all on identification with the firm
in our study. We argue that the concreteness effect will
be further amplified when the individuals are directly
affected by the process. This means that when they consider their own participation in the firm innovation system, individuals will be alerted even by weak signals
and consider even relatively vague and unclear indicators of potential unfairness. On the other hand, when
their general relationship to the firm is concerned, they
will base their affective reactions on concrete rather than
on abstract information. Again, it appears that more
research is necessary to empirically substantiate this
interpretation and determine boundary conditions and
generalizability.
5.3.

Implications for Managers Considering the
Integration of External Individuals into
Firm Innovation
Many managers acknowledge that there is much creativity outside their company and strive to develop
methods and tools to make commercial use of that
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potential. In various applications, the crowdsourcing
business model portrayed in this article has proven
successful as a way to systematically integrate individuals external to the firm into corporate innovation activities. But there is also quite a number of less celebrated
crowdsourcing failures, implying that we do not yet fully
understand how this new organizational form works. Our
research suggests that managers planning to apply a
crowdsourcing business system should focus not only on
the users’ self-interest but also on fairness. Perceptions
of unfairness not only might prevent them from contributing but also might reduce the individuals’ general
level of identification with the firm.
So how can firms create expectations of fairness?
In our experiment we measured the effects of concrete
operationalizations of important dimensions of crowdsourcing systems. This allows some clear suggestions
although it is important to bear in mind the specific context of our study (design students considering participation in a design-related crowdsourcing competition).
We found that the transfer of IP rights had the greatest
impact on the fairness perceptions. Thus, it may be an
option for firms to consider demanding only a temporary transfer of IP rights. Of course, this implies that
it is possible to sell the products only during that limited period of time, meaning that the opportunity costs
due to the possibility of losing IP for a long seller have
to be weighed against the gain of increased user participation. Second, we find that “sharing” reputational
gains was perceived as fair by potential contributors.
Again, the benefits and losses of giving public credit
to user-designers have to be weighed. However, recent
research suggests that publicly acknowledging users as
originators of product ideas might even increase perceived customer orientation among customers who do
not engage in ideation communities (Fuchs and Schreier
2011), thus questioning the zero-sum assumption that
reputation benefits either the firm or the individual.
Third, our findings suggest that firms should “avoid the
impression that a successful company is ripping-off consumers” (Füller 2010, p. 116). This means, for example, that firms should communicate their profits from
crowdsourcing with care because users tend to use this
information to determine whether they get a fair share
(see Wade et al. 2006 for an analogous example related
to chief executive officer overpayment). Firms should
instead make it clear that they are “paying back” the
community and its individual members in an equitable
manner (see Parmentier and Mangematin 2011 for examples). Finally, the commitment to a transparent selection process increases perceptions of fairness in our
study. This can be achieved by including members of
the community in the selection process, which has rarely
been the case to date (Bullinger et al. 2010) and which
might also be an effective way to deal with the problem that users often submit large numbers of ideas in
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crowdsourcing systems (Ozer 2009, Toubia and Florès
2007). For example, Euchner (2010) mentioned a crowdsourcing system to which 20,000 ideas were submitted—
quite a large workload for a small number of internal
evaluators. At the same time, it reduces the firm’s control over the outcome and involves the risk of forewarning competitors. This again suggests that more favorable fairness perceptions among participants come at a
cost. Our finding that prior identification with the organizer impacts fairness perceptions suggests a final way
to improve fairness perceptions among potential contributors: firms should work to enhance the crowd’s level
of identification with the company (see also Nambisan
and Baron 2010). It is interesting that some crowdsourcing organizers seem to have understood this need intuitively. Many run their competitions among communities
of brand enthusiasts (Füller et al. 2008; Jeppesen and
Frederiksen 2006; Nambisan 2002; Nambisan and Baron
2009, 2010; Wu and Sukoco 2010), who we found to
be less critical than nonenthusiasts with regard to fairness issues. Other companies, especially smaller firms
or start-ups that do not yet have a strong brand to build
on, work intensively to cultivate stable, value-based relationships with their contributors. In their online communities, they strongly emphasize values such as fun,
collaboration, joint interests, and a sense of belonging
(Füller et al. 2008)—a behavior that appears to improve
fairness perceptions among potential contributors to firm
innovation. Or, as one of the few participants who were
skeptical about the fairness of Threadless put it in a nutshell, “Josh, it is absolutely about community; except
when it comes to spreading the wealth” (Tee 2006).
5.4. Limitations
Our study suffers from a number of limitations that may
constitute further opportunities for future research. First,
we only employed scenarios describing the terms and
conditions of crowdsourcing systems. We did our best
to make them realistic, but they are only simulations,
and we observed only stated intentions as opposed to
real behavior (although we did successfully validate the
willingness to contribute with a behavioral variable in
Study 2). This naturally limits the external validity of our
research. It might also be responsible for the relatively
low level of variance explained in our models. If behavior is fictitious and has no real consequences, some study
participants might answer perfunctorily, which creates
noise and reduces R2 (e.g., Ajzen et al. 2004). Second, as in any experiment, the choice of specific stimuli can be debated, such as our operationalization of
the value distribution of monetary profits, which could
also be achieved with a ratio measure in the narrow
sense. In addition, there are, of course, other factors that
might shape fairness perceptions among potential contributors. One example is the arbitrariness and inconsistency of processes, which should influence perceptions
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of procedural justice and could be operationalized in
future studies as a discussion by users in a forum complaining that the firm showed such behavior. Third, and
on a related note, our scenarios did not include interactions between community members. We modeled the
individuals’ perceptions as a function of the terms and
conditions of the crowdsourcing system and their ex
ante identification with the firm alone. In many crowdsourcing communities, users interact heavily with each
other (discussing designs, giving feedback, exchanging
ideas, etc.), and past discussions can also be accessed
prior to initially joining the community. These interactions might lead to strong and community-specific
norms (see Muñiz and Schau 2005 for a fascinating
example), which, in turn, might also affect perceptions
and expectations among new members. Future research
should also account for this factor. Fourth, we focused
on the two main dimensions of fairness (distributive
and procedural fairness). Fairness literature sometimes
suggests a third dimension—namely, interactional fairness. It refers to the interpersonal side of organizational
practices, that is, the way in which the organization
behaves toward its members (Cohen-Charash and Spector 2001). We refrained from including this dimension
in our simulation because we suspected it might be
overly speculative for our subjects during their initial
decision to participate. Fifth, we do not know whether
the direction of causality we assumed in our discussion of why the literature on open and user innovation
has not addressed the aspect of fairness expectations so
far is justified. We argued that the importance an individual attaches to fairness considerations impacts the
likelihood of participation (low fairness importance →
increased participation likelihood). Because of the crosssectional nature of our data, we cannot rule out the
alternative interpretation that it is, in fact, vice versa:
Concrete experience with firm innovation might somehow “disillusion” people and make them focus more
heavily on their own interests (Dean et al. 1998, Simons
2002), meaning that the causal direction would instead
be active participation → reduced importance of fairness. We also cannot rule out the alternative explanation
that both experience (previously refraining from participation) and fairness expectations are in fact influenced
by a third variable, resulting in a spurious correlation
(third variable → high fairness importance + low participation likelihood). One such variable could be the personality trait of negative affectiveness. Individuals who
exhibit high levels of negative affectiveness have a pervasive disposition to experience high levels of distressing
emotions such as anger, hostility, fear, or anxiety to a
given stimulus (Watson and Clark 1984). Such individuals have a tendency to refrain from situations of competitiveness (Aquino and Bradfield 2002); thus, it is likely
that they would rather not participate in crowdsourcing
competitions. It is also likely that they are particularly
sensitive to issues of (un)fairness (Skarlicki et al. 1999).
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If this were a typical case, our interpretation that expectations of unfairness are causal to participation in crowdsourcing would be wrong: the root cause would be the
personality of the potential participant. There are probably more such variables that potentially confound our
interpretation. Longitudinal studies would allow us to
shed more light on this issue. One approach would be
to investigate fairness perceptions and their affective,
cognitive, and behavioral consequences among potential
contributors prior to, during, and after active participation in firm innovation, ideally in a controlled experimental setting. It would be intriguing to examine the
extent to which concrete experiences change individual perceptions and the relative importance of fairness
and self-interest. It may well be that individuals undergo
“life cycles” with different stages of fairness perceptions and subjective importance, thus requiring different
organizational responses. Finally, we have used different reference firms in our two studies. We did so for
good reasons because the fictitious company XYZ.com
allowed us to study fairness independently of organizational identification and because using the well-known
company Apple allowed us to study the relationship
between identification and fairness. We did not replicate
Study 1 entirely; thus, we do not know the extent to
which transaction-specific fairness antecedents are moderated by ex ante identification or whether there are
interaction effects. We must also keep in mind that we
used a single, actual company (Apple) in our research
and that any generalizations to other companies must be
made with due caution. These limitations suggest that
there are plenty of additional research opportunities in
the field of (potential) participants’ fairness perceptions
when firms invite them to join their innovation systems.
We hope that our findings inspire other scholars to study
this important phenomenon.
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Endnotes
1

Indices include chi-square value (CMIN), goodness-offit index (GFI), adjusted goodness-of-fit index (AGFI),
incremental fit index (IFI), comparative fit index (CFI), and
root mean square error of approximation (RMSEA).

References
Adams JS (1965) Inequity in social exchange. Adv. Experiment. Soc.
Psych. 2:267–299.

Franke, Keinz, and Klausberger: “Does This Sound Like a Fair Deal?”
Organization Science 24(5), pp. 1495–1516, © 2013 INFORMS

Afuah A, Tucci CL (2012) Crowdsourcing as a solution to distant
search. Acad. Management Rev. 37(3):355–375.
Ågerfalk PJ, Fitzgerald B (2008) Outsourcing to an unknown workforce: Exploring opensourcing as a global sourcing strategy. MIS
Quart. 32(2):385–409.

INFORMS holds copyright to this article and distributed this copy as a courtesy to the author(s).
Additional information, including rights and permission policies, is available at http://journals.informs.org/.

Ahearne M, Bhattacharya CB, Gruen T (2005) Antecedents and consequences of customer-company identification: Expanding the
role of relationship marketing. J. Appl. Psych. 90(3):574–585.
Ajzen I, Brown TC, Carvajal F (2004) Explaining the discrepancy between intentions and actions: The case of hypothetical bias in contingent valuation. Personality Soc. Psych. Bull.
30(9):1108–1121.
Ambrose ML, Arnaud A (2005) Are procedural justice and distributive justice conceptually distinct? Greenberg J, Colquitt JA, eds.
Handbook of Organizational Justice (Psychology Press, New
York), 59–84.

1513
Brockner J, Heuer L, Siegel PA, Wiesenfeld B, Martin C, Grover S,
Reed T, Bjorgvinsson S (1998) The moderating effect of selfesteem in reaction to voice: Converging evidence from five studies. J. Personality Soc. Psych. 75(2):394–407.
Brusoni S, Prencipe A, Pavitt K (2001) Knowledge specialization,
organizational coupling, and the boundaries of the firm: Why
do firms know more than they make? Admin. Sci. Quart.
46(4):597–621.
Bullinger AC, Neyer A-K, Rass M, Moeslein K (2010) Communitybased innovation contests: Where competition meets cooperation. Creativity Innovation Management 19(3):290–303.
Chatterji AK, Fabrizio K (2012) How do product users influence corporate invention? Organ. Sci. 23(4):971–987.
Chaudhuri A, Holbrook MB (2001) The chain of effects from brand
trust and brand affect to brand performance: The role of brand
loyalty. J. Marketing 65(2):81–93.

Aquino K, Bradfield M (2002) Perceived victimization in the workplace: The role of situational factors and victim characteristics.
Organ. Sci. 11(5):525–537.

Chesbrough H (2003) Open Innovation (Harvard University Press,
Cambridge, MA).

Armstrong SJ, Overton TS (1977) Estimating nonresponse bias in
mail surveys. J. Marketing Res. 14(3):396–402.

Clement S (1987) The self-efficacy expectations and occupational
preferences of females and males. J. Occupation. Psych.
60(3):257–265.

Ashforth BE, Mael F (1989) Social identity theory and the organization. Acad. Management Rev. 14(1):20–39.
Austin W, Walster E (1974) Participants’ reactions to “equity with the
world.” J. Experiment. Soc. Psych. 10(6):528–548.

Cohen-Charash Y, Spector PE (2001) The role of justice in organizations: A meta-analysis. Organ. Behav. Human Decision Processes 86(2):278–321.

Bagozzi RP, Dholakia UM (2002) Intentional social action in virtual
communities. J. Interactive Marketing 16(2):2–21.

Colquitt JA, Wesson MJ, Porter COLH, Conlon DE, Ng KY (2001)
Justice at the millennium: A meta-analytic review of 25 years of
organizational justice research. J. Appl. Psych. 86(3):425–445.

Baldwin C, von Hippel E (2011) Modeling a paradigm shift: From
producer innovation to user and open collaborative innovation.
Organ. Sci. 22(6):1399–1417.

Cook S (2008) The contribution revolution. Harvard Bus. Rev.
86(October):60–69.

Barry B (1989) Theories of Justice (University of California Press,
Berkeley).

Crawford CM, Di Benedetto CA (2010) New Products Management,
10th ed. (McGraw-Hill/Irwin, Boston).

Bayus B (2013) Crowdsourcing new product ideas over time: An
analysis of the Dell’s IdeaStorm community. Management Sci.
59(1):226–244.

Cropanzano R, Goldman B, Folger R (2003) Deontic justice: The
role of moral principles in workplace fairness. J. Organ. Behav.
24(8):1019–1024.

Belk RW (1985) Issues in the intention-behavior discrepancy.
Sheth JN, ed. Research in Consumer Behavior, Vol. 1 (JAI Press,
Greenwich, CT), 1–34.

Dahlander L, Frederiksen L (2012) The core and cosmopolitans:
A relational view of innovation in user communities. Organ. Sci.
23(4):988–1007.

Belk RW (1988) Possessions and the extended self. J. Consumer Res.
15(2):139–168.

Dahlander L, Magnusson M (2008) How do firms make use of open
source communities? Long Range Planning 41(6):629–649.

Bell BS, Wiechmann D, Ryan AM (2004) Justice expectations and
applicant perceptions. Internat. J. Selection Assessment 12(1–
2):25–38.

Dahlander L, Wallin MW (2006) A man on the inside: Unlocking communities as complementary assets. Res. Policy
35(8):1243–1259.

Bell BS, Wiechmann D, Ryan AM (2006) Consequences of organizational justice expectations in a selection system. J. Appl. Psych.
91(2):455–466.

Dean JW Jr, Brandes P, Dharwadkar R (1998) Organizational cynicism. Acad. Management Rev. 23(2):341–352.

Bergami M, Bagozzi RP (2000) Self categorization, affective commitment, and group self-esteem as distinct aspects of social identity
in the organization. British J. Soc. Psych. 39(4):555–577.
Bhattacharya CB, Sen S (2003) Consumer-company identification:
A framework for understanding consumers’ relationships with
companies. J. Marketing 67(2):76–88.
Blau P (1964) Exchange and Power in Social Life (John Wiley &
Sons, New York).

Derous E, Born MP, De Witte K (2004) How applicants want and
expect to be treated: Applicants’ selection treatment beliefs and
the development of the social process questionnaire on selection.
Internat. J. Selection Assessment 12(1/2):99–119.
Di Gangi PM, Wasko MM (2009) Steal my idea! Organizational
adoption of user innovations from a user innovation community: A case study of Dell IdeaStorm. Decision Support Systems
48(1):303–312.

Boiney LG, Kennedy J, Nye P (1997) Instrumental bias in motivated
reasoning: More when more is needed. Organ. Behav. Human
Decision Processes 72(1):1–24.

Di Gangi PM, Wasko MM, Hooker RE (2010) Getting customers’
ideas to work for you: Learning from Dell how to succeed
with online user innovation communities. MIS Quart. Executive
9(4):213–228.

Brabham DC (2010) Moving the crowd at Threadless. Inform. Comm.
Soc. 13(1):1122–1145.

Dutton JE, Dukerich JM, Harquail CV (1994) Organizational images
and member identification. Admin. Sci. Quart. 39(2):239–263.

Franke, Keinz, and Klausberger: “Does This Sound Like a Fair Deal?”

1514
Ebner W, Leimeister JM, Krcmar H (2009) Community engineering for innovations: The ideas competition as a method to nurture a virtual community for innovations. R&D Management
39(4):342–356.

INFORMS holds copyright to this article and distributed this copy as a courtesy to the author(s).
Additional information, including rights and permission policies, is available at http://journals.informs.org/.

Einwiller SA, Fedorikhin A, Johnson A, Kamins MA (2006) Enough
is enough! When identification no longer prevents negative corporate associations. J. Acad. Marketing Sci. 34(2):185–194.
Elkins TJ, Bozeman DP, Phillips JS (2003) Promotion decisions in
an affirmative action environment: Can social accounts change
fairness perceptions? J. Appl. Soc. Psych. 33(6):1111–1139.
Euchner J (2010) The limits of crowds. Res.-Tech. Management
53(5):7–8.
Faraj S, Jarvenpaa SL, Majchrzak A (2011) Knowledge collaboration
in online communities. Organ. Sci. 22(5):1224–1239.
Fehr E, Gächter S (2000) Fairness and retaliation: The economics of
reciprocity. J. Econom. Perspect. 14(3):159–181.
Felstiner AL (2010) Working the crowd: Employment and labor law
in the crowdsourcing industry. Working paper, University of
California, Berkeley, Berkeley.
Fleming L, Waguespack DM (2007) Boundary spanning and
leadership in open innovation communities. Organ. Sci.
18(2):165–180.
Folger R (1977) Distributive and procedural justice: Combined impact
of “voice” and improvement of experienced inequity. J. Personality Soc. Psych. 35(2):108–119.
Folger R, Cropanzano R, Goldman B (2005) What is the relationship
between justice and morality? Greenberg J, Colquitt JA, eds.
Handbook of Organizational Justice (Psychology Press, New
York), 215–246.
Franke N, Shah S (2003) How communities support innovative activities: An exploration of assistance and sharing among end-users.
Res. Policy 32(1):157–179.
Franke N, Schreier M, Kaiser U (2010) The “I designed it myself”
effect in mass customization. Management Sci. 65(1):125–140.
Fuchs C, Schreier M (2011) Customer empowerment in new product
development. J. Product Innovation Management 28(1):17–32.
Fuchs C, Prandelli E, Schreier M (2010) The psychological effects of
empowerment strategies on consumers’ product demand. J. Marketing 74(1):65–79.
Füller J (2006) Why consumers engage in virtual new product developments initiated by producers. Adv. Consumer Res.
33(1):639–646.
Füller J (2010) Refining virtual co-creation from a consumer perspective. Calif. Management Rev. 52(2):98–122.
Füller J, Faullant R, Matzler K (2010) Triggers for virtual customer
integration in the development of medical equipment—From a
manufacturer and a user’s perspective. Indust. Marketing Management 39(8):1376–1383.
Füller J, Jawecki G, Mühlbacher H (2007) Innovation creation by
online basketball communities. J. Bus. Res. 60(1):60–71.
Füller J, Matzler K, Hoppe M (2008) Brand community members
as a source of innovation. J. Product Innovation Management
25(6):608–619.
Füller J, Bartl M, Ernst H, Mühlbacher H (2006) Community based
innovation: How to integrate members of virtual communities into new product development. Electronic Commerce Res.
6(1):57–73.
Füller J, Mühlbacher H, Matzler K, Jawecki G (2009) Consumer
empowerment through internet-based co-creation. J. Management Inform. Systems 26(3):71–102.

Organization Science 24(5), pp. 1495–1516, © 2013 INFORMS

Gächter S, von Krogh G, Haefliger S (2010) Initiating privatecollective innovation: The fragility of knowledge sharing. Res.
Policy 39(7):893–906.
Gillespie JZ, Greenberg J (2005) Are the goals of organizational justice self-interested? Greenberg J, Colquitt JA, eds. Handbook of
Organizational Justice (Psychology Press, New York), 179–213.
Gilliland SW (1993) The perceived fairness of selection systems:
An organizational justice perspective. Acad. Management Rev.
18(4):694–734.
Gilliland SW, Hale JMS (2005) How can justice be used to improve
employee selection practices? Greenberg J, Colquitt JA, eds.
Handbook of Organizational Justice (Psychology Press, New
York), 411–438.
Greenberg J, Colquitt JA, eds. (2005) Handbook of Organizational
Justice (Psychology Press, New York).
Greenwald AG (1976) Within-subjects design: To use or not to use?
Psych. Bull. 83(2):314–320.
Hall H, Graham D (2004) Creation and recreation: Motivating collaboration to generate knowledge capital in online communities.
Internat. J. Inform. Management 24(3):235–246.
Hamburg M (2008) Crowdsourcing, a bad influence? Me Like
the Interweb (blog), April 7, http://monicahamburg.wordpress
.com/2008/04/07/is-crowdsourcing-a-bad-influence/.
Harhoff D, Mayrhofer P (2010) Managing user communities and
hybrid innovation processes: Concepts and design implications.
Organ. Dynam. 39(2):137–144.
Harhoff D, Henkel J, von Hippel E (2003) Profiting from voluntary
information spillovers: How users benefit by freely revealing
their innovations. Res. Policy 32(10):1753–1769.
Heckman JJ (1979) Sample selection bias as a specification error.
Econometrica 47(1):153–161.
Hirschman AO (1970) Exit, Voice, and Loyalty: Responses to Decline
in Firms, Organizations, and States (Harvard University Press,
Cambridge, MA).
Homburg C, Koschate N, Hoyer WD (2005) Do satisfied customers
really pay more? A study of the relationship between customer
satisfaction and willingness to pay. J. Marketing 69(2):84–96.
Howe JP (2007) Digital sharecropping: Mesh takes on crowdsourcing. Crowdsourcing (blog), June 1, http://crowdsourcing
.typepad.com/cs/2007/06/digital_sharecr.html.
Hoyer WD, Chandy R, Dorotic M, Krafft M, Singh SS (2010) Consumer cocreation in new product development. J. Service Res.
13(3):283–296.
Humphreys A, Grayson K (2008) The intersecting roles of consumer and producer: A critical perspective on co-production,
co-creation and prosumption. Sociol. Compass 2(3):963–980.
Interbrand (2011) Best global brands 2011 report. Report,
Interbrand, New York. http://www.interbrand.com/Libraries/
Branding_Studies/Best_Global_Brands_2011.sflb.ashx.
Jarvenpaa SL, Ives B (1994) The global network organization of the
future: Information management opportunities and challenges.
J. Management Inform. Systems 10(4):25–57.
Jassawalla AR, Sashittal HC (1998) An examination of collaboration
in high-technology new product development processes. J. Product Innovation Management 15(3):237–254.
Jeppesen LB, Frederiksen L (2006) Why do users contribute to
firm-hosted user communities? The case of computer-controlled
music instruments. Organ. Sci. 17(1):45–63.
Jeppesen LB, Laursen K (2009) The role of lead users in knowledge
sharing. Res. Policy 38(10):1582–1589.

Franke, Keinz, and Klausberger: “Does This Sound Like a Fair Deal?”

INFORMS holds copyright to this article and distributed this copy as a courtesy to the author(s).
Additional information, including rights and permission policies, is available at http://journals.informs.org/.

Organization Science 24(5), pp. 1495–1516, © 2013 INFORMS

1515

Johnson DW, Allen S (1972) Deviation from organizational norms
concerning the relationship between status and power: Equity
vs. self-interest theory. Sociol. Quart. 13(2):174–182.

Mael F, Ashforth BE (1992) Alumni and their alma mater: A partial
test of the reformulated model of organizational identification.
J. Organ. Behav. 13(2):103–123.

Juster TF (1966) Consumer buying intentions and purchase probability: An experiment in survey design. J. Amer. Statist. Assoc.
61(4):658–696.

Masterson SS, Lewis K, Goldman BM, Taylor SM (2000) Integrating
justice and social exchange: The differing effects of fair procedures and treatment on work relationships. Acad. Management
J. 43(4):738–748.

Kim WC, Mauborgne RA (1993) Procedural justice, attitudes, and
subsidiary top management compliance with multinationals’ corporate strategic decisions. Acad. Management J. 36(3):502–526.
Kim WC, Mauborgne RA (1998) Procedural justice, strategic decision
making, and the knowledge economy. Strategic Management J.
19(4):323–338.
Korsgaard AM, Schweiger DM, Sapienza HJ (1995) Building commitment, attachment, and trust in strategic decision-making
teams: The role of procedural justice. Acad. Management J.
38(1):60–84.
Kumar N, Scheer LK, Steenkamp JEM (1995) The effects of supplier
fairness on vulnerable resellers. J. Marketing Res. 32(1):54–66.
Kunda Z (1990) The case for motivated reasoning. Psych. Bull.
108(3):480–498.
Kurland NB, Egan TD (1999) Telecommuting: Justice and control in
the virtual organization. Organ. Sci. 10(4):500–513.
Lakhani KR, Panetta JA (2007) The principles of distributed innovation. Innovations: Tech. Governance Globalization 2(3):97–112.
Lee C, Bobko P (1994) Self-efficacy beliefs: Comparison of five measures. J. Appl. Psych. 79(3):364–369.
Leimeister JM, Huber M, Bretschneider U, Krcmar H (2009) Leveraging crowdsourcing: Activation-supporting components for ITbased ideas. J. Management Inform. Systems 26(1):197–224.
Leventhal GS (1980) What should be done with equity theory?
Gergen KJ, Greenberg MS, Willis RH, eds. Social Exchange:
Advances in Theory and Research (Plenum, New York), 27–55.
Lewicki RJ, Bunker BB (1995) Trust in relationships: A model of
trust development and decline. Bunker BB, Rubin JZ, eds. Conflict, Cooperation, and Justice (Jossey-Bass, San Francisco),
133–173.
Lewicki RJ, Bunker BB (1996) Developing and maintaining trust in
work relationships. Kramer RM, Tyler TR, eds. Trust in Organizations: Frontiers of Theory and Research (Sage, Thousand
Oaks, CA), 114–139.
Li H, Bingham JB, Umphress EE (2007) Fairness from the top: Perceived procedural justice and collaborative problem solving in
new product development. Organ. Sci. 18(2):200–216.
Lilien GL, Morrison PD, Searls K, Sonnack M, von Hippel E
(2002) Performance assessment of the lead user idea-generation
process for new product development. Management Sci.
48(8):1042–1059.
Lind AE (2001) Fairness heuristic theory: Justice judgments as
pivotal cognitions in organizational relations. Greenberg J,
Cropanzano SR, eds. Advances in Organizational Justice
(Stanford University Press, Stanford, CA), 56–87.

Mayrhofer P (2006) Motives and perception of fairness in commercial user communities. Kern E-M, Hegering H-G, Brügge B,
eds. Managing Development and Application of Digital Technologies: Research Insights in the Munich Center for Digital
Technology and Management (Springer, Berlin), 40–55.
Morrison PD, Roberts JH, von Hippel E (2000) Determinants of user
innovation and innovation sharing in a local market. Management Sci. 46(12):1513–1527.
Muñiz AM Jr, Schau HJ (2005) Religiosity in the abandoned Apple
Newton brand community. J. Consumer Res. 31(4):737–747.
Nambisan S (2002) Designing virtual customer environments for new
product development. Acad. Management Rev. 27(3):392–413.
Nambisan S (2009) Virtual customer environments: IT-enabled customer co-innovation and value co-creation. Inform. Tech. Product Development Ann. Inform. Systems 5(2):109–127.
Nambisan S, Baron RA (2009) Virtual customer environments: Testing a model of voluntary participation in value co-creation activities. J. Product Innovation Management 26(4):388–406.
Nambisan S, Baron RA (2010) Different roles, different strokes: Organizing virtual customer environments to promote two types of
customer contributions. Organ. Sci. 21(2):554–572.
National Textile Association (2011) U.S. textile and apparel employment. Retrieved January 6, 2011, http://www.nationaltextile
.org/nta/history/industry.htm.
Nisbett RE, Ross L (1980) Human Inference: Strategies and
Shortcomings of Social Judgment (Prentice-Hall, Englewood
Cliffs, NJ).
Ogawa S, Piller FT (2006) Reducing the risks of new product development. Sloan Management Rev. 47(2):65–71.
O’Hern M, Rindfleisch A (2009) Customer co-creation: A typology
and research agenda. Malhotra NK, ed. Review of Marketing
Research, Vol. 6 (Emerald Group Publishing, Bingley, UK),
84–106.
Olson JM, Roese NJ, Zanna MP (1996) Expectancies. Higgins ET,
Kruglanski AW, eds. Social Psychology: Handbook of Basic
Principles (Guilford Press, New York), 211–238.
Orton JD, Weick KE (1990) Loosely coupled systems: A reconceptualization. Acad. Management Rev. 15(2):203–223.
Ozer M (2009) The roles of product lead-users and product experts
in new product evaluation. Res. Policy 38(8):1340–1349.
Parmentier G, Mangematin V (2011) Community as a locus of innovation: Co-innovation with users in the creative industries. HAL
Working Paper 00658535, Grenoble Ecole de Management,
Grenoble, France.

Lind AE, Tyler TR (1988) The Social Psychology of Procedural Justice (Plenum, New York).

Pierce JL, Kostova T, Dirks KT (2003) The state of psychological
ownership: Integrating and extending a century of research. Rev.
General Psych. 7(1):84–107.

Lüthje C, Herstatt C (2004) The lead user method: An outline of
empirical findings and issues for future research. R&D Management 34(5):553–568.

Piller FT, Walcher D (2006) Toolkits for idea competitions: A novel
method to integrate users in new product development. R&D
Management 36(3):307–318.

Mackenzie SB (1986) The role of attention in mediating the
effect of advertising on attribute importance. J. Consumer Res.
13(2):174–195.

Podsakoff PM, Organ DW (1986) Self-reports in organizational research: Problems and prospects. J. Management
12(4):531–545.

Franke, Keinz, and Klausberger: “Does This Sound Like a Fair Deal?”

1516
Poetz MK, Schreier M (2011) The value of crowdsourcing: Can users
really compete with professionals in generating new product
ideas? J. Product Innovation Management 29(2):245–256.
Prahalad CK, Ramaswamy V (2000) Co-opting customer competence.
Harvard Bus. Rev. 78(1):79–87.

INFORMS holds copyright to this article and distributed this copy as a courtesy to the author(s).
Additional information, including rights and permission policies, is available at http://journals.informs.org/.

Reb J, Connolly T (2007) Possession, feelings of ownership and the
endowment effect. Judgment Decision Making 2(2):107–114.
Rodell JB, Colquitt JA (2009) Looking ahead in times of uncertainty:
The role of anticipatory justice in organizational change context.
J. Appl. Psych. 97(4):989–1002.
Sawhney M, Verona GM, Prandelli E (2005) Collaborating to create:
The internet as platform for customer engagement in product
innovation. J. Interactive Marketing 19(4):4–17.
Scott SG, Lane VR (2000) A stakeholder approach to organizational
identity. Acad. Management Rev. 25(1):43–62.
Shah S (2006) Motivation, governance, and the viability of hybrid
forms in open source software development. Management Sci.
52(7):1000–1014.
Shapiro DL, Kirkman BL (1999) Employees’ reaction to the change to
work teams: The influence of “anticipatory” injustice. J. Organ.
Change Management 12(1):52–66.
Shapiro DL, Kirkman BL (2001) Anticipatory injustice: The consequences of expecting injustice in the workplace. Greenberg J,
Cropanzano R, eds. Advances in Organizational Justice
(Stanford University Press, Stanford, CA), 152–178.
Simons T (2002) Behavioral integrity: The perceived alignment
between managers’ words and deeds as a research focus. Organ.
Sci. 13(1):18–35.
Sinha RK, Machado FS, Sellman C (2010) Don’t think twice, it’s
all right: Music piracy and pricing in a DRM free environment.
J. Marketing 74(2):40–54.
Skarlicki DP, Folger R, Tesluk P (1999) Personality as a moderator
in the relationship between fairness and retaliation. Acad. Management J. 42(1):100–108.
Smith AK, Bolton RN, Wagner J (1999) A model of customer satisfaction with service encounters involving failure and recovery.
J. Marketing Res. 36(3):356–372.
Tax SS, Brown SW, Chandrashekaran M (1998) Customer evaluations
of service complaint experiences: Implications for relationship
marketing. J. Marketing 62(2):60–76.
Tee (2006) Comment to “7 reasons why Threadless rules” by
Matt Linderman. Signal vs. Noise (blog), October 24, http://
37signals.com/svn/posts/68-7-reasons-why-threadless-rules#all
_comments.
Terwiesch C, Ulrich KT (2009) Innovation Tournaments (Harvard
University Press, Cambridge, MA).
Terwiesch C, Xu Y (2008) Innovation contests, open innovation, and
multiagent problem solving. Management Sci. 54(9):1529–1543.
Thibaut JW, Walker L (1975) Procedural Justice: A Psychological
Analysis (Lawrence Erlbaum Associates, Hillsdale, NJ).
Thomson M (2006) Human brands: Investigating antecedents to
consumers’ strong attachments to celebrities. J. Marketing
70(3):104–119.
Tidd J, Bessant J (2009) Managing Innovation: Integrating Technological, Market and Organizational Change, 4th ed. (John Wiley
& Sons, London).

Organization Science 24(5), pp. 1495–1516, © 2013 INFORMS

Toubia O, Florès L (2007) Adaptive idea screening using consumers.
Marketing Sci. 26(3):342–360.
Trott P (2008) Innovation Management and New Product Development, 4th ed. (Pearson Education, Essex, UK).
Tsoukas H, Chia R (2002) On organizational becoming: Rethinking
organizational change. Organ. Sci. 13(5):567–582.
Uncles M, Lee D (2006) Brand purchasing by older consumers: An
investigation using the Juster scale and the Dirichlet model.
Marketing Lett. 17(1):17–29.
Urban GL, von Hippel E (1988) Lead user analyses for the
development of new industrial products. Management Sci.
34(5):569–582.
Van den Bos K, Lind EA (2002) Uncertainty management by means
of fairness judgments. Adv. Experiment. Soc. Psych. 34:1–60.
von Hippel E (2005) Democratizing Innovation (MIT Press,
Cambridge, MA).
von Hippel E, von Krogh G (2003) Open source software and the
“private-collective” innovation model: Issues for organization
science. Organ. Sci. 14(2):209–223.
von Hippel E, von Krogh G (2006) Free revealing and the privatecollective model for innovation incentives. R&D Management
36(3):295–306.
von Krogh G, von Hippel E (2006) The promise of research on open
source software. Management Sci. 52(7):975–983.
Wade JB, Porac JF, Pollock TG, Graffin SD (2006) The burden of
celebrity: The impact of CEO certification contests on CEO pay
and performance. Acad. Management J. 49(4):643–660.
Watson D, Clark LA (1984) Negative affectivity: The disposition to experience aversive emotional states. Psych. Bull.
96(3):465–490.
Wind J, Rangaswamy A (2001) Customerization: The next revolution
in mass customization. J. Interactive Marketing 15(1):13–32.
Wu WY, Sukoco BM (2010) Why should I share? Examining consumer motives and trust on knowledge sharing. J. Comput.
Inform. Systems 50(4):11–119.

Nikolaus Franke is a full professor and director of the
Institute for Entrepreneurship and Innovation at the WU
Vienna University of Economics and Business Administration.
He initiated and leads the User Innovation Research Initiative
Vienna (http://www.userinnovation.at), a joint research effort
dedicated to enhancing understanding of the phenomenon of
user innovation and open innovation. He works on developing
methods to help companies benefit from the enormous creativity of customers and users.
Peter Keinz is an assistant professor at the Institute for
Entrepreneurship and Innovation at the WU Vienna University of Economics and Business Administration. As a member of the User Innovation Research Initiative Vienna, he
mainly focuses his research efforts on user and open innovation. More specifically, he works on crowdsourcing-based
methods and instruments to foster and support corporate innovation activities.
Katharina Klausberger is cofounder of the crowdsourcing firm Finderly GmbH (http://finderly.com). She received
her Ph.D. from the WU Vienna University of Economics and
Business.

