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• Setting: Sportscard market
• Four groups of subjects

1. White males, age 20-30
2. White females, age 20-30
3. Nonwhite males, age 20-30
4. White males, age 60+

• All recruited at the show when 
approached List’s table to 
potentially buy the KG card.

• Market price: ~$100 if 
participant buying, ~$30 if 
selling

• About 25% of dealers in any 
show would have KG card.



• Part I: `Buy’ = “B”

• Ea. participant randomly sent to two unwitting dealers.

• Told to buy the KG card. 

a. Reservation value $50

b. Reservation value $80

• Part II: `Sell’ = “S”

• Participants recruited who are selling graded baseball cards

• Given the KG card and randomly sent to 5 dealers to sell

• Reservation price $80

• 41 and 75 dealers respectively in B and S

• 90% of dealers white males

• Dealers surveyed after having been subject to experiment
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`Baseline’ = Offer to White males age 20-30
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Discj = Dealer’s average offer to Minorities minus average offer to Whites
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Experiment II: Dictator 
Game
• Dealers asked to divide $5 

between themselves and an 
anonymous participant

• Dealers are told if recipient is:
1. White males, age 20-30
2. White females, age 20-30
3. Nonwhite males, age 20-30
4. White males, age 60+

• Extensive measures to assure 
that experimenters cannot 
observe dealer’s choice – no 
stigma
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A Lab Experiment with 
Market Participants
• Again, bargaining over cards.
• Face to face bargaining
• Dealers know they are part of 

an experiment now
• Treatment ‘Random’

• Dealers told that participants 
are assigned a reservation 
value at random for the card.

• Card is defaced so has no 
market value

• Treatment ‘Unclear’
• Dealers not told anything 

about buyers’ reservation 
values

• Card has market value
• In all cases, non-dealer 

participant is randomly 
assigned a reservation value 
for buying selling

• ‘Predicted surplus’ is $13.50 
per round (not entirely clear 
why).



Reservation Value Experiments

1. Participants at market examine the KG card

2. WTP treatment: Second price auction for buying card
– Each participant submits a sealed bid
– Card sold to the participant with the highest bid at the price offered by 

the second highest bidder

3. WTA treatment: Second price auction for selling the card
– One participant chosen at random to be winner
– If that person is lowest bidder, receives cash equal to price offered by 

second lowest bidder
– If that person is not lowest bidder, receives the card
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Dealer: Guess which dist’n is white males 20-30 vs. 
white males 60+
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Dealer: Guess which dist’n is white males 20-30 vs. 
white females 20-30
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Summarizing

1. Minorities receive worse offers in the sportscard market

2. There is not strong evidence of dealer animus against minorities

3. When told that reservation values of participants are set randomly, 
dealers treat minorities/majorities similarly

4. When not told that reservation values are set randomly, dealers 
make worse offers to minorities

5. Minorities have a more dispersed distribution of willingness to pay 
and willingness to accept

6. Dealers appear to recognize this
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The Tradeoff

• “What is the appropriate balance between anticipated productivity

gains from better employee selection and the well-being of individual 

job seekers? Can equal employment opportunity be said to exist if 

screening methods systematically filter out very large proportions of 

minority candidates?”

– Hartigan and Widgor, Fairness in Employment Testing,1989.



Jencks and 
Phillips, 1998



Sample Test Questions

1. Conscientiousness: “If you think a bit about a problem, you can 

always find a solution.”

2. Extroversion: “You hold back from talking a lot in a group.”

3. Agreeableness (self-control): “You can be rude when you need to 

be.”

4. Openness to experience (novelty versus structure; intellect): “It is 

easy for you to change your plans.”

5. Emotional Stability (mood, temper): “Sometimes you have negative 

feelings all day."
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