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Personality and Motivation in an Augmented PRISM: 

Risk Information Seeking in the Context of the Indoor Environment 

 

Sonny Ben Rosenthal, Ph.D. 

The University of Texas at Austin, 2011 

 

Supervisor: LeeAnn Kahlor 

 

This dissertation augmented Kahlor‘s (2010) planned risk information seeking model 

(PRISM). According to the PRISM, people‘s intentions to seek risk information hinge on 

their attitudes toward seeking, seeking-related subjective norms, perceived control over 

seeking, affective response to the perceived risk, and information need. As well, this 

dissertation examined the role of self-identity as an information seeker, independent self-

construal, past risk information seeking, involvement, and motivation orientation in 

people‘s intention to seek risk information about radon and poor indoor air quality. In a 

pilot study of a convenience sample (N = 59), I derived an information-seeking self-

identity scale and a novel instrument for measuring information need. The main study of 

a national probability sample (N = 602) evaluated the proposed structural model, tested 

several hypotheses, and explored several research questions. Both the pilot and main 

study gathered data via online surveys. Results supported the proposed model (R
2
 = .62) 

and several hypotheses. Notably, information-seeking self-identity and past risk 

information seeking positively predicted seeking intention. Also, the effects of attitudes 

and norms on seeking intention were stronger among more independent respondents. 

Finally, in a series of multiple regression analyses, I detailed the roles of involvement and 

various motivation orientations in each model component. An unexpected finding was 

that perceived control over seeking did not significantly predict seeking intention. Post-

hoc analysis revealed that the strength of the control-intention relationship was—at least 

with the current sample—inversely related to socioeconomic status (SES), where at 

higher levels of SES, the importance of perceived control over seeking diminished. 
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1. INTRODUCTION 

Communication scholars have long been interested in understanding why people seek 

information and what happens cognitively and affectively when they engage with it. As 

early as the 1920s, many explorations of communication assumed that people were 

generally passive in their media use and experienced uniform and powerful media effects 

(Harris, 1999). Shortly thereafter, scholars began to think about media use in terms of the 

various gratifications people seek to attain. This line of scholarship, described as the 

―uses and gratifications‖ paradigm, suggests that people engage with media to fulfill 

various cognitive, affective, and social needs. Fundamentally, these needs relate to 

strengthening knowledge, generating a pleasurable and emotional experience, building 

self-credibility, strengthening interpersonal connections, and releasing tension (Katz, 

Gurevitc, & Haas, 1973); and people turn to different media sources to gratify their 

varied needs. Ultimately, people assume active roles in their media choices and are goal-

directed in their media use (Harris, 1999). 

In varying degrees, researchers have applied this paradigm to explain why people seek 

information about environmental and health risks (Griffin, Dunwoody, & Neuwirth, 

1999; Griffin, Neuwirth, Dunwoody, & Giese, 2004; Kahlor, 2007; ter Huurne & 

Gutteling, 2008). This dissertation focuses on risk information seeking and the body of 

research that has defined it. From this research, we know that people seek risk 

information because it serves an information utility; because their friends, family, and 

coworkers seek risk information and expect them to seek it; because they perceive control 

over seeking risk information; because they worry about being harmed by the risk; and 

because they perceive their current level of risk-related knowledge to be insufficient. 

Although people tend to view their risk information seeking as serving primarily a utility, 

consistent with the uses and gratifications paradigm (Kahlor & Rosenthal, 2009), their 

choice to engage with risk information nonetheless hinges on a breadth of cognitive, 

emotional, and social factors. 
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As much as it is about communication and media use, this dissertation is about 

behavior. In short, I will define a novel and specific behavioral model that speaks to a 

relatively narrow category of behavior: risk information seeking. Although the model will 

find its full use only in explaining people‘s intentions to seek risk information, certain 

components of the model should generalize to broader categories of human behavior. For 

example, although the model will address how people‘s information needs motivate their 

risk information seeking intentions, such information need should be relevant to all kinds 

of information seeking, and not just seeking in the context of risk. As well, the model will 

examine how people‘s fear of an environmental hazard influences their risk information 

seeking intentions; though, feelings of fear should be relevant to all kinds of risk 

avoidance behaviors. The model also will examine how various determinants of behavior 

reflect people‘s motivation orientation to perform the behavior. Some people engage in 

behaviors out of enjoyment, while some do so because they identify personally with the 

behavior; and still others do so because they feel pressured to engage in the behavior 

(Ryan & Deci, 2000a). Such motivational factors are relevant to most forms of human 

behavior. 

The framework on which this dissertation builds most directly is the planned risk 

information seeking model (PRISM; Kahlor, 2010), which integrates several theoretical 

models to predict people‘s risk information seeking intentions. These models invoke 

cognitive, emotional, and social processes to explain why people behave or intend to 

behave the way they do. Key processes include attitudes, social norms, self-efficacy, past 

behavior, perceived knowledge and knowledge need, and affective (i.e., emotional) 

response. Although the models basic to PRISM label, define, and integrate these concepts 

uniquely (Ajzen, 1991; Griffin et al., 1999; Kahlor, 2007; Rogers, 1975; Witte, 1992), 

Kahlor (2010) suggests that their theoretical similarities outweigh their differences. In 

Chapter 2, I review each model that informs the PRISM and this dissertation, and 

describe the form and function of their constituent cognitive, emotional, and sociological 

components. However, before I present the model that this dissertation will test, I must 

point out a few gaps and opportunities in the current literature. 
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Research gaps and opportunities 

The theory of planned behavior (TPB; Ajzen, 1985, 1991), as will be seen, is an 

important part of this dissertation. One behavioral antecedent relevant to but absent from 

the TPB is past behavior. Ajzen (1985) acknowledges that past behavior should be 

closely related to behavioral control, which can impact the extent to which behavioral 

intentions translate into actual behavior. However, he argued on statistical and theoretical 

grounds that past behavior need not be included in the TPB. I describe this point in 

greater detail in Chapter 2. Nonetheless, several recent studies have included past 

behavior in TPB-based models and found that it is a strong predictor of behavioral 

intention. For example, Rise, Sheeran, and Hukkelberg (2010) report a meta-analysis of 

16 TPB-based studies in which past behavior accounted for about 5% of the variance in 

behavioral intention beyond the TPB. Yet, no study has examined the role of past risk 

information seeking on risk information seeking intentions, for which this dissertation 

will seek to account. And, in the context of information seeking, past behavior should 

exhibit a somewhat unique relationship with seeking intention, since people tend to seek 

risk information to fulfill an information need (Kahlor & Rosenthal, 2009). If past 

seeking reduces that information need, then past seeking should indirectly influence 

seeking intention, assuming information need motivates information seeking. 

However, as I will discuss in Chapter 2, the current operationalization of information 

need—a two-component instrument, which the risk information seeking and processing 

(RISP; Griffin et al., 1999) model and PRISM label ―information insufficiency‖—is 

statistically inadequate as a regressor in a structural model. Addressing this shortcoming 

of the existing measurement tool, this dissertation will develop a more straightforward 

and statistically usable instrument to measure information need. 

Another important predictor of seeking intention is self-identity. Self-identity predicts 

behavioral intentions when the self-identity in question is relevant to the behavior, as at 

least two meta-analyses report (Conner & Armitage, 1998; Rise et al., 2010). Current 

research has yet to examine the role of self-identity in risk information seeking intentions. 

In fact, the literature has yet to explicate and operationalize an information-seeking self-
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identity, which is necessary for this effort. Two related concepts that have come recently 

out of health communication research are health orientation, which describes people‘s 

need to be in control of their health, and health information orientation, which is a 

specific component of health orientation related to people‘s information needs (Dutta-

Bergman, 2004, 2005). Relevant to this dissertation, research shows that health 

orientation influences how patients interact with healthcare providers, which has some 

implications for information seeking; however, researchers have yet to integrate this 

concept into a broader model of information seeking intention that spans interpersonal 

and mass mediated communication. Just as this dissertation integrates past behavior into 

the model, it integrates self-identity largely as a matter of applying existing research to a 

novel context. However, the absence in the literature of a well-defined information-

seeking self-identity concept represents a legitimate gap (as opposed to an unrealized 

application) in the literature. Toward developing the concept of an information-seeking 

self-identity, I describe in Chapter 3 personality features that should define people who 

are information seekers. In Chapter 6, I specifically operationalize the construct of 

information-seeking self-identity. 

This dissertation will examine two additional gaps—perhaps theoretical 

shortcomings—in the TPB and other behavioral models. The first has to do with how 

prior research conceptualizes social normative influences of behavior. When people 

perceive social pressure to engage in a particular behavior, they are influenced to the 

extent that they wish to comply with that pressure. The TPB describes such social 

influence as a normative belief, which forms the basis of a subjective norm (Ajzen, 1985, 

1991). Normative beliefs comprise two components—perception of others‘ expectations 

and motivation to comply therewith—and so it is a composite measure. This composite 

measure forms the basis of a direct measure of social pressure, which the TPB labels 

subjective norm (Ajzen, 2006). Researchers then divide subjective norm into two types, 

injunctive and descriptive. An injunctive norm is very similar to normative beliefs in 

terms of how researchers measure it. The measurement assesses the degree to which 

people perceive behavioral expectations from others ―whose opinions are of value.‖ A 
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descriptive norm is the observation of people ―whose behaviors are of value‖ engaging in 

the behavior, and so is somewhat distinct from normative beliefs. Studies that employ the 

composite belief measure alone ignore the observational component that the direct 

―descriptive‖ measure addresses. According to social learning theory (Bandura, 1977), 

the observation of others‘ behavior can be a powerful behavioral influence. Thus, the 

direct measures (injunctive and descriptive norms) assess more completely the social 

influences of behavior than does the belief-based composite measure. Of course, Ajzen 

(1991) describes behavioral intention as a function of the direct measure, which is itself 

determined by the composite belief-based measure; and so, measuring social influences 

using the direct measurement of subjective norms is appropriate and common in TPB-

based research. Recent studies of risk information seeking intention have employed the 

direct measures (Kahlor, 2007; Kahlor, 2010; ter Huurne, Griffin, & Gutteling, 2009; 

Yang et al., 2010). 

However, both injunctive and descriptive norms assume that if other people‘s opinions 

and behaviors are of value to observers, then those people‘s behavioral expectations 

(which form an injunctive norm) and observed behaviors (which form a descriptive 

norm) will result in observers having norm-consistent behavioral intentions. Yet, it could 

be that a subjective norm, independent of its valuation, will promote behaviors only when 

people have a motivation to comply with expectations and conform to observations 

(Terry, Hogg, & White, 1999). In other words, it is possible to value people‘s opinions or 

behaviors highly, but act in a manner inconsistent with those opinions or behaviors. Thus, 

TPB-based behavioral models would benefit from an empirical assessment of the 

compliance/conformity basis of a subjective norm‘s impact on behavioral intention. As 

noted above, the composite measure of behavioral beliefs contains such a component; 

however, such behavioral beliefs are not a thorough indication of social influence on 

behavior. 

Toward an assessment of the compliance/conformity basis of injunctive and 

descriptive norms, this dissertation will employ a measure of independent self-construal, 

which seminal research (e.g., Markus & Kitayama, 1991; Singelis, 1994) has defined 
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along a single bipolar independence-interdependence continuum, as well as along 

separate oblique continua. In short, people who exhibit an independent self-construal 

focus more on self-expression and personal goals, whereas people who exhibit an 

interdependent (or a less independent) self-construal are more concerned with 

maintaining social norms and building toward collective goals. In Chapter 3, I describe 

more fully the potential effect of independent self-construal on seeking-related subjective 

norms, attitude toward seeking, and risk information seeking intention. Figure 1.1 does 

not depict the nature of these effects, but simply indicates variables—namely, subjective 

norms and attitudes—whose effect on seeking intention self-construal might influence. 

The second theoretical shortcoming this dissertation addresses relates to the 

conceptualization of ―motivation‖ inherent in most behavioral models. In the TPB, 

behavioral intentions ―…are assumed to capture the motivational factors that influence a 

behavior…‖ (Ajzen, 1991, p. 191). The motivational factors of interest to the TPB are 

related to people‘s attitude toward a behavior, subjective norms, and perceived behavioral 

control. Some researchers describe motivation in terms of level and orientation (see Ryan 

& Deci, 2000a), where motivational factors (e.g., social influences, self-efficacy, attitude, 

worry) reflect various orientations toward the behavior, and whose individual strengths 

(e.g., the degree to which each influences behavior) and summated strengths constitute 

the level of motivation. That is, people can be more or less motivated (level) to engage in 

a behavior for a variety of reasons (orientation). Using these terms to describe the TPB, 

behavioral intention corresponds to a motivation level and the three motivational 

factors—attitude, subjective norms, and perceived behavioral control—reflect motivation 

orientations. For example, we might describe people whose behaviors draw heavily on a 

subjective norm as having a social orientation to their behavior. However, describing 

someone‘s behavior as ―being influenced by a subjective norm‖ or as ―having a social 

orientation‖ is little more than choice of terminology that does not distinguish such 

behavior conceptually from behaviors that draw heavily on attitude or perceived 

behavioral control. In order to compare the motivation orientations of the TPB 

components, I turn to a more basic conceptualization of motivation. 
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One line of research has identified two primary motivation orientations that account 

for people‘s behaviors and certain behavioral outcomes (e.g., enjoyment and 

achievement): intrinsic motivation and extrinsic motivation (Ryan & Deci, 2000a, 

2000b). When people engage in a behavior because they enjoy it, they are acting on 

intrinsic motivations. Research shows that people who engage in a behavior for intrinsic 

reasons are more likely to gain mastery over the behavior and maintain the behavior in 

the long-term (Deci, 1972; Ryan & Deci, 2000a). Conversely, when people engage in 

behaviors to meet a goal external to the behavior, they are acting on extrinsic 

motivations. Variants of extrinsic motivation are external regulation, introjection, 

identification, and integration. At the polar ends of this continuum, external regulation 

hinges on the salience of external rewards or punishment and integration reflects a self-

congruence of personal goals. In Chapter 4, I discuss at length the form and function of 

these various motivation orientations. As well, I discuss the concept of flow, which is 

related to people‘s deep cognitive and emotional involvement in a behavior, and 

consequently reflects a unique aspect of behavioral motivation (Csikszentmihalyi, 1991). 

Some researchers have examined the role of motivation orientation in the TPB. Two 

studies report that intrinsic motivations underlie attitude, subjective norms, and perceived 

behavioral control (Chatzisarantis, Hagger, Biddle, & Karageorghis, 2002; Shen, 

McCaughtry, & Martin, 2008). Gagne‘s (2009) as yet untested model of knowledge-

sharing motivation proposes that autonomous motivation—an intrinsically-oriented 

motivation factor—should predict behavioral intention in parallel with attitude and 

subjective norms. And at least two articles have discussed intrinsic and extrinsic 

motivation orientations in relation to broader health-related behavioral models 

(Grodesky, Kosma, & Solmon, 2006; Wood, 2008). Building on this scholarship, this 

dissertation will examine each component of the proposed model (Figure 1.1) as 

functions of people‘s intrinsic motivation orientation. 

The purpose of such an examination is not so much to garner additional power in 

predicting behavioral intentions, but to better understand the psychology of risk 

information seeking motivation. Identifying intrinsic motivational factors of such 
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behavior would be of significant import to communication practitioners interested in 

disseminating risk information to the public. If practitioners understand the intrinsic basis 

of risk information seeking, then they can tailor messages and outreach efforts that tap 

into these motivations to promote clearly directed and persistent information seeking 

behavior. 

Furthermore, current risk information seeking models explain roughly half to three-

fourths of the variance in seeking intention (e.g., Kahlor, 2007; Kahlor, 2010; Yang et al., 

2010), which leaves some room for model expansion and refinement. If intrinsic 

motivation orientation explains additional variance in risk information seeking intention 

beyond what the PRISM predicts, then future research can work to identify exactly what 

additional intrinsic and extrinsic factors play out in people‘s seeking intentions. 

Project scope and proposed model 

This project has broad theoretical scope, but limited generalizability and practicability. 

The primary purpose of this dissertation is to expand a theoretical model of risk 

information seeking intention. However, any communication research project should 

ultimately bridge theory and practice, especially when the kind of communication at 

stake stands to benefit the public good. This dissertation contains several theories that 

researchers have applied either directly to communication practice, or made clear 

implications to that end. However, this dissertation is somewhat exploratory, and focuses 

mainly on demonstrating the interoperability of several theories that can explain risk 

information seeking intention. In demonstrating these theoretical linkages, this 

dissertation emphasizes empirical validation, while grounding each linkage in relevant 

theory. The usefulness of this dissertation, then, is not so much to provide generalized 

guidance for communication practitioners, but to further clarify the theoretical framework 

on which other scholars can mount applied research projects. 

Furthermore, although the current project does not attempt to generalize findings 

directly, it can contribute to the body of generalizable research where current findings fit 

well within established paradigms—especially those established across varied contexts. 

For example, prior studies of risk information seeking have examined such risk 
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information contexts as the outdoor environment (Kahlor, 2007; Kahlor, Dunwoody, 

Griffin, & Neuwirth, 2006), cancer (Echlin & Rees, 2002), food health (Hansen, Boye, & 

Thomsen, 2010), and general health (Lambert & Loiselle, 2007). If researchers find 

similar antecedents of risk information seeking intention and actual seeking across such 

varied contexts, then the collective findings speak to the generalizability of the effects, 

independent of the goals and limitations of any one study. This dissertation examines risk 

information seeking in the context of the indoor environment. Any direct parallels 

between this research and prior risk information seeking research can speak to some 

fundamental characteristics of risk information seeking. Conversely, points of divergence 

from prior research can reveal context-specific aspects of risk information seeking that 

future research could address through replication. While this dissertation proposes a 

model largely derivative of prior risk information seeking research—and is thus partly 

concerned with replicating established linkages—part of the current research explicates 

some novel antecedents of risk information seeking intention. 

This dissertation takes the PRISM as a starting point and maps onto it several 

additional concepts in order to address the aforementioned gaps and opportunities. 

Chapter 2 provides a detailed description of the PRISM and the models on which it 

builds; however I describe it here briefly in order to give context to the proposed model 

in Figure 1.1. The PRISM is an extension of the RISP model. The RISP model describes 

predictors of risk information seeking and avoidance, as well as depth of risk information 

processing. The RISP model integrates the concepts of information gathering capacity 

based on the TPB (Ajzen, 1991), information insufficiency based on the heuristic-

systematic model (Chaiken, 1980), perceived hazard characteristics (Slovic, 1987), 

affective response (Dillard & Peck, 2000; Witte, 1992), and relevant channel beliefs. 

Perceived hazard characteristics are dreadful or seemingly uncontrollable features of a 

risk that can manifest a negative affective (i.e., emotional) response, which can increase 

perceptions of information insufficiency. In addition, informational subjective norms, or 

the perceived social normative pressure to seek risk information, can also influence 

perceived information insufficiency. Finally, relevant channel beliefs contain people‘s 
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perceptions of an information source as being of high or low quality, having an unbiased 

perspective, being too powerful, and other perceptions that affect how they seek and 

engage with information that comes from a specific channel. According to the RISP 

model, information insufficiency directly predicts information seeking and processing, 

while perceived information gathering capacity and relevant channel beliefs moderate 

this relationship. 

The PRISM (Kahlor, 2010)—which focuses entirely on information seeking 

intention—integrates the TPB more fully, and considers additional relationships among 

the RISP model variables. This dissertation builds on the PRISM and, as a result, the 

proposed model has the TPB at its core. Perhaps the most significant addition of the 

PRISM is that it defines information insufficiency as a function not only of affective 

response and seeking-related subjective norms (which are analogous to informational 

subjective norms in the RISP model), but also of attitude toward seeking and perceived 

control over seeking. Also, the PRISM considers affective response to be a direct 

predictor of seeking intention, which the RISP model does not. 

Starting with this framework, I will address the noted gaps and opportunities in the 

extant literature. First, I will account for past risk information seeking behavior. As this 

dissertation focuses on a narrow category of environmental risk, it will assess past 

seeking of such domain-specific information.  

Second, I will develop and integrate a construct that assesses information-seeking self-

identity.  There is currently no measurement instrument, nor any attempt to fully 

conceptualize information-seeking self-identity. However, several concepts in the 

existing literature can help validate the information-seeking self-identity scale that this 

dissertation develops: openness to experience (McCrae & John, 1992), need for cognition 

(Cacioppo & Petty, 1982), desire for control (Althaus & Tewksbury, 2000; Burger & 

Cooper, 1979), and innovativeness (Robertson, 1967; Vishwanath, 2005). Specifically, I 

will develop a scale in a pilot study to measure information-seeking self-identity, which I 

will validate by assessing its relationship with openness to experience, need for cognition, 

desire for control, and innovativeness. In a main study, I will use this scale to assess the 
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impact of information-seeking self-identity on intrinsic motivation, past seeking 

behavior, and seeking intention. 

Third, this dissertation is interested in how an independent self-construal (Markus & 

Kitayama, 1991) factors in to people‘s risk information seeking intention. Although I do 

not anticipate a significant (practically, if not mathematically) relationship between 

independent self-construal and seeking intention, independent self-construal could be an 

important factor underlying people‘s intrinsic motivation orientation and the effect of 

seeking-related subjective norms. Figure 1.1 shows these relationships; however, in order 

to address the norm-related research gap, I will also test for an interaction effect. Of 

interest is the extent to which the prediction of seeking intention varies as a function 

independent self-construal. 

Finally, this dissertation will explore the intrinsic motivational aspect of PRISM 

variables and information-seeking self-identity. Describing model components in terms 

of their intrinsic and extrinsic properties might yield significant practical implications, as 

well as help guide future research efforts to build on the TPB, RISP model, and PRISM. 

Overview of the methodology  

This dissertation‘s primary data output will be in the form of a structural model based 

on Figure 1.1. I will conduct structural equation modeling in Mplus in order to estimate 

model coefficients. Prior to estimating the model, however, I will conduct a pilot study in 

order to develop measurement instruments to assess information-seeking self-identity and 

information need, and to validate a proposed measure of motivation orientation. Chapter 

5 provides further detail about measurement development and validation. 

Additionally, I am interested in two interactions. The first is the interaction of 

independent self-construal and attitude toward seeking in predicting risk information 

seeking intentions. The second is the interaction of independent self-construal and 

seeking-related subjective norms in predicting information seeking intention. I will test 

these interactions by comparing regression coefficients between groups distinguished by 

high and low independent self-construal, as well as conducting separate ANCOVAs using 

median-split attitude and norm groups. 
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Chapter preview 

Chapter 2 presents this dissertation‘s theoretical framework. The chapter‘s purpose is 

to introduce several theoretical models that form the basis of the PRISM (Kahlor, 2010), 

and thus the basis of this dissertation. These theoretical models are: (1) expectancy-value 

theory (Fishbein, 1963), (2) the TPB (Ajzen, 1991), (3) protection motivation theory 

(PMT; Rogers, 1975), (4) the extended parallel process model (EPPM; Witte, 1992), and 

(5) the RISP model (Griffin et al., 1999). Expectancy-value theory gives a basic account 

of behavioral motivation; the TPB proposes that people make reasonable behavioral 

decisions that derive from relevant attitudes, social normative influences, and perceived 

self-efficacy and control; PMT and the EPPM explain people‘s cognitive, affective, and 

behavioral reactions to fearful stimuli (e.g., risk messages); and the RISP builds on the 

TPB and other models to predict people‘s risk information seeking and depth of 

information processing. The PRISM integrates the aforementioned models, in addition to 

other related models, to predict people‘s risk information seeking intention. 

Chapter 3 discusses the role of self-identity and self-construal in behavior. This 

chapter opens with an overview of the genetic and environmental origins of personality. 

From there, the chapter discusses personality traits and self-schema toward an explication 

of self-identity. Basically, self-identity is how people perceive their own personality 

traits, and self-schema is the cognitive representation of self-identity. People express their 

self-identities in their attitudes, motivations, and behaviors. Subsequent sections explicate 

a proposed psychometric basis of information-seeking self-identity and the concept of 

independent self-construal. 

Chapter 4 concerns the role of various motivation orientations in behavioral intention. 

In addition to discussing flow-like involvement and intrinsic motivation, this chapter 

discusses three levels of extrinsic motivation—identification, introjection, and external 

regulation. Building on prior literature, this chapter proposes motivational antecedents of 

risk information seeking intention and its antecedents. 

Chapter 5 presents this dissertation‘s context, stimulus material, and measurement 

instruments. Also, this chapter describes briefly the population samples I use in the pilot 



 

 

13 

 

and main studies. While introducing the various measurement instruments, I comment on 

some of the statistical methods I will employ. Some of the instruments are novel or 

require further statistical development for the purposes of this dissertation, and so some 

of the scales I use only for instrument validation in the pilot study. 

Chapter 6 presents the results of the pilot study in three major sections. In the first 

section, I develop an information-seeking self-identity scale. In the second section, I 

develop a simplified information need scale. Finally, I assess the interrelationships 

among TPB variables and motivation orientation. The purpose of this third section is to 

determine whether the proposed measurement of motivation orientation is statistically 

appropriate in a TPB-based study. The chapter concludes with a brief discussion of the 

pilot study findings. 

Chapter 7 presents the results of the main study in three major sections. In the first 

section, I assess the statistical fit of the proposed model (Figure 1.1.) using regression 

analysis and structural equation modeling. Based on the results of this analysis, I conduct 

slight mortifications in order to specify a model with good statistical fit. In the second 

section, I present statistics in support of the stated hypotheses. Finally, I conduct several 

regression and moderator analyses in support of the stated research questions. 

Chapter 8 discusses findings, relates them to prior research, and proposes future 

research avenues to address additional gaps and opportunities. The discussion begins with 

comment on the TPB components of the proposed model and their similarities with and 

deviations from previous research findings. Second, this chapter examines the novel 

components of the proposed model that extend the PRISM. Third, this chapter discusses 

variables not depicted in the proposed model—self-construal and motivation orientation. 

These variables have key implications for the basic psychology of risk information 

seeking. Fourth, this chapter comments on differences between the proposed theoretical 

model and the statistically-derived model. These differences are important in the context 

of indoor environmental risk information seeking. Finally, this chapter identifies 

limitations of the study and comments, generally, on how risk communication scholars 

and practitioners might use the findings of this dissertation. 
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Figure 1.1. Proposed theoretical model 

Note. The depicted model assumes covariance among the exogenous variables (i.e., those 

on the left side). The dark gray shaded area indicates that all elements of the model 

exhibit features of motivation orientation. The light gray shaded area indicates that self-

construal affects the attitude-intention and norm-intention relationships.   
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2. THEORETICAL ROADMAP 

The purpose of this chapter is to lay out the theoretical models at the core of this 

dissertation. These models concern the general underpinnings of human behavior, with 

specific application to risk avoidance behavior and risk information seeking. These 

models all treat various forms of behavior as being dependent on a breadth of cognitive, 

affective, and social variables. They state, essentially, that people‘s behavior originates in 

how they think and feel about an event that compels behavior; about the behavior and its 

outcome; and about how other people think, feel, and behave. This dissertation extends 

the framework of the PRISM, which integrates several models that speak to risk 

information seeking intention and behavior. However, before I describe the tenets of the 

PRISM, I review behavioral expectations and outcome evaluations as fundamental 

processes that impact behavior via these cognitive, affective, and social variables 

(Fishbein, 1963). The theory of planned behavior (TPB) speaks to this interplay in 

behavioral intention and actual behavior (Ajzen, 1991). Since the TPB forms the central 

framework of this dissertation‘s behavioral component (i.e., risk information seeking), 

and is central to the PRISM, I devote to it a lengthy discussion. 

After reviewing the TPB, I explore models of fear appeals (i.e., fear-evoking 

messages) and the emotional responses thereto that motivate risk avoidance behavior. 

Two models, PMT and the EPPM, give thorough explanations of people‘s cognitive and 

emotional responses to fearful stimuli, such as messages (e.g., news stories) about 

environmental health risks. This dissertation will examine people‘s intention to seek 

information about poor indoor air quality (IAQ) and radon, whose risks I detail in 

Chapter 5. This dissertation assumes that people have engaged in varying degrees with 

information about those risks, and have thus formed relevant beliefs that might influence 

their intention to seek additional risk information. The PRISM incorporates these models, 

and they are of significant conceptual value to this dissertation. Finally, I describe the 

linkages among these models in the context of the RISP model and the PRISM. By 

organizing this chapter so, I construct the PRISM in incremental steps.  
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Expectancy-value theory 

Human behavior is largely rational, not in the sense that people necessarily make good 

decisions, but in the sense that people tend to have reasons, or outcome-oriented 

motivations, for their actions. Whenever people engage in decision processes, they can 

evaluate their options on several criteria. These criteria pertain to the perceived costs and 

benefits of a course of action in relation to an alternative course of action, which can 

include not acting at all; and these criteria manifest as the motivation to engage or not to 

engage in a particular behavior. For complete lack of motivation, goal-oriented 

behavioral decisions are unlikely to occur. 

People‘s motivations vary a great deal and thus exert variable influence on behavior 

(see the discussion of motivation in Chapter 4); but in general terms, being motivated ―is 

to be moved…energized or activated toward an end‖ (Ryan & Deci, 2000b). Expectancy-

value theory explicates an important cognitive process fundamental to behavioral 

motivation. According to this theory, people hold attitudes about an object that comprise 

an evaluation of object attributes and the belief that the object contains those attributes 

(Ajzen & Fishbein, 2008; Fishbein, 1963; Fishbein & Ajzen, 1975). 

In this definition of motivation, an ―object‖ is anything about which a person can hold 

an attitude, including people, places, things, events, feelings, and their own thoughts. 

Several such objects come into play when people consider engaging in a behavior. These 

objects can include the event to which behavior responds, the behavior itself, and the 

outcome of the behavior; and attitudes about these objects guide behavioral decisions. 

Object attributes include any behavior-relevant features of the object, and evaluations are 

value judgments that fall along a positive-negative continuum. For example, people are 

more likely to seek health information from sources that they expect will provide 

accurate, relevant, current, trustworthy, and authoritative health information (Leung, 

2008). Two conceptually similar approaches to explaining people‘s decision processes 

are the subjective expected utility model (Savage, 1954) and prospect theory (Tversky & 

Kahneman, 1986, 1992); however these models contain considerably more complexity 

than the expectancy-value model, and do not directly underpin the proposed model. 
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An important characteristic of the expectations and evaluations that guide behavior is 

that they are multiplicative in their effect: behavioral motivations are the greatest for 

behaviors that people strongly expect to result in perceived positive outcomes. If either 

the positive expectation or the evaluation diminishes, motivations diminish in direct 

proportion. Statistically significant interactions of expectations and evaluations 

demonstrate the multiplicative nature of the model (Ajzen, 1991; Jonas, 1993; Leung, 

2008). Furthermore, multiple object attributes impact attitudes and behavioral intention 

additively, as people generally prefer to engage in behaviors with the greatest expected 

positive attribute and smallest expected negative attribute (van der Pligt & De Vries, 

1998). When people assign different values to different attributes (i.e., when they 

consider one cost or benefit to be more important than another cost or benefit), they make 

rational behavioral decisions based on their expectations of those attributes. A thorough 

expectancy-value expression of behavioral intention thus reflects several pairs of 

expectations and evaluations that summate in proportion to overall attitude and that 

predict behavioral intention. The following equation depicts the expectancy-value model, 

whereby an attitude (A) toward a behavior (B) is proportional to the product of beliefs (b) 

and evaluations (e), summed across all salient outcomes (i): 

   ∑    

 

   

 Equation 2.1 

The introduction commented briefly on the uses and gratifications paradigm, which 

researchers consider an expectancy-value theory of communication. According to this 

paradigm, people will seek to engage with a specific mode of communication when they 

believe that its use will fulfill certain cognitive, affective, and social needs (Katz et al., 

1973). To the extent that people‘s beliefs and needs are strong, they will have greater 

intention to use that mode of communication. This dissertation will not employ the uses 

and gratifications paradigm directly, but will instead use theoretical models that contain 

equivalent concepts. Of interest to this dissertation, the TPB contains several concepts 

that derive from expectancy-value theory. 
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Theory of planned behavior 

As a general model of human behavior, the TPB assumes that people make rational 

behavioral decisions that reflect behavioral attitudes, social pressure to perform the 

behavior, and perceptions of self-efficacy and control over the behavior (Ajzen, 1985, 

1991). The notion that human behavior is goal directed is hardly a novel concept, but the 

variables that link goals to behaviors are quite interesting from theoretical and practical 

perspectives. The TPB addresses such variables and posits the basis of actual behavior; 

though, it focuses primarily on the antecedents of behavioral intention. Since this 

dissertation seeks to predict risk information seeking intention, the TPB is a vital 

component of its theoretical framework. 

The TPB extends Fishbein and Ajzen‘s (1975) theory of reasoned action, which 

describes behavior as a function of behavioral intention, and behavioral intention as a 

function of attitude toward the behavior and subjective norm. Fishbein and Ajzen 

developed the theory of reasoned action to predict volitional behavior and to understand 

its psychological foundations. Although they address the matter of behavioral control, 

they do not integrate the concept directly into their model. They write that, ―[f]or the 

most part… people do not intend to perform behaviors that they realize are beyond their 

ability, and thus a person‘s intention, when appropriately measured, will usually predict 

his behavior‖ (Fishbein & Ajzen, 1975, p. 372). However, Ajzen (1985) recognized that 

behavioral control can factor into such mundane behaviors as watching television, and 

that a more complete model should account for behavioral control as a central feature of 

behavioral intention and actual behavior. He proposed, then, that people will expect to 

perform a behavior when they have strong intention to do so and believe that they can 

control it. Furthermore, the relationship between behavioral expectation and actual 

behavior depends on the correspondence between people‘s control beliefs and their actual 

control over the behavior. In a later work, Ajzen (1991) simplified these considerations 

by excluding the concept of behavioral expectation, and by describing intention partly as 

a function of perceived behavioral control and behavior as a function of intention and 

actual behavioral control (see Figure 2.1). Consequently, the theory of reasoned action is 
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a special case of the TPB, occurring when perceived and actual behavioral control are at 

their maxima (Ajzen, 1985). The equation below depicts the original theory of reasoned 

action regression model (Fishbein & Ajzen, 1975) with the addition of a term reflecting 

perceived behavioral control. 

      (  )    (  )    (   ) Equation 2.2 

In this equation, behavior (B) is approximately equal to intention (I), which is 

proportional to the sum of attitude toward the behavior (AB), subjective norms (SN), and 

perceived behavioral control (PBC), each of which receives a regression weight (b1, b2, 

b3). The following sections consider the components of the TPB that drive behavioral 

intention, beginning with attitude toward the behavior. 

Scholars describe attitudes as learned predispositions toward an object that reflect an 

individual‘s degree of like or dislike of the object and guide consistent responses to the 

object (Fishbein & Ajzen, 1975; Gross & Niman, 1975). People are more likely to pursue 

behaviors that result in outcomes for which they have positive attitudes than those for 

which they have negative attitudes, holding other key variables constant. People‘s 

attitude toward a behavior can reflect its instrumental qualities (e.g., usefulness) and its 

experiential qualities (e.g., pleasantness, Ajzen & Driver, 1992). Perceived utility drives 

some behaviors (e.g., taking public transportation, brushing teeth), whereas enjoyment 

drives other behaviors (e.g., playing sports, going to a movie); though, most behaviors 

likely contain a blend of instrumental and experiential qualities. For example, physical 

activity can be both instrumental in achieving fitness and an enjoyable part of people‘s 

lives (Bellows-Riecken, Rhodes, & Hoffert, 2008). Ajzen and Driver (1992) studied the 

TPB in the context of leisure activities and found that, while both instrumental and 

experiential attitudes toward jogging predicted people‘s intention to jog, only experiential 

attitude predicted their intention to ride a bicycle. 

The second predictor of behavioral intention in the TPB, subjective norms, arises from 

perceptions of others‘ behavioral expectations and from observations of others‘ behavior. 

Respectively, the TPB labels these perceptions and observations as injunctive norms and 

descriptive norms; and in the whole, subjective norms reflect perceived social pressure. It 
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is worth exploring briefly the behavioral influence of injunctive and descriptive norms, 

since they operate on somewhat different cognitive and social appraisals. 

Superficially, perceptions of others and observations of others are distinct notions. 

People might expect me to perform a behavior, yet not themselves engage in the 

behavior. In this case, I should perceive a behavioral expectation, but not observe the 

behavior in others. Also, it could be that I observe others performing a behavior, but do 

not perceive their expectation that I also perform it. Such might occur in a work 

environment where each worker performs a highly specialized task. However, such a 

circumstance would occlude the fact that behavioral expectations and observations are, in 

many instances, quite closely related. In an experiment, Prince and Carey (2010) exposed 

one group of university students to a portrayal of binge drinking as unacceptable among 

college students, with the intention of lowering injunctive norms. Results showed that, 

relative to the control group, the experimental group reported lower injunctive and 

descriptive norms. That is to say, subjects‘ perceptions of binge drinking acceptability 

influenced their belief that other students engage in binge drinking, despite having no 

direct observation of such behavior. This finding suggests that simply imagining others‘ 

behavior can inform a descriptive norm. 

Finally, if people are to intend to engage in a behavior, they must be perceive 

themselves capable and in control of performing it. The TPB concept of perceived 

behavioral control is comparable to Bandura‘s (1982) concept of perceived self-efficacy, 

which by his definition ―is concerned with judgments of how well one can execute 

courses of action required to deal with prospective situations‖ (p. 122). Bandura (2004) 

asserts that the perception of self-efficacy is a primary feature of behavioral motivation. 

As with (instrumental and experiential) attitudes and (injunctive and descriptive) norms, 

perceived behavioral control comprises two components, which reflect people‘s ability to 

perform a behavior and the controllability of the behavior. This is an important 

conceptual distinction, because one component describes a physical or mental capability 

and the other describes an availability of necessary resources and opportunities. For 

example, time constraints, which are a resource deficiency, can limit people‘s intention to 
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perform tasks that are well within their abilities. Conversely, perceived behavioral 

inability can reduce motivation to perform a behavior for which resources and 

opportunities are ample.  

As Equation 2.2 shows, the effects of attitudes, subjective norms, and perceived 

behavioral control have an additive effect on people‘s behavioral intention. Accordingly, 

people are most likely to seek out behaviors that they believe are enjoyable and/or 

instrumental toward an end, for which there is social pressure to perform, and over which 

they perceive having behavioral control. Depending on the relative influence of each 

element, behavioral intention will diminish when attitudes are negative, subjective norms 

contradict the behavior, or perceived behavioral control is lacking—or any combination 

thereof. 

An evident shortcoming of the TPB is its failure to fully account for emotional 

antecedents of intention and behavior. The TPB concept of experiential attitudes 

describes positive and negative feelings associated with performing a behavior; however, 

such attitudes do not explain people‘s responses to emotion-evoking stimuli. One early 

TPB study (Ajzen & Driver, 1992) approached this issue by exploring the relationship 

between instrumental and experiential attitudes and mood; however, the measurement of 

mood referenced a variety of affective states, including feelings of arousal, happiness, 

sluggishness, fear, anger, calmness, sadness, enthusiasm, and playfulness. This study 

found that positive mood (measured as the average of several items) correlated positively 

with experiential attitudes and was not related to instrumental attitudes. However, this 

finding served mainly to distinguish between instrumental and experiential attitudes, and 

they did not attempt to account for the influence of mood on intention or behavior. 

Schmiege, Bryan, and Klein (2009) noted the absence of an affective component in 

behavioral models—including those that incorporate elements of the TPB—and proposed 

a TPB-based model that accounts for the impact of worry and past behavior on behavioral 

intention. They found that worry about a negative outcome positively predicts attitude 

toward preventive behaviors, but also that worry predicts behavioral intention when 

controlling for attitudes, norms, and self-efficacy. This finding further suggests that 
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certain features of attitude toward a behavior are related to worry, but that the TPB alone 

does not account entirely for emotion in behavior. Later in this chapter, I explain the need 

to account for emotion in behavioral models. However, before I do so, I should explore 

further the concept of past behavior as an important predictor of behavioral intention. 
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Figure 2.1. Theory of planned behavior (Ajzen, 1991, 2006) 

Past behavior 

Although the TPB does not assert a relationship between past behavior and behavioral 

intention or actual behavior, the idea that past behavior would influence future behavior 

is highly logical. Ajzen (1991) contends that predicting future behavior with past 

behavior creates a ceiling effect, since we can expect the two to correlate very highly for 

many behaviors. Furthermore, both past and future behavior should have several 

antecedents in common. For example, Conner & Armitage‘s (1998) meta-analysis 

reported moderate to strong correlations of past behavior with future behavior and 

intention, as well as with attitude toward the behavior, subjective norms, and perceived 

behavioral control. Noting the inherent similarity between past and future behavior, 

Ajzen (1991) stated that ―if an important factor is missing in the theory being tested, this 

would be indicated by a significant residual effect of past behavior on later behavior‖ (p. 

203). That is, any relationship between past behavior and future behavior for which the 

TPB does not account might indicate that the model requires further development, either 
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in better measurement of existing constructs or in identifying new constructs. However, 

the relationship between past behavior and future behavior (or at least behavioral 

intention) can reveal unique details about a behavior that the TPB alone cannot 

demonstrate. 

According to Ouellette and Wood (1998), past behavior guides future responses 

through two processes. Habitual behaviors—those that are well rehearsed—occur with a 

high degree of automaticity, and so habitual behaviors in the past will, in most cases, 

closely resemble those behaviors in the future. The second process whereby past behavior 

influences future behavior is through reasoned intentions, which arise in a manner 

consistent with the TPB. People‘s intentions can conflict with habits, as when people try 

to unlearn a bad habit, but will often correspond with habits. Ouellette and Wood suggest 

that people generally form favorable intentions to engage in behaviors that they have 

performed frequently in the past. In this way, habit informs conscious and controlled 

behavioral intention. In a meta-analysis of 64 studies, Ouellette and Wood found that 

when people have frequent opportunities in a stable context to perform a behavior (e.g., 

wearing a seatbelt), past behavior is a stronger predictor than intention of future behavior. 

However, when people have infrequent opportunities in an unstable context (e.g., 

donating blood), people‘s future behavior tends to reflect their intention more than their 

past behavior. Ouellette and Wood found also that the relationship between past behavior 

and intention was stronger in the former condition (frequent opportunities, stable 

environment) than in the latter. For the most part, people have frequent opportunities to 

seek information in stable contexts (e.g., checking the weather online at home), and so 

Ouellette and Wood‘s findings are relevant to the current study. However, it would be 

premature to label risk information seeking as ―habitual,‖ since it is a rather specific 

application of information seeking. Thus, both the habitual and intentional features of 

behavior interest this dissertation. 

At least one study has examined the role of past behavior in information seeking. 

Millar and Shevlin (2003) studied secondary school students‘ intentions to seek career 

information. They found that subjective norms and perceived behavioral control were 
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unrelated to behavioral intention, but attitude toward the behavior and past behavior 

predicted behavioral intention significantly. Notably, the effect of past behavior was 

more than three-times that of attitude toward the behavior. Furthermore, past behavior 

had nearly twice the influence of intention on actual behavior. In light of Ouellette and 

Wood‘s (1998) analysis, these findings suggest that career information seeking falls into 

the ―habit‖ category. However, whether this pattern would emerge in risk information 

seeking intentions is uncertain. Thus, I propose the following research question: 

RQ1: How does past risk information seeking predict risk information seeking 

intention, and how does it relate to attitudes toward seeking, seeking-related 

subjective norms, perceived control over seeking, and information need? 

This research question attempts to locate past seeking within the PRISM. In figure 3.1, I 

represent most elements of this research question as bi-directional arrows; however, I 

draw a causal link between past seeking and information need. The reason for this is 

straightforward: if people seek information to meet an information need, as the RISP 

model and PRISM suggest, then past seeking should reduce information need. However, 

it might also be that past seeking alerts people to novel aspects of a risk (i.e., ―the more 

you know, the more you know you don‘t know‖), and so past seeking might amplify 

information need. In either event, past seeking causes information need, and not vice-

versa. 

The next section introduces two models that account for emotion in behavioral 

intention and actual behavior. These models are relevant to the current effort for their 

emphasis on emotional responses to fear-evoking messages, or fear appeals. People‘s 

affective responses to fear appeals can motivate myriad behaviors, including risk 

information seeking. Prior to introducing the models, I discuss the fundamental role of 

emotion in behavior and the function and characteristics of emotion-evoking stimuli (viz, 

fearful messages) and the consequent emotional responses that can influence behavior. 

Emotion in behavior 

The TPB describes behavior as the outcome of rational cognitive processes—

specifically, through the positive and negative evaluations of expected salient attributes 
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of a behavior. The theory is among the most successful and most cited behavioral models. 

However, as I noted earlier, it does not account fully for emotional responses to fearful 

stimuli, nor does it account more generally for the full complexity of human behavior 

with regard to emotion. 

From an evolutionary standpoint, self-protection is a central feature of human 

behavior; and perceived threats to people‘s safety and health can effect strong 

motivations to avoid threatening stimuli (Elliott, 2008). Loewenstein (1996) espouses the 

notion that such ―visceral factors‖ as hunger, thirst, sexual desire, and pain can override 

otherwise rational thought processes and lead to irrational behaviors. He identifies 

emotion, and particularly fear, as one such visceral factor. Part of the reason visceral 

factors can ―crowd out‖ goals and other motivational factors is because they tend to arise 

rapidly from temporally-proximal external circumstances (e.g., fear of death during an 

auto accident), as opposed to gradually from experience and reflection (Loewenstein, 

1996).  

A unique attribute of fear is that people‘s ability to respond with adequate protective 

behaviors can vary with the level of fear they experience. At low levels of fear, people 

are generally able to initiate effective responses; but at high levels of fear, people might 

experience panic or become immobilized (Janis & Leventhal, 1968). It is particularly at 

high levels of fear that the TPB might find difficulty in predicting behavioral intentions 

and actual behavior. Consider for a moment people who have arachnophobia—the 

unreasonable fear of spiders. Mayer, Merckelbach, and Muris (2000) found that both 

people with and without spider phobia describe the fear as irrational. However, the two 

groups differed with respect to the automaticity of their fearful responses, where people 

with a spider phobia were more likely to become uncontrollably fearful or immobile. The 

EPPM, which I describe below, accounts for this differential behavioral effect of high 

and low levels of fear. 

The context of the current study—the health risks related to poor IAQ and radon—is 

unlikely to evoke such a fearful response that people are unable to mobilize adequate 

protective behaviors. It is also possible that some people will experience such slight fear 
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that they will be amotivated to engage in protective behaviors. Of interest to this 

dissertation is whether or not varying levels of fear motivate behavior in addition to the 

TPB variables. Thus, I examine two hazards of varying risk severity, about which people 

experience markedly different levels of fear (Rosenthal, 2009)
1
. Before I discuss the 

theoretical models that will guide the current study of fear in behavior, it is useful to 

describe briefly the role of fearful stimuli in effecting certain behavioral outcomes, and 

the form and function of the cognitive/emotional responses thereto. 

Fear appeals and affective response. This dissertation is interested in a specific form 

of fearful stimulus: messages that depict risks. Creating such messages involves selecting 

a specific hazard or class of hazard, assessing and characterizing the potential harm to 

people, and disseminating relevant information to target audiences (Ohanian et al., 1997; 

Thompson & Bloom, 2000). Since risk communications often highlight adverse health 

outcomes, with or without persuasive intent, it is only natural that people‘s responses to 

such messages, or fear appeals, would contain an element of fear (Kuttschreuter, 2006). 

When a message has persuasive intent, variations in its contents and context can 

influence the kinds of affective responses, and ultimately the likelihood and extent of 

persuasion (Dillard & Peck, 2000); and when a fear appeal generates an emotional 

response, the form of the response can influence subsequent cognitions. Indeed, Damasio 

(1994) argues that the automatic emotional responses to environmental stimuli generate 

―gut‖ feelings that precede rational cognitions about the stimuli. Consistent with this 

argument, Dillard and Peck (2000) report that people‘s emotional responses to public 

service announcements positively influence perceived message effectiveness. Such 

responses can arise directly from attending to features of a stimulus that are perceived to 

be threatening (i.e., ―perceived hazard characteristics‖). Psychometric analyses of risk 

perception have devoted much attention to such perceptions (Slovic, 1987). 

Psychometrics of risk perception. The psychometric analysis of risk perception 

isolates succinct psychological concepts that define people‘s understanding of risk and 

                                                 
1
 In this conference paper, respondents indicated their perceived likelihood of death from regular 

exposure to various indoor environmental pollutants. On a scale of 0 to 100, respondents reported an 

average likelihood of death from indoor air and radon of 19.44 and 57.35, respectively. 
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―…may well correspond to characteristics of individuals that predict their behavior to a 

substantial extent…‖  (Carroll, 1997, p. 28). Researchers observe these characteristics in 

people‘s outward expressions, and attribute them to narrowly-defined psychological 

factors. For example, Mehrabian & Russell (1974) discovered that people‘s feelings of 

pleasure, arousal and dominance are each unique factors of people‘s emotional 

experiences. The isolation of these factors suggests that people‘s perceptions of 

environmental stimuli exist as fairly compact and generalizable psychological constructs. 

From within the psychometric paradigm, studies of risk perception have isolated two 

concepts that explain the majority of people‘s affective responses to perceived risk 

(Fischhoff, Slovic, Lichtenstein, Read, & Combs, 1978; Slovic, 1987). The first concept, 

which researchers label dread risk, is related to perceptions of a risk as being 

uncontrollable, involuntary, potentially catastrophic, and severe. Examples of ―dreadful‖ 

risks include nerve gas accidents, nuclear reactor accidents, and handguns (Slovic, 1987). 

Several studies have found perceptions of dread to evoke strong affective responses 

(Siegrist, Keller, Kastenholz, Frey, & Wiek, 2007; Terpstra, Gutteling, Geldof, & Kappe, 

2006). The second concept, labeled unknown risk, is related to perceptions of a risk as 

being unknown to science and to the person exposed, new, and delayed in health effect. 

Examples of ―unknown‖ risks include electric fields, artificial sweeteners, and pesticides 

(Slovic, 1987). Most psychometric analyses of risk perception have found that the more 

dreadful and/or unknown a risk, the more fearful the risk; and they demonstrate that from 

person to person, emotional responses to fearful stimuli draw on similar perceptions. 

Affect from perceptions. It is important here to distinguish between the perception of 

risk and the consequent affective response. Affective response is a critical component of 

any study of fear appeals, as it is the source of arousal that influences subsequent 

cognitions and behaviors. There are likely situations in which the perception of certain 

perceived hazard characteristics will not arouse fear, and so the link between a fear 

appeal and an adaptive or maladaptive response manifests in the degree to which the fear 

appeal evokes strong emotions. When people perceive a risk as being dreadful or 

unknown, the perception itself will not influence behavior directly. Rather, when people 
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perceive dreadful or unknown risks, they might experience fear, anxiety, tension, and 

cognitive discomfort (Mewborn & Rogers, 1979). Such affective responses will then 

motivate behaviors intended to alleviate the negative emotions. This dissertation will 

focus partly on the emotional antecedents of risk information seeking, with the 

assumption that risk perceptions underlie affect to a large extent. 

There are two prominent lines of research that speak to the role of emotion in 

behavioral intention and actual behavior. One line of research describes behavioral 

intention in terms of expectations and evaluations, and the other describes actual 

behavioral and behavioral avoidance in terms of parallel cognitive and emotional 

processes (Cameron, 2009). Expectancy-value models, such as PMT, propose that people 

will pursue responses that either increase the likelihood of a desired outcome or decrease 

the likelihood of an adverse outcome (Rogers, 1975). Parallel process models propose 

that cognitive and affective responses to fear appeals promote behaviors that people 

direct, in varying degrees, at reducing danger and reducing fear as distinct response 

outcomes (Leventhal, 1971; Witte, 1992). 

Protection motivation theory 

 In order to explain behavioral responses to fearful stimuli, Rogers (1975) proposed 

PMT (Figure 2.2) as a special case of the expectancy-value model. According to PMT, 

when people perceive a fearful stimulus, they engage in cognitive and affective appraisals 

that influence subsequent attitudes toward the stimulus and motivate protective 

behavioral responses. Although the theory does not restrict the kinds of protective 

behaviors researchers may study, typical PMT research examines people‘s intention to 

follow through with a communicator‘s recommendations (Floyd, Prentice-Dunn, & 

Rogers, 2000). In other words, the main purpose of PMT is to predict how fear appeals 

influence people‘s behavioral responses to a communicated harmful event or object. PMT 

holds that people‘s intention to adopt protective behaviors in response to a fear appeal is 

greatest when they evaluate the harmful event or object as severe, believe that exposure 

to the event or object is likely, believe that an effective response exists to reduce personal 

harm, and have confidence in their ability to enact said response. The literature defines 



 

 

29 

 

these four constructs as severity, vulnerability, response efficacy, and self-efficacy, 

respectively; and their effects on behavior are well-established (Brewer, Chapman, 

Gibbons, Gerrard, & McCaul, 2007; Floyd et al., 2000). 

In a sense, severity and vulnerability are together an expectancy-value coupling, since 

perceived severity reflects an evaluation of the noxiousness of the harm, and vulnerability 

reflects an expectation of the harm occurring. Similarly, response efficacy and self-

efficacy together reflect people‘s belief that they will or will not be able to perform a 

behavior that is likely or unlikely to result in a positive outcome. The literature describes 

the combined effect of perceived severity and vulnerability as a threat appraisal, and the 

combined effect of self-efficacy and response efficacy as a coping appraisal. Since threat 

appraisal assesses the likelihood of exposure to a noxious event, it can invoke a fearful 

affective response. 

Given a threat appraisal and coping appraisal, two additional factors can further 

influence the likelihood of adopting a protective behavior. First, perceived intrinsic and 

extrinsic rewards of a maladaptive response will counter the effect of threat appraisal on 

protection motivation (Floyd et al., 2000). Maintaining harmful behavior and failing to 

initiate protective behavior are maladaptive responses. The conflict between perceived 

rewards and perceived threat is, in essence, a conflict of perceived benefits and perceived 

costs. If perceived rewards are greater than perceived threat, then a maladaptive response 

is likely to result. Second, perceived costs of engaging in an adaptive response will 

reduce the positive influence of self-efficacy and response efficacy (Floyd et al., 2000). 

Discontinuing harmful behavior and initiating protective behavior are adaptive responses. 

If perceived costs are greater than the perceived likelihood of engaging in an effective 

protective behavior, then an adaptive response is less likely to result. Figure 2.2 shows 

these aspects of PMT. 

At least one study has examined risk information seeking in the context of PMT. 

Neuwirth, Dunwoody, and Griffin (2000) exposed college students to a news story about 

the effect of fluorescent lighting on academic performance. They administered different 

versions of the story to several experimental groups. The stories varied in their depiction 
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of the severity of the effect, the likelihood of its occurrence, and the effectiveness of 

preventive responses. Results showed that subjects‘ intention to wear sunglasses when 

under fluorescent lighting was the greatest when they perceived a high likelihood of 

occurrence, high severity of the effect, and high efficacy to avoid the harmful effect. The 

authors also reported a significant main effect for perceived severity, though not for 

perceived likelihood or efficacy. They reported the same main effect for subjects‘ 

intention to seek information about the fluorescent lighting hazard; however, they did not 

find the same three-way interaction. Their experiment did not manipulate self-efficacy, 

which might explain the absence of a significant interaction. However, their 

measurements of response efficacy and self-efficacy referenced wearing sun glasses, and 

not information seeking. Thus, their null finding for the interaction effect on information 

seeking intention might be due simply to a lack of congruence between measurement and 

behavior. Furthermore, information seeking intention correlated significantly with 

perceived severity and likelihood, but non-significantly with response efficacy and self-

efficacy. If we think of information seeking as a form of adaptive response (e.g., learning 

more about a hazard can facilitate protective behavior), then it makes sense that a threat 

appraisal would motivate information seeking. It also makes sense that people‘s coping 

appraisal of wearing sunglasses under fluorescent lighting would be unrelated to their 

information seeking intentions. 

There are some notable parallels between the TPB and PMT For example, perceived 

behavioral control is conceptually similar to coping appraisal: motivation to engage in a 

behavior or to intend to engage in a behavior in rather contingent on people‘s belief that 

they can effectively perform the behavior. However, before I discuss this overlap, I must 

introduce another theoretical perspective—the EPPM—that takes into account several of 

the same concepts as PMT, and proposes similar behavioral outcomes, though with finer 

nuances. These nuances help distinguish situations in which a threat appraisal can, at 

times, inhibit protection motivation. That being said, the EPPM provides theoretical 

breadth to PMT for which a theory of risk-related behavior might well account. 
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Figure 2.2. Protection motivation theory (Floyd et al., 2000) 

Extended parallel process model 

The EPPM (Witte, 1992, 1994) augments the parallel process model (Leventhal, 

1971), which emerged out of scholars‘ need to account for both fear reduction strategies, 

as well as adaptive behavioral responses. Such a broad focus had been absent from prior 

research on fear in cognition and behavior (note that the parallel process model preceded 

PMT by a few years). According to the parallel process model, exposure to a fearful 

stimulus can trigger a negative affective response (e.g., worry, fear) that can motivate a 

combination of fear control and danger control processes. Fear control involves 

avoidance of the fearful stimulus and seeking activities that will disrupt the negative 

affective state (a kind of maladaptive response), while danger control involves taking 

action to reduce vulnerability to or severity of a perceived threat (a kind of adaptive 

response). The extent to which people engage in each process depends on how they 

encode and process unique features of the situation at hand, accounting specifically for 

three elements: their emotional behavior, their coping behavior, and the external danger 

object. We can think of people‘s responses to these elements in terms of primary and 

secondary appraisals (Lazarus, 1966). Attending to features of the danger object is a 

primary appraisal that initiates a fear response; attending to emotional and coping 

behavior is a secondary appraisal that influences behavioral outcomes. People are more 

likely to engage in fear control when they experience strong negative emotions and 
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perceive themselves unable to mitigate the immediate danger. Conversely, people are 

more likely to engage in danger control when they can compartmentalize their negative 

emotions and engage in an effective risk avoidance behavior. Consequently, a fear appeal 

that draws attention to a risk should have the greatest positive effect on adaptive 

behaviors when it reduces fear control processes and increases danger control processes 

(Mewborn & Rogers, 1979). 

Witte‘s extended parallel process model (EPPM; Figure 2.3) augments Leventhal‘s 

model to better account for the rejection of fear appeals (i.e., fear control) and to 

accommodate and explicate the interaction of threat and efficacy (Witte, 1992). Witte‘s 

primary criticism of the parallel process model was that it lacked specificity conducive to 

empirical validation. In order to account better for specific psychological moderators of 

fear control and danger control, Witte integrated threat appraisal and coping appraisal 

from PMT. According to the EPPM, when people engage with fear appeals, they first 

conduct a threat appraisal. If they appraise the threat to be minimal, then they take no 

further action. If, however, they appraise the threat to be moderate-to-high, then they 

experience fear, and undergo a coping appraisal. If they appraise their ability to cope with 

the threat as sufficient, then they will engage in danger control via an adaptive response 

(e.g., removing themselves from harm‘s way); and if they appraise their coping ability as 

insufficient, then they will engage in fear control via a maladaptive response (e.g., 

ignoring the problem or seeking distractions). These effects translate directly into 

people‘s acceptance or rejection of fear appeals, where an effective message will result in 

danger control processes and an ineffective message will result either in no action or in 

specific fear control processes. Researchers further segment such behavioral responses 

into four categories: responsive (high threat, high coping), proactive (low threat, high 

coping), avoidant (high threat, low coping), and indifferent (low threat, low coping) 

(Rimal, 2001). Responsive behavior aligns most closely with danger control, where 

avoidant behavior aligns most closely with fear control. Several studies support the 

postulates of the EPPM (Gore & Bracken, 2005; Rimal, 2001; Witte, 1994). 
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Figure 2.3. Extended parallel process model (Witte, 1992) 

Model overlap 

It is worthwhile to note some overlap among the TPB, PMT, and the EPPM. First, all 

three models predict behavioral intention as the outcome of several assessments. For this 

reason alone, the models are highly compatible. Second, response efficacy and self-

efficacy are analogous to instrumental attitudes and perceived behavioral control, 

respectively (Kahlor, 2010). Recall that instrumental attitude in the TPB refers to the 

perceived utility of a behavior. Similarly, response efficacy in PMT and the EPPM refers 

to the perceived effectiveness of a behavior at reducing or avoiding a potential threat. 

Both concepts point to the usefulness of a behavior toward achieving a desired end state; 

and so the concepts are practically equivalent. As discussed earlier, perceived behavioral 

control is a derivation of Bandura‘s self-efficacy concept (1982); thus, it is not necessary 

to discuss further the similarities between perceived behavioral control and self-efficacy. 

Collectively, the tenets of the TPB, PMT, and the EPPM can account for attitudes, 

norms, perceived control, and affective response as unique predictors of behavioral 

intention, which Kahlor (2010) demonstrated. In addition to explaining unique variance 

in behavioral intention directly, accounting for affective response allows researchers to 

test the effects (and effectiveness) of fear appeals on behavioral intention. This 

dissertation will examine how perception of an indoor environmental health risk can 

motivate risk information seeking as an adaptive behavioral response. Although several 
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adaptive behaviors may exist for coping with a perceived risk, this dissertation is 

interested solely in how people assess their risk-related information needs and form the 

intention to seek (or not to seek) more information. Two models describe this process—

the RISP model and PRISM—where the latter augments the former. Furthermore, these 

models integrate the concepts of the TPB, PMT, and the EPPM more thoroughly, with 

the PRISM integrating them fully. The next section examines these models individually. 

Risk information seeking 

People regularly decide to engage in certain behaviors and avoid other behaviors in an 

effort to reduce risk, the varieties of which are myriad. People‘s concerns about 

environmental risks (e.g., climate change, diminishing natural resources), safety risks 

(e.g., house fires, auto accidents, violent crime), health risks (e.g., heart disease, cancer, 

diabetes), and other kinds of risk can motivate protective behaviors. When people engage 

in behaviors that effectively reduce—or that they believe will effectively reduce—their 

exposure to the object that concerns them, several of the aforementioned factors (i.e., 

attitudes, norms, control, affect) come into play. However, before people can engage in 

behaviors that reduce their susceptibility to a risk or the severity of the risk, they must 

have some familiarity with the risk, its origin, and how they might go about reducing or 

avoiding it. It is an inherent human tendency to look for and be aware of risks in the 

environment; and modern information technology has certainly increased the bulk and 

public availability of information about risk. 

The presence or absence of risk information can influence attitudes and behaviors 

toward risks. Knowledge predicates action insofar as people cannot ―take action‖ without 

being properly aware of the issue from which the action derives importance and meaning. 

Such predication is certainly the case for environmental issues (Hines, Hungerford, & 

Tomera, 1987). In a meta-analysis, Hines et al. (1987) identified, among other key 

variables, knowledge of issues and knowledge of action strategies as significant 

correlates of responsible environmental behavior. As well, simply being exposed to 

environmental literature can motivate environmentally responsible behavior (Mobley, 

Vagias, & DeWard, 2010). Thus, if people attend to a fearful stimulus and perceive the 
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fearful object to be threatening, they might choose to seek information in order to inform 

an appropriate response to the threat. In a meta-analysis of approximately 100 articles and 

five books about health information seeking behavior, Lambert and Loiselle (2007) report 

that researchers study the concept of health information seeking behavior generally 

―…within the context of (a) coping with a health-threatening situation, (b) participation 

and involvement in medical decision making, and (c) behavior change and preventive 

behavior‖ (p. 1009). The body of literature on this issue supports the notion that people 

seek information in order to deal with fearful stimuli and to facilitate preventive 

behaviors to that end. 

The point is that the modern world is information-dense—alas, we are in the 

―information age‖—and people use some of this information to stay aware of and able to 

cope with the various environmental, safety, and health risks that they encounter. 

Assuming they have Internet access,
2
 people can initiate a search about virtually any risk-

related topic with a few mouse clicks and keystrokes; and so health communicators who 

understand the factors that influence people‘s information seeking intentions (and 

subsequent behaviors) can create more effective communication tools. That is, knowing 

how several cognitive, affective and social variables motivate people to engage with risk 

information would be highly instrumental toward developing public outreach that 

resonates with target audiences and motivates their continued engagement with the issue. 

The models I discussed earlier in this chapter can help predict people‘s risk 

information seeking intentions, which would likely reflect positive attitudes toward 

seeking subjective norms that support seeking, and perceived control over seeking. The 

TPB states this much. Furthermore, perceptions of risk susceptibility and severity should 

motivate risk information seeking intentions, in concordance with PMT and the EPPM. 

However, the TPB, PMT, and the EPPM are unable to address a central feature of risk 

information seeking: that people engage in this behavior because they perceive a need for 

information. If people are aware of a risk but do not know how to reduce or eliminate it, 

                                                 
2
 Such an assumption is, naturally, inaccurate. However, as the Internet access divide narrows, this 

assumption becomes increasingly reasonable. Yet, there will likely remain indefinitely some individuals 

who never achieve equitable access. I discuss the issue of information access in Chapter 8. 
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they might experience an information need and, consequently, seek information to help 

them choose an appropriate behavioral response. Ultimately, information seeking can 

facilitate risk avoidance behavior, and a complete model of risk information seeking 

cannot ignore people‘s need for information. 

Information need. Put simply, people need information in order to make decisions. 

Having relevant information can benefit decisions related to all kinds of behavior, 

including business decisions (Kassim, 2010; Zacharakis & Meyer, 1998), public policy 

evaluation (Garber & Sox, 2010), consumer purchase decisions (Kowatsch & Maass, 

2010), and resource management (Dennis et al., 1996; Holmgren & Thuresson, 1998), 

among others. The variety of people who need and use information and the ends they 

seek are myriad. Scientists need information in order to arrive at valid conclusions, 

policymakers need information in order to enact effective and reasonable policy, and 

everybody needs information to make important (and even unimportant) decisions in 

their lives. 

Information is particularly essential when people make decisions that affect their 

health or the health of loved ones; and people‘s understanding and effective use of health 

information depends partly on their recognition of an information need and their ability to 

meet that need (Freedman et al., 2009). Several studies have characterized people‘s 

health information needs. For example, Lipstein et al. (2010) interviewed parents about 

their understanding of disease and medical diagnostic tests when making decisions about 

newborn screening. One dominant theme that emerged was the parents‘ information need 

about several issues related to testing and pediatric disease. As part of the decision 

making process, parents frequently inquired about test accuracy and the likelihood of 

false-positive results. They also requested information about disease severity and 

likelihood, which touches on the PMT and EPPM concept of threat appraisal. Similarly, 

Grispen et al. (2010) assert that people who intend to perform medical diagnostic self-

testing (e.g., tests for blood glucose level, cholesterol, and HIV) have particularly high 

information needs. Since self-testing requires people to make medical interpretations and 
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decisions that healthcare professional might otherwise make for them, their heightened 

information need is a logical prerequisite of an informed decision. 

People have additional information needs after the diagnosis of a medical disorder. 

The vast majority of health-related information needs research has examined cancer 

patients‘ need for information about their treatment. This research shows that cancer 

patients generally want as much information about their treatment options as they can 

reasonably gather (Jefford & Tattersall, 2002; Jenkins, Fallowfield, & Saul, 2001). 

Having such information can give patients ownership of their treatment, since it affords 

them greater personal choice and control over treatment outcomes (Ford, Schofield, & 

Hope, 2003; Kaser, Shaw, Marven, Swinburne, & Boyle, 2010). Cancer patients express 

a strong need for information about the kind of cancer they have, as well as treatment 

options, progress, effectiveness, and side-effects (Jenkins et al., 2001). Mesters, van den 

Borne, De Boer, and Pruyn (2001) developed a scale to measure cancer patients‘ 

information needs. Factor analysis of items resulted in a two-factor scale that measured 

disease-oriented information needs (e.g., cancer cause, severity, survivability, and 

prognosis) and action-oriented information needs (e.g., how to find help and education 

material, talk with friends and family, and interact with doctors). These factors seem to 

align with the PMT and EPPM concepts of threat appraisal and coping appraisal, 

respectively, since the former information need reflects negative outcomes of disease and 

the latter information need reflects ways to manage the disease. 

The information need literature reviewed up to this point shows that people have 

strong and well-defined information needs related to the diagnosis and treatment of 

illness, and specifically of cancer. However, this dissertation is only partly interested in 

those kinds of information needs. The kind of information need that interests this 

dissertation is related to indoor environmental degradation, its causes, and its remedies. 

Since environmental degradation can impact human health, then its identification and 

association with negative health outcomes (a diagnosis, in a sense) and its mitigation 

(treatment, in a sense) is useful information for which people ought to have a need. 

However, prior to diagnosing and treating poor indoor environmental quality, people 
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must first learn that the problem exists. Furthermore, if people hope to make accurate 

diagnoses and engage in effective treatments, they will need specific information about 

the cause of the problem and how various environmental and behavioral factors can 

impact indoor environmental quality. Researchers have yet to examine people‘s 

information needs about indoor environmental risk; however, a few studies show that 

people‘s information needs about environmental issues are important to their 

participation in relevant discourse and behavior. 

For example, one study (Myatt, Scrimshaw, & Lester, 2003) examined people‘s 

attitude toward managed realignment, which is a coastline management strategy that 

involves removing coastal defense measures (e.g., dikes and other barriers) in low-lying 

areas and allowing the land to flood. In their concluding remarks, the authors noted, ―The 

information needs of local residents and access to information are integral components in 

the process of public understanding…‖ (p. 285). Another study (Duffy, Fearne, & 

Healing, 2005) conducted focus groups to investigate the extent of the information gap 

between British food producers and consumers. During the interviews, the researchers 

asked participants if they felt well-informed and would like to be more knowledgeable 

about the food they consume. Several participants said that they did not feel very well 

informed and would like to know more, but perceived a lack of time or inclination to 

actually seek information. However, the majority of respondents to a survey (gathered in 

the same study) indicated that they were ―quite/extremely‖ interested in several food 

issues, particularly with regard to animal welfare, food safety, chemicals used during 

food production, diet and health, and the effect of farming on the environment. Although 

the study did not indicate whether knowledge of these issues would influence purchase 

intentions, it is reasonable to conclude that people would like to know about these issues 

in order to make better food purchase decisions. What the study does show is that 

information need alone is not sufficient to motivate information seeking. Duffy‘s finding 

that lack of time (a resource) inhibited people‘s information seeking intentions resonates 

with the TPB, PMT, and the EPPM control-related concepts. They found also that some 

people actively avoided information seeking because they were afraid of what they might 
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find out about their food. This finding reveals a kind of maladaptive, fear-controlling 

response that resonates well with the tenets of the EPPM. 

Model of risk information seeking and processing. It should be evident that people‘s 

information seeking intentions depend on their perception of an information need, as well 

as such factors as perceived behavioral control and affect. Speaking to this process, the 

RISP model (Figure 2.4) integrates the TPB concepts of subjective norms and perceived 

behavioral control, as well as the concepts of perceived hazard characteristics and 

affective response, and the concept of information insufficiency (which is equivalent to 

information need) to predict risk information seeking and processing. The RISP model 

predicts that people will seek out and engage systematically with risk information when 

they have positive relevant channel beliefs, they perceive that they have control over 

seeking and the capacity to process the information, subjective norms support 

information seeking, they experience a negative affective response to a perceived threat, 

and they feel that their current understanding of the risk is insufficient to form a useful 

judgment or generate an appropriate behavioral response (Griffin et al., 1999; Griffin, 

Neuwirth, Giese, & Dunwoody, 2002; Kahlor et al., 2006; Kahlor, Dunwoody, Griffin, 

Neuwirth, & Giese, 2003). Much of the RISP model‘s explication focuses on factors that 

should motivate deep, or systematic, information processing. Generally speaking, the 

factors that motivate active information seeking are also the factors that motivate 

systematic information processing. However, for the purposes of this dissertation, I will 

largely ignore the processing half of the model and focus strictly on the antecedents of 

risk information seeking. 

The original conceptualization of the RISP model defined relevant channel beliefs as 

―…everyday beliefs about channels of risk information‖ (Griffin et al., 1999, p. S233). 

For example, the belief that a particular information source is biased or uninformative 

might affect how some people engage with the information it disseminates. The concept 

of relevant channel beliefs is comparable to the TPB concept of behavioral beliefs, 

though it does not directly assess people‘s beliefs about information seeking. Where 

behavioral beliefs precede behavioral attitudes in the TPB, relevant channel beliefs 
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should precede attitude toward seeking in the RISP model. People who perceive an 

information source to be biased and uninformative probably have negative attitude 

toward seeking information from those sources. In an augmented RISP model, Kahlor 

(2007) replaced relevant channel beliefs with attitude toward seeking as a direct 

indication of seeking-related behavioral beliefs. 

As I asserted in the previous section, at least some motivation to seek information 

should come from an information need, which amounts to a perceived discrepancy 

between what people know and what they ―need‖ to know (see also, Chen & Chaiken, 

1999; Griffin et al., 1999); and people seek information in order to meet their information 

needs. The extent of this perceived information insufficiency depends on perceived 

knowledge and the perceived threshold at which knowledge is sufficient; and it manifests 

when perceived knowledge falls appreciably short of this threshold (Griffin et al., 1999; 

Griffin, Neuwirth, Dunwoody, & Giese, 2004; Kahlor, 2007). Thus, people who perceive 

themselves to lack sufficient knowledge about an important issue are likely to expend 

more effort acquiring additional information than are people who perceive themselves to 

have sufficient knowledge or for whom the issue is unimportant (Chaiken, 1987). 

The RISP model depicts information insufficiency as the direct product of 

informational subjective norms and affective response (Griffin et al., 2004). Ported 

directly from the TPB, informational subjective norms are perceived social pressure to 

seek and attend to information about a particular risk. Accordingly, people will perceive a 

greater need for information if other people who are important to them express seeking 

expectations and/or engage in seeking. Another source of information insufficiency is 

people‘s affective response to a perceived threat. Although Griffin et al. (1999) do not 

reference PMT or the EPPM explicitly in setting up the RISP model, they explicate 

―affective response‖ in similar form. They assert that affective response contains 

elements of worry, anger, and uncertainty, as well as a perceived loss of control (p. 

S236). These elements are conceptually similar to threat appraisal and coping appraisal 

from PMT and the EPPM. Studies have returned mixed results about the relative 

influence of informational subjective norms and affective response on information 
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insufficiency. One study (Kahlor, 2007) found that norms had the stronger impact on 

information insufficiency—nearly double that of affective response. However, another 

study (ter Huurne et al., 2009) found that, of their American sample, affective response 

was the stronger predictor of information sufficiency threshold and had an effect of equal 

magnitude to norms on current knowledge. Moreover, affective response had a positive 

effect on information sufficiency threshold and a negative effect on current knowledge, 

while norms positively predicted both information sufficiency threshold and current 

knowledge. That is to say, the greater people‘s fear, the more they feel they need to know 

a lot about the risk and that their current knowledge is lacking. However, the greater the 

social pressure to seek risk information, the more they feel they need to know a lot about 

the risk and that they currently have sufficient knowledge. If it is not already evident why 

this finding is interesting, consider the following: 

Since information insufficiency refers to the difference between how much 

information people think they need to know about a risk (i.e., information sufficiency 

threshold) and their current level of knowledge, the results noted above suggest that 

affective response is the stronger predictor of information insufficiency. To this point, ter 

Huurne et al (2009) report a coefficient of .30 for the regression of current knowledge on 

norms and a coefficient of .16 for the regression of information sufficiency threshold on 

norms. Current knowledge and information sufficiency threshold had very similar 

standard deviations (.77 and .75, respectively), and an increase of subjective norms by .78 

(one standard deviation) would result in an increase of current knowledge by .23 (.30 x 

.77) and information sufficiency threshold by .12 (.16 x .75). Thus, an increase in 

subjective norms by one standard deviation would result in a negative information 

insufficiency (.12 - .23 = -.11), which conflicts with the RISP model. Although this effect 

is wholly dependent on model specification and might also be limited to the context of ter 

Huurne et al.‘s study (industrial off-site storage of hazardous substances), I propose an 

alternative instrument to the RISP model‘s measurement of information insufficiency that 

researchers can employ in structural models. 
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 As this chapter discussed earlier, perceived hazard characteristics—which comprise 

multidimensional attributes of the hazard (e.g., ―dread risk‖ and ―unknown risk‖)—can 

trigger an affective response. In turn, perceived hazard characteristics derive from 

relevant hazard experience, which can be direct (e.g., personally suffering harm) or 

mediated (e.g., hearing or reading about the harm). Describing information sufficiency 

with reference to its distal source (i.e., relevant hazard experience) should contain the 

following logical progression: people who have (1) experienced negative outcomes 

related to a hazard might perceive (2) the hazard to be more threatening and (3) 

themselves lacking control over it. Consequently, they might (4) experience fear, anxiety, 

worry, and other states of a negative affective response and (5) perceive their knowledge 

about the risk to be deficient. 
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Figure 2.4. Model of risk information seeking and processing (Griffin et al., 1999) 
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Informational subjective norms not only influence perceived information 

insufficiency, but also can affect seeking intention directly. The original RISP model 

explication (Griffin et al., 1999) did not draw this connection, but later studies support it 

(Kahlor, 2007; ter Huurne et al., 2009). Finally, of the TPB-based components of the 

RISP model, perceived information gathering capacity reflects people‘s belief that they 

are capable and in control of their information seeking. This concept is analogous to the 

TPB concept of perceived behavioral control. At least with American samples, 

information gathering capacity is the weakest of the three TPB-based concepts for 

predicting information seeking intentions (Kahlor, 2007; ter Huurne et al., 2009). 

Planned risk information seeking model. The PRISM (Figure 2.5) is the most current 

theoretical model to address risk information seeking intentions. It contains most of the 

RISP model elements, fully integrates the TPB elements that precede intention, and 

proposes additional theoretical linkages among those elements. In explicating several 

novel relationships among PRISM concepts, Kahlor (2010) draws from several 

theoretical perspectives relevant to risk information seeking, including the EPPM—which 

I outlined above—as well as the health information acquisition model (Freimuth, Stein, & 

Kean, 1989), the comprehensive model of information seeking (Johnson & Meischke, 

1993), and the theory of motivated information management (Afifi & Weiner, 2004). 

The primary additions to the RISP model concern the conceptualization of current 

knowledge and perceived information insufficiency in terms of the main TPB variables 

(consistent with the EPPM and the health information acquisition model) and affective 

response as a direct predictor of seeking intention (consistent with the EPPM and the 

theory of motivated information management). Where the RISP model depicts 

information sufficiency as being dependent on certain individual characteristics, affective 

response, and informational subjective norms, the PRISM considers people‘s perceived 

knowledge and their perceived knowledge insufficiency to depend also on attitude toward 

seeking and perceived control over seeking. Furthermore, where the RISP model 

specifies affective response as an antecedent of information sufficiency and an indirect 

predictor of behavior, the PRISM considers affective response to predict seeking 



 

 

44 

 

intention directly. However, the latter difference between the two models does not make 

a fair comparison, since the RISP model predicts actual seeking and the PRISM predicts 

seeking intention. 

The additional theories contained in the PRISM—beyond the TPB, EPPM, and 

RISP—are not of interest to this dissertation, as they partly lend support to well-

established linkages among RISP concepts and partly support the additional linkages 

among the TPB variables, perceived knowledge, and perceived knowledge insufficiency. 

Moreover, this dissertation will measure information insufficiency with a single scale in 

the place of perceived knowledge and perceived knowledge insufficiency. This 

restructuring eliminates several PRISM linkages. Comparing Figure 2.5 to the proposed 

model in Figure 1.1, the proposed model is clearly a variant of the PRISM. Specifically, 

the proposed model depicts roughly the same antecedents of seeking intention, adding 

past seeking and information-seeking self-identity as novel predictors. 
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Figure 2.5. Planned risk information seeking model (Kahlor, 2010) 
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Summary 

This chapter defined the theoretical framework of the current research effort, which 

has the PRISM at its center. The PRISM describes the antecedents of people‘s intentions 

to seek risk information and their interrelationships. According to this model, people‘s 

risk information seeking intentions depend on their positive attitude toward seeking, 

perception of seeking-related subjective norms that promote seeking, perceived control 

over seeking, fearful response to a perceived risk, and perceived information 

insufficiency. The PRISM proposes additional linkages among variables that this 

dissertation will not assess. 

The bulk of this chapter explored theoretical models on which the PRISM and this 

dissertation build, beginning with expectancy-value theory. Expectancy-value theory 

explains human behavioral intentions and behavior at a basic psychological level. The 

next section described the tenets of the TPB, which posits three antecedents of behavioral 

intention derived from expectancy-value theory: attitude toward the behavior, subjective 

norm, and perceived behavioral control. However, the TPB does not sufficiently explain 

behaviors that arise in response to fearful stimuli. The third section of this chapter 

explored the relationship between risk perception and affective response. Perceived risk 

can trigger an emotional response that can then influence behavioral intentions directly, 

as well as indirectly through its impact on perceived information insufficiency. Two 

models, PMT and the EPPM speak to this process, and in combination with the TPB, they 

form an adequate model to explain people‘s behavioral responses to fearful stimuli. The 

RISP and PRISM are such models, which study risk information seeking and seeking 

intention. 

The following two chapters introduce theoretical concepts that I will map onto the 

PRISM in order to clarify the nature of some of its concepts, as well as to improve the 

prediction of risk information seeking intention. 
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3. PERSONALITY AND SELF-IDENTITY 

The previous chapter detailed the theoretical framework of this dissertation, describing 

a model of risk information seeking centered on the PRISM and rooted in the TPB. 

Countless studies have used the TPB to explain all kinds of human behavior; and many 

studies have extended it to accommodate the impact of self-identity on behavior (for 

reviews, see Conner & Armitage, 1998; Rise et al., 2010). Studies of an extended TPB 

have shown that self-identity can be an important factor in people‘s intentions to engage 

in myriad behaviors, including smoking cessation (Moan & Rise, 2005; van den Putte, 

Yzer, Willemsen, & de Bruijn, 2009), blood donation (Masser, White, Hyde, Terry, & 

Robinson, 2009; McMahon & Byrne, 2008), physical activity (Hamilton & White, 2008), 

consumption of genetically-modified food (Spence & Townsend, 2006), alcohol 

consumption (Conner, Warren, Close, & Sparks, 1999), and contraceptive use (Fekadu & 

Kraft, 2001). For example, people who identify themselves as consumers of only natural 

foods have weaker intentions to purchase genetically-modified food when accounting for 

their attitudes, subjective norms, and perceived behavioral control (Spence & Townsend, 

2006). 

People‘s self-identities are expressions of their personalities. This chapter begins with 

a short discussion of the origin of personality and its function in human behavior. More 

specifically, people‘s self-identities reflect unique personality traits, a concept to which I 

devote additional attention. I also explore the notion of self-schema, which is a more 

general form of self-identity. For example, a self-identity that predisposes people to 

consume natural foods might reflect part of a broad set of ―healthy-eater‖ personality 

traits. Researchers might describe people who express such traits as having ―healthy-

eater‖ (or similarly termed) self-schemas (Noureddine & Stein, 2009). The distinctions 

among personality, personality trait, self-schema, and self-identity are useful in the 

explication of ―self-identity,‖ which is a key concept of this dissertation.  

Researchers have yet to use an extended TPB or similar model to define and test the 

role of self-identity in information seeking intentions. Such research would require the 
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operationalization of an ―information-seeking self-identity,‖ which this chapter 

explicates. Its explication focuses on four self-identity concepts that are related to 

information seeking: openness to experience (McCrae & John, 1992), need for cognition 

(Cacioppo & Petty, 1982), desire for control (Althaus & Tewksbury, 2000; Burger & 

Cooper, 1979), and innovativeness (Robertson, 1967; Vishwanath, 2005). The concept of 

an information-seeking self-identity should be useful to other research that examines 

information seeking intentions. 

This chapter also describes the concept of independent self-construal (Markus & 

Kitayama, 1991). People who are highly independent tend to be motivated to engage in 

behaviors that promote self-individuation and self-expression, and are less likely to be 

influenced by others‘ examples and by what others expect of them. This concept can be 

useful to further delineate the role of subjective norms in risk information seeking 

intention, and to fill one of the research gaps noted in the introduction. 

Personality 

It should be of little surprise that people‘s personalities affect their behaviors and 

cognitions. Indeed, people commonly attribute behaviors to underlying dispositions, 

which researchers have described as personality traits (Ajzen, 2007). Any personality-

based theory of behavior should acknowledge both the biological and social bases of 

personality (Eysenck, 1993). The evolution and growth of personality is a process that 

begins with genetics (i.e., some traits are innate) and continues throughout people‘s lives, 

being influenced by a variety of physiological and social factors (Bouchard, 1994; 

Dumont, 2010; Eysenck, 1993). These factors are at the root of the ―nature vs. nurture‖ 

discussion, which takes aim at the differential influence of genetic and environmental 

factors in personality. Eysenck (1993) writes: 

We may say that personality is the central concept in our theory [of human 

behavior]. The distal cause is DNA, the proximal cause is the physiological, 

hormonal, neurological set of intermediaries linking DNA to behaviour, and 

interacting with environmental factors (p. 62). 



 

 

48 

 

Historically, research of personality in behavior has focused on environmental factors 

that spur individual differences, and has given less attention to genetic causes (Dumont, 

2010). Inaccessibility of reliable geno-behavioral data is perhaps the most immediate 

cause of the focus on environmental over genetic factors in personality (Dumont, 2010). 

Nonetheless, a quick glance through the personality literature reveals that scholars have 

paid quite a lot of attention to genetics. Most studies of genetics in personality observe 

twins, whose genes are identical or nearly identical, but whose life experiences can vary; 

and thus researchers can parse the genetic basis of personality out of observed personality 

variance due to different home environments within twin pairs. These studies have 

attributed about 50% of personality to genes; however, small sample sizes limit the 

generalizability of many of these studies (Nichols, 1978). A more recent study of 2,400 

twin pairs found that genes accounted for between 30% and 40% of the variance in 

socioeconomic status, years of education, and present income; and the authors found a 

relationship between these outcomes and personality (Lykken, Bouchard, McGue, & 

Tellegen, 1990). Research in this vein continues to improve in terms of sampling and 

measurement techniques (Bouchard, 1994). Other research has identified some of the 

genetic foundations of general personality (Krueger, Markon, & Bouchard, 2003), 

personality disorders (e.g., Terracciano et al., 2010; Viding et al., 2010), and academic 

achievement (Walker, Petrill, Spinath, & Plomin, 2004), among other personality-related 

outcomes. 

On the ―nurture‖ side of personality research, scholars have enjoyed more accessible 

and varied data (Bouchard, 1994): the clinical and sociological data of interest to these 

kinds of studies are relatively abundant and easy to measure, and not confined to a 

population subgroup, as is the case in studies of twins. Indeed, any study of attitudes, 

beliefs, or values is on some level assessing personality. For example, in a study of the 

dimensional structure of personality, attitudes, values, and beliefs, von Collani and 

Grumm (2009) found that prejudiced social attitudes and egotistic personal values mark 

the right-wing conservative belief system, which people express as closed-mindedness to 

new experiences. Many studies of environment in personality examine the influence of 
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upbringing and social interactions. For example, researchers found that school 

environment, culture, and nationality affect prosocial and moral personality development 

during adolescence (see Carlo, Fabes, Laible, & Kupanoff, 1999). Such studies 

demonstrate that personality and culture are inextricably linked (Dumont, 2010; Gecas, 

1982; Moshman, 2004), and so researchers who seek to know the environmental 

determinants of personality stand on equally valid ground as those who study genes in 

personality; though, neither environment nor genes alone can capture all of the variability 

of personality. As researchers have found, environment and genetics together bring about 

unique personality outcomes. Keltikangas-Jarvinen, Raikkonen, Ekelund, and Peltonen 

(2004) examined the moderating effect of childhood environment on the relationship 

between dopamine receptor polymorphism and novelty seeking personality. They found 

that in children raised in a hostile environment, differences in the genetic trait were 

significantly related to differences in novelty seeking, but that this relationship was non-

significant in children raised in a more positive environment. Such research highlights the 

importance of social and cultural influences on personality, and consequently, their 

indirect impact on attitudes and behavior. 

The body of academic research speaks additional volumes to the origin of personality 

and the roles of environment and genetics therein; however such explication is beyond 

the scope of this dissertation. It will suffice to say that personality begins with genetics 

and grows with social and cultural influences. What does concern this dissertation is how 

personality plays out in behavior, and specifically how certain personality traits affect 

behavioral motivations both directly and through moderating other motivational factors. 

Personality Traits 

Traits, which are a way of thinking about and representing aspects of personalities, are 

not directly observable and serve mainly a descriptive purpose; traits are labels, or 

schemes, that people use to conceptually link human acts with related personality features  

(Dumont, 2010). Moreover, traits only come to be associated with behaviors that are 

consistent in response to similar events across various settings (Ajzen, 2007; Allport, 

1937). Allport (1937) writes: 
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A specific act is always the product of many determinants, not only of lasting sets, 

but of momentary pressures in the person and in the situation. It is only the 

repeated occurrence of acts having the same significance (equivalence of 

response) following upon a definable range of stimuli having the same personal 

significance (equivalence of stimuli) that makes necessary the inference of traits 

and personal dispositions (p. 374). 

The observation of a trait is thus an observation of behavior; and a trait thus references 

a personality feature associated with a defined set of stimulus responses. Inherent in this 

definition is that trait ascription is the product of subjectivity: people‘s observations and 

their interpretations thereof vary with individual perspective (i.e., experience and 

perception are relative); and so how people perceive their own traits can differ from how 

other people perceive them (Shrauger & Schoeneman, 1979). For example, people who 

have depression tend to rate themselves as being more introverted than observers rate 

them (Bagby et al., 1998). Independent of mental state, people often exhibit a self-serving 

bias, by which they attribute their successes to internal factors and failures to external 

factors; and so people tend to associate their ―positive‖ behaviors with ―positive‖ 

personality traits and their ―negative‖ behaviors to factors beyond their control, which 

can skew self-personality-perception (Moshman, 2004). 

In addition to perception of personality varying by perspective, self-perception of 

personality is distinct from the general concept of personality. To this point, Gecas 

(1982) distinguishes between the concepts of ―self,‖ which is analogous to personality, 

and ―self-concept,‖ which is analogous to self-perceived personality: 

[T]he self is a reflexive phenomenon that develops in social interaction and is 

based on the social character of human language. The concept of self provides the 

philosophical underpinning for social-psychological inquiries into the self-

concept but is itself not accessible to empirical investigation. […] The "self-

concept," on the other hand, is a product of this reflexive activity. It is the concept 

the individual has of himself as a physical, social, and spiritual or moral being. 

[…T]he self-concept is conceptualized as an organization (structure) of various 
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identities and attributes, and their evaluations, developed out of the  individual's 

reflexive, social, and symbolic activities. As such, the self-concept is an 

experiential, mostly cognitive phenomenon accessible to scientific inquiry (p. 3-

4). 

That is, in order to access people‘s personality traits, a researcher must define a construct 

that contains the mental representation of personality. A researcher cannot ask people to 

directly assess their own personalities, as people understand their personalities only 

through the reflexive, self-aware activities described above; people only know 

themselves through various self-concepts. An important notion that comes out in the 

hypotheses below is that social interaction is an important part of self-concept 

development. The current effort explores self-concept (as opposed to the concept of self) 

with two related constructs: self-schema and self-identity. 

Self-schema 

Pease, Brannon, and Pilling (2006) define self-schema as ―...a collection of 

generalizations regarding important information about the self‖ (p. 232). This information 

can reference personality traits, as well as functional knowledge regarding motor skills, 

rules, habits, and judgment and inference strategies (Cantor & Kihlstrom, 1987). That is, 

self-schemas are cognitive structures that contain broad collections of information that 

define the self in relation to various situations and activities. Some researchers 

distinguish between trait- and state-like features of self-schema, and propose that 

people‘s self-schemas (or ―self-concepts‖) contain numerous personality traits that 

operate at different levels of activity (Johnson, Chang, & Yang, 2010; Johnson, Selenta, 

& Lord, 2006; Lord, Brown, & Freiberg, 1999). The consistency and degree of trait 

activation leads to what researchers have termed ―chronic self-concept‖ and ―working 

self-concept‖ (Johnson et al., 2006). Chronic self-concept refers to the baseline features 

of personality that people express across situations and settings with little variation. 

Working self-concept refers to features of personality that are active only in certain 

situations and settings. Whether the constituents of a self-schema or self-concept are 

stable or transient, they can influence social behavior by serving as a reflection of past 
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social interactions upon which people can base appropriate responses to new situations 

(Markus, 1977; Markus & Wurf, 1987). Self-schemas are also useful for explaining 

differences in how people interact with information. 

A breadth of research has examined the impact of self-schema in information 

processing, finding consistently that people process self-relevant information more 

quickly and thoroughly (Brannon & Brock, 1994; Markus, 1977; Pease et al., 2006; 

Wheeler, Petty, & Bizer, 2005). Regarding persuasive appeals (which encompasses fear 

appeals), Wheeler, Petty, and Bizer (2005) suggest that the information contained within 

a self-schema is ―abundant, highly elaborated, and highly important‖ such that it should 

be an important element of attitude change; and attitude change is greatest when the 

object of communication is self-schema-relevant. Research on the role of self-schemas in 

information processing has studied the congruence between self-schema and message 

object schema (i.e., characteristics of the communicated object), finding that people 

prefer to engage with messages that express concepts consistent with their perceived self 

(Pease et al., 2006; Wheeler et al., 2005). Pease et al. (2006) found that subjects who 

identified themselves as adventurous (versus responsible, logical, or compassionate) rated 

messages about ―adventurous‖ behaviors (drinking alcohol and having sex) as more 

desirable. 

Schema correspondence theory (Brannon & Brock, 1994), which defines this stream 

of research, examines the interplay between self-schema and message characteristics. 

Researchers have found that certain self-schemas influence general information 

processing as a function of message complexity. One problem with studying risk 

information seeking from this perspective is that schema correspondence theory does not 

adequately address seeking intention; in the context of communication, it focuses 

predominantly on message processing. That is, studies of schema correspondence 

examine how message and receiver characteristics influence the message‘s attractiveness 

to the receiver during engagement with the message, and not prior to it. The current 

project is interested more fundamentally in the personality traits that predispose people to 
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seek information, and how people‘s description of those traits—their self-identity—

factors into their information seeking intention. 

Some researchers (e.g., Avants, Margolin, & McKee, 2000; Martin, Smith, & 

Adamsmushett, 1995) do not distinguish clearly between self-schema and self-identity. 

However, I would argue that self-identity corresponds only to the most salient personality 

features of chronic self-concept. Recall that chronic self-concept reflects somewhat 

invariant personality features of a self-schema. When people engage in an activity, 

several personality traits can affect how they approach it. Their self-schema related to 

that activity will reference those traits, as well as process knowledge (e.g., how to 

perform the activity); and their self-identity related to that activity will contain only the 

most salient trait or traits that define them as the kinds of people who would engage in 

that activity. The next section examines self-identity in additional detail. 

Self-identity 

Self-identity is a theory about the self (Moshman, 2004). It is a theory insofar as it is a 

framework of interrelated concepts upon which people can make predictions about their 

attitudes and behaviors, much in the way that traits serve to conceptually link personality 

with observed behavior. The ways people construe themselves function as schemas on 

which to evaluate the rationality of their thoughts and behaviors. 

To have an identity, at the very least, is to have conceptions about yourself that 

are (a) sufficiently organized and explanatory to be deemed a theory; (b) are 

construed by you as your theory; and (c) enable you to construe yourself as a 

person—at the very least, as a rational agent with beliefs and values of your own 

(Moshman, 2004, p. 85). 

The idea that people hold theories about themselves might seem to give undue credit 

to their self-awareness. However, recall that the self-concept arises through reflexive 

social interaction; self-concept and self-identity are inherently subjective appraisals. That 

is, people hold theories about themselves irrespective of the accuracy of their self-

perception. It might be that people who hold a markedly inaccurate self-identity lack the 

relevant perceptual acuity to disprove their self-theory, and so they maintain it. 
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Despite the theoretic function of self-identity, its role is less for theory testing than it is 

for self-affirmation and self-protection, hinging on three motives: self-efficacy, self-

esteem, and consistency (Gecas, 1982). Since self-identity builds upon social interaction 

and life experience, self-identities are action oriented to a certain degree. Perceptions of 

self-efficacy can vary across the action-oriented identity components, and people thus 

come to understand themselves in part as being good at some things and not so good at 

other things. For example, competitive athletic self-identity comprises perceived skill 

level, athleticism, and mental competence, among other components (Marsh & Perry, 

2005). These components reflect competitive self-efficacy; and people who lack self-

efficacy over any of the components are less likely to have an athletic self-identity. In 

other words, self-identity can depend to a large extent on perceived ability to engage in 

behaviors that define relevant personality traits. Self-identity is also a product of social 

interaction when, for example, an athletic self-identity increases with the strength of 

relationship between athlete and coach (Jowett & Cramer, 2010). 

In situations where a social self-identity does not match with observed behaviors, 

cognitive dissonance (inconsistency) and diminished self-esteem can result (Gecas, 

1982); and people are strongly motivated to engage in behaviors that do not breed self-

dissatisfaction (Bandura, 2004). In order to reduce cognitive dissonance, people will 

either reformulate their self-identity, change their behaviors to improve the consistency 

between the ―ideal‖ self and the perceived self, or restructure their outcome attributions 

to be self-serving (Gecas, 1982). The point is that, in order to build self-esteem or 

maintain perceived behavior-identity consistency, people need self-assurance that their 

behavior is the product of their identity; and so behavior should be closely related to self-

identity. 

Several studies have demonstrated the link between self-identity and identity-relevant 

behavioral intentions. Testing an extended TPB, Cook, Kerr, and Moore (2002) examined 

the role of people‘s self-identities in their purchase decisions regarding genetically 

modified foods. They found that, while attitudes were the strongest predictor of past 

behavior and behavioral intentions, self-identity was a stronger predictor than were 
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subjective norms and perceived behavioral control. The study employed a self-referent 

construct (e.g., it was measured with such items as ―I am the type of person who will 

purchase food using genetic engineering), which contained elements of environmentalism 

and health-consciousness. Other studies have used self-referent measures of self-identity 

to predict behavioral intentions related to contraceptive use (Fekadu & Kraft, 2001), 

brand preference (Smith et al., 2008), consuming a healthy diet (Sparks & Guthrie, 1998), 

and recycling (Terry et al., 1999), among others. 

In summary, personality traits that people perceive as part of their self-identity can 

affect cognitions and behaviors, including those that occur during communication. 

Specifically, the ways people look to and use information should depend to an extent on 

certain personality traits. In order to account for information seeking intentions, this 

dissertation explicates an information-seeking self-identity. This dissertation also 

explicates an independent self-construal, which might be an important moderator of the 

attitudinal and social-normative components of risk information seeking intention. 

Information-seeking self-identity 

The current literature contains several self-identity concepts that are relevant to risk 

information seeking intention. For example, the notion of a ―health orientation‖ can 

account for people‘s interest in information related to environmental, safety, and health 

risks. Researchers have noted individual differences that distinguish between people who 

engage in healthy behaviors and those who engage in unhealthy behaviors, and have 

attributed these differences to variance in health orientation. Health orientations reflect 

underlying motivations, where people‘s motivations to hold attitudes and engage in 

behaviors that benefit their health can be positive, neutral, and even negative (Dutta-

Bergman, 2004). The primary behavioral expressions of health orientation are health 

maintenance behaviors and health information acquisition behaviors (Moorman & 

Matulich, 1993). Dutta-Bergman (2004) sought to account for health information 

acquisition behavior with the construct of health information orientation, which he 

defined as ―…the extent to which the individual is willing to look for health information‖ 

(p. 275). He found that people with a high health information orientation were more 
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likely to use family and friends, newspapers/magazines, and the Internet as primary 

sources of health information, and less likely to use television and radio as primary 

sources. However, this dissertation will not employ a measure of health information 

orientation for two reasons. First, several common measurement items for health 

information orientation (e.g., ―I make a point to read and watch stories about health‖) are 

indistinct from items that measure information seeking. Second, this dissertation seeks to 

create a self-identity scale that is related to general information seeking, not just health-

related information seeking. 

Existing research has yet to define and explicate the concept of an ―information 

seeker‖ as a reflection of self-identity. However, researchers have identified such 

personality concepts as openness to experience, novelty seeking, and sensation seeking as 

correlates of media use (Donohew, Lorch, & Palmgreen, 1998; Krcmar & Kean, 2005). 

However, these studies examined arousing media content (e.g., media violence), which 

people probably do not view as formal sources of information Thus, the relationship 

between personality and media use might not generalize to other contexts, and especially 

not to information-oriented media use. Nonetheless, this dissertation will assess openness 

to experience as a correlate of information-seeking self-identity. I will exclude novelty 

seeking and sensation seeking from the subsequent conceptualization for two reasons. 

First, the two concepts are very similar to openness to experience (Voss, 1983), and so 

measuring all three concepts would add unnecessary bulk to the current study. Second, 

openness to experience is, on its face, the most closely related to general information 

seeking. I expand on this point later. 

This dissertation will assess three additional personality concepts that should be 

related to information-seeking self-identity: need for cognition, desire for control, and 

innovativeness. Respectively, openness to experience, need for cognition, desire for 

control, and innovativeness address people‘s seeking motivations related to variety-

seeking, cognitive engagement, personal control, and being a knowledgeable source of 

information; and these motivations contain elements related to people‘s attitudes, 

perceived norms, and control beliefs. The function of these four personality concepts in 
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this dissertation is primarily to validate a self-referent information-seeking self-identity 

scale (e.g., ―I am the kind of person who seeks a lot of information‖); however, clarifying 

the nature of these concepts should lend to the explication of the concept of information-

seeking self-identity. 

An inherent feature of information is that it can satisfy people‘s curiosity. Indeed, 

curiosity reflects a desire for information (Loewenstein, 1994). However, at least two 

kinds of curiosity can influence how people engage with information: curiosity out of 

interest and curiosity out of deprivation (Litman, 2005, 2010). People who are curious out 

of interest view the acquisition of new knowledge as potentially pleasurable, but not 

necessary; and learning new information results in positive feelings about the activity. 

Conversely, people who are curious out of deprivation view the acquisition of knowledge 

as meeting an important information need; and learning information reduces negative 

feelings attributed to uncertainty. According to Litman‘s (2010) wanting-liking model of 

information seeking, both kinds of curiosity reflect a liking of information, but only 

curiosity out of deprivation reflects a high wanting of information. The concepts of desire 

for control, and innovativeness (which I examine subsequently) might account partially 

for people‘s curiosity out of interest and deprivation. However, research shows that 

curiosity out of interest correlates positively with people‘s openness to experience and 

need for cognition (Litman & Spielberger, 2003; Mussel, 2010). Addressing these 

features of curiosity should capture a unique aspect of people‘s information-seeking self-

identities. 

Openness to experience. Openness to experience is one of the big five personality 

traits to which many researchers attribute the most basic dimensions of personality. The 

remaining four traits are extraversion, agreeableness, conscientiousness, and neuroticism 

(McCrae & John, 1992). Research of the big five personality traits has identified sets of 

adjectives that correspond to each trait. Common adjectives that describe openness to 

experience include curious, artistic, imaginative, insightful, original, and having wide 

interests (John, Naumann, & Soto, 2008; McCrae & John, 1992). People who strongly 

exhibit this personality trait ―…prefer varied stimuli and are open to ideas, various 
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aesthetic and intellectual experiences, and are willing to try a variety of activities‖ 

(Krcmar & Kean, 2005, p. 405).  Researchers have found openness to experience to be 

positively related to such personality characteristics as leadership ability (Judge, Bono, 

Ilies, & Gerhardt, 2002), job performance (Hogan & Holland, 2003), and sociability 

(Wanberg & Kammeyer-Mueller, 2000), and negatively related to political conservatism 

(Jost, Glaser, Kruglanski, & Sulloway, 2003). 

The issue relevant to this dissertation is whether or not openness to experience is 

related to general information seeking tendencies. Some recent studies suggest the 

affirmative. Arteche, Chamorro-Premuzic, Ackerman, and Furnham (2009) correlated the 

big five personality traits with reading and information seeking, among other behaviors, 

finding that openness to experience was the only significant predictor of those two 

behaviors. Not only does openness to experience correlate with greater information 

needs, but it favors certain kinds of information. For example, Krcmar and Kean (2005) 

found that openness to experience positively predicts movie watching and has no effect 

on television viewing. They explained their finding in terms of the uses and gratifications 

paradigm, asserting that television programming lacks the variety and richness of 

experiences that movies provide. Consequently, people who are open to experience 

should have greater interest in movies than in television, since movies can better satisfy 

their curiosity and aesthetic needs. Particularly relevant to this dissertation, Flynn, Smith, 

and Freese (2006) found that openness to experience was positively related to health 

information seeking in older adults.  

Earlier, I asserted that curiosity out of interest and out of deprivation is an important 

driver of information seeking. I suggested further that two of the concepts in this 

section—openness to experience and need for cognition—contain elements of curiosity. 

The focus of Arteche et al.‘s (2009) study was not on reading and information seeking, 

but on those activities as components of a broader concept of intellectual engagement. 

Another component of this broad concept is intellectual pursuit as a primary focus, which 

correlates moderately with reading and information seeking, as well as with openness to 
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experience. Elsewhere, researchers describe such intellectual focus as a need for 

cognition. 

Need for cognition. Some people like to engage with complex cognitive tasks (e.g., 

reading difficult texts, solving crossword puzzles, etc.), while others do not. Some 

researchers would attribute this difference, at least partially, to varying levels of people‘s 

need for cognition. The original concept of need for cognition referred to ―…a need to 

structure relevant situations in meaningful, integrated ways‖ (Cohen, Stotland, & Wolfe, 

1955, p. 291). Subsequent research produced a somewhat different conceptualization, 

describing need for cognition simply as people‘s tendency to engage in effortful thought 

(Cacioppo & Petty, 1982). From the latter research emerged a construct that researchers 

use to this day (e.g., Williams-Piehota, Schneider, Pizarro, Mowad, & Salovey, 2003). 

Studies have shown that people with a high need for cognition enjoy performing various 

cognitive tasks, especially when the tasks are challenging, and that need for cognition 

correlates positively with intelligence and negatively with dogmatism (Cacioppo & Petty, 

1982; Harrington, Lane, Donohew, & Zimmerman, 2006; Wheeler et al., 2005). 

In the context of communication, need for cognition mainly influences the depth of 

message processing: people with a high need for cognition are more likely to engage in 

effortful thought when processing a message, which results in a more thorough and issue-

relevant evaluation of the message contents (Petty & Cacioppo, 1984). Consequently, 

people with a high need for cognition are more persuaded by complex messages than by 

simple messages (Harrington et al., 2006; Williams-Piehota et al., 2003), assuming the 

messages contain equally valid propositions. In a study that examined mammography 

promotion through message tailoring, Williams-Piehota, et al. (2003) found that people 

with a high need for cognition were the most likely to utilize mammography after 

exposure to a complex message, and were the least likely to utilize mammography after 

exposure to a simple message. 

As it relates to information-seeking self-identity, need for cognition can influence the 

degree to which people believe themselves able to process complex information. That is, 

people with a high need for cognition should have certain self-efficacy beliefs related to 
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their systematic engagement with information, which they might express as the perceived 

ease of understanding complex issues. Furthermore, engagement with complex issues 

should affect self-esteem and feelings of identity-behavioral consistency positively in 

people with a high need for cognition, which they might express as enjoyment and 

perceived self-consistency. In general, people with a high need for cognition should have 

greater motivation to seek information in certain contexts, and thus have greater 

information seeking intentions in those contexts. 

Although Cacioppo and Petty (1982, 1984) do not link need for cognition directly to 

information seeking, Cohen et al. (1955) state that need for cognition implies ―…a desire 

for more information and/or understanding‖ (p. 292). Indeed, they relate need for 

cognition to people‘s need to reduce ambiguity. In other words, people who have a lower 

tolerance of ambiguity will have a higher need for information and might also have a 

higher need for cognition. According to Litman (2010), people who have a high 

ambiguity tolerance are more likely to accept uncertainty and less likely to seek new 

information. 

I should comment briefly on ambiguity tolerance, which is relevant to information 

seeking, but which this dissertation does not incorporate as a criterion of information-

seeking self-identity. The previous paragraph suggests that ambiguity tolerance inhibits 

information seeking; however, the actual effect is more complex. Early research defined 

ambiguity intolerance as the ―tendency to resort to black-white solutions, to arrive at 

premature closure as to valuative aspects, often at the neglect of reality, and to seek for 

unqualified and unambiguous over-all acceptance and rejection of other people‖ 

(Frenkel-Brunswik, 1949, p. 115). That is, people who are ambiguity intolerant will seek 

only a narrow range of information that supports foregone conclusions. Conversely, 

people who are ambiguity tolerant will be more likely to entertain information from a 

variety of sources. Litman‘s (2010) wanting-liking model of information seeking 

proposes that ambiguity tolerance should be inversely related to information seeking 

goals directed at reducing undesirable states of information deprivation, and positively 

related to goals directed at stimulating positive feelings of interest.  However, the model 
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also holds that, where stimulation of interest should be inversely related to negative 

affective states from information seeking, ambiguity tolerance should have no relation to 

affective state, positive or negative. The concept of ambiguity intolerance, at least as it 

relates to information seeking, is rather complex and not within the scope of this 

dissertation. However, it is relevant, which is why I will focus on one outcome of 

perceived ambiguity: the perceived loss of behavioral control (Quintal, Lee, & Soutar). 

The following section introduces the notion of ―desire for control,‖ which should partly 

define people‘s self-identities as information seekers. 

Desire for control. Consistent with the uses and gratifications paradigm, information 

seeking can serve entertainment purposes or an information utility (Katz et al., 1973). 

Often, people seek information to maintain tabs on occurrences external to their 

immediate experience and control (Althaus & Tewksbury, 2000; Chung & Yoo, 2008; 

Vishwanath & Hollander, 2008). Althaus and Tewksbury (2000) write,  

Uses and gratifications theory suggests that a desire to actively control one‘s 

information consumption should be a determinant of media choice. Specifically, 

people who seek to manage their external environment should be more likely to 

use media that afford greater levels of control. The ‗desirability of control‘ 

personality construct appears to tap elements of such a basic motivational 

tendency (p. 27, internal citations omitted). 

Accordingly, people who have a high desire for control should be more likely to seek 

out information sources that provide more control over their environment. For example, 

Vishwanath and Hollander (2008) identified people‘s need for surveillance as an element 

of ritualistic media use. If knowing about certain externalities improves people‘s ability 

to control those externalities, then people who have a high desire of control might also 

have a high need for surveillance, and will be more inclined to seek information about 

those externalities. Here I do not attempt to equate information seeking and surveillance; 

though, I do assert that surveillance is a form of information seeking that improves 

people‘s control over certain externalities. 
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Althaus and Tewksbury (2000) found that desire for control predicted people‘s use of 

the Internet for surveillance and of their viewing of television news, the latter of which is 

inherently a surveillance behavior. Three other findings are worth describing. First, they 

found that people use the Internet primarily for entertainment and passing time. Only 

television and newspapers were rated primarily as surveillance media. Second, general 

Internet use most strongly predicted surveillance Internet use, followed closely by desire 

for control. Third, general Internet use and desire for control were inversely related. 

These findings suggest that people with a high desire for control are especially selective 

of their media use for surveillance. 

Taking a markedly different approach, Ashford and Black (1996) reported that desire 

for control was significantly related to people‘s information seeking behaviors in new job 

settings. They operationalized information seeking in terms of information about the 

politics, policies, procedures, and organizational structure of a new workplace. Based on 

this operationalization, one interpretation of the above finding is that a higher desire for 

control is related to a higher need for surveillance. Although the kind of information focal 

to their study derived more from interpersonal (as opposed to mediated) communication, 

the argument stands that desire for control should be related to need for surveillance, 

which should be related, in turn, to some people‘s innate need for information. 

So far, my discussion of information-seeking self-identity has introduced concepts 

related to variety-seeking (openness to experience), cognitive engagement (need for 

cognition) and feelings of control (desire for control). These concepts do not account well 

for social factors that people might use in defining their information-seeking self-

identities. The diffusion of innovation is a theory that describes how ideas (which are 

inherently information-bound) come to gain mass appeal, beginning with their acceptance 

by a few key individuals known as ―innovators‖ and then spreading through social 

networks to greater acceptance. 

Innovativeness. Diffusion of innovation describes people‘s adoption of a new thought, 

behavior, or thing across five categories of adopters: innovators, early adopters, early 

majority, late majority, and laggards (Robertson, 1967; Rogers, 1962/1995). The rate of 
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adoption for most innovations over time plots roughly as a normal distribution, where 

innovators (2.5% of the population) and early adopters (13.5%) comprise the left tail; 

laggards comprise the right tail (16%); and the early and late majorities (34% each) fall to 

the left and right sides, respectively, of the median (Robertson, 1967). Of import to this 

dissertation, Rogers (1962/1995) describes innovators as ―…active information-seekers 

about new ideas [who…] have a high degree of mass media exposure [and…] cannot 

depend upon the subjective evaluations of the innovation from other members of their 

[social] system‖ (p. 22). 

In essence, the diffusion of innovation is a model of communication, where people 

transmit ideas via interpersonal networks. As a model of communication, the diffusion of 

innovation can describe general information seeking behaviors and such specific 

behaviors as health information acquisition. For example, Bowden et al. (2006) found 

that the adoption of health information technology by Hispanics in southern Texas 

followed very closely the diffusion curve described above, with a few key innovators 

leading the way to more widespread adoption. 

Not only do the categories of adopters differ in terms of how quickly they adopt a new 

technology, but also in terms of their personalities. Howell and Higgins (1990) found that 

people who are in the earliest stages of the diffusion curve are more likely to be risk-

takers, achievement-oriented, and are more charismatic than are people who adopt later. 

While those personality traits are not overtly related to information seeking, it makes 

sense that innovators and early adopters would be more inclined to seek out information 

when presented with a new idea, assuming that they deem the new idea to be worth their 

attention. Lending support to this assertion, Vishwanath (2005) found that innovativeness 

positively predicts media use and the sophistication of information seeking. 

In summary, information-seeking self-identity should be related to four personality 

concepts: openness to experience, need for cognition, desire for control, and 

innovativeness. As with any form of self-identity, information-seeking self-identity arises 

through self-reflection and reflexive social interaction. To the degree that people are 

―information-seekers,‖ they will express self-perceptions, attitudes, and behaviors that are 
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consistent with their self-identity. Based on the literature above, I make a first set of 

predictions. To help the reader along, I have reinserted my research model with 

hypotheses (Figure 3.1). 

H1: Information-seeking self-identity will be positively related to attitudes toward 

seeking. 

H2: Information-seeking self-identity will be positively related to seeking-related 

subjective norms. 

H3: Information-seeking self-identity will be positively related to perceived 

control over seeking. 

H4: Information-seeking self-identity will be positively related to past seeking 

behavior. 

H5: Information-seeking self-identity will positively predict seeking intention. 
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Figure 3.1. Proposed theoretical model with hypotheses 

Note. 
† 

indicates interaction effects of self-construal. Hypotheses and research questions excluded from the 

figure relate to motivation orientation, and do not lend themselves to simple graphical depiction. 
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Independent self-construal 

The above explication of an information-seeking self-identity points to personality 

traits that underlie people‘s motivation to seek information. These motivations are largely 

intrinsic: by fulfilling basic personality ―needs‖ or improving identity-behavior 

consistency, seeking information should be more enjoyable and inherently valuable to 

people who identify as information seekers. Extrinsic motivations might come into play 

when, for example, people seek information as a means of surveillance and as part of a 

diffusion process. Such motivations focus on the actor in relation to other people; and 

much research has examined the importance of ―others‖ in human behavior, in general, 

and also in information seeking (see Chapter 4 for additional discussion about intrinsic 

and extrinsic motivation). Researchers describe social normative influences as the 

perception of others‘ behaviors and behavioral expectations (i.e., the belief that 

―important others‖ want ―me‖ to behave in a certain way; Ajzen, 1991); and the desire for 

social approval is well-established as an extrinsic behavioral motivator (Fehr & Falk, 

2002). In the TPB, subjective norms build upon normative beliefs, which are the product 

of perceived behavioral expectations and the motivation to comply with those 

expectations (Ajzen, 1991). Because motivation to comply with others‘ expectations 

moderates the behavioral effect of normative beliefs, social interrelatedness (i.e., the 

degree to which people feel connected to each other) might be an important factor in that 

process. Research has shown that subjective norms have the greatest impact for people 

who are strongly attached to the norm-defining social group (Jenkins, 1996; Park & 

Levine, 1999; Smith, Terry, & Hogg, 2007; Terry et al., 1999). 

Independent self-construal embodies such notions as interrelatedness and group 

attachment, and has received much attention over the years. Researchers have 

demonstrated that the culture with which people identify is a strong determinant of their 

behavior; and the degree to which behaviors derive thereof can depend on how much 

people identify with their respective cultures (Markus & Kitayama, 1991). As a 

component of personality, independent self-construal derives from cultural experience. 



 

 

66 

 

That is, people come to understand their relationship to others as a function of their 

experiences with others. 

The question that the personality psychologist needs to ask is to what extent do 

the culture and sub-cultures in which people are immersed shape their 

personality? If one concludes that patterns of culture significantly shape 

personality, and it would appear that they do to some extent, one must ask if 

certain cultures do this more effectively than others, say, those that value social 

conformity more than self-individuation. To the extent that the various 

expressions of culture confer ―national‖ traits on those raised and ―indoctrinated‖ 

within it, citizens of the same nation-state will tend to share the same personality 

traits (Dumont, 2010, p. 221). 

Put simply, people of similar cultures will share at least some personality traits. Often, 

such shared traits are those that define people‘s cultural identities. Dumont mentions 

―conformity‖ and ―self-individuation‖ as personality traits that a culture may confer upon 

its members. It is easy to imagine how people from, say, socialist societies and people 

from capitalist societies might come to engender these personality traits, respectively, as 

a reflection of the core values of their society‘s sociopolitical orientation. Those who do 

not fit cleanly into a cultural mold (e.g., those who participate in more than one culture, 

and thus express personality, attitudes, beliefs and behaviors that may be at odds with one 

or more cultures to which they belong) may experience cultural dissonance or 

maladjustment (Gould, 2002; Ward & Kennedy, 1992). 

Within this realm of personality, one of the most widely used conceptions of 

independent self-construal draws a continuum with independence at one end and 

interdependence at the other end (Markus & Kitayama, 1991). Independence is consistent 

with Western cultural norms, in which people are the measure of their own worth, and 

achieve worth through self-determination and the discovery and expression of unique 

personal attributes (Markus & Kitayama, 1991). Conversely, interdependence is 

consistent with Eastern cultural norms, in which people weigh the value of their actions 

against the value they bring to the cultural collective. People who have interdependent 
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self-identities find worth only in their behaviors and self-conceptions that fall within the 

context of an appropriate social relationship. Although the interdependent self might 

contain unique internal attributes, the expression of these attributes is wholly contingent 

on situations that call for them (Markus & Kitayama, 1991). In other words, as self-

identity transitions from independent to interdependent, the influence of personal 

opinions, abilities, and characteristics become less pronounced. Typically, researchers 

use the independent-interdependent continuum in cross-cultural studies. For example, 

Caucasian Americans tend to be less interdependent than Asian Americans (Singelis & 

Sharkey, 1995), which can explain differences in cognitive and affective responses to 

various stimuli. 

People express their independent or interdependent selves in their behavioral 

attributions, goal orientations, approaches to conflicts, and in many other ways. For 

example, people who have an interdependent self-construal are more likely than those 

with an independent self-construal to seek out culturally-defined ―traditional‖ roles and 

attribute their behaviors to social demands (Jenkins, 1996). Several studies have found 

that people from individualistic cultures tend to approach conflict competitively and for 

personal gain, whereas people from collectivistic cultures seek to avoid conflict and defer 

to conformity and tradition (Markus & Kitayama, 1991; Morris et al., 1998). The current 

project is interested in independent and interdependent self-construals primarily in the 

degree to which they promote behavioral norm conformity and attitude expression. As 

noted earlier, people who are strongly integrated in a social group are more susceptible to 

subjective norms that originate from that group. 

Park and Levine (1999) examined the effect of social self-construal on college 

students‘ attitudes toward studying for upcoming final examinations. They found that 

students with an independent self-construal expressed stronger personal attitudes toward 

the behavior (i.e., attitudes that reference such personal outcomes as learning more and 

getting good grades), and students with an interdependent self-construal expressed 

stronger normative beliefs and social attitudes toward the behavior (i.e., attitudes that 

reference consequences of the behavior that impact others, such as getting recognition 
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from others). The findings of this study suggest that people who are independent are 

more likely to base their behavioral intentions on personal goals, whereas people who are 

interdependent are more likely to defer to norms and expectations of others. Similarly, 

Terry et al. (1999) examined people‘s recycling intentions from within the framework of 

the TPB. In addition to the traditional TPB variables, the authors examined the impact of 

group identity on the relationship between subjective norms and behavioral intentions. 

They found that when subjects perceived a strong pro-recycling subjective norm, 

recycling intentions were significantly higher for high group identifiers (with high-group 

identification being analogous to interdependence) than for low group identifiers. 

Extending this finding, Smith et al. (2007) found that norm-consistent behavioral 

intentions of high group identifiers were greater than those of low group identifiers when 

they were led to believe they would have to rationalize their intentions to a salient social 

group. When subjects had no expectation of social accountability, behavioral intentions 

were stronger for the low group identifiers. These findings suggest that the greater the 

group identity (or interdependence), the greater the need to explicitly conform to the 

norms of a salient social group. 

If interdependence fosters norm-consistent behavior, then interdependence is also the 

source of a significant extrinsic motivator. In contrast to people who have strong 

information-seeking self-identities (which should spawn strong self-oriented behavioral 

attitudes and be related to greater intrinsic motivation), people who are highly 

interdependent might base their information seeking intentions on relevant informational 

subjective norms. Furthermore, people who have highly independent self-construals 

should be less influenced by norms, rather basing their seeking intentions on attitudes, 

perceived behavioral control, information-seeking self-identity, and past behavior. 

In order to address the TPB‘s shortcoming related to subjective norms that I 

mentioned in the introduction, I propose that independent self-construal be used as a 

weighting factor for the effect of seeking-related subjective norms on seeking intention. 

Such a prediction is consistent with Terry et al.‘s (1999) finding that people who have 

strong group identities are more influenced by subjective norms than people with weak 
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group identities. Furthermore, it follows that if people with independent self-construals 

are less influenced by subjective norms, then their attitudes should play a larger role in 

their behavioral intentions. Indeed, people with independent self-construals find meaning 

in their behavior with reference to their ―…own thoughts, feelings, and action, rather than 

by reference to the thoughts, feelings, and actions of others‖ (Markus & Kitayama, 1991, 

p. 226). Specifically, I predict the following: 

H6: The stronger the independent self-construal, the stronger the relationship 

between attitude toward seeking and seeking intention. 

H7: The stronger the independent self-construal, the weaker the relationship 

between seeking-related subjective norms and seeking intention. 
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4. BEHAVIORAL MOTIVATION 

 

The TPB, PMT, EPPM, RISP model, and PRISM propose antecedents of goal-

directed behaviors, which aim to produce attitude- and norm-consistent behavioral 

outcomes (Ajzen, 1991), to reduce the severity of a health risk or susceptibility to it 

(Rogers, 1975; Witte, 1992), or to minimize perceived information insufficiency (Griffin 

et al., 1999; Kahlor, 2010). Whether or not the authors state so explicitly, these models 

describe factors that influence behavioral motivation; and thus this dissertation is 

inherently a study of behavioral motivation. 

The definition of behavioral motivation has assumed many forms. In general terms, 

being motivated is to be moved, energized or activated toward an end (Ryan & Deci, 

2000a). Virtually all purposive behavior is a function of motivation; and it is more the 

norm than the exception that people engage in motivated, goal-directed behavior (Ryan & 

Deci, 2000b). In addition, the motivation to engage in a behavior contains myriad 

complexities: ―…even superficial reflection suggests that people are moved to act by very 

different types of factors, with highly varied experiences and consequences‖ (Ryan & 

Deci, 2000b, p. 69). We see some of this complexity when people‘s behaviors draw to 

varying degrees on their past experiences, attitudes, norms, perceived control, perceived 

threat, and so on. 

Chapter 2 introduced expectancy-value theory (Ajzen & Fishbein, 2008; Fishbein, 

1963; Fishbein & Ajzen, 1975), which defines behavioral motivation broadly. Put simply, 

people are motivated to engage in behaviors that they expect to bring about valued 

outcomes. Several behavior models invoke expectancy-value theory, and are thus models 

of behavioral motivation. A prime example is PMT (Rogers, 1975), which plots out the 

motivational antecedents (i.e., threat appraisal and coping appraisal) of health protective 

behaviors. Rogers asserts that fear is an important intervening variable that ―…motivates 

an organism to escape or avoid a noxious event‖ (p. 95). Threat appraisals generate 

motivations to avoid fearful stimuli, while coping appraisals generate motivation to 
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engage in specific avoidance behaviors. In the EPPM (Witte, 1992), the sources of 

motivation are roughly analogous to those in PMT. Similarly, Ajzen (1991) assumes in 

the TPB that behavioral intentions reflect on underlying motivational factors (p. 181). 

These motivational factors derive from outcome expectations and evaluations, which 

energize people toward relevant behaviors (Ajzen, 2006). 

These models designate important sources of behavioral motivation, and they describe 

what amounts to motivation level. That is, people‘s intentions reflect variably strong or 

weak motivations: strong intentions equate to strong motivations, and weak intentions 

equate to weak motivations. However, level is only one of motivation‘s defining 

characteristics. Another important feature of motivation is its orientation, which the 

aforementioned models fail to address completely. Where motivation level describes the 

strength of motivation, motivation orientation refers to the underlying attitudes and goals 

that drive action (Ryan & Deci, 2000a), That is, people can be strongly or weakly 

motivated to engage in a behavior because they enjoy it, believe it serves a utility, their 

friends and family want them to do it, or any number of other reasons. These attitudes 

and goals reflect, in varying degrees, intrinsic and extrinsic motivation orientations. 

According to the TPB, PMT, and EPPM, people are motivated to act along a 

continuum that ranges from high motivational energy to low motivational energy (i.e., 

motivation level), which resonates with the classic direction-energy framework of 

behavior. According to this conceptualization, the drive to engage in a behavior draws 

from three sources: 

(a) matching of one‘s perceived response repertoire with the demands of reaching 

the goal (capacity match), (b) one‘s embeddedness in a culture or lifestyle about 

which a comfortable end state is perceived to be reached (lifestyle stability), and 

(c) social pressures to change (Nezami, Sussman, & Pentz, 2003, pp. 27-28). 

There is evident overlap between the direction-energy framework and some of the 

concepts this dissertation has already presented. Capacity match aligns with self-efficacy 

and perceived behavioral control, lifestyle stability aligns with behavioral expressions of 

self-identity, and social pressure to change aligns with subjective norms. Implicitly, these 
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motivational sources reflect different motivation orientations; however, researchers have 

yet to explore them in such terms. A growing body of literature has proposed and tested 

TPB-based behavioral models that seek to isolate the motivation orientation of the TPB 

model components. I review these studies in a later section; but first I should clarify 

exactly what I mean by ―motivation orientation.‖ 

Much of the research on motivation orientation looks to self-determination theory for 

conceptual guidance. Self-determination theory describes people‘s behavioral 

motivations along a continuum that—assuming in the first place that people are not 

amotivated—has intrinsic motivation and extrinsic motivation at its ends (Ryan & Deci, 

2000a, 2000b). These two motivation orientations help explain some of the fundamental 

motivational processes that guide human behavior. Mapping these orientations onto 

PMT, the EPPM, and the TPB can provide useful insight into the relative impact of 

myriad behavior antecedents. 

Self-determination theory 

Self-determination theory proposes that people experience strong needs for 

competence, autonomy, and (social) relatedness; and the pursuit of fulfilling these needs 

is a powerful behavioral motivator (Ryan & Deci, 2000b). These needs are conceptually 

similar to the three motivational sources of the direction-energy framework.  Numerous 

studies show that the greater the perceived competence, autonomy, and relatedness, the 

greater the perception of self-determined behavior (e.g., Bandura & Schunk, 1981; 

Hagger & Chatzisarantis, 2009; Ryan, 1982); and scholars note in self-determined 

behavior the presence of intrinsic motivation and the absence of extrinsic motivation 

(Ryan & Deci, 2000b). In effect, people have primarily intrinsic motivations to meet their 

needs for competence, autonomy, and relatedness. 

Intrinsic and extrinsic motivation orientations differ with regard to the target and 

purpose of people‘s behavior; intrinsic motivations focus on the activity itself, whereas 

extrinsic motivations focus on achieving goals external to the activity. That is, people 

who are intrinsically motivated find enjoyment in an activity, while people who are 

extrinsically motivated find enjoyment—or at least the impetus to act—in the 
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achievement of external rewards or the avoidance of punishment (Deci, 1972; Ryan & 

Deci, 2000a; van der Heijden, 2004). Motivation orientation is not only important 

because it describes the nature of a behavior, but also because it can distinguish among 

various behavioral outcomes. Researchers have found that intrinsic motivations promote 

more finely-directed engagement in activities that lead to greater task assimilation and 

mastery (Lee, McInerney, Liem, & Ortiga, 2010; Standage, Duda, & Ntoumanis, 2003). 

Also, people who engage in activities for intrinsic reasons are more likely to perform 

better and experience greater enjoyment than people who engage in the same task for 

extrinsic reasons (for review, see Ryan & Deci, 2000a). Thus, we could expect to find 

that people who seek information out of enjoyment (i.e., intrinsically) would be more 

skilled information-seekers (i.e., have greater mastery of tasks) and thus more 

knowledgeable on various topics than people who seek information because they feel 

peer pressure to do so (i.e., extrinsically). 

While extrinsic motivations can yield behavioral change in the short-term, they can be 

detrimental to long-term behavioral outcomes and can weaken the impact of intrinsic 

motivations (Deci, 1972). In a meta-analysis of 128 studies Deci, Koestner, and Ryan 

(1999) found that various extrinsic motivational factors (e.g., contingent rewards and 

expected rewards) undermine intrinsic motivation. According to cognitive evaluation 

theory (a subtheory of self-determination theory; Deci, Cascio, & Krusell, 1975), when 

people receive extrinsic rewards for performing a task for which they are otherwise 

intrinsically motivated, they perceived their behavior to be less autonomous. As a 

consequence, their feelings of self-determination, and thus intrinsic motivation, diminish. 

Despite the detrimental effect of extrinsic rewards on intrinsic motivation, intrinsic and 

extrinsic motivations can interact to produce a variety of behaviors (Calder & Staw, 

1975; Deci, 1972). It should not be difficult to imagine a behavior in which people 

engage for enjoyment, but that also serves an external goal. For example, Prat-Sala and 

Redford (2010) found that a combination of intrinsic and extrinsic motivational factors 

influenced college students‘ study habits, citing among other findings that enjoyment and 

challenge (intrinsic motivations) and compensation (extrinsic motivation) positively 
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influenced deep studying, while pleasing others (extrinsic motivation) negatively 

influenced deep studying. Similarly, Kim, Choi, and Kim (2010) examined the 

motivational antecedents of people‘s intentions to continue using mobile data services 

(e.g., cellular web access). They reported that both intrinsic motivational factors (viz, 

enjoyment and ease of use) and extrinsic motivational factors (viz, usefulness and 

monetary value) predicted people‘s satisfaction with a mobile data service and their 

continuance behavior. 

Multiple motivation orientations 

In its explication of behavioral motivation, self-determination theory depicts intrinsic 

motivation and amotivation (i.e., the absence of motivation) at opposite poles of a 

continuum. Extrinsic motivation falls in the middle of this continuum, and exhibits 

multiple orientations that vary in terms of their associated cognitive processes and 

perceived locus of causality. Organismic integration theory describes four different forms 

of extrinsic motivation—external regulation, introjection, identification, and integration 

(Deci & Ryan, 1985; Ryan & Connell, 1989). This subtheory considers the various forms 

of motivation—intrinsic and extrinsic—to be endogenous, or produced from within 

volitional actors. This paradigm contrasts with notions of exogenous motivation, in which 

goals or other external stimuli ―cause‖ the behavior. The distinction between endogenous 

and exogenous motivation is akin to the distinction between perceived locus of causality 

and locus of control. 

Perceived locus of causality is a central part of organismic integration theory that 

describes the sources of behavioral motivation, or the causes of behavior. It ranges from 

an internal locus—where such internal factors as enjoyment and interest drive behavior—

to an external locus—where such external factors as guilt or obligation drive behavior 

(Ryan & Connell, 1989). Whether people perceive an internal or external locus of 

causality does not influence their volition, but rather affects their perceived behavioral 

autonomy. Thus, despite perceived internal or external pressures to engage in a behavior, 

people‘s behavior remains self-determined. On the other hand, locus of control describes 

internal and external factors that affect whether or not people can engage in a behavior at 
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all. People who have an internal locus of control attribute behavioral outcomes to their 

own behavior or personal characteristics. Conversely, people who have an external locus 

of control attribute behavioral outcomes to such factors as chance, luck, fate, and other 

people (Rotter, 1990). When people engage in behaviors for which they have an external 

locus of control, their behavior is not self-determined. The distinction between perceived 

locus of causality and locus of control is that the former is largely independent of 

volition, while the latter reflects volition directly.  

For its assumption of volition in behavior, organismic integration theory is akin to the 

theory of reasoned action, which I discussed in Chapter 2. Figure 4.1 depicts the 

taxonomy of human motivation orientation according to organismic integration theory. 

The multiple forms of motivation assume certain cognitive and affective processes, and 

reflect various perceived loci of control. The leftmost portion of the figure relates the 

concept of amotivation, which corresponds to a complete lack of motivation level. Some 

causes of amotivation include not valuing a behavior, low self-efficacy, and low response 

efficacy (Ryan & Deci, 2000a). Perceived locus of control does not factor into 

amotivation, since amotivation does not result in self-determined behavior; and thus 

organismic integration theory effectively accounts both for people‘s choice to engage in 

behaviors for various reasons and for their choice not to engage in behavior at all.  

Amotivation
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Figure 4.1. Taxonomy of human motivation (Ryan & Deci, 2000a) 
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The center of the figure contains the four facets of extrinsic motivation: external 

regulation, introjection, identification, and integration. Externally regulated behaviors 

seek to satisfy an external demand or contingency. When people choose to engage in 

such behaviors, they perceive a strongly external locus of causality. Introjected behaviors 

seek to garner social approval, allay feelings of guilt or shame, or bolster the ego. Such 

behaviors have a somewhat external locus of causality. Identified behaviors are those in 

which people identify personal importance. For example, if people seek risk information 

to protect loved ones, then the behavior is extrinsically motivated, but personally 

important. Because of this, identified extrinsic motivation has a somewhat internal locus 

of causality. Finally, integrated behaviors are those in which the external demands that 

motivate behavior are fully integrated into the self. Consequently, these behaviors have 

an internal locus of causality. 

In the rightmost portion of the figure is intrinsic motivation. This chapter has already 

provided sufficient review of the cognitive processes that underlie intrinsic motivation. 

The one additional detail I would provide is that intrinsically-motivated behaviors have a 

strong internal locus of causality, since none of the impetus for action derives from 

external desires or requirements. 

Flow-like involvement 

The taxonomy of human motivation in Figure 4.1 depicts motivation in terms of 

associated processes and locus of causality. These aspects of motivation orientation fail 

to acknowledge one additional feature that distinguishes between intrinsic and extrinsic 

motivations: task involvement. The degree to which people involve themselves in an 

activity can reflect their intrinsic and extrinsic motivation orientations, where people tend 

to feel less involved in extrinsically motivated behaviors and more involved in 

intrinsically motivated behaviors (Mills & Fullagar, 2008; Ryan & Deci, 2000a). The 

concept of flow describes people‘s feelings of task involvement that can drive behavior 

performance in the absence of extrinsic motivational factors (Csikszentmihalyi, 1991, 

1999). According to Csikszentmihalyi (1999), ―[t]he concept describes a particular kind 

of experience that is so engrossing and enjoyable that it becomes autotelic, that is, worth 



 

 

77 

 

doing for its own sake even though it may have no consequence outside itself‖ (p. 824). 

In a sense, flow represents the rightmost extreme of Figure 4.1, as if we could divide 

intrinsic motivation into feelings of interest and enjoyment on the left side, and feelings 

of utter and spontaneous involvement on the right. Importantly, people experience flow 

only when the demands of the task very closely match their skill at performing the task. 

Too great of difficulty or too low of skill, and the task is likely to cause anxiety; whereas, 

too simple a task relative to skill, and the task becomes boring (Csikszentmihalyi, 1991, 

1999). This matching of task demands and skill is referred to as ―optimal challenge.‖ 

Other conditions of flow-like experience include clarity of goals, unambiguous feedback, 

sense of control, heightened concentration and awareness, loss of self, time 

transformation, and enjoyment (Csikszentmihalyi, 1991). 

Seifert and Hedderson (2010) studied feelings of flow and intrinsic motivation in 

skateboarders. Their analysis revealed several qualitative similarities between flow and 

intrinsic motivation, including feelings of autonomy, pursuit of task mastery, enjoyment 

of learning, and control. Zhao, Lu, Wang, and Huang (2011) studied flow-like experience 

in Internet use. They found that enjoyment and curiosity significantly predicted flow, and 

that curiosity and flow significantly predicted exploratory Internet use. However, 

enjoyment, when controlling for curiosity and flow, did not significantly predict Internet 

use. The authors did not comment on this null finding; however, a likely reason is that, as 

components of intrinsic motivation, enjoyment is more closely related to flow than is 

curiosity. Thus, in a regression of behavior, the effect of enjoyment would diminish with 

the addition of flow as a predictor. This dissertation is interested specifically in the 

concept of flow-like involvement 

Intrinsic and extrinsic motivation 

The theoretical models on which this dissertation builds contain several motivational 

concepts that align in varying degrees with intrinsic and extrinsic motivation orientations. 

According to PMT and the EPPM, people are motivated to engage in avoidance behavior 

when they perceive a threatening stimulus; and they will pursue avoidance behaviors that 

they perceive as being effective and over which they perceive having behavioral control. 
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This motivational process can be both intrinsic and extrinsic. The primary impetus of 

such behavior is to avoid or reduce fearful stimuli; the behavioral outcome is external to 

the behavior, and so the initial behavioral motivation is largely extrinsic. However, 

researchers have found that perceived behavioral control is an important dimension of 

intrinsic motivation (Bandura & Cervone, 1983; Curry, Wagner, & Grothaus, 1991; Kim 

et al., 2010; van der Heijden, 2004). Thus, people who perceive a higher degree of 

behavioral control over a behavior should have greater intrinsic motivation to engage in 

that behavior. Though, Wood (2008) points out that the likelihood of a person engaging 

in a maladaptive behavioral response (e.g., avoiding thinking about a threat) increases 

with the perception of intrinsic and extrinsic rewards in the maladaptive behavior. In 

other words, people can choose to engage in an adaptive (e.g., danger control) or 

maladaptive (e.g., fear control) response depending on various motivational factors. 

The TPB draws a more complex picture regarding the motivation orientations in 

people‘s behavioral intentions. For example, when subjective norms strongly influence 

behavioral intentions, the motivation to engage in the behavior can have both intrinsic 

and extrinsic orientations. The extrinsic motivational orientation of subjective norms is 

evident; however, some research suggests that subjective norms can also have a 

motivation orientation that borders on intrinsic. Recall that introducing extrinsic 

motivational factors (e.g., monetary reward) can diminish intrinsic motivations to 

perform a specific behavior. A deductive evolutionary model of norms and motivation 

found that a social norm to contribute to a socially desirable end weakens at the 

introduction of financial incentives (Janssen & Mendys-Kamphorst, 2004). The authors 

attributed this effect to the incentives (an extrinsic motivational factor) ―crowding out‖ 

the previous motivational factor (the subjective norm). They also note that such crowding 

out occurs almost exclusively to intrinsic motivational factors. Further supporting the 

potential intrinsic orientation of subjective norms, Hagger and Chatzisarantis (2009) 

report in a meta-analysis of 18 studies weak positive zero-order correlations between 

subjective norms and self-determined motivation and between subjective norms and 

perceived autonomy support. Self-determined motivation and perceived autonomy 
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support are closely related to intrinsic motivation orientation, since they reference the 

absence of external motivational factors. The zero-order correlations likely occlude 

features of the relationships that might appear in a structural model; however, their 

findings show that, despite being external to behaviors, subjective norms can positively 

affect intrinsic motivations. 

Similarly, people‘s attitudes toward a behavior can hinge on intrinsic and extrinsic 

motivations. When people perceive a behavior to be enjoyable (i.e., they have positive 

experiential attitudes), they will be motivated to engage in the behavior for its own sake, 

and their motivations will thus have an intrinsic orientation. Conversely, when people 

perceive a behavior to serve a utility (i.e., they have positive instrumental attitudes), the 

motivation to engage in the behavior is external to the behavior, and thus has an extrinsic 

orientation. van der Heijden (2004) proposed that hedonic (i.e., pleasurable) behaviors 

derive from intrinsic motivations and utilitarian (i.e., functional, instrumental) behaviors 

derive from extrinsic motivations. Supporting this assertion, he reported data showing 

that perceived enjoyment (intrinsic motivation) more strongly predicted people‘s 

intentions to use a hedonic information system—here being a Dutch movie website—

than did perceived usefulness (extrinsic motivation). Also, Sanchez-Franco and Roldan 

(2005) found that instrumental features of the internet influence goal-oriented web users, 

whereas the process of use is more important to experience-oriented users. 

Research of motivation orientation in the TPB 

The previous section described possible intrinsic and extrinsic orientations of TPB 

variables. Some scholars have noted these orientations of TPB variables and either 

proposed or tested theoretical models that accommodate motivation orientation in the 

TPB. I dedicate some attention to this line of scholarship, since it supports my proposed 

integration of motivation orientation. 

Gagne (2009) proposed a model of knowledge sharing based on the TPB and self-

determination theory. She developed the model to focus on factors that are likely to 

increase autonomous (intrinsically-oriented) motivation to share knowledge in an 

organizational setting—a focus she believed was lacking in prior knowledge sharing 
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models. According to Gagne‘s model, attitudes, norms, and autonomous motivation 

predict behavioral intention, and autonomous motivation predicts attitudes and moderates 

the intention-behavior relationship. Autonomous motivation should predict attitudes 

because, as people internalize the value of performing a behavior, their attitudes should 

become more positive. This rationale is consistent with findings that people have better 

performance and greater enjoyment of intrinsically motivated behaviors. Performance 

and enjoyment should relate to instrumental and experiential attitudes, respectively. 

Gagne justified the model‘s exclusion of perceived behavioral control, since behavioral 

autonomy and competence are closely related, and having competence (which is 

analogous to self-efficacy) is one aspect of having behavioral control. The model 

contains additional linkages that are irrelevant to the crux of this dissertation. Relevant to 

this dissertation are the model‘s proposed linkages between autonomous motivation and 

attitude and between autonomous motivation and behavioral intention. The current 

proposed model (Figure 1.1) proposes these linkages, as well. 

Two studies lend support to Gagne‘s (2009) model. Xie (2009) developed a TPB-

based structural model in which intrinsic and extrinsic motivations influence attitude 

toward knowledge sharing; organizational commitment and organizational climate 

influence subjective norms; and ability of communication and IT usage influence 

perceived behavioral control. As well, Xie drew a parallel between ability of 

communication and task internalization, which reflects intrinsic motivations and is 

consistent with self-determination theory. Results indicated that intrinsic motivation, but 

not extrinsic motivation, predicts attitudes; organizational commitment predicts 

subjective norms; and both ability and usage predict perceived behavioral control. This 

study did not examine the relationship between intention and behavior, and so it only 

partly supported Gagne‘s model of knowledge sharing. As well, Xie did not describe 

fully the items used to assess attitudes, and so I can only assume they reflected both 

instrumental and experiential aspects of knowledge sharing. 

Using a similar model in an unrelated context, Shen, McCaughtry, and Martin (2008) 

studied adolescents‘ exercise intentions, finding several significant relationships among 
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TPB and self-determination theory variables. Specifically, they found that autonomous 

motivation predicted attitudes and perceived behavioral control, and competence 

motivation predicted attitudes, subjective norms, perceived behavioral control, intention, 

and actual behavior. Their study did not address the moderation of the intention-behavior 

relationship in Gagne‘s (2009) model, but went further by examining the relationships 

among two motivational variables and all TPB variables. That Shen et al. (2008) found as 

many significant relationships as they did suggests that the motivational orientations of 

TPB variables are somewhat more complex than the model of knowledge sharing asserts. 

Indeed, Gagne‘s (2009) model examines only a single kind of intrinsic motivation 

(viz, autonomous motivation) and only tangentially integrates other important kinds of 

motivation (viz, competence and relatedness). Furthermore, Gagne‘s (2009) model 

assumes that perceived behavioral control is conceptually analogous to autonomous 

motivation and does not attempt to describe the motivational orientation of subjective 

norms. Elsewhere in the literature, researchers have analyzed models that more fully 

integrate motivation orientation into the TPB. One study is particularly relevant to this 

dissertation. Hagger, Chatzisarantis, and Biddle (2002) studied children‘s intentions to 

engage in physical activity. In their model, motivation orientation predicted attitudes, 

subjective norms, perceived behavioral control, and behavioral intention. The results 

indicated that intrinsic motivations affect behavioral intention through positive influences 

on attitudes, subjective norms, and perceived behavioral control, but do not influence 

behavioral intention directly. The reason that this study is more relevant to this 

dissertation than the other studies is that it mapped intrinsic and extrinsic motivation 

orientation across all TPB variables (excluding actual behavioral control and actual 

behavior). The studies noted earlier employed either less complex models or referred to 

people‘s needs for competence and autonomy, neither of which fully speaks to the 

motivation orientation of the TPB variables. Furthermore, Hagger et al. measured attitude 

toward physical activity with three semantic differential scale items with exciting/boring, 

fun/unpleasant, and good/bad adjective pairs at their ends. The first two items capture 

experiential attitudes, while good/bad captures more of a general attitude (Ajzen, 2006); 
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and so the results of Hagger et al. (2002) suggest that experiential attitudes are positively 

related to intrinsic motivation, which is consistent with other research (Sanchez-Franco & 

Roldan, 2005; van der Heijden, 2004). Based on the above literature, I propose the 

following hypotheses and research question: 

H8: Experiential attitudes toward seeking will be positively predicted by (a) flow-

like involvement and (b) intrinsic motivation, and (c) negatively predicted by 

introjection. 

H9: Instrumental attitudes toward seeking will be positively predicted by (a) 

identification (b) introjection, and (c) external regulation, and (d) negatively 

predicted by intrinsic motivation. 

H10: Seeking-related subjective norms will be positively predicted by (a) 

introjection and (b) external regulation. 

H11: Perceived control over seeking will be positively predicted by (a) flow-like 

involvement and (b) intrinsic motivation. 

RQ2: How do various motivation orientations influence seeking intention? 

Two additional variables from the RISP model and PRISM that should exhibit clear 

motivation orientations are information insufficiency and affective response. First, if 

people seek information to fulfill an information need, then their behavior is inherently 

focused on a goal external to the behavior and should thus have an extrinsic motivation 

orientation. However, I am unaware of any literature that speaks directly to this 

relationship, and so I propose the following research question: 

RQ3: How do various motivation orientations influence information need? 

Second, if people experience a negative affective response (i.e., fear) due to their 

perception of hazard characteristics and possibly due to their perceived information 

insufficiency, consequent behaviors will be directed at either reducing the danger (an 

adaptive response) or reducing the fear (a maladaptive response). In either case, the 

function of the behavior is to achieve an external goal, which would suggest that it has an 

extrinsic motivation orientation. Lending some support to this assertion, Stoeber, Feast, 

and Hayward (2009) investigated the relationship between test anxiety and motivation 
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orientation. They found that the strongest predictor of test anxiety was socially-prescribed 

perfectionism, which was positively related to extrinsic reasons and negatively related to 

intrinsic reasons to study. Of course, these results suggest that there exists only a 

mediated relationship between anxiety and extrinsic motivation. However, the reported 

correlations show that test anxiety is positively related to extrinsic reasons and unrelated 

to intrinsic reasons to study. Similarly, Nien and Duda (2008) found that fear of failure 

predicted behavioral goals—namely, mastery-avoidance, performance-approach, and 

performance-avoidance (see Elliot & McGregor, 2001)—that predicted, in turn, extrinsic 

motivation or amotivation, but not intrinsic motivation. It might seem here that I am 

comparing apples to oranges, since test anxiety and fear of failure might be similar to 

each other, but seem rather dissimilar to affective response. However, test anxiety, fear of 

failure, and affective response are all negative emotional experiences to perceived 

stressors. The consequent behaviors aimed at reducing the negative emotional state are 

thus focused on an external goal (viz, negative stressors); and it is wholly logical that 

these behaviors would have motivation orientations that are largely extrinsic. 

Furthermore, intrinsic motivations are generally associated with positive feelings related 

to a behavior. Based on this literature, I might predict that affective response would 

negatively predict intrinsic motivation, but the literature does not clearly support such a 

relationship. However, I am interested in the extent to which affective response exhibits 

an intrinsic motivation orientation, and so I ask the following research question: 

RQ4: How do various motivation orientations influence affective response? 

Motivational correlates of personality and self-identity 

The previous section maps out several well-established antecedents of information 

seeking intention in terms of motivation orientation. The previous chapter introduced two 

self-identity concepts that should influence information seeking intentions. First, 

information-seeking self-identity should capture a significant portion of people‘s inherent 

motivations to seek information. Second, independent self-construal should moderate 

relationship between seeking-related subjective norms and seeking intentions. In addition 

to the hypotheses stated in Chapter 3, I am interested in how self-identity affects and is 
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affected by intrinsic and extrinsic motivations, to which some of the extant literature 

speaks. Although self-construal likely exhibits motivation orientations that vary across 

the continuum from independent to interdependent, exploring these aspects of self-

construal would not speak directly to the antecedents risk information seeking. Thus, I 

focus strictly on the motivation orientation of information-seeking self-identity.  

Phillips, Abraham, and Bond (2003) integrated self-identity and motivation orientation 

into the TPB in order to study predictors of academic achievement. They found that 

college students who were intrinsically motivated to perform well in school had stronger 

―good student‖ self-identities and consequently had stronger intentions to succeed in 

school. Similarly, Renninger (2009) proposed an inductive model of interest and identity 

in instructional settings, asserting that as learners increasingly identify with a content 

area, they are less influenced by such extrinsic factors as comparisons to other learners. 

The common thread of this literature, which agrees with schema correspondence theory 

(see discussion in Chapter 3), is that people are more intrinsically motivated to engage in 

behaviors that are consistent with their self-identity. Although these studies do not relate 

directly to information seeking behaviors, analogous processes should underlie the 

relationship between certain self-identities and information seeking behavior. Indeed, 

researchers conceptualize openness to experience, need for cognition, desire for control, 

and innovativeness in terms of motivation orientation. 

Openness to experience should be an important factor that motivates information 

seeking. The previous chapter introduced openness to experience as a referent of 

curiosity. Ryan and Deci (2000) describe intrinsic motivation as the drive to engage in a 

behavior that originates in feelings of curiosity or interest. Inherently, curiosity is an 

intrinsic motivational factor. Litman, Crowson, and Kolinski (Litman, Crowson, & 

Kolinski, 2010) analyzed the intrinsic motivation orientations of interest- and 

deprivation-type curiosity. They compared their measures of curiosity to intrinsic and 

extrinsic scales from the Work Preferences Inventory (Amabile, Hill, Hennessey, & 

Tighe, 1994), finding that interest-type curiosity was positively related to intrinsic 

motivation and negatively related to extrinsic motivation, while deprivation-type 
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curiosity was positively related to both intrinsic and extrinsic motivation. Openness to 

experience seems to reflect more interest-type curiosity, and should relate more strongly 

to intrinsic seeking motivations. Komarraju, Karau, and Schmeck (2009) regressed 

college students‘ intrinsic motivation, extrinsic motivation, and amotivation for attending 

college each on the big five personality traits. Among several significant findings, their 

results showed that openness to experience positively predicts intrinsic academic 

motivation, and is unrelated to extrinsic motivation and amotivation. 

Inherent in its definition, need for cognition reflects an intrinsic motivation ―…to 

engage in and enjoy effortful cognitive endeavors‖ (Cacioppo, Kao, Petty, & Rodriguez, 

1986). Indeed, Cacioppo et al. suggest that such concepts as competence motivation and 

self-efficacy do not account fully for people‘s intrinsic motivation to engage in effortful 

thought; whereas, the concept of need for cognition might better capture this motivational 

aspect. In a very similar fashion, the original conceptualization of desire for control 

(Burger & Cooper, 1979), suggests that ―[t]he desire to control events in one's life… 

seems to be closely tied to the concept of intrinsic motivation‖ (p. 382), though they fail 

to provide any further justification for why this might be. If people who have a strong 

desire for control seek information as a means of surveillance, it would be easy to argue 

that their motives focus on goals external to the behavior; however, seeking information 

as a means of control over life events should also impart a sense of autonomy. As noted 

earlier, autonomy is an important source of intrinsic motivation. 

As well, people who are innovators should have greater intrinsic motivation to seek 

information. Sun, Tai, and Tsai (2010) developed a structural model to account for self-

efficacy, technological innovativeness, and consumer self-determination (analogous to 

intrinsic motivation) in perceived ease of use of e-commerce technology. Though they 

did not report a correlation matrix, their results suggest that innovativeness and intrinsic 

motivation are positively related. Specifically, need for arousal predicted all three 

independent variables. Chakraborty, Hu, and Cui (2008) found that innovators are more 

likely to find an information technology useful and easy to use (and thus more enjoyable 

to use), and their use is influenced less by subjective norms than among non-innovators. 
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The authors suggest that perceived usefulness is an extrinsic motivation, since 

innovators‘ use of technology is somewhat outcome-oriented, but that enjoyment of use 

reflects an intrinsic motivation. Furthermore, their finding that innovators are resistant to 

subjective norms suggests that they have fairly well-defined motivations for why they use 

information technology, which further reflects intrinsic motivation. 

Assuming that openness to experience, need for cognition, desire for control, and 

innovativeness are related to information-seeking self-identity, I make the following 

prediction: 

H12: Information-seeking self-identity will be positively predicted by (a) flow-like 

involvement, (b) intrinsic motivation, and (c) identification, and negatively by 

(d) introjection and (e) external regulation. 
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5. RESEARCH METHODOLOGY 

The purpose of this chapter is to describe this dissertation‘s research context, sample 

characteristics, survey composition, and statistical analytical methodologies. Prior to 

gathering data to test the proposed model (Figure 1.1), I conducted a pilot study in order 

to develop and evaluate measurement instruments for information-seeking self-identity, 

information need, and motivation orientation. I used the results of the pilot study to 

construct new measurement instruments that I used in the main study. First in this 

chapter, I justify the study‘s dual context: information seeking about the health risks 

related to poor IAQ and radon. I devote considerable text to exploring the health effects 

of poor IAQ and radon, as well as risk reduction measures and behaviors. Second, I 

describe respondent characteristics in the pilot study and main study. Third, I detail the 

composition, reliability, and some descriptive statistics for the measurement instruments 

used in both studies. Finally, I introduce briefly the statistical methodologies I employed 

in both studies. In Chapters 6 and 7, I provide more thorough details of these statistical 

approaches. 

Study context 

The term ―environmental hazard‖ often describes severe weather events, water 

pollution, nuclear reactor accidents and other phenomena that typically originate 

outdoors. The concept of environmental hazard applies as well to some indoor 

environmental hazards (e.g., radon, asbestos, second-hand smoke); however, people tend 

to ignore the real health risks of various other indoor environmental hazards. At least two 

studies have found that the public is generally unconcerned about health risks posed by 

indoor air (Dingle & Lalla, 2002; Moschandreas & Chang, 1994). In previous research, I 

found that people perceive outdoor air to be riskier than indoor air and several indoor 

pollutants (viz., candles, dust, and air fresheners; Rosenthal, 2009). The public spends 

roughly 90% of their time indoors (Klepeis, Tsang, & Behar, 1996; Ott, 1989), where 

environmental pollution levels rival and often exceed those found outdoors (CARB, 

2005; Ott & Roberts, 1998). For example, typical indoor formaldehyde concentrations 
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can be as much as 20-times higher than typical outdoor concentrations (Hodgson, Beal, & 

McIlvaine, 2002). Formaldehyde is a probable human carcinogen (HSDB, 2010). 

Consequently, the perceived harmlessness and extensive ignorance of indoor 

environmental hazards pose real challenges to public health promotion; and health care 

professionals and risk managers should be interested in raising public awareness of 

indoor environmental risk. 

Researchers attribute some difficulty with motivating public interest in indoor 

environmental quality to perceived scientific uncertainty and limited science 

communication (Fisk, 2000, p. 558). To put it another way, people are unconcerned about 

indoor environmental risk largely because they are ignorant of it. Unconcern diminishes 

motivation to engage in risk mitigation and avoidance behavior (Bruhn, 1997; Gerrard, 

Gibbons, Benthin, & Hessling, 1996), which can challenge public health promotion 

further. Indeed, several studies of behavioral intention link outcome certainty with 

motivation to act (see Fishbein & Ajzen, 1975; Rogers, 1975; Tversky & Kahneman, 

1992). In order to motivate public interest in indoor environmental quality and relevant 

protective health behaviors, risk communicators should focus on improving public 

awareness of indoor environmental risk. 

Speaking to this need, this dissertation studies risk information seeking in the context 

of poor IAQ and radon. People perceive rather divergent risks of poor IAQ and radon. In 

prior research and in the pilot study of this dissertation, I asked respondents to indicate as 

a percentage (from 0% to 100%) the likelihood of death from regular exposure to various 

indoor environmental pollutants. In my prior study, respondents assessed the likelihood 

of death from exposure to poor IAQ and radon at 19% and 57%, respectively. In the pilot 

study, respondents expressed similar probabilities, at 26% and 61%, respectively. The 

benefit of studying such divergent risks is that it allows me to determine whether or not 

the model is generalizable to indoor hazards of variable perceived risk. In addition to 

their perceptual distinctiveness, the real and significant risks of poor IAQ and radon 

further warrant their study. 
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Poor IAQ and sick building syndrome. In the mid-1980s, researchers began to explore 

a health phenomenon related to the indoor environment that they described as a ―sick 

building syndrome.‖ An article in the British Medical Journal defined the syndrome as ―a 

building in which complaints of ill health are more common than might be reasonably 

expected‖ (Finnegan, Pickering, & Burge, 1984, p. 1573). In 1984, the World Health 

Organization estimated that sick building syndrome affects as many as 30% of new and 

remodeled buildings (WHO, 1984). Recent research suggests that as many as 50% of the 

workforce in industrialized countries works in ―sick buildings,‖ and approximately 20-

30% report symptoms of sick building syndrome (Gomzi & Bobic, 2009). These numbers 

do not fully account for the effects of poor IAQ and other environmental pollutants in 

residential buildings, which also contribute to symptoms (Wang et al., 2008). One study 

reported residential-related symptoms in 22% of Japanese subjects (Takeda et al., 2009). 

Often, researchers describe sick building syndrome in reference to building 

characteristics; however, as a syndrome, it indicates various human health outcomes. 

Thus, sick building syndrome, as a set of symptoms, results from ―sick buildings.‖ To 

this day, researchers describe the syndrome broadly and continue to find trouble in 

isolating definitive features of the syndrome (Marmot et al., 2006). Furthermore, a 

growing body of research suggests that sick building syndrome might largely be a 

psychogenic process, the result of social dynamics, stress, and neuroticism, among other 

psychological and social factors (Gomzi et al., 2007; Marchand, Weiss, & Laffitte, 2010; 

Marmot et al., 2006; Wang et al., 2008). 

Symptoms of sick building syndrome include headache; cough; wheeze; nasal, eye, 

and mucosal irritation; chest tightness and dyspnea; fever; itchy, dry, or broken skin; and 

fatigue (Jaakkola, Yang, Ieromnimon, & Jaakkola, 2007). Researchers have associated 

various indoor pollutants with these symptoms, including airborne fungi and bacteria; 

dust mites; formaldehyde; cigarette smoke; particulate matter; volatile organic 

compounds; and excess carbon dioxide (Finnegan et al., 1984; Marmot et al., 2006; 

Wang et al., 2008). The existence of sick building syndrome is unsurprising when 

considering research findings that many indoor air pollutants exist at several times their 
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outdoor concentrations, as I noted earlier. In addition, such environmental factors as 

lighting, ventilation, temperature, and humidity might also play a role in sick building 

syndrome (Marmot et al., 2006). Though the causes and outcomes of sick building 

syndrome are myriad and complex, the general finding is that poor indoor air quality—

from many sources of indoor pollution—impacts health negatively. 

Since the exact causes of sick building syndrome are unknown, remediation can be a 

difficult task. However, there are some general practices that building occupants can 

employ to help ensure a healthy indoor environment. First, occupants can identify and 

remove pollution sources, including cleaning products, air fresheners, ionic air purifiers, 

pressed wood products, carpet, and candles, among others. Relatedly, occupants can 

make a conscious effort to not purchase products that are potential pollution sources. 

Morrison and Corsi (2003) describe various ozone reactions that can occur indoors. For 

example, ozone (a constituent of smog and a byproduct of ionic air purifiers and laser 

printers) is highly reactive with lemon and pine scenting agents (called ―terpenes‖) used 

commonly in cleaning products. Ozone-terpene reactions produce particulate matter 

(Rohr, Weschler, Koutrakis, & Spengler, 2003; Weschler & Shields, 1999) and 

formaldehyde and other aldehydes (Nazaroff & Weschler, 2004), among various other 

byproducts, many of which are respiratory tract irritants and likely contribute to 

symptoms of sick building syndrome. As I noted earlier, formaldehyde is a probable 

human carcinogen (HSDB, 2010). Thus, residents can benefit from rejecting such 

products as ionic air purifiers, and limiting their use of products containing terpenes. 

Another way to minimize the health effects of indoor air pollution is to improve 

ventilation, which can dilute the concentration of indoor air pollutants. Research links 

lower air exchange rates (i.e., the rates at which outdoor air replenishes indoor air) with 

poorer IAQ and increased symptoms of sick building syndrome (Norback & Nordstrom, 

2008; Walinder, Norback, Wieslander, Smedje, & Erwall, 1997). One drawback of 

increasing ventilation is that it can increase the energy burden associated with heating 

and cooling residences in certain climate regions. Proper home weatherization can 

minimize some of the energy costs associated with improved ventilation; and ultimately, 
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the health benefits of improved indoor air quality can justify such measures, especially 

among residents who suffer from sick building syndrome. 

One defining characteristic of sick building syndrome is that its effects are acute: 

exiting a sick building can alleviate symptoms (Runeson, Norback, & Stattin, 2003). In 

this manner, sick building syndrome is markedly different from the long-term and 

cumulative health effects of such hazards as radon and asbestos, which further warrants 

the inclusion of radon in this dissertation. 

Radon and lung cancer. Radon (specifically, 
222

Rn) is a colorless, odorless, inert, gas 

that occurs naturally via the radioactive decay of uranium (
238

U) and several intermediate 

decay steps (Frumkin & Samet, 2001). Radon is itself radioactive, with a half-life of 3.82 

days, and decays into polonium (
218

Po), emitting an alpha particle in the process (called 

―alpha-decay‖). The atom undergoes two additional alpha decays over much shorter half-

lives (on the order of milliseconds to minutes; Firestone, Shirley, Baglin, Chu, & Zipkin, 

1998), arriving at a relatively stable lead isotope (
210

Pb) with a half-life of 22.6 years, 

which is longer than its estimated biological half-life in bone of 6.4 to 11.9 years (HSDB, 

2006). Eventually, this isotope undergoes one more alpha decay, resulting in a stable lead 

isotope (
206

Pb). An alpha particle consists of two protons and two neutrons (equivalent to 

the nucleus of a helium atom), and is a form of ionizing radiation. Ionizing radiation 

refers to particles (e.g., alpha and beta particles) and electromagnetic waves (e.g., 

ultraviolet, x-rays, and gamma rays) that possess sufficient energy to eject electrons from 

atoms they impact, thus ionizing those atoms. When ionizing radiation ejects electrons 

from DNA in a cell‘s nucleus, the cell can mutate. Such mutation results either in 

apoptosis (i.e., cell death) or the formation of a cancer cell, depending on the damaged 

portion of DNA and the cell‘s ability to repair the damage (Morgan, Day, Kaplan, 

McGhee, & Limoli, 1996; Woloschak, ChangLiu, Chung, & Libertin, 1996). Across the 

globe, radon is the primary source of exposure to ionizing radiation (WHO, 2000); and, 

as a gas, radon poses a significant exposure risk via inhalation. 

Since radon is inert, it does not interact significantly with lung tissue. Inhalation and 

complete exhalation of radon is perfectly harmless. However, if radon decays while in the 
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lungs, the resulting polonium—which is a solid—can attach to airborne particles and 

settle in the lungs. In addition to the initial alpha decay, the two subsequent rapid alpha 

decays expose lung tissue to dangerous ionizing radiation. Relative to the skin, lung 

tissue is particularly susceptible to damage from ionizing radiation (Wakeford, 2004; 

Wilczynska & Szeszenia-Dabrowska, 2008); and radon exposure poses a significant lung 

cancer risk. Early research into radon‘s role in lung cancer examined uranium miners 

who experienced disproportional lung cancer incidence (see Darby et al., 1995; Tomasek, 

1999). According to the U.S. Environmental Protection Agency (EPA), radon causes 

approximately 21,000 annual lung cancer deaths in the U.S (EPA, 2003). Moreover, 

radon is the leading cause of lung cancer among nonsmokers and the second leading 

cause of lung cancer overall (EPA, 2011). 

A common measurement of radon is in picocuries per liter (pCi/L), which indicates 

the rate of radioactive decay, and is proportional to the concentration of radon in the air. 

In the U.S., the average indoor radon level is approximately 1.3 pCi/L. This concentration 

corresponds to an absolute lung cancer risk of about two additional nonsmoker deaths per 

1,000 lifetime exposures. Among smokers, the incidence of lung cancer due to a 1.3 

pCi/L lifetime exposure is approximately additional 20 deaths per 1,000 people (EPA, 

2011). This figure highlights the synergistic effect of radon and smoking. The U.S. EPA 

recommends mitigation of radon levels in excess of 4 pCi/L. 

Radon enters homes mainly via small gaps and cracks in the foundation when the soil 

gas pressure is greater than the indoor gas pressure (Nazaroff et al., 1985; Olson & Corsi, 

2001). Consequently, efforts to reduce radon intrusion into residences involve eliminating 

these pathways and pressure gradients. One effective radon mitigation strategy is sub-slab 

depressurization (Rahman & Tracy, 2009). Sub-slab depressurization involves sealing a 

vent pipe beneath the foundation near an external wall and running the duct vertically 

through the roof. The purpose of sub-slab depressurization is to create a pressure gradient 

that makes the residence less appealing (in terms of a pressure gradient) to the radon. A 

stack effect—where warmer air in the home relative to the soil causes the air in the vent 

pipe to rise—creates the necessary depressurization. In new construction, builders can 
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install perforated materials around the perimeter of a home that, when tied to the exhaust 

duct, promote more effective radon removal (Arvela, 2001; Rahman & Tracy, 2009). A 

more active version of this system adds a mechanical pump to the vent pipe, which can 

improve the system‘s effectiveness considerably (Arvela, 2001; Rahman & Tracy, 2009). 

EPA estimates an average cost of passive mitigation in existing and new construction of 

$1,350 and $510, respectively (EPA, 2010); and adding a mechanical pump costs around 

$300 (EPA, 2009). Another important step in the mitigation process is radon detection. 

Several studies report that only a small segment of Americans—around 10%—has 

tested for radon in their homes (Halpern & Warner, 1994; Kennedy, Probart, & Dorman, 

1991; Wang, Ju, Stark, & Teresi, 2000). People express a variety of reasons for not 

testing for radon, many of which Kennedy et al. (1991) summarize in a table I have 

reproduced below (Table 5.1). Several of the reasons they list suggest that a lack of 

information or misinformation inhibits testing. For example, 41% of the respondents 

believed that radon tests cost too much. However, the National Radon Program Services 

at Kansas State University provides short- and long-term test kits for $15 and $25, 

respectively. Similarly, the belief that nothing can be done about radon suggests a lack of 

knowledge about radon mitigation; and not knowing that testing is possible clearly 

reveals a lack of knowledge about radon testing. Halpern and Warner (1994) found a 

significant association between factual knowledge about radon and radon testing. 

In summary, poor IAQ and radon are real and significant problems facing Americans. 

These risks differ for at least two reasons. First, people tend to perceive much lower risk 

of poor IAQ than of radon. Second, some of the more general health effects of poor IAQ 

(e.g., sick building syndrome) are short-lived, while radon poses a cumulative and long-

term health risk. However, these risks also share certain similarities. First, the public 

expresses considerable disinterest in or unawareness of the health risks poor IAQ and 

radon pose. Second, mitigation is possible and, I would argue, simple if and when people 

become aware of the problems and their respective mitigation approaches. For these 

reasons, studying information seeking in the context of indoor environmental risk, with 

specific focus on poor IAQ and radon, is appropriate and needed. 
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Table 5.1. Frequencies and percentages: Alachua County homeowners‘ reasons for not 

testing for radon (Kennedy et al., 1991) 

 Number Percent 

Don‘t think home has a problem 120 43 

Just haven‘t gotten around to it 118 43 

Don‘t know how to have test carried out 84 30 

Fear property value would decrease 49 18 

Not concerned about radon 48 17 

Think radon tests cost too much 43 16 

Believe tests are unreliable 41 15 

Think reducing radon is too expensive 24 8 

Think it‘s too much trouble 23 8 

Fear results won‘t be kept confidential 19 7 

Believe nothing can be done about radon 18 7 

Didn‘t know it was possible to test 15 5 

Planning to move 14 5 

Never heard of radon 12 4 

Would rather not know if problem exists 11 4 

Note. Subjects could select more than one reason, thus percentages do not total 100%. 

Respondents 

Pilot study. I gathered data from a convenience sample of undergraduate students (n = 

35) and blog readers (n = 24). I recruited undergraduate students from a large 

communication lecture, and blog readers via a link posted on the science-related blog 

belonging to a personal acquaintance. Respondents completed an online survey from 

December 1 to December 10, 2010. Due to the informal nature of recruitment, I did not 

calculate a response rate. College students were predominantly female (65%), with a 

median age of 19 years (M = 19.81). Blog readers were predominantly male (60%), with 

a median age of 43 years (M = 44.56). The median age of the pooled sample (N = 59) was 

22 years (M = 30.86), and there were slightly more females (54%) than males. 

Main study. I recruited a national probability sample through the survey panel broker, 

Qualtrics. The recruitment pool, managed by Clearvoice Research, comprises two 

separate census-representative panels totaling roughly 13 million members around the 

world. A typical response rate (calculated as clicks per invitation sent) is 15 to 20%. 

Members receive cash-value incentives for their participation that they can redeem for 

gift cards to major retailers. Incentive amounts vary as a function of survey length. 
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Data collection commenced on January 5, 2011, and continued until January 8. Of 

roughly 7,000 panel members invited to participate, 993 people initiated the survey. Of 

those who initiated the survey, 660 completed it, for a completion rate of 66%. Qualtrics 

included an attention filter, which eliminated 58 respondents, for a final sample size of N 

= 602. The response rate—calculated as good completes per invitation sent—was 8.7%. 

Respondents were predominantly female (65%) and Caucasian (83%), with a median age 

of 48 (M = 46.92). The median level of educational attainment was ―some college,‖ and 

the median income bracket was ―$50,000 to $74,999.‖ According to the U.S. Census 

Bureau (2010), Americans are roughly equally distributed between the sexes (51% 

female), are 80% Caucasian, and have a median age of 36.9 years. Correspondingly, my 

survey oversampled female, Caucasian, and older respondents. Respondents were 

randomly assigned to two equal groups (n = 301). One group (the ―IAQ group‖) 

answered survey questions related to poor IAQ, while the other group (the ―radon 

group‖) answered survey questions related to radon. 

Measurement instruments 

Behavioral (seeking) intentions. Adapted from Kahlor (2007), three five-point Likert 

items (si01, si02, si03 in Appendix A) measured respondents‘ intentions to seek 

information about the target hazards. In the pilot study and main study, this scale had 

good reliability (α = .77, .89, respectively). Appendix A contains wording and response 

options for items used in both the pilot study and main study. 

The core of this project centers on three TPB predictor variables—attitude toward the 

behavior, subjective norms, and perceived behavioral control—and the outcome variable, 

behavioral intention. According to Ajzen (2006), two measurement levels represent each 

predictor variable: direct measurement and belief composites. Direct measures typically 

assess people‘s attitudes, subjective norms, and perceived behavioral control with Likert-

type and semantic differential survey items that assume a respondent-salient target object. 

For example, Norman and Smith (1995) assessed people‘s attitudes toward regular 

exercise with semantic differential scales that asked respondents to rate exercise as 

worrying/reassuring, pleasant/unpleasant, useful/useless, attractive/unattractive, and so 
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on. The potential problem with such a scale is that it assumes that each adjective pair 

represents a salient feature of the activity. If some respondents do not consider exercise to 

be related to worry, then the worrying/reassuring item might not be a valid attitude 

measurement. By the same token, this problem potentially faces any adjective pair. If a 

TPB-based study employs direct measurement items, the study must either pretest 

adjective pairs to assess their psychometric properties for internal consistency or use 

items that have already been shown to reliable measure the exact construct of interest 

(Ajzen, 2006). The second measurement level, of composite beliefs, is rooted in 

expectancy-value theory and does not have the same problems achieving respondent-

salience and internal consistency (Ajzen, 2006). In order to measure a composite 

attitudinal belief, a researcher would ask subjects to list positive and negative outcomes 

of a behavior. Then, respondents would indicate their expectation for each outcome (e.g., 

―very unlikely‖) and their evaluation of the outcome (e.g., ―very beneficial‖). The 

summation of all outcome expectancy-value pairs would yield their behavioral beliefs, 

which form the conceptual basis of attitudes toward the behavior. In the interests of 

building the shortest survey that captures all of the proposed model‘s constructs, the 

current project will employ direct measurements only. I adapted measurement items from 

prior studies of risk information seeking (Kahlor, 2007). Wording is changed only to 

reflect the current context, where ―[target hazard]‖ refers variably to poor IAQ and radon. 

Attitude toward the seeking. According to Ajzen (2006) direct measures of attitude 

should reflect both the instrumental and experiential aspects of the behavior. Instrumental 

attitudes reference the utility of a behavior, whereas experiential attitudes reference the 

phenomenal experience of the behavior. Kahlor and Rosenthal (2009) found that 

instrumental attitudes toward information seeking positively predict and experiential 

attitudes negatively predict people‘s knowledge about global warming. This finding 

suggests that people engage with risk information primarily for its information utility. 

However, people with a high need for cognition tend to enjoy engaging with information 

(Cacioppo & Petty, 1982). Since the current study will account for need for cognition, it 

is worthwhile to measure both instrumental and experiential attitudes toward seeking. 



 

 

97 

 

Adapted from Ajzen and Driver (1992), I measured attitude toward seeking with ten 

five-point semantic differential items (at01 – at10 in Appendix A). Five adjective pairs 

(strong/weak, harmful/beneficial, worthless/valuable, active/passive, and wise/foolish) 

tapped into instrumental attitudes. The remaining five adjective pairs 

(unpleasant/pleasant, enjoyable/unenjoyable, boring/interesting, good/bad, and 

undesirable/desirable) tapped into experiential attitudes. I coded the items so that a higher 

score on the scale indicated more positive attitudes. In analysis, I assessed instrumental 

and experiential attitudes separately and as a single attitude construct. Where I describe 

―attitudes‖ without reference to instrumental or experiential qualities, I am referencing 

the composite 10-item measure of overall attitude. In the pilot study and main study, this 

10-item scale had good reliability (α = .86, .90, respectively). 

Seeking-related subjective norms. Based on Kahlor and Rosenthal (2009), five five-

point Likert items (sn01 – sn05 in Appendix A) measured both injunctive (i.e., the 

perception of others‘ expectations) and descriptive (i.e., the observation of others‘ 

behaviors) seeking-related subjective norms. I coded items so that a higher score on the 

scale corresponded to greater perceived normative pressure. This scale had poor 

reliability in the pilot study (α = .68), but good reliability in the main study (α = .82). 

Perceived control over seeking. Measures of perceived behavioral control should 

capture people‘s capability of performing a behavior and their control over performing it. 

Based on Kahlor and Rosenthal (2009), three five-point Likert items (pbc01 – pbc03 in 

Appendix A) measured perceived control over seeking. Items were coded so that a higher 

score on the scale indicated greater perceived control. The pilot study used all three 

items, which formed an acceptably reliable measure (α = .79). However, in the main 

study, the three-item scale had unacceptable reliability (α = .60). Removing the first item 

improved reliability to an acceptable level (α = .72). 

Information need. In the pilot study, I assessed information need with two forms of 

measurement. The first form assessed respondents‘ perceived current knowledge and 

perceived information sufficiency threshold. Theses assessments derive from Griffin et 

al. (2002) and Kahlor (2007): 
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Current knowledge: Now we would like you to rate your knowledge about [target 

hazard]. Please use a scale of zero to 100, where zero means knowing 

nothing and 100 means knowing everything you could possibly know about 

this topic. 

Information sufficiency threshold: Using the same scale, we would like you to 

estimate how much knowledge you would need to deal adequately with the 

potential risk of [target hazard]. You might feel you need the same, more, or 

possibly even less information about this subject. 

I calculated the RISP construct of ―information insufficiency‖ as a difference score, 

subtracting current knowledge from information sufficiency threshold. In addition to this 

form of measurement, I measured respondents‘ information need directly. I composed 

eight five-point Likert items based on an existing single-item measurement of 

information insufficiency (see in01 in Appendix A; Trumbo, 2002). The additional seven 

items (in02 – in08) had similar wording, where a higher score on the scale corresponded 

to a greater information need. In the pilot study, I used the information insufficiency scale 

to assess the validity of the novel information need scale. This analysis, which I detail in 

Chapter 6, resulted in a three-item scale that had good reliability in the pilot study and 

main study (α = .86, .85, respectively). 

Affective response. I measured affective response with five five-point Likert-type 

items (ar01 – ar05 in Appendix A) adapted from Mewborn and Rogers (1979). The pilot 

study did not measure affective response. In the main study, the five-item scale had poor 

reliability (α = .57). The scale had good reliability after I removed two items (α = .92), 

and reflected feelings that are tense, anxious, and worried. 

Information-seeking self-identity. I developed this scale in the pilot study, drawing on 

four distinct concepts: openness to experience, need for cognition, desire for control, and 

innovativeness. In order to measure openness to experience, I used a subset of items 

adapted from the big five inventory (John et al., 2008), which consisted of 10 five-point 

Likert scale items (α = .83). I measured need for cognition using the short-form scale (see 

Cacioppo & Petty, 1982; Cacioppo, Petty, & Kao, 1984), which comprised 18 five-point 
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Likert scale items (α = .90). I measured desire for control with an eight-item Likert scale 

from Althaus and Tewksbury (2000), which consisted of eight five-point Likert scale 

items (α = .71). Finally, I measured innovativeness using the short-form of Hurt, Joseph, 

and Cook‘s (1977) innovativeness scale, which consisted of 10 five-point Likert scale 

items (α = .71). In addition, I measured respondents‘ use of the Internet, magazines, and 

newspapers to serve for further scale validation. I measured, but excluded from analysis, 

television and radio use, because such use generally entails more passive information 

seeking (Dutta-Bergman, 2004). Appendix B contains wording and response options for 

the items I used only in the pilot study.  

Eight Likert items (issi01 – issi08 in Appendix A) for measuring information-seeking 

self-identity draw on prior research of self-identity in behavior (Cook et al., 2002; Smith 

et al., 2008; Sparks & Guthrie, 1998; Terry et al., 1999). I employed openness to 

experience, need for cognition, desire for control, and innovativeness as criterion 

variables in order to assess the validity of the novel information-seeking self-identity 

scale. Analyses, which I detail in Chapter 6, resulted in a three-item scale that had good 

reliability in the pilot study and main study (α = .82, .88, respectively). 

Independent self-construal. I measured independent self-construal using a subset of 

items from the 30-item self-construal scale (Singelis, 1994). Hardin, Leong, and Bhagwat 

(2004) analyzed the factor structure of the scale and identified key factors: 

autonomy/assertiveness, individualism, behavioral consistency, primacy of self, esteem 

for group, and relational interdependence. One of the factors, individualism, seems to 

capture sufficiently the concept of independent self-construal. The authors did not report 

an eigenvalue for the factor, but they did include the scree plot of the initial extraction. 

Visual analysis of the scree plot indicates that the individualism factor had an eigenvalue 

of 3. The only factor with a larger eigenvalues was the autonomy/assertiveness factor, 

with an eigenvalue of about 3.5. Since the factor analysis included 30 items, the unrotated 

individualism factor explained about 10% of the variance in the set of items. In 

confirmatory analysis of a higher-order factor model, Hardin et al. specified 

autonomy/assertiveness (β = .68), individualism (β = .87), behavioral consistency (β = 
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.41), and primacy of self (β = .43) as indicators of independence. I noted the path 

coefficients for each indicator, which show that individualism is related most strongly to 

independence. I used six Likert scale items (ind01 – ind06 in Appendix A) in order to 

measure individualism in the main study (α = .82). 

Motivation orientation. One challenge of measuring motivation orientation is that, 

outwardly, motivation orientation can be indistinguishable from TPB variables. For 

example, asking people if they engage in a behavior because it is enjoyable would assess 

intrinsic motivation (because people enjoy engaging in activities for which they are 

intrinsically motivated), but also their experiential attitude that the behavior is enjoyable. 

As well, asking people if they engage in a behavior because others want them to would 

assess both their extrinsic motivation and injunctive norm. In order to measure 

motivation orientation that is sufficiently unique from TPB variables, I adapted a measure 

that prior research has shown to be useful to that end (Stoeber et al., 2009). This 

measurement required two steps. In the first step, respondents listed two goals they would 

hope to achieve by seeking information about the target risk. On the next page of the 

survey, respondents answered questions that assessed their motivation orientation for 

pursuing each goal (see Appendix A for additional details). Specifically, these questions 

assess intrinsic motivation, identification, introjection, and external regulation. Note that 

this instrument does not measure integration; however, other research has similarly 

eschewed this facet of extrinsic motivation (e.g., Malhotra, Galletta, & Kirsch, 2008), 

likely because of overlap with identification and intrinsic motivation. I included one 

additional item in the instrument designed to measure flow-like involvement, which is 

not considered part of the intrinsic-extrinsic continuum, but should be somewhat related 

to intrinsic motivation and an important motivation-related behavioral antecedent. I 

computed each motivation orientation variable as the mean of responses to each of the 

two goals. Between the pilot study and main study, reliabilities were variable for flow-

like involvement (α = .64, .86, respectively), intrinsic motivation (α = .80, .92, 

respectively), identification (α = .70, .87, respectively), introjection (α = .77, .87, 

respectively), and external regulation (α = .71, .88, respectively). 
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Past seeking behavior. Prior research has yet to establish a measure of prior risk 

information seeking related to indoor environmental quality. However, researchers have 

examined past behavior in related and unrelated contexts. As I noted in Chapter 2, Millar 

and Shevlin (2003) studied career information seeking intention and actual seeking using 

an extended TPB. They measured past seeking behavior as the frequency of subjects‘ 

career information seeking over the preceding month. This measure had marginal 

reliability (α = .64). Similarly, Norman and Smith (1995) measured past exercise 

behavior as a frequency, but did not report a reliability statistic. Based on these studies, I 

used three five-point Likert items (ps01 – ps03 in Appendix A) to measure past seeking 

behavior (α = .86). 

Demographics. The survey asked for standard demographics information (age, sex, 

ethnicity, income, educational attainment, economic and social political orientation, zip 

code, type of residence). 
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6. PILOT STUDY 

In this chapter, I develop two new scales—information seeking self-identity and 

information need—and assess whether the Stoeber et al. (2009) measure of motivation 

orientation is sufficiently distinct from TPB variables. For scale development, I employed 

numerous techniques, including reliability analysis, factor analysis, and various analyses 

of external validity. The assessment of motivation orientation employs simpler analyses, 

with basic factor, correlation, and regression analyses. Overall, the pilot study aimed to 

produce three usable measurement instruments for the main study. I detail this process 

below and discuss findings briefly at the end of the chapter. 

Information seeking self-identity 

Prior research on information seeking has yet to employ a measure of self-identity 

directly relevant to information seeking. Indeed, researchers have yet to develop such a 

measure. Such a measurement instrument is necessary to this dissertation, and so I 

developed in the first part of this pilot study a scale to measure information seeking self-

identity. This scale‘s development was rather complex, mostly because its 

conceptualization drew several theoretical linkages. 

I composed eight 5-point Likert items based on prior research of self-identity in 

behavior (e.g., Cook et al., 2002; Smith et al., 2008; Sparks & Guthrie, 1998; Terry et al., 

1999). Response options ranged from 1 = ―strongly disagree‖ to 5 = ―strongly agree.‖ I 

compared three versions of the scale using reliability analysis in SPSS and exploratory 

factor analysis in Mplus. By default, Mplus uses maximum likelihood estimation. The 

eight-item scale (M = 3.97, SD = .50) comprised all eight measurement items, which 

loaded on a single factor. Although the second factor had an eigenvalue slightly greater 

than 1, scree plot analysis clearly supported a one-factor solution; and so I requested a 

one-factor solution in the analysis. Examination of the factor structure showed that one 

item had a weak factor loading (< .4). Excluding that item resulted in a seven-item scale 

(M = 3.96, SD = .53). All seven items in this scale loaded strongly on the first factor, 

which explained 47% of the variance in the items. Since both the eight- and seven-item 
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scales explained less than half of the variance in their respective sets of items, I 

constructed a three-item scale (M = 3.87, SD = .59) using the items with the strongest 

item-total correlation on the eight-item scale. The first factor explained 61% of the 

variance in these items. The three-item scale allowed me to analyze an ideally 

parsimonious scale. The eight item, seven-item, and three-item scales had good internal 

consistencies (α = .81, .85, .82, respectively). Table 6.1A displays item wording, factor 

structures, reliability statistics, and fit statistics for the three scale versions. 

Table 6.1. Information-seeking self-identity 
 

A. Factor and reliability analyses 

8-item 

scale 

7-item 

scale 

3-item 

scale 

   Item Factor loadings 

I am the kind of person who likes to be well informed. .43 .43  

I think of myself as an information seeker. .86 .86 .85 

Seeking information is an important part of who I am. .62 .62  

I am not the type of person oriented to seek information.
 a
 .64 .64  

I would feel at a loss if I had fewer sources of information. .19   

I do not consider myself to be an active seeker of information.
 a
 .67 .68  

I see myself as someone who seeks a lot of information. .72 .72 .68 

Other people see me as someone who seeks a lot of information. .74 .73 .80 

    

         Explained variance [(  ∑  )      ] 41% 47% 61% 

         Cronbach’s α .81 .85 .82 

         Information criteria    

             Free parameters 24 21 9 

             AIC 958.97 794.93 315.24 

             ABIC 933.35 772.51 305.63 

    B. Correlation and regression 8-item scale 7-item scale 3-item scale 

   Criterion variable    r   β    r   β    r   β 

   Openness to experience .54*** .24 .51*** .18 .48*** .26 

   Need for cognition .62*** .33* .61*** .36* .51*** .31 

   Desire for control .37** .05 .35** .03 .26 .00 

   Innovativeness .50*** .19 .51*** .22 .34** .05 

                Adjusted R
2 

 

.41 

 

.39 

 

.25 

Note. 
a
 item reverse coded, *p < .05, **p < .01, ***p < .001 
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I conducted correlation and regression analyses in order to assess the convergent 

validity of the three scale versions. A scale has convergent validity when it correlates 

significantly with an existing, more established scale designed to measure the same or a 

similar construct (Cohen & Swerdlik, 2001). I used four criterion variables to assess 

convergent validity: openness to experience (α = .83; M = 3.87, SD = .53), need for 

cognition (α = .90; M = 3.64, SD = .55), desire for control (α = .71; M = 3.70, SD = .50), 

and innovativeness (α = .71; M = 3.60, SD = .45). See Appendix B for item wording. 

Demonstrating good convergent validity, all four criterion variables had moderate-to-

strong correlations with both the eight-item and seven-item information seeking self-

identity scales (see Table 6.1B). Three of the four items had moderate-to-strong 

correlations with the three-item scale. I assessed correlation magnitude per Cohen‘s 

(1988) definition, whereby correlations of .1 to .3 are small, up to .5 are moderate, and 

greater than .5 are strong. 

I conducted regression analysis in order to examine the extent to which each criterion 

variable accounted uniquely for the variance in information seeking self-identity. Results 

showed that only need for cognition explained a significant amount of variance in the 

eight-item (β = .33, p < .05) and seven-item scales (β = .36, p < .05). Overall, results of 

reliability analysis and correlation and regression analyses suggested that the seven-item 

scale was the best of the three versions. However, the three-item version had roughly 

equivalent reliability, explained greater item variance, and was more parsimonious. 

Taking the regression analysis an additional step, I submitted the covariance matrix for 

the three-item information-seeking self-identity scale and the criterion variables to 

structural equation modeling in Mplus using the default maximum likelihood estimation 

(Figure 6.1). In the specified model, the four criterion variables indicated a latent factor, 

which correlated with the three-item information seeking self-identity factor. The idea 

behind this analysis is that the criterion variables do not directly predict information 

seeking self-identity, but collectively reflect a concept that should be similar to it. By 

computing a latent factor that represents this concept, and then correlating that concept 

with information seeking self-identity, I was able to assess simultaneously the convergent 
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validity via all four criterion variables. For the three-item scale, the model had good fit, 

χ
2
(13, N = 59) = 11.38, p = .58; CFI = 1.00; RMSEA = .00 (90% CI: .00, .10); SRMR = 

.05. Openness to experience (β = .71, p < .001), need for cognition (β = .88, p < .001), 

desire for control (β = .55, p < .001), and innovativeness (β = .64, p < .001) indicated the 

latent factor significantly, and the latent factor correlated significantly with the 

information seeking self-identity factor (r = .66, p < .001). Of particular importance to 

construct validation, the two factors exhibited a strong correlation and the information-

seeking self-identity factor strongly indicated each of the three measurement items. 

F1
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Need for 

cognition

Desire for 

control

Innovativeness

ISSI
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Figure 6.1. Three-item information-seeking self-identity SEM 

Note. * p < .05, *** p < .001 

I conducted similar analysis using the seven-item scale; however, this model had 

inadequate fit, χ
2
(43, N = 59) = 73.39, p < .05; CFI = .89; RMSEA = .11 (90% CI: .65, 

.15); SRMR = .08. Modification indices in Mplus (with a cutoff of 3.84) recommended 

the correlation of several error variances among information-seeking self-identity items, 

which suggests that the paired items exhibit significant covariance outside the primary 

factor. The cutoff value of 3.84 corresponds to a significant chi-square value at 1 degree 

of freedom, and so adding a recommended modification produces a better fitting model. 

Correlating three error variances per the modification indices resulted in a model with 
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adequate fit, χ
2
(40, N = 59) = 50.70, p = .12; CFI = .96; RMSEA = .07 (90% CI: .00, .12); 

SRMR = .07. Openness to experience (β = .75, p < .001), need for cognition (β = .93, p < 

.001), desire for control (β = .50, p < .001), and innovativeness (β = .55, p < .001) 

indicated the latent factor significantly, and the latent factor correlated significantly with 

the information seeking self-identity factor (r = .74, p < .001). Relative to the three-item 

scale, the seven-item scale seems to be more strongly related to the criterion variables as 

reflected in the larger correlation between the two factors (see Figure 6.2). However, the 

inversely related error variances suggest that the seven-item scale has a more complex 

factor structure than my earlier analyses detected.  
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Figure 6.2. Seven-item information-seeking self-identity SEM 

Note. *p < .05, **p < .01, ***p < .001. I represent correlated residual variance separate 

from the main model in order to simplify the diagram. 
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Next, I conducted ANOVA in order to assess the scale‘s validity based on evidence 

from distinct groups. This form of validation, which is also called the method of 

contrasted groups, compares scale responses between groups that are presumably 

different on the construct of interest (Cohen & Swerdlik, 2001). I conducted this 

validation by comparing scores on the three- and seven-item information-seeking self-

identity scales between high and low media users. In order to measure information 

seeking, I calculated media use as the sum of items measuring Internet use (median = ―2 

hours,‖ M = 5.73, SD = 1.99), magazine use (median = ―A few minutes,‖ M = 1.90, SD = 

1.05), and newspaper use (median = ―0 minutes,‖ M = 2.12, SD = 1.48). I also measured 

television and radio use, but excluded those items because their use generally entails 

more passive information seeking (Dutta-Bergman, 2004). Scores on the three-item 

information-seeking self-identity scale did not differ significantly between media use 

groups F(1,25) = .56, p > .05. However, scores on the seven-item information-seeking 

self-identity scale differed between the high quartile (n = 16, M = 4.07, SD = .404) and 

low quartile of media use (n = 11, M = 3.74, SD = .36), F(1,25) = 4.88, p < .05. Between 

high and low television and radio users, information-seeking self-identity did not differ 

significantly when measured with either the three-item scale, F(1,26) = .47, p = .48, or 

the seven-item scale, F(1,26) = .51, p = .48. 

My operationalization of media use along an ordinal scale rather than an interval or 

ratio scale limited the ANOVA somewhat. I examined this limitation by transforming the 

ordinal scale into a quasi-ratio scale, where ―0 minutes‖ became ―0,‖ ―a few minutes‖ 

became ―5,‖ ―15 minutes‖ became ―15,‖ and so on. Using this scale, scores on the seven-

item information-seeking self-identity scale did not differ between the high quartile (n = 

18, M = 4.10, SD = .55) and low quartile of media use (n = 15, M = 3.88, SD = .46), 

F(1,31) = 1.53, p = .23. For the three-item scale, the difference between quartiles was 

even smaller, F(1,31) = .28, p = .60. Further inspection of the data revealed that Internet 

use dominates scores on the quasi-ratio scale. This was unsurprising, considering the 

median value of each media source. 
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With media use operationalized as an ordinal scale, responses reflect less on actual 

media use, and more on diversity of media use. This is because moderate use of several 

media will result in a higher mean score than heavy Internet use and no other media use. 

For example, respondents who use the Internet, newspapers, and radio each for ―30 

minutes‖ (coded as ―4‖) per day would have a mean information seeking score of 

[(4+4+4)/3 =] 4. Whereas, respondents who use the Internet for ―4 or more hours‖ (coded 

as ―8‖), but do not use newspapers or radio, would have a mean information seeking 

score of [(8+1+0)/3 =] 2.67. Total use would be higher, but diversity of use would be 

lower. Prior research has shown that the number of information sources people use is 

more important in information acquisition than the amount they use any individual source 

(Kahlor & Rosenthal, 2009). In light of that research, the information-seeking self-

identity scale seems an appropriate measure of active information seeking. 

Partly out of curiosity, I compared media use between the student sub-sample and the 

blog reader sub-sample. Relative to the students, the blog readers scored significantly 

higher on magazine use (M = 2.36, SD = 1.25 versus M = 1.56, SD = .71), F(1,57) = 9.74, 

p < .01, and on newspaper use (M = 2.74, SD = 1.25; M = 1.71, SD = .71), F(1,55) = 

7.49, p < .01. As well, on the three-item information-seeking self-identity scale, blog 

readers (M = 4.07, SD = .59) scored significantly higher than the students scored (M = 

3.73, SD = .55), F(1,57) = 5.11, p < .05; and on the seven-item scale, blog readers (M = 

4.18, SD = .50) scored significantly higher than the students scored (M = 3.81, SD = .51), 

F(1,57) = 7.53, p < .01.  These findings lend some additional support to the construct‘s 

validation. 

In summary, factor analysis yielded three- and seven-item versions of an information-

seeking self-identity scale with good reliability. Further analyses supported the scale‘s 

validity. First, the scale is statistically similar to well-established scales that, according to 

theory, should underlie an information-seeking self-identity. Second, scores on the seven-

item version of the scale differed significantly between high and low media users. 
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Information need 

In the second part of the pilot study, I developed a novel scale to measure information 

need. The proposed scale directly measures a concept that prior research measured with 

two items. As I discussed in Chapter 2, there are some statistical difficulties associated 

with using the two-part measure as a predictor variable in a regression model. The direct 

measurement instrument avoids those difficulties. 

I composed eight 5-point Likert items based on an existing single-item measurement 

of information insufficiency (Trumbo, 2002). The additional seven items were worded 

similarly, with some in reverse. Response options ranged from 1 = ―strongly disagree‖ to 

5 = ―strongly agree.‖ As with the information-seeking self-identity scale, I compared 

three versions of the information need scale, using reliability analysis in SPSS and 

exploratory factor analysis in Mplus. Again, I used the default maximum likelihood 

estimator and specified a one-factor solution. Although the second factor had an 

eigenvalue larger than 1, visual analysis of the scree plot supported its exclusion from the 

solution. Two of the eight measurement items loaded weakly (< .4) on the first factor. I 

excluded those items from the six-item scale. All items in the six-item scale loaded 

strongly on the first factor, which explained 62% of the variance in those items. I 

constructed a three-item scale from the items with the strongest item-total correlations 

from the eight-item scale. These items loaded strongly on the first factor, which 

explained 79% of the items‘ variance. The eight item, six-item, and three-item scales had 

good internal consistencies (α = .85, .88, .86, respectively).  

Correlation analysis demonstrated convergent validity of the scale. All three versions 

of the scale correlated moderately with the RISP-based measure of information 

insufficiency (see Table 6.2B). I measured the RISP-based version of information 

insufficiency as a difference score between respondents‘ current knowledge and the 

amount of knowledge they would need to deal adequately with the risk (responses to both 

items ranged from 0 to 100). Furthermore, the eight-item and six-item scales correlated 

positively with needed knowledge. Regression analysis revealed that current knowledge 

negatively predicted the eight-item (β = -.31, p < .05), six-item (β = -.34, p < .01), and 
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three-item (β = -.32, p < .05) scales and needed knowledge positively predicted the eight-

item (β = .42, p < .01), six-item (β = .43, p < .01), and three-item (β = .72, p < .01) scales. 

This analysis shows that the information need scale reflects both a dearth of current 

knowledge and a perceived need for knowledge. Although factor analysis indicated 

simpler structure (i.e., stronger item loadings) for the three-item scale, the six-item scale 

had better reliability and convergent validity. 

Table 6.2. Information need 

A. Factor and reliability analyses 

8-item 

scale 

6-item 

scale 

3-item 

scale 

   Item Factor loadings 

The information I have at this time meets all of my needs for 

knowing about indoor air quality.
 a
 

.85 .83 .80 

I need to learn more about indoor air quality. .38   

I feel like I don‘t know enough about indoor air quality. .69 .67  

I already know more than I need to about indoor air quality.
 a
 .63 .65  

I don‘t need to know more about indoor air quality than what I 

already know.
 a
 

.62 .62  

There‘s a lot I should learn about indoor air quality. .31   

My current level of knowledge about indoor air quality is 

sufficient.
 a
 

.83 .86 .85 

I have not received enough information about indoor air quality. .82 .82 .85 

    

         Explained variance [(  ∑  )      ] 45% 56% 69% 

         Cronbach’s α .85 .88 .86 

         Information criteria    

             Free parameters 24 18 9 

             AIC 886.22 648.11 332.12 

             ABIC 860.61 685.51 350.82 

    B. Correlation and regression   8-item scale    6-item scale    3-item scale 

   Criterion variable    r   β    r   β    r   β 

   Information insufficiency
 b
 .45*** 

 

.48*** 

 

.43** 

    Current knowledge -.20 -.31* -.24 -.34** -.23 -.32* 

   Needed knowledge .32* .42** .31* .43** .24 .37** 

                Adjusted R
2 

 

.19 

 

.22 

 

.16 

Note. 
a
 item reverse coded, 

b
 difference score, *p < .05, **p < .01, ***p < .001 
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I did not compare responses from contrasting groups as a means of scale validation, as 

there is no simple way to identify such groups without an experimental manipulation. 

One could argue that information need might differ between high and low media users; 

however, specific information need and (past) general media use are not necessarily 

related. People who are heavy media users might do so out of a need for information, but 

it might also be that heavy media use meets their information needs, and so the two 

constructs would relate inversely. Indeed, information need (here I report on the three-

item scale) did not differ between high media users (M = 3.81, SD = .54) and low media 

users (M = 3.50, SD = .65), F(1,24) = 1.74, p = .20. 

In summary, factor analysis yielded three- and six-item versions of an information 

need scale with good reliability. Further analyses supported the scale‘s validity, as it 

reflected both elements of the RISP measure for information insufficiency. 

Motivation orientation 

The purpose of pilot testing the measurement of motivation orientation was to 

determine whether it diverges sufficiently from measures of TPB variables in order to test 

the proposed theoretical model. A high degree of multicollinearity among motivation 

variables and TPB variables would negate any justification for their separate 

measurement and analysis. 

I measured motivation orientation in two steps. First, respondents listed two goals they 

would hope to achieve by seeking information about IAQ. Then, for each goal, they 

indicated their agreement with five statements: (1) ―I pursue this goal because it is deeply 

involving,‖ (2) ―I pursue this goal because of the fun and enjoyment it provides me,‖ (3) 

―I pursue this goal because I really believe it‘s an important goal to have,‖ (4) I pursue 

this goal because I would feel ashamed, guilty, or anxious if I didn‘t,‖ and (5) ―I pursue 

this goal because someone else wants me to or the situation demands it. Response options 

ranged from 1 = ―strongly disagree‖ to 5 = ―strongly agree.‖ Respectively, the statements 

measure feelings of flow-like involvement, intrinsic motivation, identification, 

introjection, and external regulation. I adapted this instrument from prior research 

(Stoeber et al., 2009). 
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I computed each motivation orientation as the mean of each respective item pair. 

Reliabilities were minimally acceptable for the composite measure for flow-like 

involvement (M = 3.09, SD = .79, α = .64), and acceptable for intrinsic motivation (M = 

3.00, SD = .93, α = .78), identification (M = 3.76, SD = .81, α = .70), introjection (M = 

2.60, SD = .95, α = .78), and external regulation (M = 2.53, SD = .79, α = .99). 

In order to assess whether I could truncate motivation orientation into fewer than five 

variables, I conducted factor analysis using the maximum likelihood estimator and 

varimax rotation. The resulting two-factor solution explained 72% of the variance in the 

items and had good simple structure (Table 6.3A). Flow-like involvement, intrinsic 

motivation, and identification loaded strongly on the first factor (which I will label the 

―intrinsic factor‖) and introjection and external regulation loaded strongly on the second 

factor (the ―extrinsic factor‖). Rather than summing items, I calculated factor scores for 

each factor in SPSS in order to account for any factor cross-loadings (i.e., where one item 

loads on more than one factor). Of note, flow-like involvement loaded moderately on the 

extrinsic factor (λ = .28). Results indicated no significant correlations between either 

factor and any of the TPB variables (Table 6.3B). 

Table 6.3. Relationships among motivation orientation and TPB variables 

 A. Factor loadings 

C. Motivation/TPB 

intercorrelations 

Variable Intrinsic Extrinsic 6 7 8 9 

1. Involvement .95 .28 -.12 .12 .08 .24 

2. Intrinsic motivation .65 -.06 -.01 .21 .00 .29* 

3. Identification .64 -.08 -.08 .12 -.10 .21 

4. Introjection .10 .51 -.09 .00 .34** -.02 

5. External regulation -.19 .98 .05 -.15 .12 .02 

       

    Explained variance    41%    31%     

       

 B. Factor/TPB 

intercorrelations D. TPB intercorrelations 

6. Instrumental attitude -.14 -.02 --    

7. Experiential attitude .16 -.13 .38** --   

8. Subjective norm .04 .13 -.16 .08 --  

9. Perceived behavioral control .24 .07 .06 .19 -.04 -- 

Note. *p < .05, **p < .01 
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Next, I correlated the five motivation orientations—flow-like involvement, intrinsic 

motivation, identification, introjection, and external regulation—with four TPB variables 

(Table 6.3C). The resulting correlation matrix contained two significant correlations, one 

between intrinsic motivation and perceived behavioral control (r = .29, p < .05) and one 

between introjection and subjective norm (r = .34, p < .01). Notably, intrinsic motivation 

and experiential attitudes were not significantly related (r = .21, p = .12), nor were 

external regulation and subjective norm (r = .12, p = .36). 

Finally, I regressed seeking intention on the five motivation orientations, as well as on 

the intrinsic and extrinsic factors. The purpose of this analysis was to assess whether the 

various motivation orientations predict seeking intention uniquely when added to the 

TPB. Whether I entered motivation orientation as five variables or two factors, none of 

the regression coefficients was significant. 

Preliminary discussion 

There are a few points from the pilot study worth discussing. First, I should address 

issues related to the sample size. With such a small sample (N = 59), association strength 

and significance levels are somewhat dependent on how I operationalize the variables. 

For example, excluding a single item from a scale in order to improve reliability might 

change the strength of the scale‘s association with other scales. I observed this effect 

when comparing correlation and regression coefficients of the three-item information-

seeking self-identity scale with those of the 7- and eight-item scales (see Table 6.1B). 

Also, in order to achieve significance, associations must be considerably stronger than 

would be necessary with a larger sample. 

Second, I should comment on deficiencies of the information-seeking self-identity 

scale. Regression analysis in SPSS showed that the four criterion variables explained 

around 40% of the variance in information-seeking self-identity, and that only need for 

cognition was a significant predictor. This finding suggests that openness to experience, 

desire for control, and innovativeness are not necessarily key features of people with 

strong information seeking self-identities. It also suggests that the pilot study failed to 

account for other important features of information-seeking self-identity. Using structural 
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equation modeling, I tested a more theoretically valid arrangement of the variables. This 

analysis found that the four criterion variables loaded strongly on a single factor, which 

correlated strongly with an information-seeking self-identity factor. These results support 

the theoretical assumptions on which I based the scale‘s development. Future research 

might seek to identify additional variables to account for more of the scale‘s variance; 

however current findings justify the use of this scale as conceptualized. 

Third, development of the information need scale would have benefitted from a 

comparison of scale means between contrasting groups, as I had done with the 

information-seeking self-identity scale. In an experimental setting, a researcher might 

manipulate subjects‘ perceived information need by providing information on a topic to 

an experimental group and comparing their scores on the information need scale to those 

of a control group that did not receive information. However, since my primary intent in 

this portion of the pilot study was to produce a scale that captured key features of the 

existing measure of information insufficiency, findings from correlation and regression 

analyses supported the new scale. 

Finally, I received mixed results regarding motivation orientation. The scales I used 

were identical to those of prior studies, with the addition of items designed to measure 

flow-like involvement. One potential limitation related to my operationalization of flow-

like involvement is that it assumes ―deep involvement‖ reflects flow-like aspects of 

engaging in the task. Were respondents to interpret ―deep involvement‖ as referencing a 

necessary great amount of involvement in order to engage in information seeking 

independent of actual ability, then the construct would lose external validity. However, 

flow-like involvement correlated positively with intrinsic motivation (r = .61, p < .001) 

and identification (r = .59, p < .001), but not with introjection or external regulation. 

These findings suggest that the current measurement of flow-like experience had 

acceptable external validity. Flow-like involvement, intrinsic motivation, and 

identification all relate to positive feelings that arise from engaging in the behavior, 

whereas introjection and external regulation relate to negative feelings that arise external 

to the behavior itself. One purpose of the pilot study was to demonstrate limited 
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multicollinearity among motivation orientation variables and the TPB variables. Results 

showed moderate correlations between intrinsic motivation and PBC and between 

introjection motivation and subjective norm. These findings are consistent with prior 

research. The absence of any other significant correlations suggests that the current 

measurements of motivation orientation were statistically distinct from the TPB 

variables. However, results also showed that the various motivation orientations did not 

significantly predict seeking intention, which might limit the instrument‘s usefulness in 

the main study, where I am interested specifically in the motivational antecedents of risk 

information seeking intention.  
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7. MAIN STUDY 

This chapter presents the results of the main study. I conducted analyses in three steps. 

First, I conducted structural equation modeling to assess the proposed model‘s statistical 

fit. Second, I used model results and additional statistical analyses to test the hypotheses. 

Table 7.8 restates the hypotheses and indicates whether analyses supported or failed to 

support them. Finally, I present statistics that address each research question. 

Equations 

In the subsequent analyses, I present several t-statistics in comparison of regression 

coefficients between and within subjects. In order to compare regression slopes between 

groups, I used the equation (Wuensch, 2007): 

 

  
     
      

 
Equation 7.1 

This equation computes the difference between the two slopes divided by the standard 

error of the difference between the slopes (df = n - 4), where b1 and b2 are the 

unstandardized regression coefficients for group 1 and group 2, and sb1 and sb2 are the 

associated standard errors. I calculated the standard error of the difference between slopes 

(the denominator) with the following equation. 

       √   
     

  Equation 7.2 

This equation is an approximation. The exact computation of the standard error of the 

difference between slopes requires more complex computation, and does not lend itself 

well to making multiple comparisons quickly. The exact computation calculates the 

standard error of the difference between slopes with the following equation: 
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       √
    

    
 
    

    
 Equation 7.3 

In this equation,    
  is the pooled residual variance and      and     are the sum of 

squared standard deviations for the independent variable in each group. The following 

equation calculates the pooled residual variance: 

   
  

         
       

 Equation 7.4 

In this equation,     and      are the sums of squared errors for the two groups, and n1 

and n2 are the sample sizes. Using pooled residual variance assumes normally distributed 

residuals whose variance is constant across groups (Kleinbaum & Kupper, 1978). 

In practice, the difference in estimation between equation 7.2 and 7.3 is slight. For 

example, in Chapter 8, I conduct a TPB regression of seeking intention split into two 

groups by educational attainment and compared the regression slopes of seeking intention 

regressed on perceived control over seeking. Using equations 7.2 and 7.3., the standard 

error of the difference between slopes is equivalent within rounding error. The resulting t-

statistics are 2.31 and 2.46, respectively, whose difference is not within rounding error, 

but is sufficiently small to warrant using the simpler approach of equation 7.2. 

Model assessment 

Prior to evaluating the proposed model, I determined that I would use the three-item 

information-seeking self-identity scale over the seven-item version. Though the pilot 

study gave mixed results as to which version was better overall (in terms of both statistics 

and theory), additional analyses in the main study supported using the three-item version. 

First, I compared scores on the three- and seven-item scales between high (n = 146) and 

low (n = 150) quartiles on past seeking. In theory, information-seeking self-identity and 

past seeking should correlate. Results showed that scores on the three-item scale were 

higher in the high quartile (M = 4.10, SD = .62) than in the low quartile (M = 3.77, SD = 
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1.00), F(1,294) = 11.40, p < .001. However, scores on the seven-item scale did not differ 

between the high (M = 3.90, SD = .85) and low (M = 3.89, SD = .60) quartiles, F(1,294) 

= .06, p = .81. As well, reliability was slightly higher for the three-item scale than for the 

seven-item scale (α = .88, .87, respectively). For these reasons, I chose to use the three-

item scale in the following analyses. 

In order to assess the proposed model, I first conducted hierarchical linear regression 

in SPSS. The reason for using this analysis initially, rather than testing a structural 

equation model, is that it allows a simple evaluation of whether the additional predictors 

of seeking intention form a better regression model. I conducted this analysis in three 

steps. In the first step, I regressed seeking intention on attitude toward the behavior, 

seeking-related subjective norms, and perceived control over seeking. This step reflects 

the basic TPB model. The second step added affective response and information need, 

reflecting the PRISM. Finally, the third step added past seeking and information-seeking 

self-identity, reflecting the augmented PRISM. In the IAQ group, the first step explained 

55% of the variance; the second step explained 57% of the variance, ΔR
2
 = .02, 

ΔF(2,295) = 7.90, p < .001; and the third step explained 61% the variance in seeking 

intention, ΔR
2
 = .04, ΔF(2,293) = 15.23, p < .001. In the radon group, the first step 

explained 56% of the variance; the second step explained 60% of the variance, ΔR
2
 = .04, 

ΔF(2,295) = 13.74, p < .001; and the third step explained 60% (the difference 

disappeared in rounding) the variance in seeking intention, ΔR
2
 = .01, ΔF(2,293) = 4.15, 

p < .05. Each step added significantly to the explained variance in seeking intention. 

Table 7.1 summarizes these results. 

Next, I conducted structural equation modeling in Mplus. In this analysis, I used 

observed variable composite scores rather than specifying each variable as a latent factor. 

The reason for using composite scores is twofold. First, all of the scales are established in 

prior work (some of which appears in this dissertation), and so evaluating their factor 

structure is unnecessary. Second, and in relation to the first reason, modeling each 

variable as a factor would add a great deal of complexity to the analysis. Table 7.2 

displays correlations, means, and standard deviations for model variables in both groups. 
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Table 7.1. Regression of seeking intention 

 

A. IAQ group 

 
Step I Step II Step III 

 
  Β  SE    β   Β  SE    β   Β  SE    β 

Attitude .24 .05 .23*** .20 .05 .19*** .18 .05 .17*** 

Norm .65 .05 .59*** .62 .05 .56*** .47 .06 .42*** 

Control .05 .04 .05 .08 .04 .08 .03 .05 .03 

Info need 
   

.12 .04 .13*** .16 .04 .18*** 

Affect 
   

.07 .03 .10* .05 .03 .06 

Identity 
      

.18 .05 .18*** 

Past seeking 
      

.15 .04 .18*** 

          
      ̅̅̅̅   .55 

  
.57 

  
.61 

  
    ΔR2 .56*** 

  
.02*** 

  
.04*** 

  

          
B. Radon group 

 
Step I Step II Step III 

 
  Β  SE    β   Β  SE    β   Β  SE    β 

Attitude .27 .04 .26*** .22 .04 .21*** .21 .04 .20*** 

Norm .69 .05 .59*** .66 .05 .56*** .55 .07 .47*** 

Control .09 .04 .08* .12 .04 .11* .09 .05 .08 

Info need 
   

.15 .03 .17*** .19 .04 .22*** 

Affect 
   

.09 .03 .11* .09 .03 .11* 

Identity 
      

.12 .05 .11* 

Past seeking 
      

.09 .05 .11* 

          
      ̅̅̅̅   .56 

  
.60 

  
.60 

  
    ΔR2 .57*** 

  
.04*** 

  
.01* 

  
Note. *p < .05, **p < .01, ***p < .001. 

For each group, I specified the model as depicted in Figure 1.1, which I label ―Model 

1.‖ For the IAQ group, Model 1 explained 63% of the variance in seeking intention and 

29% of the variance in information need. For the radon group, Model 1 explained 60% of 

the variance in seeking intention and 50% of the variance in information need. However, 

the model had poor fit, χ
2
[14, N = 602] = 227.68, p < .001; CFI = .78; SRMR = .12. Table 

7.3 contains additional fit statistics. I made two modifications based on a modification 

index cutoff value of 3.84. As well, I removed paths that were non-significant in both 

groups and labeled the resulting model ―Model 2.‖ Without a doubt, these modifications 
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were data-driven; but the resulting linkages do not conflict with theory. I consider 

relevant theory in Chapter 8.  

For the IAQ group, Model 2 explained 62% of the variance in seeking intention and 

23 % of the variance in information need. For the radon group, Model 2 explained 61% 

of the variance in seeking intention, 45% of the variance in information need. Model 2 

had good fit, χ
2
[6, N = 602] = 7.31, p = .29; CFI = 1.00; SRMR = .01. Comparing 

information criteria, Model 2 was statistically better (see Table 7.3), where a smaller 

ABIC (adjusted Bayesian information criterion) indicates better fit among competing 

nested and non-nested models. As well, chi-square and all fit indices suggested that 

Model 2 had better statistical fit than did Model 1. 

Table 7.2. Correlations and descriptives between IAQ and radon groups 

A. Correlations 

 1 2 3 4 5 6 7 8 

1. Intention -- .53*** .72*** .32*** .10 .39*** .53*** .43*** 

2. Attitude .50*** -- .50*** .28*** .14* .21*** .40*** .18** 

3. Norm .70*** .37*** -- .35 -.07 .45*** .49*** .52*** 

4. Control .29*** .21*** .25*** -- -.15* .13* .52*** .09 

5. Info need .17* .21*** -.08 -.03 -- -.08 .06 -.41*** 

6. Affect .39*** .15* .44*** -.01 -.00 -- .19** .45*** 

7. Identity .53*** .34*** .57*** .49*** .09 .15** -- .22*** 

8. Past seeking .23*** .04 .44*** .01 -.61*** .27*** .10 -- 
         

B. Means and standard deviations 

 1 2 3 4 5 6 7 8 

IAQ group         

    Mean 3.62 3.89 3.36 3.67 3.34 2.40 3.79 2.84 

    SD .77 .74 .70 .75 .86 1.06 .77 .94 

Radon group         

    Mean 3.56 3.71 3.33 3.66 3.45 2.44 3.78 2.58 

    SD .84 .80 .72 .75 .96 1.03 .78 .97 

Mean difference 

    |ΔM| .06 .18** .03 .01 .10 .04 .01 .26*** 

    t(600) .90 2.92 .47 .11 -1.39 -.46 .15 3.32 

Note. *p < .05, **p < .01, ***p < .001; Correlations above the diagonal are for the IAQ group (n 

= 301), and those below the diagonal are for the radon group (n = 301). 
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Table 7.3. SEM fit statistics 

 
χ

2
 df p CFI TLI 

RMSEA  
(90% CI) SRMR ABIC 

Model 1 

(unconstrained) 
227.68 14 <.001 .78 .58 .23 (.20, .25) .12 10064.63 

Model 2 

(unconstrained) 
7.31 6 .29 1.00 1.00 .03 (.00, .08) .01 9107.17 

Model 2 

(constrained) 
50.45 34 < .05 .98 .99 .04 (.01, .06) .08 9150.31 

As I noted above, the modifications that yielded Model 2 were data-driven; however, 

the differences between Model 1 and Model 2 are slight. The main aim of this model was 

to predict information seeking intention. The only structural difference between the 

models in the regression of seeking intention occurred where I removed perceived control 

over seeking as a predictor in Model 2. Locally, removing perceived control over seeking 

from the regression is statistically equivalent to constraining that causal path to 0, which 

would correspond to an unstandardized estimate of 0 and a standard error of 0 (for use in 

equation 7.1). This relationship was not significantly greater for the IAQ group t(598) = 

.84, p = .40, or the radon group, t(598) = 1.50, p =.13, in Model 1. That is to say, between 

Model 1 and Model 2 in both groups, predictors of seeking intention were statistically 

indistinguishable despite the marked structural difference. 
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.17***
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.19***
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Information 
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Figure 7.1. Structure-invariant SEM. Note. *p < .05, **p < .01, ***p < .001 
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In Model 2, there were causal paths that differed significantly between groups. First, 

past seeking was a stronger positive predictor of affective response in the IAQ group (β = 

.33, p < .001) than in the radon group (β = .10, p = .12), t(598) = 2.76, p < .01. Second, 

past seeking was a stronger negative predictor of information need in the radon group (β 

= -.69, p < .001) than in the IAQ group (β = -.48, p < .001), t(598) = 2.59, p < .01. 

However, the model was sufficiently similar between groups to estimate coefficients for a 

structurally invariant Model 2. In this analysis, I constrained covariances and causal 

paths, residual variances, and intercepts to be equal between groups. The constrained 

model had good fit, and explained 61% of the variance in seeking intention, 34% of the 

variance in information need, and 23% of the variance in affective response, χ
2
[28, N = 

602] = 50.45, p < .05; CFI = .99; SRMR = .08. However, strict model invariance resulted 

in a significant loss of fit (Δdf = 28; Δχ
2
 = 43.14, χ

2
crit [28, .05] = 41.34). Nonetheless, 

because group differences were largely negligible in Model 2, I tested hypotheses in 

reference to the pooled sample. Table 7.4 displays the correlations, means, and standard 

deviations for model variables from the pooled sample. 

Table 7.4. Correlation and descriptives for pooled sample 

 
TPB-based 

variables 

RISP-added 

variables 

Identity and 

past seeking 

 1 2 3 4 5 6 7 8 

1. Intent -- 
       

2. Attitude .51*** -- 
      

3. Norms .71*** .43*** -- 
     

4. Control .30*** .24*** .30*** -- 
    

5. Info need .14** .27** -.07 -.09* -- 
   

6. Affect .39*** .17*** .45*** .06 -.04 -- 
  

7. Identity .53*** .37*** .54*** .50*** .08 .17*** -- 
 

8. Past seeking .32*** .12** .48*** .05 -.52*** .35*** .16*** -- 

 
        

M 3.59 3.80 3.34 3.66 3.40 2.42 3.78 2.71 

SD .81 .77 .71 .75 .91 1.04 .77 .96 

Note. *p < .05, **p < .01, ***p < .001. 
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Hypotheses and research questions 

H1-H5. Unless noted otherwise, I assess these hypotheses in reference to Figure 7.1. I 

summarize hypotheses in Table 7.8. Information-seeking self-identity correlated 

positively with attitudes toward seeking (r = .37, p < .001), seeking-related subjective 

norms (r = .54, p < .001), perceived control over seeking (r = .50, p < .001; see table 7.4), 

and past seeking (r = .16, p < .001). These findings support H1, H2, H3, and H4, 

respectively. Supporting H5, information-seeking self-identity positively predicted 

seeking intention (β = .17, p < .001). 

H6-H7. Using two different approaches, I assessed the effect of independent self-

construal on attitude toward seeking and seeking-related subjective norms. First, I 

conducted regression analysis of seeking intention with the data split into high (n = .147) 

and low (n = .161) quartiles on independent self-construal (―independent‖ and 

―interdependent‖ groups, respectively). This analysis revealed several differences 

between groups. The effect of attitude on seeking intention was stronger in the 

independent group (β = .27, p < .001) than in the interdependent group (β = .08, p = .18), 

t(304) = 2.98, p < .01. This finding supports H6. The effect of norms on seeking intention 

did not differ between groups t(304) = 1.63, p = .10. This finding fails to support H7. In 

addition, the effect information-seeking self-identity was weaker in the independent 

group (β = .01, p = .86) than in the interdependent group (β = .30, p < .001), t(304) = -

2.68, p < .001. Although I did not address this relationship in a hypothesis, it is 

theoretically interesting for reasons I address in Chapter 8. Table 7.5 reports correlations 

and descriptive statistics for all of the regression variables split between independent and 

interdependent groups. Table 7.6 displays the results of regression analysis. 

Next, I conducted full-factorial 2 (independent/interdependent) x 2 (high/low attitude 

or norm) univariate ANCOVA on seeking intention using median-split variables for (1) 

attitude and (2) norms. Since this study did not involve experimental conditions, this 

analysis is quasi-experimental. In order to account for the full regression of seeking 

intention, I entered as covariates all of the regressors not specified as a fixed factor in 

each analysis. In the first analysis, I found significant effects of attitude, F(1,298) = 
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21.84, p < .001, self-construal F(1,298) = 4.05, p < .05, and the interaction term, F(1,298) 

= 6.15, p < .05. The effect of attitude on seeking intention was stronger in the 

independent group. In the second analysis, I found a significant main effect of norms, 

F(1,298) = 10.72, p < .01, and of the interaction term, F(1,298) = 4.50, p < .05, but not of 

self-construal, F(1,298) = 2.67, p = .10. The effect of seeking-related subjective norms on 

seeking intention was stronger, as well, in the independent group. Figure 7.3 provides a 

graphical depiction of the interaction effects. These findings further support H6 and fail 

to support H7. In fact, the second univariate ANOVA show the opposite relationship that 

H7 predicts. Table 7.7 displays marginal means and adjusted marginal means for each 

group. Adjusted marginal means account for the effect of covariates on seeking intention. 

Table 7.5. Correlations and descriptives between self-construal groups 

A. Correlations 

 1 2 3 4 5 6 7 8 

1. Intention -- .57*** .74*** .12 .10 .45*** .48*** .41*** 

2. Attitude .45*** -- .43*** .09 .25** .17* .26** .11 

3. Norm .64*** .37*** -- .20* -.08 .55*** .47*** .55*** 

4. Control .37*** .22** .45*** -- -.21* .05 .29*** .17* 

5. Info need .19* .21** -.06 -.01 -- -.09 .06 -.58*** 

6. Affect .31*** .09 .34*** .05 -.10 -- .13 .42*** 

7. Identity .65*** .40*** .65*** .54*** .05 .20* -- .22** 

8. Past 

seeking 

.29*** .14 .41*** -.01 -.49*** .29*** .30*** -- 

B. Means and standard deviations 

  1 2 3 4 5 6 7 8 

Independent group 

    Mean 3.94 4.08 3.56 4.09 3.42 2.58 4.34 2.65 

    SD 1.04 .81 .94 .82 1.28 1.21 .76 1.34 

Interdependent group 

    Mean 3.15 3.48 3.04 3.16 3.36 2.45 3.16 2.75 

    SD .66 .76 .55 .65   .62   .95 .60 .62 

    |ΔM| .78*** .60*** .52*** .93***   .05   .13 1.17*** .10* 

    t(600) 7.94 6.68 6.00 11.05   .49 1.08 15.14 -.824 

Note. *p < .05, **p < .01, ***p < .001; Correlations above the diagonal are for the independent (n 

= 147), and those below the diagonal are for the interdependent group (n = 161). 
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Table 7.6. Regression of seeking intention between self-construal groups 

 
Independent group Interdependent group  

 
Β SE β Β SE β  t(304) 

Attitude .36 .08 .28*** .11 .05 .13* 2.72** 

Norm .55 .09 .50*** .34 .09 .29*** 1.63 

Control .00 .07 .00 .05 .07 .05 -.47 

Info need .15 .06 .18* .28 .07 .26*** -1.44 

Affect .06 .05 .07 .08 .04 .12* -.32 

Identity .01 .08 .01 .33 .09 .30*** -2.68** 

Past seeking .13 .06 .17* .17 .08 .16* -.40 

       
 

      ̅̅̅̅   .64 
  

.57 
  

 

Note. *p < .05, **p < .01, ***p < .001.  

 

Table 7.7. Seeking intention mean values among 8 groups 

Group Marginal means Adjusted marginal means 

  

N Mean   SD Mean   SE 95% CI 

Independent High attitude 99 4.33 .61 3.86 .07 3.73, 3.99 

Low attitude 48 3.13 1.26 3.34 .09 3.16, 3.51 

Interdependent High attitude 46 3.50 .60 3.51 .08 3.34, 3.67 

Low attitude 115 3.02 .64 3.33 .06 3.21, 3.45 

        Independent High norm 93 4.37 .74 3.82 .08 3.66, 3.97 

Low norm 54 3.19 1.06 3.37 .09 3.19, 3.55 

Interdependent High norm 43 3.60 .61 3.50 .09 3.32, 3.68 

Low norm 118 2.99 .61 3.38 .07 3.24, 3.51 

 

H8-12. In order to assess these hypotheses, I conducted multiple linear regression of 

experiential and instrumental attitudes, seeking-related subjective norms, perceived 

control over seeking, and information-seeking self-identity. I report all significant 

coefficients below. 

First, experiential attitude was significantly predicted by flow-like involvement (β = 

.15, p < .01), intrinsic motivation orientation (β = .15, p < .001), identification (β = .30, p 

< .001), and introjection (β = -.12, p < .01). These findings support H8a, H8b, and H8c. 

Second, instrumental attitude was significantly predicted by flow-like involvement (β = 

.11, p < .05), intrinsic motivation orientation (β = -.17, p < .001), identification (β = .42, p 
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< .001), and introjection (β = -.13, p < .01). These findings support H9a and H9d, but fail 

to support H9b and H9c. The observed relationship was opposite H9b. Third, seeking-

related subjective norms were significantly predicted by flow-like involvement (β = .21, p 

< .001), identification (β = .33, p < .001), and external regulation (β = .12, p < .01). These 

findings support H10b, but fail to support H10a. Fourth, perceived control over seeking 

was significantly predicted by identification (β = .36, p < .001), introjection (β = -10, p < 

.05), and external regulation (β = .10, p < .05). These findings fail to support H11a and 

H11b. Fifth, information-seeking self-identity was significantly predicted by 

identification (β = .46, p < .001) and introjection (β = -.11, p < .05). These findings 

support H12c and H12d, and fail to support H12a, H12b, and H12e. 

Research questions 

RQ1. How does past risk information seeking predict risk information seeking 

intention, and how does it relate to attitudes toward seeking, seeking-related subjective 

norms, perceived control over seeking, and information need? 

In simple linear regression analysis, past seeking significantly predicted seeking 

intention. This relationship was significantly stronger in the IAQ group (β = .43, p < 

.001) than in the radon group (β = .23, p < .001), t(598) = 2.39, p < .05. When I 

conducted multiple linear regression as depicted in the proposed model, the relationship 

between past seeking and seeking intention was smaller for both the IAQ group (β = .23, 

p < .001) and the radon group (β = .19, p < .001), though this difference was significant 

only for the IAQ group, t(598) = 2.72, p < .01. Further correlation analysis revealed the 

source of this attenuation. Past seeking had moderate-to-strong correlations with affective 

response and norms in both groups, and with attitude in the IAQ group. However, past 

seeking had a moderate-to-strong negative correlation with information need in both 

groups (see Table 7.1). The positive correlations attenuate and the negative correlation 

amplifies the regression of seeking intention on past seeking. This is because all of the 

predictor variables correlate positively with seeking intention. Path tracing would show 

the precise extent of these indirect attenuation/amplification effects; though for current 

purposes, simply demonstrating that these effects exist is sufficient. 
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Figure 7.2. Interaction of self-construal with attitude (Panel A) and norms (Panel B) on 

seeking intention. 

RQ2. How do various motivation orientations influence seeking intention? 

In order to assess how motivation orientations affect seeking intention, I conducted 

correlation and regression analyses. Correlation analysis revealed positive associations 

between seeking intention and flow-like involvement (r = .50, p < .001), intrinsic 

motivation orientation (r = .16, p < .001), identification (r = .51, p < .001), introjection (r 

= .26, p < .001), and external regulation (r = .28, p < .001). Next, I regressed seeking 

intention on the five motivation orientations (Table 7.9). Flow-like involvement and (β = 

.26, p < .001) identification positively predicted seeking intention (β = .33, p < .001). 

RQ3. How do various motivation orientations influence information need? 

 In order to assess this research question, I conducted the same analyses as above. 

Correlation analysis revealed that information need correlated negatively with flow-like 

involvement (r = -.11, p < .01), intrinsic motivation (r = -.39, p < .001), introjection (r = -

.19, p < .001), and external regulation (r = -.21, p < .001); and it correlated positively 

with identification (r = .10, p < .05). Next, I regressed information need on flow-like 

involvement and the four measured motivation orientations (Table 7.9). Results showed 

that intrinsic motivation negatively predicted information need (β = -.37, p < .001) and 

identification positively predicted information need (β = .15, p < .01). 
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Table 7.8. Regression of model variables on motivation orientation 

 
Exp. attitude Inst. attitude Norm Control 

 
  Β  SE    β   Β  SE    β   Β  SE    β   Β  SE    β 

Inv. .13 .05 .15** .09 .04 .11* .15 .03 .21*** -.05 .04 -.07 

Int. .11 .03 .15*** -.13 .03 -

.17*** 
.01 .03 .01 .02 .03 .03 

Ident.

. 
.26 .04 .30*** .37 .04 .42*** .25 .03 .33*** .29 .04 .36*** 

Intro. -.09 .03 -.12** -.10 .03 -.13** .04 .03 .06 -.06 .03 -.10* 

Ext. .00 .03 .00 .02 .03 .03 .07 .03 .12** .07 .03 .10* 

             
  ̅̅̅̅  .18 

  
.23 

  
.33 

  
.11 

  
             
 

Identity Seeking intent Info need Affect 

 
  Β  SE    β   Β  SE    β   Β  SE    β   Β  SE    β 

Inv. .03 .04 .04 .21 .04 .26*** .03 .05 .03 .19 .06 .18*** 

Int. -.04 .03 -.06 -.03 .03 -.04 -.30 .04 -

.37*** 
.01 .04 .01 

Ident. .38 .04 .46*** .29 .04 .33*** .15 .05 .15** .10 .05 .09 

Intro. -.08 .03 -.11* .02 .03 .03 -.05 .04 -.06 .13 .04 .15** 

Ext. .05 .03 .07 .06 .03 .09* -.05 .04 -.07 .14 .04 .16*** 

             
  ̅̅̅̅  .22 

  
.32 

  
.18 

  
.19 

  
Note. *p < .05, **p < .01, ***p < .001. 

RQ4. How do various motivation orientations influence affective response? 

Again, I conducted correlation and regression analyses. Correlation analysis showed 

that affective response was positively related to flow-like involvement (r = .38, p < .001), 

as well as intrinsic motivation (r = .23, p < .001), identification (r = .26, p < .001), 

introjection (r = .26, p < .001), and external regulation (r = .34, p < .001). However, 

regression analysis (Table 7.9) showed that only flow-like involvement (β = .18, p < 

.001), introjection (β = .15, p < .01), and external regulation (β = .16, p < .001) were 

positive predictors of affective response. No other coefficients were significant. 
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Table 7.9. Summary of hypotheses and their support 

Hypothesis Supported 

H1 Information-seeking self-identity will be positively related to attitudes toward 

seeking. 

Yes 

H2 Information-seeking self-identity will be positively related to seeking-related 

subjective norms. 

Yes 

H3 Information-seeking self-identity will be positively related to perceived 

control over seeking. 

Yes 

H4 Information-seeking self-identity will be positively related to past seeking 

behavior. 

Yes 

H5 Information-seeking self-identity will positively predict seeking intention. Yes 

H6 The stronger the independent self-construal, the weaker the relationship 

between seeking-related subjective norms and seeking intention. 

No 

H7 The stronger the independent self-construal, the stronger the relationship 

between attitude toward seeking and seeking intention. 

Yes 

H8 Experiential attitudes toward seeking will be positively predicted by 

(a) flow-like involvement and  

(b) intrinsic motivation, 

(c) negatively predicted by introjection. 

 

Yes 

Yes 

Yes 

H9 Instrumental attitudes toward seeking will be positively predicted by  

(a) identification, 

(b) introjection, and  

(c) external regulation, and 

(d) negatively predicted by intrinsic motivation. 

 

Yes 

No 

No 

Yes 

H10 Seeking-related subjective norms will be positively predicted by  

(a) introjection and 

(b) external regulation. 

 

No 

Yes 

H11 Perceived control over seeking will be positively predicted by  

(a) flow-like involvement and  

(b) intrinsic motivation. 

 

No 

No 

H12 Information-seeking self-identity will be positively predicted by  

(a) flow-like involvement,  

(b) intrinsic motivation, and 

(c) identification, and negatively by  

(d) introjection and  

(e) external regulation. 

 

No 

No 

Yes 

Yes 

No 
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8. DISCUSSION 

The purpose of this chapter is to link the theoretical concepts introduced in the first 

half of this dissertation with the statistical findings reported later, as well as link some 

unanticipated findings and post-hoc findings with other existing concepts. I conduct some 

post-hoc analyses of the data in order to examine several nuances that earlier analyses 

overlooked or failed to warrant. At several points, I link current findings with prior 

research to the point that I imply generalizability. However, recall from Chapter 1, this 

dissertation‘s scope concerns mainly theoretical implications. Where current findings 

comport with prior findings, I can assert generalizability of the observed effect without 

expressing generalizability of the current findings, per se. Where I discuss novel findings 

or findings that diverge from prior research, I attempt to account for such findings with 

additional literature review. However, where I engage in such post-hoc explanation, my 

assertions are merely thoughtful explorations—especially in light of notable sample-

related limitations, which I discuss later in this chapter—and not strict interpretations of 

the findings. In any event, where this dissertation revealed novel or divergent effects, 

their validity hinges on future replication; and current interpretations seek only to put the 

findings in context and propose future research avenues. 

This chapter begins with overview of my rationale for conducting this dissertation, as 

well as a recap of key research findings. Second, this chapter discusses in detail the 

components of the model that extend the PRISM—information need, past information 

seeking, information-seeking self-identity, self-construal, and motivation orientation in 

information seeking. Third, this chapter discusses differences that emerged between the 

proposed model (Figure 1.1) and the model that emerged from statistical analysis (Figure 

7.1), beyond the exclusion of perceived control over seeking in the latter model. Some of 

these differences have specific implications regarding the context of the study—poor 

IAQ and radon. Fourth, this chapter comments at length on the absence of perceived 

control over seeking in the final statistically-derived model. Also in this section, I discuss 

the dominant effect of seeking-related subjective norms on seeking intention. The 
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weakness of perceived control over seeking and the strength of norms as predictors of 

seeking intention represent noteworthy departures from typical TPB findings, though 

these findings (specifically, the magnitude of the differential) comport with RISP model 

and PRISM findings. This chapter concludes with a discussion of the study‘s limitations, 

as well as some final remarks on its theoretical and practical implications. 

Dissertation overview 

Early in the introduction, I described several variables that influence people‘s risk 

information seeking intentions, including attitudes, subjective norms, perceived 

behavioral control, affective response, and information insufficiency. As specific 

extensions of the TPB (Ajzen, 1991), the RISP model (Griffin et al., 1999) and PRISM 

(Kahlor, 2010) concern these risk information seeking antecedents. Risk information 

seeking is a novel form of behavior that involves distinct cognitive and affective 

processes. The TPB does not fully address such processes, and so the RISP model and 

PRISM made useful and significant additions to the basic model with information 

insufficiency and affective response. However, where a large body of research has 

examined the role of past behavior (e.g., Conner & Armitage, 1998; Millar & Shevlin, 

2003; Schmiege et al., 2009), self-identity (e.g., Hamilton & White, 2008; Moan & Rise, 

2005; Rise et al., 2010), and motivation orientation (e.g., Hagger & Chatzisarantis, 2009; 

Shen et al., 2008; van der Heijden, 2004) in behavioral intentions, risk communication 

scholars have yet to incorporate such variables into a model of risk information seeking. 

Such integration was the purpose of this dissertation. In addition to the aforementioned 

TPB, RISP model, and PRISM variables, this dissertation found that past risk information 

seeking and aspects of people‘s personalities can influence their seeking intention, all of 

which exhibit certain motivational characteristics. The benefit of such findings is that 

they expand a growing body of research that sheds light on the complex psychological 

and social processes that manifest in risk information seeking behaviors. Furthermore, 

such research can facilitate effective science and health communication in public, help 

scholars and practitioners understand and promote a science-engaged public, and benefit 

the health and information needs of underserved and vulnerable populations. These 
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potential benefits address broad aspects of science and health communication 

scholarship, to which this dissertation contributes. 

I opened this dissertation with brief comment on the uses and gratifications paradigm 

of media use. Chapter 2, which laid out the theoretical framework of this dissertation, did 

not discuss uses and gratifications research directly. Rather, it explored how expectations 

and evaluations influence behavioral decisions, which people can direct toward achieving 

various gratifications. Interactions of expectations and evaluations exist in most major 

communication and behavior theories, whether or not the theories acknowledge 

expectancy-value theory explicitly. The TPB clearly invokes expectancy-value theory 

where, for example, attitudes toward a behavior reflect an evaluation of behavior 

attributes and a positive or negative attribute evaluation (Ajzen, 2006). Protection 

motivation theory (Rogers, 1975) and the extended parallel process model (Witte, 1992, 

1994) both describe perceptions of vulnerability to harm (an expectation) and severity of 

the harm (an evaluation). In the RISP model and PRISM, the concept of information 

insufficiency—which this dissertation re-operationalized as information need—implicitly 

contains expectations and evaluations: if people engage in information seeking out of a 

perceived information need, then they expect that information seeking will reduce that 

need, and evaluate information acquisition positively. Extending the PRISM, but 

consistent with some prior TPB-based research, this dissertation incorporated past 

information seeking as a predictor of seeking intention. The main study demonstrated that 

past seeking is a unique predictor of seeking intention; however, the indirect effect via 

information need was negative. 

This dissertation also examined features of personality that can affect risk information 

seeking. First, I explored the concept of an information-seeking self-identity, which I 

defined as a trait-based predisposition to seek information. I proposed four personality 

traits that should underlie an information-seeking self-identity: openness to experience, 

need for cognition, desire for control, and innovativeness. A pilot study confirmed that 

these traits are, indeed, related to an information-seeking self-identity. The main study 

demonstrated that information-seeking self-identity adds significantly to the explanatory 
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power of the PRISM. Second, I explored the role of self-construal as it affects the 

attitude-intention and norm-intention relationships. Self-construal reflects independent 

and interdependent personality features, and speaks to the relative importance in self-

expression of personal thoughts and feelings and the thoughts and feelings of others (e.g., 

behaviors, opinions). People who are more independent tend to express personal attitudes 

and beliefs in their behaviors, and seek self-individuation, while people who are more 

interdependent tend to behave in accordance with others. I found mixed results of the 

proposed interaction effects, where independent self-construal amplified the effects of 

both attitudes and norms on seeking intention. 

Finally, this dissertation examined the motivational antecedents of risk information 

seeking, as guided by self-determination theory. In addition to intrinsic and extrinsic 

motivation orientations, I proposed that the experience of flow is an important 

motivational aspect of information seeking. Due to measurement constraints, I assessed 

only the component of flow related to deep task involvement. Some prior TPB-based 

research maps such motivational concepts directly onto structural models. However, I 

chose to conduct these analyses separate from the complete structure, as the model was 

already considerably complex. For example, integrating the five motivational elements 

(flow-like involvement, intrinsic motivation, identification, introjection, and external 

regulation) to predict the seven existing model components would have resulted in 35 

additional regression paths and 10 additional covariances. As well, separate regression 

analyses allowed for a relatively simple examination of differences between instrumental 

and experiential attitudes toward seeking. These analyses revealed several notable 

motivational aspects of risk information seeking intention and its antecedents. However, 

the primary contributions of this dissertation are in its novel extension of the PRISM. 

Novel model components 

This dissertation augmented the PRISM in several ways. First, this dissertation 

developed a new scale to measure information need. This scale replaced what was in 

prior studies a two-part instrument that was inadequate for some structural equation 

modeling applications. Second, this dissertation integrated a measurement of past seeking 
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behavior. As a TPB-based study, such an addition is hardly novel. However, as a 

predictor of risk information seeking, past behavior diverges notably from prior findings 

and theory. This divergence warrants focused discussion. Third, this dissertation 

developed a measurement instrument for information-seeking self-identity to further 

predict risk information seeking intention. The addition of information-seeking self-

identity served mainly as a theoretical gap-filler; however, there are a few additional 

considerations worth addressing. These first three additions reflect direct predictors of 

risk information seeking intention. As well, this dissertation assessed self-construal in 

two moderator analyses, and motivation orientation in several regression analyses. These 

components did not lend themselves well to visual depiction in the structural model, 

though results suggested that they are important features of risk information seeking 

intention. I discuss each element of the augmented model in turn. 

Information need. This dissertation diverged from prior research in its measurement of 

information insufficiency with the novel scale of information need. The purpose of 

developing this scale was to facilitate its use in structural equation modeling. The 

previous instrument involved separate assessments of people‘s current knowledge and 

information sufficiency threshold. According to Griffin et al. (2004), computing a 

difference score between these variables can ―multiply problems of unreliability and is 

susceptible to ceiling effects‖ (p. 37). The goal of their study was to examine predictors 

of information insufficiency. To address this goal, they regressed information sufficiency 

threshold first on current knowledge, and then on the predictor variables of interest. As a 

consequence of the first step, unexplained variance in information sufficiency threshold 

became equivalent to an information sufficiency gap, or information insufficiency. While 

this approach is appropriate and useful in predicting information insufficiency, it cannot 

be used effectively in models where information insufficiency is a predictor variable. In 

such a model, the regression of seeking intention on information sufficiency threshold 

would not account for the regression of information sufficiency threshold on current 

knowledge. In order to assess information sufficiency threshold and current knowledge 

simultaneously, I developed a Likert scale to measure information need. The pilot study 
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revealed that this measure was related to both a high information sufficiency threshold 

and low perceived current knowledge. This scale allowed me to specify information need 

as a predictor of seeking intention in structural equation modeling. 

Among the cognitive and affective processes that precede risk information seeking, 

some are more proximal than others. Attitudes, norms, past behavior, and self-identity are 

individual differences that can manifest as seeking intention; however, I suggest that the 

most immediate antecedent of seeking intention is information need. In the structural 

model, information need significantly predicted seeking intention (β = .19, p < .001), and 

the strength of information need as a predictor of seeking intention was secondary only to 

that of seeking-related subjective norms, and roughly equivalent to that of attitude toward 

seeking. While the relative importance of each antecedent is likely dependent on sample 

characteristics—and the current sample was rather self-selective as the response rate 

suggests—this finding fits well with the RISP model and PRISM findings regarding 

information insufficiency. Thus, I am comfortable assessing the need-intention 

relationship as a general psychological process, despite this dissertation‘s noted 

methodological limitations. 

When people assess their risk information seeking intentions, they determine 

fundamentally whether or not they have an information need. When people perceive 

information seeking to serve a utility (i.e., when they have high instrumental attitudes), 

then fulfilling an information need is the primary goal of information seeking. In the 

current sample, instrumental attitudes (M = 4.01, SD = .84) were greater than experiential 

attitudes (M = 3.59, SD = .83), which suggests that respondents perceived seeking 

information about poor IAQ and radon as being more useful than enjoyable. In order to 

examine this relationship further, I conducted correlation analysis. Results indicated that 

information need correlated positively with instrumental attitudes (r = .29, p < .001), but 

not with experiential attitudes (r = .02, p = .69). Next, I regressed information need on 

instrumental attitudes, experiential attitudes, norms, affective response, past seeking, and 

perceived control over seeking. The resulting path coefficients for norms, affective 

response, and past seeking were similar to those depicted in Figure 7.1. However, where 
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instrumental attitudes were a positive predictor of information need (β = .39, p < .001), 

experiential attitudes were a negative predictor (β = -.18, p < .001). In other words, the 

stronger the instrumental attitudes or the weaker the experiential attitudes—holding other 

variables constant—the stronger the information need. This finding suggests that attitudes 

toward seeking are largely important to information seeking intention because they define 

some of the motivational basis of information need. Ultimately, people will seek risk 

information not because of particular attitudes they hold, but because they have a need 

for information that seeking can gratify. This finding agrees with Kahlor and Rosenthal‘s 

(2009) observation that instrumental attitudes positively predict and experiential attitudes 

negatively predict the complexity and accuracy of climate change knowledge. In 

addition, perceived control over seeking negatively predicted information need (β = -.17, 

p < .001). This finding suggests that, in the current context and sample, perceived control 

over seeking might negatively influence seeking intention indirectly via information 

need. As well, this finding is partially consistent with Kahlor (2010), who found a 

significant inverse relationship between perceived control over seeking and information 

insufficiency. However, Kahlor employed the two-part measure of information 

insufficiency, and so the precise correspondence between that and the current study is 

indeterminate. 

Past seeking. The second novel contribution of this dissertation was its integration of 

past seeking behavior. Many prior TPB-based studies have examined past behavior in 

behavioral intention; however, studies of risk information seeking have yet to examine 

the role of past seeking. As I discussed in Chapter 2, Ajzen (1991) argued that including 

past seeking in a TPB-based model simply creates a ceiling effect, since past behavior 

should be strongly related to future behavior, and thus with behavioral intention. 

However, as I noted in that chapter, as well as in my discussion of information need 

above, people seek information to minimize a perceived information gap. Thus, past 

seeking should not be as strongly related to seeking intention as this dissertation found. I 

addressed this relationship in my first research question. Results showed that past seeking 

correlated only moderately with seeking intention (r = .32, p < .001). Path analysis 
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revealed a negative indirect effect (βind = -.12, p < .001) of past seeking on seeking 

intention via information need. Much of this effect was due to the strong negative 

relationship that I observed between past seeking and information need (β = -.62, p < 

.001). Accordingly, past seeking attenuates information need, which subsequently 

diminishes seeking intention. Such attenuation might occur via at least two paths. First, if 

people have negative experiences with past seeking—perhaps past seeking was 

unfruitful, caused anxiety, or resulted in information overload—then they might feel that 

they do not want additional information. Second, if past seeking results in fruitful 

knowledge acquisition, then the amount of needed knowledge might diminish. In the case 

of the latter, information seeking seems to gratify an information need. However, that the 

direct and total effects of past seeking on seeking intention were positive suggests that 

information seeking is somewhat of a habitual behavior (i.e., people seek information 

despite having gratified some of their information need in the past). People who engage 

information seeking habitually might express self-identities as information seekers. 

Developing and integrating into the model a measurement of information-seeking self-

identity was the third novel contribution of this dissertation. 

Information-seeking self-identity. People‘s information seeking behaviors, at least in 

certain health risk domains, are relatively stable and reflect on underlying personality 

traits (Echlin & Rees, 2002; Kwon et al., 2006; Lambert & Loiselle, 2007; Miller, 1995). 

One theory of health information seeking describes people either as monitors or blunters 

(Miller, 1995). Monitors are people who actively seek and attend to information about 

health risks, while blunters are people who actively avoid such information. The monitor-

blunter spectrum is somewhat aligned with health information orientation, which 

similarly describes people‘s propensities to seek information about health-related topics 

(Dutta-Bergman, 2004). Whether people have strong health information orientations, are 

monitors, or are blunters indicates certain underlying personality traits. People understand 

such traits as their self-identity relevant to a particular set of attitudes, beliefs, or 

behaviors. Recall that self-identity is a theory about the self (Moshman, 2004), and so 

self-identity does not directly influence behavior, but rather reflects certain underlying 
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traits that emerge in behavioral expressions. Although studying such concepts as health 

information orientation and monitoring-blunting would be useful in a study of risk 

information seeking, this dissertation was interested in a more basic personality concept: 

information-seeking self-identity. Where prior research has explicated and measured self-

identity concepts related to health information seeking, it has yet to define a concept of 

self-identity related to general information seeking. As theory suggests and the pilot 

study found, an information-seeking self-identity is related to people‘s openness to 

experience, need for cognition, desire for control, and innovativeness. 

Exploratory factor analysis found that openness to experience and need for cognition 

were the strongest indicators of an information-seeking self-identity, which suggests that 

people who are information seekers prefer, first and foremost, to engage with a diversity 

of viewpoints and attend systematically to information. These features of information-

seeking self-identity resonate with some prior research. Kahlor and Rosenthal (2009) 

studied the complexity and accuracy of people‘s climate change knowledge. One of their 

key findings was that the number of information sources people used—as opposed to the 

amount of use—significantly predicted good knowledge. Although I am unaware of 

research that directly links variety of information seeking with openness to experience, 

some research suggests that such a link would exist. The concept of diverse epistemic 

curiosity describes ―…an individual difference in dispositional tendencies to engage in 

exploration… [a] desire for new, exciting or amusing stimuli‖ (Mussel, 2010, p. 506). 

Mussel (2010) reported that diverse curiosity was closely related to both openness to 

experience and need for cognition. As well, Cassandro and Simonton (2010) found in an 

historic analysis of scientists, philosophers, and writers, that openness to experience is 

positively related to a diversity of ideas in self-expression. If openness to experience and 

need for cognition relate to people‘s need to entertain multiple perspectives, then it 

follows that information-seeking self-identity should be related not only to the amount of 

information seeking in which people engage, but also to the number of information 

sources they use. Results of the pilot study suggest that, indeed, information-seeking self-

identity is related to the variety of information sources people use. Consequently, people 



 

 

139 

 

with strong information seeking self-identities should have better issue knowledge than 

people with weak information seeking self-identities. For risk communication 

practitioners, this distinction is important, since people with weak information seeking 

self-identities would stand to benefit the most from well-tailored messages. Post-hoc 

analysis revealed that income (r = .13, p < .01) and education (r = .17, p < .001) 

correlated significantly with information-seeking self-identity. These results suggest that 

information-seeking self-identity appears to be weaker among people with low-SES. 

Consequently, there might be a differential benefit of promoting diverse media use, 

where people with low SES stand to benefit the most. Though, the difficulty remains of 

actually motivating diverse media use among underserved populations. I comment on this 

issue in a later section of this chapter. 

The RISP model has additional implications regarding need for cognition as a feature 

of information-seeking self-identity. More than a model of seeking behavior, the RISP 

model accounts for depth of information processing. This portion of the model is based 

on the heuristic-systematic model of persuasion (Chaiken, 1987), whereby people will 

process a message deeply (systematically) or superficially (heuristically) in order to 

formulate a judgment about an attitude object. Research has found that people with a high 

need for cognition are more likely to engage in systematic processing and less likely to 

commit biased message elaboration (Areni, Ferrell, & Wilcox, 2000). In the framework 

of the RISP, information-seeking self-identity should thus predict both seeking intention 

and depth of processing. The notion that information seekers would engage more deeply 

with information is not especially profound; however, this notion warrants future 

examination of the psychological variables that influence depth of processing. 

Desire for control and innovativeness were weaker indicators of information-seeking 

self-identity than were openness to experience and need for cognition. Nonetheless, they 

were statistically important features of information-seeking self-identity, and, as such 

features, carry with them some theoretical implications. In the general context of 

information seeking, people with a strong need to control their external environment can 

use media to that end (Althaus & Tewksbury, 2000). In the realm of risk information 
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seeking, the need for control over health hazards might be particularly salient. The notion 

that people can use risk information to gain control over personal health risks gets to the 

point that risk information seeking is a sort of coping mechanism or protective behavior. 

If we accept this much, then risk information seeking finds itself within a broader model 

of health behavior. Indeed, if risk information seeking provides people with the resources 

(knowledge) or ability (reduced perceived barriers) to engage in health protective 

behaviors, then an extension of, say, PMT might integrate information seeking as a 

component of coping appraisal. If people become newly aware of a health risk and wish 

to learn more about it, whether or not they successfully find satisfactory information can 

affect whether or not they feel prepared to deal with the risk. Speaking to this process, 

this dissertation found that affective response predicted information need. However, there 

are instances in which information need should influence affective response. If 

information seeking is part of a coping response, then such models as the EPPM (Witte, 

1992)—in which fear is partly the result of insufficient coping ability—would depict at 

least a two-way relationship between information need and affective response. Certainly, 

then, information seeking would serve to afford greater control over the external 

environment; although, the psychological mechanisms on which this process operates 

likely extends beyond the effect of desire for control as a feature of information-seeking 

self-identity. 

Finally, innovativeness reflects people‘s proclivity to adopt new thoughts, behaviors, 

or things. Some people (e.g., innovators and early majority) adopt early on, and others 

(e.g., late majority and laggards) adopt later (Robertson, 1967; Rogers, 1962/1995). A 

breadth of research has explored such diffusion processes, which are wholly relevant to 

risk communication. Diffusion occurs most rapidly when an innovation reaches people 

with multiple social links. These ―hubs‖ can rapidly accelerate the majority adoption of 

an idea depending on their social influence (Goldenberg, Han, Lehmann, & Hong, 2009). 

This dissertation did not seek to measure respondents‘ statuses as social hubs, and so the 

current discussion is limited in that regard. However, understanding the diffusion of new 

risk information from innovators to hubs would help risk communication scholars and 
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practitioners understand how and where interpersonal communication channels succeed 

and fail at spreading important risk information. Future research might seek to identify 

such characteristics of risk information hubs as being convincing and knowledgeable, in 

addition to possessing a broad social network (Goldenberg et al., 2009), and how these 

characteristics influence the spread of risk knowledge through social networks. Some 

research suggests that allowing science, health, and environmental knowledge to arise 

from and filter through such ―lay experts‖ is an ideal way to approach public 

understanding of science, health, and environmental issues (Kerr, Cunningham-Burley, & 

Amos, 1998; Lane et al., 2010). This approach promotes public engagement with issues 

that have real contextual relevance and tap into locally-derived knowledge. 

Self-construal. A second self-identity related construct that this dissertation studied 

was self-construal. I integrated this construct into the model for the lack of a norm-

moderating variable in previous TPB-based studies. Recall that, where normative beliefs 

(the composite measure) comprise a perception of others‘ expectations and the 

motivation to comply, such a ―compliance‖ factor does not weight subjective norms (the 

direct measure). In theory, subjective norms should only influence behavior in people to 

whom norms are important. Consequently, the concept of self-construal—by which 

people express their social interrelatedness along a continuum of independence and 

interdependence—should be an appropriate moderator. I predicted that people who are 

more independent would rely more on their attitudes and less on norms in forming their 

seeking intention. Results supported the proposed effect of self-construal on the attitude-

intention link, but not the effect of self-construal on the norm-intention link. In fact, a 

full-factorial univariate ANOVA suggested the opposite relationship regarding norms. In 

addition, analyses showed the relationship between information-seeking self-identity and 

seeking intention attenuated among respondents with more independent self-construals. 

This finding runs somewhat counter to logic. 

The finding that attitudes predicted intention more strongly in people with independent 

self-construals comports well with theory and logic, and I will not examine that 

relationship further. However, the null finding regarding the norm-intention relationship 
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was rather surprising. In multiple regression analysis, the difference of the norm-intention 

relationship did not differ significantly between independent and interdependent 

respondents, though the direction of the difference (i.e., the relationship was stronger in 

the independent group) ran counter to predictions. The null finding alone is worth 

additional commentary; however, I also found a significant interaction effect in which 

norms predicted seeking intention more strongly among independent respondents than 

among interdependent respondents. This finding runs counter to what theory would 

predict, and deserves further exploration. In order to shed light on this apparent 

contradiction, I examined the distribution of scores on self-construal between 

independent (M = 4.62, SD = .30) and interdependent (M = 3.04, SD = .24) respondents. 

What is apparent in this analysis is that the groups did not distinguish between 

independent and interdependent self-construals, but rather between construals that are 

independent (i.e., a mean that is above the middle response option) and those that are 

neither independent nor interdependent (i.e., a mean that is at the middle response 

option). Since respondents were Americans—who collectively express independent self-

construals (Markus & Kitayama, 1991)—this distribution is not surprising. If the norm in 

America is to be independent of others, then respondents who expressed independent 

self-construals were actually conforming to the cultural norm, whether or not they 

acknowledge such conformity. The two measurement items that most strongly indicated 

the composite self-construal variable (see ind04 and ind06 in Appendix A) reflect 

positive evaluations of independence. By indicating strong agreement with those items, 

perhaps respondents were asserting their commonality with the ―independent‖ 

personalities of other Americans. Assuming this much, then the null finding regarding the 

norm-intention relationship might resolve somewhat. The evident problem with this 

assertion is that it assumes that people‘s cultural identification (e.g., individualistic versus 

collectivistic) can override how individuals orient themselves toward others within that 

culture (independence versus interdependence). The fact that highly independent people 

can identify in each other a similar self-construal does not mean that they will attempt to 

hold themselves to the expressed norms of those similarly independent others. Whether 
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this finding was specific to the current sample or is a general psychosocial phenomenon 

is uncertain—and uncertainty future research might address. 

As well, it remains counterintuitive that information-seeking self-identity would 

predict seeking intention more strongly among interdependent respondents (see Table 

7.6). Such a finding might make sense had this dissertation sampled opinion leaders, 

innovators, or a similar group of people who find themselves at the center of an 

information social circle. Among such people, greater interdependence might heighten 

their sense of responsibility to others as a source of information. However, this 

dissertation sampled from the general population—and the sample contained notable 

limitations to its generalizability—and so I cannot reach such a conclusion. Future 

research might seek to resolve this relationship. As well, future research might conduct 

an intercultural study in order to fully distinguish more clearly between independent and 

interdependent self-construal. If independent self-construal has a strong effect on the 

norms-intention relationship in an individualistic culture (e.g., America), then perhaps 

interdependent self-construal would have an even greater effect on this relationship in a 

collectivistic culture (e.g., China). I find this to be an interesting research question worth 

exploring, and its study would not be limited to predicting risk information seeking 

intentions. Figure 8.1 depicts a possible three-way (norm by self-construal by cultural 

orientation) interaction, where plus and minus signs indicate relative strength of the 

norm-intention relationship, and not necessarily its direction. This dissertation observed 

the left side of the culture/self-construal grid; though, the current analyses cannot alone 

be the basis for such a generalized model. 
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Motivation orientation. Finally, this dissertation studied how various motivation 

orientations play out in seeking intention and its antecedents. The purpose of this portion 

of the study was to map out in finer detail some of the essential motivational features of 

risk information seeking. Prior research has established some of the motivational 

characteristics of TPB variables, and this dissertation extended those studies to the 

current model and context. In this part of the main study, I specifically distinguished 

between instrumental and experiential attitudes toward seeking. Some prior research 

(e.g., Chatzisarantis, Hagger, Smith, & Sage, 2006) examined the composite of 

instrumental and experiential attitudes, despite their evident differences. Another point of 

refinement that has been absent some prior research is the distinctions among different 

levels of intrinsic and extrinsic motivation. For example, Chatzisarantis et al. composed a 

relative autonomy index that reflected greater internal locus of control, but eliminated 

distinctions among the multiple components of extrinsic motivation. In addition to 

examining four motivation orientations separately, this dissertation measured 

respondents‘ feelings of flow-like involvement while seeking information. Although 

motivation orientation as described in self-determination theory does not include the 

concept of flow or flow-like involvement, several studies have demonstrated the 

compatibility of flow-like experience with motivation orientation (Kowal & Fortier, 

2000; Mills & Fullagar, 2008; Zhao et al., 2011). The practical importance of studying 

various motivation orientations in seeking intention is that it can provide insights into the 

cognitions and affective states that promote consistent seeking behavior. 

Perhaps the most theoretically significant finding was that intrinsic motivation 

positively predicted experiential attitudes toward seeking, but negatively predicted 

instrumental attitudes. These findings were consistent with predictions, and demonstrate 

an important characteristic that distinguishes experiential attitudes from instrumental 

attitudes. Self-determination theory would suggest that people who engage in risk 

information seeking for experiential reasons are more likely to maintain that behavior 

over time than people who seek information for instrumental reasons. Recall the strong 

indirect relationship between past seeking and seeking intention via information need. 
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Assuming that past seeking serves an information utility, then future behaviors guided by 

instrumental attitudes will diminish in the presence of considerable past seeking that 

fulfills an information need. In order to examine this process further, I conducted post-

hoc simple linear regression of seeking intention on information need. For this analysis, I 

split the file into high (n = 149) and low (n = 135) quartiles on intrinsic motivation 

orientation. Results showed that the regression was significantly higher in the low 

quartile (β = .36, p < .001) than in the high quartile (β = -.12, p = .15), t(280) = 4.36, p < 

.001. That is to say, for people with low intrinsic motivation to seek risk information, 

information need is a powerful motivator of their seeking intention. However, for people 

with high intrinsic motivation to seek risk information, there is no association between 

information need and seeking intention. It follows, then, that the need-intention 

relationship might greater for people who express strong instrumental attitudes toward 

seeking than those who express strong experiential attitudes. Much research of risk 

information seeking has found that information need (or information insufficiency as the 

RISP model and PRISM depict) is an important behavioral motivator. Other research 

speaks to the positive and long-term effects of intrinsic motivation. If future research 

confirms what the above post-hoc analysis shows—that the need-intention link 

diminishes with high intrinsic motivation—then risk communication practitioners might 

have the challenge of developing messages that are both intrinsically interesting and 

fulfill an information need. 

Despite the marked differences between instrumental and experiential attitudes, 

identification predicted both significantly. In fact, among the other motivation 

orientations, identification was the strongest predictor of both instrumental and 

experiential attitudes. Recall that identification reflects a conscious valuing of the 

behavior or a self-endorsement of behavior-related goals (Ryan & Deci, 2000a). This 

finding suggests that attitudes are fundamentally important in people‘s behaviors, 

regardless of the specific motivations they derive from their attitudes. Furthermore, 

identification was the strongest positive predictor of several model components, 

including seeking-related subjective norms, perceived control over seeking, information-
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seeking self-identity, information need, and seeking intention. It would seem, then, that 

people‘s perception of risk information seeking as important—independent of enjoyment 

or goal attainment—is a key feature of seeking intention and several of its antecedents. 

Additional noteworthy findings in this analysis relate to the motivational antecedents 

of affective response. First, the finding that flow-like involvement predicts affective 

response suggests that such involvement is somehow related to negative emotions. Some 

studies of fear appeals report that, to a point, message-evoked fear can increase message 

involvement and elaboration (Cauberghe, De Pelsmacker, Janssens, & Dens, 2009; Witte, 

1992). In certain contexts (e.g., where threat and coping appraisals are moderate to high), 

such message involvement might take on characteristics of flow. Second, introjection 

significantly predicted affective response. Recall that introjection focuses on approval 

from the self or others. In the current study, introjection specifically referred to averting 

feelings of shame or guilt from not achieving a goal of information seeking. In a sense, 

introjection taps into a separate category of affective response (i.e., guilt), and in the 

current context, it is rather fitting. Some of the effectiveness of health promotion 

messages is in their capacity to evoke feelings of guilt over not engaging in the 

recommended behaviors (Guttman & Salmon, 2004). Such messages may also evoke 

feelings of fear, and so people might seek information in response to both kinds of 

negative affect—guilt and fear. The interplay of guilt and fear in people‘s risk 

information seeking intentions is an interesting topic that future research might examine. 

Finally, external regulation significantly predicted affective response. This is the most 

straightforward of the three motivational antecedents of affective response, since external 

regulation focuses on extrinsic rewards or punishment. If people are motivated to seek 

information because they want to reduce feelings of fear, then the act of seeking targets 

the extrinsic goal of fear reduction. As this study measured it, external regulation focuses 

specifically on situational or normative demands. In the structural model, seeking-related 

subjective norms significantly predicted affective response. If, indeed, affective response 

has a certain normative basis, then the impact of affective response on seeking intention 

would be externally regulated to a certain extent. 
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Antecedents of affective response 

Although statistical analyses supported most of the theoretical linkages of the 

proposed model, the theoretical model and the statistically-derived model differed in their 

prediction of affective response. In the RISP model and PRISM, perceived hazard 

characteristics precede affective response. This dissertation did not measure perceived 

hazard characteristics, because it was not interested in re-confirming that well-established 

relationship, and perceived hazard characteristics should not link directly with any other 

model constructs. However, where the proposed theoretical model specified affective 

response strictly as an exogenous variable, the statistically-derived model specified it as 

an endogenous variable with two predictors: seeking-related subjective norms and past 

seeking. Despite the model adjustments being data driven—which will require replication 

in the future—the additional paths fit somewhat within existing theory. Assuming a 

causal relationship, as opposed to correlational, these relationships have some theoretical 

and limited practical implications, which I discuss in turn.  

First, I will discuss the effect of seeking-related subjective norms—or social pressure 

to seek risk information—on affective response in the context of social amplification of 

risk. Kasperson et al. (1988) developed a framework of the social amplification of risk in 

order to explain public overreactions to risk events. They assert that various 

psychological, social, and cultural factors interact to influence risk perceptions that 

subsequently affect risk judgments and behavioral decisions. In turn, these judgments and 

behavioral decisions can amplify or attenuate demand for public and institutional 

responses. The authors cite the accident at the Three-Mile Island nuclear reactor, in 

which the actual risk to public health was negligible, but the public response was 

significant. Consequently, this public response resulted in undue opposition to nuclear 

technology, in ignorance of statistical costs and benefits. The psychometric paradigm of 

risk perception, which I discussed in Chapter 2, provides some explanation of such 

processes. Recall that people‘s perceptions of risk constitute feelings of dread and 

feelings of risk familiarity. The public generally perceives as more severe those risks that 

are highly dreadful, and whose health effects are not well understood (Slovic, 1987). 
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When people attach social values to risk-related information and interact with cultural 

and peer groups to interpret the meaning of risk, then the complexities of social 

amplification of risk emerge (Kasperson et al., 1988). At several points between the 

transmission of risk information from a primary source (e.g., scientists, news media, 

opinion leaders, public agencies) and consequent public behavior, several psychological 

and sociological factors interact to influence how people understand and respond to 

perceived risk. One additional feature of the social amplification of risk that is relevant to 

this dissertation is the notion of signal value. People tend to perceive as more severe 

abnormal risks, independent of actual severity. Risks that may affect many people, but 

are commonplace (e.g., cancer), have a relatively low signal value. Whereas, risks that 

may affect only a few people, but occupy an unfamiliar domain (e.g., gene therapy), have 

a relatively high signal value (Kasperson et al., 1988; Slovic, 1987). Signal value can 

then affect perceptions of dread and unknown risk. 

The findings of this dissertation suggest that sociological variables directly influence 

perceptions of risk. Specifically, this dissertation found that if people perceive social 

pressure to seek information about a specific risk, then they will experience a stronger 

affective response to that risk. I have found in previous work that people think of poor 

IAQ as posing a non-dreadful, but unknown risk; while they think of radon as posing a 

dreadful, but known risk (Rosenthal, 2009). Assuming that people do not seek a lot of 

information about either risk, then other people‘s seeking behavior or seeking 

expectations (i.e., descriptive and injunctive norms, respectively) might amplify the 

signal value of poor IAQ and radon. Consequently, people might have greater affective 

responses to those risks. Such sociological factors as institutional trust and local culture 

can contribute additionally to the social amplification of risk (Kasperson et al., 1988; 

Slovic, 1999). Future research might examine how such factors influence the perception 

of indoor environmental risk. 

Second, I found that past risk information seeking predicts affective response. Where 

prior psychometric analyses of risk perception have found that ―unknown‖ risks evoke 

greater feelings of fear, my own research on indoor environmental risk perception has 
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found the inverse (Rosenthal, 2009). In my study, subjects described as ―unknown‖ the 

risks of candle smoke, air fresheners, cleaning products, and other hazards to which 

exposure is highly voluntary. I interpreted this finding to suggest that when people 

assume that such consumer products pose little or no risk (i.e., they do not know of any 

risks), then unknown risk and perceived risk severity should relate inversely. The 

findings of this dissertation comport to my prior findings. Assuming that past risk 

information seeking increases the familiarity of a risk, then affective response is partly 

the consequence of such familiarity. 

If, as my prior research showed, people are more familiar with radon risk than they are 

with the risk of poor IAQ, then we might expect to find that the relationship between past 

seeking and affective response is stronger in the IAQ group than in the radon group. 

Indeed, there have been several historic and ongoing public outreach campaigns about 

radon, but not for poor IAQ. As a result of such outreach, many people have some 

understanding of radon risk independent of prior active information seeking. However, 

for poor IAQ, prior engagement in active information seeking is more crucial toward 

developing an accurate risk perception. In order to test whether this differential effect 

occurs, I split the dataset by risk group and regressed affective response on norms and 

past seeking. As I anticipated, the effect of past seeking was stronger in the IAQ group (β 

= .30, p < .001) than in the radon group (β = .09, p < .001), t(598) = 2.57, p < .05. 

From a theoretical standpoint, this finding is interesting. For one, it validates my 

specification of the causal relationship between past seeking and affective response—at 

least for the current sample. For another, it demonstrates an important antecedent of 

affective response. However, since the social amplification of risk occurs via the 

simultaneous processes of risk perception and social mediation, I cannot be certain past 

seeking would remain an important predictor of affective response when controlling for 

perceived hazard characteristics. I did not evaluate perceived hazard characteristics in this 

study, and so I cannot assess the more complete regression model. This finding is 

interesting, as well, from a practical standpoint. Considering the fact that people spend 

most of their time indoors (Klepeis et al., 1996; Ott, 1989), where they expose themselves 
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to elevated pollution levels (CARB, 2005; Ott & Roberts, 1998), people should have a 

greater affective response to indoor environmental risk than they do to such risks as 

nuclear reactor accidents. If simply raising awareness of indoor environmental risk can 

amplify perceived risk, then risk communicators need only to light a spark of interest in 

the topic. Then again, an SES-health gradient (i.e., people with low SES have poorer 

access to health information and health services), which I detail in the next section, might 

expand a risk information gap; and so the full effect of past seeking on affective response 

might not be so simple. Future research might examine SES-dependent effects of past 

information seeking on affective response. As well, this dissertation did not examine how 

past seeking affects health protective behavior indirectly via affective response. Since 

health protective behavior is arguably the ultimate goal of risk communication, future 

research might examine how risk information seeking motivates such behaviors in the 

context of the indoor environment. 

Ancillary considerations 

In this chapter, I have discussed findings related to my hypotheses, as well as some 

unintended model paths. This section discusses two additional features of the model that 

do not fall well into a previous subsection. First, I comment on the absence of perceived 

control over seeking in the statistically-derived model. Second, I address the dominant 

effect of subjective norms on risk information seeking intention. Both of these results 

speak directly to TPB components of the model, and I devote a lengthy discussion to 

each. 

Though an unintended finding, perhaps the most prominent feature of the model 

(Figure 7.1.), from a theoretical standpoint, is its exclusion of perceived control over 

seeking. This exclusion resulted from statistical modifications, and involved a two-item 

measure of perceived control over seeking with low (but acceptable) reliability (α = .72). 

With little doubt, I suspect part of the observed null finding regarding the control-

intention relationship is sample-specific. The sample comprised Internet users who, as the 

low response rate suggests, exhibited a self-selection bias. I comment more on this 

limitation later in this chapter, but it is worth noting it here in order to keep the 
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subsequent discussion in context. Another reason for the null finding might lie in the 

scale‘s poor internal consistence, and potentially in its poor external validity. The latter 

limitation is entirely specific to the current discussion and I cannot ignore it.  

Despite evident methodological issues that limit the validity of excluding perceived 

seeking control from the model, such exclusion fits neatly within the theory of reasoned 

action, which is the TPB‘s basis. Furthermore, a TPB-based model absent perceived 

behavioral control—which is essentially a model based on the theory of reasoned 

action—is not necessarily inappropriate to explain risk information seeking intentions. I 

will argue that, in this context, and requiring certain characteristics of the sample, 

excluding perceived control is theoretically valid and useful. However, in other contexts 

and with other samples, perceived control might become a necessary and important 

consideration. From a practical standpoint, this difference is important for reasons that I 

will clarify. 

In Chapter 2, I described the theory of reasoned action as a special case of the TPB. 

Recall that Fishbein and Ajzen (1975) developed the theory of reasoned action to explain 

volitional behaviors. Later, the TPB extended this theory in order to accommodate 

perceptions of behavioral control for behaviors that are not completely volitional. This 

extension came after criticism that the theory of reasoned could not fully explain such 

behaviors (Ajzen, 1985). For example, Ajzen and Driver (1992) examined five leisure 

behaviors using the TPB. The behaviors included spending time at the beach, jogging 

outdoors, mountain climbing, boating, and biking. For each behavior, perceived 

behavioral control was a significant predictor of leisure behavioral intentions after 

accounting for attitudes and norms. These behaviors require traveling a distance, 

possessing proper leisure equipment, and being physically fit, in various combinations. 

Absent these requirements, people would have difficulty engaging in those leisure 

behaviors; and so studying the psychological antecedents of such leisure behaviors ought 

to account for perceptions of behavioral control. Such behaviors necessitate the TPB over 

the theory of reasoned action. Nonetheless, the theory of reasoned action is a valid 

framework for explaining highly volitional behaviors in which perceived behavioral 
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control lacks variance or is, in some other way, a less significant antecedent of behavioral 

intention. There is a dearth of research on such behaviors from within the framework of 

the theory of reasoned action or the TPB; and so I derive a theoretical argument. 

The theory of reasoned action is sufficient to predict behavioral intentions when 

perceived behavioral control is at its maximum. If people perceive that they have 

complete control over performing a behavior, then their attitudes toward the behavior and 

subjective norms will be the primary antecedents of their behavioral intention. Perceived 

behavioral control should be at its maximum when people are certain that they can 

engage in a behavior within a specified time frame. An example of such a behavior is 

seatbelt use. Assuming that virtually all passenger vehicles have seatbelts (resource 

availability) and that virtually all people are physically capable of fastening a seatbelt 

(ability), then there are no direct control barriers to seatbelt use. The decision to use a 

seatbelt, in most cases, should have very little to do with perceived behavioral control. 

Rather, people‘s attitudes and subjective norms toward the seatbelt use should predict 

their intention. One could argue that, to an extent, perceived behavioral control would 

reflect attitudes and norms, and would thus come into play. For example, attitudes that 

seatbelts are inconvenient and uncomfortable might appear to be control-related barriers 

to use. However, any correlation between perceived behavioral control and behavioral 

intention would most likely diminish in a regression analysis that accounts for attitudes. 

Consequently, perceived behavioral control would factor out of the equation. Speaking to 

this process, Simsekoglu and Lajunen (2008) studied people‘s intentions to wear seatbelts 

on urban and rural roads. They found that attitudes and norms significantly predicted 

people‘s intentions to wear seatbelts in both driving environments, but that perceived 

behavioral control did not. I could not confirm that mean scores on perceived behavioral 

control were at or near their maximum value, as the authors did not provide descriptive 

statistics, nor have they maintained the original dataset or any documentation of their 

analysis beyond what is in the published article. Other key antecedents of seatbelt use 

include risk perception, engaging in other risky behaviors, and some demographic 

characteristics (Norris, 1997; Ouimet et al., 2008). 
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The argument above asserts the notion that, given unencumbered access to and the 

ability to perform a behavior, perceived behavioral control should not influence 

behavioral intention. In such a case, the theory of reasoned action is wholly sufficient—

relative to the TPB—to explain behavioral intention. In this dissertation, statistical 

analyses showed that, although perceived control over seeking correlated significantly 

with seeking intention, it was not a significant predictor when entered into the regression 

model. In order for this statistical finding to match the theoretical supposition I derived 

above, perceived control over seeking must have been at or near its maximum. Without 

looking to the statistics, two key observations would suggest that perceived control over 

seeking would have approached its maximum. First, data were gathered with an online 

survey, and so respondents had to have Internet access in order to complete it. Second, 

assuming that most people who have Internet access know how to use an online search 

engine, seeking information about any topic—regardless of prior knowledge of or 

familiarity with the topic—should be within the capabilities of the average Internet user. 

Of course, there is a difference between initiating an online search and successfully 

locating specific information, which reflects two different aspects of perceived control 

over seeking. The latter proposition considers only behavior initiation, and not successful 

completion. However, prior research shows a significant relationship between the amount 

of Internet use and Internet self-efficacy (Eastin & LaRose, 2000; Zhao, Lu, Huang, & 

Wang). Holding both propositions true, then perceived control over seeking, as measured 

in this dissertation, should have been at or near its maximum. However, the mean of 

perceived control over seeking (M = 3.66) was only slightly positive of the scale‘s middle 

value of 3. Considering the data, perceived control over seeking was not at its maximum. 

Some prior research (Hsieh, Rai, & Keil, 2008) has found that perceived behavioral 

control of Internet use and its effect on behavioral intention varies as a function of 

socioeconomic status (SES). These studies have found that better education and higher 

income predict better perceived behavioral control and a weaker control-intention 

relationship. That is, perceived behavioral control might approach its maximum in people 
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with high SES, which would affirm this study‘s exclusion of perceived behavioral control 

in the statistically-derived model. 

Gil-Garcia, Helbig, and Ferro (2006) argue that gaps in Internet use across diverse 

demographics boils down to a problem with access. That is to say, people‘s Internet use 

is mainly a function of resource availability. Gil-Garcia et al. found that Internet use 

differed significantly between groups divided by income, age, education, and gender, in 

addition to several other variables. Assuming that these differences generalize to my 

sample, I could then assume that demographics associated with Internet use—as a 

function of access—should also correlate with perceived control over seeking. I 

conducted some post-hoc analyses to examine whether these demographic variables 

impact perceived control over seeking and whether the relationship between perceived 

control over seeking and seeking intention differs between groups. I began this analysis 

by correlating perceived control over seeking, income, age, education, and gender. 

Results showed that perceived control over seeking correlated positively with education 

(r = .10, p <.05) and income (r = .13, p <.01), but not with age or gender. Next, I 

conducted ANOVA to assess whether perceived control over seeking differed between 

ethnicities. Results showed that perceived control over seeking did not vary as a function 

of ethnicity, F(4, 596) = 1.45, p = .22. Further analysis considered only income and 

education. This approach is consistent with Hsieh et al.‘s (2008) operationalization of 

SES. 

Since I measured income in several brackets, I conducted ANOVA to compare means 

of perceived control over seeking across all education groups. Differences among groups 

were significant, F(9,587) = 3.10, p < .01. Tukey‘s HSD (honestly significant difference) 

identified three significant mean differences among the brackets. First, people making 

less than $10,000 reported significantly lower perceived control over seeking (M = 3.32) 

than people earning $75,000 to $99,999 (M = 3.93; ΔM = -.61, p < .01) and those making 

more than $200,000 (M = 4.17; ΔM = -.85, p < .05). Second, people making $30,000 to 

$39,999 reported significantly lower perceived control over seeking (M = 3.50) than 

people making $75,000 to $99,999 (M = 3.93; ΔM = -.43, p < .05). However, three 
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homogeneous subsets overlapped considerably and did not show a clear ordering relative 

to income level, and comparisons between any two groups that differed significantly 

would ignore a large portion of the population. Therefore, I discontinued my analysis of 

income. 

Next, I conducted ANOVA to compare means of perceived control over seeking 

across education groups. Recall that the education variable reflects the highest level of 

education attainment. Differences among groups were significant, F(4,586) = 2.47, p < 

.05, though the analysis identified only a single homogeneous subset. However, Tukey‘s 

HSD test showed that perceived control over seeking differed significantly between 

college graduates (M = 3.75) and high school graduates (M = 3.50; ΔM = .25, p < .05). 

No other groups differed significantly. For education, I created dummy categories 

between college graduates (n = 180, coded as ―1‖) and high school graduates (n = 123, 

coded as ―0‖). These two education categories accounted for 51% of the sample. 

Before I describe differences between education groups, I must consider two 

limitations of my SES operationalization. Socioeconomic status can relate to several 

social and economic characteristics, including education, income, race, and occupation. 

The current analysis defines SES strictly in terms of education, eschewing all other 

characteristics, limiting the construct‘s external validity. Furthermore, my division of 

education excluded the extreme poles of the education variable, which further limited its 

external validity. That is, the extreme high and low poles of the education variable might 

indicate, with some validity, education-dependent features of high- and low-SES, 

respectively. By examining only high school and college graduates, the current SES 

operationalization might not effectively distinguish between real differences in SES. 

However, the purpose of the current analysis was to find an SES-related demographic 

whose groups differed in terms of perceived control over seeking. That being said, the 

following analysis is data-driven, with limited theoretical validity. Nonetheless, I find 

such exploration useful toward locating the current unanticipated finding within the body 

of existing research and proposing relevant future research avenues. 
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In light of the aforementioned limitations, I conducted a TPB regression analysis with 

the data file split by the dummy-coded education variable. For high school graduates, 

attitudes (β = .26, p < .001), norms (β = .55, p < .001), and perceived behavioral control 

(β = .15, p < .05) significantly predicted seeking intention (  ̅̅̅̅  = 62). For college 

graduates, attitudes (β = .21, p < .01) and norms (β = .55, p < .001) significantly predicted 

seeking intent; however, perceived behavioral control did not (β = -.04, p = .57;   ̅̅̅̅  = 39). 

Between groups, the regression of seeking intention on perceived behavioral control was 

significantly different, t(299) = -2.31, p < .05. These findings are consistent with Hsieh et 

al. (2008). However, when I regressed seeking intention as Figure 7.1 depicts, perceived 

behavioral control was not a significant predictor for high school graduates (β = .11, p = 

.12) or college graduates (β = -.04, p = .56). 

The between-group difference of regression coefficients in the TPB model lends some 

support to my assertion that, as perceived control over seeking approaches its maximum 

(which occurred for the college graduates relative to the high school graduates), its effect 

on seeking intention approaches zero. What the above analysis does not resolve, 

however, is why perceived control over seeking was not at or near its maximum, even for 

college graduates. There are at least two solutions to this problem. First, perceived 

behavioral control had significant positive correlations with attitudes and norms. This 

finding is consistent with the postulates of the TPB (e.g., Ajzen, 1991). If people assess 

their perceived behavioral control partly in reference to their attitudes and norms, then 

weak attitudes and norms might result in weak perceived behavioral control. If this were 

true, attitudes and norms would account for the control-intention relationship, which 

would result in the observed regression coefficients (viz, that perceived control over 

seeking does not predict seeking intention significantly). Second, it might be that several 

respondents selected the middle ―neither agree nor disagree‖ option, despite having 

salient control beliefs. At least in the study of political opinions, such responses are more 

likely to occur when subjects find a topic uninteresting (Bishop, Oldendick, & 

Tuchfarber, 1980). Slightly more than one-third of the respondents selected the middle 

option for each of the two perceived control over seeking measurement items (pbc02 and 
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pbc03 in Appendix A). Excluding those cases, perceived control over seeking increases 

markedly (M = 3.95, ΔM = .29). Of course, since the original mean was larger than the 

middle value, such exclusion could only increase the mean score. There are perhaps other 

reasons that perceived control over seeking was not at or near its maximum, and these 

reasons—as well as those stated above—aim simply to make theoretical sense of the 

research findings. More important are the practical implications of this dissertation‘s 

results. 

From a practical standpoint, the impetus to study risk information seeking lies in how 

people seek and use risk information. People are constantly exposed to various risks, and 

their awareness and understanding of those risks can facilitate health protective 

behaviors. Some demographic groups have greater risk exposures and fewer resources to 

mitigate those risks. Relative to their affluent counterparts, people of lower SES are less 

likely to wear seatbelts, have healthy diets, and engage in preventive behaviors, and are 

more likely to smoke, drink heavily, and have sedentary lifestyles (Colgan et al., 2004; 

Lowry, Kann, Collins, & Kolbe, 1996; Pill, Peters, & Robling, 1995). This SES-health 

gradient is quite significant for indoor environmental risks. Exposure to myriad indoor 

environmental hazards—e.g., formaldehyde, carbon monoxide, indoor allergens—is 

associated negatively with income level (Evans & Kantrowitz, 2002; Laquatra, Maxwell, 

& Pierce, 2005; Thorne, Cohn, Mav, Arbes, & Zeldin, 2009). Exacerbating this gradient, 

health information campaigns tend to have a greater effect on voluntary behaviors in 

people with high SES, and it is generally more difficult to reach low SES audiences 

(Mechanic, 2002). Communicating effectively to people of lower socioeconomic status 

can prove challenging—at least, if the goal is to motivate health protective behaviors. 

Part of this challenge can stem from low perceived behavioral control over risk 

avoidance and over seeking. Poor perceived avoidance control can reduce motivation to 

engage in health protective behaviors (Rogers, 1975). One way to improve such 

perceived control is to disseminate information about simple and effective risk-reduction 

behaviors. However, if audiences are not motivated or lack the resources (e.g., time, 

access, etc.) to engage with such information, then the information will have limited 
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influence on behavior. Furthermore, general education is related to knowledge of 

environmental risk (Kahlor & Rosenthal, 2009; Rosenthal, 2010)—a sort of science or 

health literacy—and so people with low-SES face an additional control barrier when they 

lack some of the prior knowledge necessary to contextualize and make sense of new risk 

information. Consistent with the RISP model, high perceived control over seeking is, in 

theory, predictive of risk information seeking and processing. This dissertation found that 

perceived control over seeking had a significant effect on seeking intention only when 

perceived control over seeking was somewhat diminished, which occurred in exactly the 

socioeconomic group (as indicated only by educational attainment) that this study might 

benefit the most. In a practical sense, a risk information seeking model based on the 

theory of reasoned action—as opposed to the TPB—fails to benefit underserved groups, 

and is not a fully practicable model. That is to say, the model I developed in this 

dissertation has theoretical value for its exclusion of perceived control over seeking; but 

for this exclusion, the model inadequately serves the practice of risk communication. 

However, the findings of the dissertation can help explain the weak and often null finding 

regarding perceived control over seeking as a predictor of seeking intention (e.g., Griffin 

et al., 2004; Kahlor, 2007). Since I distinguished high- and low-SES groups by 

educational attainment alone using a sample that presented certain methodological 

limitations, future research with better sampling might test how a more robust 

measurement of SES moderates the relationship between perceived control over seeking 

and seeking intention in a model of risk information seeking. 

One additional feature of the structural model I would like to address is the dominant 

effect of seeking-related subjective norms on seeking intention (β = .44, p < .001). This 

effect was more than double that of any other regression path to seeking intention, and is 

consistent with some prior research (Kahlor, 2007; Kahlor, 2010; Kahlor et al., 2006). 

Kahlor et al. (2006) expressed difficulty in explaining the strong relationship between 

norms and seeking intention, though they offered some explanation. First, as their study 

focused on impersonal risk (e.g., climate change), the authors suggested that people‘s 

behaviors toward such risks might be more informed by what others think than by such 
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personal factors as attitudes and perceived behavioral control. However, the current study 

focused on the rather personal risk of indoor environmental hazards and found roughly 

the same strong relationship between norms and seeking intention. Second, Kahlor et al. 

suggested that impression-motivated information processing might explain the strength of 

the relationship. Impression-motivation processing is a tenet of the heuristic-systematic 

model, on which the RISP model is partially based. Where often people engage in 

systematic information processing to form more accurate judgments of an issue, people 

can also engage in information processing to fulfill a ―desire to determine attitudes that 

will satisfy current social goals‖ (Chen, Shechter, & Chaiken, 1996, p. 263). In other 

words, people who perceive positive norms toward seeking risk information will be more 

likely to hold favorable attitudes toward seeking and, consequently, have greater 

intentions to seek information. The findings of this dissertation comport to the latter 

explanation. Though, where impression-motivated processing would result in a strong 

norm-intention relationship, we might expect accuracy-motivated processing to result in a 

strong relationship between instrumental attitudes and seeking intention. However, in a 

TPB regression analysis with instrumental and experiential attitudes specified as separate 

regressors, instrumental attitudes were no stronger a predictor of seeking intention (β = 

.13, p < .01) than were experiential attitudes (β = .13, p < .01), and both relationships 

were notably weaker than the norm-intention relationship observed in earlier analyses. 

Griffin et al. describe additional norm-related cognitive processes that I will not examine 

specifically. These concepts reflect ―social interest‖ and more broadly conceptualized 

(e.g., society-wide) subjective norms. 

There is at least one other explanation for the strong norm-intention relationship. 

Respondents reported a relatively low mean for past seeking (M = 2.71), which suggests 

that risk information seeking is somewhat of an unusual behavior. Consequently, we 

might expect that their attitudes and control beliefs about risk information seeking might 

not be as well-formed as for other kinds of risk information seeking. In various contexts, 

researchers have found that people are more likely to rely on others‘ opinions when 

judging or engaging in behaviors about which they are uncertain (de Vries & Pruyn, 
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2007; Li, Hess, & Valacich, 2008). Recall Ajzen and Driver‘s (1992) study of leisure 

behavior. Across several leisure behaviors, subjective norms exerted weak to non-

significant effects on behavioral intention ( ̅     ). I would suggest that people have 

more well-defined attitudes toward and perceived behavioral control over those leisure 

activities than they do over risk information seeking. Future research might test this 

assumption, and whether uncertainty does, indeed, moderate the norm-intention 

relationship. As with other current findings, the results might be skewed as a 

consequence of poor sampling. The following section discusses several limitations 

related to the sample. 

Limitations 

This dissertation was limited in several ways. First, by using an online sample, my 

results contained some inherent bias. Internet users tend to be more affluent and have 

greater access to information than non-users. Although the Internet access gap is on the 

decline, with nearly 80% of Americans using the Internet (Internet World Stats, 2010), 

my study ignored the roughly 20% of Americans who do not use the Internet. The 

ultimate benefit of studying risk information seeking is to provide risk communicators 

with tools to reach underserved populations. This dissertation ignored those populations, 

and its results are not fully generalizable to the American public. 

A second limitation related to the sample was the low response rate of 8.7%. This rate 

was lower than the typical response rate of the survey panel manager, which they report 

as 15 to 20%. This rate was also lower than the response rates reported in some prior 

online survey research. For example, Kahlor (2010) reported a response rate of 28%. 

Survey length is a factor that can impact response rate. Yetter and Capaccioli (2010) 

found that the response rate to a 20-item online survey was greater than that of a 71-item 

survey (17.5% versus 15.1%). The current survey comprised 135 items. 

The problem with a low response rate is that non-respondents might differ from 

respondents on key variables. As my sample drew randomly from a nationally-

representative respondent pool, a perfect response rate would have yielded a sample 

demographic profile that closely matches that of the population. In Chapter 5, I noted that 
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my sample had a markedly larger proportion of females than the general population (65% 

to 51%) and was more advanced in age (48 years versus 37 years). These biases of 

gender and age represent greater non-response of males and younger respondents. Some 

prior research has shown a gender-related bias (Denscombe, 2008), but the opposite age-

related bias (Yetter & Capaccioli, 2010) in online surveys. Importantly, there are some 

potential differential effects of age and gender on risk information seeking. For example, 

Hansen et al. (2010) found that older female consumers are more likely than younger 

female consumers to seek food health information. Schommer and Wiederholt (1997) 

reported that age and status as a male were positively related to information seeking in 

pharmacist-patient interactions. Finally, Klein et al. (2010) studied use of alcohol and 

drug Web sites. They found no effects of gender, but that younger users were oriented 

toward interactive and social networking features, whereas older users were oriented 

toward information quality. Though gender‘s effect on information seeking across risk 

categories is inconsistent, age seems to be a general correlate of information seeking. 

Thus, the current oversampling of older respondents might have biased the results, which 

is a significant limitation.  

A third sample-related limitation was the appearance of patterned responses in the 

data. For every scale where I used reverse-coded items, factor analysis revealed two 

factors: one for the reverse-coded items and one for the remaining items. Although the 

scales ultimately had good reliability, the two-factor structure suggests that respondents 

were either automatically recoding the items in their heads or they were responding 

habitually or intentionally toward one pole of the scale. I have not encountered such a 

consistent effect in prior research of student samples, and so I suspect the current pattern 

reflects characteristics of the respondent pool. Assuming that many of the respondents 

participate regularly in surveys for monetary compensation, then many of the respondents 

are, effectively, ―professional‖ survey takers. Relative to the student sample I have used, 

the panel respondents might have more well-developed and automated approaches to 

completing surveys. However, I am unaware of research that speaks to such an effect of 

such ―professional‖ respondents. 
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Conclusion 

This dissertation extended the PRISM in order to account for personality and 

motivational features of risk information seeking. I conducted a pilot study in order to 

construct novel instruments to measure information-seeking self-identity and information 

need. As well, I identified a measurement of motivation orientation appropriate for a 

TPB-based study. In the main study, I tested the proposed linkages depicted in Figure 1.1.  

The concept of information-seeking self-identity is somewhat novel, and its 

measurement is a unique feature of this dissertation. I did not measure the information-

seeking self-identity strictly in reference to risk information seeking, and so any study of 

information seeking and use can easily implement this measurement. The concept of 

information need is not novel, and the measurement instrument represents merely a 

simplification of an existing instrument. However, the nature of this study necessitated 

the simplified measurement. Finally, seeking intention and several of its antecedents 

hinged, in varying degrees, on the five motivation orientations—flow-like involvement, 

intrinsic motivation, identification, introjection, and external regulation. The purpose of 

this analysis was to better understand the psychological foundations of the proposed 

model‘s constituent variables. 

Results of the main study supported most of the model‘s linkages; yet there were some 

notable differences. The biggest difference from both a theoretical and practical 

standpoint was that perceived control over seeking did not significantly predict seeking 

intention. From a theoretical standpoint, this finding suggests that the theory of reasoned 

action is a sufficient framework for understanding risk information seeking. However, 

further analyses indicated that, for low-SES respondents, perceived behavioral control 

significantly predicted seeking intention. From a practical standpoint, this finding 

necessitates serious efforts to improve information access, and thus information control, 

in underserved populations. Analysis also revealed important motivational aspects of risk 

information seeking. For example, the intrinsic motivation positively predicted 

experiential attitudes and negatively predicted instrumental attitudes toward seeking. This 

finding helps clarify some prior research findings (e.g., Kahlor & Rosenthal, 2009). 
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This chapter noted several additional research gaps that future research might address. 

Many of these research gaps relate to interaction effects among the model‘s variables; 

however I also proposed research based on concepts external to this dissertation (e.g., 

cultural orientation). Similarly, this chapter noted several practical implications. Many of 

these implications focused on activities directed at softening the SES-health gradient. 

Such activities should be directed largely at improving information access and media 

literacy. 
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APPENDIX A. MAIN STUDY ITEMS 

Variable Wording 

Seeking intent Please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

si01 I intend to find out more about the health risks of [target hazard]. 

si02 I plan to seek more information about the health risks of [target 

hazard]. 

si03 In the future, I will try to seek as much information as I can about 

the health risks of [target hazard]. 

Attitude 

toward seeking 

In your opinion, seeking information about [target hazard] is: 

att01
 a
 Strong (1)/Weak (5) 

att02 Harmful (1)/Beneficial (5) 

att03 Worthless (1)/Valuable(5) 

att04
 a
 Active (1)/Passive(5) 

att05
 a
 Wise (1)/Foolish(5) 

att06 Unpleasant (1)/Pleasant(5) 

att07
 a
 Enjoyable (1)/Unenjoyable(5) 

att08 Boring (1)/Interesting(5) 

att09
 a
 Good (1)/Bad(5) 

att10 Undesirable (1)/Desirable(5) 

Seeking-related 

subjective 

norms 

Please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

sn01 Most people who are important to me would think that I should seek 

information about the health risks of [target hazard]. 

sn02 Others expect me to seek information about the health risks of 

[target hazard]. 

sn03 People whose opinions I value would approve of me staying on top 

of information about the health risks of [target hazard]. 

sn04 I think that people whose opinions I value would seek information 

about the health risks of [target hazard]. 

sn05 The people I spend most of my time with are likely to seek 

information about the health risks of [target hazard]. 

Perceived 

control over 

seeking 

Please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

pc01
 a,b

 If would be difficult for me to find accurate information about the 

health risks of [target hazard]. 

pc02 If I wanted to, I could easily locate information about the health 

risks of [target hazard]. 

pc03 I have a lot of control over seeking information about the health 
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risks of [target hazard]. 

Information 

need 

Please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

in01
 a
 The information I have at this time meets all of my needs for 

knowing about the health risks of [target hazard]. 

in02
 b
 I need to learn more about the health risks of [target hazard]. 

in03
 b
 I feel like I don’t know enough about the health risks of [target 

hazard]. 

in04
 a, b

 I already know more than I need to about the health risks of [target 

hazard]. 

in05
 a, b

 I don’t need to know more about the health risks of [target hazard]. 

in06
 b
 There’s a lot I should learn about [target hazard]. 

in07
 a
 My current level of knowledge about the health risks of [target 

hazard] is sufficient. 

in08 I have not received enough information about the health risks of 

[target hazard]. 

Affective 

response 

Please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

ar01 When I think about the health risks of [target hazard], it makes me 

feel tense. 

ar02 When I think about the health risks of [target hazard], it makes me 

feel anxious. 

ar03
 a,b

 When I think about the health risks of [target hazard], it makes me 

feel content. 

ar04 When I think about the health risks of [target hazard], it makes me 

feel worried. 

ar05
 a,b

 When I think about the health risks of [target hazard], it makes me 

feel comfortable. 

Information-

seeking self-

identity 

Please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

issi01
 b
 I am the kind of person who likes to be well-informed. 

issi02 I think of myself as an information-seeker. 

issi03
 b
 Seeking information is an important part of who I am. 

issi04
 a,b

 I am not the type of person oriented to seek information. 

issi05
 b
 I would feel at a loss if I had fewer information sources. 

issi06
 a,b

 I do not consider myself to be an active seeker of information. 

issi07 I see myself as someone who seeks a lot of information. 

issi08 Other people see me as someone who seeks a lot of information. 

Past seeking Please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

ps01 In the past, I have tried to find information about the health risks of 

[target hazard]. 

ps02 I have spent a lot of time learning about the health risks of [target 
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hazard]. 

ps03 In the past, I have gone out of my way to learn about the health risks 

of [target hazard]. 

Independent 

self-construal 

Please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

ind01 I enjoy being unique and different from others in many respects. 

ind02 I do my own thing, regardless of what others think. 

ind03 I respect people who are modest about themselves. 

ind04 I feel it is important for me to act as an independent person. 

ind05 Having a lively imagination is important to me. 

ind06 Personal identity, independent of others, is very important to me. 

Motivation 

orientation 

Please list two personal goals you would want to achieve by seeking 

information about the health risks of [target hazard]. For each goal, 

please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

involvement I pursue this goal because it's deeply involving. 

intrinsic I pursue this goal because of the fun and enjoyment that it provides 

me. 

identified I pursue this goal because I really believe it's an important goal to 

have. 

introjected I pursue this goal because I would feel ashamed, guilty, or anxious 

if I didn't. 

extrinsic I pursue this goal because someone else wants me to or because the 

situation demands it. 

Note. 
a 
item reverse coded. 

b 
item excluded in main study. 
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APPENDIX B. PILOT STUDY ITEMS 

Variable Wording 

Openness to 

experience 

Please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

oe01 I see myself as someone who is original, comes up with new ideas. 

oe02 I see myself as someone who is curious about many different things. 

oe03 I see myself as someone who is ingenious, a deep thinker. 

oe04 I see myself as someone who has an active imagination. 

oe05 I see myself as someone who is inventive. 

oe06 I see myself as someone who values artistic, aesthetic experiences. 

oe07
 a
 I see myself as someone who prefers work that is routine. 

oe08 I see myself as someone who likes to reflect, play with ideas. 

oe09
 a
 I see myself as someone who has few artistic interests. 

oe10 I see myself as someone who is sophisticated in art, music, or 

literature. 

Need for 

cognition 

Please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

nfc01 I would prefer complex to simple problems. 

nfc02 I like to have the responsibility of handling a situation that requires 

a lot of thinking. 

nfc03
 a
 Thinking is not my idea of fun. 

nfc04
 a
 I would rather do something that requires little thought than 

something that is sure to challenge my thinking abilities. 

nfc05
 a
 I try to anticipate and avoid situations where there is likely a chance 

I will have to think in depth about something. 

nfc06 I find satisfaction in deliberating hard and for long hours. 

nfc07
 a
 I only think as hard as I have to. 

nfc08
 a
 I prefer to think about small, daily projects to long-term ones. 

nfc09
 a
 I like tasks that require little thought once I’ve learned them. 

nfc10 The idea of relying on thought to make my way to the top appeals to me. 

nfc11 I really enjoy a task that involves coming up with new solutions to 

problems. 

nfc12
 a
 Learning new ways to think doesn’t excite me very much. 

nfc13 I prefer my life to be filled with puzzles that I must solve. 

nfc14 The notion of thinking abstractly is appealing to me. 

nfc15 I would prefer a task that is intellectual, difficult, and important to 

one that is somewhat important but does not require much thought. 

nfc16
 a
 I feel relief rather than satisfaction after completing a task that 

required a lot of mental effort. 

nfc17
 a
 It’s enough for me that something gets the job done; I don’t care 

how or why it works. 

nfc18 I usually end up deliberating about issues even when they do not 
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affect me personally. 

Desire for 

control 

Please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

dc01 I enjoy making my own decisions. 

dc02 I prefer to take the leadership role when I’m involved in a group 

project. 

dc03
 a
 I like to wait and see if someone else is going to solve a problem so 

that I don’t have to be bothered by it. 

dc04
 a
 There are many situations in which I would prefer only one choice 

rather than having to make a decision. 

dc05
 a
 I would prefer to be a follower rather than a leader. 

dc06
 a
 When it comes to orders, I would rather receive than give them. 

dc07 I’d rather run my own business and make my own mistakes than 

listen to someone else’s orders. 

dc08 I prefer a job where I have a lot of control over what I do and when 

I do it. 

Innovativeness Please indicate how much you agree with the following statements:  

(1 = ―strongly disagree‖ 5 = ―strongly agree‖) 

ino01
 a
 I rarely trust new ideas until I can see whether the vast majority of 

people around me accept them. 

ino02
 a
 I am aware that I am usually one of the last people in my group to 

accept something new. 

ino03
 a
 I am reluctant about adopting new ways of doing things until I see 

them working for people around me. 

ino04
 a
 I find it stimulating to be original in my thinking and behavior. 

ino05 I tend to feel that the old way of living and doing things is the best 

way. 

ino06
 a
 I am challenged by ambiguities and unsolved problems. 

ino07 I must see other people using new innovations before I will consider 

them. 

ino08
 a
 I am challenged by unanswered questions. 

ino09 I often find myself skeptical of new ideas. 

ino10
 a
 I am generally cautious about accepting new ideas. 

Media use On average, approximately how much time do you spend during a typical 

day actively seeking information from the following sources: 

(1 = ―0 minutes‖ 2 = ―a few minutes‖ 3 = ―15 minutes‖ 4 = ―30 minutes‖ 5 

= ―1 hour‖ 6 = ―2 hours‖ 7 = ―3 hours‖ 8 = ―4 hours or more‖) 

 

mu01 Television news 

mu02 Magazines 

mu03 The Internet 

mu04 Newspapers 

mu05 Radio/podcasts 

Note. 
a 
item reverse coded. 
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