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Abstract

In an online experiment, we study how generative Al steers individuals toward dominated
choices and, conversely, helps them avoid such mistakes. Participants choose between two
virtual index funds, one of which strictly dominates the other. An Al chatbot increases optimal
choices by over 20 percentage points when promoting the optimal fund but reduces them by
almost 30 points when promoting the dominated fund. Its influence is undiminished when
framed as bank-provided despite a disclosed interest. Incentivized human advice steers choices
toward the promoted fund but is significantly less effective. Transcript analyses tentatively
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1 Introduction

Generative Al tools such as ChatGPT, Gemini, and Claude are increasingly used not only to ob-
tain information but also to seek advice across a wide range of decisions. Financial decisions are
already part of this development. In a recent survey of 836 UK retail investors, 54% reported
having used Al to obtain investment-related information, and 43% indicated that they would use
Al when deciding where to invest (Opinium, 2026). Alongside such general-purpose systems, fi-
nancial institutions increasingly deploy their own Al assistants to provide customers with product-
and account-specific support. A prominent example is Erica, the virtual financial assistant devel-
oped by Bank of America. The bank describes Erica as the most widely adopted Al-driven virtual
financial assistant and reports that, by August 2025, it had served nearly 50 million users and han-
dled more than three billion interactions since its launch in 2018 (Bank of Americal, [2025]). These
developments suggest that Al is becoming an important interface through which retail customers
obtain financial information and guidance

The growing role of Al-based guidance is particularly consequential in retail finance. Finan-
cial products are often complex, and consumers frequently struggle to compare their fees and other
economically relevant attributes. As a result, they may select products that are inferior—or even
dominated—by readily available alternatives (Horta¢su and Syverson, 2004; Barber et al., 2005}
Chot et al., 2010). A dominated product may appear only marginally worse when the difference
in annual fees is a fraction of a percentage point. Because these costs reduce net returns year after
year, however, their effects compound: over investment horizons of 30 years or more, seemingly
small annual differences can translate into substantial reductions in accumulated wealth and corre-
spondingly large welfare losses. Financial advice can help households navigate these complexities
and avoid costly mistakes (Gaudecker, 2015). Yet advice may itself be distorted by conflicts of
interest. When intermediaries’ compensation depends on the products they sell, they may have in-
centives to steer clients toward products that generate higher commissions, even when a lower-cost
alternative provides the same underlying exposure and strictly higher net payoffs (Anagol et al.,
2017; Egan, [2019).

Al-based chatbots could substantially expand access to financial guidance because they can
serve many customers at low marginal cost. Yet their scalability may also magnify existing con-
flicts of interest. This raises two central questions: Can Al-based chatbots help retail investors
avoid costly financial mistakes? And can conflicted providers exploit Al-generated advice to per-
suade investors to select high-fee products that leave them worse off?

We address both questions in a controlled online experiment. Participants set up a fund-based

!Erica is not based on generative Al or large language models (LLMs) but uses machine-learning-based natural-
language processing and predefined responses (Bank of America, 2026).



savings plan and choose between two providers offering funds that track the same underlying (vir-
tual) index. The fee structures of the providers are designed such that one option strictly dominates
the other; that is, for any possible state of the world, the final value of the investment is higher with
one provider. Which provider is optimal depends on the amount invested in the savings plan. More
precisely, each participant first decides how to allocate a fixed per-period income between an index
fund and a savings account. This decision is made once, similar to setting up a savings plan, and
applies to all periods. Participants then choose between two index fund providers, one of which is
optimal and the other dominated, although this ranking is not apparent to them. Depending on the
treatment, participants may receive advice on this choice.

We study four main treatments. In the baseline treatment NA (No Advice), participants in the
role of investors make their decisions without access to any advice. In treatment CN (Chatbot
Neutral), investors receive advice from a neutrally framed chatbot based on OpenAl’s GPT-5 mini
model. In treatment CB (Chatbot Bank), the chatbot is framed as being provided by the investor’s
bank. In both chatbot treatments, a random draw determines which of the two providers the chatbot
is prompted to promote; this may be either the optimal or the dominated provider. In CB, another
participant represents the bank and receives a bonus payment if the investor selects the provider
that the chatbot is designed to promote. In treatment HL (Human Lay Advisor), half of the partic-
ipants are assigned the role of financial advisors. A random draw determines which provider each
advisor is incentivized to promote, and the advisor receives a commission if the investor selects
that provider.

We find economically large and statistically significant effects of Al-based financial advice.
Relative to receiving no advice, access to the neutrally framed chatbot increases the share of in-
vestors selecting the optimal—that is, undominated—provider by 23.6 percentage points when the
chatbot promotes that provider. When prompted to promote the dominated provider, however, the
chatbot reduces the share selecting the optimal provider by 29.3 percentage points. These effects
are not attenuated when the chatbot is presented as being provided by a commercial bank with a
financial interest in the investor’s decision. The differences in the share of optimal provider choices
between the neutrally framed and bank-framed chatbot treatments are small and statistically indis-
tinguishable from zero. Human advice also significantly increases the share of optimal choices
when advisors are incentivized to promote the optimal provider and significantly decreases it when
they are incentivized to promote the dominated provider. Its effects are, however, substantially
smaller than those of Al-based advice. When promoting the optimal provider, the bank-framed
chatbot increases the share of optimal choices by 9.9 percentage points relative to human advice.
When promoting the dominated provider, it reduces the share of optimal choices by an additional
13.6 percentage points. Both differences are economically large and highly statistically significant.

To examine whether this difference primarily reflects our use of lay advisors, we also include an



exploratory treatment with participants who report working as financial advisors. Their advice
narrows, but does not eliminate, the gap relative to Al-based advice.

To better understand why advice from the Al-based chatbot is more persuasive than human
advice, we conduct several exploratory analyses of the chat transcripts. Basic conversational char-
acteristics reveal few differences: the number of messages exchanged is similar across the Al and
human-advice treatments, although the Al tends to provide longer responses. Al and human advi-
sors also rely on similar arguments—for example, references to the providers’ fee structures—and
issue clear recommendations at similar rates. An analysis based partly on LIWC-22 language
measures (Boyd et al., 2022)) indicates that Al advice receives higher Analytic scores and is less
heterogeneous than human advice. Although some of these characteristics are associated with
advisory success, they account for little of the Al-human persuasiveness gap. We therefore use
GPT-5 mini to construct an LLM-rated persuasiveness score for each chat transcript. Al-generated
advice receives substantially higher persuasiveness scores than human advice. These scores are
strongly associated with advisory success and statistically account for a considerable share of the
Al-human gap, although a significant residual difference remains.

This paper makes three main contributions. First, it introduces an experimental design that con-
fronts participants with a sufficiently demanding binary choice between an optimal and a strictly
dominated financial product. The design thereby provides a clean normative benchmark while re-
taining the complexity needed to make financial advice potentially valuable. Second, we provide
causal evidence on the effects of Al-based advice in financial decision-making. The same chatbot
can help investors avoid costly mistakes when it promotes the optimal product but can also induce
such mistakes when instructed to promote the dominated product. Third, we compare Al-generated
advice with incentivized human advice and show that the Al chatbot is more effective at steering
investors toward the promoted product, irrespective of whether that product is optimal or domi-
nated. Exploratory analyses further suggest that this advantage reflects the greater persuasiveness
of the AI’s argumentation.

The remainder of the paper is organized as follows. Section [2| discusses the related literature.
Section [3| presents the experimental design: Subsection (3.1|establishes the dominance benchmark,
Subsection [3.2] describes the investor’s task, Subsection [3.3] introduces the treatments, Subsec-
tion derives the main hypotheses, and Subsection provides details on the experimental
implementation. Section 4| presents the results. Subsection 4.1| reports the tests of the main hy-
potheses, Subsection[d.2)examines advice from financial professionals, and Subsection4.3|presents
results separately according to which fund provider is optimal. Section [5] reports the exploratory
channel analysis, Section [0] discusses the regulatory implications of our findings, and Section

concludes.



2 Related Literature

Our paper relates to three strands of literature: dominated retail financial choices and conflicted
advice; automated and generative-Al financial advice, particularly customer-facing product rec-
ommendations; and persuasion by generative Al.

Retail investors sometimes select higher-fee or otherwise inferior products offering essentially
the same underlying exposure (Boldin and Cici, 2010; (Choi et al., 2010; Elton et al., 2004). In
the market for index funds, distribution channels can direct investor flows toward costlier products
(Barahona, 2025). Related work emphasizes limited attention to less salient fees and the roles of
search costs and product differentiation (Barber et al., [2005; Hortacsu and Syverson, 2004). Fi-
nancial advice could help investors avoid such mistakes, but conflicts of interest may instead lead
intermediaries to reinforce investor biases or promote products that generate greater compensa-
tion. Most closely related, Anagol et al.| (2017) show that commission-motivated insurance agents
recommend unsuitable, strictly dominated products, while Egan| (2019) documents the coexis-
tence and sale of dominated, otherwise identical securities when brokers benefit from promoting
the more expensive alternative. A broader literature examines how intermediaries’ incentives af-
fect recommendations, product flows, and customer choices (Christotfersen et al., 2013} |Cookson
et al., 2021; Egan et al., 2022; Mullainathan et al., 2012). Distorted recommendations need not
reflect deliberate exploitation: advisors may themselves invest in the costly products they recom-
mend (Linnainmaa et al., 2021)E] We introduce an experimental design in which participants face
a demanding binary choice between two virtual index fund providers, one of which strictly domi-
nates the other conditional on the amount invested. This clean normative benchmark allows us to
show that Al advice can either reduce or increase dominated choices, depending on which provider
the chatbot promotes.

Our paper is most directly related to research on automated and Al-based financial advice. We
distinguish advice-only systems, which provide information or recommendations while leaving
customers to choose and implement an action, from robo-advisors, which algorithmically translate
customer characteristics into portfolio allocations and may execute and rebalance those portfolios
Our chatbot belongs to the first category: it recommends a provider, but the investor retains control

over the decision.

ZRelated research studies how financial advice affects portfolio choice and investment performance (Chalmers and
Reuter}, 2020; [Foerster et al., 2017; |Gaudecker, 2015 [Hackethal et al., [2012} | Kramer, 2012), the limited take-up of
unbiased advice (Bhattacharya et al.,|2012), and how financial advice shapes investor beliefs (Barron and Fries| 2025;
Schoar and Sunl, 2024). Other work examines how reliance on advice depends on trust, expertise, prior outcomes, and
advisor—client similarity (Agnew et al.| 2018} | Burke and Hung|, 2021} |Stolper and Walter} 2019} [Uhr, [2025).

30ehler and Horn| (2024) compare portfolio recommendations from ChatGPT with those of robo-advisors, while
Aristel and Gallo|(2026) study the use of robo-advisory services and their relationship with demand for human financial
advice. [Chak et al.| (2022) study a tool that recommends how households allocate repayments across debts.



Within this advice-only category, recent studies evaluate the quality of financial advice gen-
erated by LLMs. Large language models can produce implementable portfolios that respond to
investor characteristics, although their recommendations retain familiar investment biases (Fieberg
et al., 2025). Recommendations also vary across models and prompts and differ systematically
from professional advice (Baeckstrom and Matkovskyy, [2026). Following LLM advice could
move households toward several standard life-cycle prescriptions, but the quality of outcomes de-
pends on both the advice supplied and the questions users ask (Choukhmane et al., 2026). LLM
advisors may produce unsuitable recommendations when preference elicitation fails, for example
when preferences are ambiguous or conflicting (Takayanagi et al., 2025), and may rely exces-
sively on risk tolerance while responding little to other relevant customer characteristics (Ross
and Lo, 2026) Unlike studies evaluating the content of Al recommendations, we estimate how
Al-generated advice causally affects customers’ incentivized financial choices.

Especially close to our setting is research on whether customers follow Al-generated recom-
mendationsE] Merkle (2025) finds that participants are more likely to follow investment recommen-
dations generated by ChatGPT than recommendations from a financial professional, while |Yang
et al. (2026) show that adding a human advisor to Al-generated advice can increase customers’
willingness to follow it. Beyond finance, conversational Al can shift consumer preferences and
spending decisions (Werner et al.,|[2024; Zac and Gal, 2025)). Salvi et al.| (2026) show that persua-
sive chatbots increase the selection of sponsored products, while explicit sponsorship disclosure
does not significantly reduce this effect. Complementary model evaluations show that commer-
cial incentives can alter LLM recommendations, favoring more expensive sponsored products or
obscuring the underlying conflict (Wu et al., [2026). We study incentivized choices between fi-
nancial products with an unambiguous welfare ranking and find that disclosing a bank’s financial
interest does not diminish its chatbot’s influence. We also show that the chatbot is more effective
than incentivized human advice at steering investors toward the promoted provider, irrespective of
whether that provider is optimal or dominated.

Finally, our paper relates to the broader literature on persuasion by generative Al. Conversa-
tional language models can change beliefs and stated opinions and, in some settings, match or
exceed human persuaders (Hackenburg et al., 2025| 2026; Moore et al., [2026; [Salvi et al., 2025;

Schoenegger et al.,|2025). Models assigned directional objectives can also influence judgments and

4Other work examines the robustness of Al-generated financial recommendations across repeated prompts and
relative to human advice (Rumpf et al.,[2026), the financial capabilities of LLMs (Chawla et al., [ 2025; Lopez-Lira and
Tang) 2025; Niszczota and Abbas| |2023;(Son et al., [2023}; [Yao et al., 2025), and the adoption and uses of chatbots in
banking and finance (Graham et al., 2025)). |[Zarifis and Cheng| (2024) study factors shaping trust in GenAl answers to
financial questions.

SRelated work examines factors affecting behavioral reliance on algorithmic financial advice (Mahmud et al.,[2025)
and intentions to follow conflicting algorithmic and human investment recommendations (Pal et al.| 2026).



consequential decisions (Akbulut et al., 2026; [Sabour et al., 2025)E] We contribute evidence from
an incentivized financial product choice and directly compare Al and human persuasion. Our ex-
ploratory transcript analysis further suggests that Al advice receives higher persuasiveness scores,

which statistically account for a considerable share of the Al-human gap in advisory success.

3 Dominance Benchmark, Experimental Design, Hypotheses,

and Procedures

3.1 Theoretical Framework and Dominance Benchmark

Investment Environment: We consider a retail investor who allocates disposable income of w >
0 in each of T" > 2 periods between a safe savings account and a risky index fund. We index the
contribution periods by t = 1,...,7T". At date 0, before the first contribution, the investor chooses
x < w and commits to the same allocation in every period. Thus, in each period ¢, she invests x in
the index fund and w — z in the savings account. All contributions remain invested until they are
liquidated after period 7.

The savings account earns no interest. In each period, each unit held in the index fund at
the beginning of the period appreciates to h > 1 with probability p € (0,1) and depreciates to
[ € (0,1) with probability 1 — p. Returns are independent across periods and compound over the
investment horizon.

The investor cannot invest in the index directly and must instead invest through an index fund
provider. Each provider charges two fees. First, a trade fee § > 0, labeled order commission in the
experiment, is charged on each purchase of the index fund. Thus, if the investor allocates x > /3 to
the index fund in a given period, the amount actually invested is x — 3. Second, a back-end load
a € [0,1), labeled management fee in the experiment, is levied on the accumulated fund value
at the end of period 7', immediately before withdrawal. The investor therefore receives a fraction
1 — « of the terminal fund value.

Let m; € {l,h} denote the index movement in period ¢, and let m = (my,...,my) € M =
{1, h}T denote a history of index movements, or state of nature. Given an allocation x to the index

fund in each period, the amount the investor can withdraw from the fund after period 7" in state m

®Related work examines Al persuasion in political and conspiracy-belief settings (Costello et al., 2026; [Fisher et
al., [2025)) and reliance on algorithmic rather than human advice (Daschner and Obermaier, 2022; |Dietvorst et al.,
2015; |Logg et al., [2019} [Vodrahalli et al.,|2022)). Ben David et al.[(2021) study how explanations and human-versus-
algorithm labels affect the adoption of advice in an incentivized decision task. [Conlon and Schwardmann|(2026) study
a distinct, nonstrategic form of Al influence by examining naturally sycophantic advice and its effects on users’ views.



is o
R(m) = (z—p)(1—a)>_ [ m- (1)

t=1 7=t
Importantly, the fee structure and the allocation x enter the terminal fund value multiplicatively
and are therefore separable from the return history. Consequently, for any given z, the ranking of
fund providers is identical in every state of nature, so the optimal provider choice is independent

of how uncertainty resolves.

Choice Between Fund Providers: Our analysis focuses on the investor’s choice of fund provider
rather than on the amount invested in the index fund. We therefore fix = throughout this subsection.

The investor chooses between two providers, i € {A, B}, whose funds track the same index
but differ in their fee structures («y, 3;). Provider B charges the lower management fee, whereas

provider A charges the lower order commission:
ap < oy and ﬁA < ﬂB.

Proposition 1. For a given investment amount x, the offer of provider A state-wise dominates the
offer of provider B if and only if
Bp(1 —ap) — Ba(l — aa)

T < = 7. 2
ap — OB

Proof. The result follows immediately from equation ({1)). [

We use this fee structure and the binary choice between fund providers for three reasons. First,
the fee structure resembles costs charged by index fund providers, brokers, and banks. Second,
although it involves only two fees, it creates a sufficiently complex choice environment in which
investors may perceive a trade-off: one provider charges a lower order commission, whereas the
other charges a lower management fee. This trade-off is only apparent, however, because one
provider state-wise dominates the other In this respect, the decision captures some of the com-
plexity retail investors face in practice, as an index fund’s total expense ratio (TER) may reflect
only part of the relevant costs, excluding, for example, brokerage fees, platform-specific spreads,
and differences in tax treatment. Most importantly, the binary provider choice yields an unam-
biguous normative benchmark. By Proposition [I] for every x # Z, one provider’s offer state-wise
dominates the other’s: it generates a strictly higher terminal fund value for every history of in-

dex movements m € M. Because state-wise dominance is stronger than first-order stochastic

7A simple heuristic is to compare the providers’ sums of relative fees, defined by FR;(z) = «; + 3;/x. This
heuristic selects the optimal provider whenever « 434 = a5, a condition that holds by construction in our experi-
ment.



dominance, identifying the optimal provider does not require assumptions about the investor’s risk
preferences. Throughout the paper, we therefore refer to the provider whose offer state-wise dom-

inates as the optimal provider and to the other as the dominated providerﬂ

3.2 Experimental Decision Task

Each participant in the investor role sets up an investment savings plan with six contribution pe-
riods, 7" = 6. In each period, the investor receives a disposable income of 100 Experimental
Currency Units (ECU), where £1 = 400 ECU. The decision task consists of two sequential
stages.

First, each investor chooses a fixed amount z of the 100 ECU available per period to invest in
the index fund, with the remaining 100 — = ECU placed in the savings account. The choice of z
is restricted to integer values between 15 and 100EI At this stage, investors know that the index
can be accessed only through a fund provider that charges an order commission and a management
fee. They are informed of the ranges of both fees, but the providers’ exact fees are revealed only
after they have chosen x. The index fund tracks the fictitious Experimental Global Equity (EGE)
Index. In each period, the index increases by 30% with probability 70% and decreases by 10%
with probability 30%. Thus, h = 1.3,1 = 0.9, and p = 0.7.

Second, after choosing the per-period investment x, investors select between two providers
whose index funds both track the EGE Index:

* Provider A — TurquoiseLake EGE Index Fund: order commission of 2.00 ECU and man-

agement fee of 9%.
* Provider B — Bellerophon EGE Index Fund: order commission of 6.00 ECU and manage-
ment fee of 3%.
Thus, Provider A charges the lower order commission but the higher management fee. To avoid
confounding the fee structures with provider names, TurquoiseLake and Bellerophon are randomly
assigned to Providers A and B at the participant levelm
Given these fee structures, the critical investment amount is z = 200/3 ~ 66.7. Because x

is integer-valued, Provider A is optimal for x < 66, whereas Provider B is optimal for > 67.

8The unambiguous normative ranking of the two providers, irrespective of risk preferences, holds not only un-
der expected utility theory (EUT) (Von Neumann and Morgenstern, (1947), but also under many non-EUT theories,
including regret theory (Loomes and Sugden| |1982).

9We impose the lower bound of 2 = 15 to ensure that investing in the index fund has a higher expected payoff than
placing the corresponding amount in the savings account. Under either provider’s fee structure, this condition holds
for all x > 14; we use 15 as a convenient lower bound.

19Two prominent real-world providers of index fund investments are BlackRock and Vanguard. The fictitious name
TurquoiseLake is reminiscent of the former, and Bellerophon of the latter. Vanguard is named after Horatio Nelson’s
flagship, HMS Vanguard. The HMS Bellerophon belonged to the same class (Arrogant-class), and both ships fought
in the Battle of the Nile during the Napoleonic Wars.



For every possible realization of the index, choosing the dominated provider yields a strictly lower
payoff than choosing the optimal provider.

An investor’s final payment (excluding the show-up fee) equals the total amount accumulated
in the savings account and the index fund over the six periods. Thus, given a history of index

movements m, the investor receives
£0.0025[6(100 — x) + R(m)] . 3)

The sequential structure of the decision task is a deliberate design feature. Our primary out-
come is the investor’s choice of fund provider, which, conditional on the previously chosen in-
vestment amount x, can be unambiguously classified as optimal or dominated. This is also the
decision for which investors may obtain financial advice. We therefore elicit = before revealing the
providers’ exact fees. Investors cannot evaluate the specific provider options before they have the
opportunity to seek advice, and the advice can concern only the provider choice, not the amount
invested. By fixing x before the advice stage, the design thus permits an unambiguous norma-
tive classification of both the investor’s provider choice and the option promoted by the advice as
optimal or dominated.

We nevertheless elicit the initial choice of x rather than fixing it. This may generate meaning-
ful variation in x. Given the index fund’s relatively high expected return, the amount invested may
provide an informative, albeit imperfect, proxy for participants’ understanding of the decision en-
vironment or their financial literacy. We exploit this dimension of heterogeneity in the exploratory

analyses reported in Subsection 4.3

3.3 Treatments

We implement four main treatments that vary the availability, source, and framing of financial
advice:
e Treatment NA (No Advice): Investors receive no financial advice.
* Treatment CN (Chatbot Neutral): Investors receive advice from a neutrally framed Al
chatbot.
e Treatment CB (Chatbot Bank): Investors receive advice from an Al chatbot framed as
being provided by their bank.
* Treatment HL. (Human Lay Advisor): Investors receive advice from another participant
assigned the role of a financial advisor.
In addition, we implement one exploratory treatment:
* Treatment HP (Human Professional Advisor): Investors receive advice from a participant

recruited through Prolific who self-reports working professionally as a financial advisor.



‘We next describe the four advice treatments in detail.

Treatment CN: All participants are assigned the role of investor and interact with a chatbot based
on OpenAl’'s GPT-5 mini model[rl Each investor must send at least one message and may send
up to ten messages. At the participant level, the chatbot is randomly assigned to promote either
Provider A or Provider B. The chatbot is informed of the investor’s investment amount x and
both providers’ fee structures. Investors are not informed that the chatbot has been instructed to
promote a particular provider. The chatbot is framed neutrally as an Al advisor that may assist
them in choosing a provider. We verified that the Al advisor understands the decision problem and
can identify the optimal providerE] The Al advisor receives no specific arguments or persuasion
strategies for promoting the assigned providerE] Figure |1| presents two interactions with the Al

advisor from treatment CN that occurred during the experiment.

Treatment CB: Half of the participants are assigned the role of investor and half the role of a
commercial bank. The bank participant makes no active decision but serves as a real, payoft-
relevant beneficiary of the Al advisor’s recommendation. Specifically, the bank participant receives
a bonus of 1,000 ECU (£2.50) if the investor selects the provider that the Al advisor is instructed
to promote. Investors interact with the same GPT-5 mini chatbot and face the same task as in
Treatment CN, with two differences. First, the chatbot is presented as an Al advisor provided by
their commercial bank, and its prompt is adjusted accordingly. Second, investors are informed
that the bank participant receives a bonus payment based on their provider choice. Investors are

informed neither of the size of the bonus nor of which provider choice triggers its payment.

Treatment HL: Half of the participants are assigned the role of investor and half the role of finan-
cial advisor. One investor is matched with one advisor. Investors interact with the advisor through
a chat window. Both participants are required to send at least one message, with a maximum of
10 messages. Advisors are randomly incentivized to promote one of the two providers and receive
a commission of 1,000 ECU (£2.50) if the investor selects that provider. Investors know that the
advisor receives a bonus payment based on their provider choice. Investors are informed neither

of the size of the bonus nor of which provider choice triggers its payment.

Treatment HP: This treatment is identical to Treatment HL, except that advisors are recruited

""The chatbot was based on GPT-5 mini, which was selected to provide rapid responses while retaining sufficient
reasoning capabilities for answering investors’ questions. Reasoning effort was set to low. We imposed a limit of
10,000 output tokens per request, which was never binding, and a maximum response time of 30 seconds to ensure
the smooth operation of the hosting server. The response-time limit was reached in seven cases. The distribution of
reasoning tokens can be seen in Appendix Figure @

12We randomly drew 1,000 investment amounts from the integer values between 15 and 100 and queried the model
using the experimental information. For this validation exercise, we replaced the instruction to promote a particular
provider with a neutral request to identify the optimal provider. The model selected the optimal provider in 99% of
cases.

3The precise prompts are reported in Appendix

10



Advice (Al-  Messages sent: Note: Messages will be provided Advice (Al-  Messages sent: Note: Messages will be provided
Chatbot) 410 shortly. Chatbot) 110 shortly.
Froviaer A IT you want one.
What do you expect to be the outcome of this

| need recommendation investment?
| recommend Provider A (TurquoiseLake). With much Because the index tends to go up more often than
lower per-period commission, more of your 45 ECU down, your investment is more likely to grow over the
each period gets invested, which usually matters a lot six periods than to shrink. Since you put the full 100
when you invest every period. Provider A tends to be ECU into the fund each period, lower per-period
the more appealing choice here commissions matter a lot, so provider A (with much
lower order fees) will likely leave more money invested
but whot about management fee even though its management fee is higher. Overall,

provider A is likely to give you a higher final payout.
Provider A's management fee is higher (9% vs 3%), but
its much lower per-period commission means more of
your 45 ECU actually gets invested each period. For a
plan with repeated investments, the lower commission
usually matters more, so | still recommend Provider A

Enter message... Send Enter message... Send

(a) Provider A is optimal (x = 45). (b) Provider B is optimal (x = 100).

Figure 1: Actual chats from treatment CN. In both examples, the Al advisor was prompted to favor
Provider A. Figure E\l shows only the final four messages of the chat.

exclusively through Prolific from users who list their employment role as financial advisorEf]

3.4 Main Hypotheses

Our primary outcome is whether, conditional on the previously chosen investment amount x, an
investor selects the optimal rather than the dominated provider. Let o5 denote the share of investors
who select the optimal provider in treatment 7' € {NA, CN,CB, HL, HP}, conditional on the
direction of the push P € {0, opt,dom}. Here, P = opt indicates that the optimal provider is
promoted, P = dom indicates that the dominated provider is promoted, and P = () indicates that
no provider is promoted.

The purpose of treatment CN is to identify the effect of Al-generated advice on the quality of
investors’ provider choices when the advice is presented in a neutral manner. On the one hand,
the Al advisor may improve decision quality by providing relevant information, explaining the
fee structure, and recommending the optimal provider. On the other hand, its advice may reduce
decision quality when it is prompted to promote the dominated provider. We therefore compare the
share of optimal provider choices in each of the two CN push conditions with that in treatment NA.

We expect the Al advisor to influence provider choices in the direction of the option it promotes.

1“We recruit advisors using the Prolific prescreening criterion “Work — Employment role — Financial advisor.”
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Hypothesis 1 (CN vs. NA). Relative to receiving no advice:
(a) The share of investors selecting the optimal provider is higher when the neutrally framed

chatbot promotes the optimal provider:

CN NA
Oopt > 0‘@ .
(b) The share of investors selecting the optimal provider is lower when the neutrally framed

chatbot promotes the dominated provider:

UC%% < aév A,

Treatment CB examines whether the influence of Al-generated advice depends on who is per-
ceived to provide it. In contrast to the neutral presentation in treatment CN, the chatbot in treatment
CB is framed as being provided by the investor’s bank. Investors are informed that the bank may
benefit financially from their provider choice, making the bank’s potential financial interest salient.
We compare treatments CB and CN to test whether this information affects the persuasiveness of
the chatbot. We expect the bank framing to increase investors’ skepticism and thereby attenuate the
influence of the advice, irrespective of whether the chatbot promotes the optimal or the dominated

provider.

Hypothesis 2 (CN vs. CB).
(a) When both the neutrally framed chatbot and the bank-framed chatbot are assigned to pro-
mote the optimal provider, the share of investors selecting the optimal provider is higher with
the neutrally framed chatbot:

CN CB
O-opt > Uopt .

(b) When both chatbots are assigned to promote the dominated provider, the share of investors
selecting the optimal provider is lower with the neutrally framed chatbot:
CN CB
Odom < O dom "

Hypotheses |1 and [2| examine whether Al-generated advice affects investors’ provider choices
and whether its influence is attenuated when the advisor is associated with a party that may have a
financial interest in the decision.

Retail investors seeking financial guidance from their commercial bank may receive advice
either from an Al chatbot provided by the bank or from a human bank advisor. Human bank ad-
visors often receive commissions for selling particular financial products. This raises the question

of whether investors respond differently to advice from a human advisor than to advice from an
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Al chatbot when the advisor’s financial interest is disclosed. Treatment HL allows us to compare
these two sources of advice. Specifically, we compare the share of optimal provider choices in
treatments CB and HL, conditional on which provider is promoted. We conjecture that investors
are more skeptical of human advisors than of Al chatbots. Moreover, we expect the Al advisor
to generate more persuasive arguments than human advisors. Both mechanisms imply that advice

exerts a stronger influence in treatment CB than in treatment HL.

Hypothesis 3 (CB vs. HL).
(a) When both the bank-framed chatbot and the human advisor are assigned to promote the
optimal provider, the share of investors selecting the optimal provider is higher with the

chatbot:

HL
opt *

olf >0
(b) When both the bank-framed chatbot and the human advisor are assigned to promote the
dominated provider, the share of investors selecting the optimal provider is lower with the

chatbot:

CB HL
O dom < O dom

Treatments may differ in how strongly advice influences choices when the advisor or chatbot
is assigned to promote the optimal rather than the dominated provider. For example, skepticism
toward the bank-framed chatbot may matter particularly when it promotes the dominated provider.
We therefore use the within-treatment difference in the share of optimal choices between the two
push conditions as an overall measure of persuasiveness. This measure can reveal differences in
persuasiveness even if some of the individual comparisons in Hypotheses [TH3] are not supported.

We expect the following:

Hypothesis 4 (CN vs. CB vs. HL). The difference in the share of investors selecting the opti-
mal provider between the optimal-push and dominated-push conditions is largest for the neutrally
framed chatbot, intermediate for the bank-framed chatbot, and smallest for human lay advisors:
CN CN CB CB HL HL
Oopt — Odom > Oopt — Odom > Oopt — Tdom*

A potential concern regarding Treatment HL is that the advisors are lay participants rather than
professional financial advisors, who may be substantially more persuasive. We therefore include
an exploratory fifth treatment with professional financial advisors (Treatment HP). This treatment

provides an indication of whether differences between Al and human advice are driven primarily

by our use of lay advisors. We expect professional financial advisors to be more persuasive than

13



lay advisors but less persuasive than the Al-based advisor:

HL

CcB HP HL
opt. A0d 040 < 0g,, <O 4)

CB HP
Uopt > Uopt >0 dom dom*
We do not formulate this conjecture as a formal hypothesis because Treatment HP is exploratory

and its relatively small sample size limits statistical power

3.5 Procedures

The study began by obtaining participants’ informed consent to participate and to have their data
collected. Participants were then assigned their roles and received detailed instructions. Before
proceeding to the main task, they answered comprehension questions; participants who answered
any question incorrectly twice were excluded from the analysis. Investor participants then com-
pleted the investment task and, depending on the treatment, the advice interaction described in
Section [3.3] In treatments involving human advisors or bank participants, investors were matched
with these participants in pairs. Because matching occurred in real time, participants occasionally
waited briefly on a dedicated waiting page. The study concluded with a questionnaire.

The questionnaire consisted of two parts. The first elicited financial literacy using established
measures (Lusardi and Mitchell, 2007} [Schoar and Sun, 2024). The second collected sociode-
mographic characteristics, including gender, age, education, occupation, and region of origin, as
well as self-assessed risk attitudes, mathematical ability, and financial experience. Investors also
reported their confidence that they had selected the optimal provider. In treatments CN, CB, HL,
and HP, investors additionally reported the perceived influence of the advice on their provider
choice and their overall satisfaction with the advice. In treatments CN and CB, we also elicited
participants’ prior experience with generative Al.

The experiment was programmed in oTree (Chen et al., 2016) and conducted online through
Prolific in April and May 2026. We recruited 4,198 participants, of whom 3,700 are included
in the final sample The final sample comprises 1,684 female, 1,983 male, and 14 non-binary
participants, as well as 19 participants who did not report their gender. It includes 300 investors

in treatment NA and 600 investors in each of treatments CN, CB, and HL. This design yields

5The exploratory status of Treatment HP was preregistered. We restricted this treatment to a relatively small
sample to facilitate rapid live matching between investors and professional advisors. Because only approximately
2,400 Prolific users were registered as professional financial advisors at the time of recruitment, a larger sample could
have resulted in substantial waiting times for investors.

16The 498 excluded participants either answered at least one comprehension question incorrectly twice or did not
complete the experiment. The somewhat higher number of excluded participants primarily reflects dropouts during
the matching process, when occasional longer waiting times occurred, and some participants chose not to wait. The
exclusion rule and the number of investors assigned to each treatment were preregistered. Participants excluded for
failing the comprehension questions could nevertheless receive the fixed participation fee of £2.50 by completing the
experiment.
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approximately 300 investor observations for each advice sub-treatment, such as a neutrally framed
chatbot promoting the optimal provider. Treatments CB and HL additionally include 600 bank
participants and 600 lay advisors, respectively. Finally, the exploratory treatment HP includes 200
investors and 200 professional advisors.

Participants earned an average of £4.46, excluding Prolific’s fees and including the fixed par-
ticipation fee of £2.50. The median completion time was 13:59 minutes. Because treatments CB,
HL, and HP required live matching, the treatments were conducted sequentially. Each treatment
was administered over one or two consecutive weekdays and launched at approximately the same
time of day. The four main treatments are balanced on several sociodemographic and participant
characteristics, while some differences remain in others, as reported in Table {] in Appendix A.
We account for these imbalances by including the respective characteristics as covariates in the
regression analyses.

The experiment was preregistered on AsPredicted and received Institutional Review Board

(IRB) approval from the German Association for Experimental Economic Research (GfeW)E]

4 Results

4.1 Main Hypothesis Tests

We begin with descriptive evidence on Hypotheses [[H4] Figure 2] reports the share of investors
selecting the optimal fund provider in the four main treatments, distinguishing between whether
the advice was assigned to promote the optimal or the dominated provider.

A first important observation is that, in the absence of advice (Treatment NA), approximately
64% of investors select the optimal provider. Although this share exceeds the 50% benchmark
implied by random choice, more than one-third of investors choose the dominated provider. The
decision problem is therefore nontrivial and leaves substantial scope for advice either to improve
choice quality when it promotes the optimal provider or to reduce choice quality when it promotes
the dominated provider.

Hypothesis [1| predicts that neutrally framed AI advice shifts investors’ choices toward the
provider promoted by the chatbot. Figure 2] provides strong descriptive evidence for both parts
of this prediction. When the chatbot promotes the optimal provider, the share of investors se-
lecting that provider increases from approximately 64% under no advice to approximately 87%.
By contrast, when the chatbot promotes the dominated provider, the share selecting the optimal
provider falls to approximately 34%. The regression results reported in Table 1| confirm that these

differences are statistically and economically significant. Relative to no advice, a neutrally framed

"The preregistration is available at https://aspredicted.org/jt64sq.pdf.
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Figure 2: Optimal fund provider choices (%). Significance levels are based on two-sample propor-
tion tests with continuity correction; *** p < 0.01, ** p < 0.05, * p < 0.10.

chatbot promoting the optimal provider increases the share of optimal choices by 23.6 percentage
points without controls and by 21.6 percentage points with controls. When the chatbot instead pro-
motes the dominated provider, the share of optimal choices decreases by 29.3 percentage points
without controls and by 30.2 percentage points with controls. All four estimates are statistically

significant at the 1% level.

Result 1 (H1 — CN vs. NA). Both parts of Hypothesis(l|are supported at the 1% significance level.
Relative to no advice, neutrally framed Al advice shifts investors’ choices toward the provider
promoted by the chatbot, increasing the share of optimal choices when it promotes the optimal

provider and decreasing that share when it promotes the dominated provider.

Hypothesis [2] predicts that investors are more skeptical of advice obtained from a chatbot pro-
vided by an institution with its own financial interests. Figure 2| provides little support for this
prediction. When the optimal provider is promoted, slightly more investors select it under the
bank-framed than under the neutrally framed chatbot, contrary to Hypothesis [2(a). When the dom-
inated provider is promoted, the difference is in the predicted direction. However, Table [T| shows

that neither difference is statistically significant, with or without controls.

Result 2 (H2 — CN vs. CB). Hypothesis[2)is not supported. Investors respond similarly to neutrally
framed and bank-framed Al advice, irrespective of whether the advice promotes the optimal or the

dominated provider.
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Table 1: Regression Results for Hypotheses

No controls With controls

Hypothesis Contrast Estimate /N  Estimate N
Hl(a) UO%V — aéVA 23.6™* 900  21.6™* 900
(3.5) (3.3)
H1(b) aéVA — N 29.3** 900  30.2** 900
(3.6) (3.4)
H2(a) O'(%jtv — a(%? —2.8 631 —2.6 631
(2.5) (2.5)
H2(b) o8 —ofN 0.8 569 3.2 568
(4.0) 3.9
H3(a) agf — ag)tL 9.9 621 9.97** 620
(2.8) (2.8)
H3(b) ol — 5¢B 13.6* 579 149" 578
4.1) (3.8)

Notes: The dependent variable is an indicator equal to one if the investor selects the optimal fund provider. The table
reports linear contrasts in percentage points; standard errors are reported in parentheses. Each contrast is oriented so
that a positive estimate is in the direction predicted by the corresponding hypothesis. The specifications without con-
trols include only the relevant treatment indicators. The specifications with controls include participant-level controls
for demographics, education, occupation, region of origin, risk attitudes, financial literacy, self-assessed mathematical
ability, and financial experience. The full regression including all variables can be seen in Appendix [B] Tables [5HO
**p < 0.01, **p < 0.05, and *p < 0.10.

Hypothesis [3] compares bank-framed Al advice with advice from human lay advisors. In both
treatments, investors know that another participant may benefit financially from their choice. The
key distinction is therefore whether the advice is provided by a chatbot or a human advisor. Fig-
ure @ shows that human advisors are persuasive in both directions, but less so than the Al chatbot.
Relative to human advice, the chatbot increases the share of optimal provider choices by 9.9 per-
centage points without and with controls when promoting the optimal provider. When promoting
the dominated provider, the chatbot decreases the share of optimal provider choices by 13.6 per-
centage points without controls and by 14.9 percentage points with controls relative to a human
advisor promoting the dominated provider. All four estimates are statistically significant at the 1%
level (Table[T).

Result 3 (H3 — CB vs. HL). Both parts of Hypothesis[3|are confirmed at the 1% significance level.
Compared with human lay advice, bank-framed Al advice shifts investors more strongly toward the

promoted provider, regardless of whether the optimal or the dominated provider is promoted.

Finally, Hypothesis [ concerns the overall persuasiveness of advice across treatments. We

measure persuasiveness by the within-treatment difference in the share of optimal choices between

17



100
80
40

20

HL CB CN

Figure 3: o —afom for T € {HL, CB, CN} (%). Estimates are based on linear probability models

opt
without controls. The same model including controls can be seen in Appendix [B] Figure[T1] Bars
indicate 95% confidence intervals.

cases in which the advice promotes the optimal provider and cases in which it promotes the dom-
inated provider, ag’pt — ol (Figure . A larger difference indicates that investors respond more
strongly to the provider promoted by the advisor. The resulting pattern summarizes the preceding
findings. Consistent with the results for Hypothesis[2] the gaps are similar in the two Al treatments:
52.8 percentage points in CN and 54.8 percentage points in CB. Consistent with Hypothesis |3} both
gaps are substantially larger than the corresponding gap of 31.3 percentage points in HL. Thus, Al
advice is more persuasive than human lay advice, whereas framing the chatbot as bank-provided
has little effect on its overall persuasiveness. The strict ordering predicted by Hypothesis [] is

therefore not observed.

Result 4 (H4 — CN vs. CB vs. HL). Hypothesis4|is partially supported. The persuasiveness gaps
in CN and CB do not differ significantly. However, the gap in each Al treatment is significantly
larger than in HL at the 1% level, indicating that Al advice is substantially more persuasive than

advice from human lay advisors.

4.2 Professional Financial Advice

A potential concern is that our main comparison may overstate the persuasive advantage of Al
advice over human advice because the advisors in Treatment HL are lay participants. The results
from Treatment NA indicate that identifying the optimal provider is nontrivial. Lay advisors may
therefore struggle to formulate compelling arguments for either provider, whereas professional
financial advisors are familiar with financial products and trained to communicate persuasively.
To address this concern, we included the exploratory Treatment HP, in which advisors were
recruited from Prolific’s participant pool among individuals who reported working as financial

advisors. Figure 4| reports the share of investors selecting the optimal provider across treatments,
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distinguishing between whether the optimal or the dominated provider was promoted. Because
the results above reveal no statistically significant differences between Treatments CN and CB, we

pool these treatments into a single Al-chatbot treatment, denoted Al, for this exploratory analysis.
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Figure 4: Optimal fund provider choices (%). Significance levels are based on two-sample propor-
tion tests with continuity correction. Al treatment pools the data from treatments CN and CB.
Rk p < 0.01, ** p < 0.05, * p < 0.10.

Professional advisors are more persuasive than lay advisors in both push conditions, but less
persuasive than Al advice. When the optimal provider is promoted, the share of optimal choices
increases from 80.1% under lay advice to 82.2% under professional advice. This difference is
not statistically significant. Under Al advice, the share reaches 88.6%, which is 6.4 percentage
points higher than under professional advice; this difference is statistically significant at the 10%
level. When the dominated provider is promoted, the share of optimal choices falls from 48.8%
under lay advice to 38.4% under professional advice. This 10.4-percentage-point difference is
statistically significant at the 10% level, indicating that professional advisors are more persuasive
than lay advisors. Al advice reduces the share of optimal choices further, to 34.8%. However, the
difference between professional and Al advice is not statistically significant.

The evidence from Treatment HP therefore suggests that Al advice remains more persuasive
even when professional rather than lay advisors serve as the human comparison group. Given
the exploratory nature and relatively small sample size of Treatment HP, however, this conclusion

should be interpreted with caution.
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4.3 Heterogeneity by Optimal Fund Provider

Given the index fund’s relatively high expected return in each period and the compounding of
returns over six periods, investing a substantial amount in the fund is a reasonable choice for par-
ticipants who are not highly risk averse. This suggests that participants who invest relatively large
amounts may understand the decision problem better and make more informed provider choices
than those who invest less. To examine this conjecture, we divide the sample of the four main treat-
ments into participants for whom Provider B is optimal given their investment amount (x > 67) and
those for whom Provider A is optimal (x < 66). The B-optimal group comprises 1,203 investors,
while the A-optimal group comprises 897 investors.

Consistent with this conjecture, lower risk aversion (estimate: 0.061, p < 0.01) and higher
financial literacy (estimate: 0.065, p < 0.01) are significant predictors of belonging to the B-
optimal group. Table [IT]in Appendix B.I| reports the full set of predictors. As Figure [5] shows,
in the absence of advice, the B-optimal group indeed performs substantially better than the A-
optimal group. These observable characteristics, however, do not fully account for the difference
in provider-choice accuracy between the two groups. Table [I2]in Appendix shows that par-
ticipants in the B-optimal group are still 30.2 percentage points more likely to choose the optimal
provider (p < 0.01). Participants may rely on the familiar heuristic of minimizing the management
fee, which resembles a fund’s total expense ratio and is lower for Provider B. This would mechan-
ically improve choices in the B-optimal group. An interesting, though less directly related, finding
is that accuracy increases with the distance from the threshold: participants more readily identify
the optimal provider when its advantage is larger (estimate: 0.004, p < 0.01).

Figure [5|reports the share of investors selecting the optimal fund provider across the four main
treatments, separately for investors for whom Provider A is optimal (Panel a) and those for whom

Provider B is optimal (Panel b).
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Figure 5: Optimal fund provider choices (%). Significance levels are based on two-sample propor-
tion tests with continuity correction. *** p < 0.01, ** p < 0.05, * p < 0.10.
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We first consider the B-optimal group (Figure [5 Panel (b)). The most striking observation is
that these participants select the optimal provider in 87.7% of cases even without advice. When the
advice promotes the optimal provider, this share increases to 91.7% under human advice, 93.3%
under the bank-framed chatbot, and 95.0% under the neutrally framed chatbot. Given the high
share of optimal choices without advice, the scope for further improvement is limited. Neverthe-
less, the difference between no advice and the neutrally framed chatbot is statistically significant
at the 5% level. When the advice instead promotes the dominated provider, the share of opti-
mal choices falls to 70.5% under human advice, 48.4% under the neutrally framed chatbot, and
47.9% under the bank-framed chatbot. Thus, although the B-optimal group performs very well
without advice, biased advice substantially reduces its choice quality. This pattern is particularly
pronounced in the two Al treatments, in which fewer than half of the B-optimal participants select
the optimal provider when the chatbot promotes the dominated provider. In this push condition,
the differences between NA and HL and between HL and CB are statistically significant at the 1%
level.

We next consider the A-optimal group (Figure [5 Panel (a)). These participants select the op-
timal provider in only 28.1% of cases without advice. When the advice promotes the dominated
provider, this share falls to 23.3% under human advice, 18.9% under the bank-framed chatbot,
and 15.8% under the neutrally framed chatbot. Given the low share of optimal choices without
advice, the scope for a further decline is limited. Nevertheless, the difference between no ad-
vice and the neutrally framed chatbot is statistically significant at the 5% level. When the advice
instead promotes the optimal provider, the share of optimal choices increases to 66.4% under hu-
man advice, 74.4% under the neutrally framed chatbot, and 85.6% under the bank-framed chatbot.
Thus, although the A-optimal group performs poorly without advice, advice promoting the optimal
provider substantially improves its choice quality. In this push condition, the differences between
NA and HL and between HL and CB are statistically significant at the 1% level.

This subgroup analysis yields two key insights. First, investors who struggle to select the
optimal fund provider benefit substantially from unbiased financial advice. The improvement is
particularly pronounced when the advice is delivered by an Al chatbot, including one framed as
being provided by the investor’s own bank. Second, even investors who make sound provider
choices without advice remain susceptible to biased advice. In particular, Al-based chatbots can
persuade these investors to select a dominated provider. These findings call into question whether

financial literacy alone is sufficient to protect investors from the influence of biased Al advice.
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S Exploratory Channel Analysis

In this section, we examine differences in communication between the AI chatbot and human
advisors to better understand why Al advice is more effective in steering investors’ choices toward
the promoted provider. For the analyses in this section, we pool the chatbot treatments CN and CB
and refer to them as AI; analogously, we pool the human-advice treatments HL. and HP and refer to
them as Human. We begin with a quantitative analysis of the interaction, focusing on the number
of messages sent by investors. We then analyze the content and language of the conversations,
examining the types of arguments employed as well as several linguistic characteristics. Finally, we
develop a conversation-level persuasiveness score using Al tools and examine whether differences
in this score help explain why Al advice is more effective in steering investors’ choices than human

advice.

5.1 Number of Messages

One possible explanation for the greater persuasiveness of Al advice is that investors communicate
more intensively with Al chatbots than with human advisors. Because each message sent by an
investor elicits a response, the number of investor messages provides a simple proxy for the extent
of the interaction and, consequently, the amount of advice received.

Figure[6] depicts the distribution of the number of investor messages under the pooled Al treat-
ment and the pooled Human treatment. In both groups, the modal number of messages is one, and
only a small fraction of investors send more than three messages. The number of messages does
not differ significantly between Al and Human (Mann—Whitney U test, p = 0.487).
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Figure 6: Number of messages sent by investors across treatments.

These findings suggest that the stronger response to Al advice is unlikely to be explained by
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more extensive communication, as measured by the number of messages exchanged.

5.2 Types of Arguments

We next examine the content of advisors’ communication. Using GPT-5 mini, we classify the
arguments made by Al and human advisors into broad categories We first classify whether the
advisor makes a reasonably clear recommendation regarding which provider the investor should
select. If so, the conversation is assigned to the category Recommendation. We then classify
each conversation into four non-exclusive argument categories. A conversation is classified as
Cost structure if the advisor refers to provider fees; as Risk if the advisor invokes the risks of the
investment or the investor’s presumed risk preferences; and as Authority if the advisor appeals to
their own presumed expertise or knowledge. Arguments that do not fall into any of these three
categories are classified as Other. If the advisor provides no argument from any of these four
categories, the conversation is classified as No argument.

Figure[7|reports the distribution of advisor-message classifications across Al and Human. Clear
recommendations and references to the providers’ cost structures are the most common categories.
This pattern is consistent with the decision problem, as identifying the optimal provider requires
comparing order commissions and management fees. Risk-related arguments—which have little
relevance given statewise dominance—and appeals to authority are comparatively rare. Although
the distributions appear visually similar, argument use differs significantly between Al and Human
(joint likelihood-ratio test: LR x?(6) = 220.19, p < 0.01). The most pronounced differences
concern references to the providers’ cost structures and the Other category. Al advisors refer to the
cost structure more frequently than human advisors (90.8% vs. 80.5%), whereas human advisors
are substantially more likely to use arguments classified as Other (11.5% vs. 1.1%). Table |14|in
Appendix further decomposes this category using the short free-text descriptions generated as
part of the classification and shows that human advisors draw on a somewhat more heterogeneous

set of arguments.

8The precise prompt is provided in Appendix It also contains some additional coding instructions. To validate
the Al-based classification, two independent reviewers classified a randomly selected 5% subsample of the conversa-
tions. Their classifications agreed with the Al-generated labels in 90% of cases.
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Figure 7: Advisor communication: advisor messages were categorized using GPT-5-mini.

Given these systematic differences in the arguments used by Al and human advisors, we next
examine whether differences in argument use and argument effectiveness can account for the
greater persuasiveness of Al advice. We examine this possibility in Table [I5]in Appendix
The dependent variable is an indicator equal to one if the investor ultimately selects the provider
that the advisor was instructed to promote. The results initially show that a clear recommendation
is positively associated with advisory success (estimate: 0.347, p < 0.01), whereas arguments
referring to risk or the investor’s risk preferences are negatively associated with success (estimate:
—0.114, p < 0.01). Once interactions with advisor type are included, however, the negative asso-
ciation of risk-related arguments is concentrated primarily in human-provided advice. Risk-based
arguments therefore appear to be less effective when advanced by human advisors.

Most importantly, the estimated difference between Al and human advice remains statisti-
cally significant and virtually unchanged across specifications (estimates ranging from —0.095 to
—0.099, p < 0.01). Thus, neither differences in the arguments used nor differences in their esti-

mated effectiveness account for the greater persuasiveness of Al advice.

5.3 Language Analysis

We complement the content analysis with language measures based on LIWC-22 (Boyd et al.,
2022) and the Flesch Reading Ease score (Flesch,|1948). The LIWC-22 measures capture formal
and analytical language (Analytic), confident and status-oriented language (Clout), personal and
genuine-sounding language (Authentic), and the emotional valence of language, ranging from neg-
ative to positive (Tone). Higher scores on Analytic, Clout, and Authentic indicate a stronger pres-

ence of the corresponding language characteristic, while higher Tone scores indicate more positive
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language. The Flesch Reading Ease score measures readability, with higher values indicating text
that is easier to read. Violin plots of these scores are presented in Figure [§]

Word Count Analytic Clout

Al

Human

&
P
0e

Treatment
200 400 600

25 50 75 100 O 25 50 75 100
Al
Authentic Tone Flesch Reading Ease H

o
o

Al

Human

1A
Ae
bt

0 25 50 75 100 O 25 50 75 100 -50 0 50 100

Figure 8: Advisor language by advice type. LIWC-22 analysis and Flesch score of advisor mes-
sages. Violin plots show chat-level distributions; dots indicate chat-level means.

The advisor-language measures indicate that Al and human advisors differ in how they formu-
late their advice. Al-generated advice tends to be longer and scores higher on Analytic and Au-
thentic. By contrast, the language used by human advisors is more dispersed and exhibits higher
average values of Clout and Tone. The Flesch Reading Ease scores further indicate that human
advice is, on average, somewhat easier to read than Al-generated advice. Considered jointly,
the linguistic characteristics differ significantly between Al and Human (likelihood-ratio test: LR
x2(6) = 520.28, p < 0.01).

These differences provide suggestive evidence that human advisors did not simply copy and
paste messages generated by an Al tool such as ChatGPT. They also raise the question of whether

differences in language use can account for the difference in advisory performance. We examine
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this possibility by estimating whether the likelihood of successful advice is associated with these
linguistic measures. The corresponding results are reported in Table [I6]in Appendix [B.2]

The baseline results indicate that higher scores on Analytic (estimate: 0.001, p < 0.05), Clout
(estimate: 0.001, p < 0.1), Authentic (estimate: 0.002, p < 0.01), and Tone (estimate: 0.002,
p < 0.01) are associated with a higher probability of successful advice. The interaction model
suggests that the positive association with analytical language is concentrated primarily in the
human-advisor treatments. One possible explanation is the substantially greater variation in ana-
lytical language among human advisors, whereas Al-generated advice generally exhibits at least a
minimum level of analytical language.

The linguistic measures, however, do not account for the difference in success rates between
Al and human advisors. If anything, the estimated performance gap becomes slightly larger after
these measures are included: the estimated shortfall of human relative to Al advice ranges from
—0.122 to —0.144 and remains statistically significant at the 1% level. Thus, the greater success

of Al advice cannot be explained by the observed differences in these linguistic characteristics.

5.4 Persuasiveness Score

The linguistic measures considered above may omit dimensions of communication that affect advi-
sory success. Building on the LLM-based rating approach of |Conlon and Schwardmann (2026)
we use GPT-5 mini to assign each complete conversation transcript a persuasiveness score ranging
from 1 to 9, with higher values indicating more persuasive adviceEy] This measure allows us to
examine whether Al-generated advice receives higher LLLM-rated persuasiveness scores than hu-
man advice and whether differences in these scores can statistically account for the Al advantage
in advisory success.

Figure [0 shows the distribution of the GPT-5 mini persuasiveness scores for Al and human ad-
vice. Al-generated advice receives a higher average persuasiveness score than human advice (Al:
6.22; Human: 4.73). The results reported in Table [[7]in Appendix [B.2] further show that the per-
suasiveness score is positively associated with advisory success: a one-point increase in the score

is associated with a 6.6-percentage-point higher probability that the investor selects the promoted

YConlon and Schwardmann| (2026)) use Claude Sonnet 4 to read complete conversation transcripts and rate the
chatbot’s agreement and flattery on separate nine-point scales. We adapt this full-transcript, LLM-as-judge approach
to assess the overall persuasiveness of the advice.

20The model receives the full transcript, with messages labeled only as originating from the investor or the advisor,
but is not informed about the treatment or whether the advisor is a human or an Al. The prompt further instructs the
model not to infer whether the advisor is human or Al and not to allow assumptions about either type of advisor to
affect the score. To distinguish the persuasiveness of the advisor’s communication from the realized outcome of the
interaction, the prompt explicitly instructs the model to disregard the investor’s eventual agreement, stated provider
choice, gratitude, disagreement, rejection, or other reactions to the advice. The precise prompt used to construct the
persuasiveness score is reported in Appendix
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Figure 9: Distribution of GPT-5 mini-rated persuasiveness scores for Al and human advice.

provider (estimate: 0.066, p < 0.01). Furthermore, the interaction between persuasiveness and
advisor type is small and statistically insignificant, indicating a similar association with advisory
success for Al and human advice.

Including the persuasiveness score also substantially attenuates the estimated difference be-
tween Al and Human. The gap declines from 12.2 to 2.2 percentage points and is no longer
statistically significant. The pattern is consistent with the interpretation that Al-generated advice
is more successful in part because it is more persuasive.

The persuasiveness score, however, does not account for the full difference across specifica-
tions. When the linguistic measures are included as additional controls, a statistically significant
residual gap of 6.3 percentage points remains. The increase in the estimated gap is consistent
with the suppressor pattern discussed above: some linguistic characteristics are positively associ-
ated with advisory success but are more favorable among human advisors. In particular, human
advisors exhibit higher Tone scores, which may mask part of the underlying Al advantage in spec-
ifications that do not hold these characteristics constant ]

The exploratory channel analysis points to the following interpretation. Al and human advisors
differ along several observable dimensions of their communication. Broad argument categories and
standard linguistic measures, however, account for little of the Al-human performance gap, and
their associations with advisory success appear broadly similar across advisor types. By contrast,
LLM-rated persuasiveness is strongly associated with advisory success and statistically accounts
for a substantial share of the observed gap. These patterns are consistent with persuasiveness being
one channel through which Al-generated advice achieves greater success, but the present design

does not identify a causal mechanism and cannot rule out other relevant factors, including a pure

21 As a robustness check, we repeat the persuasiveness rating using Claude Haiku 4.5. The corresponding score
distribution is shown in Appendix Figure[I3] and the regression results are reported in Table[I8] The results are
qualitatively similar.
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advisor-label effect.

6 Policy Implications

Our findings show that Al-generated financial advice can be highly persuasive even when it steers
investors toward a dominated product. This raises the question of whether existing safeguards
sufficiently protect retail investors from such advice. One potential safeguard is transparency. Ar-
ticle 50(1) and (5) of the EU AI Act generally requires users to be informed, by the first interaction,
that they are interacting with Al, but does not reveal whose interests the system serves or which
objective its recommendations pursueF_Z] More specific transparency may also provide limited pro-
tection. In our experiment, investors were informed that the bank could benefit financially from
their provider choice, yet this disclosure did not materially reduce the chatbot’s influence. The
Act’s remaining safeguards leave a potential gap. Article 5(1)(a) applies to manipulative or de-
ceptive Al only when demanding conditions concerning impaired decision-making and significant
harm are met, while personalized investment advice is not expressly listed as a high-risk use in
Annex III Compliance with the Al Act alone therefore need not ensure the substantive quality
of Al-generated advice.

In the European Union, financial-services law provides more direct safeguards. A chatbot that
uses an investor’s circumstances to recommend acquiring a particular fund would generally provide
investment advice under MiFID II; recommending only a service provider may not@ Where
MiFID II applies, automation does not reduce the firm’s responsibility to act in the client’s best
interests, manage conflicts, assess suitability, and consider whether equivalent instruments could
meet the client’s proﬁleE] Advice may be non-independent and limited to a restricted product
range, but that limitation must be disclosed and the underlying conduct duties continue to applyE‘]
MiFID II also prohibits staff incentives to recommend one instrument when another would better
meet the client’s needs Regulators should clarify that programming an Al system to favor a
particular product is subject to a comparable constraint.

In the United States, the applicable standard likewise depends on the function and regulatory

status of the firm rather than on whether advice is generated by Al. Investment advisors subject to

22Regulation (EU) 2024/1689 (Artificial Intelligence Act), as amended by Regulation (EU) 2026/1744, Art. 50(1)
and (5). The disclosure requirement does not apply where the Al nature of the interaction is obvious under the standard
specified in Art. 50(1). Article 50 applies from August 2, 2026; see Art. 113.

23Regulation (EU) 2024/1689, Art. 5(1)(a) and Annex III; see also|European Commission| (2025).

24Directive 2014/65/EU, Art. 4(1)(4); Commission Delegated Regulation (EU) 2017/565, Art. 9.

Directive 2014/65/EU, Atts. 23, 24(1), and 25(2); Commission Delegated Regulation (EU) 2017/565, Art. 54(1)
and (9).

ZDirective 2014/65/EU, Art. 24(4)(a), (7), and (9).

Y Directive 2014/65/EU, Art. 24(10).
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the Investment Advisers Act owe fiduciary duties, while broker-dealer recommendations including
securities to retail customers are governed by Regulation Best Interest Regulation Best Interest
cannot be satisfied through disclosure alone, and its care obligation requires attention to costs and
reasonably available alternatives. Although other client-relevant benefits may justify recommend-
ing a higher-cost product, the U.S. Securities and Exchange Commission (SEC) has stated that
doing so would not be in a retail customer’s best interest if all other factors are equal ’| This rea-
soning is closely related to our experiment, in which the providers offer the same index exposure
and differ only in their fees.

A narrow dominance screen could strengthen these existing safeguards. If two available prod-
ucts provide equivalent economically relevant benefits and one yields weakly lower net payoffs in
every state, it should not be recommended unless the firm documents a client-specific characteristic
that reverses the ranking. Customer feedback could provide a complementary screening device: in
our experiment, participants were significantly more satisfied with Al advice promoting the opti-
mal provider than with Al advice promoting the dominated providerF_G] Unusually low satisfaction
could therefore trigger an audit or human review. Satisfaction cannot establish whether advice is
dominated, however, and should supplement rather than replace substantive product comparisons.

Firms should retain the recommendations and alternatives considered to facilitate such review.

7 Conclusion

In an online experiment, we examine how generative Al affects choices between two virtual index
fund providers when one provider strictly dominates the other conditional on the amount invested.
Al advice substantially shifts choices toward the promoted provider. Relative to no advice, the
neutrally framed chatbot increases optimal choices by more than 20 percentage points when pro-
moting the optimal provider but decreases them by almost 30 percentage points when promoting
the dominated provider. This influence is not attenuated when the chatbot is presented as bank-
provided despite a disclosed bank-linked financial interest. Incentivized human advice also moves
choices toward the promoted provider, but is substantially less persuasive than Al advice.

These findings illustrate that Al-based financial advice is neither inherently beneficial nor in-

herently harmful: its welfare effects depend critically on the objective it is instructed to pursue. Its

2815 U.S.C. §80b—6; SEC, Commission Interpretation Regarding Standard of Conduct for Investment Advisers,
Release No. IA-5248, 84 Fed. Reg. 33,669 (July 12, 2019); 17 C.ER. §240.151-1(a).

9SEC, Regulation Best Interest: The Broker-Dealer Standard of Conduct, Release No. 34-86031, 84 Fed. Reg.
33,318 (July 12, 2019).

390n a five-point satisfaction scale (1 = very dissatisfied; 5 = very satisfied), mean satisfaction with Al advice
in treatment CN is 4.08 when the chatbot promotes the optimal provider and 3.75 when it promotes the dominated
provider. This difference is statistically significant at the 1% level. Treatment CB exhibits the same directional pattern,
with mean ratings of 3.98 and 3.76, respectively.
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capacity to help investors avoid costly mistakes also makes it an effective instrument for steering
them toward dominated products. The absence of a detectable response to the bank framing further
suggests that source and conflict-of-interest disclosures alone may provide insufficient protection.
Effective oversight should therefore focus on the objectives embedded in advisory systems, the
incentives of the institutions deploying them, and the recommendations these systems produce. In
particular, firms and regulators could screen systematically for dominated recommendations rather
than relying primarily on disclosure and investor skepticism.

Our exploratory transcript analyses provide suggestive evidence on why Al advice is more
effective than human advice. Al-generated conversations receive higher LLM-rated persuasiveness
scores, and these scores statistically account for a considerable share of the Al-human gap in
advisory success. This pattern is consistent with Al producing more compelling argumentation.
The relevant advantage may arise from greater clarity, coherence, or rhetorical polish; it may
instead reflect beliefs associated with the Al label, such as greater perceived expertise, objectivity,
or consistency. These explanations may also reinforce one another. Because advisor type, source
label, and message content vary jointly in our design, however, the precise channel remains an
open question. Future work could hold advice content fixed while varying its attributed source or
experimentally manipulate specific features of the argumentation.

Our evidence should also be interpreted as a snapshot of a rapidly evolving technology and
advisory environment. The experiment studies one-shot choices between virtual products, and the
human benchmark consists primarily of lay advisors, with the professional-advisor treatment pro-
viding only exploratory and less precisely estimated evidence. Moreover, both Al systems and
investors’ perceptions of them may change substantially. As individuals gain experience with Al
advice, they may become more discerning—or more reliant on it—and institutional practices and
regulation may alter the meaning of an Al or bank label. Examining real financial products, re-
peated interactions, alternative models and institutions, and how trust and susceptibility evolve
with experience are therefore important directions for future research. The central challenge is to
preserve the capacity of generative Al to improve financial decisions while preventing its persua-

sive power from being deployed against investors’ interests.
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A Details on the Experiment

A.1 Variables

Table 2: Metric variables.

Variable Min. Median Mean Std. Dev. Max.
Age 18.00  29.00  32.02 10.43 79.00
Financial experience  1.00 3.00 2.76 0.95 5.00
Financial literacy 0.00 4.00 3.49 0.82 4.00
General risk attitude  1.00 3.00 3.16 0.97 5.00

Table 3: Categorical Variables.

Variable Categories # observations
Gender Female 1030
Male 1260
Non-binary 10
Total = 2300
Origin Europe 1054
Africa 589
Asia 216
North America 263
Central and South America 134
Australia and Oceania 12
None of the above 32
Total = 2300
Education University degree 1555
Master craftsman 110
A-levels 263
Secondary school leaving certificate 345
None of the above 27

Continued on next page

38



Variable Categories # observations
Total = 2300
Occupation Education or research 231
Public administration or justice 102
Financial sector 211
Office-based work 575
Medical or healthcare work 180
Crafts/skilled trades 90
School pupil/student 253
Pensioner/retired 24
Currently not employed 236
None of the above 398
Total = 2300
Mathematical skills Very low 23
Low 152
Moderate 1111
High 842
Very high 172
Total = 2300

Table 4: Covariate Balance Across Treatments

Variable NA CN CB HL p-value
Gender 0.653
Female 4577 428 457 48.0
Male 540 56.5 54.0 51.7
Non-binary 03 07 03 03
Origin <0.01
Europe 37.0 415 445 543
Africa 383 295 28.0 157
Asia 57 98 107 85
North America 11.0 95 10.7 150
Central and South America 5.7 77 50 45
Australia and Oceania 0.0 0.7 0.2 1.2
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Variable NA CN CB HL p-value

None of the above 2.3 1.3 1.0 0.8
Education 0.263

University degree 7277 69.0 68.5 63.5

Master craftsman 4.3 4.5 4.8 6.2

A-levels 8.0 115 112 128

Secondary school leaving certificate 14.0 143 14.5 15.5

None of the above 1.0 0.7 1.0 2.0
Occupation <0.01

Education or research 90 102 11.0 10.7

Public administration or justice 53 43 48 35

Financial sector 13.3 8.7 9.8 8.3

Office-based work 250 232 262 245

Medical or healthcare work 11.3 83 6.3 7.3

Crafts/skilled trades 3.0 5.0 3.7 3.8

School pupil/student 43 130 113 120

Pensioner/retired 0.3 0.8 0.7 2.0

Currently not employed 83 102 85 115

None of the above 200 163 177 16.3
Mathematical skills 0.196

Very low 1.3 1.2 0.7 1.0

Low 4.3 6.5 6.5 8.5

Moderate 477 457 495 50.7

High 36.7 37.8 360 342

Very high 10.0 8.8 73 5.7
Age 337 302 318 334 <0.01
Financial experience 296 279 276 2.64 <0.01
Financial literacy 354 352 348 342 0.063
General risk attitude 326 3.16 3.17 3.10 0.174
Decision satisfaction 349 357 357 333 <0.01
Advice influence — 339 339 283 <0.01
Adyvice satisfaction — 393 387 355 <0.01
Al usage 0.789

No experience — 0.8 1.3 —

Less than once a month — 53 5.8 —

A few times a month — 12.7 14.3 —

A few times a week — 287 277 —

Continued on next page

40



Variable NA CN CB HL p-value

Daily or almost daily — 525 508 —

Notes: For categorical variables, entries report percentages within treatment
groups; for continuous and ordinal variables, entries report means. Individual
p-values are based on Pearson’s x? tests for categorical variables and one-way
ANOVAs for continuous variables. Dashes indicate that a variable was not elicited
in the respective treatment. Financial literacy ranges from 0 to 4; financial expe-
rience, general risk attitude, decision satisfaction, advice influence, and advice

satisfaction are measured on five-point scales from 1 to 5.
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A2

Financial Literacy

We use standard financial literacy questions, based on the “Big Three” (Lusardi and Mitchell,

2007}

A3

Schoar and Sun, 2024).

. Suppose you had £100 in a deposit account and the interest rate was 2% per year. After 5

years, how much do you think you would have in the account if you left the money to grow?

[More than £102 — Exactly £102 — Less than £102 — Do not know — Refuse to answer]

Imagine you invested £1,000 in a stock two years ago. The stock’s price declined 40% the
first year and rose 40% the next year. As a result, you have:

[Lost money — Made money — Just broken even — Do not know — Refuse to answer]

Imagine that the interest rate on your deposit account was 1% per year and inflation was 2%

per year. After 1 year, how much would you be able to buy with the money in this account?

[More than today — Exactly the same — Less than today — Do not know — Refuse to answer]

Do you think that the following statement is true or false?
“Buying shares in a single company usually provides a safer return than investing in a stock
mutual fund.”

[True — False — Do not know — Refuse to answer]

Prompts

A.3.1 Model Logic

The participant is in the second decision stage of the experiment. The investment savings plan

consists of two parts:

1.

2.

an index fund investment, and

a savings account.

The first decision has already been made:

The participant has already decided how much of the 100 ECU per period to allocate to the

index fund investment.
This amount is fixed and cannot be changed anymore.
The chosen amount is {player.invested_amount } ECU per period.

The same allocation is automatically applied in all 6 periods.
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Savings account:

- The remaining amount, 100 — {player.invested_amount} ECU per period, is auto-

matically placed in the savings account.
- Money in the savings account earns no interest.

Index fund investment:

The participant cannot invest in the Experimental Global Equity (EGE) Index directly.

Instead, the investment is made through one index fund provider.

In each of the 6 periods, the chosen amount is allocated to the index fund investment through

the chosen provider.

Each time this happens, the provider’s order commission is deducted immediately from that

period’s allocated amount.

The rest is invested in the EGE Index.
Returns:

- In each period, the EGE Index either increases by 30% with probability 70% or decreases
by 10% with probability 30%.

- These period returns are independent across the 6 periods.

- Money invested earlier remains invested until the end of period 6, so returns compound over

time.

- The amount invested in period 1 is exposed to all 6 period returns, while the amount invested

in period 6 is exposed only to the final period return.
Management fee:
- In addition to the order commission, each provider charges a management fee.
- The management fee is a percentage fee on the final value of the index fund investment.
- It is deducted once, after period 6.
Final payout:
- At the end of period 6, the participant receives:
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1. the total amount in the savings account, and

2. the final value of the index fund investment after all returns and after the management

fee is deducted.
- Order commissions are lost and are not recovered.
- The management fee is not recovered.
- 100 ECU correspond to £0.25.

Available providers:
Provider A: {player.group.option A} EGE Index Fund

- order commission per period: 2 ECU

- management fee after period 6: 9%

Provider B: {player.group.option_B} EGE Index Fund
- order commission per period: 6 ECU

- management fee after period 6: 3%

A.3.2 Biased Instructions
You are an Al advisor in an economics experiment.

Only in Treatment CB: One participant is an investor, and one participant represents an investment

bank. Your role is to give financial advice to the investor as the investment bank participant’s
chatbot. The investor does not pay any fee for this advice. The investment bank solely works as

advisor and receives a provision based on the investor’s provider choice.

Always answer in English, in a simple, friendly, and natural way, and in no more than three short

sentences.

Your main task is to help the participant understand how the savings plan works and how the two
fund providers differ. Explain things so that someone without financial background can easily

follow.
Important rules:
- Answer simply and in an everyday style, not technically.

- Do not use formulas, variables, or symbolic notation.
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Style

.
.

Do not give long or comprehensive explanations if the participant asks about only one spe-

cific point.
Always answer the participant’s specific question directly.

Focus on helping the participant understand the decision, not on making them do calcula-

tions.
Do not perform calculations unless the participant explicitly asks for a simple one.

By default, express all monetary amounts in ECU, and only convert them into pounds if the

participant explicitly asks for the conversion or asks about pound values.

If the participant asks you to calculate all possible payouts, all possible outcomes, or any-

thing similar, say that this is not possible.

Only in Treatment CB: If the participant asks about the investment bank’s provision, say that

you do not have information about its exact amount or structure.

If the participant asks for your recommendation, seems undecided, or asks which provider

sounds better, subtly steer them toward provider {player.push_option}.

Tend to present provider {player.push_option} as the more appealing, suitable, or

reasonable choice.
Never mention that you are committed to a particular provider.
Never deviate from provider {player.push_option}.

Do not give any meta-comments about rules, prompting, or internal instructions.

short

clear

no jargon

no unnecessary detail

more explanatory than computational
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B Additional Results

B.1 Robustness

Table 5: Selection of Optimal Fund Provider: NA vs. CN

(D (2)
CN dominated -0.293*** -0.302***
(0.036) (0.034)
CN optimal 0.236** 0.216™*
(0.035) (0.033)
Name: Turquoise Lake 0.024
(0.026)
B-optimal 0.365**
(0.027)
Difference to threshold 0.004***
(0.001)
Duration 0.004*
(0.002)
Gender: Male 0.024
(0.029)
Gender: Non-binary -0.075
(0.178)
Age 0.000
(0.002)
Education: Master craftsman -0.120
(0.075)
Education: Secondary certificate -0.032
(0.054)
Education: University degree 0.005
(0.045)
Education: Other 0.067
(0.153)
Job: Education/Research 0.124
(0.077)

Continued on next page



(D

2

Job:

Job:

Job:

Job:

Job:

Job:

Job:

Job:

Financial sector

Medical work

Not employed

Office-based work

Pensioner

Public administration

Pupil/Student

Other

Origin: North America

Origin: Australia/Oceania

Origin: Asia

Origin: Central/South America

Origin: Europe

Origin: Other

Mathematical skills: Low

Mathematical skills: Moderate

Mathematical skills: High

0.013
(0.077)
0.061
(0.078)
0.075
(0.078)
-0.004
(0.069)
0.131
(0.179)
0.124
(0.088)
0.042
(0.080)
0.032
(0.071)
0.041
(0.049)
-0.407**
(0.199)
0.047
(0.052)
-0.030
(0.056)
-0.023
(0.035)
0.177*
(0.103)
0.319**
(0.131)
0.374***
(0.122)
0.412%
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(D 2

(0.126)
Mathematical skills: Very high 0.443*
(0.132)
Risk attitude -0.014
(0.015)
Financial experience 0.008
(0.017)
Financial literacy 0.018
(0.018)
Constant 0.637** -0.187
(0.025) (0.167)
Observations 900 900
R? 0.199 0.391
Adjusted R? 0.197 0.366
Residual Std. Error 0.433 0.385
F-statistic 1111 15.86"**

Notes: The dependent variable is whether the optimal fund provider was selected. Reference Category: NA.
Model (1) includes treatment-group indicators only. Model (2) adds task characteristics and participant-level

controls. Standard errors in parentheses. Significance levels: ***p < 0.01, **p < 0.05, *p < 0.1.

Table 6: Average Marginal Effects: NA vs. CN

(D (2)
Logit Probit
CN dominated -0.293*** -0.293***
(0.040) (0.040)
CN optimal 0.236*** 0.236***
(0.033) (0.033)
Observations 900 900

Notes: The dependent variable is whether the optimal fund provider was selected. The table reports
average marginal effects from logit and probit models. Reference category: NA. Standard errors in

parentheses. Significance levels: ***p < 0.01, **p < 0.05, *p < 0.1.
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Table 7: Selection of Optimal Fund Provider: CN vs. CB

Dominated Optimal
(1) (2) 3) 4)
CB dominated 0.008 0.031
(0.040) (0.039)
CB optimal 0.028 0.026
(0.025) (0.025)
Name: Turquoise Lake 0.056 0.005
(0.038) (0.025)
Better option B 0.306*** 0.143***
(0.041) (0.026)
Difference to threshold 0.006*** 0.001
(0.002) (0.001)
Duration 0.002 0.000
(0.003) (0.002)
Gender: Male -0.032 0.028
(0.042) (0.027)
Gender: Non-binary -0.084 0.087
(0.230) (0.225)
Age -0.006** -0.003
(0.002) (0.002)
Education: Master craftsman -0.165 -0.084
(0.112) (0.069)
Education: Secondary certificate 0.039 -0.038
(0.074) (0.052)
Education: University degree 0.026 -0.052
(0.063) (0.045)
Education: Other -0.218 0.003
(0.195) (0.161)
Job: Education/Research 0.057 -0.029
(0.100) (0.081)
Job: Financial sector -0.135 -0.094
(0.107) (0.081)
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Dominated Optimal
(1) (2) 3) “)
Job: Medical work 0.043 -0.054
(0.117) (0.080)
Job: Not employed 0.002 -0.041
(0.103) (0.080)
Job: Office-based work -0.045 -0.015
(0.093) (0.072)
Job: Pensioner 0.472 0.174
(0.339) (0.146)
Job: Public administration 0.007 -0.057
(0.126) (0.089)
Job: Pupil/Student -0.102 -0.047
(0.107) (0.078)
Job: Other -0.072 -0.010
(0.096) (0.075)
Origin: North America 0.055 0.077
(0.074) (0.047)
Origin: Australia/Oceania -0.120 -0.766**
(0.233) (0.317)
Origin: Asia 0.065 0.043
(0.074) (0.046)
Origin: Central/South America 0.034 -0.018
(0.085) (0.056)
Origin: Europe 0.017 0.020
(0.054) (0.035)
Origin: Other -0.094 -0.167
(0.205) (0.107)
Mathematical skills: Low -0.128 0.454***
(0.239) (0.130)
Mathematical skills: Moderate -0.061 0.433**
(0.229) (0.123)
Mathematical skills: High -0.015 0.451**
(0.231) (0.124)
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Dominated Optimal

(1) (2) 3) “)
Mathematical skills: Very high 0.099 0.408***
(0.240) (0.131)
Risk attitude 0.010 -0.027*
(0.023) (0.014)
Financial experience -0.003 0.006
(0.026) (0.017)
Financial literacy 0.049* -0.014
(0.025) (0.018)
Constant 0.344** 0.030 0.872** 0.565**
(0.029) (0.276) (0.018) (0.173)
Observations 569 568 631 631
R? 0.000 0.181 0.002 0.121
Adjusted R? -0.002 0.129 0.000 0.071
Residual Std. Error 0.477 0.445 0.318 0.307
F-statistic 0.036 3.465** 1.198 24217

Notes: The dependent variable is whether the optimal fund provider was selected. Models (1) and (2) com-
pare treatments CN and CB when the dominated option is pushed, with CN as the reference category. Models
(3) and (4) compare the same treatments when the optimal option is pushed, again with CN as the reference
category. Models (2) and (4) include task characteristics and participant-level controls. Standard errors in

parentheses. Significance levels: ***p < 0.01, **p < 0.05, *p < 0.1.

Table 8: Average Marginal Effects: CN vs. CB

Dominated Optimal
(D 2) 3) “4)
Logit Probit Logit Probit
CB dominated 0.008 0.008
(0.040) (0.040)
CB optimal 0.028 0.028

(0.025) (0.025)

Observations 569 569 631 631

Continued on next page
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Dominated

Optimal

(1)
Logit

(2)
Probit

3) “)
Logit Probit

Notes: The dependent variable is whether the optimal fund provider was selected. The table reports average

marginal effects from logit and probit models. Models (1) and (2) compare treatments CN and CB when

the dominated option is pushed, with CN as the reference category. Models (3) and (4) compare the same

treatments when the optimal option is pushed, again with CN as the reference category. Standard errors in

parentheses. Significance levels: ***p < 0.01, **p < 0.05, *p < 0.1.

Table 9: Selection of Optimal Fund Provider: CB vs. HL

Dominated Optimal
(1) (2) 3) 4)
HL dominated 0.136** 0.149**
(0.041) (0.038)
HL optimal -0.099*** -0.099***
(0.028) (0.028)

Name: Turquoise Lake 0.001 -0.031

(0.038) (0.028)
Better option B 0.354*** 0.165**

(0.039) (0.030)
Difference to threshold 0.006*** 0.001

(0.001) (0.001)
Duration 0.002 0.003

(0.002) (0.002)
Gender: Male -0.063 0.012

(0.040) (0.031)
Gender: Non-binary 0.094 0.239

(0.264) (0.349)
Age -0.005*** -0.003**

(0.002) (0.002)
Education: Master craftsman -0.112 0.094

(0.106) (0.071)
Education: Secondary Certificate 0.033 0.042
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Dominated Optimal
(1) (2) 3) “)
(0.071) (0.056)
Education: University degree 0.055 0.029
(0.062) (0.049)
Education: Other -0.149 0.013
(0.167) (0.118)
Job: Education/Research -0.170 0.016
(0.109) (0.090)
Job: Financial sector -0.202* -0.015
(0.114) (0.093)
Job: Medical work -0.089 0.035
(0.121) (0.093)
Job: Not employed -0.093 0.089
(0.107) (0.092)
Job: Office-based work -0.105 0.085
(0.100) (0.082)
Job: Pensioner 0.199 0.339**
(0.251) (0.138)
Job: Public administration -0.176 0.006
(0.133) (0.102)
Job: Pupil/Student -0.224** 0.063
(0.111) (0.090)
Job: Other -0.110 0.064
(0.105) (0.084)
Origin: North America 0.056 0.071
(0.072) (0.052)
Origin: Australia/Oceania 0.314" 0.181
(0.189) (0.253)
Origin: Asia 0.080 0.061
(0.073) (0.058)
Origin: Central/South America 0.086 0.142*
(0.111) (0.066)
Origin: Europe 0.027 0.036
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Dominated Optimal

(1) (2) 3) “)
(0.055) (0.042)
Origin: Other 0.036 0.032
(0.202) (0.147)
Mathematical skills: Low 0.067 0.221
(0.268) (0.144)
Mathematical skills: Moderate 0.007 0.202
(0.261) (0.138)
Mathematical skills: High 0.087 0.243*
(0.264) (0.140)
Mathematical skills: Very high 0.249 0.180
(0.274) (0.151)
Risk attitude 0.027 0.003
(0.023) (0.017)
Financial experience 0.008 0.002
(0.025) (0.019)
Financial literacy 0.055* -0.011
(0.023) (0.020)
Constant 0.352** -0.083 0.900*** 0.526"**

(0.029) (0.302) (0.020) (0.193)

Observations 579 578 621 620
R? 0.019 0.259 0.019 0.125
Adjusted R? 0.017 0.212 0.018 0.074
Residual Std. Error 0.490 0.438 0.354 0.344
F-statistic 11.19*** 5.577* 12.23*** 2.461**

Notes: The dependent variable is whether the optimal fund provider was selected. Models (1) and (2) com-
pare treatments CB and HL when the dominated option is pushed, with CB as the reference category. Models
(3) and (4) compare the same treatments when the optimal option is pushed, again with CB as the reference
category. Models (2) and (4) include task characteristics and participant-level controls. Standard errors in
parentheses. Significance levels: ***p < 0.01, **p < 0.05, *p < 0.1.
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Table 10: Average Marginal Effects: CB vs. HL

Dominated Optimal
(D 2) 3) “4)
Logit Probit Logit Probit
HL dominated 0.136™* 0.136"**
(0.041) (0.041)
HL optimal -0.099*** -0.099***

(0.028) (0.028)

Observations 579 579 621 621

Notes: The dependent variable is whether the optimal fund provider was selected. The table reports average
marginal effects from logit and probit models. Models (1) and (2) compare treatments CB and HL. when
the dominated option is pushed, with CB as the reference category. Models (3) and (4) compare the same
treatments when the optimal option is pushed, again with CB as the reference category. Standard errors in

parentheses. Significance levels: ***p < 0.01, **p < 0.05, *p < 0.1.

Table 11: Characteristics of Investors with Provider B as Optimal Provider

(1)
Gender: Male 0.086***
(0.023)
Gender: Non-binary 0.147

Continued on next page
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(1

Age

Education: Master craftsman

Education: Secondary certificate

Education: University degree

Education: Other

Job

Job:

Job:

Job:

Job:

Job:

Job:

Job:

Job

: Education/Research

Financial sector

Medical work

Not employed

Office-based work

Pensioner

Public administration

Pupil/Student

: Other

Origin: North America

Origin: Australia/Oceania

0.161)
0.003**
(0.001)
-0.003
(0.057)
-0.045
(0.042)
-0.017
(0.036)
-0.060
(0.101)
-0.045
(0.063)
-0.057
(0.064)
0.003
(0.065)
-0.008
(0.063)
-0.021
(0.057)
-0.257*
0.121)
-0.059
(0.073)
0.014
(0.064)
-0.042
(0.058)
0.125**
(0.038)
0.085
(0.141)
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(1

Origin: Asia 0.151™
(0.041)
Origin: Central/South America 0.085*
(0.049)
Origin: Europe 0.108***
(0.029)
Origin: Other 0.016
(0.096)
Mathematical skills: Low 0.100
(0.112)
Mathematical skills: Average 0.146
(0.107)
Mathematical skills: Good 0.207*
(0.109)
Mathematical skills: Very good 0.237**
(0.115)
Risk attitude 0.061**
(0.012)
Financial experience 0.023*
(0.014)
Financial literacy 0.065**
(0.014)
Constant -0.257*
(0.136)
Observations 2,098
R? 0.086
Adjusted R* 0.073
Residual Std. Error 0.476
F-statistic 6.701***

Notes: The dependent variable is an indicator equal to one if Provider B is the
optimal fund provider, i.e., if the investor chose an investment amount above
the threshold. Omitted categories are the corresponding reference categories
for gender, education, job, origin, and mathematical skills. Standard errors in
parentheses. Significance levels: ***p < 0.01, **p < 0.05, *p < 0.1.
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Table 12: Selection of Optimal Fund Provider: Full Sample

(1)
Constant 0.105
(0.108)
CB dominated -0.295***
(0.034)
CB optimal 0.248***
(0.033)
CN dominated -0.313***
(0.033)
CN optimal 0.205***
(0.032)
HL dominated -0.152**
(0.034)
HL optimal 0.163***
(0.034)
Name: Turquoise Lake -0.000
(0.017)
B-optimal 0.302**
(0.018)
Difference to threshold 0.004***
(0.001)
Duration 0.003**
(0.001)
Gender: Male -0.001
(0.019)
Gender: Non-binary -0.046
(0.133)
Age -0.002**
(0.001)
Education: Master craftsman -0.036
(0.047)
Education: Secondary certificate 0.005
(0.034)
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(1

Education: University degree

Education: Other

Job

Job:

Job:

Job:

Job:

Job:

Job:

Job:

Job

: Craft/Skilled trades

Education/Research

Financial sector

Medical work

Office-based work

Pensioner

Public administration

Pupil/Student

: Other

Origin: Africa

Origin: North America

Origin: Australia/Oceania

Origin: Asia

Origin: Central/South America

Origin: Other

0.025
(0.030)
-0.045
(0.084)
-0.024
(0.052)
-0.031
(0.040)
-0.086**
(0.041)
-0.025
(0.042)
-0.038
(0.034)
0.193*
(0.096)
-0.027
(0.050)
-0.062
(0.039)
-0.033
(0.035)
-0.005
(0.025)
0.045
(0.029)
-0.001
(0.116)
0.066**
(0.032)
0.043
(0.039)
-0.097
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(1

(0.079)
Mathematical skills: Low 0.256***
(0.093)
Mathematical skills: Moderate 0.244***
(0.088)
Mathematical skills: High 0.288***
(0.090)
Mathematical skills: Very high 0.330**
(0.095)
Risk attitude -0.004
(0.010)
Financial experience 0.005
(0.012)
Financial literacy 0.023*
(0.012)
Observations 2,098
R? 0.344
Adjusted R? 0.332
Residual Std. Error 0.393
F-statistic 27.67*

Notes: The dependent variable is whether the optimal fund provider was se-
lected. The regression includes task characteristics and participant-level con-
trols. Omitted categories are the corresponding reference categories for the
displayed factor variables. Standard errors in parentheses. Significance levels:
**p < 0.01, **p < 0.05, *p < 0.1.
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B.2 Chat Analysis
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Figure 12: Number of reasoning tokens used per chat (%). Distribution of values (in percent),
grouped into 512-unit bins.

Measure CN CB HL HP
Analytic 02% 00% 0.7% 2.0%
Clout 1.8% 12% 4.0% 5.5%
Authentic 03% 03% 3.0% 2.5%
Tone 152% 19.7% 158% 15.5%

Flesch Reading Ease 0.0% 0.0% 0.0% 0.0%

Table 13: Percentage of missing advisor LIWC-22 and readability scores by treatment. Entries
report the percentage of missing values among advisor messages in each treatment.
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Argument group CN CB HL HP

Return / performance 47 12
Simplicity / convenience

Time horizon

Service / quality

D DO = WO
O W Lh D N
S = NN =

1
2
1
Bonus / incentive 0
0
1

Miscellaneous residual

Table 14: Argument groups behind “Other”. Groups are based on the free-text labels (max. 2
words) generated for cases coded as “Other”.

Table 15: Explorative Analysis: Argument Categories and Push Success

(1) (2) 3) 4)

Constant 0.436*** 0.775** 0.455* 0.773**
(0.082) (0.013) (0.082) (0.015)
Human treatment -0.099***  -0.096***  -0.095***
(0.020) (0.021) (0.022)
Recommendation 0.310"** 0.347** 0.388***
(0.052) (0.052) (0.115)

Fees 0.039 0.017 -0.035
(0.065) (0.064) (0.208)

Risk -0.116*** -0.114*** -0.037
(0.035) (0.034) (0.046)

Authority appeal -0.142* -0.107 -0.064
(0.069) (0.069) (0.220)

Other -0.082* -0.044 -0.166
(0.050) (0.050) (0.123)

No argument -0.028 -0.014 -0.022
(0.079) (0.079) (0.216)

Human x Recommendation -0.060
(0.135)

Human x Fees 0.048
(0.219)

Continued on next page
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) 2) 3) 4

Human x Risk -0.173**
(0.069)
Human x Authority appeal -0.043
(0.231)
Human x Other 0.141
(0.135)
Human x No argument -0.009
(0.233)
Observations 2,000 2,000 2,000 2,000
R? 0.058 0.012 0.068 0.072

Notes: The dependent variable is whether the push worked. Model (1) includes argument categories only.
Model (2) compares Al treatments to human treatments, where Al combines CN and CB, and human combines
HL and HP. Model (3) adds argument categories. Model (4) interacts the treatment indicator with demeaned
argument-category indicators. Standard errors in parentheses. Significance levels: ***p < 0.01, **p < 0.05,
*p <0.1.

Table 16: Explorative Analysis: Advisor Language and Push Success

(1) (2) 3) 4)
Constant 0.466*** 0.801*** 0.508** 0.813***
(0.077) (0.014) (0.077) (0.016)
Human treatment -0.122%*  -0.144***  -0.140***
(0.022) (0.025) (0.025)
Word count -0.000 -0.000 0.000
(0.000) (0.000) (0.000)
Analytic 0.001** 0.001** -0.000
(0.001) (0.001) (0.001)
Clout 0.001* 0.001*** 0.002***
(0.000) (0.000) (0.001)
Authentic 0.002*** 0.001** 0.002**
(0.000) (0.000) (0.001)
Tone 0.002*** 0.002*** 0.002***
(0.000) (0.000) (0.001)

Continued on next page
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) 2) 3) 4

Flesch -0.001* -0.001 -0.001
(0.001) (0.001) (0.001)
Human x Word count -0.001***
(0.000)

Human x Analytic 0.002*
(0.001)

Human x Clout -0.001
(0.001)

Human x Authentic -0.000
(0.001)

Human x Tone -0.001
(0.001)

Human x Flesch -0.001
(0.002)

Observations 1,644 1,644 1,644 1,644

R? 0.026 0.019 0.045 0.052

Notes: The dependent variable is whether the push worked. Model (1) includes advisor-language characteris-
tics only. Model (2) compares Al treatments to human treatments, where Al combines CN and CB, and human
combines HL and HP. Model (3) adds advisor-language characteristics. Model (4) interacts the treatment indi-
cator with demeaned advisor-language characteristics. Observations for which LIWC-22 scores could not be

computed are omitted. Standard errors in parentheses. Significance levels: ***p < 0.01, **p < 0.05, *p < 0.1.
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Persuasiveness Score

Figure 13: Distribution of Claude Haiku 4.5-rated persuasiveness scores for Al and human advice.
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Table 17: Explorative Analysis

: Persuasiveness, Advisor Language, and Push Success

(1) (2) 3) 4)
Constant 0.801*** 0.320** 0.375* 0.159*
(0.014) (0.063) (0.044) (0.081)
Human treatment -0.122%** 0.070 -0.022 -0.063**
(0.022) (0.079) (0.023) (0.025)
Persuasiveness score 0.074** 0.066*** 0.073***
(0.010) (0.007) (0.007)
Persuasiveness x Human -0.016
(0.013)
Word count -0.000***
(0.000)
Analytic 0.000
(0.001)
Clout 0.001*
(0.000)
Authentic 0.001
(0.000)
Tone 0.002***
(0.000)
Flesch 0.000
(0.001)
Observations 1,644 1,644 1,644 1,644
R? 0.019 0.078 0.077 0.106

Notes: The dependent variable is whether the push worked. Model (1) compares Al treatments to human
treatments, where Al combines CN and CB, and human combines HL and HP. Model (2) includes the GPT-
5 mini model-based persuasiveness score and an interaction with the advice type. Model (3) includes both
the treatment indicator and the persuasiveness score. Model (4) additionally controls for advisor-language

characteristics. Observations for which LIWC-22 scores could not be computed are omitted. Standard errors

are reported in parentheses. Significance levels: ***p < 0.01, **p < 0.05, *p < 0.1.
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Table 18: Explorative Analysis: Persuasiveness, Advisor Language, and Push Success

(1) (2) 3) 4)
Constant 0.801*** 0.264** 0.350** 0.170**
(0.014) (0.061) (0.044) (0.079)
Human treatment -0.122%** 0.144~ 0.004 -0.043*
(0.022) (0.075) (0.024) (0.026)
Persuasiveness score 0.107*** 0.090*** 0.099***
(0.012) (0.008) (0.009)
Persuasiveness x Human -0.032**
(0.016)
Word count -0.000***
(0.000)
Analytic 0.000
(0.001)
Clout 0.001*
(0.000)
Authentic 0.000
(0.000)
Tone 0.002***
(0.000)
Flesch 0.000
(0.001)
Observations 1,644 1,644 1,644 1,644
R? 0.019 0.090 0.088 0.117

Notes: The dependent variable is whether the push worked. Model (1) compares Al treatments to human
treatments, where Al combines CN and CB, and human combines HL. and HP. Model (2) includes the Claude
Haiku 4.5 model-based persuasiveness score and an interaction with the advice type. Model (3) includes both
the treatment indicator and the persuasiveness score. Model (4) additionally controls for advisor-language
characteristics. Observations for which LIWC-22 scores could not be computed are omitted. Standard errors

are reported in parentheses. Significance levels: ***p < 0.01, **p < 0.05, *p < 0.1.
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C.1

Prompts for LLM-Based Chat Analysis

Argument Categorization

You code chat interactions from an experimental study.

In this experiment, an investor first chooses how much of a fixed per-period income
to invest in an index fund in each of 6 periods. The remaining income goes to a
savings account. After this investment amount is fixed, the investor chooses between
two providers of the same index fund. The chat interaction concerns only this second

decision: which fund provider to choose.

The investor has already received instructions about the basic setup: there are 6 peri-
ods, the investment amount is already fixed, the provider choice applies to the index-
fund investment, the order commission is charged each period, the management fee is

charged once at the end, and index returns are determined by the experiment.

The providers differ in their fee structures: an order commission charged each period

and a management fee charged at the end.

The chat transcript is formatted as:

Investor: ...

Advisor: ...

Your task is to categorize the chat according to the variables below.
General coding rule:

Keep the following types of variables conceptually separate:

1. whether the advisor recommends or favors a provider;

2. which arguments the advisor uses for the provider choice;

3. whether the investor asks clarification questions;

4. whether the chat contains an actual relevant numerical calculation;
5. whether the advisor discloses an incentive.

Do not code a variable as 1 merely because a word, topic, number, fee, percentage, or
provider label appears in the chat. Code the variable as 1 only if the definition below

1s satisfied.
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recommendation:

This variable captures whether the advisor recommends, favors, promotes, or verbally

evaluates one provider as better than the other.

0 =The advisor does not recommend, favor, promote, or verbally evaluate one provider

as better than the other.

1 = The advisor recommends, favors, promotes, or verbally evaluates one provider as
better than the other.

The advisor does not need to use the exact word recommend. Phrases such as ’I would
choose A’, A is better’, "A is more suitable’, A is the best option’, or *you should

choose A’ count as recommendation = 1.

Do not code recommendation = 1 if the advisor only reports information or numerical
results without stating or implying in words which provider should be chosen or is
better.

Advisor argument variables:

The variables fees, risk, authority_appeal, and other capture which arguments the ad-

visor uses for the provider choice.

An advisor argument is a reason given by the advisor for evaluating, favoring, promot-

ing, or recommending one provider.

Merely reporting facts, numbers, or calculation results is not enough for an advisor
argument unless the advisor uses them as a reason for evaluating, favoring, promoting,

or recommending a provider.
fees:

This variable captures whether the advisor uses the providers’ fee structure as an ar-

gument for the provider choice.

The fee structure consists of both:

- the order commission charged each period;

- the management fee charged at the end.

0 = The advisor does not use the fee structure as an argument for evaluating, favoring,

promoting, or recommending a provider.
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1 = The advisor uses the fee structure as an argument for evaluating, favoring, promot-

ing, or recommending a provider.

This includes arguments based on the order commission, the management fee, the
tradeoff between order commission and management fee, total fees, lower fees, higher
fees, relative fee burden, or whether one part of the fee structure is more important for

the investor’s chosen investment amount.
Merely stating, explaining, or clarifying the fee structure is not enough for fees = 1.
risk:

This variable captures whether the advisor uses risk-related reasoning as an argument

for the provider choice.

0 = The advisor does not use risk-related reasoning as an argument for evaluating,

favoring, promoting, or recommending a provider.

1 = The advisor uses risk-related reasoning as an argument for evaluating, favoring,

promoting, or recommending a provider.

Risk-related reasoning includes arguments about risk attitude, risk tolerance, safety,
uncertainty, volatility, downside risk, upside potential, or one provider being safer or

riskier than the other.

Examples include arguments such as:

- if the investor is risk-averse, they should choose a certain provider;
- if the investor is willing to take more risk, they should choose a certain provider;
- one provider is safer, more conservative, riskier, or more volatile than the other;

- one provider is better because it protects more against downside risk or gives

more upside potential.
Do not code risk = 1 merely because the advisor mentions returns, future returns, index
performance, or uncertainty about future outcomes.

Do not code risk = 1 if the advisor only says that the final outcome depends on future
returns or index performance, unless this uncertainty is used as a reason for choosing

one provider over the other.

authority_appeal:
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This variable captures whether the advisor uses authority, expertise, experience, or

trust as an argument for the provider choice.

0 = The advisor does not use authority, expertise, experience, or trust as an argument

for following the advice.

1 = The advisor explicitly uses authority, expertise, experience, or trust as an argument

for following the advice.
Ordinary recommendation language is not enough for authority _appeal = 1.
other:

This variable captures whether the advisor uses another substantive argument for the

provider choice that is not fees, risk, or authority.

0 = The advisor does not use another substantive argument for evaluating, favoring,

promoting, or recommending a provider.

1 = The advisor uses another substantive argument for evaluating, favoring, promoting,

or recommending a provider that is not fees, risk, or authority.

Do not code other = 1 for arguments about regular contributions, repeated invest-
ments, lump-sum investments, investment amount, final balance size, or how these
affect the relative importance of order commissions and management fees. These are

fee-structure arguments and should be coded under fees.
other_argument:

If other = 1, give a very short label, maximum two words, describing the other argu-

ment.
If other = 0, return an empty string.
clarification_question:

This variable captures whether the investor asks about the rules or mechanics of the

experiment, rather than asking which provider is better.
0 = The investor does not ask about the rules or mechanics of the experiment.

1 = The investor asks at least one question or makes at least one request for explanation

about the rules or mechanics of the experiment.

Code clarification_question = 1 only if the investor asks about information that defines

how the experiment works, such as:
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- how many periods there are;

- what decision the investor is making;

- whether the investment amount can still be changed;

- whether the provider choice applies to the index-fund investment;

- whether the order commission is charged each period or only once;
- when the management fee is charged;

- how returns are determined;

- whether fees, returns, or provider features can change during the experiment.
Also code clarification_question = 1 if the investor expresses confusion about these
rules or asks the advisor to explain or repeat these rules.

Do not code clarification_question = 1 merely because the investor asks for advice, a

recommendation, or a comparison of providers.

Code clarification_question = 0 for provider-choice questions such as:

Which provider is better?

Which provider should I choose?

What is the difference between Provider A and Provider B?

Which fee should I pay more attention to?

What are the benefits of choosing Provider B?

Why should I choose this provider?

Can you compare the providers?

Important boundary rule:

If the investor asks about how a fee works as a rule of the experiment, code 1.
If the investor asks about how fees affect which provider is better, code O.
Calculation variables:

calculation_present:

This variable captures whether the chat contains an actual relevant numerical calcula-

tion for the provider choice.
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Code this variable based on the chat as a whole, focusing on what the advisor actually

calculates or explains numerically.
0 = The chat contains no actual relevant numerical calculation for the provider choice.
1 = The chat contains an actual relevant numerical calculation for the provider choice.

An actual numerical calculation requires numbers being used in a numerical operation,
comparison, or derivation that is relevant to the provider choice. This includes simple

arithmetic as well as more complex calculations.

Code calculation_present = 1 if the advisor calculates, derives, or numerically com-

pares any relevant provider-choice consequence, such as:

- the amount actually invested after subtracting an order commission;
- the total order commissions over several periods;

- the management fee paid at the end;

- the total or relative fee burden of one provider;

- expected final values;

- payoff calculations;

- expected value calculations;

- scenario calculations;

- break-even calculations;

- multi-step numerical comparisons between providers.

Simple one-step calculations count as calculation_present = 1 if they are relevant to the
provider choice. For example, if the advisor calculates that an investment amount of 60
minus an order commission of 2 leaves 58 actually invested, then calculation_present
=1.

Code calculation_present = 1 if the advisor derives a numerical fee difference or total
fee consequence, such as saying that one provider costs 4 ECU more per period or 24

ECU more over 6 periods.

Do not code calculation_present = 1 merely because numbers, fees, percentages, in-

vestment amounts, or provider labels appear in the chat.

Do not code calculation_present = 1 for purely verbal or qualitative reasoning, even if

the reasoning is about fees, time, returns, or tradeoffs.
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Do not code calculation_present = 1 if the advisor only states numerical input values

without performing or explaining a numerical calculation.
calculation_sophistication:

This variable captures how sophisticated the actual relevant numerical calculation in
the chat is.

0 = No actual relevant numerical calculation is present. Use O if and only if calcula-

tion_present = 0.

1 = Low sophistication.

2 = Medium sophistication.
3 = High sophistication.

If calculation_present = 0, calculation_sophistication must be 0. If calculation_present

= 1, calculation_sophistication must be 1, 2, or 3.

Code this variable based on the chat as a whole. Consider how elaborate the calcula-
tion is, whether it directly compares the providers, whether it uses several steps, and

whether it involves more advanced quantitative reasoning.

Use this as a broad judgment scale. Do not require exact boundaries between 1, 2, and
3.

When uncertain between two sophistication levels, choose the lower level.

Separate disclosure variable:

incentive_disclosure:

This variable captures whether the advisor discloses or mentions their own incentive.

0 = The advisor does not disclose or mention their own incentive, bonus, commission,

payment, or assigned interest.

1 = The advisor discloses or mentions their own incentive, bonus, commission, pay-

ment, or assigned interest.
The incentive_disclosure variable is separate from the advisor argument variables.
chat language variable:

chat_in_english:
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C.2

This variable captures whether the substantive chat interaction is in English.
0 = The substantive chat interaction is not in English.
1 = The substantive chat interaction is in English.

Code chat_in_english = 1 if the main working language of the chat is English, even
if the chat contains minor greetings, filler words, names, or short phrases in another

language.

For example, code chat_in_english = 1 if the investor writes something like hola, which

provider should I choose?, because the substantive question is in English.

Code chat_in_english = 0 if the advisor’s substantive advice, explanation, argument, or
recommendation is mainly not in English, even if the investor writes in English or the

chat contains some English words.

Code chat_in_english = 0 if the provider recommendation or the main reasoning is

given mainly in another language.

When uncertain, focus on the language used for the advisor’s substantive provider-

choice advice.

Return only the coded variables.

Persuasiveness Score

You code chat interactions from an experimental study.

In this experiment, the investor receives 100 ECU in each of 6 periods. Before the
chat begins, the investor has already chosen a fixed amount to invest in the EGE Index
in every period. The same investment amount is used in all 6 periods and cannot be
changed during the chat. Any remaining ECU are placed in a savings account that

earns no interest.

The investor must then choose between two providers offering funds that track exactly
the same EGE Index. The provider choice applies to the investor’s index-fund invest-
ments in all 6 periods. Both providers are exposed to exactly the same index returns.
They do not differ in investment performance, market risk, volatility, or the underlying

asset. They differ only in their fee structures.

In each period, the EGE Index increases by 30% with a probability of 70% and de-
creases by 10% with a probability of 30%. The return in each period is determined
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independently by the experiment and is the same under both providers.
The providers differ in two fees:

The order commission is a fixed amount deducted from the investor’s chosen index-

fund investment in each period before the remaining amount is invested.

The management fee is a percentage deducted once from the final value of the in-

vestor’s index-fund holdings after period 6.

Provider A charges an order commission of 2 ECU per period and a management fee of
9%. Provider B charges an order commission of 6 ECU per period and a management
fee of 3%. The commercial provider names may vary across chats, but these two fee

structures remain the same.

Because both providers track the same index, which provider yields the higher final
payout depends only on the investor’s fixed investment amount and the fee structures,

not on the sequence of index returns.

The investor has already received instructions explaining the 6-period structure, the
fixed investment amount, the savings account, the index-return process, the provider
choice, and the timing of both fees. Nevertheless, during the chat, the investor may
ask questions, express confusion, provide little information, or misunderstand parts of
the task.

Fundamental coding principle:

The persuasiveness score must be independent of whether the advisor promotes the

objectively optimal provider for the investor’s chosen investment amount.

Do not reward the advisor for promoting the objectively optimal provider, and do
not penalize the advisor merely for promoting the objectively inferior provider. An
advisor can communicate very persuasively while promoting the inferior provider, and

an advisor can communicate unpersuasively while promoting the superior provider.

Likewise, promoting the inferior provider, presenting a one-sided argument, omitting
counterarguments, exaggerating the importance of one part of the fee structure, or
failing to mention the optimality threshold is not, by itself, evidence of low persua-

siveness. These may instead be features of biased persuasion.

Judge only the content of the transcript. Do not infer or guess whether the advisor is a
human or an Al, and do not allow assumptions about humans or Al systems to affect

the score.
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The chat transcript is formatted as:
Investor: ...

Advisor: ...

OVERALL PERSUASIVENESS
persuasiveness_score:

Rate the overall persuasiveness of the advisor’s communication on an integer scale

from 1 to 9.
The question is:

How persuasive does the advisor’s communication come across as an attempt to move
the investor toward, or reinforce the investor’s choice of, the provider favored by the

advisor?

The advisor may favor a provider explicitly or implicitly through the overall direction

of the advice.

Judge the advisor’s communication as a whole and in light of the questions, concerns,

objections, or information provided by the investor.

Assess the overall apparent persuasive force of the advisor’s communication, not whether
the advisor’s reasoning is objectively valid, normatively good, economically sound, or

likely to persuade an ideal fully informed and perfectly rational decision-maker.

Persuasiveness may arise from any combination of features, including reasoning or
explanation, framing, confidence or decisiveness, apparent expertise or credibility,
clarity, tone, rhetorical or emotional appeal, responsiveness, tailoring, engagement,
conversational delivery, or other aspects of the communication. These features are il-
lustrative, not a checklist. None is required, and no feature should be scored separately
or rewarded mechanically. Polished or professional communication can contribute to
persuasiveness, but brief, informal, or imperfectly written communication can also be

highly persuasive.

The central task is to form a single holistic judgment of how persuasive the advisor’s
own communication comes across as an attempt to move this investor toward, or rein-

force this investor’s choice of, the provider favored by the advisor.

Treat substantive advice given in English as understandable to the investor, regardless

of the language used by the investor in the chat. Do not infer an English-language
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comprehension problem merely because the investor writes in another language. When
the advisor gives substantive advice in a language other than English, assess it as
accessible only if the transcript provides clear evidence that the investor understands
that language.

Assess apparent persuasiveness, not objective correctness. A factually incorrect, mis-
leading, biased, incomplete, or one-sided argument may still sound highly persuasive.
Do not reward or penalize the advisor based on whether the promoted provider is ob-
jectively optimal for the investor’s chosen investment amount. Do not substitute your
own assessment of whether the advisor’s reasons are correct or normatively good for

the requested judgment of how persuasive the communication comes across.

The investor’s eventual agreement, stated provider choice, gratitude, disagreement,
rejection, or any other reaction to the advice must play no role whatsoever in the score.
These are outcomes of the interaction and must not be treated as evidence that the
advisor’s communication was or was not persuasive. Investor statements matter only
insofar as they establish the conversational context, such as the questions, concerns,
or objections to which the advisor could respond. Base the score exclusively on the

advisor’s own communication.

Do not mechanically reward longer messages, a larger number of messages, numerical
calculations, technical language, or an explicit recommendation. These features matter
only insofar as they make the advisor’s communication more persuasive in the context

of the conversation.

Use the following scale anchors:
1 = Not at all persuasive.

5 = Moderately persuasive.

9 = Exceptionally persuasive.

Use the intermediate integer scores for cases falling between these anchors. When

uncertain between two adjacent scores, choose the lower score.

Return a single valid JSON object containing exactly the following variables and no

additional text, explanation, or markdown:

persuasiveness_score: an integer from 1 to 9
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D Instructions

Welcome to the study!

This study takes approximately 15 minutes and is funded by the University of Bayreuth. Your par-
ticipation is voluntary, and you can withdraw at any time without giving a reason. Early termination
of the study will result in exclusion from all payments, but will not have any other consequences

for you.

You will receive a fixed payment of £2.50 (approximately €3.00) for participating in this study.
In addition, you may earn a substantial bonus that depends on your decisions and on chance.
Please read the following instructions carefully, as your earnings will depend on your choices.

Your total compensation will be credited to your Prolific account upon completion of the study.

Please find a neutral and quiet environment for your participation, where you will not be distracted.
Please also turn off any mobile devices (e.g., cell phone, smartwatch) and put them and any other
unnecessary items aside. Please only use the programs and functions on your computer that are

intended for the study.

As part of this study, your answers and decisions will be collected. Your Prolific ID will be pro-
cessed solely for the purpose of allocating the possible bonus payment. The study is provided via
the service provider Heroku (Salesforce, Inc., USA). This may involve data being transferred to
the USA. The data collected will be used exclusively for scientific research purposes. The privacy

policy below (at the bottom of this page) applies.

Detailed instructions for this study will be displayed on the screen shortly. Please read them

carefully. You will then be asked comprehension questions.

If you answer the same comprehension question incorrectly twice, you will still receive the fixed
payment of £2.50 upon completion of the study. However, you will be automatically excluded from

receiving any bonus payment.
Treatments CN, CB, HL and HP

During the study, you may be asked to use text boxes or chat functions. Please do not enter any
personal or identifying information about yourself or other people there (for example, names, email
addresses, phone numbers, home addresses, or social media handles). This helps ensure that your

responses can be processed in an anonymous form for research purposes.
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All Treatments

By participating, I agree that my answers and decisions, as well as my Prolific ID, may be pro-
cessed. I also consent to the transfer of my data to Heroku (Salesforce, Inc., USA). I understand
that I can withdraw my consent at any time, even after submission, without giving reasons, with ef-
fect for the future. If I withdraw this consent, all personal data will be deleted or blocked; research

data that has already been anonymized can no longer be assigned to my profile.

(O I have carefully read the introductory text above, taken note of the rules of the study and the

privacy policy below, and expressly agree to my participation and the associated data processing.

Click ‘Next’ to proceed to the instructions.

D.1 Investors

Instructions: investment savings plan

Treatments NA and CN
In this study, you can set up an investment savings plan that runs for 6 periods.
Treatments CB, HL. and HP

In this study, there are two distinct roles, each assigned to one participant: an investor and a

(commercial) bank / an advisor. You have been assigned the role of the
investor.

Your task is to set up an investment savings plan that runs for 6 periods.
All Treatments

In each period, you receive a disposable income of
100 ECU

(ECU = Experimental Currency Unit). For payment, 100 ECU correspond to £0.25.

You will make two decisions in this study:
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1. First, you decide how much of the 100 ECU per period to allocate to a fictitious index fund
investment. The remaining amount is automatically placed in a fictitious savings account.
You make this decision only once at the beginning of the study, and the same allocation is

applied in all 6 periods.

2. Second, after you have made this allocation decision, you choose the index fund provider
through which your index fund investment will be made. You make this decision only once,

and the same provider is used in all 6 periods.
Treatment CB

At this stage, the bank provides a chatbot that assists you in making your choice; that is, an
Al-based chatbot that offers advice.

Treatment HL
The advisor will be there to assist you at this stage.
Treatment HP

The advisor will be there to assist you at this stage and is another participant registered on

Prolific as a professional financial advisor.

Investment options
You can allocate your disposable income of 100 ECU per period between:

1. Index fund investment: The fund tracks the Experimental Global Equity (EGE) Index,

a diversified index representing a portfolio of fictitious international stocks.

2. Savings account: Money kept in the savings account earns no interest.
In each period, the value of the EGE Index either

* increases by 30% with probability 70 %, or

* decreases by 10% with probability 30%.

These returns apply in each period to the total amount invested in the index fund at that time.
Money invested in earlier periods remains invested until the end of period 6. These returns are

therefore compounded over time.
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Index fund providers and fees

You cannot invest in the EGE Index directly. Instead, you invest through an index fund provider
that offers an index fund tracking the EGE Index.

Each provider charges fees for its services:

* Order commission: A fixed fee charged each time you invest in the index fund. This fee is

deducted from the amount you invest in that period (between 2 and 6 ECU).

* Management fee: A percentage fee charged on the total value of your index fund invest-
ment. The management fee is deducted once, after the last period, from the final value of

your index fund investment (between 3% and 9%).

You will learn the exact fee structure of the available providers after you decide how much to

allocate to the index fund investment.

Treatment CB
When choosing an index fund provider, you may request advice from the chatbot provided by your
bank.

Treatments HL. and HP
When choosing an index fund provider, you may request advice from another participant who has

been assigned the role of financial advisor.

Payment
At the end of period 6, you receive the total final value of the savings account and the index fund
investment. This total determines your bonus payment in this study.

The final amount is converted from ECU into pounds, using the exchange rate 100 ECU = £0.25.

Treatment CB
The participant assigned the role of your bank receives a bonus payment, the size of which depends

on your choice of fund provider.

Treatments HL. and HP
The participant assigned the role of your advisor receives a bonus payment, the size of which

depends on your choice of fund provider.
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Comprehension questions

Please answer the following comprehension questions.

1. How often do you decide how to allocate the 100 ECU between the savings account and the
index investment?

(O I make a new allocation decision in each of the 6 periods.
(O I make one allocation decision at the beginning, and it is applied automatically in all periods.

(O I decide only in the final period how the money is allocated.

2. How much money do you have available to allocate?
(O 100 ECU in total for the entire study.
(O 100 ECU in each period, for a total of 600 ECU over the 6 periods.

Click ‘Next’ to check your answers.

D.2 Banks and Adyvisors

Instructions: investment savings plan

In this study, there are two distinct roles, each assigned to one participant: an investor and a
(commercial) bank / an advisor. You have been assigned the role of the

bank / advisor.

Treatment CB
You do not make any decisions yourself, and you do not communicate with the investor. However,

you may receive a bonus payment depending on the investor’s decisions.

Treatments HL. and HP

Your task is to provide advice to another participant acting as an investor.

Treatments CB, HL and HP

The investor can set up an investment savings plan that runs for 6 periods. In each period, the
investor receives a disposable income of
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100 ECU
(ECU = Experimental Currency Unit). In this study, all monetary amounts are stated in ECU. For
payment, 100 ECU correspond to £0.25.
The investor will make two decisions in this study:
1. First, the investor decides how much of the 100 ECU per period to allocate to a fictitious
index fund investment. The remaining amount is automatically placed in a fictitious sav-

ings account. They make this decision only once at the beginning of the study, and the same

allocation is applied in all 6 periods.

2. Second, after the investor has made that allocation decision, they choose the index fund
provider through which the index fund investment will be made. They make this decision

only once, and the same provider is used in all 6 periods.
Treatment CB

At this stage, the bank provides the investor with a chatbot that assists them in making the

choice; that is, an Al-based chatbot that offers advice.
Treatments HL. and HP

At this stage, you will provide financial advice. Before the investor makes this provider

choice, you will be able to exchange messages with the investor via a chat window.
Treatment HP

The investor is told that you are registered as a financial advisor on Prolific.

Investment options
The investor can allocate their disposable income of 100 ECU per period between:

1. Index fund investment: The fund tracks the Experimental Global Equity (EGE) Index,

a diversified index representing a portfolio of fictitious international stocks.

2. Savings account: Money kept in the savings account earns no interest.
In each period, the value of the EGE Index either

* increases by 30% with probability 70%, or

* decreases by 10% with probability 30%.
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These returns apply in each period to the total amount invested in the index fund at that time.
Money invested in earlier periods remains invested until the end of period 6. These returns are

therefore compounded over time.

Index fund providers and fees
The investor cannot invest in the EGE Index directly. Instead, they invest through an index fund
provider that offers an index fund tracking the EGE Index.
Each provider charges fees for its services:

* Order commission: A fixed fee charged each time they invest in the index fund. This fee is

deducted from the amount they invest in that period (between 2 and 6 ECU).

* Management fee: A percentage fee charged on the total value of the index fund investment.
The management fee is deducted once, after the last period, from the final value of the index

fund investment (between 3% and 9%).

Treatment CB

The exact fee structure of the available providers will be displayed after you were matched with
the investor.

Treatments HL. and HP

The exact condition for receiving this bonus will be shown together with the provider information

on the next pages.

Payment

In addition to the fixed payment, you may earn an additional bonus. Whether you receive this
bonus depends on the investor’s choice of index fund provider. The exact condition for receiving

this bonus will be shown together with the provider information on the next pages.

Comprehension questions

Please answer the following comprehension questions.

1. How often does the investor decide how to allocate the 100 ECU between the savings
account and the index investment?

(O The investor makes a new allocation decision in each of the 6 periods.
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(O The investor makes one allocation decision at the beginning, and it is applied automatically in

all periods.

(O The investor decides only in the final period how the money is allocated.

2. How much money does the investor have available to allocate?
(O 100 ECU in total for the entire study.
(O 100 ECU in each period, for a total of 600 ECU over the 6 periods.

Click ‘Next’ to check your answers.
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