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Consumer intertemporal preferences

Gal Zauberman' and Oleg Urminsky?

Consumers’ intertemporal preferences have been studied
across multiple theoretical and applied areas. This article
outlines research showing that the context in which
intertemporal preferences are expressed matters, as well as
research exploring the mechanisms that account for these
effects. These processes range from emotion-based to various
cognitive-based accounts, and focus on the outcomes relevant
to the choice, the future self, the perception of resources, and
the perception of the time horizon relevant to the choice. The
various mechanisms surveyed all tend to result in a heightened
motivation for an immediate outcome, compared to a distant
one. Understanding these mechanisms can yield better
designed behavioral interventions that could increase
farsighted consumer decision making and improve consumers’
long-term well-being.
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Intertemporal choices range from the very simple to the
complex, but all hinge on a tradeoff between a sooner
outcome with lower value (e.g. $10 tomorrow) and a later
outcome with higher value ($20 in a year). A wide range of
consumer decisions share this basic temporal structure,
such as whether to have a cookie for dessert or opt for
the healthier but less tasty option; whether to purchase
the more costly and efficient appliance or car that pro-
vides savings in the future; whether to spend money and
time now to refinance a mortgage to a lower future
interest rate, or even whether to impose a carbon tax
now for future environmental benefit.

The literature on intertemporal preferences, across mul-
tiple academic disciplines, including economics, psychol-
ogy, business, and public policy has grown extensively
over the last 25 years. The amount of new research on

intertemporal choice is due to both the complexity of the
psychological processes and the wide range of potential
applications. Prior reviews have discussed how the time
discounting literature in economics and psychology de-
veloped [1°°], models of intertemporal choice [2], and the
psychological foundations of intertemporal decisions and
their behavioral implications [3°°].

In this short review article we will therefore only provide
an introduction to this vast literature, focusing on what
motivates consumer patience or impatience. The main
goal of the current article is primarily to introduce the
reader to the psychological foundation of intertemporal
decisions, and will be structured as follows: (a) a brief
discussion of early work, mostly examining empirical
regularities, followed by (b) a discussion key psychologi-
cal processes that underlie these decisions.

The nature of intertemporal preferences

In intertemporal decisions, people discount the value of
an option, based on the delay to receive the option. The
amount by which an option’s value declines when it is
delayed is captured by a discount rate. Early research on
the behavioral aspects of intertemporal preferences has
documented numerous ‘anomalies’, or violations of a
normative standard — the discounted utility model [4].
In particular, the normative model assumes that the
discount rate in intertemporal decisions is constant and
does not depend on the source of utility (e.g. whether the
now vs. later decision is about time, money, or food), since
it is the utility that is being discounted. A great deal of
evidence has been amassed showing that these assump-
tions are commonly violated [1°°,3°°].

The first notable empirical finding is impatience — indi-
viduals tend to forego larger future rewards in order to
receive smaller rewards sooner, a behavior that has often
been referred to as high rate of discounting. Researchers
have also documented a great deal of heterogeneity across
people and situations in their degree of patience. It is
often unclear what constitutes a non-normatively high
rate of discounting, and the prevailing monetary market
rates are often used as a basis of comparison. However,
other normative factors such as risk, low liquidity and
short-term opportunity costs may also contribute to high
discount rates.

Researchers have also documented that intertemporal
preferences are highly context dependent. For example,
the empirical discount rate is higher for short delays than
longer delays, higher for smaller amounts than larger
amounts, higher for gains than for losses [5], higher when
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delaying a current amount than when expediting a future
amount [6,7], higher when expressed in terms of delays
rather than dates (e.g. on March 1st vs. in 6 months) [8,9],
and is often different for different resources (e.g. higher
for future time than future money [10°°]).

The empirical regularity that has received the most
attention is the sensitivity of discount rates for a given
delay to when that delay will occur. A large literature has
demonstrated higher (annualized) discounting for delays
of immediate outcomes than for the same delay of a future
outcome. That is, while people often require more to
delay for one year than one month, the annualized (or per
day) rate will typically be higher for shorter than longer
periods. For example, Thaler [5] found median discount-
ing over a set of values to be 345% over a one-month
delay, 120% over a one-year delay, and only 19% over a
10-year delay. The implication of this sensitivity of dis-
counting to time horizons is that preferences are time
inconsistent, which would then result in preference rever-
sals [11°]. For instance, a person who prefers $1 today over
$2 in a week might nevertheless prefer $2 in a year and
one week over $1 in a year. This tendency for higher
discounting of present delays is often referred to as
‘hyperbolic discounting,’ ‘declining impatience,’ or ‘pres-
ent bias’.

Psychological determinants of intertemporal
choice

The early work documenting empirical regularities and
violations of normativity provided an important step in
our understanding of how people make intertemporal
tradeoffs, but the psychological factors underlying time
preferences were not of primary interest. More recently,
research has shifted toward a more systematic study of the
psychological determinants of intertemporal preferences.

It is important to note upfront that intertemporal prefer-
ences are complex and no single psychological mecha-
nism could possibly explain all situations. Still,
understanding the psychological underpinnings may re-
sult in a better understanding of intertemporal prefer-
ences and behavioral interventions that would influences
preferences.

Emotional accounts. George Ainslie [11°] noted the cen-
tral role of impulsivity in intertemporal decisions. Loe-
wenstein [12] argued that visceral factors, especially drive
states (e.g. hunger), have a significant influence on inter-
temporal decisions, in particular because people often do
not anticipate the influence of these factors on their
decisions. Stimuli that are associated with such factors
and can thus satisfy the particular state of deprivation
(such as water when thirsty, etc.) are most likely to display
impulsive preferences that are difficult to anticipate. In
line with this affect based mechanism, Shiv and Fedor-
ikhin [13] present evidence that the preference for an

affect-rich chocolate cake (with immediate benefits of
taste) versus a more affect-poor fruit salad (with long-term
benefits of health) increases when cognitive resources are
low (e.g. under cognitive load), reducing people’s ability
to override impulsive tendencies. However, there is also
evidence that the discounting of visceral rewards over
short experienced delays, where impulsivity is likely to
play the largest role, represents a different type of dis-
counting, distinct from prospective discounting of future
monetary rewards [14]. Differences in emotional states
may also directly impact discounting, such as sad people
being more impatient [15].

Goal proximity. Intertemporal choices may also represent
a conflict between competing goals. Consistent with this
possibility, Urminsky and Kivetz [16] document a ‘mere
token’ effect, in which providing perceived progress on
the immediacy goal (i.e. adding a small immediate
amount to both the sooner-smaller and later-larger
options) increases the later-goal motivation (choices of
the later-larger option), particularly when choice conflict
is high. More broadly, the preference for immediacy in
time discounting parallels the goal gradient in motivation,
in which nearer outcomes are more motivating [17,18°°].
While some goal gradient results could be explained by
discount rates, Urminsky and Goswami [19] indepen-
dently manipulate goal completion and reward timing,
and find evidence that goal gradient effects may contrib-
ute to elicited time discounting.

Connectedness. Intertemporal choices involve a tradeoff
between costs and benefits to the present and future self.
Parfit [20] argued that people who see their present and
future selves as the same person should normatively
weight delayed outcomes more highly than if they see
the future self as fundamentally different, almost like
another person. Recent empirical research suggests that
the degree of psychological ‘connectedness’ people have
with their future self (i.e. the perceived stability of their
identity [21]) relates to their motivation to forego imme-
diate consumption and benefit the future self [22°,23°°].
Neural-activation approximations of connectedness cor-
relate with discount rates [24], and people who have been
made to feel more connected to their future selves exhibit
lower discount rates [23°°].

Differences in perceived connectedness over time can
also help explain hyperbolic discounting [22°], as both
patience and connectedness to the future self decline
more over time from the present than from a future
starting point.

Mental representation. The way in which options are
mentally represented seems to play a key role in inter-
temporal choices. Construal Level Theory [25] argues
that evaluations of the near future are more concrete,
whereas the evaluations of future outcomes are more
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