


and high other-focus (Davis et al., 2011; Nadelhoffer & Wright, 2017; 
Worthington Jr. et al., 2021). Specifically, low self-focus indicates that 
humble individuals have a more accurate view of the self and possess a 
low self-focus cognitive tendency, which can 
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intercepts for each participant. The model's AIC value was 130.21. The 
ICC value was 0.38, indicating that the use of a LMM model was 
appropriate. The results (see Table 1) indicated that the main effect of 
trait humility was significant, with β = � 0.305, t = 70.0, p < 0.001, and 
a 95 % confidence interval of [0.090, 0.340]. The main effect of game 
type was also significant, with β = � 0.305, t = 7.0, p < 0.001, and a 95 % 
confidence interval of [� 0.402, � 0.209]. Furthermore, when the 
interaction term between trait humility and game type was added to the 
model, the coefficient for the interaction term was not significant and 
the AIC value increased to 135.25, suggesting a worse fit for the model 
with the interaction term included.

2.2.3. Offers in feedback
The result of a 2 (humility: high humility vs. low humility; between- 

subjects) × 2 (game type: UG vs. DG; within-subjects) mixed design 
ANOVA on the offers in feedback (unrelated to rewards), were consistent 
with the proportion of choices for the fair offers. The main effect of 
humility was significant, F(1, 64) = 5.57, p = 0.021, ηp

2 = 0.080, indi
cating that individuals in the high humility group (M = 62.06, SD =
16.87) allocated a smaller percentage to themselves in the feedback 
offers compared to those in the low humility group (M = 68.10, SD =
19.49). The main effect of game type was also significant, F(1, 64) 
=92.09, p < 0.001, ηp

2 = 0.590, indicating that individuals allocated a 
smaller percentage to themselves in the UG (M = 53.77, SD = 6.37) 
compared to the DG (M = 76.58, SD = 19.53). The interaction between 

humility and game type was also not significant, F(1, 64) = 3.31, p =
0.074.

2.3. Discussion

Study 1 found that individuals with high humility traits exhibited 
higher levels of fairness behavior. Regardless of whether humility traits 
were grouped or calculated as continuous variables, the results consis
tently showed that individuals with high humility traits made fairer 
decisions, even when it involved allocating rewards that affected their 
own interests, in both the UG and the DG tasks where they acted as 
proposers. Consistent results were also observed in offers in feedback 
which were unrelated to self-interest. Furthermore, although situational 
power (i.e., game type) influenced individuals' fairness behavior, 
humble individuals behaved more fairly both in situations of high 
situational power (DG) and low situational power (UG).

3. Study 2: the influence of humility priming on fairness

Study 1 found a positive correlation between trait humility and 
fairness, and that individuals with high humility traits behaved more 
fairly in both the UG and DG. Based on the results of Study 1, Study 2 
would explore whether priming individuals' humble state promote their 
fair behavior. Moreover, individuals' fairness perceptions, defined as an 
person's subjective feeling and evaluation of fairness, are also important 
factors (Chai et al., 2024; Ma et al., 2015; Woodley, 2017). Therefore, in 
addition to fair behavior, Study 2 also included the measurement of 
fairness perceptions to investigate whether the fair behavior of humble 
individuals stems from their own beliefs about fairness. In Study 2, we 
hypothesized that priming individuals' humble state would promote 
them to exhibit fairer behavior and possess a higher level of fairness 
perceptions.

3.1. Method

3.1.1. Participants
Same as study 1, the required sample size is 34. We recruited a total 

of 60 undergraduate students from the Peking University randomly 
(38.3 % male), ranging from 17 to 26 years old (M = 20.27, SD = 1.98). 



Participants could get a certain reward after the study.

3.1.2. Design
Study 2 employed a 2 (priming condition: humility vs. control; be

tween-subjects) × 2 (game type: UG vs. DG; within-subjects) mixed 
design. As in Study 1, the dependent variables included the proportion of 
choices for the fair offers and 
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3.3. Discussion

Study2 revealed that priming a humble state in individuals promoted 
their fairness behavior, as they exhibited greater fairness in both UG and 
DG. Furthermore, we confirmed that humble individuals had higher 
levels of fairness perceptions in Study 2. We also found that situational 
power influenced individuals' fairness perceptions: when individuals 
had greater situational power, they perceived receiving more rewards as 
fair, rather than adhering strictly to absolute fairness. However, the 
impact of situational power on fairness perceptions was moderated by 
humility, particularly in the DG where in 



4.2. The feasibility and necessity of cultivating the virtue of humility

In our studies, priming humble state in individuals also promoted fair 
behavior. Humility is not just a personality trait but also a dynamically 
changeable state (Kesebir, 2014; Stellar et al., 2018), which is related to 
the developmental process of humility on oneself. Humility originates 
from the particular psychological positioning of oneself within the 
context of a larger world, and when individuals not merely focus on self- 
interest and pay attention to other morally relevant individuals, the 
humble state emerges. Therefore, in the studies, when individuals read a 
story portraying humility and recalled similar experiences, they entered 
a state of humility and subsequently exhibited more fair behavior in 
economic games. Our results also provide confidence in cultivating the 
virtue of humility and others, as everyone can enter the humility state 
and thereby develop the humble virtue through appropriate means.

From the perspective of the positive effect of fairness, cultivating the 
virtue of humility is also crucial. Fairness is not only a principle of social 
interaction (Rescher, 2002) but also an important virtue on oneself 
(Peterson & Seligman, 2004). People generally have a tendency towards 
fairness (McAuliffe et al., 2017), but they often face temptations of 
selfishness (Burrus & Mattern, 2010). The key issue about fairness is how 
to promote fair behavior in individuals. This question is typically 
explored from two aspects: the situations in which individuals behave 
more fairly and the traits that make individuals fairer. Previous research 
has demonstrated that both situational factors and traits can influence 
individuals' fairness (Hilbig & Zettler, 2009; Yamagishi et al., 2017). 
However, situations may not always be changeable, and decisions often 
need to be made in specific situations. In such cases, how can in
dividuals' fairness be enhanced? Our study found that humility can 
promote individuals' fairness. Furthermore, the study 
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