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Abstract

We study indirect reciprocity and strategic reputation building in an experimental helping game.
At any time only half of the subjects can build a reputation. This allows us to study both pure indirect
reciprocity that is not contaminated by strategic reputation building and the impact of incentives for
strategic reputation building on the helping rate. We ..nd that while pure indirect reciprocity appears
to be important, the helping choice seems to be infuenced at least as much by strategic considerations.
Strategic do better than non-strategic players and non-reciprocal do better than reciprocal players,
casting doubt on previously proposed evolutionary explanations for indirect reciprocity.

Studujeme nepgimou reciprocitu a strategické budovani reputace v experimentalni pomocné hge. V
libovolném momenté mége pouze polovina subjekt& budovat reputaci. Tento ppedpoklad ndm umogpuje
studovat jak pistou neppimou reciprocitu, ktera neni kontaminovéna strategickym budovanim reputace,
tak Upinek stimul@ podporujicich strategické budovani reputace na miru pomoci. ZjiStujeme, pe ppestoge
se pist4 neppima reciprocita ukazuje byt dlegita, rozhodnuti poméhat je ovlivpovdno miniméalng stej-
nou miérou strategickym chovanim. Strategipti hragi maji lepsi vysledky nep nestrategipti a nerecipropni
hrapi maji lepSi vysledky neg recipropni, cop vzbuzuje pochyby o vysvétleni neppimé reciprocity navrho-
vané dpive.
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