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Competition versus cooperation: How technology-facilitated social interdependence 

initiates the self-improvement chain 

 

Abstract 

Consumers are increasingly using technologies such as wearables or mobile apps to achieve their 

self-improvement goals. Such technologies often contain features that enable social 

interdependence among users (competition or cooperation) to support them in improving their 

engagement, performance, and well-being (life satisfaction and personal growth). However, the 

critical question remains: does competition or cooperation best serve users in attaining these self-

improvement goals? Evidence from an online experiment and a field study reveals that 

competition is more effective in driving performance and personal growth, while cooperation is 

superior in terms of behavioral engagement and life satisfaction. Furthermore, the results indicate 

that the effects are mediated by strive for success and fear of failure, two counteracting 

psychological processes. While competition is the stronger trigger for both pathways, 

downstream effects vary depending on the self-improvement goal considered. This research thus 

provides insights into whether and how users can best realize their self-improvement goals using 

technologies that include social features. 

 

Keywords: Competition; Cooperation; Engagement; Well-being; Self-improvement; 

Transformative service research  
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1. Introduction 

The pursuit of self-improvement is booming more than ever. A fast-growing number of people 

engage in activities such as learning, exercising, and healthy eating to increase their performance 

in the respective areas and ultimately enhance their well-being (Brand Minds, 2019; Devezer et 

al., 2013; Etkin, 2016). To achieve such self-improvement goals, they increasingly rely on 

technologies such as wearables or mobile apps. For example, in 2018 over 78% of U.S. adults 

had used at least one fitness app (Statista, 2018). These technologies often employ features that 

facilitate social interdependence among users through competitive (e.g., who runs the most miles 

in a week) or cooperative tasks (e.g., all participants must run a combined 100 miles; Huang, 

2018). The reason for enriching self-improvement technologies with such features seems clear: 

by leveraging the social nature of human beings, these technologies seek to nudge people toward 

continuous engagement, performance, and well-being. 

Competition and cooperation are both thought to stimulate behavioral engagement (e.g., 

Deutsch, 1949b; Leclercq et al., 2018), performance (e.g., Stanne et al., 1999), and well-being 

(e.g., Tjosvold et al., 2008). However, empirical findings regarding their impact on well-being 

are scarce and studies have found differences between their effectiveness when it comes to 

behavioral engagement and performance in various situations, such as contributing to school-

construction projects or playing motor skill–improving computer games (Kistruck et al., 2016; 

Peng & Hsieh, 2012). Given that the findings remain inconclusive (i.e., some results favor 

cooperation, while others favor competition), it is critical to examine which type of social 

interdependence best facilitates the attainment of self-improvement goals. Answering this 

question is key, as it is because of such goals that most users turn to self-improvement 

technologies in the first place (Anderson et al., 2013).  
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To address this important gap, we investigate whether competition or cooperation in the 

context of self-improvement technologies is more effective in helping users to achieve their 

personal goals (i.e., behavioral engagement, performance, and well-being). We do so by 

developing a self-improvement chain framework that integrates social interdependence theory 

(Deutsch, 1949a; Johnson & Johnson, 2005) and achievement goal theory (Atkinson & Litwin, 

1960; Elliot & Church, 1997). Based on the nature of social interdependence inherent in 

competitive versus cooperative goal structures (Johnson & Johnson, 2005), we predict different 

outcomes for different goals. Specifically, we consider two opposing psychological paths 

triggered by social interdependencies: a positive path operating though strive for success and a 

negative path operating through fear of failure. Our results reveal that competition not only 

arouses strive for success more effectively than cooperation does but also elicits greater fear of 

failure. Furthermore, strive for success has a stronger impact on performance and personal 

growth, while fear of failure affects behavioral engagement and life satisfaction to a greater 

degree. Hence, the relative strengths of the two indirect paths jointly determine whether a more 

competitive or cooperative goal structure will be superior for a specific self-improvement goal. 

This work offers three main contributions. First, our study contributes to the literature on the 

user-related impact of engaging and goal-supporting technologies. Surprisingly, little empirical 

research has been conducted to compare competition and cooperation in terms of downstream 

consequences such as user behavior and well-being (for a notable exception with regard to 

engagement and performance, see Kistruck et al., 2016; Peng & Hsieh, 2012). We add to existing 

literature by developing an integrative framework that links competitive (vs. cooperative) goal 

structure with self-improvement goal attainment through different goal orientations: strive for 

success and fear of failure. The two studies discussed within lend support for our framework and 
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demonstrate that there is no silver bullet for users seeking to attain their self-improvement goals. 

While competition is more effective in enhancing performance and personal growth, cooperation 

is superior in terms of behavioral engagement and life satisfaction. 

Second, the current study contributes to strengthening the paradigm of transformative 

service research, a movement that mainly focuses on well-being outcomes related to service 

usage (Anderson et al., 2013). Our research is the first to link competition and cooperation with 

both subjective and psychological well-being (Diener, 1984; Ryff, 1989), and our findings 

emphasize the need to consider the two perspectives jointly. We observe a dialectical tension 

between competition and cooperation with respect to well-being. Depending on whether a user’s 

focal goal is life satisfaction (subjective well-being) or personal growth (psychological well-

being), he or she should opt for services that either establish a cooperative structure or leverage 

competition, respectively. These insights are relevant for policy makers, as they underline the 

importance of tracking consumer goals and governing technology design and usage accordingly. 

Third, we contribute to the pressing question of how to spark shifts in behavior (White et al., 

2019). We demonstrate that social interdependence structures trigger behavioral change in the 

form of increased engagement, which then serves to achieve further self-improvement goals such 

as increased performance and well-being. In doing so, we also add to the literature on the 

individual-level psychological processes that drive behavioral engagement (Hollebeek et al., 

2019; van Doorn et al., 2010), pointing out that the achievement goal orientations that emerge 

when users experience social interdependence—namely strive for success and fear of failure as 

opposing paths—directly influence behavioral engagement. We emphasize in particular that 

negative emotions (i.e., fear of failure) can erode engagement—an important insight given that 
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previous engagement literature has largely focused on positively valenced drivers (Brodie et al., 

2011; Hollebeek et al., 2019). 

The remainder of the paper is organized as follows. We begin by reviewing the literature on 

self-improvement goals and social interdependence structures, as well as empirical results from 

studies that have linked the two. From these literature insights, we develop hypotheses regarding 

how competition versus cooperation affects self-improvement goal attainment through strive for 

success and fear of failure. Through two studies—an online experiment and a field study across 

various self-improvement contexts—we test which social interdependence structure offers better 

support in reaching the different personal goals. The article concludes with a discussion of the 

theoretical and practical implications of the findings. 

 

2. Theoretical background 

2.1. Self-improvement goals 

Many people engage with self-improvement technologies to pursue meaningful life goals (Chan 

& Briers, 2019; Huang, 2018). For example, they may use the Fitbit app to help achieve their 

objectives of exercising regularly in order to be fit and happy with themselves. In this paper, we 

conceptualize three distinct self-improvement goals: (1) behavioral engagement, (2) 

performance, and (3) well-being. While well-being can be seen as a terminal goal in the self-

improvement chain, behavioral engagement and performance are not only ends in themselves but 

also instrumental to improving well-being (for a discussion on instrumental and terminal goals, 

see Riediger & Freund, 2004; Rokeach, 1973). 

Behavioral engagement refers to the level of effort and attention one devotes to carrying out 

an activity (Curran et al., 2013). In marketing, engagement typically focuses on a customer’s 
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motivationally driven, volitional investment of knowledge, skills, and equipment into 

interactions with service systems (Hollebeek et al., 2019; Pansari & Kumar, 2017). 

Technological systems in particular are thought to attract engagement behaviors (Kumar et al., 

2019; Weiger et al., 2019). In the context of self-improvement technologies, behavioral 

engagement captures how invested a user is in initiating and executing self-improvement 

activities while using said technologies (Gonida et al., 2009). 

Broadly speaking, performance concerns the results of behavior, based on judgmental and 

evaluative processes (Campbell et al., 1993; Sonnentag & Frese, 2005). Thus, while behavioral 

engagement captures a user’s level of investment in executing certain activities, performance 

represents its outcomes. In the present context, these outcomes are the results of completed self-

improvement-related tasks. 

The literature on well-being distinguishes two perspectives: subjective and psychological 

well-being (Deci & Ryan, 2008; Ryan & Deci, 2001; Ryff, 1989). Subjective well-being has 

been defined as “a person’s cognitive and affective evaluations of his or her life as a whole” 

(Diener et al., 2009, p. 187). This perspective is therefore concerned with subjective evaluations 

of life satisfaction (Diener, 1984). Another literature stream—popularized by Ryff (1989) and 

Ryan and Deci (2001)—focuses on psychological well-being. Ryff (1989) argued that 

concentrating on subjective well-being alone is insufficient and should be complemented with a 

focus on optimal human functioning as a consequence of realizing one’s full potential. The 

extent to which individuals make use of their own potentials reflects their personal growth (Ryff, 

1989). As self-improvement technologies are designed to facilitate personal growth through 

autonomous pursuit of certain activities, this psychological aspect of well-being must be 

considered in parallel to subjective well-being. 
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In summary, we focus on two aspects of well-being as terminal self-improvement goals, 

namely life satisfaction and personal growth. These two goals are influenced by two instrumental 

self-improvement goals: behavioral engagement and performance. Taken together, these goals 

form the self-improvement chain facilitated by technologies such as fitness or learning apps (see 

Figure 1). In the following section, we explore how such technologies are designed to support 

users in their pursuit of self-improvement. 

[Insert Figure 1 about here] 

2.2. How competition and cooperation influence the pursuit of self-improvement goals 

2.2.1. Competition and cooperation as social interdependence structures 

Self-improvement technologies often employ social interdependence structures (Koivisto & 

Hamari, 2019) to foster engagement through elements such as contests (e.g., “Run the most miles 

in a week!”) or team challenges (e.g., “Reach the target of 100 miles in a week for a group of 

five runners!”). Compared to individualistic structures (e.g., the app tracks run distance and 

speed), social structures create interdependence during goal pursuit whereby personal outcome is 

affected by other users’ actions (Deutsch, 1949a; Johnson & Johnson, 1989). Social 

interdependence theory distinguishes two types of interdependence: competition and cooperation 

(Johnson & Johnson, 2005). 

Competition exists when individuals’ goal achievements are conflicting (Deutsch, 1949a). 

For example, individuals regard themselves as being in competition with other users if a task 

goal can only be achieved by one person (Johnson & Johnson, 2005). A competitive structure 

promotes oppositional interaction whereby users seek an outcome that is personally beneficial 

without considering the needs of others. 
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Cooperation exists when individuals’ goal achievements are compatible (Deutsch, 1949a). In 

such situations users view themselves as working together to achieve a common goal, which can 

only be reached by supporting one another (Johnson & Johnson, 2005). A cooperative structure 

promotes interaction whereby users assist and encourage one another while trying to consider the 

needs of all members equally (Johnson & Johnson, 1989). 

2.2.2. Literature review 

We focus on competition and cooperation among individuals in goal-related situations to test 

whether a competitive or cooperative goal structure is more effective in supporting self-

improvement goal attainment. Some research has already been conducted to understand the 

relationships between competition or cooperation and behavioral engagement, performance, and 

well-being (e.g., Deutsch, 1949b; Lu & Argyle, 1991; Murayama & Elliot, 2012). Table 1 gives 

an overview of the studies that include both competition and cooperation as well as at least one 

of the previously mentioned self-improvement goals. 

Concerning behavioral engagement, both competition and cooperation appear to exert 

positive influences (Leclercq et al., 2018), albeit with conflicting findings regarding which of the 

two drivers boasts a bigger impact. While Peng and Hsieh (2012) noted that a cooperative goal 

structure led to greater effort in game play settings, Kistruck et al. (2016) found that competitive 

goal structures led to higher engagement levels in resource-scarce environments. Still other 

studies detected no significant difference between the effects of competitive and cooperative goal 

structures on behavioral engagement (Deutsch, 1949b; Morschheuser et al., 2019). 

In terms of competitive and cooperative goal structures’ influence on performance, prior 

research revealed that competition has a positive impact on performance (De Dreu, 2007; 

Kistruck et al., 2016). Yet most studies that have compared the two effects have found no 
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evidence for any performance-related differences (Deutsch, 1949b; Goldman et al., 1977; Peng 

& Hsieh, 2012; Tauer & Harackiewicz, 2004). 

Very little empirical attention has been paid to the effects of competition and cooperation on 

well-being, let alone the comparison of the two social interdependence structures. There is some 

support for the idea that both competition and cooperation are positively associated with 

subjective well-being (Standage et al., 2005; Tjosvold et al., 2008). Although competition is 

often labeled as destructive and seen as inferior to cooperation in terms of well-being (Johnson & 

Johnson, 2005), Standage et al. (2005) emphasized that task-involving competition where each 

participant focuses on doing his or her best affects well-being similar to cooperation.  

[Insert Table 1 about here]  

From the literature review, three factors emerged that may play an important role in 

determining whether competition or cooperation is better for achieving self-improvement goals. 

First, the context in which people try to achieve their goals under social interdependence is 

significant. While competition could be the stronger driver of engagement and performance in 

skill-oriented environments (Johnson & Johnson, 1974; Kistruck et al., 2016), cooperation seems 

to have the upper hand in environments where executing skills is not of primary concern 

(Morschheuser et al., 2019; Peng & Hsieh, 2012). Second, whether competition is constructive is 

also of consequence. Competition is perceived as constructive and thus beneficial for goal 

pursuit if people perceive efficacy in completing a task; participation in the competition is 

worthwhile above and beyond winning; all participants have a reasonable chance to win; and 

there are clear and specific rules, procedures, and criteria for winning (Deutsch, 1949a; Johnson 

& Johnson, 2005; Stanne et al., 1999; Tjosvold et al., 2003). Third, the task assigned in the 

interdependence situation determines whether competition or cooperation leads to better results. 



11 

 

The more likely it is that the task can be mastered alone, the more likely it is that competition 

will result in a stronger performance (Johnson & Johnson, 1974; Stanne et al., 1999).  

Considering these three factors in the context of self-improvement technologies, we first 

note that users are primarily oriented toward skill development itself rather than external 

perceptions. Second, self-improvement technologies provide feedback about the activities 

performed and—through standardization of the rules and processes—all users have an equal 

chance to excel, thereby paving the way for competition to be perceived as constructive. Third, 

the technologies assign goal-related tasks, which can be achieved or mastered alone with the 

support of the technology (e.g., subtasks and hints in an app). Hence, it appears that in the 

context of self-improvement technologies, either competition or cooperation could reasonably 

outperform the other when it comes to personal goal attainment. Moreover, in their meta-analysis 

of the relation between competition and performance, Murayama and Elliot (2012) highlighted 

the importance of considering opposing psychological processes to understand how this social 

interdependence structure affects downstream consequences. We therefore include the role of 

opposing achievement goal orientations in our framework to determine whether competition or 

cooperation is superior for self-improvement goal attainment. 

2.3. Hypothesis development 

2.3.1. Overview 

Against the background of inconsistent findings paired with a marginal focus on directly 

comparing competitive and cooperative goal structures, it seems imperative to examine their 

relative effects. The results of previous research cannot satisfactorily answer the key question of 

which social interdependence structure exerts a relatively stronger influence on personal goal 

attainment; this holds especially true in the context of self-improvement technologies. We 
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develop a theoretical framework (see Figure 2) that links social interdependence structures with 

self-improvement goal pursuit. We argue that distinct interdependence structures (i.e., 

competition or cooperation) implement different settings that shape the attainment of the 

instrumental goals of behavioral engagement and performance—and subsequently the terminal 

goals of subjective well-being (i.e., life satisfaction) and psychological well-being (i.e., personal 

growth)—by guiding users’ achievement goal orientations. We elaborate on these processes in 

the subsequent sections. 

[Insert Figure 2 about here] 

2.3.2. The mediating role of achievement goal orientations 

Murayama and Elliot (2012) demonstrated that competition (compared to no competition) 

simultaneously triggers desires and fears concerning success and failure, two important concepts 

of achievement goal theory. Achievement goal theory provides a framework for studying the 

opposing types of achievement goal orientations that involve approach and avoidance (Atkinson 

& Litwin, 1960; Elliot & Church, 1997; McClelland et al., 1953). An approach orientation 

focuses on performing well compared with others and is experienced as strive for success: the 

desire for competence, accomplishment, and superior performance (Atkinson, 1957; McClelland 

et al., 1953). An avoidance orientation, on the other hand, is concerned with eschewing the 

appearance of incompetence and performing poorly relative to others (Elliot & Church, 1997; 

Elliot & Harackiewicz, 1996). This orientation is captured by fear of failure: the motivation to 

prevent oneself from experiencing the shame or embarrassment that is triggered by lack of 

achievement (Atkinson & Litwin, 1960; Elliot & Reis, 2003). Goal orientations that are set by 

self-improvement technologies establish a mental framework of how individuals interpret, 

evaluate, and act in pursuit of a task (Dweck & Leggett, 1988). We therefore posit that the 
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contextual view of achievement goal orientation can provide a powerful theoretical lens for 

understanding why and how such technologies influence behavioral engagement, performance, 

and well-being.  

Beyond the impact of achievement goal orientations on the self-improvement chain, we 

know that the successful pursuit of one’s own goals plays an important role in self-

determination. In this vein, self-concordance theory—building from and extending Ryan and 

Deci’s (2000) self-determination theory—contends that attaining an immediate personal goal can 

be instrumental for well-being (Sheldon & Elliot, 1999). This implies that competitive and 

cooperative goal structures affect well-being to the extent that they contribute to the immediate 

personal goal attainment of engagement and performance. Thus, in addition to strive for success 

and fear of failure, behavioral engagement and performance serve as mediators on the path from 

competition versus cooperation toward well-being. In the following, we specify this path, 

including the development of propositions regarding whether competition or cooperation should 

have a stronger relative effect. 

2.3.3. Linking social interdependence structures with achievement goal orientations 

While both cooperation and competition can increase strive for success and fear of failure, there 

are several arguments for competition being the stronger driver of both orientations. In a 

cooperative goal structure, users work together to achieve a common goal and, depending on the 

specific activity, substitute for one another’s actions to a certain degree. As a consequence, users 

enter an equalitarian mindset and feel joint responsibility for overall team achievement (Johnson 

& Johnson, 2010). However, reduced individual accountability might limit a user’s desire to 

contribute to team performance (Johnson & Johnson, 2005). In contrast, in competitive settings, 

users compare their performance with that of other users, suggesting that relative performance is 
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paramount (Heidemeier & Bittner, 2012). It thus follows that users in competition strive to boost 

their own success (Johnson & Johnson, 2010). Competition not only emphasizes outperforming 

others but is also paired with an inherent uncertainty of what is necessary to win (as users lack 

knowledge of others’ future performance; Johnson & Johnson, 1989; Liu et al., 2013). Hence, we 

expect competition to be a stronger driver of strive for success than cooperation is. 

With regard to fear of failure, it must be acknowledged that in cooperative settings, a user’s 

performance affects the outcomes of all collaborators; in a certain way, users are responsible for 

their collaborators’ welfare (Matsui et al., 1987). Because performing poorly and thus failing 

others has negative emotional consequences (Johnson & Johnson, 2005), cooperative settings are 

generally thought to incite fear of failure. However, cooperation also involves mutual assistance 

and exchange of resources among users, which fosters a certain degree of trust (Johnson, 2003) 

that can act as a buffer to prevent fear of failure from escalating. In contrast, competitive settings 

focus explicitly on the results of an activity; poor performance and lagging behind others can 

cause embarrassment or shame (Heidemeier & Bittner, 2012; Johnson & Johnson, 2010). 

Combined with the high degree of uncertainty surrounding the performance of competitors, we 

expect competition to prompt greater fear of failure than cooperation does. 

In sum, in competitive (vs. cooperative) goal structures, a user’s own performance is always 

key, but there is high uncertainty about the level of performance needed to succeed. Therefore, 

though both competitive and cooperative goal structures should increase strive for success and 

fear of failure compared to individualistic conditions, competition may trigger particularly high 

degrees of both achievement goal orientations. From this, we next formulate hypotheses 

regarding the relative effects of competitive (vs. cooperative) goal structure on self-improvement 

goal attainment. 
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2.3.4. Competition (vs. cooperation) and behavioral engagement 

Given the previous argument that competition (vs. cooperation) simultaneously triggers two 

distinct achievement goal orientations we expect that it influences behavioral engagement 

through two different paths. Strive for success makes achieving a goal seem more attractive and 

has therefore been posited to increase engagement (Hollenbeck & Klein, 1987). Hence, strive for 

success will manifest in high anticipation of task accomplishment and users will exhibit 

increased behavioral engagement toward goal achievement (Steers, 1975). In contrast, situations 

where potential failure is exposed to others can lead to avoidance and an urge to escape the 

situation (Elliot & Thrash, 2004). This means that experiencing fear of failure prior to or during a 

task is likely to cause decreased engagement, protecting oneself from a painful situation of 

shame and embarrassment (Elliot & Church, 1997; Elliot & Thrash, 2004). In sum, we argue that 

social interdependence activates two opposing paths with counteracting effects on engagement. 

Specifically, we expect that the effect of social interdependence structures on behavioral 

engagement is mediated in parallel by strive for success as a positive path and fear of failure as a 

negative path. 

Theoretically, if the indirect effect of competition (vs. cooperation) on engagement through 

strive for success is smaller than its indirect effect through fear of failure, behavioral engagement 

will be lower (higher) in a competition (cooperation) setting. We expect the negative path—fear 

of failure—to reveal a greater effect because in the context of self-improvement technologies, 

competition compared with cooperation facilitates fear of failure to a relatively stronger degree 

than it does strive for success. This is because cooperation structures reveal one’s individual 

contribution to the common goal for oneself (Chan & Briers, 2019), making each user 

accountable for success much like in a competitive setting (Johnson & Johnson, 2005) and 
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thereby reducing the difference between competition and cooperation in triggering strive for 

success. In contrast, the explicit display of one’s achievements compared to others in 

competition settings makes failure more prominent than in cooperation settings. Hence, the 

difference between competition and cooperation in strive for success should be less distinct than 

the difference in fear of failure.  

In addition, although strive for success increases the anticipation of goal achievement and 

thus promotes the user’s activity engagement (Steers, 1975), fear of failure may operate even 

more strongly to undermine engagement efforts as a self-protection function (Elliot & Church, 

1997). Fear of failure should have a stronger relation to (dis)continued engagement with an 

activity, as merely interacting with a self-improvement technology (e.g., using the Fitbit app) 

already generates quantitative feedback about the activity (i.e., users are always evaluated) and 

thus fosters an urge to shun the situation. Combining a stronger effect of competition (vs. 

cooperation) on fear of failure than on strive for success and a stronger effect of fear of failure 

(than strive for success) on engagement, competition should result in less behavioral engagement 

than cooperation does. 

H1: The negative indirect effect of competition (vs. cooperation) on behavioral 

engagement is greater than its positive indirect effect. 

2.3.5. Competition (vs. cooperation) and performance 

Increased engagement is not only desirable in itself but is also expected to lead to improved 

performance (e.g., running regularly typically leads to being physically fitter; Silver et al., 2006). 

This relationship is also implied by self-concordance theory, whereby sustained effort affects 

task goal attainment (Sheldon & Elliot, 1999). As strive for success is characterized by doing 

well in comparison to others, it may affect performance directly beyond enhancing engagement 



17 

 

(Elliot & Church, 1997). In contrast, fear of failure as an avoidance orientation has been shown 

to have a direct negative effect on user performance (Elliot & Church, 1997; Silver et al., 2006). 

Akin to a self-fulfilling prophecy, people who expect to fail will often do so (Onatsu-Arvilommi 

& Nurmi, 2000). In addition, the more that users fear failure, the less they will engage to boost 

their performance or outperform others; and thereby minimize their efforts and stop working on 

their skill development which then also leads to reduced performance (Elliot & Harackiewicz, 

1996; Silver et al., 2006). In sum, we posit that the effect of a competitive (vs. cooperative) goal 

structure on performance is sequentially mediated by achievement goal orientation (i.e., strive 

for success and fear of failure) and behavioral engagement. 

Regarding the relative strength of the positive and negative effects, we expect a greater 

magnitude of the positive path. While we predicted a stronger effect for the path through fear of 

failure than strive for success when it comes to behavioral engagement (H1), the relationship 

should be reversed for performance. This is because users with an approach orientation are 

focused on outperforming others and excel (Hansemark, 1998). By comparison, fear of failure 

should have a weak direct effect on performance because although users might diminish their 

efforts to increase performance, they will not actively sabotage it (Elliot & Thrash, 2004). Hence, 

we suggest that the positive indirect effect of competition (vs. cooperation) through strive for 

success on performance surpasses the negative indirect effect operating through fear of failure. 

Therefore, a competitive (vs. cooperative) goal structure should lead to greater performance.  

H2: The positive indirect effect of competition (vs. cooperation) on performance is greater 

than its negative indirect effect. 
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2.3.6. Competition (vs. cooperation) and subjective well-being 

The preceding sections outline the paths from a competitive (vs. cooperative) goal structure to 

performance (involving strive for success, fear of failure, and behavioral engagement). Drawing 

from self-concordance theory (Sheldon & Elliot, 1999), we expect that performance then drives 

subjective well-being (i.e., life satisfaction). This would imply that the positive path of 

competition versus cooperation is relatively stronger than the negative path. However, 

achievement goal orientations are likely to directly influence life satisfaction by shifting attention 

to anticipated emotions. With high strive for success users concentrate on the positive 

consequences of accomplishment (Atkinson, 1964) but fear of failure is expected to exert a 

negative influence: focusing on possible negative outcomes generates negative emotions such as 

anxiety, which should hamper subjective well-being (Berger & Freund, 2012; Elliot & Church, 

1997). 

We expect the relative effect of competition (vs. cooperation) on life satisfaction to be 

negative. We know that losses loom larger than gains (Kahneman & Tversky, 1979); likewise, 

the anticipation of negative emotions from failure should be more impactful than that of positive 

emotions from succeeding (Gilovich & Medvec, 1995). Therefore, we propose that the negative 

indirect effect of competition through fear of failure on life satisfaction is stronger than the 

positive effect through strive for success. Consequently, a competitive (vs. cooperative) goal 

structure should lead to reduced life satisfaction. 

H3: The negative indirect effect of competition (vs. cooperation) on life satisfaction is 

greater than its positive indirect effect. 
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2.3.7. Competition (vs. cooperation) and psychological well-being 

In line with the previous argumentation based on self-concordance theory (Sheldon & Elliot, 

1999), we assume that good performance, caused by behavioral engagement, leads to skill 

development and thus psychological well-being (i.e., personal growth; Hollebeek et al., 2019). 

Additionally, strive for success may directly promote a feeling of personal growth through 

positive attitude and the motivation to accomplish something. Furthermore, we argue that fear of 

failure has only a minor negative impact on personal growth. The widely accepted notion that 

one can personally grow from failure (Birkinshaw & Haas, 2016; Shepherd, 2003) means that 

merely being afraid to fail will not necessarily reduce perceived personal growth—unlike its 

effect on life satisfaction. Hence, a competitive (vs. cooperative) goal structure should lead to 

enhanced personal growth. 

H4: The positive indirect effect of competition (vs. cooperation) on personal growth is 

greater than its negative indirect effect. 

 

3. Study 1: The relationship between social interdependence structures and behavioral 

engagement 

3.1. Study goal 

The purpose of Study 1 was to investigate the relationship between social interdependence 

structures and behavioral engagement. Because competition and cooperation are two types of 

interdependence that trigger opposing achievement goal orientations (see Section 2.3.3), we were 

primarily interested in determining which type results in greater behavioral engagement and 

therefore compared their effects. 
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3.2. Method 

Study 1 employed an experiment to investigate whether competition or cooperation is the 

stronger facilitator of behavioral engagement. To answer this research question, we tested the 

proposed competing indirect effects through strive for success and fear of failure as well as their 

relation (H1). 

3.2.1. Design, sample, and procedure 

To test hypothesis 1, we used a one-factorial (competition vs. cooperation vs. no social 

interdependence) between-subjects design. We collected data through an online experiment 

distributed via university channels and across social media. As an incentive for taking part, four 

vouchers worth a total of $200 were raffled among all participants. We received 274 responses. 

To ensure more accurate and powerful tests, we used common data-cleansing procedures to 

remove systematic error variance and random noise (Meyvis & Van Osselaer, 2018). This 

resulted in the exclusion of 32 respondents from further analysis and an effective total of 242 

participants (67% female, Mage = 24 years). 

In the experiment, participants were introduced to self-developed scenarios involving a 

fictitious crowdsourcing app called SelectedLinks (designed after the existing Pocket app). The 

app allows users to share links to articles on various topics and evaluate those submitted by 

others in terms of fit with subject matter to determine the top three articles for each topic. 

Afterward, participants registered themselves with a username to try out the app and were 

randomly assigned to one of three scenarios: competition, cooperation, or no social 

interdependence structure. In the competition scenario, participants were presented with nine 

links shared by other users on the topic of current sports events and were instructed to select the 

three articles that best fit the topic, based on their titles. They were also informed that the same 
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task had been assigned to four other users and that all users would be ranked in a leaderboard 

according to how many of the articles they chose were actually in the top three. The cooperation 

scenario was identical to the competition one, except participants were told that they were given 

the task together as a team with four other users and that they would receive collective feedback 

with the group’s combined number of correct selections. The last scenario with no social 

interdependence structure served as a control group. Here participants were given the same task 

as in the other scenarios, but they were not briefed about other users or given any feedback 

regarding their selections. After performing the task but before receiving feedback (to rule out 

responses biased by participants’ task performance), participants were asked to answer questions 

concerning their strive for success, fear of failure, behavioral engagement, and several control 

variables (e.g., demographics and affective social identity).  

3.2.2. Scenario checks 

At the end of the questionnaire, we asked participants to answer manipulation checks and a 

question about scenario realism. To check the manipulation of the social interdependence 

structures, we adapted items from Gerpott et al. (2018, see Appendix A). The results indicate that 

the manipulation worked well. Competition was perceived as significantly higher in the 

competition scenario than in the other two (Mcompetition = 4.40, Mcooperation = 2.55, 

Mno_social_interdependence = 2.74; F(2, 239) = 42.68, p < .001), while cooperation was perceived 

strongest in the cooperation scenario (Mcompetition = 3.54, Mcooperation = 4.48, Mno_social_interdependence = 

3.45; F(2, 239) = 12.13, p < .001). Furthermore, participants found the app context realistic 

(t(241) = 2.57, p < .01) and we found no differences between the competition, cooperation, and 

control scenarios in terms of realism (F(2, 239) = 1.83, p > .05; “I believe that SelectedLinks 
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could be a real-life app”). In addition, there was no significant difference in interest in the chosen 

topic of sports across groups (F(2, 239) = 0.39, p > .05; “I am interested in sports”). 

3.2.3. Measures 

We measured all items on seven-point Likert scales (1 = “strongly disagree” and 7 = “strongly 

agree”) and adapted three items each to capture strive for success (Lang & Fries, 2006) and fear 

of failure (Conroy et al., 2002). To grasp behavioral engagement, we adapted three items by 

Cheung et al. (2011) and Hollenbeck et al. (1989). Cronbach’s alphas confirm high reliability for 

all constructs (α ≥ .83), and all factor loadings were significant (p < .001; see Appendix A for 

items, alphas, and loadings). Moreover, the average variance extracted (AVE ≥ .63) and 

composite reliability (CR ≥ .83) suggest that convergent validity and reliability requirements 

were met (Fornell & Larcker, 1981). To control for within-group variance and eliminate 

confounds, we included affective social identity [ASI] because it can influence the involvement 

in app communities (Chiu et al., 2013). We also controlled for narcissism [NAR] because it may 

explain differences in the statements about strive for success and fear of failure (Konrath et al., 

2014). All items are stated in Appendix A. 

3.2.4. Model 

We adopted seemingly unrelated regressions (SUR) to jointly test our hypothesis and avoid a 

potential violation of the assumption of independent observations and standard error inflation 

(Zellner, 1962). Moreover, SUR allows for the simultaneous estimation of direct and indirect 

effects in our model in order to assess mediation effects (Preacher & Hayes, 2008). Our model 

estimates three equations concurrently, with the first two representing the mediator models 

(strive for success [SFS] and fear of failure [FOF] as dependent variables) and the last one 

representing the engagement model (behavioral engagement [ENG] as the dependent variable): 
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(1)  SFSi = β0 + β1COMPi + β2ASIi + β3NARi + ε1i, 

(2)  FOFi = γ0 + γ1COMPi + γ2ASIi + γ3NARi + ε2i, and 

(3)  ENGi = δ0 + δ1SFSi + δ2FOFi + δ3COMPi + δ4ASIi + δ5NARi + ε3i, 

where COMP refers to competition (cooperation as the reference category), while ε1i, ε2i, and ε3i 

refer to the error terms of subject i. 

3.3. Results 

First, we compared the control group of no social interdependence with the competition and 

cooperation groups in terms of the effect on behavioral engagement. The results indicate that the 

social interdependence structures result in increased behavioral engagement (Msocial_interdependence = 

4.20, Mno_social_interdependence = 3.83; t(242) = 1.91, p < .05). For further analyses we only used the 

groups with social interdependence structures, comparing competition with cooperation. 

Table 2 provides the results of the SUR, which show positive and significant effects of 

competition (vs. cooperation) on strive for success (β1 = 0.59, p < .01) and fear of failure (γ1 

= 0.83, p < .001). Strive for success (δ1 = 0.29, p < .001) has a positive and significant effect on 

behavioral engagement, while fear of failure (δ2 = −0.27, p < .001) has a negative effect. 

To test the indirect effects of competition (vs. cooperation) on behavioral engagement 

through strive for success and fear of failure, we employed a bootstrapped SUR (5,000 draws), 

building on an empirical sampling distribution of the indirect effects (Zhao et al., 2010). We 

estimated the indirect effects using the products-of-coefficient approach which results in bias-

corrected and accelerated bootstrapped confidence intervals for each indirect effect that can then 

be used for hypothesis testing (Hayes, 2009). Results of this analysis are summarized in Table 3 

and offer support for the proposed effects of social interdependence structures on behavioral 

engagement. Specifically, the results reveal that competition (vs. cooperation) has a significant 
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positive indirect effect on engagement that is mediated by strive for success (β1δ1 = 0.17, 95% 

confidence interval [CI] = 0.05, 0.39). The results also confirm that competition has a significant 

negative indirect effect on engagement that is mediated by fear of failure (γ1δ2 = −0.23, 95% CI = 

−0.41, −0.10). 

[Insert Tables 2 & 3 about here] 

Hypothesis 1 proposes that the relative indirect effect of competition (vs. cooperation) on 

behavioral engagement is negative. To test this hypothesis, we extended the analytical 

procedures outlined by Goh et al. (2013). Using the results presented in the previous subsection, 

we calculate the ratio of the negative indirect effect (through fear of failure) and the positive 

indirect effect (through strive for success) on behavioral engagement. Formally, 

(4)  RIEENG = 
|γ1δ2|

|β1δ1|
∗ 100 − 100, 

where RIEENG is the ratio of competition’s (vs. cooperation’s) indirect effects on behavioral 

engagement. 

In support of H1, the results indicate that the negative indirect effect of competition (through 

fear of failure) on behavioral engagement is of greater magnitude (+31%) than the positive 

indirect effect. 

3.4. Discussion 

The findings of Study 1 reveal that competition and cooperation as social interdependence 

structures have differential effects on behavioral engagement. While both resulted in increased 

behavioral engagement compared to a control group with no social interdependence structure, a 

cooperative goal structure resulted in the greatest behavioral engagement. Second, the results 

indicate that this outcome is caused by the simultaneous activation of two opposing paths. While 

competition (vs. cooperation) increases both strive for success and fear of failure, the former has 
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a positive effect on behavioral engagement while the latter exerts a negative effect. The ratio of 

positive and negative indirect effects of the comparison of competition and cooperation is 

negative, which indicates a superior positive effect of cooperation on engagement. 

Study 1 laid the groundwork for our understanding of the self-improvement chain by 

revealing behavioral engagement as a function of self-improvement systems. To examine 

additional effects for performance and well-being, in Study 2 we conducted a field survey among 

users of real-life apps in various contexts highly relevant for self-improvement. 

 

4. Study 2: The relationship between social interdependence structures, engagement, 

performance, and well-being 

4.1. Study goal 

The objective of Study 2 was to replicate the results from Study 1 and investigate the relationship 

between social interdependence structures, performance, and well-being, in terms of both life 

satisfaction and personal growth. Because competition results in less behavioral engagement than 

cooperation does (see Study 1) and engagement is instrumental for enhancing performance and 

achieving the ultimate goals of well-being (Sheldon & Elliot, 1999), we examine whether and 

how competition (vs. cooperation) results in increased or decreased performance (H2), life 

satisfaction (H3), and personal growth (H4). 

4.2. Method 

We conducted an online field survey to collect data from actual users1 of six apps across three 

contexts: education, fitness, and nutrition. We chose these contexts because they not only 

                                                 

1 Actual users spent a significant amount of time using a specific app to perform an activity with high relevance 

for their lives. This enabled us to track consequences of app use (and their respective social interaction structures) on 

performance and well-being. 
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represent areas in which people set goals to improve themselves but also are directly related to 

well-being. The first criterion for the selection of focal apps in each context was that they have at 

least one design element that promotes competition (e.g., a ranking of users based on their 

achievements within the app community) or cooperation (e.g., team challenges in which users 

complete a shared task). Most of the apps have elements that can induce both competition and 

cooperation, but they differ in number and type. The second criterion was app popularity (over 

10 million downloads each in Apple’s App Store and the Google Play Store) as well as good 

ratings in the stores (at least four out of five stars). According to these criteria, we selected the 

following six apps: Duolingo and QuizClash! for the education context, Freeletics and Fitbit for 

the fitness context, and MyFitnessPal and Yazio for the nutrition context. 

4.2.1. Data collection and sample 

To target actual users of the focal apps, we developed an online questionnaire that we distributed 

across social media channels and online communities directly related to one of the apps or the 

respective context (Wolf et al., 2020). Four vouchers worth a total of $200 were raffled among 

all participants to increase response rates. We collected data from 811 respondents who had been 

using one of the focal apps for at least four weeks. Responses from participants who did not 

complete the survey or answered click-through questions incorrectly were removed from further 

analysis, resulting in an effective sample of 728 respondents (71% female, Mage = 31) across the 

three contexts: 261 in education, 244 in fitness, and 223 in nutrition.  

The structure of the survey was as follows: First, respondents chose one of the six apps 

based on prior use experience. They then answered questions related to the app (e.g., app 

version), their app usage during the preceding four weeks, and their performance regarding the 

focal tasks. Then, participants stated the extent to which they perceived the app tasks to be 



27 

 

competitive and cooperative. Afterward, they rated their strive for success and fear of failure 

when using the app. In the final section, participants completed a portion related to life 

satisfaction, personal growth, and further control variables (e.g., brand attitude and narcissism). 

4.2.2. Measures 

We applied the same scales as in Study 1 but measured behavioral engagement by asking 

respondents to state their actual app usage during the previous four weeks, based on the internal 

app statistics or histories. Using three items from Greguras and Diefendorff (2010), we measured 

performance over the course of those four weeks. To measure life satisfaction and personal 

growth, we adapted three items each (Diener et al., 1985; Ryff, 1989). We adapted four items 

each to capture perceived competition and cooperation (Gerpott et al., 2018). Again, Cronbach’s 

alphas confirm acceptable reliability for all constructs (α ≥ .83) and all factor loadings are 

significant (p < .001; see Appendix A for items, alphas, and loadings). Furthermore, the required 

convergent validity and reliability are satisfied (AVE ≥ .55, CR ≥ .83; Fornell & Larcker, 1981). 

In addition, we evaluated discriminant validity using Fornell and Larcker’s (1981) test, which 

revealed that all square roots of the AVEs are greater than the correlations between the 

corresponding constructs and all other constructs. 

For all subsequent analyses, we centered constructs directly related to the app or the app 

context (competition, cooperation, strive for success, fear of failure, app usage, and performance) 

on their respective app’s mean to rule out the possibility of systematic differences in effect sizes 

across apps. Furthermore, we created the independent variable competition emphasis [COM] by 

subtracting the perceived cooperation from the perceived competition, based on the concept of 

competitive psychological climate (Brown et al., 1998). 
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We used the same control variables as in Study 1—affective social identity [ASI] and 

narcissism [NAR]—while also incorporating user- and app-specific control variables. First, we 

included network size [NWS] (i.e., the number of people users are connected with in the app) as 

well as perceived social support [PSS], which can influence both involvement in app 

communities and well-being (Chiu et al., 2013). Furthermore, we controlled for brand attitude 

[BAT], length of app use [LAU], self-improvement category ([EDU] for education and [NUT] 

for nutrition with fitness as reference category), and the use of the premium version of the app 

[PRE], as all these variables can affect users’ engagement, performance, and well-being (Wolf et 

al., 2020; see Appendix A for the specific items). 

4.2.3. Model 

Consistent with Study 1, we chose SUR to test our hypotheses. Equations 5 and 6 represent the 

mediator models (strive for success [SFS] and fear of failure [FOF] as dependent variables), 

while Equations 7–10 represent the behavioral engagement, performance, and well-being models 

(behavioral engagement [ENG], performance [PER], life satisfaction [LSF], and personal growth 

[PEG] as the dependent variables). The model simultaneously estimates the six equations: 

(5)  SFSi = η0 + η1COMi + η2EDUi + η3NUTi + η4PREi + η5LAUi + η6NWSi + η7ASIi + 

η8PSSi + η9BATi + η10NARi + 𝜖1i, 

(6)  FOFi = θ0 + θ1COMi + θ2EDUi + θ3NUTi + θ4PREi + θ5LAUi + θ6NWSi + θ7ASIi + 

θ8PSSi + θ9BATi + θ10NARi + 𝜖2i, 

(7)  ENGi = ι0 + ι1SFSi + ι2FOFi + ι3COMi + + ι4EDUi + ι5NUTi + ι6PREi + ι7LAUi + ι8NWSi 

+ ι9ASIi + ι10PSSi + ι11BATi + ι12NARi + 𝜖3i, 

(8)  PERi = κ0 + κ1ENGi + κ2SFSi + κ3FOF + κ4COMi + κ5EDUi + κ6NUTi + κ7PREi + 

κ8LAUi + κ9NWSi + κ10ASIi + κ11PSSi + κ12BATi + κ13NARi + 𝜖4i, 
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(9)  LSFi = λ0 + λ1PERi + λ2SFSi + λ3FOF + λ4COMi + λ5EDUi + λ6NUTi + λ7PREi + 

λ8LAUi + λ9NWSi + λ10ASIi + λ11PSSi + λ12BATi + λ13NARi + 𝜖5i, and 

(10)  PEGi = ν0 + ν1PERi + ν2SFSi + ν3FOF + ν4COMi + ν5EDUi + ν6NUTi + ν7PREi + ν8LAUi 

+ ν9NWSi + ν10ASIi + ν11PSSi + ν12BATi + ν13NARi + 𝜖6i, 

where COM refers to competition emphasis (perceived competition – perceived cooperation), 

while 𝜖1i, 𝜖2i, 𝜖3i, 𝜖4i, 𝜖5i, and 𝜖6i refer to the error terms of subject i. 

4.3. Results 

Table 4 presents the direct effects estimated by the SUR. The results show positive and 

significant effects of a competition emphasis on strive for success (η1 = 0.10, p < .01) and fear of 

failure (θ1 = 0.11, p < .01). Strive for success (ι1 = 0.52, p < .05) has a positive and significant 

effect on behavioral engagement, while fear of failure (ι2 = ‒0.66, p < .01) has a negative and 

significant effect on behavioral engagement. Performance is positively affected by strive for 

success (κ2 = 0.20, p < .001) and behavioral engagement (κ1 = 0.04, p < .001) but also negatively 

affected by fear of failure (κ3 = ‒0.08, p < .01). Furthermore, the findings indicate that strive for 

success (λ2 = 0.09, p < .05) and performance (λ1 = 0.13, p < .001) have significant positive 

effects on life satisfaction. In contrast, life satisfaction is significantly negatively affected by fear 

of failure (λ3 = ‒0.14, p < .001). Last, personal growth is positively and significantly affected by 

strive for success (ν2 = 0.31, p < .001) and performance (ν1 = 0.13, p < .001), while fear of failure 

exhibits no significant effect on personal growth (ν3 = −0.02, p > .05). 

[Insert Tables 4 & 5 about here]  

4.3.1. Test of hypothesis concerning behavioral engagement 

We evaluated our indirect effects hypotheses using the same approach as in Study 1. The results 

offer support for all proposed indirect effects (see Table 5). Specifically, in replicating Study 1’s 
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findings, the results confirm that competition emphasis has a significant positive indirect effect 

on engagement that is mediated by strive for success (η1ι1 = 4.98,2 95% CI = 0.57, 13.30). 

Likewise, competition emphasis has a significant negative indirect effect on engagement that is 

mediated by fear of failure (θ1ι2 = ‒7.38, 95% CI = ‒16.18, ‒2.01). 

To test H1, we proceeded as in Study 1. Formally, 

(11)  RIEENG = 
|θ1ι2|

|η1ι1|
∗ 100 − 100, 

where RIEENG is the ratio of competition emphasis’ indirect effects on behavioral engagement. 

In support of H1 and in line with Study 1, the results show that the negative indirect effect of 

competition emphasis on behavioral engagement through fear of failure is of greater magnitude 

(+48%) than the positive indirect effect through strive for success. 

4.3.2. Test of hypothesis concerning performance 

Competition emphasis exhibits a significant positive indirect effect on performance mediated by 

strive for success (η1κ2 = 1.94, 95% CI = 0.62, 4.12) and by the combined path of strive for 

success and engagement (η1ι1κ1 = 0.20, 95% CI = 0.03, 0.57). The results also show that 

competition emphasis has a significant negative indirect effect on performance that is mediated 

by fear of failure (θ1κ3 = ‒0.93, 95% CI = ‒2.22, ‒0.20) and by the combined path of fear of 

failure and engagement (θ1ι2κ1 = ‒0.29, 95% CI = ‒0.70, ‒0.08). 

Our approach for examining H2 was to compute the ratio of the positive indirect effects of 

competition emphasis on performance (through strive for success and behavioral engagement) 

and the respective negative indirect effects (through fear of failure and behavioral engagement). 

Formally, 

                                                 

2 All effect values, standard errors, and intervals of the bootstrapped indirect effect estimates are multiplied by 

100 for easier reporting. 
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 (12)  RIEPER = 
|η1κ2 |+|η1ι1κ1|

|θ1κ3|+|θ1ι2κ1|
∗ 100 − 100, 

where RIEPER is the ratio of competition emphasis’ indirect effects on performance. 

Confirming H2, the results indicate that the positive indirect effect of competition emphasis 

on performance through strive for success and behavioral engagement is of greater magnitude 

(+75%) than the negative indirect effect through fear of failure and behavioral engagement. 

4.3.3. Test of hypothesis concerning life satisfaction 

We found that competition emphasis has a significant positive indirect effect on life satisfaction 

mediated by strive for success (η1λ2 = 0.86, 95% CI = 0.17, 2.23); the combined path of strive 

for success and performance (η1κ2λ1 = 0.18, 95% CI = 0.03, 0.54); and the combined path of 

strive for success, engagement, and performance (η1ι1κ1λ1 = 0.02, 95% CI = 0.00, 0.07). 

Furthermore, competition exhibits a significant negative indirect effect on life satisfaction 

mediated by fear of failure (θ1λ3 = ‒1.62, 95% CI = ‒2.25, ‒0.58); the combined path of fear of 

failure and performance (θ1κ3λ1 = ‒0.09, 95% CI = ‒0.28, ‒0.01); and the combined path of fear 

of failure, engagement, and performance (θ1ι2κ1λ1 = ‒0.03, 95% CI = ‒0.09, ‒0.00). 

To test H3, we computed the ratio of competition’s negative indirect effects on life 

satisfaction (through fear of failure, engagement, and performance) and its positive indirect 

effects on life satisfaction (through strive for success, engagement, and performance). Formally, 

 (13)  RIELSF = 
|θ1λ3|+|θ1κ3λ1|+|θ1ι2κ1λ1|

|η1λ2 |+|η1κ2λ1|+|η1ι1κ1λ1|
∗ 100 − 100, 

where RIELSF is the ratio of competition emphasis’ indirect effects on life satisfaction. 

Consistent with H3, the negative indirect effect of competition emphasis on life satisfaction 

through fear of failure, behavioral engagement, and performance is of greater magnitude (+64%) 

than the positive indirect effect through strive for success, behavioral engagement, and 

performance. 
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4.3.4. Test of hypothesis concerning personal growth 

Competition emphasis shows a significant positive indirect effect on personal growth mediated 

by strive for success (η1ν2 = 2.97, 95% CI = 0.96, 5.74); the combined path of strive for success 

and performance (η1κ2ν1 = 0.26, 95% CI = 0.07, 0.68); and the combined path of strive for 

success, engagement, and performance (η1ι1κ1ν1 = 0.03, 95% CI = 0.00, 0.09). The results reveal 

no significant effect of competition emphasis on personal growth mediated by fear of failure 

(θ1ν3 = ‒0.28, 95% CI = ‒1.18, 0.29) but indicate a significant negative indirect effect of 

competition on personal growth mediated by the combined path of fear of failure and 

performance (θ1κ3ν1 = ‒0.12, 95% CI = ‒0.35, ‒0.03) and the combined path of fear of failure, 

engagement, and performance (θ1ι2κ1ν1 = ‒0.04, 95% CI = ‒0.11, ‒0.01). 

To verify H4, we computed the ratio of competition’s positive indirect effects on personal 

growth (through fear of failure, engagement, and performance) and its negative indirect effects 

on personal growth (through strive for success, engagement, and performance). Formally, 

 (14)  RIEPEG = 
|η1ν2|+|η1κ2ν|+|η1ι1κ1ν1| 

|θ1κ3ν1 |+|θ1ι2κ1ν1|
∗ 100 − 100, 

where RIEPEG is the ratio of competition emphasis’ indirect effects on personal growth.3 

Confirming H4, the results indicate that the positive indirect effect of competition emphasis 

on personal growth through strive for success, behavioral engagement, and performance exceeds 

the negative indirect effect through fear of failure, behavioral engagement, and performance by a 

factor of 20.4 

                                                 

3 Please note that the indirect effect of competition emphasis on personal growth through fear of failure is not 

included in the calculation as it is non-significant. 
4 The magnitude of the effect is +1,916%, which is a result of the non-significant direct effect of fear of failure 

on personal growth (see Table 4). 
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Furthermore, there are significant effects for some of the controls. First, regarding the 

specific self-improvement category, the estimation suggests that the apps in the education 

category stimulate a greater strive for success and behavioral engagement than those in the 

fitness category. However, there was no difference between the nutrition and fitness categories. 

Second, premium users experience less fear of failure and exhibit increased behavioral 

engagement in comparison to users of the free version. Third, the results indicate a significant 

positive relationship between app usage duration and both behavioral engagement and life 

satisfaction. Fourth, in terms of community, users express greater life satisfaction with increases 

in their network size. Furthermore, people who feel attached to or perceive social support from 

other users, experience enhanced strive for success but also increased fear of failure. Finally, the 

findings reveal that brand attitude is positively related to strive for success, behavioral 

engagement, performance, and personal growth. 

4.4. Discussion 

The main objective of Study 2 was to replicate the results of Study 1 in a non-experimental, real-

life setting and extend them by investigating the effect of competition (vs. cooperation) on the 

entire self-improvement chain. To investigate these relationships, we conducted an online field 

survey collecting data from actual users of six apps from three self-improvement categories.  

Study 2 offers support for the generalizability of our findings by replicating Study 1’s results 

with existing apps across various contexts. While the results indicate that competition increases 

performance and personal growth more than cooperation does, cooperation exhibits a greater 

effect on users’ behavioral engagement and life satisfaction. These findings not only complement 

those of Study 1 but also reveal that neither competition nor cooperation alone is the key to 

maximizing self-improvement goal attainment; instead, competition best supports performance 
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and psychological well-being, while cooperation helps users stick with an activity and boosts 

subjective well-being. 

 

5. Conclusion 

Consumers are increasingly seeking the support of self-improvement technologies to reach their 

personal goals—a trend exemplified by the 441% increase in active Fitbit users between 2014 

and 2019 (Statista, 2020). But can such technologies really help users achieve their goals? And if 

so, how should they be designed to best support goal attainment? To address these questions, we 

examined how competition and cooperation—social interdependence structures implemented 

extensively across self-improvement technologies—affect the self-improvement chain goals of 

behavioral engagement, performance, and well-being (life satisfaction and personal growth).  

Across two studies, we found that no technology-facilitated interdependence structure enabled 

users to maximize their achievement of all goals simultaneously. More specifically, while 

competitive goal structures might push users to enhanced performance and personal growth, 

cooperative goal structures are preferable for increasing behavioral engagement and life 

satisfaction. These results can be explained by the structures’ activation of two counteracting 

paths—strive for success and fear of failure—that drive users to approach some goals but avoid 

others even more. Our findings have important implications for theory and practice, which we 

discuss next. 

5.1. Research implications 

Our findings are relevant for service technology research in general and transformative service 

research in particular (Anderson et al., 2013). First, although self-improvement technologies are 

designed to provide value for their users and help them achieve their goals, there is surprisingly 
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little marketing literature on whether such technologies in fact do so and how. Though most self-

improvement technologies implement social interdependence structures (Huang, 2018), they 

generally tend to focus on one. This implies that potential users must decide whether competitive 

or cooperative tasks would be more effective for attaining their personal goals.  

Second, by placing our study in the context of self-improvement technologies, where users 

utilize standardized support systems that help them focus on improving skills, we complement 

prior work on social interdependence (Deutsch, 1949b; Johnson & Johnson, 2005). We 

emphasize three factors—task environment, task structure, and task interdependence—that 

determine how users perceive social interdependence structures and thus form behaviors and 

outcomes. Variations in these factors may explain why some studies find competition to be as 

fruitful as or even superior to cooperation in terms of goal attainment (e.g., Goldman et al., 1977; 

Kistruck et al., 2016), despite the latter generally being portrayed as more beneficial (Johnson & 

Johnson, 2005). If the task environment is more skill-oriented, competition is constructive, and 

participants can complete the tasks independently, then competition and cooperation structures 

could be equally supportive of goal attainment. These conditions are met for the case of self-

improvement technologies: users voluntarily select apps to learn or improve their skills and the 

technology standardizes the process of achieving user goals with the support of the technology 

alone. Hence, we suggest that technologies can facilitate constructive competition, thus 

minimizing the dark sides and increasing the bright sides of competition (Reeve & Deci, 1996). 

Our findings support this conclusion, as competitive goal structures lead to better performance 

and personal growth than cooperative goal structures do, while cooperation is still superior when 

it comes to engagement and life satisfaction. 
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Third, our research contributes to transformative service research (Anderson et al., 2013) by 

considering users’ subjective and psychological well-being as the terminal goal of the self-

improvement chain. By revealing that competitive and cooperative goal structures affect life 

satisfaction (subjective well-being) and personal growth (psychological well-being) differently, 

our findings reinforce Ryff’s (1989) claim that capturing subjective well-being is not enough to 

understand people’s overall well-being. This difference between subjective and psychological 

well-being is further supported through the opposing psychological paths triggered by social 

interdependence. The varying strength of their effects on subjective and psychological well-

being indicate that in the case of self-improvement technologies with competition or cooperation, 

one is not likely to optimally satisfy both forms of well-being. 

Fourth, by drawing on achievement goal theory (Elliot & Church, 1997; McClelland et al., 

1953), we empirically demonstrate that social interdependence structures simultaneously initiate 

two rival psychological paths in the self-improvement chain. Hence, people experience approach 

and avoidance tendencies concurrently when using self-improvement technologies. Reinforcing 

the findings of Murayama and Elliot’s (2012) meta-analysis on the relation between competition 

and performance, we emphasize that both achievement goal orientations must be considered with 

every social interdependency. Therefore, future research should explicitly account for this 

inherent dialectic instead of focusing on a single achievement goal orientation or neglecting them 

altogether. 

Indeed, the inconclusive findings of previous research regarding downstream consequences 

of social interdependence structures (e.g., Kistruck et al., 2016; Peng & Hsieh, 2012) might be 

the result of neglecting goal orientation as a key mechanism. Our results reveal that in the 

context of self-improvement technologies, the opposing psychological paths are triggered, but 
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strive for success (achievement approach orientation) is particularly strongly related to 

performance and personal growth, while fear of failure (achievement avoidance orientation) has 

a pronounced impact on engagement and life satisfaction. Thus, the joint consideration of both 

paths is necessary to identify which of the opposing paths has more sizeable downstream effects 

across different contexts. 

Our insights also highlight the power of psychological orientation for guiding one’s behavior 

and responses in competitively or cooperatively structured tasks. The way people orient 

themselves in such a situation (fearful or striving) has a considerable impact on their behavior 

and accordingly their well-being. People’s subjective well-being suffers when they fear failure 

and view a situation in a negative light; priming competitiveness in such contexts would further 

fuel this negativity spiral of reduced life satisfaction. This is in line with Bittner and Heidemeier 

(2013), who established a link between the competitive and cooperative mindsets and regulatory 

focus. Their results revealed that a promotion focus activates a cooperation mindset, whereas a 

prevention focus activates a competition mindset. However, their study also highlighted the 

possibility for both paths to be activated and strengthened, which we found when establishing 

social interdependence structures. 

Finally, we contribute to the emerging literature on individual-level antecedents and 

outcomes of technology-facilitated engagement. Research is beginning to acknowledge the 

capacity of technologies to enhance individual-level resource development and interpersonal 

cocreation (Hollebeek et al., 2019; Kumar et al., 2019). We add to this literature by 

demonstrating that the potential of technology to engage users may follow a fluctuating pattern. 

Examining the underlying psychological processes that arise when users undertake tasks in a 

social context (Kannan & Li, 2017), we reveal that strive for success and fear of failure motivate 
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users to invest different levels of cognitive and emotional resources in engaging with 

technologies. It is worth noting that competition and cooperation still facilitate greater 

engagement compared to settings devoid of social interdependence. However, when only 

comparing the two, strive for success reinforces behavioral engagement and fear of failure 

inhibits engagement. Our findings contribute to prior engagement literature by demonstrating 

why customers do or do not complement physical engagement with digital, technology-driven 

engagement (Kumar et al., 2019; van Heerde et al., 2019) and also point to specific limitations of 

some engagement-facilitating technologies (e.g., Maier et al., 2015; Weiger et al., 2018). 

Moreover, linking technology-facilitated engagement with user well-being reveals the central 

role that behavioral engagement plays when it comes to achieving terminal self-improvement 

goals. In doing so, we provide evidence for the performance-enhancing effects of technology-

facilitated engagement, which represent one of the gatekeeping functions in the self-

improvement chain. 

5.2. Practical implications 

Our findings provide an explanation for why self-improvement technologies such as mobile apps 

that enable social interdependence among users have seen an ever-increasing number of users 

and a high rate of permanent use, specifically in the fields of sport, nutrition, and education. 

Furthermore, they indicate how people can leverage technologies to continue working on their 

self-improvement goals in times of social distancing (e.g., during pandemics, remote work, and 

secluded living), when traditional means of interacting with others are infeasible. First, the 

results of Study 1 demonstrate that both social interdependence structures increase users’ 

engagement goal achievements. This implies that users are well advised to adopt technologies 

that include either of the two social structures, leaving then significant flexibility in choice of 
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products and providers. However, if a user aims to maximize life satisfaction, he or she should 

avoid technologies boasting competitive goal structures; under this condition, a cooperative 

structure seems to be more effective. Cooperative goal structures reduce people’s tendency to 

flaunt their own superiority and allay their fears of embarrassing themselves in front of others. 

This in turn likely promotes higher levels of self-esteem and mental health (Johnson & Johnson, 

2005). In contrast, if the user prioritizes self-improvement through personal growth, he or she 

should make use of technologies that rely heavily on competitive goal structures. Not only are 

such technologies superior when it comes to performance, but they also enhance the feeling of 

personal growth by permitting their users to focus more on their own development.  

Second, we advise policy makers and support organizations (e.g., counseling service 

providers, health maintenance organizations, insurance companies) to make use of social 

interdependence structures to encourage meaningful behavioral changes. For example, given the 

salutary competition effects for performance, health organizations could hold healthy lifestyle 

contests and award visible tags or badges to the best-performing users or publish the rankings. 

Encouraging people to compete for healthy lifestyle status might motivate more people to adopt 

healthier behavior. While competition might offer not only a significant boost to a more results-

oriented performance (even more so if the superior results in comparison to reference users were 

public to the entire group) but also personal growth, cooperation patterns are paramount when it 

comes to users’ continued engagement and life satisfaction. If that is the goal, organizations 

should assign tasks that can only be fulfilled through affiliation with and acceptance by other 

users and are impossible to complete alone (Johnson & Johnson, 2005; Stanne et al., 1999).  

With this in mind, it becomes clear that social interdependence structures are powerful tools 

for nudging people toward living healthier and happier lives in a deliberate and voluntary way, 
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without using coercion, choice restrictions, penalties, or hard economic incentives. Such 

structures render potentially mundane activities more pleasurable and offer readily available 

benefits (e.g., sitting at the top of a leaderboard or achieving mutual goals with a community). In 

this sense, social interdependence structures leverage or “hack” people psychologically by 

transforming tasks into desirable behavior change (White et al., 2019). However, as 

interdependence structures not only empower users to strive for success but also generate fear of 

failure, people using technologies with such structures will always experience some degree of 

negative emotions, representing the hidden costs of such settings. Therefore, policy makers and 

support organizations should consider the extent to which the use of social interdependence 

structures—especially competition—should be promoted, particularly if subjective well-being is 

the public goal. Remarkably, Instagram and Facebook have been experimenting with hiding likes 

to help users minimize their focus on competition among them. According to a Facebook 

spokesperson, some consumers have suggested in interviews that hiding likes would improve 

their mental health (Wong, 2019). Our empirical results support this position. 

Finally, our findings signal that implementing social interdependence structures is a win–

win situation for users and self-improvement-technology providers and thus improves collective 

well-being. The results confirm the engaging effect of competition and cooperation found by 

prior studies (Eisingerich et al., 2019; Leclercq et al., 2018). For technology providers, 

particularly those offering free-to-use apps, increased engagement promises increased 

advertising revenue (Schumann et al., 2014). As behavioral engagement thus represents an 

admirable goal for both sides, providers should rely on social interdependence structures, 

offering various tasks with competition and cooperation settings to allow for the differing effects 

on users’ well-being goals. This would grant users the chance to self-select tasks and better 
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support their individual goal pursuit without losing consumers who dislike either competition or 

cooperation with other users.   

5.3. Limitations and further research 

The limitations of our research highlight avenues for further research. First, to increase external 

validity and consider developments over time, future research could observe the relationship 

between social interdependence structure and self-improvement goals over extended periods 

(i.e., exceeding the four weeks used in this study) and record its evolution over several 

measurement points. Second, as we focus on competition and cooperation as social 

interdependence structures, it would be useful to examine whether its combination—

coopetition—follows different patterns in supporting the attainment of self-improvement goals. 

Furthermore, other social interactions such as exchange or conflict can emerge in this context 

and may also influence users’ behavior in the context of self-improvement technologies. 

Similarly, it would also be interesting to develop knowledge on other dimensions of well-being, 

such as social well-being (Keyes, 1998). Third, apps in the self-improvement categories of 

education, fitness, and nutrition. Although all apps include social interdependence structures, our 

participants generally did not perceive them as being overwhelmingly strong—most likely 

because the apps also contain individualistic tasks to make entry and use as convenient as 

possible. In this regard, a study with apps boasting only social interdependence structures could 

demonstrate the strength of the relationship even better. Finally, there may exist situational and 

personality differences in user preferences which could affect the relationship between the social 

interdependence structures and users’ self-improvement goals.  
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Appendix A. Constructs and measures for Study 1 and Study 2 

  Factor loadings 

Constructs (variable notation) Measures Study 1 Study 2 

Social interdependence structures    

Competitiona 

(Gerpott et al., 2018) 

α = .88 

When using and performing tasks of [App], …   

… I compete with others.  .875 

… I compete with other users for goal achievement.  .891 

 … I can only achieve my desired results if other 

users are less successful. 

 .824 

 … the achieved results cannot satisfy me and other 

users at the same time. 

 .750 

    

Cooperationa 

(Gerpott et al., 2018) 

α = .83 

When using and performing tasks of [App], …   

… I cooperate with others.  .701 

… other users and I have a common goal.  .709 

 … my results should be similarly satisfying for me 

and for other users at the same time. 

 .827 

 … my goal achievement depends on supporting 

activities of other users. 

 .722 

    

Psychological processes    

Strive for success (SFS) 

(Lang & Fries, 2006) 

α = .89 (.86) 

The tasks of [App] …   

… encourage me to find out how good I am. .895 .812 

… animate me to work on a solution immediately. .875 .804 

 … cause me to challenge my capabilities. .773 .846 

    

Fear of failure (FOF) 

(Conroy et al., 2002) 

α = .83 (.89) 

When I am failing at the tasks of [App], …   

… it is embarrassing if others are there to see it. .830 .823 

… I worry about what others think about me. .751 .896 

 … I worry that others may think I am not trying. .791 .832 

    

Behavioral engagement (ENG)    

Engagement  

(Cheung et al., 2011; Hollenbeck  

et al., 1989) 

α = .85 

I am strongly committed to pursuing the tasks of 

[App]. 

.739  

I am willing to do a lot to solve the tasks of [App] 

well. 

.852  

I am willing to put forth a great deal of effort in 

performing the [App] tasks. 

.843  

    

Frequency of use How many days in the past four weeks have you 

used [App]?b 

  

    

Performance (PER) In the last four weeks …   

(Greguras & Diefendorff, 2010) 

α = .90 

… I made considerable progress with the [App] 

tasks. 

 .812 

… I did very well on [App]’s tasks.  .842 

 … I met the requirements for [App]’s tasks very 

well. 

 .799 
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 … I mastered everything I was assigned in [App]’s 

tasks very well. 

 .868 

    

Well-being    

Life satisfaction (LSF) 

(Diener et al., 1985)  

α = .89 

In most ways my life is close to my ideal.  .795 

The conditions of my life are excellent.  .932 

I am satisfied with my life.  .832 

    

Personal growth (PEG) 

(Ryff, 1989) 

α = .88 

I am interested in activities that will expand my 

horizons. 

 .736 

When I think about it, I really improved much as a 

person over the years. 

 .950 

For me, life has been a continuous process of 

learning, changing, and growth. 

 .829 

    

Controls    

Premium version (PRE) Do you use the premium version of [App]?c 

Length of app use (LAU) For about how many months have you been using [App]?b 

Network size (NWS) I am connected or friends with many users in [App]. 

Affective social identity (ASI) 

(Bagozzi & Dholakia, 2006) 

I feel very attached to other users of [App]. 

 

Perceived social support (PSS) 

(Zimet et al., 1988) 

I can count on other users in [App] when things go wrong. 

 

Brand attitude (BAT) 

(Bellman et al., 2011) 

I think [App] is excellent. 

 

Narcissism (NAR) 

(Konrath et al., 2014) 

I am a narcissist. 

 

 

Note. Items and Cronbach’s alphas of Study 2 are reported in brackets if not stated otherwise. 
a These items were used in Study 1 only as manipulation checks.  
b The items were measured with an open-ended question. 
c Premium version was measured as a yes/no question. 

 

  



44 

 

References 

Anderson, L., Ostrom, A. L., Corus, C., Fisk, R. P., Gallan, A. S., Giraldo, M., Mende, M., 

Mulder, M., Rayburn, S. W., Rosenbaum, M. S., Shirahada, K., & Williams, J. D. (2013). 

Transformative service research: An agenda for the future. Journal of Business Research, 

66(8), 1203–1210. https://doi.org/10.1016/j.jbusres.2012.08.013 

Atkinson, J. W. (1957). Motivational determinants of risk-taking behavior. Psychological 

Review, 64(6), 359–372. https://doi.org/10.1037/h0043445 

Atkinson, J. W. (1964). An Introduction to Motivation. Van Nostrand. 

Atkinson, J. W., & Litwin, G. H. (1960). Achievement motive and test anxiety conceived as 

motive to approach success and motive to avoid failure. The Journal of Abnormal and 

Social Psychology, 60(1), 52–63. https://doi.org/10.1037/h0041119 

Bagozzi, R. P., & Dholakia, U. M. (2006). Antecedents and purchase consequences of customer 

participation in small group brand communities. International Journal of Research in 

Marketing, 23(1), 45–61. https://doi.org/10.1016/j.ijresmar.2006.01.005 

Bellman, S., Potter, R. F., Treleaven-Hassard, S., Robinson, J. A., & Varan, D. (2011). The 

effectiveness of branded mobile phone apps. Journal of Interactive Marketing, 25(4), 191–

200. https://doi.org/10.1016/j.intmar.2011.06.001 

Berger, S., & Freund, A. M. (2012). Fear of failure, disorganization, and subjective well-being in 

the context of preparing for an exam. Swiss Journal of Psychology, 71(2), 83–91. 

https://doi.org/10.1024/1421-0185/a000074 

Birkinshaw, J., & Haas, M. (2016). Increase your return on failure. Harvard Business Review, 

94(5), 88–93. 

Bittner, J. V., & Heidemeier, H. (2013). Competitive mindsets, creativity, and the role of 

regulatory focus. Thinking Skills and Creativity, 9, 59–68. 

https://doi.org/10.1016/j.tsc.2013.03.003 

Brand Minds. (2019). The self-improvement industry is estimated to grow to $13.2 billion by 

2022. https://brandminds.ro/the-self-improvement-industry-is-estimated-to-grow-to-13-2-

billion-by-2022/ 

Brodie, R. J., Hollebeek, L. D., Jurić, B., & Ilić, A. (2011). Customer engagement: Conceptual 

domain, fundamental propositions, and implications for research. Journal of Service 

Research, 14(3), 252–271. https://doi.org/10.1177/1094670511411703 

Brown, S. P., Cron, W. L., & Slocum, J. W. (1998). Effects of trait competitiveness and 

perceived intraorganizational competition on salesperson goal setting and performance. 

Journal of Marketing, 62(4), 88–98. https://doi.org/10.2307/1252289 

Campbell, J. P., McCloy, R. A., Oppler, S. H., & Sager, C. E. (1993). A theory of performance. 

In N. Schmitt & W. C. Borman (Eds.), Personnel Selection in Organizations (pp. 35–70). 

Jossey-Bass Publishers. 

Chan, E., & Briers, B. (2019). It’s the end of the competition: When social comparison is not 

always motivating for goal achievement. Journal of Consumer Research, 46(2), 351–370. 

https://doi.org/10.1093/jcr/ucy075 

Cheung, C. M. K., Lee, M. K. O., & Jin, X.-L. (2011). Customer engagement in an online social 

platform: A conceptual model and scale development. Proceedings of the International 



45 

 

Conference on Information Systems (ICIS). 

Chiu, C. M., Cheng, H. L., Huang, H. Y., & Chen, C. F. (2013). Exploring individuals’ 

subjective well-being and loyalty towards social network sites from the perspective of 

network externalities: The Facebook case. International Journal of Information 

Management, 33(3), 539–552. https://doi.org/10.1016/j.ijinfomgt.2013.01.007 

Conroy, D. E., Willow, J. P., & Metzler, J. N. (2002). Multidimensional fear of failure 

measurement: The performance failure appraisal inventory. Journal of Applied Sport 

Psychology, 14(2), 76–90. https://doi.org/10.1080/10413200252907752 

Curran, T., Hill, A. P., & Niemiec, C. P. (2013). A conditional process model of children’s 

behavioral engagement and behavioral disaffection in sport based on self-determination 

theory. Journal of Sport and Exercise Psychology, 35(1), 30–43. 

https://doi.org/10.1123/jsep.35.1.30 

De Dreu, C. K. W. (2007). Cooperative outcome interdependence, task reflexivity, and team 

effectiveness: A motivated information processing perspective. Journal of Applied 

Psychology, 92(3), 628–638. https://doi.org/10.1037/0021-9010.92.3.628 

Deci, E. L., & Ryan, R. M. (2008). Self-determination theory: A macrotheory of human 

motivation, development, and health. Canadian Psychology/Psychologie Canadienne, 

49(3), 182–185. https://doi.org/10.1037/a0012801 

Deutsch, M. (1949a). A theory of co-operation and competition. Human Relations, 2(2), 129–

152. 

Deutsch, M. (1949b). An experimental study of the effects of co-operation and competition upon 

group process. Human Relations, 2(3), 199–231. 

Devezer, B., Sprott, D. E., Spangenberg, E. R., & Czellar, S. (2013). Consumer well-being: 

effects of subgoal failures and goal importance. Journal of Marketing, 78(2), 118–134. 

https://doi.org/10.1509/jm.11.0599 

Diener, E. (1984). Subjective well-being. Psychological Bulletin, 95(3), 542–575. 

https://doi.org/10.1037/0033-2909.95.3.542 

Diener, E., Emmons, R. A., Larsen, R. J., & Griffin, S. (1985). The satisfaction with life scale. 

Journal of Personality Assessment, 49(1), 71–75. 

https://doi.org/10.1207/s15327752jpa4901_13 

Diener, E., Oishi, S., & Lucas, R. E. (2009). Subjective well-being: The science of happiness and 

life satisfaction. In S. J. Lopez & C. R. Snyder (Eds.), The Oxford Handbook of Positive 

Psychology (pp. 186–194). Oxford University Press. 

https://doi.org/10.1093/oxfordhb/9780195187243.013.0017 

Dweck, C. S., & Leggett, E. L. (1988). A social-cognitive approach to motivation and 

personality. Psychological Review, 95(2), 256–273. https://doi.org/10.1037/0033-

295X.95.2.256 

Eisingerich, A. B., Marchand, A., Fritze, M. P., & Dong, L. (2019). Hook vs. hope: How to 

enhance customer engagement through gamification. International Journal of Research in 

Marketing, 36(2), 200–215. https://doi.org/10.1016/j.ijresmar.2019.02.003 

Elliot, A. J., & Church, M. A. (1997). A hierarchical model of approach and avoidance 

achievement motivation. Journal of Personality and Social Psychology, 72(1), 218–232. 

https://doi.org/10.1037/0022-3514.72.1.218 



46 

 

Elliot, A. J., & Harackiewicz, J. M. (1996). Approach and avoidance achievement goals and 

intrinsic motivation: A mediational analysis. Journal of Personality and Social Psychology, 

70(3), 461–475. https://doi.org/10.1037/0022-3514.70.3.461 

Elliot, A. J., & Reis, H. T. (2003). Attachment and exploration in adulthood. Journal of 

Personality and Social Psychology, 85(2), 317–331. https://doi.org/10.1037/0022-

3514.85.2.317 

Elliot, A. J., & Thrash, T. M. (2004). The intergenerational transmission of fear of failure. 

Personality and Social Psychology Bulletin, 30(8), 957–971. 

https://doi.org/10.1177/0146167203262024 

Etkin, J. (2016). The hidden cost of personal quantification. Journal of Consumer Research, 

42(6), 967–984. https://doi.org/10.1093/jcr/ucv095 

Fornell, C., & Larcker, D. F. (1981). Evaluating structural equation models with unobservable 

variables and measurement error. Journal of Marketing Research, 18(1), 39–50. 

Gerpott, F. H., Balliet, D., Columbus, S., Molho, C., & de Vries, R. E. (2018). How do people 

think about interdependence? A multidimensional model of subjective outcome 

interdependence. Journal of Personality and Social Psychology, 115(4), 716–742. 

https://doi.org/10.1037/pspp0000166 

Gilovich, T., & Medvec, V. H. (1995). The experience of regret: What, when, and why. 

Psychological Review, 102(2), 379–395. https://doi.org/10.1037/0033-295X.102.2.379 

Goh, K., Heng, C., & Lin, Z. (2013). Social media brand community and consumer behavior: 

Quantifying the relative impact of user- and marketer-generated content. Information 

Systems Research, 24(1), 88–107. https://doi.org/10.1287/isre.1120.0469 

Goldman, M., Stockbauer, J. W., & McAuliffe, T. G. (1977). Intergroup and intragroup 

competition and cooperation. Journal of Experimental Social Psychology, 13(1), 81–88. 

https://doi.org/10.1016/0022-1031(77)90015-4 

Gonida, E. N., Voulala, K., & Kiosseoglou, G. (2009). Students’ achievement goal orientations 

and their behavioral and emotional engagement: Co-examining the role of perceived school 

goal structures and parent goals during adolescence. Learning and Individual Differences, 

19(1), 53–60. https://doi.org/10.1016/j.lindif.2008.04.002 

Greguras, G. J., & Diefendorff, J. M. (2010). Why does proactive personality predict employee 

life satisfaction and work behaviors? A field investigation of the mediating role of the self-

concordance model. Personnel Psychology, 63(3), 539–560. https://doi.org/10.1111/j.1744-

6570.2010.01180.x 

Hansemark, O. C. (1998). The effects of an entrepreneurship programme on need for 

achievement and locus of control of reinforcement. International Journal of 

Entrepreneurial Behavior & Research, 4(1), 28–50. 

https://doi.org/10.1108/13552559810203957 

Hayes, A. F. (2009). Beyond Baron and Kenny: Statistical mediation analysis in the new 

millennium. Communication Monographs, 76(4), 408–420. 

https://doi.org/10.1080/03637750903310360 

Heidemeier, H., & Bittner, J. V. (2012). Competition and achievement goals in work teams. 

Human Performance, 25(2), 138–158. https://doi.org/10.1080/08959285.2012.658929 

Hollebeek, L. D., Srivastava, R. K., & Chen, T. (2019). S-D logic–informed customer 



47 

 

engagement: integrative framework, revised fundamental propositions, and application to 

CRM. Journal of the Academy of Marketing Science, 47(1), 161–185. 

https://doi.org/10.1007/s11747-016-0494-5 

Hollenbeck, J. R., & Klein, H. J. (1987). Goal commitment and the goal-setting process: 

Problems, prospects, and proposals for future research. Journal of Applied Psychology, 

72(2), 212–220. https://doi.org/10.1037/0021-9010.72.2.212 

Hollenbeck, J. R., Williams, C. R., & Klein, H. J. (1989). An empirical examination of the 

antecedents of commitment to difficult goals. Journal of Applied Psychology, 74(1), 18–23. 

https://doi.org/10.1037/0021-9010.74.1.18 

Huang, S.-C. (2018). Social information avoidance: When, why, and how it is costly in goal 

pursuit. Journal of Marketing Research, 55(3), 382–395. 

https://doi.org/10.1509/jmr.16.0268 

Johnson, D. W. (2003). Social interdependence: Interrelationships among theory, research, and 

practice. American Psychologist, 58(11), 934–945. https://doi.org/10.1037/0003-

066X.58.11.934 

Johnson, D. W., & Johnson, R. T. (1974). Instructional goal structure: Cooperative, competitive, 

or individualistic. Review of Educational Research, 44(2), 213–240. 

https://doi.org/10.3102/00346543044002213 

Johnson, D. W., & Johnson, R. T. (1989). Cooperation and competition: Theory and research. 

Interaction Book Company. 

Johnson, D. W., & Johnson, R. T. (2005). New developments in social interdependence theory. 

Genetic, Social, and General Psychology Monographs, 131(4), 285–358. 

https://doi.org/10.3200/MONO.131.4.285-358 

Johnson, D. W., & Johnson, R. T. (2010). The impact of social interdependence on values 

education and student wellbeing. In T. Lovat, R. Toomey, & N. Clement (Eds.), 

International Research Handbook on Values Education and Student Wellbeing (pp. 825–

847). Springer Netherlands. https://doi.org/10.1007/978-90-481-8675-4_47 

Kahneman, D., & Tversky, A. (1979). Prospect theory: An analysis of decision under risk. 

Econometrica, 47(2), 263–292. https://doi.org/10.2307/1914185 

Kannan, P. K. K., & Li, H. “Alice.” (2017). Digital marketing: A framework, review and 

research agenda. International Journal of Research in Marketing, 34(1), 22–45. 

https://doi.org/10.1016/j.ijresmar.2016.11.006 

Keyes, C. L. M. (1998). Social well-being. Social Psychology Quarterly, 61(2), 121–140. 

https://doi.org/10.2307/2787065 

Kistruck, G. M., Lount, R. B., Smith, B. R., Bergman, B. J., & Moss, T. W. (2016). Cooperation 

vs. Competition: Alternative goal structures for motivating groups in a resource scarce 

environment. Academy of Management Journal, 59(4), 1174–1198. 

https://doi.org/10.5465/amj.2014.0201 

Koivisto, J., & Hamari, J. (2019). The rise of motivational information systems: A review of 

gamification research. International Journal of Information Management, 45, 191–210. 

https://doi.org/10.1016/j.ijinfomgt.2018.10.013 

Konrath, S., Meier, B. P., & Bushman, B. J. (2014). Development and validation of the single 

item narcissism scale (SINS). PLoS ONE, 9(8), e103469. 



48 

 

https://doi.org/10.1371/journal.pone.0103469 

Kumar, V., Rajan, B., Gupta, S., & Pozza, I. D. (2019). Customer engagement in service. 

Journal of the Academy of Marketing Science, 47(1), 138–160. 

https://doi.org/10.1007/s11747-017-0565-2 

Lang, J. W. B., & Fries, S. (2006). A revised 10-item version of the achievement motives scale: 

Psychometric properties in German-speaking samples. European Journal of Psychological 

Assessment, 22(3), 216–224. https://doi.org/10.1027/1015-5759.22.3.216 

Leclercq, T., Hammedi, W., & Poncin, I. (2018). The boundaries of gamification for engaging 

customers: Effects of losing a contest in online co-creation communities. Journal of 

Interactive Marketing, 44, 82–101. https://doi.org/10.1016/j.intmar.2018.04.004 

Liu, D., Li, X., & Santhanam, R. (2013). Digital games and beyond: What happens when players 

compete. MIS Quarterly, 37(1), 111–124. https://doi.org/10.25300/MISQ/2013/37.1.05 

Lu, L., & Argyle, M. (1991). Happiness and cooperation. Personality and Individual Differences, 

12(10), 1019–1030. https://doi.org/10.1016/0191-8869(91)90032-7 

Maier, C., Laumer, S., Eckhardt, A., & Weitzel, T. (2015). Giving too much social support: 

social overload on social networking sites. European Journal of Information Systems, 24(5), 

447–464. https://doi.org/10.1057/ejis.2014.3 

Matsui, T., Kakuyama, T., & Onglatco, M. U. (1987). Effects of goals and feedback on 

performance in groups. Journal of Applied Psychology, 72(3), 407–415. 

https://doi.org/10.1037/0021-9010.72.3.407 

McClelland, D. C., Atkinson, J. W., Clark, R. A., & Lowell, E. L. (1953). The achievement 

motive. Appleton-Century-Crofts. https://doi.org/10.1037/11144-000 

Meyvis, T., & Van Osselaer, S. M. J. (2018). Increasing the power of your study by increasing 

the effect size. Journal of Consumer Research, 44(5), 1157–1173. 

https://doi.org/10.1093/jcr/ucx110 

Morschheuser, B., Hamari, J., & Maedche, A. (2019). Cooperation or competition – When do 

people contribute more? A field experiment on gamification of crowdsourcing. 

International Journal of Human-Computer Studies, 127, 7–24. 

https://doi.org/10.1016/j.ijhcs.2018.10.001 

Murayama, K., & Elliot, A. J. (2012). The competition–performance relation: A meta-analytic 

review and test of the opposing processes model of competition and performance. 

Psychological Bulletin, 138(6), 1035–1070. https://doi.org/10.1037/a0028324 

Onatsu-Arvilommi, T., & Nurmi, J.-E. (2000). The role of task-avoidant and task-focused 

behaviors in the development of reading and mathematical skills during the first school 

year: A cross-lagged longitudinal study. Journal of Educational Psychology, 92(3), 478–

491. https://doi.org/10.1037/0022-0663.92.3.478 

Pansari, A., & Kumar, V. (2017). Customer engagement: the construct, antecedents, and 

consequences. Journal of the Academy of Marketing Science, 45(3), 294–311. 

https://doi.org/10.1007/s11747-016-0485-6 

Peng, W., & Hsieh, G. (2012). The influence of competition, cooperation, and player relationship 

in a motor performance centered computer game. Computers in Human Behavior, 28(6), 

2100–2106. https://doi.org/10.1016/j.chb.2012.06.014 

Preacher, K. J., & Hayes, A. F. (2008). Asymptotic and resampling strategies for assessing and 



49 

 

comparing indirect effects in multiple mediator models. Behavior Research Methods, 40(3), 

879–891. https://doi.org/10.3758/BRM.40.3.879 

Reeve, J., & Deci, E. L. (1996). Elements of the competitive situation that affect intrinsic 

motivation. Personality and Social Psychology Bulletin, 22(1), 24–33. 

Riediger, M., & Freund, A. M. (2004). Interference and facilitation among personal goals: 

Differential associations with subjective well-being and persistent goal pursuit. Personality 

and Social Psychology Bulletin, 30(12), 1511–1523. 

https://doi.org/10.1177/0146167204271184 

Rokeach, M. (1973). The nature of human values. Free Press. 

Ryan, R. M., & Deci, E. L. (2000). Self-determination theory and the facilitation of intrinsic 

motivation, docial development, and well-being. American Psychologist, 55(1), 68–78. 

https://doi.org/10.1037/0003-066X.55.1.68 

Ryan, R. M., & Deci, E. L. (2001). On happiness and human potentials: A review of research on 

hedonic and eudaimonic well-being. Annual Review of Psychology, 52(1), 141–166. 

https://doi.org/10.1146/annurev.psych.52.1.141 

Ryff, C. D. (1989). Happiness is everything, or is it? Explorations on the meaning of 

psychological well-being. Journal of Personality and Social Psychology, 57(6), 1069–1081. 

Schumann, J. H., von Wangenheim, F., & Groene, N. (2014). Targeted online advertising: using 

reciprocity appeals to increase acceptance among users of free web services. Journal of 

Marketing, 78(1), 59–75. https://doi.org/10.1509/jm.11.0316 

Sheldon, K. M., & Elliot, A. J. (1999). Goal striving, need satisfaction, and longitudinal well-

being: The self-concordance model. Journal of Personality and Social Psychology, 76(3), 

482–497. https://doi.org/10.1037/0022-3514.76.3.482 

Shepherd, D. A. (2003). Learning from business failure: Propositions of grief recovery for the 

self-employed. The Academy of Management Review, 28(2), 318–328. 

https://doi.org/10.2307/30040715 

Silver, L. S., Dwyer, S., & Alford, B. (2006). Learning and performance goal orientation of 

salespeople revisited: The role of performance-approach and performance-avoidance 

orientations. Journal of Personal Selling & Sales Management, 26(1), 27–38. 

https://doi.org/10.2753/pss0885-3134260103 

Sonnentag, S., & Frese, M. (2005). Performance concepts and performance theory. In S. 

Sonnentag (Ed.), Psychological Management of Individual Performance (pp. 1–25). John 

Wiley & Sons, Ltd. https://doi.org/10.1002/0470013419.ch1 

Standage, M., Duda, J. L., & Pensgaard, A. M. (2005). The effect of competitive outcome and 

task-involving, ego-involving, and cooperative structures on the psychological well-being 

of individuals engaged in a co-ordination task: A self-determination approach. Motivation 

and Emotion, 29(1), 41–68. https://doi.org/10.1007/s11031-005-4415-z 

Stanne, M. B., Johnson, D. W., & Johnson, R. T. (1999). Does competition enhance or inhibit 

motor performance: A meta-analysis. Psychological Bulletin, 125(1), 133–154. 

https://doi.org/10.1037/0033-2909.125.1.133 

Statista. (2018). Americans who used fitness apps in 2018, by income. 

https://www.statista.com/statistics/676495/affluent-americans-who-used-health-and-fitness-

apps-on-their-smartphone-tablet-or-other-wireless-device/ 



50 

 

Statista. (2020). Number of active users of Fitbit from 2012 to 2019. 

https://www.statista.com/statistics/472600/fitbit-active-users/ 

Steers, R. M. (1975). Effects of need for achievement on the job performance-job attitude 

relationship. Journal of Applied Psychology, 60(6), 678–682. 

Tauer, J. M., & Harackiewicz, J. M. (2004). The effects of cooperation and competition on 

intrinsic motivation and performance. Journal of Personality and Social Psychology, 86(6), 

849–861. https://doi.org/10.1037/0022-3514.86.6.849 

Tjosvold, D., Johnson, D. W., Johnson, R. T., & Sun, H. (2003). Can interpersonal competition 

be constructive within organizations? The Journal of Psychology, 137(1), 63–84. 

https://doi.org/10.1080/00223980309600600 

Tjosvold, D., XueHuang, Y., Johnson, D. W., & Johnson, R. T. (2008). Social interdependence 

and orientation toward life and work. Journal of Applied Social Psychology, 38(2), 409–

435. https://doi.org/10.1111/j.1559-1816.2007.00311.x 

van Doorn, J., Lemon, K. N., Mittal, V., Nass, S., Pick, D., Pirner, P., & Verhoef, P. C. (2010). 

Customer engagement behavior: Theoretical foundations and research directions. Journal of 

Service Research, 13(3), 253–266. https://doi.org/10.1177/1094670510375599 

van Heerde, H. J., Dinner, I. M., & Neslin, S. A. (2019). Engaging the unengaged customer: The 

value of a retailer mobile app. International Journal of Research in Marketing, 36(3), 420–

438. https://doi.org/10.1016/j.ijresmar.2019.03.003 

Weiger, W. H., Hammerschmidt, M., & Scholdra, T. P. (2019). Giving or receiving in social 

media: can content marketing simultaneously drive productive and consumptive 

engagement? In L. Hollebeek & D. Sprott (Eds.), Handbook of Research on Customer 

Engagement (pp. 186–203). Edward Elgar Publishing. 

Weiger, W. H., Hammerschmidt, M., & Wetzel, H. A. (2018). Don’t you dare push me: How 

persuasive social media tactics shape customer engagement. Journal of the Association for 

Consumer Research, 3(3), 364–378. https://doi.org/10.1086/698713 

White, K., Habib, R., & Hardisty, D. J. (2019). How to SHIFT consumer behaviors to be more 

sustainable: A literature review and guiding framework. Journal of Marketing, 83(3), 22–

49. https://doi.org/10.1177/0022242919825649 

Wolf, T., Weiger, W. H., & Hammerschmidt, M. (2020). Experiences that matter? The 

motivational experiences and business outcomes of gamified services. Journal of Business 

Research, 106, 353–364. https://doi.org/10.1016/j.jbusres.2018.12.058 

Wong, Q. (2019). Instagram is hiding likes. You may be happier in the end. 

https://www.cnet.com/news/instagram-is-hiding-likes-you-may-be-happier-in-the-end/ 

Zellner, A. (1962). An efficient method of estimating seemingly unrelated regressions and tests 

for aggregation bias. Journal of the American Statistical Association, 57(298), 348–368. 

https://doi.org/10.2307/2281644 

Zhao, X., Lynch, J. G., & Chen, Q. (2010). Reconsidering Baron and Kenny: Myths and truths 

about mediation analysis. Journal of Consumer Research, 37(2), 197–206. 

https://doi.org/10.1086/651257 

Zimet, G. D., Dahlem, N. W., Zimet, S. G., & Farley, G. K. (1988). The Multidimensional Scale 

of Perceived Social Support. Journal of Personality Assessment, 52(1), 30–41. 

https://doi.org/10.1207/s15327752jpa5201_2 



51 

 

Table 1. Literature overview of the effects of competition and cooperation on engagement, performance, and well-being 
Article 

  
Context 

  
Independent variable(s) Dependent variables Key findings  

  Competition Cooperation Engagement Performance Subjective 

well-being 

Psychological 

well-being 

Leclercq  

et al. (2018) 

Co-creation    Customer 

engagement 

    Competition and cooperation increased 

customer engagement 

Morschheuser 

et al. (2019) 

Crowdsourcing   Participation     No significant difference between 

competition and cooperation on 

participation 

Kistruck  

et al. (2016) 

Task in a 
resource-

scarce 

environment  

Competitive vs. 

cooperative goal structure 

Group 

engagement 

Goal 

performance 

   Competition leads to higher levels of 

engagement and performance than 

cooperation 

Peng and  

Hsieh (2012) 

Computer 

game 

Competitive vs. 

cooperative goal structure 

Effort Goal 

performance 

   Cooperation leads to greater effort than 

competition does, but no difference in 

performance 

Deutsch 

(1949b) 

Puzzle   Interest, 

involvement 

Task 

performance 

   No significant difference between 

competition and cooperation on 

interest, involvement, or performance 

Goldman 

et al. (1977) 

Problem-

solving task 

   Group 

performance 

   Overall no significant difference 

between competition and cooperation 

on performance  

 Depending on the task, competition or 

cooperation leads to higher 

performance 

Tauer and 

Harackiewicz 

(2004) 

Sport    Performance    No significant difference between 

competition and cooperation on 

performance 

Stanne  

et al. (1999) 

Meta-analysis    Performance    Cooperation increases performance 

more than competition does, with the 

exception of appropriate competition 
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Table 1. (continued) 
Article 

  
Context 

  
Independent variable(s) Dependent variable(s) Key findings  

  Competition Cooperation Engagement Performance Subjective 

well-being 

Psychological 

well-being 

Standage 

et al. (2005) 

Physical 

coordination 

task 

    Positive & 

negative affect, 

vitality 

  Task-involving competition and 

coopetition increases positive affect 

and vitality 

 Ego-involving competition and no 

competition condition lead to higher 

levels of negative affect 

Tjosvold  

et al. (2008) 

Workplace     Life 

satisfaction, 

positive life 

orientation 

  Competition is positively correlated 

with life satisfaction and positive life 

orientation 

 Cooperation is positively correlated 

with positive life orientation but not 

life satisfaction 

This paper Self-

improvement 

technologies 

Competitive vs. 

cooperative goal structure 

Behavioral 

engagement 

Task 

performance 

Life 

satisfaction 

Personal 

growth  
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Table 2. Study 1 – Results for direct effects 

Independent variable 

Strive for success  Fear of failure  Behavioral engagement 

Coefficient SE  Coefficient SE  Coefficient SE 

Intercept 1.78*** 0.27  1.40*** 0.27  3.47*** 0.30 
         

Competition 
(0 = cooperation; 1 = competition) 

0.59** 0.21  0.83*** 0.21  0.29   0.21 

         

Psychological processes         

Strive for success       0.29*** 0.07 

Fear of failure       −0.27*** 0.07 
         

Controls         

Affective social identity 0.53* 0.07  0.10 0.07  0.18* 0.08 

Narcissism −0.08 0.07  0.15* 0.07  −0.05 0.07 

R² .24  .12  .21 

Note. n = 172.  

* p ≤ .05, ** p ≤ .01, *** p ≤ .001. 

 

Table 3. Study 1 – Bootstrapped indirect effect estimates 

Mediation path Effect SE LLCI ULCI 

Competition  Strive for success  Behavioral engagement 0.17 0.08 0.05 0.39 

Competition  Fear of failure  Behavioral engagement −0.23 0.08 −0.41 −0.10 

Note. n = 172; number of bootstrap resamples = 5,000; LLCI = 95% bias-corrected and accelerated lower-level confidence interval; ULCI = 95% bias-corrected and accelerated 

upper-level confidence interval. 
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Table 4. Study 2 – Results for direct effects 

Independent variable 

Strive for success  Fear of failure  Engagement  Performance  Life satisfaction  Personal growth 

Coefficient SE  Coefficient SE  Coefficient SE  Coefficient SE  Coefficient SE  Coefficient SE 

Intercept −2.45*** 0.30  −0.38 0.34  −12.95*** 2.03  −1.14*** 0.31  4.63*** 0.31  3.85*** 0.03 
                  

Competition emphasis 0.10** 0.03  0.11** 0.04  0.09 0.21  0.00 0.03  0.06 0.03  0.01 0.03 
                  

Psychological processes                  

Strive for success       0.52* 0.24  0.20*** 0.04  0.09* 0.04  0.31*** 0.03 

Fear of failure       −0.66** 0.21  −0.08** 0.03  −0.14*** 0.03  −0.02 0.03 
                  

Behavioral engagement          0.04*** 0.01       

(Frequency of use)                  
                  

Performance             0.09* 0.04  0.13*** 0.34 
                  

Controls                  

Education category 0.30** 0.12  0.05 0.13  1.76* 0.75  0.13 0.11  −0.22 0.12  −0.05 0.10 

Nutrition category 0.09 0.12  0.11 0.14  0.54 0.79  0.09 0.12  −0.08 0.12  0.02 0.11 

Premium version −0.20 0.11  −0.25* 0.12  2.24*** 0.67  −0.06 0.10  0.10 0.11  0.15 0.09 

Length of app use −0.00 0.00  −0.00 0.00  0.03* 0.02  0.00 0.00  0.01* 0.00  0.00 0.00 

Network size 0.16 0.04  0.00 0.04  0.29 0.23  −0.00 0.03  0.07* 0.04  0.01 0.03 

Affective social identity 0.09* 0.04  0.14*** 0.04  0.28 0.24  0.06 0.04  −0.01 0.04  0.01 0.03 

Perceived social support 0.09** 0.03  0.13*** 0.03  0.05 0.19  0.04 0.03  0.01 0.03  0.03 0.03 

Brand attitude 0.35*** 0.03  −0.09 0.05  1.26*** 0.28  0.13** 0.04  0.05 0.04  0.19*** 0.04 

Narcissism −0.00 0.03  −0.38 0.34  −0.44 0.22  0.04 0.03  −0.02 0.03  0.03 0.03 

R² .14  .14  .13  .20  .10  .27 

Note. n = 728. 

* p ≤ .05, ** p ≤ .01, *** p ≤ .001.  
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Table 5. Study 2 – Bootstrapped indirect effect estimates 

Mediation path Effect SE LLCI ULCI 

Competition emphasis  Strive for success  Behavioral engagement 4.98 3.08 0.57 13.30 

Competition emphasis  Fear of failure  Behavioral engagement −7.38 3.54 −16.18 −2.01 

Competition emphasis  Strive for success  Performance 1.94 0.85 0.62 4.12 

Competition emphasis  Fear of failure  Performance −0.93 0.49 −2.22 −0.20 

Competition emphasis  Strive for success  Behavioral engagement  Performance 0.20 0.13 0.03 0.57 

Competition emphasis  Fear of failure  Behavioral engagement  Performance −0.29 0.15 −0.70 −0.08 

Competition emphasis  Strive for success  Life satisfaction 0.86 0.47 0.17 2.23 

Competition emphasis  Fear of failure  Life satisfaction −1.62 0.66 −3.25 −0.58 

Competition emphasis  Strive for success  Performance  Life satisfaction 0.18 0.12 0.03 0.54 

Competition emphasis  Fear of failure  Performance  Life satisfaction −0.09 0.06 −0.28 −0.01 

Competition emphasis  Strive for success  Engagement  Performance  Life satisfaction 0.02 0.02 0.00 0.07 

Competition emphasis  Fear of failure  Engagement  Performance  Life satisfaction −0.03 0.02 −0.09 −0.00 

Competition emphasis  Strive for success  Personal growth 2.97 1.21 0.96 5.74 

Competition emphasis  Fear of failure  Personal growth −0.28 0.36 −1.18 0.29 

Competition emphasis  Strive for success  Performance  Personal growth 0.26 0.14 0.07 0.68 

Competition emphasis  Fear of failure  Performance  Personal growth −0.12 0.07 −0.35 −0.03 

Competition emphasis  Strive for success  Engagement  Performance  Personal growth 0.03 0.02 0.00 0.09 

Competition emphasis  Fear of failure  Engagement  Performance  Personal growth −0.04 0.02 −0.11 −0.01 

Note. n = 728; all effect values, standard errors, and intervals are multiplied by 100 for easier reporting; number of bootstrap resamples = 5,000; LLCI = 95% bias-corrected and 

accelerated lower-level confidence interval; ULCI = 95% bias-corrected and accelerated upper-level confidence interval. 
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Fig. 1. The technology-facilitated self-improvement chain 

 

 

 

Fig. 2. Research framework: The influence of social interdependence structures on behavioral 

engagement, performance, and well-being 

 


