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Based on thematic analyses of shop-a-long interviews, we propose a novel framework of communication during joint decision-
making. Specifically, while prior work on communication in decision-making focuses on patterns of persuasion, we identify 
three additional novel primary patterns of communication. Thus, we develop a framework in which decision partners oscillate 
between communication patterns: (1) getting on the same page, (2) contrasting (including persuasion), (3) building, and (4) 
one-sided during the process of joint decision-making. We then conceptually expand the framework by providing testable 
propositions about the antecedents and the dynamic nature of the communication patterns. A
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THE PATTERNS 
Getting on the Same Page. 
Clarifying the partner’s wants and 
needs(e.g., “what?” “how?” 
why?”)
Contrasting. Partners counter 
each other’s statements with a 
different perspective or 
alternative (e.g., “or”, “but”, “no”). 
This can include contrast with the 
intent to persuade or just to play 
devil’s advocate (i.e., elucidate 
better choice)
Building. Partners jointly add 
affirming perspectives to form a 
shared preference (“yes, and”)
One-Sided. One partner actively 
discusses a decision and the 
other only passively participates 
(“yeah, whatever you want”).

This model applies to non-habitual joint decisions. A joint decision means that two consumers move through 2+ 
stages of the decision lifecycle together, regardless of whether the item is jointly consumed. 

THE SCOPE 

Getting on the same page occurs when 1) partners desire reciprocal understanding of each other, 2) partners 
need clarification, or 3) partners need to access transactive memory.
Contrasting occurs when both partners are invested in the decision and either have strong but misaligned 
preferences or the decision is of high importance. 
Building occurs when individual preferences are either malleable or aligned. Dyads engage in purposeful building 
if they are seeking to justify a potential choice.
One-sided communication occurs if the passive partner 1) is indifferent, 2) lacks expertise, or 3) acquiesces for 
social or personal reasons. 
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