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Abstract
Persuasive technology (PT) can assist in behavior change. PT systems often rely on
user models, based on behavior and self-report data, to personalize their function-
alities and thereby increase efficiency. This review paper shows how physiological
measurements could be used to further improve user models for personalization of
PT by means of bio-cybernetic loops and data-driven approaches. Furthermore, we
outline the advantages of using physiological measures for personalization compared
to self-report and behavior measurement. Additionally, we show how two types of
physiological information—physiological states and physiological reactivity—can be
relevant for PT adaptations. To illustrate this, we present a model with two types of
physiology-based PT adaptations as part of a bio-cybernetic loop; state-based and
reactivity-based. Next, we discuss the implications of physiology-aware PT for per-
suasive design and theory. And lastly, because of the potential impact of such systems,
we also consider important ethical implications of physiology-aware PT.
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1 Introduction

Physiology as input to user models is increasingly studied (Janssen et al. 2012; Oliver
and Kreger-Stickles 2006; Van Der Zwaag et al. 2013). However, few insights on
the use of physiology to personalize persuasive technology (PT) are available. This
paper aims to fill this gap in the literature. PT systems are intentionally designed to
change a person’s attitude and/or behavior (IJsselsteijn et al. 2006, p. 1). Thereby
these systems foster for example healthier or more sustainable lifestyles and reduce
ill health, human suffering, and high costs on individuals and society (World Health
Organization 2018). PT comes inmany forms, for example,mobile phone applications,
wristbands, smart lights, or computers, and can operate in various contexts, such as
health care, education, or environmental sustainability (Masthoff et al. 2014; Samsung
US Newsroom 2021). These technologies develop rapidly due to emerging trends in
the industry and society.

1.1 Goal of this work

The goal of this work is (1) to provide a concise overview of persuasive technol-
ogy research, and (2) to propose physiological measurements as additional input to
user models in PT systems. This paper presents the output of a literature study that
explores the emerging field of personalization in persuasive technology. Specifically,
it ventures into the recent trend of using physiological information for personalization.
This paper will argue that (psycho)physiological assessments can deliver an important
contribution to user models in PT systems.

Attempts at persuasion aremost effectivewhen personalized to the user (Markopou-
los et al. 2015;Meschtscherjakov et al. 2016). In personalized PT systems, usermodels
are used to adapt system features to the users’ emotional, cognitive or behavioral
characteristics (Markopoulos et al. 2015), for example, by sending an authority-based
message to a user that self-reported a high susceptibility to the persuasion princi-
ple of authority (Cialdini 2007; Kaptein et al. 2012). It is clear that users can have
emotional and cognitive reactions to persuasion attempts (Cialdini 2007; Miron and
Brehm 2006; Perloff 2008), and physiological activity is known to reflect these emo-
tional and cognitive processes (Kreibig 2010; Picard 1995), and thus potentially also
persuasion-related processes. Furthermore, state-of-the-art sensor technologies enable
unobtrusive continuous measurement of related nervous system features. As a conse-
quence, we were interested to study the literature on psychophysiological reactions
to persuasion, to find (a) whether psychophysiological assessments might provide
a further understanding of the user’s psychological persuasion-related processes dur-
ing PT usage, and (b) whether such insights can inform personalization of persuasive
interventions. For example, previous research has indicated that affective meta-data
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Physiology-based personalization of persuasive technology: a user… 135

can enhance the performance of content-based recommender systems (Tkalčič et al.
2010). If so, psychophysiological assessments can potentially enrich the user models
currently employed by PT systems and thereby their efficiency. We aim to identify
important future directions and ethical considerations concerning the usage of phys-
iology in PT systems. The outcome of this literature review can help PT researchers
and designers further integrate physiology in PT in a responsible, thoughtful way.

This paper sets out to answer the following question: How can insights from
physiology be used to personalize persuasive technology? It will start with describ-
ing PT systems, their functionalities, and introducing physiology as a measure of
persuasion-related processes. We will present a system architecture to illustrate the
use of physiology to personalize PT systems.

1.2 Relation to existing work

Theuse of physiology as input for personalization is not new.Various scholars have cre-
ated personalized music players that use physiological states to coach people towards
certain moods (Janssen et al. 2012; Van Der Zwaag et al. 2013) or fitness levels (Oliver
and Kreger-Stickles 2006). In these systems, the target objective, for example, mood
or fitness level, was represented by a certain physiological state. These systems rec-
ommended a song with an energy just above or below the current physiological state
of the user (Janssen et al. 2012; Oliver and Kreger-Stickles 2006; Van Der Zwaag et al.
2013). In that sense, these systems describe state adaptation where physiology serves
as both the input signal as well as the target state.

The architecture we will present differs from previous user-modeling research on
three points: (1) It is focused on persuasion and physiology, (2) the objective is to
change behavior or motivational state, and (3) this system accounts for both slow and
fast changes in physiology, that is state as well as reactivity adaptation. Furthermore,
the paper includes an examination of the implications and ethics of physiology-aware
PT systems.

1.3 Methodology

For finding relevant research, this paper used a backward and forward snowballing
procedure (Wohlin 2014). Key references for this topic come from different fields,
not all of which use the same terminology. With the snowballing method, we hope
to include also high-quality sources from unexpected locations. The tentative start-
ing set consisted of papers from several literature searches supplemented by relevant
papers from the authors’ libraries. It included papers on persuasive technology, per-
sonalization of persuasion, physiological computing, user modeling, and ethics. For
reliability purposes, we only included peer-reviewed papers with a reasonable num-
ber of citations per year depending on the field of research. The second requirement
was handled more loosely if the paper was very on-topic. To be included, papers had
to focus on persuasive technology, some form of system adaptation with a closed-
loop, persuasion-related processes, or psychophysiological responses to persuasion
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136 H. A. A. Spelt et al.

attempts. During the synthesis phase, we standardized terms describing the same phe-
nomenon. Then, the essential information from the included papers was summarized
in tables and figures and organized to form the storyline (of the rest) of this paper.

2 Introducing Persuasive Technology

Originally, persuasion specified the process by which one person tried to influence
another person (Perloff 2008). Persuasive approaches have been effectively used to
change the perspectives on topics such as health behaviors (Perloff 2008), shopping
(Cialdini 2007), or politics (Brader 2005). Since people attribute social characteris-
tics to personal information systems (e.g. computers or smartphones) (Fogg 2003;
Nass and Moon 2000), persuasion can also occur via a technology–human interaction
(Meschtscherjakov et al. 2016; Mitchell et al. 2020). This resulted in the rise of per-
suasive technology (PT), which is “a computerized software or information system
designed to reinforce, change or shape attitudes or behaviors or both without using
coercion or deception” (Oinas-Kukkonen and Harjumaa 2008).

Recent technological developments have changed attempts at persuasion frommass
to individualized influence since they enable a more complex, subtle, and calculative
form of persuasive communication (Perloff 2008). Persuasion attempts to promote
certain behavior have come a long way from crusades against binge drinking in the
1800s (Perloff 2008, p. 5) to contemporary smartphone applications with push notifi-
cations (Kaptein et al. 2012; Samsung US Newsroom 2021). Contemporary PT comes
inmany forms, that is computers (Vroege et al. 2014;Wijsman et al. 2013), wristbands
(Westerink et al. 2014), mobile phone applications (Garnett et al. 2019), ambient light-
ing (Maan et al. 2011) or even in virtual reality (Chionidis and Powell 2020). It can be
used for various objectives, for example, stimulating users to take a small break during
computer work (Ham et al. 2011), encouraging physical exercise (Herrmann and Kim
2017; Spelt et al. 2019b), promoting healthy eating (Kaptein et al. 2012; Maimone
et al. 2018; Orji et al. 2014), conserving energy (Ham and Midden 2014), supporting
waste management (Nkwo 2019), promoting weight-loss (Karppinen et al. 2018), or
reducing alcohol intake (Garnett et al. 2019).

PT will likely continue to evolve. People voluntarily use PT because it can provide
support in their pursuit to change their behavior in a direction they wish to achieve.
Contemporary PT is to a great extent shaped by the role and development of modern
information systems in the last few decades (IJsselsteijn et al. 2006). Information sys-
tems have become omnipresent in our society (Iyengar et al. 2018) and most people
see their personal information systems, such as a smartphone or a computer, as indis-
pensable or even as an extension of themselves. The technology behind these devices
enabled growth in the number of persuasive communications with messages traveling
faster than ever before (Iyengar et al. 2018; Perloff 2008). For instance, Natural Lan-
guage Generation has been used to automate the creating of personalized persuasive
messages on a large scale (Guerini et al. 2007; Maimone et al. 2018; Pan and Zhou
2014). The recent trends of applying artificial intelligence to information systems
(Iyengar et al. 2018) and reliable biosensors to wearable technology (van Lier et al.
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2020) further expand PT’s potential, for example, by creating an immersive, all-round
experience with continuous dialogues.

3 Personalizing persuasion

Persuasion, the main goal of PT, is a communicative process in which an entity (e.g.
a computer, poster, or television) influences a person to change his or her perspective
on a particular subject or their behavior, while the person still has a free will to
do or think otherwise (Perloff 2008). In this paper, we make a distinction between
persuasion, an attempt at persuasion, and persuasion-related processes. An attempt at
persuasion concerns the effort that tries to persuade someone, for example, a message
or video. Persuasion-related processes are the related psychological processes evoked
by that persuasion attempt. Persuasion is when attitude, intentions, and/or behavior
are successfully changed by an attempt at persuasion.

There is no one-size-fits-all approach to (successful) persuasion. Persuasion can be
achieved using a variety of strategies (Armstrong 2010; Michie et al. 2013; Rhoads
2007). Differences in susceptibility to persuasion attempts come from a variety of
dispositional characteristics. To start with, a person has to be motivated and able to
perceive and process a persuasive attempt for it to be effective (Petty and Cacioppo
1986). This process can be restricted by emotional (DeSteno et al. 2004; Rosselli et al.
1995) or situational states (Kitchen et al. 2014; Petty and Cacioppo 1986). Also, per-
sonality traits can influence people’s susceptibility to specific persuasive strategies,
like need for cognition (Cacioppo et al. 1986), behavioral motivation (Hirsh et al.
2012; Sherman et al. 2006), gamer type (Orji et al. 2014), or the big five characteris-
tics (Alkiş and Taşkaya Temizel 2015). And finally, demographic variables, such as
age or educational level, can affect susceptibility to persuasive information in general
(Orji et al. 2015). In addition, susceptibility to persuasive messages can vary over sit-
uations, because a person’s susceptibility to persuasive appeals can change depending
on characteristics of the person’s situation.

The idea behind personalization is that when the persuasive information does not fit
with the state of the user, this causes the likelihoodof persuasion to decrease. Thismisfit
can be mitigated with a better comprehension of the user and their context. Therefore,
technologies that try to persuade should tailor themselves to the user with information
from, among others, self-report, behavior or contextual measures (Markopoulos et al.
2015; Oinas-Kukkonen and Harjumaa 2009). Table 1 and Table 2 present an overview
of known measures for the personalization of PT. Information from all these measures
can be used to adapt features of the system, such as the persuasive strategies used,
the end-goals that are set, the content of the messages, and the timing of the prompts
(Table 2). Adapting these system features to user characteristics fosters persuasion
(Hirsh et al. 2012). For instance, messages are more persuasive when their framing as
a gain or as a loss is adapted to the receiver’s personality traits (Hirsh et al. 2012).
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138 H. A. A. Spelt et al.

Table 1 Overview of information from measures for the personalization of persuasive technology

Measures Features used for adaptation Examples

Self-report Questionnaires can be used to obtrusively
measure (Markopoulos et al. 2015):
Demographic state, which can influence
users’ motivations, opportunities, and
abilities to perform a certain behavior
(Michie et al. 2011; Orji et al. 2015)
Personality traits, which relate to the
user’s tendency to comply with distinct
persuasion strategies (Alkiş and Taşkaya
Temizel 2015; Cacioppo et al. 1986;
Hirsh et al. 2012; Kaptein et al. 2012;
Sherman et al. 2006)
Reflections on the user’s own affective or
cognitive state, which can influence
motivation and ability to comply
(DeSteno et al. 2004; Kitchen et al.
2014; Petty and Cacioppo 1986; Rosselli
et al. 1995)
Self-reported (target) behavior

Age, gender, education
Big-Five, need for cognition
PANAS
Food diary

Behavior Behavior measures can be used to
unobtrusively measure:
The target behavior in relation to
persuasive features, which can reveal
susceptibility to those persuasive
features (Markopoulos et al. 2015)
Expressions of user states in behavioral
responses, which can reveal mental
states (Barral et al. 2016; Moshfeghi and
Jose 2013)

Accelerometry, energy usage,
user-system interaction
Keystroke force, dwell time

Context Contextual measures can reveal the
activities a user is involved in to assure
that a persuasive prompt is delivered
when the user is receptive, can process it
and there is room for action, and thereby
how the context might influence
susceptibility (Van Dantzig et al. 2018)

Geolocation, calendar, time

Physiology Physiological activity holds information
about the emotional and cognitive states
of a person (Cacioppo et al. 2007).
Physiological state can reveal whether
the user is in a receptive mood, whereas
physiological reactivity reveals the
impact of a persuasion attempt

Heart rate (variability), respiration rate,
skin conductance level, facial muscle
activity
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Table 2 Overview of adaptable system features for the personalization of persuasive technology

Adaptable
system-features

Explanation Examples

Persuasive strategy Various strategies can be used to achieve
persuasion (Cialdini 2007; Michie et al.
2011; Rhoads 2007)

Authority, action-planning,
gain-framing, controlling
language

Goals People use a PT to achieve a preferably
self-set goal. The system determines
several measurable sub-goals adapted to
the user’s capabilities to help achieve that
goal

Active minutes per day,
calorie intake, screen time

Content Persuasive messages that include
user-specific information are perceived
as more personal. User-system
interaction improves when the system’s
interactions are in line with
the characteristics of the user

Nicknames, behavioral
history, culture, age,

Timing Attempts at persuasion are most effective
when delivered just in time. Prompts can
have different functions, such as
reminding or motivating, depending on
the time at which the user receives them
(Fogg 2009)

Spark prompts, facilitator
prompts, signal prompts

4 Physiology during persuasion-related processes

Recently researchers have explored an additional measure of persuasion-related pro-
cesses in the formof physiology (Barraza et al. 2015;Cacioppo et al. 2017;Correa et al.
2015; Falk and Scholz 2018). It is known that certain mental states correspond with
activation of physiology, for example, heart rate and skin conductance were found to
change 20 minutes before a person becomes aggressive (Looff et al. 2019). This might
also be the case in persuasion-related processes. An attempt at persuasion is likely to
influence someone’s mental state: A person goes through several experiences before
the exposure to the persuasive cue is translated into an actual change of motivation
or behavior. For example, the processing of persuasive information requires attention
and further compliance asks for self-regulation. In addition, a person can have a range
of feelings, such as annoyance or frustration when it is not easy to comply or if the
message feels confrontational. We can also expect a drive and determination when
someone is eager to comply. As psychological and physiological processes interact
(Cacioppo et al. 2007), the mental processes activated by a persuasion attempt are
expected to result in varying levels of physiological activity. Studying these varia-
tions in physiological activity can therefore generate insights into the psychological
mechanisms of persuasion. Moreover, if physiology indeed reflects persuasion-related
processes, physiological assessment could serve as additional adaptation input in per-
sonalized persuasive technology (Table 1).
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To support the above line of thought, we will provide some background on how
psychological mechanisms can produce physiological responses: Psychological states
and processes activate brain areas, such as the prefrontal cortex, limbic system, or
thalamus (Gazzaniga et al. 2009; Posner et al. 2005). In turn, these brain areas can
further activate the nervous system (Fairclough et al. 2014; Jänig 2003; Kreibig 2010;
Picard et al. 2001; Thayer and Lane 2009). The autonomic nervous system innervates
bodily processes via its sympathetic and parasympathetic branches. Via the sympa-
thetic branch, the body is activated and prepared for action (sometimes in response
to an emotional experience), whereas the parasympathetic branch is responsible for
relaxation (Jänig 2003). The interplay between the two branches determines the activ-
ity in the various physiological subsystems (Cacioppo et al. 2007; Jänig 2003), such
as the cardiovascular, electrodermal, respiratory, and facial muscle systems. As such
these systems are known to reflect different parts of emotional (Jänig 2003; Kreibig
2010; Picard et al. 2001) and cognitive processes (Boucsein 2012; Fairclough and
Mulder 2011). Changes in the cardiovascular, electrodermal, and respiratory systems
are predominantly associated with arousal levels, ranging from calm to excited, and
can be related to certain affective states like anger or stress (Brouwer et al. 2018; Looff
et al. 2019). Facial muscle activity, on the other hand, can reflect valence, ranging from
negative to positive emotions (van Boxtel 2010).

Peripheral physiology comprises all parts of the nervous system outside the brain
and spinal cord, including the cardiovascular, electrodermal, respiratory, and facial
muscle systems mentioned above. Peripheral physiological changes are often easily
measurablewithwearable technologies and thereby incorporable in PT systems. These
subsystems, their main functions andmeasurable features are presented in Table 3 (see
Jänig 2003; Kreibig 2010 for a full review).

Since peripheral physiology can be influenced via the nervous system by emotion-
or cognition-related brain activity, changes in physiology are taken to have psycho-
logical meaning. These physiological changes become especially meaningful when
considering the timing of the physiological change in the process, which is; before
the persuasion attempt, during the persuasion attempt, during the evoked persuasion-
related processes, during new behavior, and after new behavior. The specifics of the
psychophysiological relationship in persuasion are not yet clear.Amongothers, it is not
known whether persuasion consists of only one or a mix of psychological processes,
and which physiological parameters covary with the phenomenon. This latter issue
is part of the multi-mapping problem (Cacioppo et al. 2007, Chapter 1; Fairclough
2009), which describes how one specific physiological reaction does not necessarily
pinpoint one specific psychological state but can result instead from various differ-
ent psychological phenomena (one-to-many specificity). Nevertheless, several studies
(Barraza et al. 2015; Cacioppo et al. 2017; Cascio et al. 2015; Correa et al. 2015; Falk
and Scholz 2018; Lewinski et al. 2016; Spelt et al. 2019c; Spelt et al. 2020) indicated
that persuasion-related cognitive and affective processes are reflected in physiology
to some extent. Section 6.2 will further describe the findings of these studies.
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Table 3 Main functions, important measurable features, and interpretations of activity changes of the car-
diovascular, electrodermal, respiratory, and facial psychophysiological systems

Physiological subsystem Measurable features Psychological meaning

The cardiovascular system is
responsible for blood flow
throughout the body. Its main
functions are the supply of
oxygen and the disposal of
waste. The system is under
hormonal and nervous system
control (Cacioppo et al. 2007)

Heart rate (HR) is measured as
the number of beats per
minute. Sympathetic and
parasympathetic activity can
increase and decrease HR,
respectively (Camm et al.
1996)
Heart rate variability (HRV)
reflects the beat-to-beat
variability in HR and thereby
the interplay between the
sympathetic and
parasympathetic nervous
systems

HR increases in states with
higher arousal levels, for
example, joy, fear, or
cognitive demands. It
decelerates in passive
emotions and resting states,
such as affection, or
contentment (Jänig 2003;
Kreibig 2010; Looff et al.
2019)
HRV indicates adaptive
emotion regulation in both
pleasant and unpleasant
emotions. Reduced HRV
indicates emotional
dysregulation, such as
anxiety, stress, or depression
(Jänig 2003; Kreibig 2010)

The electrodermal system
involves sweat gland activity.
The system is solely innervated
by the sympathetic branch of
the nervous system (Boucsein
2012; Cacioppo et al. 2007)

Skin conductance level (SCL) is
the tonic component of skin
conductance
Skin conductance responses
(SCRs) are rapid phasic
components. SCRs are
measured as the number or
magnitude of the skin
conductance peaks

Electrodermal activity can
reflect affect, attentional
reactions, or effort. SCL
elevates during experiences
that call for action or evoke
stress (Brouwer et al. 2018)
SCRs can arise in response to
a stimulus and their
magnitude reflects emotional
levels independent of the
valence of the stimuli. The
presence of SCRs can
indicate reward focus or
decision-making

The respiratory system consists
of all organs involved in
breathing. Its primary task is
oxygen supply and carbon
dioxide depletion. Breathing
can occur both automatically
and intentionally (Cacioppo
et al. 2007)

Respiration rate (RR) can be
measured via mechanical
movement of the diaphragm
and rib muscles

Changes in RR relate to
cognitive demands, for
example, high task difficulty
or working memory load, as
well as emotional processing,
for example breathing rate is
faster in disgust or sadness,
slower in relief, and stops in
surprise

123



142 H. A. A. Spelt et al.

Table 3 (continued)

Physiological subsystem Measurable features Psychological meaning

The facial muscles are skeletal
muscles on the face and
are used to control conscious
and unconscious facial
expressions (Boxtel 2010)

Zygomaticus major (EMG-ZM)
activity is measured from the
muscles located between the
cheekbones and lip corners
Corrugator supercilii
(EMG-CS) activity is measured
from the muscles located at the
medial end of the eyebrows

EMG-ZM activity causes the
lip corners to go up. This is
known as smiling and
is associated with
psychological states of
positive valence
EMG-CS activity causes
frowning and is associated
with negative emotions, for
example, anger or sadness.
Frowning also occurs with
increased cognitive demands,
for example reading or
thinking

5 Measures for the personalization of persuasion attempts

That physiology might be used as a measure of persuasion-related processes offers
significant benefits for the personalization of PT. This is mainly due to how physiolog-
ical measures relate to the contemporaneous measures of self-report, and behavior.1

Self-report, behavior, and physiological measurements differ in characteristics (Table
4) and can thereby complement each other when personalizing PT.

For personalization, the system needs to understand the state of the user, as this
state is critical for the perception and thereby the success of an attempt at persua-
sion. Each measure reflective of persuasive processes captures a different facet of this
user state. The measures try to apprehend the process at different moments in time;
during persuasion (physiology), shortly before and after (self-report), or later in time
(behavior). This has consequences for when they can be used to measure persuasion
effectiveness.

As remarked before, persuasion is a complex, often multi-phased, process (Oinas-
Kukkonen and Harjumaa 2009): Various mental steps or even persuasive attempts
might be needed to affect behavior. Asking for self-reports after each and every step in
the process of being persuaded or for each persuasive message is annoying. Especially
since the (targeted) behavior is only expected to change after a cascade of persuasive
messages, and not after a single message. With physiology, however, the reaction to
each individual message can be measured and interpreted. This yields data with a high
temporal resolution, and in a continuous data-trace even small changes in physiology
might be meaningful. Physiology thus can be used for event detection (Maimone et al.
2018), and captures an instantaneous psychology-related reaction that can be used for
real-time tailoring of the PT-user communication.

1 Contextual measures are not discussed in this analysis, as context-aware coaching in persuasive systems
(Van Dantzig et al., 2018) is a relatively new phenomenon.
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Table 4 Characteristics of self-report, behavioral and physiological measurements used for personalization
of persuasive technology

Self-report measurement Behavior measurement Physiological
measurement

Representation User’s conscious reflections
on affective and cognitive
states (constructs)

Consequences of
affective and cognitive
states (behavior)

Derivatives of
conscious and
unconscious
affective and
cognitive
processes
(physiology)

User control Overt controlled responses Overt semi-controlled
responses

Covert
uncontrollable
responses

Nature Retrospective, obtrusive Continuous, unobtrusive Continuous,
unobtrusive

Pitfalls Introspection, non-response,
(short-term) illness, signal
loss

Faulty usage, illness,
signal loss

Physical exercise,
situational
stressors,
(short-term)
illness, signal loss

Function Predictive: Helps narrow
down PT features that
increase susceptibility for
this user

Process tracking:
Tracks changes in user
behavior

Predictive: Helps
identify which
timing, strategy &
content is most
appropriate for this
user

Success assessment:
Measures whether user’s
behavior & underlying
motivations have changed

Success assessment:
Tracks whether
behavior reached set
goals

Process tracking:
Tracks user’s
reactions to PT
prompts

In addition, these measures differ in the extent to which the user is aware of the
measurement and/or the responses being captured. To start, physiological measures
collect information without the need to disturb the user. This unobtrusiveness results
in direct and unhindered information related to the user’s mental state. Although at the
start the usermight be aware of the system that performs the physiological or behavioral
measurements, the user might forget it as time progresses. In contrast, completing a
questionnaire cannot remain unnoticed: The user must deliberately answer and knows
which answers they have given (Maimone et al. 2018). Obtrusive questionnaires might
reduce the persuasiveness of the system, as they can reveal the persuasive strategies that
the system aims to use. As for behavior, whether or not the userwas aware of themental
processes that caused it, the user can be aware of the behavior itself. A physiological
sensing device might pick up hidden states or reactions which a behavior or self-report
measure might have missed (Picard 1995). Additionally, people have no control over
their physiological responses, as they are under autonomic nervous system control,
which contrasts with self-report and to some extent with behavior measures. In theory,
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Fig. 1 Hypothetical persuasive
technology system involving a
biocybernetic loop in black.
Figure based on Fairclough
(2009)

physiological measurement enables the analysis of mental states when the user is not
consciously aware of them. Maybe precisely because the user is often unaware of
physiological responses and has no control over them, they can function as an implicit
measure of the mind (Picard 1995).

Each measure has its own pitfalls (Table 4). Persuasion-related processes can hap-
pen automatically and outside of the user’s awareness making them difficult to capture
with traditional measures (Falk and Scholz 2018); the traditional measures are often
limited to conscious introspection, thereby lacking measurement of potentially rele-
vant unconscious processes. Physiology has a wider range of possible inconveniences
for assessing persuasion effectiveness: One difficulty is signal quality. Although the
development of biosensors is ongoing, currently, the quality of measurement can vary
between people or situations. It is important that analyses only include reliable points
in a physiological trace for responsible personalization of the system. Future research
must indicate which methods can assure sufficient quality of the physiological signal.
Additionally, inter-personal physiological activity levels can vary depending on static
characteristics as age, gender, or health (Shaffer and Ginsberg 2017), but are less
relevant in subject-specific systems employing PT. In addition, dynamic influences
on intra-personal physiological activity levels, such as exercise, situational stressors,
or illness, could lead to false positives and be detrimental to the efficiency of PT.
For example, the systemmight interpret a sudden change in physiological activity as a
reaction to a persuasive feature of the system,whereas in reality, the user’s love interest
walked in at the exact same moment. This issue, however, becomes less problematic
as time progresses due to repeated exposure: The encounter with a love interest and
exposure to a persuasive feature will not always coincide. Considering the informa-
tion in this section thus far, we conclude that self-report, behavior and physiological
measures each have their own function when personalizing PT systems.
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6 Biocybernetic loops in Persuasive Technology

Now that the potential benefit of the physiological assessment of persuasion-related
processes has been identified, this section reports on physiology-based approaches for
PT personalization. Adapting a system based on physiology is known as physiological
computing. The core component in physiological computing is the biocybernetic loop
(Fairclough 2009). The loop aims at extracting user states from physiology using
biosensors and providing (real-time) system adaptations. Physiological computing
applications are used in various contexts, such as military task performance (John
et al. 2004), mental workload (Fairclough 2009), vitality (Westerink et al. 2014), or
gaming (Mandryk and Atkins 2007; Tijs et al. 2008).

PT systems can potentially function as biocybernetic loops as presented in Fig. 1.
The interface could be any type of device that communicateswith the user, for example,
a smartphone, a wristband, a computer, or a smart lamp. The user employs the system
to achieve a self-set or advised behavior change. The sensors register overt and covert
user reactions using bio- and behavior sensors. The core is an algorithm that chooses
the persuasive features thatwill increase the likelihood of persuasion.User information
is fed to the core via the interface (white arrows) or the sensors (black arrows). The
core analyzes this information and adapts the interaction accordingly, which closes
the loop.

The interaction between the core and biosensors can be discussed in more detail
when considering two types of physiological information relevant for personalization:
physiological state and physiological reactivity. In a certain physiological state, activ-
ity is relatively stable for a brief period. It can reflect emotional or cognitive states,
such as relaxation or anxiety (Picard et al. 2001). This information is relevant for PT as
a user’s emotions can change the perception of a message and influence the likelihood
of persuasion (DeSteno et al. 2004; Picard 2003; Rosselli et al. 1995). For example,
people in fearful or anxious states are more susceptible to frightening information in
fear appeals (DeSteno et al. 2004; Rogers 1983). Emotions can also dissuade. For
example, anger leads to a lower level of information processing and thereby to no or a
less persistent change in attitude (Brehm 1966; Petty and Cacioppo 1986). Moreover,
emotions can influence the effectiveness of persuasion attempts even when they are
incidental and do not relate to the persuasion objective (DeSteno et al. 2004; Petty
and Cacioppo 1986). Even if feelings of anger were evoked by something unrelated to
the persuasive attempt itself, the attempt’s effect is still limited due to lower levels of
information processing. In general, messages with an emotional framing that is in line
with the state of the user aremost persuasive (DeSteno et al. 2004): Rational messages,
for example, are more effective in neutral than positive moods (Rosselli et al. 1995).
Therefore, knowing the physiological state of the user and having insight into their
emotions before the PT acts might increase the likelihood of persuasion.

Physiological reactivity is the second type of relevant information for PT person-
alization. Physiological reactivity can indicate a rapid change in activity following
(or during) exposure to something (Cacioppo et al. 2007). The magnitude of these
activity changes can reveal information about the user’s psychological reaction to this
something. A sudden change in cardiovascular, electrodermal, or respiratory activity
often indicates induced arousal (Cacioppo et al. 2007), whereas facial muscle activity
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can be related to valence (van Boxtel 2010). A classic example of this phenomenon is
the startle response (Lang et al. 1990), where the sudden increase in arousal reveals
how shocked a person is by what he/she just saw. Reactivity can therefore be insightful
in case of an attempt at persuasion. For example, a message might engage the user,
resulting in a distinct physiological pattern with elevated heart rate and skin conduc-
tance levels. In addition, physiological reactivity might reveal the success rate of a
persuasive appeal: high levels of reactivity can relate to active processing and elabo-
rating on information (Thayer et al. 2009), potentially resulting in behavior change.
However, it can also indicate that the person is feeling reactant to the message, that is,
highly aroused and dismissive (Sittenthaler et al. 2015), whereas no or low levels of
reactivity could hint at the indifference of the user.

6.1 The concept of physiology-based adaptation

We argue that physiological state and reactivity information enable two types of
physiology-contingent adaptation in PT: State and reactivity adaptation. In state adap-
tation, the system adapts to the stable physiological state of the user. In reactivity
adaptation, the user’s physiological reactivity to for example a message is used to
tailor the system. Figure 2 presents these adaptations in the biocybernetic loop as
determined by the core on the basis of input of biosensors. Traditional motivational
state adaptation (red lines in Fig. 2) is not explained further as this is considered out
of the scope of this paper. It basically consists of linking the presentation of a per-
suasive message with its impact in terms of (the absence of) a change in motivational
state and/or behavior to generate knowledge. The next sections discuss both types of
adaptations in detail.

State adaptation starts with ameasurement of the person’s physiological state using
biosensors (see the blue path in Fig. 2). The core of the system filters the physiological
data, interprets the psychophysiological state, andfinds appropriate persuasive features
that will increase the likelihood of persuasion in this state. For these steps, the core can
use existent knowledge from literature or potentially application-specific knowledge
from extensive testing with the system. Existent knowledge consists of, among others,
which type of messaging is suited for an emotional state (DeSteno et al. 2004; Van
Den Broek et al. 2006). For example, users with a low arousal state might be served
best with a message triggering a moment of reflection, while during high arousal
an energetic persuasive appeal might be an extra motivational push. System features
subject to state adaptation could include persuasive strategy, content, and timing. For
example, using kind words when the user is tired.

After the state-adapted messages have been sent, their effects on the motivations
and behavior of each individual user can be measured via self-report or, if possible,
behavioral sensors. Linking physiological states with persuasive features and per-
suasion effectiveness can result in user-specific insights on which new rules can be
defined. Activity levels and their accompanying psychological states may affect the
persuasive impact of an appeal differently depending on the user. Even when activity
patterns appear to reflect a distinct state, the degree of susceptibility to a persuasive
cue depends on the person’s appraisal of the situation.
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Fig. 2 Architecture and detailed steps of three types of PT system adaptation: Physiological state (blue),
physiological reactivity (green), and normal motivational state or behavior adaptation (red). Each box
depicts a different process: A parallelogram stands for data, a hexagon marks a preparation phase, and a
half-cylinder indicates storage of rules based on knowledge. The dashed lines apply only to systems that
can monitor motivational state and/or behavior

In addition, reactivity adaptations can be done based on physiological reactivity
to a persuasive message (see green paths in Fig. 2). The biosensors can measure
the magnitude of the reactivity response. The core can interpret the (absence of a)
reaction in terms of susceptibility based on existent knowledge in the literature or on
application-specific knowledge and decide whether to send a second message or use
similar messaging in the future. Optionally this step can be repeated for the second
message. In that sense, reactivity responses can be used to fine-tune PT-user interaction
and predict the success rate of a message. Reactivity information becomes even more
meaningful when linked to consequent behavior or motivational state. Sensors can
monitor consequent changes in motivational state and behavior. This information can
then be used to specify further rules based on user-specific knowledge and optimize
future interactions.

To find appropriate messages, physiological state and reactivity can be quantified
in terms of valence and arousal (Bradley and Lang 1994; Russell 1980). This quan-
tification can be deciphered in terms of psychology, for example, low arousal means
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relaxation. Or this quantification can be related to (a change in) behavior directly, for
example, low arousal and high valence indicate susceptibility to amessage. The system
might start with psychology labels in order to use existent persuasion knowledge and
prevent a cold start,2 while it moves towards linking physiology directly to behavior.
Persuasive processes are individual-dependent, meaning that not all knowledge will
apply to each user. How to interpret physiological reactions to persuasive features in
terms of a specific user’s susceptibility to them is something the PT can learn: over
time, the system can gain user-specific insights by reinterpreting physiological states
and their impact on susceptibility as measured by motivation and/or behavior change.

Perhaps, the system’s network can function as a black box or use machine learning
and adapt to the user’s feedback to personalize its models. Therefore, it is important
to characterize message features and analyze the user’s reactions to those features
multiple times. These iterations ensure that the right conclusions are drawn about the
persuasiveness of a specific message in a particular state or the meaning of reactivity
in terms of susceptibility. Consequently, the PT can be personalized based not only
on physiological activity but also on user-specific inferences from that physiological
activity: The insights gained from coaching one behavior might be transferred to
coaching a second behavior. This is especially useful when behavioral or self-report
data for the second behavior are not available or hard to measure, for example, food
intake.With a persuasionprofile per user,wemight no longer need tomeasure behavior,
but only physiology. This approach of combining physiological with self-report and
behavior measures could enable optimal persuasion in PT by delivering the right
message, at the right time, with the right content (Fischer 2001; Fogg and Eckles
2007).

6.2 To date validation of physiology-based adaptation

This section relates empirical findings from previous psychophysiological persuasion
research to the steps in the model presented in Fig. 2. To date, little proof exists for
state-based adaptations (i.e., the blue path).Most findings relate to the reactivity-based
adaptation path in the model (i.e., the green path). The first step of physiological
reactivity adaptation is measuring the physiological reactivity during exposure to a
persuasion attempt. Several studies indicated that physiology could indeed change
during an attempt at persuasion. The findings relate to activity in several physiological
subsystems including neural (Cacioppo et al. 2017; Cascio et al. 2015; Chua et al.
2011; Falk and Scholz 2018; Vezich et al. 2017), cardiovascular, electrodermal, and
respiratory arousal (Spelt et al. 2020), as well as facial activity (Lewinski et al. 2016).

Next, the system interprets this physiological reactivity to provide a prediction of the
user’s susceptibility to that message based on existent or application-specific knowl-
edge. This step is also supported by earlier research, although results may depend on
(limitations in) experimental design: Neuroscientific studies describe different neural
correlates for message-induced persuasion (Cascio et al. 2015; Chua et al. 2011; Falk
et al. 2015; Falk and Scholz 2018), perceived persuasiveness (Cacioppo et al. 2017),

2 The phrase cold start has been used for situations where a system has to start making recommendations
while knowing very little of the user (Schein et al. 2002).
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and persuasion-induced behavior change (Cooper et al. 2018; Falk et al. 2010; Falk and
Scholz 2018; Pegors et al. 2017; Vezich et al. 2017). Cardiovascular and electrodermal
arousal can indicate the success of narrative persuasion, namely heart rate variability
lowered and skin conductance level and the number of responses increased in per-
suaded participants (Barraza et al. 2015; Correa et al. 2015). Peripheral physiology
can also reveal psychological reactance to a persuasive message (Lewinski et al. 2016;
Sittenthaler et al. 2015; Spelt et al. 2019a), that is when a person becomes motivated
to reject it.

Earlier findings by these authors (Spelt et al. 2020) indicate that assessing physiol-
ogy during an attempt at persuasion even has merit for predicting behavior change in
the near future, even when the characteristics of that specific individual are also con-
sidered: Variation in persuasion effectiveness is best explained with physiology and
self-report measures combined. Thus, if this relationship also holds within individu-
als, the physiological reactivity to a particular message is informative about its likely
success and suggests that this message could be used more often in order to persuade
the user. Additionally, physiological activity during a persuasion attempt seems to be
able to inform the system about the personality traits of the user (Spelt et al. 2019c):
During persuasion attempts, electrodermal activity can be related to susceptibility to
persuasion and smiling to extraversion. Also, physiology during persuasion attempts
might indicate how much effort is needed to make that person reach the persuasion
objective: Physiology in combination with persuasion effectiveness seems to reveal
how well an attempt fits the person. That is if a user (repeatedly) shows more phys-
iological activity during unsuccessful persuasion attempts advocating a certain goal
than to other goals, this particular objective might be too misaligned with the user’s
motivations regarding that objective. In such a case, it may be advisable to adjust the
persuasion objective towards the person’s motivations. These types of information
about the user might serve as input for the next reactivity adaptation step; finding an
appropriate persuasive message.

7 Discussion

7.1 Implications of physiology-aware persuasive technology

Considering the above, physiology-contingent personalization of persuasion has sev-
eral implications for persuasive systems design. The first and foremost advantage is
that a physiology-contingent personalized and data-driven persuasive systemmay sim-
ply be a more effective persuasive system. Therefore, physiology-aware PT systems
can support people in achieving their self-set goals better than normal PT systems. Not
only is this pleasant for the user, but it can also relieve the burden on, among others,
the healthcare system, in case of health-related coaching, or the earth’s resources, in
case of environment-related coaching. The reason for the increased effectiveness is
that such a system is more user-centered by adapting to physiology and user-specific
insights about that physiology. Because of the relationship between emotional and
cognitive processes and peripheral physiology, the system responds to psychologi-
cal processes by adapting to physiological processes. Therefore, physiology-aware
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PT systems are perceived to have higher emotional intelligence than normal systems,
defined as "the ability to recognize, express and have emotions, coupled with the abil-
ity to regulate these emotions, harness them for constructive purposes, and skillfully
handle the emotions of others" (Pantic and Rothkrantz 2003, p. 1370). A technology
has emotional intelligence when it can recognize and adapt to overt and covert states
of a user (Pantic and Rothkrantz 2003; Picard 1995).

Other advantages come from the large amount of data physiological measurements
yield, especially when compared to periodic self-report measures. Physiological mea-
sures have a high temporal resolution, making them sensitive to small changes in the
persuasion process as well, thus potentially picking up information that would have
been missed by traditional measures. This continuous flow of data enables that, in
addition to making decisions based on existent knowledge, the system can also engage
in data-driven approaches for decision-making. For example, pattern recognition by
sophisticated algorithms could yield additional insights in persuasion in general, and
for the specific user.3 Approaches can be similar to classifying emotion from phys-
iological measures using cross-validated linear discriminants (Agrafioti et al. 2012;
Picard et al. 2001) or other methods as e.g. neural nets, fuzzy logic (Mandryk and
Atkins 2007), temporal multimodal (Nakisa et al. 2020) or preference deep learning
(Martinez et al. 2013). That is if during user-PT interaction certain patterns in physiol-
ogy coincide repeatedly with specific events or patterns in behavior and/or context this
suggests a connection worth investigating (in the general population). Thereby, these
data-driven approaches might advance the field of persuasion4 and Persuasive Tech-
nology. In that sense, physiological data not only improves the functioning of PT, but
also the understanding of core mechanisms and assumptions of persuasion. The use of
big data to gain insight into psychological processes is also known as psychological
computing (see Zhang 2019 for a full explanation).

7.2 Limitations and future research

This paper aims to demonstrate the potential of physiological measurement to person-
alize PT systems. However, the work on the psychophysiology of persuasion and its
use for PT is subject to limitations. Some limitations are inherently known in the related
research fields, such as the multi-mapping problem in psychophysiology (see Sect. 4).
We highlight limitations that specifically relate to research on the psychophysiology
of persuasion.

Potential difficulties relate to the ability to establish a realistic persuasion pro-
cess. Persuasion is known as a communicative process in which one person influences
another (Perloff 2008). However, in the experiments that study physiologywhile simu-
lating this process little of this intention remains: Psychophysiological studies ask for a

3 Bearing inmind that (1) emotions and cognitions donot stand on their own, and thus additional information
from self-report, context, or behavioral measures is needed to interpret physiological arousal as described
in Sect. 5. Also, (2) these data-driven approaches are subject to bias, as they are often highly specialized to
the data that is fed.
4 Data-driven approaches might bypass shortcomings in existing knowledge. For example, current psycho-
logical models are descriptive in nature and fail to pinpoint underlying mechanisms of persuasion (Kitchen
et al. 2014), because they lack temporal and spatial resolution (Zhang 2019).
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rigid setup in an unnatural environment to ensure measurement reliability. Often these
studies take place in a lab room using a bunch of sensors (e.g. Barraza et al. 2015; Cor-
rea et al. 2015) or an fMRI machine (Falk et al. 2011, p. e.g.; Vezich et al. 2017). Also,
the manipulation may consist of timed persuasive stimuli and does not allow human-
system communication. Although this rigid setup yields important advantages, such as
reliable stimulus–response linking and assessing many physiological features at once,
it might decrease the likelihood of persuading the participants. Future research into
the psychophysiology of persuasion-related processes might benefit from creating a
lifelike communicative experiment setting, perhaps with less restricting physiological
sensors and a human persuader.

Participant recruitment affects the generalizability of the results. People often chose
to participate in these studies voluntarily. Therefore, it could be that people participated
because they were already interested in the topic. This might affect the generalizability
of the results to people with other interests or motivations. Current findings primarily
stem from studies examining health behaviors (Falk et al. 2015; Spelt et al. 2020;
Vezich et al. 2017). These results might not be generalizable, as different behaviors
are differently ingrained in our psychology and our physiology therewith. Persuasive
attempts on for example meat consumption might yield different psychophysiological
results as moral psychology is wired differently as health beliefs. Therefore, future
researchmight benefit frompersuading a diverse set of people over a range of behaviors
or attitudes.

Other shortcomings relate to the common use of cross-subjects correlational analy-
ses. Firstly, these relational tests assume a linear or monotonic relationship, whereas it
could be that the psychophysiological relationship of interest is actually an alternative
shape such as an (inversed) parabola (Aggarwal and Ranganathan 2016), similar to for
example the hypnotized U-shaped relationship between self-value and neural activity
(Bartra et al. 2013). Secondly, human processes are most likely non-ergodic5 due to
limitations in their individual variability. This impedes the generalizability of group
results to individual cases ("ecological fallacy", Fisher et al. 2018). To circumvent this
issue, psychophysiology researchers often employ multi-level models accounting for
individual differences. This approach has, however, two shortcomings. First, the indi-
vidual differences in themodels are based on aggregated results (intercepts and slopes),
instead of real individual variation (Molenaar 2005). Second, the results are obtained
using group-models that accounted for individual differences, instead of individual
models (Fisher et al. 2018). For the latter, some variables, such as subject as ran-
dom effect, might be no longer relevant whereas other variables, such as time of the
day, might be. Thus, results of psychophysiological studies become more meaningful
when comparing the central tendency and variation of the intra- and inter-individual
data sets as well as considering true individual variation (Fisher et al. 2018) using
longitudinal studies. These limitations arise from reflections on current research. The
psychophysiology of persuasion is a relatively new area of research in which much
remains unclear.

5 Ergodicity refers to the notion that the behavior in a subset of a dynamic system is approximately identical
to the average behavior overall states that the system can be in (see Molenaar 2004 for a full explanation).
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The main limitation of the model presented in this paper is therefore that—to
date—only part of the presentedmodel can be validatedwith existing publications. But
although earlier findings cover only a small portion of the model, these initial results
are compelling and encourage further research. Future studies might investigate if
physiology can be used for the remaining steps of physiological reactivity adaptation
(Fig. 2). It would be interesting if more studies could underline that physiological
reactivity links to the effectivity of themessage and that this assessment generates useful
user-specific knowledge that can optimize future interactions. Also, the possibilities
of physiological state adaptation and the interaction between the various types of
adaptation might be interesting to explore. Furthermore, future field studies should
validate if the psychophysiological relationships associated with persuasion are strong
enough to use in real-life situations and withstand external interferences that influence
physiology.

Research on physiology-aware persuasive technology systems is still in its infancy.
A push in this area is expected considering ongoing technology developments in
data-driven solutions, biosensors, and affective computing. Additional forces pushing
PT development are people’s tendencies towards personal information systems, the
focus on user-centric design, and the need to relieve human suffering from detrimental
behavioral patterns. With upcoming technological developments, it is only a matter of
timebefore physiology is integrated intoPT, but it is important to do this in a thoughtful,
responsible way. An issue that needs clarification is whether PT systems that—in
addition to self-report and behavior measures—also personalize on physiology are
any better than traditional systems employing only self-report and behavior measures.
Results from previous work as described in Sect. 6.2 suggest that physiology gives
a real-time indication of whether persuasive information affects a person and can
improve the prediction of persuasion effectiveness when added to self-report data.
Further assessment of the added value of physiology-based adaptation to traditional
personalization methods is an interesting direction for future research. The third area
of uncertainty is the potential impact of such physiology-aware persuasive systems on
humanity and society. Does physiology-aware persuasive technology make the world
a better place? Is this a direction we want to go? These ethical aspects are discussed
in the next section.

7.3 Ethics of physiology-aware persuasive technology

Physiology-aware PT promises to providemorally valuable benefits, such as reduction
in the burdens of disease or increase in sustainable behavior. Alongwith these benefits,
several potential ethical risks should also be highlighted and considered in the design
of such PT systems. A growing literature discusses ethical issues surrounding PT
(Berdichevsky and Neunschwander 1999; Davis 2009; Frank and Nickel 2017; Jacobs
2019; Smids 2012; Spahn 2012;Yetim2011). In the future, other ethical considerations
should also be evaluated in relation to physiological measurements, such as the effects
of the system’s costs on distributive justice (Smids 2018), the threat of deskilling
(Frank 2020; Nickel 2012), the contribution to the moralization of health behaviors
(Swierstra 2015; Swierstra and Waelbers 2012; Verbeek 2006), and the relation with
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user vulnerability (Jacobs 2019). The following is by no means an exhaustive account
of the relevant ethical issues surrounding these technologies; rather we draw attention
to two sets of concerns - user autonomy and trustworthiness - that are intensified with
the use of physiology-aware PT.

Although ethics is discussed in the final section of this article, these consider-
ations should take place at the beginning of an actual design process in order to
construct PT that takes into account relevant values. The methodology of value-
sensitive design is relevant, as it comprises an iterative design process that explicitly
takes values and stakeholder concerns into the design process from the beginning
(Friedman et al. 2002). Importantly raising questions about the potential ethical risks
of using physiology-aware PT, does notmean that the status quo—less efficient PT—is
not ethically problematic in and of itself.

7.3.1 Autonomy

For any PT—physiology-aware or not – the central ethical question has to do with
autonomy (Smids 2018; Spahn 2012) and whether or not the behavior change they
induce is voluntary (Smids 2012). Indeed, the most widely accepted definition of PT
excludes the use of coercion or misinformation (Fogg 2003). The use of physiological
data to persuade users at the right time, in the right way, and in an increasingly per-
sonalized manner can be understood as heightening the concerns about autonomy and
voluntariness for at least two reasons: 1) Physiological data are more out of individ-
ual control than self-reports or behavior data. The user will not always, presumably
rarely, be consciously aware of the physiological measurements being taken. Nor can
the user reflect on and make decisions about the specific information that they want to
feed into the physiology-aware PT after the initial adoption of the device. 2) In theory,
physiological data can reveal the affective states of the user before or without the user
being aware of it. Thus, potentially bypassing the user’s conscious awareness of the
states to which the PT is responding.

Informed consent is the standard way to ensure voluntary use of technology that
collects a person’s data and attempts to influence their behavior (White 2013). How-
ever, physiology-contingent adaptations challenge some of the traditional methods of
obtaining and conceptualizing informed consent. To obtain morally justified consent,
it must be specified exactly to which element of the PT a user is consenting. Jacobs
(2019) points out four distinct elements of PT to which consent could apply: “First,
the goals and intended behavioral outcomes. Second, persuasive tools that a PT uti-
lizes. Third, the types of individual interactions of the PT with the user. Fourth, the
use and storage of data.”6 (Jacobs 2019, p. 6). However, personalization, as a per-
suasive tool, is more prominent in physiology-aware PT compared to normal PT. The
interactions between a PT system and the user are partially based on interpretations
of automatic responses by the user. When signing the consent, the details of the inter-
pretations are not yet clear. Even more importantly, physiology-aware PT systems are
more likely to adopt deep learning approaches. As a result, the rules for personalization

6 Physiological measurements produce, store, and analyze a large amount of personal data, some of it
potentially sensitive, but this is not a unique privacy concern raised by physiology-aware PT.
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might change as time progresses making one-time consents insufficient. The ethical
and legal challenges of informed consent to artificial intelligent applications must be
solved before such deep-learning approaches can be used in any type of PT system.
Future research should indicate which alternative models of consent are most appro-
priate for physiology-aware PT systems, for example, dynamic consent (Kaye et al.
2015) or temporally distributed consent (Loosman 2020).

7.3.2 Reliability and trustworthiness

The reliability and trustworthiness of physiology-aware PT are of ethical concern
because physiological data can be seen as a kind of biomedical data. Biomedical data,
as well as the algorithms used for analysis, is perceived to be much more complex
than what we humans can understand (Callebaut 2012, p. 70), and, thereby, rated as
more objective, scientific, and closer to medicine (Crawford et al. 2014; Mittelstadt
and Floridi 2016) than, for example, self-reports. The assumption is that these data
represent an objective truth, without the need for human interpretation (Mittelstadt and
Floridi 2016). In reality, all data undergoes various human-imposed transformations
before interpretation,7 such as noise elimination, filtering, sub-setting, et cetera. In the
context of PT informed by physiology, the danger is that users may overestimate the
reliability and objectivity of the technology by thinking that physiological assessment
is error-free and free from interpretation.

Users tend to put trust in PT systems (Nickel 2012), as their functionalities are
expected to contribute to their well-being. However, the complexity of physiology-
based systems complicates user’s perceptions of the system’s trustworthiness in at least
twoways: First, usersmay not understand the functioning of the system, its limitations,
or capabilities. For example, which information can be derived fromphysiological data
and how does this change the system’s behavior? Users might lose confidence if they
do not understand why something is measured or feel like the system is measuring
more things than needed. Second, an issue of trust arises if users do understand the
limitations of the system. To illustrate, complexity from the multi-mapping problem
in psychophysiology (Cacioppo et al. 2007) can make the user wonder whether the
psychophysiological interpretations obtained by the system are valid. The limitations
of complex systems can make that the user wonder whether or not the system is adapt-
ing properly. Given that the precise psychophysiological relationship in persuasion is
not yet established, we must consider whether or not and to what extent it is morally
acceptable to draw inferences from these less-than-perfect representations of mental
states (Fairclough 2009) and give feedback or attempt to persuade based on such rep-
resentations. In either of the above scenarios, users may end up over-or under-trusting
the system (Weitz et al. 2019). Both situations have costs: With over-trust, the user
perceives the system as more accurate and persuasive than it is. This might result in
being too confident in the functionalities of the system and not using his or her own
resources, such as self-regulation or intrinsic motivation, to achieve the wanted change

7 Which data is important differs depending on the question that needs to be answered (Mittelstadt and
Floridi 2016) and on “what data is recognized, how that data is collected, and by whom” (Crawford et al.
2014, pp. 1669–1670). The rather complex processing of data limits the transparency of the operation of
such technologies for a user.
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in behavior. This is undesirable, as a PT can never fully understand the user and their
context. Therefore, the user needs to keep ownership of their progression towards a
certain goal. When users under-trust the system users may not take the system seri-
ously. Perceived persuasiveness is lower than actual persuasiveness, which will make
the user abandon the system. The risk here is that the user does not accomplish the
self-set behavior goal.

The presence of thesemedical data issues and physiology-inference challenges does
not mean that such a system should not be developed—future research might resolve
some of these issues—but it does mean that physiology-aware PT is not error-free
or without risks. Thus, without precautions and sufficient information, an attitude of
blind trust towards physiology-aware PT is not justified. To ensure trustworthiness,
PT systems should communicate their capabilities and limitations to the users. For this,
we propose several options: (1) Explain the problem of unreliability of measurements
and ambiguity of inferences before usage in the informed consent.8 (2) Provide a real-
time measure of unreliability to the user while using the system. (3) Enable the user
to provide continuous feedback on the experienced relevance and correctness of the
physiological inferences. And (4) show how physiological assessment increases the
confidence of the system to guide you. Additionally, the system should convey which
physiological features it measures, how these are interpreted, and in which system
adaptations these interpretations result (Picard 1995). The user has to be aware of
changing functionalities due to learning phases9 and should be able to indicate their
resilience against misclassifications. That way the user can know when the system is
more or less reliable and decide whether that is desirable.

8 Conclusion

Persuasive technology (PT) can be used to help achieve behavior change. PT systems
employ user models to enable the communication of “the right message, at the right
time, in the right way” (Fischer 2001). While these user models normally are based
on self-report and behavior measures, we described a model that allows a PT system
to adapt its features to a person’s physiological state and reactivity: Physiology-aware
PT. Existing research suggests that physiology can hold information about persuasion-
related processes: Physiological assessment gives a real-time indication of whether
persuasive information affects a person and can significantly improve a prediction of
persuasion effectiveness that is only based on self-report. Thereby, it can be a means
to the personalization of persuasive technology.

As such, physiology-aware PT systems have the potential to support people better
in their desired behavior change. As an important asset, physiology can be assessed
in real-time with a high-temporal resolution, while the user does not have to take any

8 Trust is related to explainability—if the system can be more explicit about why it gives certain recom-
mendations, people may be able to better assess its recommendations in a given context, and may be able
to better adjust the system settings or goals to fit their own needs and capabilities (Cutillo et al. 2020).
9 Many recommender systems suffer from a cold start (Schein et al. 2002). Before a system can offer
personalization based on user-specific (physiological) inferences, it needs a learning phase and a large
amount of data. As a result, the system will have fewer functionalities when the user first adopts it.
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explicit actions. The lack of user control or awareness, however, also might entail
ethical objections, especially when used outside research in for example consumer
products that use PT. Thus, further research is needed to develop physiology-aware
PT systems that can help to change behavior that is detrimental to health, sustainability
or leads to other negative effects.
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Alkiş, N., Taşkaya Temizel, T.: The impact of individual differences on influence strategies. Personal.
Individ. Differ. 87, 147–152 (2015). https://doi.org/10.1016/j.paid.2015.07.037

Armstrong, J.S.: Persuasive Advertising: Evidence-Based Principles. Palgrave Macmillan, London (2010).
https://doi.org/10.1057/9780230285804

Barral, O., Kosunen, I., Ruotsalo, T., Spapé, M.M., Eugster, M.J., Ravaja, N., Kaski, S., Jacucci, G.:
Extracting relevance and affect information from physiological text annotation. User Model. User-
Adapt. Interact. 26(5), 493–520 (2016). https://doi.org/10.1007/s11257-016-9184-8

Barraza, J.A.,Alexander,V.,Beavin, L.E., Terris, E.T., Zak, P.J.: The heart of the story: peripheral physiology
during narrative exposure predicts charitable giving. Biol. Psychol. 105, 138–143 (2015). https://doi.
org/10.1016/j.biopsycho.2015.01.008

Bartra, O., McGuire, J.T., Kable, J.W.: The valuation system: a coordinate-based meta-analysis of BOLD
fMRI experiments examining neural correlates of subjective value. Neuroimage 76, 412–427 (2013).
https://doi.org/10.1016/j.neuroimage.2013.02.063

Berdichevsky, D., Neunschwander, E.: Toward an ethics of persuasive technology. Commun. ACM 42(5),
51–58 (1999). https://doi.org/10.1145/301353.301410

Boucsein, W.: Electrodermal Activity, 2nd edn. Springer, New York, NY (2012). https://doi.org/10.1007/
978-1-4614-1126-0

Brader, T.: Striking a responsive chord: how political ads motivate and persuade voters by appealing to emo-
tions. Am. J. Political Sci. 49(2), 388–405 (2005). https://doi.org/10.1111/j.0092-5853.2005.00130.x

Bradley, M.M., Lang, P.J.: Measuring emotion: the self-assessment manikin and the semantic differential.
J. Behav. Ther. Exp. Psychiatry 25(1), 49–59 (1994). https://doi.org/10.1016/0005-7916(94)90063-9

Brehm, J.W.: A Theory of Psychological Reactance. Academic Press, Oxford (1966)
Brouwer, A.M., van Beurden, M., Nijboer, L., Derikx, L., Binsch, O., Gjaltema, C., Noordzij, M.: A

comparison of different electrodermal variables in response to an acute social stressor. In: Lecture
Notes in Computer Science (Including Subseries Lecture Notes in Artificial Intelligence and Lecture

123

https://doi.org/10.4103/2229-3485.192046
https://doi.org/10.1109/T-AFFC.2011.28
https://doi.org/10.1016/j.paid.2015.07.037
https://doi.org/10.1057/9780230285804
https://doi.org/10.1007/s11257-016-9184-8
https://doi.org/10.1016/j.biopsycho.2015.01.008
https://doi.org/10.1016/j.neuroimage.2013.02.063
https://doi.org/10.1145/301353.301410
https://doi.org/10.1007/978-1-4614-1126-0
https://doi.org/10.1111/j.0092-5853.2005.00130.x
https://doi.org/10.1016/0005-7916(94)90063-9


Physiology-based personalization of persuasive technology: a user… 157

Notes in Bioinformatics). LNCS, vol. 10727, pp. 7–17 (2018). Springer Verlag. https://doi.org/10.
1007/978-3-319-91593-7_2

Cacioppo, J.T., Petty, R.E., Koa, C.F., Rodriquez, R.: Central and peripheral routes to persuasion: an indi-
vidual difference perspective. J. Pers. Soc. Psychol. 51(5), 1032–1043 (1986). https://doi.org/10.1037/
0022-3514.51.5.1032

Cacioppo, J.T., Tassinary, L.G., Berntson, G.G.: The Handbook of Psychophysiology, vol. 44, 3rd edn.
Cambridge University Press, New York (2007). https://doi.org/10.1017/CBO9780511546396

Cacioppo, J.T., Cacioppo, S., Petty, R.E.: The neuroscience of persuasion: a review with an emphasis on
issues and opportunities. Soc. Neurosci. 13(2), 129–172 (2017). https://doi.org/10.1080/17470919.
2016.1273851

Callebaut, W.: Scientific perspectivism: a philosopher of science’s response to the challenge of big data
biology. Stud. Hist. Philos. Biol. Biomed. Sci. 43(1), 69–80 (2012). https://doi.org/10.1016/j.shpsc.
2011.10.007

Camm, A.J., Malik, M., Bigger, J.T., Breithardt, G., Cerutti, S., Cohen, R.J., Coumel, P., Fallen, E.L.,
Kennedy, H.L., Kleiger, R.E., Lombardi, F.: Heart rate variability: standards of measurement, physio-
logical interpretation and clinical use. Circulation 93(5), 1043–1065 (1996). https://doi.org/10.1161/
01.CIR.93.5.1043

Cascio, C.N., Scholz, C., Falk, E.B.: Social influence and the brain: persuasion, susceptibility to influence
and retransmission. Curr. Opin. Behav. Sci. 3, 51–57 (2015). https://doi.org/10.1016/j.cobeha.2015.
01.007

Chionidis, K., Powell, W.: VR as a persuasive technology “in the wild”. In: The Effect of Immer-
sive VR on Intent to Change Towards Water Conservation. Springer/Link (2020, November 27).
Retrieved from https://research.tilburguniversity.edu/en/publications/vr-as-a-persuasive-technology-
in-the-wild-the-effect-of-immersive

Chua, H.F., Ho, S.S., Jasinska, A.J., Polk, T.A., Welsh, R.C., Liberzon, I., Strecher, V.J.: Self-related neural
response to tailored smoking-cessation messages predicts quitting. Nat. Neurosci. 14(4), 426–427
(2011). https://doi.org/10.1038/nn.2761

Cialdini, R.B.: Influence, the Psychology of Persuasion, 1st edn. Harper Collins, New York (2007)
Cooper, N., Garcia, J.O., Tompson, S.H., O’donnell,M.B., Falk, E.B., Vettel, J.M.: Time-evolving dynamics

in brain networks forecast responses to health messaging. Netw. Neurosci. 3(1), 138–156 (2018).
https://doi.org/10.1162/netn_a_00058

Correa, K.A., Stone, B.T., Stikic, M., Johnson, R.R., Berka, C.: Characterizing donation behavior from
psychophysiological indices of narrative experience. Front. Neurosci. 9(301), 1–15 (2015). https://
doi.org/10.3389/fnins.2015.00301

Crawford, K., Miltner, K., Gray, M.L.: Critiquing big data: politics, ethics, epistemology. Int. J. Commun.
8, 1663–1672 (2014)

Cutillo, C.M., Sharma, K.R., Foschini, L., Kundu, S., Mackintosh, M., Mandl, K.D.: Machine intelligence
in healthcare—perspectives on trustworthiness, explainability, usability, and transparency. Npj Digital
Med. 3(1), 1–5 (2020). https://doi.org/10.1038/s41746-020-0254-2

Davis, J.: Design methods for ethical persuasive computing. In: ACM International Conference Proceeding
Series, vol. 350, p. 1.ACMPress,NewYork,NewYork,USA (2009). https://doi.org/10.1145/1541948.
1541957

DeSteno, D., Wegener, D.T., Petty, R.E., Rucker, D.D., Braverman, J.: Discrete emotions and persuasion:
the role of emotion-induced expectancies. J. Pers. Soc. Psychol. 86(1), 43–56 (2004). https://doi.org/
10.1037/0022-3514.86.1.43

Fairclough, S.H.: Fundamentals of physiological computing. Interact. Comput. 21(1–2), 133–145 (2009).
https://doi.org/10.1016/j.intcom.2008.10.011

Fairclough, S.H., Mulder, L.J.M.: Psychophysiological processes of mental effort investment. In: Wright,
R.A., Gendolla, G.H.E. (eds.) How Motivation Affects Cardiovascular Response: Mechanisms and
Applications, pp. 61–76. American Psychological Association, Washington, DC (2011)

Fairclough, S.H., van der Zwaag, M.D., Spiridon, E., Westerink, J.H.D.M.: Effects of mood induction via
music on cardiovascular measures of negative emotion during simulated driving. Physiol. Behav. 129,
173–180 (2014). https://doi.org/10.1016/j.physbeh.2014.02.049

Falk, E.B., Scholz, C.: Persuasion, influence, and value: perspectives from communication and social neu-
roscience. Annu. Rev. Psychol. 69, 329–356 (2018). https://doi.org/10.1146/annurev-psych-122216-
011821

123

https://doi.org/10.1007/978-3-319-91593-7_2
https://doi.org/10.1037/0022-3514.51.5.1032
https://doi.org/10.1017/CBO9780511546396
https://doi.org/10.1080/17470919.2016.1273851
https://doi.org/10.1016/j.shpsc.2011.10.007
https://doi.org/10.1161/01.CIR.93.5.1043
https://doi.org/10.1016/j.cobeha.2015.01.007
https://research.tilburguniversity.edu/en/publications/vr-as-a-persuasive-technology-in-the-wild-the-effect-of-immersive
https://doi.org/10.1038/nn.2761
https://doi.org/10.1162/netn_a_00058
https://doi.org/10.3389/fnins.2015.00301
https://doi.org/10.1038/s41746-020-0254-2
https://doi.org/10.1145/1541948.1541957
https://doi.org/10.1037/0022-3514.86.1.43
https://doi.org/10.1016/j.intcom.2008.10.011
https://doi.org/10.1016/j.physbeh.2014.02.049
https://doi.org/10.1146/annurev-psych-122216-011821


158 H. A. A. Spelt et al.

Falk, E.B., Berkman, E.T., Mann, T., Harrison, B., Lieberman, M.D.: Predicting persuasion-induced
behavior change from the brain. J. Neurosci. 30(25), 8421–8424 (2010). https://doi.org/10.1523/
JNEUROSCI.0063-10.2010

Falk, E.B., Berkman, E.T., Whalen, D., Lieberman, M.D.: Neural activity during health messaging predicts
reductions in smoking above and beyond self-report. Health Psychol. 30(2), 177–185 (2011). https://
doi.org/10.1037/a0022259

Falk, E.B., O’Donnell, M.B., Cascio, C.N., Tinney, F., Kang, Y., Lieberman, M.D., Taylor, S.E., An, L.,
Resnicow, K., Strecher, V.J.: Self-affirmation alters the brain’s response to health messages and sub-
sequent behavior change. Proc. Natl. Acad. Sci. u.s.a. 112(7), 1977–1982 (2015). https://doi.org/10.
1073/pnas.1500247112

Fischer, G.: User modeling in human–computer interaction. User Model. User-Adap. Inter. 11(1–2), 65–86
(2001). https://doi.org/10.1023/A:1011145532042

Fisher, A.J., Medaglia, J.D., Jeronimus, B.F.: Lack of group-to-individual generalizability is a threat to
human subjects research. Proc. Natl. Acad. Sci. u.s.a. 115(27), E6106–E6115 (2018). https://doi.org/
10.1073/pnas.1711978115

Fogg, B.J.: Persuasive Technology:UsingComputers toChangeWhatWeThink andDo.MorganKaufmann
Publishers, San Francisco (2003). https://doi.org/10.1016/B978-0-12-373932-2.00008-9

Fogg, B.J., Eckles, D.: The behavior chain for online participation: how successful web services structure
persuasion. In: de Kort, Y., IJsselsteijn, W., Midden, C., Eggen, B., Fogg, B.J. (eds.) Persuasive
Technology. Lecture Notes in Computer Science (including subseries Lecture Notes in Artificial
Intelligence and Lecture Notes in Bioinformatics) LNCS, vol. 4744, pp. 199–209. Springer, Berlin
(2007). https://doi.org/10.1007/978-3-540-77006-0_25

Fogg, B.J.: Creating persuasive technologies: an eight-step design process . In: Proceedings of the 4th
International Conference on Persuasive Technology (2009).https://doi.org/10.1145/1541948.1542005

Frank, L.E.: What do we have to lose? Offloading through moral technologies: moral struggle and progress.
Sci. Eng. Ethics 26(1), 369–385 (2020). https://doi.org/10.1007/s11948-019-00099-y

Frank, L.E., Nickel, P.J.: E-coaching in de gezondheidszorg: is het zacht paternalisme? In: Verleiding tot
gezond gedrag: Persuasive technology in de gezondheidszorg, pp. 89–103 (2017)

Friedman, B., Kahn, P.H., Borning, A.: Value Sensitive Design: Theory and Methods. University of Wash-
ington Technical Report, pp. 2–12 (2002). https://doi.org/10.1080/122v07n03_04

Garnett, C., Crane, D., West, R., Brown, J., Michie, S.: The development of drink less: an alcohol reduction
smart-phone app for excessive drinkers. TBM 9, 296–307 (2019). https://doi.org/10.1093/tbm/iby043

Gazzaniga, M.S., Irvy, R.B., Magnun, G.R.: Cognitive Neuroscience: The Biology of the Mind, 3rd edn.
Norton, London (2009)

Guerini, M., Stock, O., Zancanaro, M.: A taxonomy of strategies for multimodal persuasive message gen-
eration. Appl. Artif. Intell. 21, 99–136 (2007). https://doi.org/10.1080/08839510601117169

Ham, J.R.C., Midden, C.J.H.: A persuasive robot to stimulate energy conservation: the influence of positive
and negative social feedback and task similarity on energy-consumption behavior. Int. J. Soc. Robot.
6(2), 163–171 (2014). https://doi.org/10.1007/s12369-013-0205-z

Ham, J.R.C., Schendel, J.V., Koldijk, S., Demerouti, E.: Finding Kairos: The Influence of Context-Based
Timing on Compliance with Well-Being Triggers. Springer-Verlag, Berlin (2011)

Herrmann, L.K., Kim, J.: The fitness of apps: a theory-based examination of mobile fitness app usage over
5 months. Mhealth 3, 2 (2017). https://doi.org/10.21037/mhealth.2017.01.03

Hirsh, J.B., Kang, S.K., Bodenhausen, G.V.: Personalized persuasion: tailoring persuasive appeals
to recipients’ personality traits. Psychol. Sci. 23(6), 578–581 (2012). https://doi.org/10.1177/
0956797611436349

IJsselsteijn, W.A., de Kort, Y.A.W., Midden, C.J.H., Eggen, B., van den Hoven, E.: Persuasive technology
for human well-being: setting the scene. In: IJsselsteijn, W.A., de Kort, Y.A.W., Midden, C., Eggen,
B., van den Hoven, E. (eds.) Persuasive Technology. Lecture Notes in Computer Science, pp. 1–5.
Springer, Berlin (2006). https://doi.org/10.1007/978-3-319-01583-5_56

Iyengar,M.S., Oinas-Kukkonen,H.,Win,K.T.: Persuasive technology in biomedical informatics. J. Biomed.
Inform. (2018). https://doi.org/10.1016/j.jbi.2018.07.020

Jacobs, N.: Two ethical concerns about the use of persuasive technology for vulnerable people. Bioethics
34(September), 1–8 (2019). https://doi.org/10.1111/bioe.12683

Jänig,W.: The autonomic nervous system and its coordination by the brain. In:Davidson, R.J., Scherer, K.R.,
Goldsmith, H.H. (eds.) Handbook of Affective Sciences, 1st edn., pp. 135–186. Oxford University
Press, Oxford (2003)

123

https://doi.org/10.1523/JNEUROSCI.0063-10.2010
https://doi.org/10.1037/a0022259
https://doi.org/10.1073/pnas.1500247112
https://doi.org/10.1023/A:1011145532042
https://doi.org/10.1073/pnas.1711978115
https://doi.org/10.1016/B978-0-12-373932-2.00008-9
https://doi.org/10.1007/978-3-540-77006-0_25
https://doi.org/10.1145/1541948.1542005
https://doi.org/10.1007/s11948-019-00099-y
https://doi.org/10.1080/122v07n03_04
https://doi.org/10.1093/tbm/iby043
https://doi.org/10.1080/08839510601117169
https://doi.org/10.1007/s12369-013-0205-z
https://doi.org/10.21037/mhealth.2017.01.03
https://doi.org/10.1177/0956797611436349
https://doi.org/10.1007/978-3-319-01583-5_56
https://doi.org/10.1016/j.jbi.2018.07.020
https://doi.org/10.1111/bioe.12683


Physiology-based personalization of persuasive technology: a user… 159

Janssen, J.H., Van Den Broek, E.L., Westerink, J.H.D.M.: Tune in to your emotions: a robust personalized
affective music player. User Model. User-Adap. Inter. 22, 255–279 (2012). https://doi.org/10.1007/
s11257-011-9107-7

John, M.S., Kobus, D.A., Morrison, J.G., Schmorrow, D.: Overview of the DARPA augmented cognition
technical integration experiment. Int. J. Hum.-Comput. Interact. 17(2), 131–149 (2004). https://doi.
org/10.1207/s15327590ijhc1702

Kaptein, M.C., De Ruyter, B.E.R., Markopoulos, P., Aarts, E.H.L.: Adaptive persuasive systems: a study
of tailored persuasive text messages to reduce snacking. ACM Trans. Interact. Intell. Syst. 2(2), 1–25
(2012). https://doi.org/10.1145/2209310.2209313

Karppinen, P., Oinas-Kukkonen, H., Alahäivälä, T., Jokelainen, T., Teeriniemi, A.M., Salonurmi, T.,
Savolainen, M.J.: Opportunities and challenges of behavior change support systems for enhancing
habit formation: a qualitative study. J. Biomed. Inform. 84, 82–92 (2018). https://doi.org/10.1016/j.
jbi.2018.06.012

Kaye, J.,Whitley, E.A., Lund,D.,Morrison,M., Teare,H.,Melham,K.:Dynamic consent: a patient interface
for twenty-first century research networks. Eur. J. Hum. Genet. 23(2), 141–146 (2015). https://doi.
org/10.1038/ejhg.2014.71

Kitchen, P.J., Kerr, G., Schultz, D.E., McColl, R., Pols, H.: The elaboration likelihood model: review,
critique and research agenda. Eur. J. Mark. 48(11/12), 2033–2050 (2014). https://doi.org/10.1108/
EJM-12-2011-0776

Kreibig, S.D.: Autonomic nervous system activity in emotion: a review. Biol. Psychol. 84(3), 394–421
(2010). https://doi.org/10.1016/j.biopsycho.2010.03.010

Lang, P.J., Bradley, M.M., Cuthbert, B.N.: Emotion, attention, and the startle reflex. Psychol. Rev. 97(3),
377–395 (1990). https://doi.org/10.1037/0033-295X.97.3.377

Lewinski, P., Fransen, M.L., Tan, E.S.: Embodied resistance to persuasion in advertising. Front. Psychol.
7(Aug), 1–12 (2016). https://doi.org/10.3389/fpsyg.2016.01202

Looff, P., Noordzij, M.L., Moerbeek, M., Nijman, H., Didden, R., Embregts, P.: Changes in heart rate and
skin conductance in the 30 min preceding aggressive behavior. Psychophysiology (2019). https://doi.
org/10.1111/psyp.13420

Loosman, I.: Rethinking consent in mHealth: (A) moment to process. In: Haltaufderheide, J., Hovemann,
J., Vollmann, J. (eds.) Aging Between Participation and Simulation, pp. 159–170. Walter de Gruyter
GmbH, Berlin (2020). https://doi.org/10.1515/9783110677485-010

Maan, S., Merkus, B., Ham, J.R.C., Midden, C.J.H.: Making it not too obvious: the effect of ambient light
feedback on space heating energy consumption. Energ. Effi. 4(2), 175–183 (2011). https://doi.org/10.
1007/s12053-010-9102-6

Maimone, R., Guerini, M., Dragoni, M., Bailoni, T., Eccher, C.: PerKApp: a general purpose persuasion
architecture for healthy lifestyles. J. Biomed. Inform. 82, 70–87 (2018). https://doi.org/10.1016/j.jbi.
2018.04.010

Mandryk, R.L., Atkins, M.S.: A fuzzy physiological approach for continuously modeling emotion during
interaction with play technologies. Int. J. Hum. Comput. Stud. 65(4), 329–347 (2007). https://doi.org/
10.1016/j.ijhcs.2006.11.011

Markopoulos, P., Kaptein, M.C., De Ruyter, B.E.R., Aarts, E.H.L.: Personalizing persuasive technologies:
explicit and implicit personalization using persuasion profiles. Int. J. Hum. Comput. Stud. 77, 38–51
(2015). https://doi.org/10.1016/j.ijhcs.2015.01.004

Martinez, H.P., Bengio, Y., Yannakakis, G.: Learning deep physiological models of affect. IEEE Comput.
Intell. Mag. 8(2), 20–33 (2013). https://doi.org/10.1109/MCI.2013.2247823

Masthoff, J., Grasso, F., Ham, J.: Preface to the special issue on personalization and behavior change. User
Model. User-Adap. Inter. 24(5), 345–350 (2014). https://doi.org/10.1007/s11257-014-9151-1

Meschtscherjakov, A., Gärtner, M., Mirning, A., Rödel, C., Tscheligi, M.: The Persuasive Potential Ques-
tionnaire (PPQ): challenges, drawbacks, and lessons learned. In: Meschtscherjakov, A., De Ruyter,
B.E.R., Fuchsberger, V., Murer, M., Tscheligi, M. (eds.) Persuasive 2016. Lecture Notes in Computer
Science, vol. 9638. Springer, Salzburg (2016). https://doi.org/10.1007/978-3-319-31510-2_30

Michie, S., van Stralen, M.M., West, R.: The behaviour change wheel: a new method for characterising and
designing behaviour change interventions. Implement. Sci. 6(42), 1–22 (2011)

Michie, S., Richardson, M., Johnston, M., Abraham, C., Francis, J., Hardeman, W., Eccles, M.P., Cane, J.,
Wood, C.E.: The behavior change technique taxonomy (v1) of 93 hierarchically clustered techniques:
Building an international consensus for the reporting of behavior change interventions. Ann. Behav.
Med. 46(1), 81–95 (2013). https://doi.org/10.1007/s12160-013-9486-6

123

https://doi.org/10.1007/s11257-011-9107-7
https://doi.org/10.1207/s15327590ijhc1702
https://doi.org/10.1145/2209310.2209313
https://doi.org/10.1016/j.jbi.2018.06.012
https://doi.org/10.1038/ejhg.2014.71
https://doi.org/10.1108/EJM-12-2011-0776
https://doi.org/10.1016/j.biopsycho.2010.03.010
https://doi.org/10.1037/0033-295X.97.3.377
https://doi.org/10.3389/fpsyg.2016.01202
https://doi.org/10.1111/psyp.13420
https://doi.org/10.1515/9783110677485-010
https://doi.org/10.1007/s12053-010-9102-6
https://doi.org/10.1016/j.jbi.2018.04.010
https://doi.org/10.1016/j.ijhcs.2006.11.011
https://doi.org/10.1016/j.ijhcs.2015.01.004
https://doi.org/10.1109/MCI.2013.2247823
https://doi.org/10.1007/s11257-014-9151-1
https://doi.org/10.1007/978-3-319-31510-2_30
https://doi.org/10.1007/s12160-013-9486-6


160 H. A. A. Spelt et al.

Miron, A.M., Brehm, J.W.: Reactance theory—40 years later. Zeitschrift Für Sozialpsychologie 37(1), 9–18
(2006). https://doi.org/10.1024/0044-3514.37.1.9

Mitchell, E.G., Fondazione,R.M.,Kessler, B.,Mamykina, L.: characterizing humanvs. automated coaching:
preliminary results. In: CHI 2020 Extended Abstracts. ACM, Honolulu, HI, USA (2020). https://doi.
org/10.1145/3334480.3383081

Mittelstadt, B.D., Floridi, L.: The ethics of big data: current and foreseeable issues in biomedical contexts.
Sci. Eng. Ethics 22(2), 303–341 (2016). https://doi.org/10.1007/s11948-015-9652-2

Molenaar, P. C.: A manifesto on psychology as idiographic science: bringing the person back into sci-
entific psychology, this time forever. Measurement 2(4), 201-218 (2004). https://doi.org/10.1207/
s15366359mea0204

Molenaar, P.C.M.: Rejoinder to Rogosa’s commentary on “A manifesto on psychology as idiographic
science”.—PsycNET. Meas.: Interdisci. Res. Perspect. 3(2), 116–119 (2005)

Moshfeghi, Y., Jose, J.M.: An effective implicit relevance feedback technique using affective, physiolog-
ical and behavioural features. In: Proceedings of the 36th International ACM SIGIR Conference on
Research and Development in Information Retrieval, pp. 133–142. Dublin, Ireland (2013). https://doi.
org/10.1145/2484028.2484074

Nakisa, B., Rastgoo, M.N., Rakotonirainy, A., Maire, F., Chandran, V.: Automatic emotion recognition
using temporal multimodal deep learning. IEEE Access 8, 225463–225474 (2020). https://doi.org/10.
1109/ACCESS.2020.3027026

Nass, C.,Moon, Y.:Machines andmindlessness: social responses to computers. J. Soc. Issues 56(1), 81–103
(2000). https://doi.org/10.1111/0022-4537.00153

Samsung US Newsroom: Samsung SmartThings Introduces SmartThings Energy, Offering a
new way to reduce energy bills and increase sustainability (2021, July 15). Retrieved 5
Nov 2021, from https://news.samsung.com/us/samsung-smartthings-introduces-smartthings-energy-
offering-reduce-energy-bills-increase-sustainability/

Nickel, P.: Trust, discourse ethics, and persuasive technology. In: Persuasive Technology, p. 45 (2012)
Nkwo, M.: Mobile persuasive technology: promoting positive waste management behaviors in developing

African nations. In: CHI ’19 Extended Abstracts (2019). ACM, Glasgow, Scotland. https://doi.org/10.
1145/3290607.3299071

Oinas-Kukkonen, H., Harjumaa, M.: Towards deeper understanding of persuasion in software and informa-
tion systems. In: Proceedings of the 1st International Conference on Advances in Computer–Human
Interaction, ACHI 2008, pp. 200–205 (2008). https://doi.org/10.1109/ACHI.2008.31

Oinas-Kukkonen, H., Harjumaa, M.: Persuasive systems design: key issues, process model, and system
features. Commun. Assoc. Inf. Syst. 24(1), 96 (2009). https://doi.org/10.17705/1CAIS.02428

Oliver, N., Kreger-Stickles, L.: Enhancing exercise performance through real-time physiologicalmonitoring
andmusic: a user study. In: 2006PervasiveHealthConference andWorkshops, PervasiveHealth (April)
(2006). https://doi.org/10.1109/PCTHEALTH.2006.361660

Orji, R., Vassileva, J., Mandryk, R.L.: Modeling the efficacy of persuasive strategies for different gamer
types in serious games for health. User Model. User-Adap. Inter. 24(5), 453–498 (2014). https://doi.
org/10.1007/s11257-014-9149-8

Orji, R., Mandryk, R.L., Vassileva, J.: Gender, age, and responsiveness to Cialdini’s persuasion strategies.
In: MacTavish, T., Basapur, S. (eds.) Persuasive Technology: 10th International Conference, PER-
SUASIVE 2015. Lecture Notes in Computer Science (Including Subseries Lecture Notes in Artificial
Intelligence and Lecture Notes in Bioinformatics), vol. 9072, pp. 145–159. Springer, Chicago, IL
(2015). https://doi.org/10.1007/978-3-319-20306-5

Pan, S., Zhou, M.: PPLUM: a framework for large-scale personal persuasion. In: Proceedings of the 3rd
Workshop on Data-Driven User Behavioral Modeling and Mining from Social Media, pp. 5–6 (2014).
ACM, Shanghai. https://doi.org/10.1145/2665994.2665999

Pantic, M., Rothkrantz, L.J.M.: Toward an affect-sensitive multimodal human–computer interaction. Proc.
IEEE 91(9), 1370–1390 (2003). https://doi.org/10.1109/JPROC.2003.817122

Pegors, T.K., Tompson, S., O’Donnell, M.B., Falk, E.B.: Predicting behavior change from persuasive mes-
sages using neural representational similarity and social network analyses. Neuroimage 157, 118–128
(2017). https://doi.org/10.1016/j.neuroimage.2017.05.063

Perloff, R.M.: The Dynamics of Persuasion: Communication and Attitudes in the 21st Century, 2nd edn.
Lawrence Erlbaum Associates, Mahwah, NJ (2008). https://doi.org/10.1037/h0044055

Petty, R.E., Cacioppo, J.T.: The elaboration likelihood model of persuasion. Adv. Exp. Soc. Psychol. 19,
123–205 (1986). https://doi.org/10.1558/ijsll.v14i2.309

123

https://doi.org/10.1024/0044-3514.37.1.9
https://doi.org/10.1145/3334480.3383081
https://doi.org/10.1007/s11948-015-9652-2
https://doi.org/10.1207/s15366359mea0204
https://doi.org/10.1145/2484028.2484074
https://doi.org/10.1109/ACCESS.2020.3027026
https://doi.org/10.1111/0022-4537.00153
https://news.samsung.com/us/samsung-smartthings-introduces-smartthings-energy-offering-reduce-energy-bills-increase-sustainability/
https://doi.org/10.1145/3290607.3299071
https://doi.org/10.1109/ACHI.2008.31
https://doi.org/10.17705/1CAIS.02428
https://doi.org/10.1109/PCTHEALTH.2006.361660
https://doi.org/10.1007/s11257-014-9149-8
https://doi.org/10.1007/978-3-319-20306-5
https://doi.org/10.1145/2665994.2665999
https://doi.org/10.1109/JPROC.2003.817122
https://doi.org/10.1016/j.neuroimage.2017.05.063
https://doi.org/10.1037/h0044055
https://doi.org/10.1558/ijsll.v14i2.309


Physiology-based personalization of persuasive technology: a user… 161

Picard, R.W.: Affective computing: challenges. Int. J. Hum Comput Stud. 59(1–2), 55–64 (2003). https://
doi.org/10.1016/s1071-5819(03)00052-1

Picard, R.W., Vyzas, E., Healey, J.: Toward machine emotional intelligence: analysis of affective physio-
logical state. IEEE Trans. Pattern Anal. Mach. Intell. 23(10), 1175–1191 (2001). https://doi.org/10.
1109/34.954607

Picard, R.W.: Affective Computing Research. Cambridge (1995). Retrieved from http://affect.media.mit.
edu/

Posner, J., Russell, J.A., Peterson, B.S.: The circumplex model of affect: an integrative approach to affec-
tive neuroscience, cognitive development, and psychopathology. Dev. Psychopathol. 17(3), 715–734
(2005). https://doi.org/10.1017/S0954579405050340

Rhoads, K.: Introduction to influence: How many tactics are there? (2007). Retrieved 2 June 2017, from
www.workingpsychology.com/numbertactics.html

Rogers, R.W.: Cognitive and psychological processes in fear appeals and attitude change: a revised theory
of protection motivation. In: Cacioppo, J.T., Shapiro, D. (eds.) Social Psychophysiology: A Source
Book, pp. 153–176. Guilford Press, New York, NY (1983)

Rosselli, F., Skelly, J.J., Mackie, D.M.: Processing rational and emotional messages: the cognitive and
affective mediation of persuasion. J. Exp. Soc. Psychol. 31, 163–190 (1995)

Russell, J.A.: A circumplex model of affect. J. Pers. Soc. Psychol. 39(6), 1161–1178 (1980). https://doi.
org/10.1037/h0077714

Schein, A. I., Popescul, A., Ungar, L.H., Pennock, D.M.: Methods and metrics for cold-start recommen-
dations. In: 25th Annual International ACM SIGIR Conference on Research and Development in
Information Retrieval (SIGIR 2002) (pp. 253–260). Tampere, Finland (2002). https://doi.org/10.1145/
564376.564421

Shaffer, F., Ginsberg, J.P.: An overview of heart rate variability metrics and norms. Front. Public Health
5(September), 1–17 (2017). https://doi.org/10.3389/fpubh.2017.00258

Sherman, D., Mann, T., Updegraff, J.A.: Approach/avoidance motivation, message framing, and health
behavior: understanding the congruency effect. Motiv. Emot. 30(2), 164–168 (2006). https://doi.org/
10.1007/s11031-006-9001-5.Approach/Avoidance

Sittenthaler, S., Steindl, C., Jonas, E.: Legitimate vs. illegitimate restrictions—a motivational and physio-
logical approach investigating reactance processes. Front. Psychol. 6(May), 1–11 (2015). https://doi.
org/10.3389/fpsyg.2015.00632

Smids, J.: Persuasive Technology, Allocation of Control, and Mobility: An Ethical Analysis. Eindhoven
University of Technology, Eindhoven (2018)

Smids, J.: The voluntariness of persuasive technology. In: Lecture Notes in Computer Science (Including
subseries Lecture Notes in Artificial Intelligence and Lecture Notes in Bioinformatics). LNCS, vol.
7284, pp. 123–132 (2012). Springer, Berlin. https://doi.org/10.1007/978-3-642-31037-9_11

Spahn, A.: And lead us (not) into persuasion…? Persuasive technology and the ethics of communication.
Sci. Eng. Ethics 18(4), 633–650 (2012). https://doi.org/10.1007/s11948-011-9278-y

Spelt, H.A.A., Kersten-van Dijk, E., Ham, J., Westerink, J., IJsselsteijn, W.: Psychophysiological measures
of reactance to persuasive messages advocating limited meat consumption. Information (switzerland)
10(10), 320–332 (2019a). https://doi.org/10.3390/info10100320

Spelt, H.A.A., Tsiampalis, T., Karnaki, P., Kouvari, M., Zota, D., Linos, A., Westerink, J.: Lifestyle
E-coaching for physical activity level improvement: short-term and long-term effectivity in low socioe-
conomic status groups. Int. J. Environ. Res. Public Health 16(22), 8–11 (2019b). https://doi.org/10.
3390/ijerph16224427

Spelt, H.A.A., Westerink, J.H.D.M., Ham, J., IJsselsteijn, W.: Psychophysiological reactions to persuasive
messages deploying persuasion principles. IEEE Trans. Affect. Comput. (2019c). https://doi.org/10.
1109/TAFFC.2019.2931689

Spelt, H.A.A., Zhang, C., Westerink, J.H.D.M., Ham, J., IJsselsteijn, W.: Persuasion-induced physiology
partly predicts persuasion effectiveness. IEEE Trans. Affect. Comput. 9, 1–13 (2020). https://doi.org/
10.1109/TAFFC.2020.3022109

Swierstra, T.: Identifying the normative challenges posed by technology’s “soft” impacts. Etikk i Praksis
(2015). https://doi.org/10.5324/eip.v9i1.1838

Swierstra, T., Waelbers, K.: Designing a good life: a matrix for the technological mediation of morality.
Sci. Eng. Ethics 18(1), 157–172 (2012). https://doi.org/10.1007/s11948-010-9251-1

123

https://doi.org/10.1016/s1071-5819(03)00052-1
https://doi.org/10.1109/34.954607
http://affect.media.mit.edu/
https://doi.org/10.1017/S0954579405050340
http://www.workingpsychology.com/numbertactics.html
https://doi.org/10.1037/h0077714
https://doi.org/10.1145/564376.564421
https://doi.org/10.3389/fpubh.2017.00258
https://doi.org/10.1007/s11031-006-9001-5.Approach/Avoidance
https://doi.org/10.3389/fpsyg.2015.00632
https://doi.org/10.1007/978-3-642-31037-9_11
https://doi.org/10.1007/s11948-011-9278-y
https://doi.org/10.3390/info10100320
https://doi.org/10.3390/ijerph16224427
https://doi.org/10.1109/TAFFC.2019.2931689
https://doi.org/10.1109/TAFFC.2020.3022109
https://doi.org/10.5324/eip.v9i1.1838
https://doi.org/10.1007/s11948-010-9251-1


162 H. A. A. Spelt et al.

Thayer, J.F., Lane, R.D.: Claude Bernard and the heart-brain connection: further elaboration of a model
of neurovisceral integration. Neurosci. Biobehav. Rev. 33(2), 81–88 (2009). https://doi.org/10.1016/j.
neubiorev.2008.08.004

Thayer, J.F., Hansen, A.L., Saus-Rose, E., Johnsen, B.H.: Heart rate variability, prefrontal neural function,
and cognitive performance: the neurovisceral integration perspective on self-regulation, adaptation,
and health. Ann. Behav. Med. 37(2), 141–153 (2009). https://doi.org/10.1007/s12160-009-9101-z

Tijs, T.J.W., Brokken, D., IJsselsteijn, W.A.: Dynamic game balancing by recognizing affect. In: Lecture
Notes in Computer Science (Including Subseries Lecture Notes in Artificial Intelligence and Lecture
Notes in Bioinformatics). LNCS, vol 5294, pp. 88–93 (2008). https://doi.org/10.1007/978-3-540-
88322-7-9
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