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Sequential order of the binding communication paradigm and a road safety case study
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The paradigm of binding communication combines knowledge taken from persuasive communication and the theory of commitment. Conceptually, the paradigm entails performing a low-stakes act and exposure to a persuasive message. In doing so, the likelihood of achieving an effect on behavior is much greater than for strategies solely based on one or the other of these components. However, there is no consensus on the best sequentiality of the binding communication paradigm: traditional usage suggests that the act must be preparatory (meaning prior to the message) while others follow different sequences (during or after the message). The goal of this study is to reveal whether a sequentiality of the paradigm should be preferred to induce motorized two-wheeler drivers (TWD) to reduce their speed. It also aims to confirm the greater efficacy of the binding communication paradigm over commitment or persuasion alone. Results show that TWD placed in the traditional binding communication condition express the greatest intention to reduce their speed and to do so on a larger scale in terms of km/h. In addition, binding communication confirms in a general manner that a combined approach is more effective than either persuasive communication or a pledged commitment alone.
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Sequential order of the binding communication paradigm: a road safety case study

Introduction

The principles of classic communication are based on the Lasswell model (1948) and involve three essential elements: a source sending a specific message to a target audience. To design a persuasive message, we must therefore ask ourselves the following questions: who says what to whom, through which channel and with which effects? Communications spread by mass media traditionally use persuasion. According to Petty and Cacioppo (2018, p. 5), persuasive communication refers to "any attempt to change beliefs and attitudes as a result of exposure to a communication". The assumption of persuasion researchers is the idea that social attitudes guide behavior [START_REF] Brown | Attitudes over time: Attitude judgment and change. Understanding Behavior in the Context of Time: Theory[END_REF][START_REF] Petty | Attitudes and persuasion: Classic and contemporary approaches[END_REF]. Historically, even early definitions of social psychology relied on the study of attitudes to better understand the emergence, modification or reinforcement of behavior [START_REF] Thomas | The Polish peasant in Europe and America: Monograph of an immigrant group[END_REF].

Commitment theory, as originally conceptualized by [START_REF] Kiesler | The psychology of commitment: Experiments linking behavior to belief[END_REF], conceptualizes behavioral change as occurring through the use of binding procedures. Research suggests that it is possible to influence behavior in a more sustainable and efficient way through binding commitment [START_REF] Girandola | L'engagement comme source de modifications à long terme[END_REF]. Some researchers have proposed an innovative paradigm combining persuasive communication and binding procedures (e.g. [START_REF] Girandola | Psychologie de la persuasion et de l'engagement[END_REF]Girandola & Joule, 2012). Binding communication produces greater attitudinal and behavioral effects than persuasion or commitment alone. This study therefore aims to confirm the greater effectiveness of this paradigm in order to improve prevention campaigns.

Speed and TWD: statistics and societal challenges

The modal share of two-wheeler drivers (TWD) in roadway accidents is striking: while they represent only 2% of the traffic, they account for more than 20% of the fatal accident statistics [START_REF] Onisr | Bilan de la sécurité routière sur les données d'accidentologie[END_REF]. Over an equivalent travel distance, TWD have a 25 times higher risk of deadly accidents than other road users [START_REF] Phan | Using the driving reliability and error analysis method (DREAM) to understand powered twowheeler accident causation[END_REF]. Among the factors regularly cited in the literature, speed plays a predominant role, both in terms of the incidence of accidents [START_REF] Aarts | Driving speed and the risk of road crashes: A review[END_REF][START_REF] Blackman | Comparison of moped, scooter and motorcycle crash risk and crash severity[END_REF][START_REF] Haglund | Speed choice in relation to speed limit and influences from other drivers[END_REF][START_REF] Vlahogianni | Modeling the effects of weather and traffic on the risk of secondary incidents[END_REF] and the severity of injuries [START_REF] Campbell | Factors influencing driver speed choices[END_REF][START_REF] Lin | A longitudinal study of risk factors for motorcycle crashes among junior college students in Taiwan[END_REF][START_REF] Stradling | Drivers who speed[END_REF][START_REF] Taylor | The effects of drivers' speed on the frequency of road accidents[END_REF]. Driving speed is usually treated unequivocally, but some research points to the importance of distinguishing speeding violations (i.e. exceeding the legal speed limit) and inappropriate speeding (i.e. excessive speed in a given situation, without necessarily exceeding the speed limit). In fact, the latter type of speeding is generally more severe and recurrent than the former (e.g. [START_REF] Acem | In-depth investigation of accidents involving powered two-wheelers[END_REF][START_REF] Haque | An investigation on multivehicle motorcycle crashes using log-linear models[END_REF][START_REF] Lardelli-Claret | Driver dependent factors and the risk of causing a collision for two wheeled motor vehicles[END_REF][START_REF] Taylor | The effects of drivers' speed on the frequency of road accidents[END_REF][START_REF] Van Elslande | Facteurs d'accidents, défaillances fonctionnelles et configurations accidentelles[END_REF]. Reducing the absolute speed of TWD in all circumstances therefore constitutes a fundamental road safety objective.

Committing persuasion or persuasive commitment: the importance of the target's status

The majority of prevention campaigns effectively continue to rely on persuasive communication in an attempt to influence attitudes as a means of achieving changes in behavior [START_REF] Albarracín | Empirical and theoretical conclusions of an analysis of outcomes of HIV-prevention interventions[END_REF]. Unfortunately, their behavioral consequences in terms of road safety and speed reduction are remarkably limited. For example, the GADGET project (Guarding Automobile Drivers through Guidance Education and Technologies) showed that persuasive communication fails to significantly reduce accident numbers when it is not employed in combination with another method [START_REF] Delhomme | Deliverable 4: Evaluated road safety media campaigns : an overview of No RO-97-SC[END_REF]. Moreover, the strength of the relationship between attitudes and behavior has been questioned for a long time [START_REF] Lapiere | Attitudes vs. Actions[END_REF], and regularly in various meta-analyses (e.g. [START_REF] Ajzen | Attitudes and the attitude-behavior relation: Reasoned and automatic processes[END_REF][START_REF] Glasman | Forming attitudes that predict future behavior: A meta-analysis of the attitude-behavior relation[END_REF][START_REF] Wicker | Attitudes versus Actions: The Relationship of Verbal and Overt Behavioral Responses to Attitude Objects[END_REF]. Girandola and Joule (2012, p. 119) therefore specify that "information and argumentation are thus necessary but not sufficient."

To increase the likelihood of behavioral change, free-will compliance strategies can also have a great impact. These techniques based on commitment theory [START_REF] Kiesler | The psychology of commitment: Experiments linking behavior to belief[END_REF] have participants engage in an action and strengthen the existing bond between participants and their actions [START_REF] Joule | La soumission consentie: Comment amener les gens à faire librement ce qu'ils doivent faire? Presses universitaires de France[END_REF]. [START_REF] Dupré | De l'engagement comportemental à la participation: Élaboration de stratégies de communication sur le tri et la prévention des déchets ménagers[END_REF] even argued that compliance strategies are more effective tactics for influencing behavior than persuasive strategies. Similarly, certain techniques borrowed from the field of persuasive communication, such as the selfpersuasive task of generating arguments, have been empirically shown to have binding potential [START_REF] Michelik | La communication engageante: Effets sur les dimensions cognitives et comportementales[END_REF][START_REF] Zbinden | Communication engageante et représentations sociales: Une nouvelle articulation théorique[END_REF], including on this specific topic and population (Tamisier, Ragot-Court, Eyssartier, & Girandola, in press). This specific task invites participants to produce persuasive arguments themselves. It should be noted that primacy of action is one of the most important principles of commitment [START_REF] Joule | La théorie de l'engagement[END_REF]. In the field of road safety, [START_REF] Delhomme | The effect of the commitment to observe speed limits during rehabilitation training courses for traffic regulation offenders in France[END_REF] showed that binding procedures increase the likelihood that drivers will better comply with speed limits even six months after the investigational phase. However, [START_REF] Meineri | Foot-in-the-door and action identification. Binding communication applied to environmental conservation[END_REF] have demonstrated that it is not enough to merely make individuals take action during a commitment process. Rather, it is necessary to involve the participants in a preparatory act capable of actually resonating with them. Their study reveals that the way in which the completion of a questionnaire is described will have a considerable impact in terms of commitment. According to Vallacher and Wegner (1987, p. 3), "any action can be identified in many ways, ranging from low-level identities that specify how the action is performed to high-level identities that signify why or with what effect the action is performed". Describing the completion as a way of actively committing and fighting for a cause (high-level identification) is much more compelling than considering it simply a way of expressing an opinion (low-level identification) or not answering any preliminary questionnaire (no action). This concept of action identification is thus a key component of commitment as Joule and Beauvois (1998, p. 69) specify: "externally prompted causes are antithetical to commitment," since they preclude the internalization process for the behavior, whereas, conversely, internally prompted causes promote commitment. A nuanced distinction between active participant (performing actions that are not necessarily highly identified) and actor (performing highly identified actions) seems to be fundamental, since this distinction would implicitly make a difference in the level of commitment. Consequently, it seems important to clarify and define passive persuasion as the result of a single exposure to a persuasive message and active persuasion as that exposure accompanied by a weakly or insignificantly identified act. By extension, it is thus possible to distinguish passive or active persuasive communication from another type of communication when it involves an actual and committed stakeholder.

Binding communication and sequentiality of the paradigm

Binding communication makes it possible to optimize the effects of the procedure on changes in attitudes and/or behavior. According to Courbet, Fourquet-Courbet, Bernard, and Joule (2013, p. 7), the paradigm consists of getting individuals to "carry out, just before, during and/or just after the processing of persuasive information, inexpensive psychomotor 'mini-acts' related to the social and promoted action promoted". In view of our previous development, we can refine this definition by specifying that these mini-acts must exhibit high-level identification. On one hand, typical prevention campaigns rely on broadcasting the persuasive message first because their implementations are much more convenient from an ecological and methodological point of view when it comes to applied research. As an example, Bourg (2011, study 5) followed an environmental awareness campaign within a large company with a preparatory act (completing a quiz and signing a commitment statement). Employees complied more in the binding communication condition (i.e. message followed by preparatory act) than in the persuasion-alone condition. On the other hand, Girandola and Joule (2012, p. 121) suggest that "the principle of binding communication consists precisely in pre-delivering a persuasive message before carrying out a preparatory act". Here, binding communication implies that individuals will be brought to complete one or more actions prior being exposed to a persuasive message. From the standpoint of process and theory, this more traditional sequential order makes it possible to increase the likelihood of central processing of the information contained in the message [START_REF] Demarque | Consideration of future consequences and pro-environmental decision making in the context of persuasion and binding commitment[END_REF], but only when the topic is proattitudinal (Michelik, Girandola, Joule, Zbinden, & Souchet, 2012, p. 233). Considering that speed reduction is counterattitudinal for TWD [START_REF] Tamisier | La communication engageante au service d'une problématique de sécurité routière: La réduction de la vitesse des conducteurs de deux-roues motorisés[END_REF], it is unclear whether the same would hold true in this context. According to the prevailing view, the traditional order should optimize the level of compliance among individuals. Conversely, inverting the order of the protocol (i.e., exposure to a persuasive message followed by the completion of a preparatory action) would supposedly only lead to peripheral processing of the message, thereby hindering the commitment process.

However, a comparison of the impact of these two orders has not been made in previous research. The present research directly compares the impact of the two different presentation orders: traditional binding communication (preparatory act then message) and inverted binding communication paradigms (message then committing act). No studies have ever evaluate the impact of employing two different sequential orders to the paradigm within a single investigational protocol for determining the optimal order capable of achieving the highest submission rate.

Although binding communication for road safety purposes is particularly relevant, its application is surprisingly rare, if not absent. However, its effects have already been demonstrated in the fields of environmentalism [START_REF] Joule | Promoting ecocitizenship: In favor of binding communication[END_REF]Zbind In summary, the purpose of this study is to compare various influence strategies, including binding communication (traditional and inverted), persuasive communication (active and passive), and commitment alone.

Hypotheses

Given that the complying act is binding and that traditional binding communication generates a stronger commitment than persuasive communication or commitment alone on the other hand, we expect that:

Hypothesis 1

Participants in the binding communication conditions (traditional and inverted) will express a stronger intention to reduce their speed and intend to do so by a greater amount in terms of km/h than participants in other conditions (active persuasion, passive persuasion and commitment alone).

Hypothesis 2

Participants in the traditional binding communication condition will express a stronger intention to reduce their speed and to do so by a greater amount in terms of km/h compared to participants placed in the inverted binding communication condition.

Method

Participants

Participants were 136 TWD ranging in age from 16 to 67 years (117 men, 19 women; Mage= 37.3, SD = 14.4), all randomly recruited during an annual biker event ("Madone des Motards" in Porcaro, France) or in the parking lots of stores and motorcycle dealers near the "Village Moto" in Nantes (France). Most of the participants were male (86%, n = 117 and 14% women, n = 19). After briefly introducing himself, the experimenter asked the bikers if they would agree to participate in an online survey on TWD practices. The majority agreed to give their email address. Only fully completed questionnaires and participants who accepted the binding act were kept.

Procedure

All participants were randomly assigned to each group. An email with a link to the questionnaire hosted on Limesurvey was sent to all participants. Participants were randomly assigned to one of five conditions (traditional binding communication, inverted binding communication, active persuasive communication, passive persuasive communication and commitment alone). We decided that including a control condition would have unnecessarily complicated the design.

The prevention message used in the four conditions other than the commitment alone condition consisted of an image displayed in the center of the screen. The image showed two motorcyclists, one of whom has apparently suffered an accident and is in a wheelchair, waving at one another. A short text preceded the image: "Road safety stakeholders have developed an awareness campaign intended to convince drivers of two-wheeled motor vehicles to reduce their speed. Thanks for carefully watching the following campaign."

Figure 1 here

Participants in the passive communication condition were directly exposed to the image and message.

Those in the active communication condition had to respond, in addition to this, to a cognitive response task. This condition satisfies two objectives. First, it confirms the absence of a difference between the active and passive persuasive communication, thus distinguishing them from binding communication requiring a high-level identification act. Second, it provides the opportunity to study the level of information processing in each condition involved. A cognitive response task was thus incorporated among the rest of the conditions alongside exposure to the message (with the exception of the passive persuasive communication).

Participants in the inverted binding communication condition were first exposed to the persuasive message. Then, they read the following introduction to the self-persuasion task: "The purpose of this research study is to help road safety stakeholders to develop a new campaign intended to convince drivers of two-wheeled motor vehicles to reduce their speed. The effectiveness of this campaign relies on the involvement of two-wheeled vehicle motorists themselves. To this end, we are requesting your participation in helping to design a new message to be used as part of the next upcoming prevention campaign." The binding act was then presented as follows, highlighting their freedom of choice regarding participation to improve commitment [START_REF] Joule | La théorie de l'engagement[END_REF][START_REF] Kiesler | The psychology of commitment: Experiments linking behavior to belief[END_REF] :

"Would you be willing to give some arguments in favor of reducing your driving speed on motorcycles? Of course, you are free to accept or decline."

Participants in the traditional binding communication procedure had to perform the preparatory act first before being exposed to the message.

Participants in the commitment alone condition were only required to complete the preparatory act, without being exposed to the message.

Measures

Webb and Sheeran showed that intentions are a good predictor of future behavior. In addition, the correlation between intention to speed and speeding behavior is also strong [START_REF] Elliot | The application of the Theorists' Workshop Model of Behaviour Change to motorists' speeding behaviour in Western Australia[END_REF][START_REF] Vogel | Motives for speeding behavior on highways: An attitudinal study[END_REF]. Thus, behavioral intention to reduce driving speed was assessed. We used a Likert scale ranging on one end from "no intention to slow down whatsoever" (-5) to "full intention to slow down" (+5) on the other. Intention to reduce speed was assessed separately for four types of roadways (city street, beltway, highway and freeway). The purpose of asking about speed reduction intentions in different contexts was to create a more reliable overall intention index and to analyze in detail the results for each road if there were no overall effect.

A further item measured the amount they would agree to reduce their speed by in km/h:

-From 1 to 3 km/h -From 4 to 7 km/h -From 8 to 10 km/h -From 11 to 15 km/h -More than 15 km/h; -Confirm that they have no intention to reduce their speed.

For exploratory purposes, participants were asked to list all thoughts that came to mind when they looked at the picture. The cognitive response task was only provided for the binding communication conditions and the active persuasive communication condition.

Results

Intention and behavioral amplitude of speed reduction

In accordance with the recommendations of [START_REF] Brauer | L'utilisation des contrastes dans l'analyse des données: Comment tester les hypothèses spécifiques dans la recherche en psychologie?[END_REF], preference was given to contrasts for processing data because our hypotheses are particularly specific.

Equality of variances was not found for intention using Levene's test (p = .218) or behavioral amplitude (p = .956). The overall means for each experimental condition are reported in Table 1.

Table 1 here

The contrast C1 (-2, -2, -2, +3, +3) corresponds to the conditions of passive persuasion, active persuasion, commitment alone, inverted binding communication, and traditional binding communication, respectively. C1 tests the difference between the two binding communication conditions and all of the other conditions taken as a single group. In order to meet the conditions set by [START_REF] Brauer | L'utilisation des contrastes dans l'analyse des données: Comment tester les hypothèses spécifiques dans la recherche en psychologie?[END_REF], we have systematically added three other contrasts that are allegedly not significant with respect to the independent variable, C2 (0, +1, -2, 0, +1), C3 (-1, 0, 0, +2, -1) and C4 (-1, +2, -1, 0, 0). Indeed, they recommend creating m-1 contrasts, where m represents the total number of investigational conditions. These three final contrasts are, respectively, not significant, with C2: F(1, 130) = 1.26, ns; C3: F(1, 130) = -.263, ns and C4: F(1, 130) = .039, ns. Insofar as none of these three contrasts will become significant at any later time, they will not be mentioned any further.

For our first hypothesis, C1 reveals a significant difference for behavioral intention, F(1,130) = 11.72, p = .001, rC1 = .282 1 . This means that participants in the binding communication conditions (M = -0.31, SD = 2.32) have a stronger intention to reduce their speed than participants in the other experimental groups taken as a single group (M = -1.03, SD = 2.5). On the other hand, C1 is not significant for size of behavior change, F(1,130) = -1.38, ns.

The contrast D1 (-1, -1, -1, -1, +4) tests the difference between the traditional binding communication condition and the group of all other conditions taken together. D1 reveals a significant difference for behavioral intention, F(1,130) = 17.14, p = .000, rD1 = .341, signifying that those in the traditional binding communication condition (M = .43, SD = 2.06) have a greater intention of reducing their speed than the participants from all of the other conditions taken as a single group (M = -1.61, SD = 2.52).

D1 additionally reveals a significant difference in size, F(1, 130) = 4.94, p = .037, rD1 = .19, indicating that the traditional binding communication condition participants (M = 1.99, SD = 1.28) have the intention of reducing their speed to a greater extent (in km/h) than the rest of the sample (M = 1.36, SD = 1.24).

The contrast E1 (0, 0, 0, -1, +1) isolates and tests specifically our second hypothesis, that participants in the traditional binding communication condition would express a stronger intention to reduce their speed and to do so by a greater amount in terms of km/h than participants in the inverted binding communication condition. E1 reveals a significant difference for behavioral intention, F(1,130) = 4.64, p = .037, rE1 = .172. This means that the participants in the traditional binding communication condition (M = .43, SD = 2.06) have a greater intention to reduce their speed than the participants in the inverted binding communication condition (M = -1.04, SD = 2.57). 1 Effect sizes were calculated using the equation suggested by Rosnow, Rosenthal and Roslin (2000).

E1 additionally reveals a trend toward a difference in size, F(1, 130) = 3.05 p = .083, rE1 = .149, suggesting that participants in the binding communication condition (M = 1.99, SD = 1.28) reduced their speed to a greater extent in km/h than those in the inverted binding communication condition (M = 1.35, SD = 1.19).

The contrast F1 (-1, -1, +2, 0, 0) tests the difference between the two conditions involving persuasion and commitment alone separately. F1 does not reveal any difference in intention, F(1, 130) = .92, ns, or for size, F(1, 130) = .54, ns. This means that the participants in the persuasive conditions do not have a greater intention to reduce their speed than the participants in the commitment alone condition, nor do they intend to reduce speed by a greater amount.

The contrast G1 (-1, +1, 0, 0, 0) tests the difference between the two persuasive conditions taken separately. G1 does not reveal any difference in intention, F(1, 130) = .42, ns, or in size, F(1, 130) = .30, ns. Thus, participants in the active persuasion and passive persuasion conditions did not differ in their intention to speed or the amount they intended to reduce their speed by.

Cognitive responses

No differences were reported among the conditions in terms of quantity and valence of the arguments, which signifies that information processing is equal among all groups.

Discussion

This study aimed to test and confirm the relevance of the binding communication paradigm by comparing it with different influence strategies in the field of road safety.

Planned contrast analyses revealed that participants in the binding communication condition as a whole (traditional and inverted) have a greater intention to reduce their speed compared to participants who are subject to persuasive communication (active or passive) and commitment only.

A second objective was to determine whether the sequence in which the binding communication and the persuasive communication were presented was important. Even though the cognitive response task has not made it possible to confirm use of the central route in information processing, the traditional binding communication condition significantly differed from the inverted binding communication condition, not only with regard to behavioral intention but also with regard to amount of behavior change in relation to absolute speed. This former group is also the only one expressing a positive behavioral intention. In other words, motorcyclists who performed a preparatory act before being exposed to a persuasive message had a greater intention to reduce their speed and planned to reduce it more than the other participants. These results are consistent with [START_REF] Girandola | La communication engageante: Aspects théoriques, résultats et perspectives[END_REF] definition emphasizing the importance of an act that is not only committing but also preparatory (i.e. before processing persuasive information). Nevertheless, future research would benefit from testing the hypothesis of central processing by focusing on a pro-social, normative or desirable request. Indeed, speed remains a sensitive issue for TWD, especially since it is one of the main factors that motivate their driving practices and is part of their motorcyclist identity [START_REF] Elliott | Effects of theory of planned behaviour, identity and social identity constructs on motorcyclists intentions to speed[END_REF][START_REF] Van Elslande | Les deux-roues motorisés: Nouvelles connaissances et besoins de recherche[END_REF]. In addition, TWD drivers have a positive attitude towards speed [START_REF] Tamisier | La communication engageante au service d'une problématique de sécurité routière: La réduction de la vitesse des conducteurs de deux-roues motorisés[END_REF], and the classic effects associated with selective exposure theory stipulate that an individual will seek to avoid information that is inconsistent with his attitude. Thus, the probability that participants will use the peripheral route of information processing remains high, especially because a strong attitude influences information processing and is more resistant to persuasion [START_REF] Krosnick | Attitude strength: An overview[END_REF].

As a follow-up to this idea, we also wonder not only whether the effect obtained in this study depends on the committing nature of the preparatory act, but also whether it can be interpreted in terms of the theory of cognitive dissonance [START_REF] Festinger | A theory of cognitive dissonance[END_REF] by assuming that the acceptance of a first problematic request (to agree to take part in an action in a communication campaign which advocates a limitation of speed) would impact participants differently depending on the conditions. In a traditional binding communication environment, the preparatory act would constitute a second cognition that increases dissonance [START_REF] Joule | Contrat expérimental et réduction de la dissonance cognitive dans le paradigme de la double soumission: Une nouvelle perspective de recherche[END_REF][START_REF] Lefeuvre | Effets cognitifs du type de contrat expérimental dans une situation de double soumission: Double contrat et contrat global[END_REF] and, consequently, the willingness to reduce it by adopting a stronger behavioral intention. Conversely, only accepting exposure to counterattitudinal information would not sufficiently increase this discomfort and would result in a weaker behavioral intention. Although this study does not allow for a clear decision on those questions, future investigations would be worthwhile considering, for example, involving other criteria such as the degree of perceived involvement, perceived psychological discomfort or an implicit measurement of attitude. This research also challenges the conclusions of [START_REF] Dupré | De l'engagement comportemental à la participation: Élaboration de stratégies de communication sur le tri et la prévention des déchets ménagers[END_REF] by showing that solely commitment-based strategies are not systematically better than persuasion only. It appears to be dependent on the population and topic under study, especially with regard to a counterattitudinal act. The relevance of persuasion and, more broadly, the complementary nature of the binding communication paradigm remains, as its implementation improves the efficiency of a communication campaign.

Moreover, a comparison of the two persuasion conditions (active and passive) backs up the conclusions drawn by [START_REF] Meineri | Foot-in-the-door and action identification. Binding communication applied to environmental conservation[END_REF], lending support to the idea that a preparatory act is not binding by nature and needs to be highly identified [START_REF] Vallacher | What do people think they're doing? Action identification and human behavior[END_REF]. Even though the cognitive-response task entails reflection on the part of the participant, this is based on nothing more than the examination of a passively received message. It is thus not enough to involve an individual in the simple completion of a task regardless of its nature. The binding communication condition here incorporates the participant in a progressive and high-stakes self-influencing process that promotes the internalization of behaviors ("I am what I do"). [START_REF] Joule | La théorie de l'engagement[END_REF] suggest that an internalized act will be much more binding than an act issued under duress or driven by an extrinsic motivation. Girandola and Joule (2012, p. 121) therefore insist on the crucial importance of considering two new questions to distinguish traditional communication from binding communication: "what is the appropriate level of action identification, and especially what preparatory act must be obtained from the target". In this regard, [START_REF] Laurens | The confederate's and others' self-conversion: A neglected phenomenon[END_REF] have claimed that, by assigning a dual status to the individual as both the source and the target, self-persuasion is no longer oriented toward a single stimulus (a mere response to the researcher's request) but instead toward a more significant goal (convincing both oneself and someone else with notional and induced obligation to attain results). This task underlines their identity as 2WD drivers, to which they particularly attach importance [START_REF] Banet | Attitudes face aux risques et à la prise de risque: Étude comparative chez différentes populations de motocyclistes[END_REF][START_REF] Sarto | Approche psychosociale de la sécurité routière: Représentations sociales, Risque et Prévention[END_REF]. By encouraging drivers to focus on themselves, it also leads to better effects when the request is counterattitudinal. Briñol [START_REF] Briñol | Self-generated persuasion: Effects of the target and direction of arguments[END_REF] point out that the individual is more focused on finding the most relevant arguments, which we believe would have a direct impact on their commitment level. Registering an additional layer of responsibility, implicit in this preparatory act, therefore makes it possible to enhance the effects of compliance [START_REF] Guéguen | Psychologie de la soumission et de la manipulation[END_REF]. Among the limitations of this study, the absence of a control group does not allow us to have a standard measure of drivers' behavioral intention. Also, this group would have allowed us to probably reveal more significant effects and to compare the separate effects of persuasion and commitment.

Then, a measure of effective or, at least, self-reported behaviors in a longitudinal approach would have allowed us to broaden the scope of our results which remain, given the predictability of behaviors by intentions [START_REF] Webb | Does changing behavioral intentions engender behavior change? A meta-analysis of the experimental evidence[END_REF] and the high correlation between speed intention and behavior [START_REF] Elliot | The application of the Theorists' Workshop Model of Behaviour Change to motorists' speeding behaviour in Western Australia[END_REF][START_REF] Vogel | Motives for speeding behavior on highways: An attitudinal study[END_REF], particularly instructive. Even though in vivo assessment of effective driver speeds would likely be limited by technical and financial constraints, the subjective nature of self-declared behaviors could possibly constitute an initial index suitable for assessing behavioral changes. This result therefore reinforces the existing literature and extends support for the effectiveness of binding communication to the field of road safety. Although further research is needed, this study provides important information to public road safety stakeholders with the means to design and evaluate new campaigns on specific target. Binding communication seems promising in addressing road safety issues as long as the targets are first committed in a relevant preparatory act.

Tables Table 1 Mean Note. A higher mean value for intention signifies that participants do have an actual intent to reduce their driving speed. A higher mean value for size signifies that participants have an actual intent to reduce their driving speed to a greater extent in terms of km/h. Note. A higher mean value for intention signifies that participants do have an actual intent to reduce their driving speed. A higher mean value for breadth signifies that participants have an actual intent to reduce their driving speed to a greater extent in terms of km/h. 

Figures

Table / Tableau

Figure 1
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 1 Figure 1 Persuasive message taken from the campaign "Remain a biker, on your bike" Figure / Figure

  values for behavioral intention and size of behavior change for

	reducing driving speed			
	Condition	n	Mintention (SD)	Msize (SD)
	Passive persuasion	35	-2.2 (2.42)	1.2 (1.24)
	Active persuasion	32	-1.78 (2.83)	1.36 (1.21)
	Commitment alone	22	-1.41 (2.26)	1.51 (1.32)
	Inverted binding communication	23	-1.04 (2.57)	1.35 (1.19)
	Traditional binding communication	23	.43 (2.06)	1.99 (1.28)

Table 1

 1 Mean values for behavioral intention and amplitude for reducing driving speed

	Condition	n	Mintention (SD)	Mbreadth (SD)
	Passive persuasion	35	-2.2 (2.42)	1.2 (1.24)
	Active persuasion	32	-1.78 (2.83)	1.36 (1.21)
	Commitment alone	22	-1.41 (2.26)	1.51 (1.32)
	Inverted binding communication	23	-1.04 (2.57)	1.35 (1.19)
	Traditional binding communication	23	.43 (2.06)	1.99 (1.28)
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