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ABSTRACT

Understanding human societies requires knowing how they develop gender hierarchies which are
ubiquitous. We test whether a simple agent-based dynamic process could create gender inequality.
Relying on evidence of gendered status concerns, self-construals, and cognitive habits, our model
included a gender difference in how responsive male-like and female-like agents are to others’ opinions
about the level of esteem for someone. We simulate a population who interact in pairs of randomly
selected agents to influence each other about their esteem judgments of self and others. Half the agents
are more influenced by their relative status rank during the interaction than the others. Without prejudice,
stereotypes, segregation, or categorization, our model produces inter-group inequality of self-esteem
and status that is stable, consensual, and exhibits characteristics of glass ceiling effects. Outcomes
are not affected by relative group size. We discuss implications for group orientation to dominance and
individuals’ motivations to exchange.

Introduction

Most large human societies are structured as group-based dominance hierarchies that include gender
inequality, such that men have more status and power than women; these hierarchies sometimes also
include another form of inequality such as those based on ethnicity, citizenship status, race, religion or
sect, social class, economic role!. A fundamental question is how these group hierarchies develop.

Numerous theoretical processes have been proposed to explain the origins of gender inequality, and
they are not mutually exclusive. For example, sexual strategies theory suggests that men will strive to
obtain greater status than other men, and women will select mates with higher status®. Cultural materialism
theory argues that when an ecology makes it easier for men than for women and children to produce food,
men will gain more status than women, compared to ecologies in which there is no gender advantage
in food procurement®. Whenever men can monopolize access to material resources, claims another
materialist theory, men garner higher status than women®,>. Expectation states theory argues that when
some characteristic that is distributed among humans comes to be widely admired (e.g., agency in capitalist
systems), then people who are expected to have that characteristic (e.g., men) will gain prestige and power®.
Similarly, gender role theory argues that stereotypes of men and women derive from the social roles they
occupy, respectively’,®. In turn, people use gender stereotypes to give or exclude people from particular
roles, such as j0bs9,10.

All of these theories posit an interplay among individual, group, and societal levels of interactions that
are bidirectional. Further, they suggest on-going history in which aspects of the past (e.g., the distribution
of men and women into roles, the characteristics associated with prestige) influence the present. In other



words, micro-processes that occur between individuals produce or reproduce gender-based inequality.
This suggests that the development of gender (and other group-based) inequality can be modelled as a
dynamic system, wherein multiple actors potentially influence all the others, and may produce large-scale
outcomes that no one necessarily intended.

In fact, Social Dominance Theory (SDT) postulates that group-based dominance hierarchies are
complex dynamic systems that must be understood by considering the relationships between different
levels of analysis, from individuals to families to groups to societies and beyond'!. SDT specifies how
processes at one level of analysis influence processes at other levels. For example, people who favor
group dominance support political actors, practices, and institutional policies that favor dominant groups'?.
institutions tend to select and promote individuals whose values and psychological orientations concur
with the institution’s role in sustaining or mitigating group hierarchy'?,'4. Robustly across nations, people
in dominant groups favor group dominance more than people in subordinated groups do'>. In fact, the
gender difference in favoring general group dominance, called social dominance orientation, is larger in
more individualistic and egalitarian societies in which those values are salient'”. Societies have feedback
loops, then, reinforcing the way individuals relate to one another directly, and through their cultural ideals
and institutions'®. The kinds of empirical studies cited show pieces of the dynamic system, but only in
brief “film clips” of processes, or “snapshots” of them. Research that tests dynamics in action across
different scales is still needed.

The present research is the first dynamic test of how gender inequality might develop considering that
there is no initial gender discrimination. Clearly there is nothing inherently superior or inferior about
either women or men, so our model is not based on different abilities or survival advantages. Nonetheless,
the way women and men are socialized and the roles they play provide some different learning experiences.
To be parsimonious, we attempted to identify just one feature that could differ between simulated men and
women that could produce gender inequality because of how individuals interact with one another.

We start with a human universal: the most fundamental social problem that all humans face is to belong
to some collective of others!”, which is necessary for survival and thriving!8. In fact, the sociometer theory
posits that self-esteem is a tool for measuring how well one is accepted by others'®,2°. We therefore chose
social esteem, both for self and others, as the causal parameter for our model.

Self-esteem can have many sources. One may view oneself as having virtue according to the cultural
worldview of one’s society, e.g.,>!. A similar source is identifying as a member of a well-regarded
social group?>?3. These sources of self-esteem hinge on having a socially-embedded (interdependent)
self-concept that unites one’s own identity with other people?*. A separate method of obtaining self-esteem
is to compare oneself favorably with others, either privately (social comparison)?> or publicly, using status
displays®%,%. These latter methods require differentiating one’s self-concept from that of others, reflecting
a more independent self-concept’®. There is the ample evidence that women are more communal than
men, and that obtaining status is more valued by men, and that competing for status is prescribed for
men by stereotypeszg,29,30,3]. As such, we posit that men care more about others’ status than women do
regarding cues to their own self-esteem.

On that basis, our model considers a population of virtual agents who interact to update how high they
hold others and themselves in esteem. Indeed, to build evidence for this multi-level, dynamic theory, one
must connect studies on humans at one or two levels of social organization together (e.g.'®). The dynamic
tenets of SDT, such as historical change, must be tested using modelling (e.g.3?), but this has not yet been
done. Likewise, a glass ceiling effect cannot be diagnosed only from a single measure at a given time
because the phenomena is about career trajectories>>. For these reasons, we use agent-based modelling to
understand how the status structure of a society with two kinds of agents develops. Agent-based simulation
is an appropriate tool to study complex interactions among people, groups, and society, because it allows
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one to observe the evolution of virtual agents who communicate amongst themselves4,33 36

Further, we built the hypotheses of our updating function for the evolution of esteems on cognitive
psychology studies. All societies construct categories of gender and the meanings of those identities’. In
individualistic societies, there is a high degree of similarity in gender stereotypes across cultures® >, Very
early, children learn gender roles*’,*!, namely the set of norms, cognitive and social behaviors described by
the stereotypes of girls and boys, women and men*?,*3. The sanctions that children and adults receive for
violating stereotypes of the gender others presume them to have provide disincentives for not conforming,
and so, gender identity can become an important part of people’s self-esteem, especially for men** 39 26 31,
The aspects of socialized gender differences we posit as especially germane to self-esteem are (a) havmg a
communal, interdependent orientation, or (b) being individualistic and sensitive to one’s status rank with
respect to others*®> 40 47 48

Further, there are cogmtlve gender differences that support our supposition, especially in how men and
women vary in processing information about people.

e women have higher attributional complexity (the degree to which an individual considers multiple
kinds of information regarding someone in deep processing for social judgements) than men do*”,>’;

e concerning information processing, women (more than men) are concerned of others, have a
lower threshold for message elaboration and extensively use message cues, all indicating they
generally process more messages from others and rely less on heuristics to decide the value of a

messagCSI 52 53 54 55 56 57

Moreover, according to the Elaboration Likelihood Model of>®, people who are less motivated to
elaborate on the message use external cues to decide whether to accept the message. We posit that such a
cue can be the status of the person who conveys the message. As such, one would expect men to rely on
status cues as a heuristic more strongly than women do, when they have to deal with information related
to people.

These differences in how women and men respond to others and judge them are observable in results
from several surveys. For example in Fig. 1 we can observe that in all the European countries, women are
more concerned to treat others equally, and are more open-minded in listening to others, than men are.
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Figure 1. Perceived dissimilarity with someone thinking that it is important to listen to people however, for
different sexes and in different countries. Perceived dissimilarity with someone thinking that it is important to treat
people equally. Source: ESS8-2016 data, ed.1.0.
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Uniting this gender difference in information processing with the gender difference in the importance
of social status, we hypothesize that when exchanging information about people with other people:

e women (compared to men) will more influenced by the contents of the message itself, especially by
how it is different from what they already know — and this influence will be less contingent on their
status evaluation of the message-giver than is the case for men;

e status of self and others is salient to men, and so for men, the importance of the message content
depends on how they perceive the message-giver’s status to be relative to their evaluation of their
own status.

We implement these complementary hypotheses using an agent-based simulation that models the
dynamics of interactions between persons (agents) over time, assuming that the population includes two
subsamples who differ in their sensitivity or indifference to self-other status differentials. We assume
these hypotheses are sufficient to explain the genesis and the maintenance of gender inequality. A brief
introduction to the agent-based model and the motivation for our modelling choices will be given in the
Methods section.

The agent-based model is used to examine the development of inequality between “male-like” and
“female-like” agents, who merely differ in their sensitivity to status, and further, to test whether their
interactions produces a status hierarchy, and one theoretical prescribed by SDT in that it is stable, with
men having more status than women. Specifically, SDT has a tenet concerning the disproportionate rank
of individuals in societies as a function of their gender. The “iron law of andrarchy” states that the higher
in rank, authority, power, or status an individual is, the less likely that individual is to be a woman'. One
version of this disproportionality, discovered independently, is the “Glass Ceiling,” the institutional barriers
present even in supposedly non-discriminatory settings, that prevent most members of subordinated groups
such as women, racial minorities or working-class people, from rising to the upper rungs of the institutional
hierarchy, regardless of their qualifications or achievements. This concept was popularized in a prominent
Wall Street Journal article by Carol Hymowitz and Timothy D. Schellhardt, in 1986, entitled: "The Glass
Ceiling: Why Women Can’t Seem to Break the Invisible Barrier That Blocks Them From the Top Jobs."
For recent empirical evidence of glass ceilings, see’”,%,°!. A related phenomenon is the persistence of
salary and wage gaps that favor men over time. Longitudinal studies on labour data have documented this
effect in several countries®?,03 .04,

To sum-up, starting from the large literature on gender differences, our agent-based model assumes
that women are more open to listening to others’ opinions than men are, whereas men more consider the
relative status of others in determining how much to take the other’s views seriously with respect to social
esteem.

Results of simulations

This section shows that our agent-based model produces an emergent intergroup inequality that has the
form of a glass ceiling inequality and that is not related to minority/majority effects. The indicators and
the methods for their analysis are detailed in the Method section.

The emergence and the persistence of inter-group inequality

To better measure the effects on the dynamic interactions of two sets of agents, we compare the outcome
of our model with a baseline simulation that has the same number of agents, but in which all the agents
have the same open-mindedness levels as that of the lower-level group in our model. The black line in
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Fig. 2, which represents the baseline model, show that different values of the open—-mindedness parameter
os produce different average group reputation (i.e. average of esteems for the members of a group) and
average agent self-esteem. These baseline plots are a summary of the model analysis presented in®. The
fact that both the average reputation and average self-esteem are negative is due to the model settings

about the gossip dynamics in the interactions®®.
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Figure 2. Upper plot: average group reputation for different values of os. Lower left plot: average self-esteem of
the groups for different values of os. Lower right plot: Intra-group variability - variation coefficient for different
values of 0. The black baseline represents a single group with open—mindedness parameter os. In the other cases
the population is divided into two equal-size groups with open—mindedness parameter oy (blue lines) and
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Comparing the two-group model with the baseline model, we immediately observe a differentiation
of the two groups’ behaviors: the reputation of the group with lower open—mindedness (the S—group)
is always above the baseline (see the upper plot of Fig. 2). The lower open—mindedness (“male-like”)
group, on average, gains large advantages by interacting with the rest of the population.

Moreover, the average reputation of the S—group is not only higher than agents’ in the baseline model,
but also higher than the average reputation of the higher open—mindedness (‘“‘female-like”) group (the
L—Group). We can therefore conclude that this status-formation process, where the two sets of agents
become differentiated in their reputations (public status) due only to their initial levels of open—-mindedness,
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generates a dominant group with an average status reputation higher than the second, disfavoured, but
more open-minded group. One could describe the result, alternatively, as showing that responding more to
those equal or superior in status to oneself results in attaining higher status.

The same results just described for reputation are also apparent for self-esteem; in the left lower plot
of Fig. 2 we see that the less open—minded group exhibits higher self-esteem on average than both the
baseline model and than the other group.

The emergence of differences in intragroup stratification
Finally, we analyze intra-group inequality in reputation, using the reputation variation coefficient. The
right lower plot of Fig. 2) shows that the dominant (less open—minded) group displays higher variability
among those agents’ reputations than the variability in the other group. In other words, in addition to
developing inter-group inequality in consensual reputations and in own self-esteem favoring the less
open-minded group, the model also creates much stronger intragroup stratification in reputations of agents
in the more dominant group, with very little status differentiation among the more open-minded group.
Note that none of the group difference effects shown in Fig. 2) change as a result of the level of lower
open—mindedness parameter (o7, = f(0Oy)).

Replication of the dynamics of glass ceiling

Delving into the stratification process, we will now show that the model’s dynamic system, in addition to
developing the group differences in self-esteem, status reputation, and level of stratification in reputation
already shown, produces status inequality that has the same static and dynamic characteristics of the glass
ceiling, as defined by®’.

The first criterion given by®” is: A glass ceiling inequality represents a gender or racial difference that
is not explained by other job-relevant characteristics of the employee. In our agent-based model, agents
have no job-relevant (or any other kind of) characteristics; they only differ by their open-mindedness or
degree of insensitivity, assuming this is a cultural characteristic of their group (however defined: gender,
race, etc.). Our model consistently produces two sets of agents with unequal reputations, where the less
open-minded group becomes superior, a result that cannot be attributed to any job-relevant (or other
agent-relevant) characteristic. This result is shown in Fig. 3A, which depicts boxplots for the rankings of
both groups, varying over a range of the more open group’s open-mindedness levels. In Figure 3A, the
group S with lower open—mindedness, alway occupies the higher status rank positions (scale with 1 being
the highest rank, 40 the lowest), regardless of the level of the associated parameter Oy.

The second criterion given by®” is: A glass ceiling inequality represents a gender or racial difference
that is greater at higher levels of an outcome than at lower levels of an outcome. Our model would
reflect the second criteria if the frequency of the lower-reputation group agents (the group with higher
open—-mindedness, L — Group) decreases as the social rank improves (indicated by low order of prestige).
Fig. 3B shows that the probability that a rank is occupied by an agent of the L(S) — Group, declines
markedly among the highest social rank positions, which of course are occupied by Group S. This is not
a linear function, however. Rather, there is a “glass ceiling” around rank 12 above which no agents of
Group L rise, indicated with the arrow in Fig. 3B. Just below the elite ranks (about 1 to 12), there is a
near-even chance those positions are occupied by Group L or Group S agents, as if a few women can
have higher-than average rank, but still not rise to the very top. However, the entire bottom half of the
social ranks (21 to 40) is more likely to be occupied by agents of the more open-minded than the more
closed-minded group. Notice that the result is stable for all the values of the open—mindedness parameter
Og.

The third and the fourth criteria given by®’ are: A glass ceiling inequality represents a gender or racial
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Figure 3. Group S (in magenta) is less open-minded than Group L (in blue), and then occupies on average higher
ranks (1 is the best rank). Plot A: Boxplot of status rank values for different populations having different values of
the open—mindedness parameter Oy for the group S, and the corresponding value of (67 = 1.5 x oy) for the group L.
Dashed lines indicate group means for the lowest og 0.05, across levels of og: we observe the difference of average
ranking for group S and group L increases with the value of og. Plot B: Probability for a rank to be occupied by an
agent in a group at each level of the open-mindedness parameters (see legend, still with o; = 1.5 x oy). Plot C:
Probability of moving to a lower status position (higher in rank) given the agent’s initial rank, by group and
open-mindedness parameter. The three plots represent averages computed from 100 replicas of each tested
parameter set.
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inequality in the chances of advancement into higher levels, not merely the proportions of each gender or
race currently at those higher levels and A glass ceiling inequality represents a gender or racial inequality
that increases over the course of a career.

Evidence for these criteria in our model would not just be shown by the probability of each group at
each rank, as shown in Fig. 3B, but by observing that the probability for agents of the lower-prestige group
to move to a higher rank is smaller than the probability that agents of the higher rank do. In other words, if
our model produces a glass ceiling, not only should disfavoured group agents should be less numerous
in higher ranks at a given time point, but also, when agents change rank in time, the disfavoured group
(L — Group) should have a lower chance, compared to agents of the dominant group, to reach a higher
rank.

This dynamical pattern is reproduced by our model. It is shown in Fig. 3C, where we compare
the probability of obtaining a higher status at time 7 4 1 starting from an initial position at time ¢:
P(Rank(t + 1) < Rank(t)|Rank(t)). We see that agents’ progression to higher ranks is less probable for
the more open—minded, lower status group, especially in the higher positions.

8 —@- average z-score L in top 5
average z-score L in bottom 5

|

IS

L
o oo

01 0.2 03 0.4 0.5 0.6 0.7 0.8 0.9
Fraction of L in the population

Figure 4. Z-scores, indicating how different from the expected probability from the fraction of L in the
population, is the probability of the more open-minded Group L being in the 5 most prestigious ranks (green points,
lower than the expected z-score 0) and of being in the 5 least prestigious ranks (orange points, higher from the
expected z-score 0) plotted by their proportion of the population of agents. Each small point represents a simulation
setup replicated 50 times, varying the combined values of (Os, (07, k) - see the method section for details.

Group size does not change the basic inequality patterns

In the previous paragraphs we considered a population equally partitioned in the two groups of 20 agents
each. We now investigate whether the relative size of the groups can change the stratification patterns
previously observed (still with a total population of 40 agents). We elaborate a large experimental design
described with more details in the method section. We vary by step of 5% the fraction of L in the population.
For each fraction, we varied values of og and o7, as well as the level of gossip through the parameter k over
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a large range. Overall, we ran 405 various parameter sets replicated 30 times each. Considering the results
of each set of experiments obtained for each fractional value of L, we compute the Z-score indicating how
the results vary from the expected value computed from the fraction of L. Indeed, in an ideal case, where
no inequality is present, the expected presence of the disfavoured group L in the top 5 and bottom 5 ranks
should be proportional to their relative size in the population: P_7s = P71 & =~ Ni/N. Therefore, in
Fig. 4 we should observe all the points distributed around the dotted black line 0. On the contrary we
observe that, for all values of the simulation parameters, and for all the values of the relative group size,
the presence of L-Group’s (female-like) agents in the top 5 ranks is lower than chance, but higher than
chance in the bottom 5 ranks.

This result shows that the mechanism of stratification due to behavioral difference in our model is

valid not only for equal sized groups, but also for populations with minorities.

Discussion

This paper presents an extremely parsimonious but rich experiment to test one simple hypothesis of the
genesis and development of gender inequality. Drawing on the basic need to belong, aspects of gender
socialization regarding self and others, and cognitive gender differences, our model posited one gendered
behavior concerning listening and information-processing, namely, that men’s estimations of self and
others would depend on the others’ relative status rank more than women’s would, because women respond
to other’s messages more, with less regard for the status of the other. The model represents this difference
solely as the value of the open-mindedness parameter for each set of agents. We showed that this cognitive
behavioral difference generates inter-group status inequalities and additional features of status inequalities
that are often found in human societies.
The model evolution shows that:

e The average reputation of male-like (more status-conscious) agents is generally higher than the
average reputation of female-like (more open-minded) agents. Thus, the model replicated the near-
universal finding that men have higher public prestige than women do across cultures, according to
anthropologists®®,%°, and to lay people®,*®,70. Further, like the many studies that show that there
is a high degree of consensus between men and women that men have higher status’!, our model
showed that male-like and female-like agents were in accord as to which of the agents had higher

and lower reputations.

e The average self-esteem of male-like agents is higher than the average self-esteem of female-like
agents. This replicates several empirical studies comparing women and men, especially’?;

e There is more status differentiation among the more status-conscious, male-like agents, than among
the more open-minded agents, which replicates the broad finding that most human societies, most
public status-ranking occurs among men®8,%%,

e When male-like and female-like agents interact, the male-like agents’ reputations increase, but the
female-like agents’ reputations decrease. This “gender” differentiation as a function of interactions
among agents parallels the finding that people tend to emphasize their gender-stereotypic features
when they interact in a mixed-gender context’>. In fact, prescribed gender roles suggest that women
should be modest, whereas men can be proud and arrogant®'. People’s genders are more salient to
them in mixed-gender settings’*.
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e Female-like agents are more subject to peer influence than male-like agents are because female-like
agents have lower average self-esteems. This is in accordance with data on humans’> and”®.

e Glass ceiling®’: the highest ranked positions are rarely reached by female-like agents, and the
chances that a female-like agent advances her status rank in the future is smaller than the chance of
status rank advancement for male-like agents.

We can conclude that the present simple initial group difference in open-mindedness converges on a
somewhat consensual status-system in which the more open, female-like agents develop lower self-esteem
and lower standing and prestige in the eyes of other agents, while the male-like agents develop higher
self-esteem, more status differentiation among them, as suits their “concern” with status, and lower regard
for female-like agents.

In addition to the parallels between our model‘s results and empirical findings concerning gender
status inequality mentioned above, the present results have a number of implications for theories of gender
inequality and other theories of group-based inequality.

Our model had no separate gender roles, no initial difference in gendered status, no kind of gender
discrimination or prejudice, no family obligations, no stereotypes, no authorities, no violence, no division
of labor, no patriarchal religion, no accumulative economy, and no inheritance or marriage systems, all of
are known to contribute to gender inequality®,””,08,78 69 79 Yet the results showed patterns that mimic real
gender inequality in several details: The model never produced a “societal structure” in which the more
open-minded (“female-like”) agents had higher self-esteem nor higher prestige than the more close-minded
(“male-like”) agents. The gender inequality in self-esteem finding reflects robust empirical findings’> as
does the gender inequality in public prestige®®. The model showed that even when any more open-minded
agents attained above-average ranks, there was a structural barrier above which nearly none of them ever
attained the top few ranks. This glass ceiling effect’” reflects nearly every contemporary society, where
some women can become “middle managers” or attain authority roles (where they will be a minority), but

where women in as chief executives in business3? 8!, government, religious institutions®2,33 34 educational

institutions® 86 87 or are the leading intellectuals or artists, are singular exceptions®®,%?,°0. The model
also showed that for the bottom half of the prestige structure, a relatively small, 60% or so, majority of
agents were “female-like”. The association of gender with prestige rank is precisely what makes gender a
status-characteristic?!,%2.°.

Further, the model showed that the stratification among male-like agents was much stronger than the
stratification among female-like agents. This finding mimics the fact that status does differentiate men
more than it does women in many societies’?,”>. The insight our model provides to findings that men
are more competitive and want to pursue public status more than women do on average”’,?° is that the
Leviathan process itself, with agents who differ in their open-mindedness to being influenced is sufficient
to produce this effect. As with any experiment, ours cannot prove that the process the experiment showed
evidence for what occurs outside the experiment, but our results do provide an extremely parsimonious
process by which the real-world gendered phenomena occur.

The fact that our experiment reproduced these four findings about gender inequality and stratification
raises the question about whether alternative theories about gender inequality and stratification are incorrect
or unnecessary. We would argue against the idea that our model renders gender theories unnecessary for
several reasons. First, models are but one research tool, and as with any experiment, our model serves as
an existence proof of a process that can account for “naturally” (or socially) observed phenomena. No
experiment can prove that the process that occurs within the experiment is the process observed outside
the experiment. Second, we derived the causal parameter of the model based on empirical research on
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humans. The progress of science entails an ongoing dialogue among results from several research methods,
in the present case, where empirical research on humans informs the model, and then, how the model may
inform theories about humans.

So let us turn to the question of where our model fits with respect to theories of gender inequality
on humans. The first point is that our model examined a “micro” set of processes over time, that is,
solely concerning interactions among agents, who can be thought of as individual persons, yet it produced
realistic “societal” patterns without any goals or intentions about those patterns in the agents themselves.
In other words, processes at one level of social organization can indeed produce effects at a higher level
of social organization, as SDT (Social Dominance Theory) holds. This demonstrates that one does not
need to assume that any particular person intends for a societal outcome, or even anticipate the outcome
that their actions help to produce. Considering SDT in particular, substantial evidence shows that people
who are higher rather than lower on social dominance orientation do in fact reinforce and even strengthen
group-based inequality, by selecting roles in institutions that serve those ends,’* for example. There is
also evidence that people higher on social dominance orientation tend to believe that the social world is a
zero-sum game for social status. That is, they believe that if one does not gain superior status, they will
become inferior. Potentially, one of the motivations for the many of the actions higher SDO people that
do maintain group-based hierarchy is simply to show others that they understand the hierarchy and are
following its norms. Showing that one knows one’s cultures norms and conforming to them is a universal
way of ensuring acceptance by others. Alternatively or in addition, higher SDO people may be motivated
to attain higher status, and perhaps also to ensure that that status means something because they do in fact
belong to the highest groups in group-based status hierarchies. This interpretation is consistent with there
facts: (a) SDO among higher-status groups is positively associated with their differentially identifying
with high- but not low-status groups”>, (b) SDO has a mild association with status-striving'?, and (c) SDO
is higher among higher-status than lower-status groups'>. The fact that our model was based on a single
motivation and micro-processes stimulates generating micro-processes related to SDO other than that they
want specifically to maintain a group-based dominance society. They confirm, also, that the very existence
of individual and group variation on SDO cannot account for the existence of group-based dominance
hierarchies!!.

In fact, it may be useful to consider our model as representing a micro-process that is part of a broader
context, ones we may have replicated, but did neither measure nor manipulate. For example, regarding our
finding of greater status reputation stratification among the male-like than the female-like agents, we can
consider additional reasons for the difference between the agents’ status sensitivity. Certainly some aspect
of gender role socialization leads to the difference in open-mindedness we modelled, and there are many
processes that could produce the modelled difference. At least in capitalist and individualist cultures, boys
are born into a society where competitiveness among boys, and the stratification among men means that
they could either do well or do very poorly. To survive these difficult contexts for maintaining positive
self-esteem®®, males may protect themselves by disregarding anyone’s opinion of them which is lower than
their self-esteem (the Leviathan process), and attend only to the opinions of those they “have to” — namely
higher status people. Further, as members of both sexes observe that males have higher status than females,
all of them learn the gendered status structure, but for males, endorsing that hierarchy (and hostile sexism)
is linked to their striving for positive self-esteem. Men may seek higher-prestige occupations than women
do due not just to fulfill gender role stereotypes, but to have another basis for demonstrating their status
value,”” namely, having a high-status occupation?,””. In fact, a number of theories of the relation between
sexism and masculinity argue that self-motivations are involved**,%¢, and those self-motivations make men
especially aggressive against women”®,”®,°® and endorse sexism and sexist political parties'?°, 101,

Finally, one point related to the model has to be pointed out. Our groups, composed of agents having a
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different open—-mindedness, communicate with each other intensively: indeed an agent from one group
has the same probability to communicate with an agent from its group than an agent from another group.
We know such an hypothesis is far from the reality since prejudiced people avoid intergroup contact!%?,
Then the next step for this research is to study different protocols of communications between groups,
particularly to see the impact of different communication patterns on the inequality.

Method

In this section, we present at first an overview of the mechanism for status construction of the model.
Then, we describe in more details the dynamics of the evolution of agents of our study. The following
subsections present the experimental designs realised to obtain our present results, as well as the indicators
extracted from the measures of the simulated dynamics, and how they have been analyzed.

The last subsection makes a short review of the previous studies of the macro behaviours emerging
from this model, and explains how the results of the present study can be explained from the agent-based
model point of view.

The social mechanisms for status construction in the agent-based model

A person’s status is the relative prestige accorded to the person in a society. From the dynamical point
of view, status stratification can be described as the emergent (static or dynamical) equilibrium of a
system of exchanges among the actors about themselves and others. A large literature indicates that these
status stratification processes could be a priori connected to cumulative advantage mechanisms!'%3,104 -
also defined as Matthew effects or Matilda effect'®. The effect of cumulative advantage as generative
mechanism of status stratification has been analyzed in several papers'%®,!7. This has been combined
with deference exchange mechanisms in prior modelling research in'%8,

Differently from such research, the Leviathan model, presented by'?’, implements a less explicit form
of the Matthew effect cumulative advantage process. Leviathan presumes that actors may not be aware
of the consensual status of their peers, but can, however, compare their own self-esteem with the esteem
they have for each peer. We will use the framework of the Leviathan model'"?, and more especially its
simplified version® to study the evolution of the statuses of the actors, assigning to each actor one of the
two cognitive traits described above that are associated with gender.

The Leviathan computer model considers a population of virtual agents, each of whom has an esteem
about each of the agents (including itself). These esteems change, for each agent, via random dyadic
encounters during which two agents “talk™ about each other - and also “gossip” about other agents. The
influence mechanism resulting from these encounters can change each agent’s self-esteem and each agent’s
esteem of the others. To be realistic, their communication is not perfect: a noise parameter slightly and
randomly changes what is “said” compared to what is “heard.” Initially, all agents hold neutral estimations
of themselves and each other agent.

In human research on opinion influence, there are two main social comparison factors. One is
similarity between the agents, or homophily1 10 111 112 113 (see1 14115 for a review), in which one’s influence
on another increases with similarity to the other. The other factor that increases influence, which is
employed in the Leviathan model, is the superiority of the speaker as perceived by the listener. This factor
complements homophily effects because a large body of work finds that influence is largely based on the
credibility of the source!16, 117 118

To be specific, in our model, the influence function is a classical smooth threshold function
of the difference between the listener’s self-esteem and her esteem about the speaker. This difference
can be viewed as the agent’s perceived relative status. The smoothness of this function is driven by an

119 120
2
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open—-mindedness parameter, o, that defines how strongly agents rely on their perceived hierarchy among
agents to define someone else’s credibility. The higher the open—mindedness, the less sensitive the agent
is to the perceived position of other agents in gauging the agents’ credibility. In other words, the higher
one’s open—mindedness, the more equally influential the other agents are on one. Prior research on this
model has shown that, in a totally homogeneous population of agents having the same open—mindedness,
various types of hierarchies emerge and persist according to various simulation parameters (see Methods
for more details).

Based on the considerations in the preceding paragraph, we designed for our present study a Leviathan
model in which the agents are divided in two sets, one set, or “group” characterized by a small value of
the open—mindedness parameter (Os), which our arguments above suggest more characterizes men, and
another group with a larger value (o7), representing women. We test the hypothesis that this behavioral
difference among agents is sufficient to generate intergroup (gender) inequalities in terms of the average
esteem the population has for each agent in each group. Note that these predictions are not contingent
either on intergroup prejudice and discrimination, nor on agents categorizing the other agents as members
of the groups (for such models, see'?!). Further, we predict that the inequality that will emerge from our
model will do so regardless of other parameter choices.

The details of the influence-Leviathan model
In the Leviathan model each agent i is endowed with:

e aself esteem a;;(7)

e aset of esteems about the other agents a;; ()

We initialize the model with a set of N agents having all the self-esteems and all the esteems on the
others set to zero: a;;(0) =0,V(i, j) € [1,...,N] x [1,...N].

The individuals interact in uniformly and randomly drawn pairs (i, j) and, at each encounter, they
try to influence each other on their respective values. We define one iteration, i.e. one time step as N /2
random pair interactions (each individual interacts 1 time on average during one iteration). To be more
precise, one iteration involves N /2 executions of the following steps:

e Choose randomly an agenti € [1,...,N]|

Choose randomly another agent j in the same group than
i with the probability 0.5, else in the other group

Influence(i, j)

Influence(j,i)

Gossip(i, )

e Gossip(j,i)

Each dyadic interaction involves two different processes: Influence and Gossip. The In fluence(i, j)
process defines how the agent i changes her esteem on himself and on j, according to j’s influence. The
gossip process Gossip(i, j) defines how agent i changes her esteem on other k agents, according to j’s
esteem on these agents. The Influence process is defined by the following equations:
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a,-i(t+ 1) = aii(t) +p,~j(t) [aji(t) —a,‘,'(l‘) +Rand0m(—5, 5)}

a;ij(t+1) = a;j(t) + pij(1) [ajj(t) —a;j(t) + Random(—34, 5)]

The Gossip(i, j) process is the following. During an encounter, we suppose that agent j propagates to
i her esteems about k agents randomly chosen in the population, according to the process:

Repeat k times:
e Choose randomly z € [0,...,N]| : z! =i,

o ai:(t+1) =ai(t)+ pij(t) [az(t) — ai(t) + Random(—6, 8)]

The strength of the propagation of esteem, in both the influence and the gossip processes is ruled the
influence function p;; that implements the hypothesis that the more i perceives j as superior to herself,
then the more j is influential on i. It is a logistic function (with parameter &) of the difference between the
esteem of 7 about j (a;;) and the esteem i about self (a;;):

1
1+ e_[“i.i(t)—aii(t)]/c

pij(t) =

The influence function, p;;, tends to 1 when a;; — a;; is close to the maximum possible distance between
i and j, namely when i evaluates j much more than himself. It tends to 0 when i values j lower than
herself. The open-mindedness parameter,o defines the slope of the function close to a;; — a;; = 0.

Figure 5 illustrates these tendencies. One can notice that when ¢ increases, becoming 3 for example
(in red), the difference of credibility p;; given to an agent j holds by an agent i in higher esteem (dotted
lines) compared to credibility p;; given to an agent j hold by an agent i in lower esteem (plain lines)
strongly decreases, but remains. This is why in our experimental design, we tested more small valuesc
than larger values.

The parameter 0 models the idea that an agent i has no direct access to the esteems of another one ()
and can misunderstand it. To take into account this difficulty, we consider the perception of the agent i
of the esteems of agent j as the value a, plus a uniform noise drawn between - and +0. This random
number corresponds to a systematic error that the agents make about the others’ esteems.

Finally, the previously presented model has 4 parameters (i.e. in this version, we keep the probability
of i to meet an j of another group to 0.5):

e the number of agents, N

¢ the open—mindedness parameter, that in the paper we associated to gender identities, &
e the noise intensity 0

e the number of agents an agent talked about during a meeting, k

14/25



= g = 3 when the interlocutor is hold in lower esteem
=== g =3 when the interlocutor is hold in higher esteem
—— g = 1 when the interlocutor is hold in lower esteem

=== g=1when the interlocutor is hold in higher esteem
= g = 0.5 when the interlocutor is hold in lower esteem
=== g =0.5whenthe interlocutoris hold in higher esteem

Credibility giventothe interlocutor

0
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Perceived absolute distance of esteem with the interlocutor

Figure 5. Examples of credibilities (i.e. strength of the influence) given by an agent i to an agent interlocutor j
depending on the absolute perceived distance i between j and him-herself (on the x-axis), and the fact i hold j in
lower esteem (plain lines) or higher esteem (dotted lines), for o = 0.1 (in blue), 0.5 (in orange), 1 (in green) and 3
(in red). We observe that the higher the perceived distance, the lower the credibility for j when held in lower esteem,
or the higher credibility for j when held in higher esteem. Moreover, the larger o, the smaller the difference of given
credibility to j if he/she is held in low compared to high esteem.
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The simulation setup
We presume here that a population is composed of two different groups which are distinguished by their
open—mindedness. The group size can vary. Each group G is characterised by two values: the number of
agents of the group, Ng, and the group’s open—mindedness 0. G take the values S or L, where

S stands for the group with a Small open—mindedness, os and L stands for the group with a Large
one, o7. We vary the size of each group, maintaining a fixed total number of agents N = Ng+ N;. We
implement two possible relationship functions between the os: f; : 0 = 1.505 and f; : 6 = 05+ 0.1.

We ran the model assuming N = 40. In the first part of the results we consider the case where the agents
are equally divided into the groups (Ng = Np = 20). In the last part, to test whether having majorities or
minorities of the more- and less open-minded groups changed the results, we tested the model, varying
groups’ sizes by 5 agents, Ng = 0,5,10,15,20,25,30,35,40. We also vary os: 0.03, 0.05,0.07, 0.1, 0.12,
0.2, 0.25, 0.3, 0.35, 0.4, 0.5, 1, 2 and 3. For each oy, two various oy, are tested according to the laws
presented in the previous paragraph. Each simulation is replicated 50 times. The length of the simulations
and the frequency of the measures depends on the values of O, the lower the longer the simulations to
ensure we capture indications about the properties of the stable dynamics. There lasts at minimum 500,000
iterations with a measure every 10,000 iterations.

We set the noise parameter 6 = 0.2 and the gossip parameter k = 3, except for the study varying the
size of the groups presented in the previous paragraph for which k varies from O to 3 by step 1. We can
then ensure results are stable.

Indicators of the evolution and methodology for their analysis

In the Results section, we explain how the simulation results verified our micro dynamic hypotheses. To
enlighten our results, this subsection explains how various measures of inequality are derived and analyzed
from the model results.

In the first part of the Results section, we focus on outcomes that are derived from various ways
of aggregating the agents’ esteems for one another across the population. We define the reputation of
an agent as the average of the esteem accorded to this agent by all the other agents. The measure of
inter-group inequality in status is the variability among the average reputation across the population for
each group of actors. To understand within-group status differentiation, we define a variation coefficient
to index intra-group variability in self-esteem, namely, the standard deviation of the group’s agents’
self-esteems, divided by the group’s average self-esteem. Finally, we define the socially-consensual degree
of intra-group status differentiation as the standard deviation of that group’s agents’ reputations.

In the second part we delve into the individual dynamics and show that the model generates and
maintains a glass ceiling effect, shown in the level of access the agents in each group have to higher status
positions. We compare the structural results of our model’s individual dynamics with the properties of
glass ceiling effect dynamics precisely defined by®” as follows:

e A glass ceiling inequality represents a gender or racial difference that is not explained by other
job-relevant characteristics of the employee.

e A glass ceiling inequality represents a gender or racial [status] difference that is greater at higher
levels of an outcome than at lower levels of an outcome.

e A glass ceiling inequality represents a gender or racial inequality in the chances of advancement
into higher levels, not merely the proportions of each gender or race currently at those higher levels.

e A glass ceiling inequality represents a gender or racial inequality that increases over the course of
one’s career.
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The results section shows that difference in open—mindedness between men and women is sufficient to
generate gender inequality in prestige, and shows the properties of the glass ceiling effect listed above.
The social rank of any agent is the order of that agent’s reputation, when agents’ reputations are ordered
from best (highest) reputation (1) to worst (lowest) reputation (N). To test for the glass ceiling effect, as
defined by the preceding criteria, we will analyze the agents’ social rank at different time points of the
model’s history. We will first analyze the average ranking position. Second, we will study the probability
that a given rank position is occupied by an agent of the S—group (that has smaller open—mindedness,
namely simulated men) or by an agent of the L—group (that has larger open—mindedness, namely simulated
women). Finally, to test whether there is differential advancement of the two kinds of agents, we will
analyze the probability, for an agent with a given social rank, to progress, in future time points, to a higher
rank.

How to explain the observed behaviours of the agent-based model

0.0.1 Short state-of-the-art

Prior research on this model has shown that, in a totally homogeneous population of agents having the
same open—mindedness, various types of hierarchies emerge and persist according to other simulation
parameters'?’. However, the basic Leviathan model'?® includes two micro-processes driving the change
of esteem of agents: (1) vanity implies on the one hand, that one agent flattered by another rewards the
other agent by increasing the esteem he/she has for her/him and on the other hand that one agent despised
by another punishes him/her by decreasing her/his esteem for her/him ; (2) influence between two agents
regards how high they hold themselves and others in esteem, based on the perceived difference of esteem
between them.

In this paper, we only focus on the second micro-process, the influence, which has been studied by%>
and has been shown sufficient to explain the emergence and the persistence of different social orders in the
population. Indeed, from such a micro influence process between agents, several patterns of hierarchies
recur: (1) elite dominance, in which one or two leaders have a low esteem about all the other agents,
who have negative esteems about each other except about the leaders; (2) a crisis pattern, in which every
agent has a negative esteem about all others, including itself; (3) disorder, in which the agents have
different perceived hierarchies; (4) an elite hierarchy for which all agents share a similar esteem about
every other agent (called reputation), the reputations are widely spread between the hypothetical minimum
and maximum (-1 and +1), and there are more agents of low reputation than of high reputation. The elite
hierarchy model appears to be a classical stratification pattern with a wide base of low-prestige agents,
with the number of agents in each strata of prestige progressively shrinking with higher ranks. Moreover,
these four patterns exhibit different average signs of esteems, depending on whether agents gossip or not.
In absence of gossip, esteems, except in the crisis pattern, can be of both signs (i.e., positive or negative).
The hierarchy pattern is often composed from either positive and negative esteems, whereas the elite
dominance pattern shows almost only negative esteems.

It should be noted, even if it is not the purpose of the present paper, that our study shows that with
two types of agents having a different open-mindedness in the population, the only patterns of hierarchies
which emerge are Elite dominance or Elite hierarchy. These patterns are characterized by high similarity
between each agent’s self-esteem level and its reputation.

0.0.2 How gender inequality emerges from the agent-based model in our study

The workings of previous studies using a similar model can help us understand how this differentiation
emerges from the micro dynamics of our Leviathan model. The prior model®'?? was composed by
a population of agents with the same degree of open-mindedness. We showed the influence function,
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Figure 6. Credibility given to an interlocutor for whom our esteem varies around our self-esteem by 0.1 for
different values of the open-mindedness o; for a variation of: -0.1 implying the interlocutor is held in lower esteem
(red square), or +0.1 implying the interlocutor is held is higher esteem (blue triangle).

coupled with the noise during communication, causes agents’ discussions increasing their self-esteems
progressively, especially when their open-mindedness is large. Moreover the influence dynamics showed
that agents not only became more positive about themselves, but also more negative towards others, due to
their sensitivity to fluctuations of opinions in the population®. Indeed, while every agent in our study
agrees, on average, on someone’s esteem, the noisy communications between agents make their esteems
slightly different from this average. The maximum intensity of this difference is informed by the value
of the noise parameter § which is always small (i.e. 0.2 in our study). The sensitivity of an agent’s
self-esteem and esteem for others to the noise implying fluctuations of esteem, depends on the agent’s
level of open-mindedness. Indeed the lower this parameter is, the higher is the «positive ego-centric bias
»and the more negative is prejudice against other agents.

In the population studied in the present paper, we have a type of agents, men-like agents which listen
to others less since they are more positively biased for ego and negatively biased for others because of their
low open-mindedness. Thus, they perceive other agents more different from themselves than women-like
agents, less biased, do.

On the other hand, our two types of agents have a different open-mindedness. This difference leads
agents, for a same fluctuation of esteem (0.1 in the example of the Fig. 6) to give a very different credibility
to their interlocutor. Indeed, as shown in figure 6), one can observe than an agent with an open-mindedness
of 0.05 will give a credibility of 0.86 to an agent perceived higher than her/himself by 0.1, and a credibility
of 0.1 to an agent perceived lower than her/himself by 0.1. In contrast, an agent with an open-mindedness
of 3 will almost give the same credibility 0.5 to the interlocutor varying in esteem from -0.1 to 0.1.
This means that the noise received by the second agent will be considered in the same manner, whoever
the source. On the contrary, the small open-mindedness agent is highly sensitive to the noise coming
from someone held in higher esteem, but almost neglects the noise when it comes from a lower source.
Practically, it means that low open-mindedness agents who reach high social ranks hardly must be affected
by noisy communications. They are only sensitive to noise coming from people having higher social
ranks. Their self-esteem then becomes highly stable as they obtain higher ranks because the number of
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agents they see as more credible than they is quite small at high ranks. On the contrary, women-like agents
who reach a high self-esteem by chance are less susceptible to keep their self-esteem high since they are
equally sensitive to the variations of what others say about them, whoever they are, lower or higher source.
Their self-esteems are thus lower than the one of men-like agents, and less stable.

To sum-up, this difference of stability for agents reaching intermediary rank of the social hierarchy
gives men-like agents more chance to benefit from interactions with other agents, especially women-like
agents which are less negatively biased toward them, to gain higher self-esteem. This same difference
disfavors women-like agents, who ultimately have stronger chances to lose high social rank and the related
high self-esteem. This is why we observe the differences of social ranks and chances to reach a higher
rank when the current rank is high enough (see part of the results dedicated to the glass ceiling effect).
This is also why we have globally observed, comparing our pure-gender populations to the mixed-gender
populations, that men-like agents benefit from the interaction with women-like agents while women-like
agents lose from it.

References

1. Sidanius, J. & Pratto, F. Social dominance: An intergroup theory of social oppression and hierarchy
(Cambridge University Press, England, 1999).

2. Buss, D. M. & Schmitt, D. O. Sexual strategies theory: An evolutionary perspective on human
mating. Psychol. Rev. 100, 204-232 (1993).

3. Harris, M. The evolution of gender hierarchies: A trial formulation. In Miller, D. (ed.) Sex and
gender hierarchies, 57-79 (Cambridge, England: Cambridge University Press, 1993).

4. Sacks, K. Engels revisited: Women, the organization of production, and private property. In
Rosaldo, M. Z. & Lamphere, L. (eds.) Women, culture, and society, 189-206 (Stanford, CA: Stanford
University Press, 1974).

5. Friedl, E. Women and men: An anthropologist’s view (NY: Holt, Rinehart, and Winston, 1975).

6. Ridgeway, C. L. & Bourg, C. Gender as status: An expectation states theory approach. In Eagly, A.,
Beall, A. & R.J., S. (eds.) The psychology of gender, 217-241 (NY: Guilford Press, 2004).

7. Conway, M., Pizzimiglio, M. T. & Mount, L. Status, communality, and agency: Implications for
stereotypes of gender and other groups. J. Pers. Soc. Psychol. 71, 25-38 (1996).

8. Eagly, A. & Steffen, V. J. Gender stereotypes stem from the distribution of men and women into
roles. J. Pers. Soc. Psychol. 46, 735-754 (1984).

9. Wood, W. & Eagly, A. H. A cross-cultural analysis of the behavior of women and men: Implications
for the origins of sex differences. Psychol. Bull. 128, 699-727 (2002).

10. Glick, P., Zion, C. & Nelson, C. What mediates sex discrimination in hiring decisions? J. Pers. Soc.
Psychol. 55, 178-186 (1988).

11. Pratto, F. ef al. Social dominance in context and in individuals: Contextual moderation of robust
effects of social dominance orientation in 15 languages and 20 countries. Soc. Psychol. Pers. Sci. 4,
587-599 (2013).

12. Pratto, F., Stallworth, L. M. & Sidanius, J. The gender gap: Differences in political attitudes and
social dominance orientation. Br. J. Soc. Psychol. 36, 49—68 (1997).

13. Pratto, F.,, Stallworth, L., Sidanius, J. & Siers, B. The gender gap in occupational role attainment: a
social dominance approach. J. personality social psychology 72, 37—53 (1997).

19/25



14.

15.

16.

17.

18.

19.

20.

21.

22.

23.

24.

25.
26.

27.

28.

29.

30.

31.

Haley, H. & Sidanius, J. Person-organization congruence and the maintenance of group-based social
hierarchy: A social dominance perspective. Group Process. Intergroup Relations 8, 187-203 (2005).

Lee, 1., Pratto, F. & Johnson, B. T. Support of social hierarchy: Individualistic cultures, liberal
political environments, and decreased power increase intergroup dissension. Psychol. Bull. 137,
1029-1064 (2011).

Pratto, F. The puzzle of continuing group inequality: Piecing together psychological, social, and
cultural forces in social dominance theory. In Zanna, M. P. (ed.) Advances in Experimental Social
Psychology, vol. 31, 191-263 (Academic Press, 1999).

Baumeister, R. F. & Leary, M. R. The need to belong: Desire for interpersonal attachments as a
fundamental human motivation. Psychol. Bull. 117, 497-529 (1995).

Caporael, L. R. Coordinating bodies, minds and groups: Evolution and human social cognition. J.
Soc. Evol. Syst. 19, 261-275 (1996).

Leary, M. R. Sociometer theory and the pursuit of relational value: Getting to the root of self-esteem.
Eur. Rev. Soc. Psychol. 16, 76—111 (2005).

Leary, M., Tambor, E., Terdal, S. & Downs, D. Self-esteem as an interpersonal monitor: The
sociometer hypothesis. J. Pers. Soc. Psychol. 68, 518-530 (1995).

Wisman, A., Heflick, N. & Goldenberg, J. The great escape: The role of self-esteem and self-related
cognition in terror management. J. Exp. Soc. Psychol. 60(C), 121-132 (2015).

Turner, J. C. Social comparison and social identity: Some prospects for intergroup behaviour. Eur. J.
Soc. Psychol. 5, 1-34 (1975).

Turner, J. C. & Tajfel, H. The social identity theory of intergroup behavior. Psychol. intergroup
relations 5, 7-24 (1986).

Markus, H. & Oyserman, D. Gender and thought: The role of the self-concept. In Crawford, M. &
Gentry, M. (eds.) Gender and Thought: Psychological Perspectives (Springer, New York, NY, 1989).

Festinger, L. A theory of social comparison processes. Hum. relations 7, 117-140 (1954).

Mize, T. Doing gender by criticizing leaders: Public and private displays of status. Soc. Probl. 66,
86—-107 (2019).

Lee, J., Ko, E. & Megehee, C. M. Social benefits of brand logos in presentation of self in cross and
same gender influence contexts. J. Bus. Res. 68, 1341-1349 (2015).

Sidanius, J., Cling, B. J. & Pratto, F. Ranking and linking behavior as a function of sex and gender:
An exploration of alternative explanations. J. Soc. Issues 47, 131-149 (1991).

Hoyenga, K. B. Sex differences in human stratification: A biosocial approach. In Ellis, L. (ed.) Social
stratification and socioeconomic inequality: Vol. 1. A comparative biosocial analysis, 139-157
(Westport, CT: Praeger, 1993).

Huberman, B. A., Loch, C. H. & Ongiiler, A. Status as a valued resource. Soc. Psychol. Q. 67,
103—-114 (2004).

Prentice, D. & Carranza, E. What women and men should be, shouldn’t be, are allowed to be, and
don’t have to be: The contents of prescriptive gender stereotypes. Psychol. Women Q. 26, 269-281
(2002).

20/25



32.

33.
34.

35.

36.

37.
38.

39.

40.

41.
42,

43.

44.

45.

46.

47.

48.

49.

50.

S1.
52,

Pratto, F., Stewart, A. L. & Zeineddine, F. B. When inequality fails: Power, group dominance, and
societal change. J. Soc. Polit. Psychol. 1, 2195-3325 (2013).

Rose, S. & Hartmann, H. The long-term gender gap. Challenge 47, 30-50 (2004).

Smith, E. & Conrey, F. Agent-based modeling: A new approach for theory building in social
psychology. Pers. Soc. Psychol. Rev. February, 87-104 (2007).

Mason, W., Conrey, F. & Smith, E. Situating social influence processes: Dynamic, multidimensional
flows of influence within social networks. Pers. Soc. Psychol. Rev. 279-300 (2007).

Hedstrom, P. & Ylikoski, P. Causal mechanisms in the social sciences. Annu. Rev. Sociol. 36, 49—-67
(2010).

Héritier, F. Masculin/féminin: la pensée de la différence (Odile Jacob, 1996).

Williams, J. E. & Best, D. L. Sex and psyche: Gender and self viewed cross-culturally, vol. 13 of
Cross-cultural research and methodology series (Sage Publications, Inc., 1990).

Cuddy, A. J. C. et al. Men as cultural ideals: Cultural values moderate gender stereotype content. J.
Pers. Soc. Psychol. 109, 622635 (2015).

Albert, A. A. & Porter, J. R. Children’s gender-role stereotypes: A sociological investigation of
psychological models. Sociol. Forum 3, 184-210 (1988).

Durkheim, E. Education et sociologie. Press. Univ. de France, Paris (1922).

Henslin, J. M. On becoming male: Reflections of a sociologist on childhood and early socialization.
Down to earth sociology: Introd. readings 142—152 (1999).

Belotti, E. G. Dalla parte delle bambine: I’influenza dei condizionamenti sociali nella formazione
del ruolo femminile nei primi anni di vita, vol. 45 (Feltrinelli Editore, 1991).

Bosson, J. K. & Michniewicz, K. S. Gender dichotomization at the level of ingroup identity: What it
is, and why men use it more than women. J. Pers. Soc. Psychol. 105, 425-442 (2013).

Bakan, D. The duality of human existence: Isolation and communion in Western man (Beacon Press
(MA), 1966).

Carli, L. Gender communication and social influence. In Ryan, M. & Branscombe, N. R. (eds.) The
SAGE Handbook of Gender and Psychology, chap. 13, 16 (SAGE, London, 2013).

Hall, J. A. & Carter, J. D. Gender-stereotype accuracy as an individual difference. J. Pers. Soc.
Psychol. 77, 350-359 (1999).

Abele, A. E. & Wojciszke, B. Agency and communion from the perspective of self versus others. J.
Pers. Soc. Psychol. 93, 751-763 (2007).

Foels, R. & Reid, L. D. Gender differences in social dominance orientation: The role of cognitive
complexity. Sex Roles 62, 684—-692 (2010).

West, M. P,, Yelderman, L. A. & Miller, M. K. Gender differences in the evaluation of aggravating
and mitigating circumstances: the mediating role of attributional complexity. Psychol. Crime & Law
24, 761-789 (2018).

Meyers-Levy, J. The influence of sex roles on judgment. J. Consumer Res. 14, 522-530 (1988).

Meyers-Levy, J. & Sternthal, B. Gender differences in the use of message cues and judgments. J.
Mark. Res. 28, 84-96 (1991).

21/25



53.

54.

5S.

56.

57.

58.

59.
60.

61.

62.

63.

64.

65.

66.

67.

68.

69.

70.

71.

Meyers-Levy, J. & Loken, B. Revisiting gender differences: What we know and what lies ahead. J.
Consumer Psychol. 25, 129-149 (2015).

Darley, W. K. & Smith, R. E. Gender differences in information processing strategies: An empirical
test of the selectivity model in advertising response. J. Advert. 24, 41-56 (1995).

Vilela, A. M. & Nelson, M. R. Testing the selectivity hypothesis in cause-related marketing among
generation y: [when] does gender matter for short- and long-term persuasion? J. Mark. Commun.
22, 18-35 (2016).

Putrevu, S. Exploring the origins and information processing differences between men and women:
Implications for advertisers. Acad. Mark. Sci. Rev. 14 (2001).

Kempf, D. S., Laczniak, R. N. & Smith, R. E. The effects of gender on processing advertising and
product trial information. Mark. Lett. 17, 5-16 (2006).

Petty, R. E. & Cacioppo, J. T. The elaboration likelihood model of persuasion. In Berkowitz, L. (ed.)
Advances in Experimental Social Psychology, vol. 19, 123-205 (Academic Press, 1986).

Acker, J. From glass ceiling to inequality regimes. Sociol. Du Travail 51, 199-217 (2009).

Folke, O. & Rickne, J. The glass ceiling in politics: Formalization and empirical tests. Comp. Polit.
Stud. 49, 567-599 (2016).

Wright, E., Baxter, J. & Birkelund, G. E. The gender gap in workplace authority: A cross-national
study. Am. Sociol. Rev. 60, 407-443 (1995).

Arulampalam, W., Booth, A. L. & Bryan, M. L. Is there a glass ceiling over europe? exploring the
gender pay gap across the wage distribution. /LR Rev. 60, 163—186 (2007).

Albrecht, J., Bjorklund, A. & Vroman, S. Is there a glass ceiling in sweden? J. Labor Econ. 21,
145-177 (2003).

Nordman, C. J. & Wolff, F.-C. Is there a glass ceiling in morocco? evidence from matched
worker—firm data. J. Afr. Econ. 18, 592—633 (2009).

Huet, S. & Deffuant, G. The leviathan model without gossips and vanity: the richness of influence
based on perceived hierarchy. In Jager, W. et al. (eds.) Advances in Social Simulation 2015, vol. 528,
13 p. (Springer, Cham, 2017).

Deffuant, G., Bertazzi, I. & Huet, S. The dark side of gossips: hints from a simple opinion dynamics
model. Adv. Complex Syst. 21, 1850021 (2018).

Cotter, D. A., Hermsen, J. M., Ovadia, S. & Vanneman, R. The glass ceiling effect. Soc. forces 80,
655-681 (2001).

Rosaldo, M. Z. Woman, culture, and society: A theoretical overview. In Rosaldo, M. Z. & Lamphere,
L. (eds.) Women, culture, and society, 17-42 (Stanford, CA: Stanford University Press, 1974).

Sanday, P. Female power and male dominance : On the origins of sexual inequality (Cambridge ;
New York: Cambridge University Press, 1981).

Conway, M. & Vartanian, L. R. A status account of gender stereotypes: Beyond communality and
agency. Sex Roles 43, 181-199 (2000).

Glick, P. et al. Beyond prejudice as simple antipathy: Hostile and benevolent sexism across cultures.
J. Pers. Soc. Psychol. 79, 763775 (2000).

22/25



72.

73.

74.

75.
76.
77.

78.

79.

80.

81.

82.

83.

84.

85.

86.

87.

88.
89.

90.

91.

92,

Bleidorn, W. et al. Age and gender differences in self-esteem - a cross-cultural window. J. Pers. Soc.
Psychol. 111, 396410 (2016).

Guimond, S., Chatard, A., Martinot, D., Crisp, R. J. & Redersdorff, S. Social comparison, self-
stereotyping, and gender differences in self-construals. J. Pers. Soc. Psychol. 90, 221-242 (2006).

Mcguire, W. & Padawer-Singer, A. Trait salience in the spontaneous self-concept. J. Pers. Soc.
Psychol. 33, 743-754 (1976).

Eagly, A. H. Sex differences in influenceability. Psychol. Bull. 85, 86 (1978).
Carli, L. L. Gender and social influence. J. Soc. Issues 57, 725-741 (2001).

Kleinjans, K. J., Krassel, K. F. & Dukes, A. Occupational prestige and the gender wage gap. Kyklos
70, 565-593 (2017).

Schwendinger, . S. H., J. Rape and inequality ((Sage library of social research ; v. 148). Beverly
Hills, Calif.: SAGE Publications, 1983).

Treas, J. & Tai, T. Gender inequality in housework across 20 european nations: Lessons from gender
stratification theories. Sex Roles 74, 495-511 (2016).

Adams, R. B. & Kirchmaier, T. Women on boards in finance and stem industries. Am. Econ. Rev.
106, 277-81 (2016).

Yamak, S., Ergur, A., Ozbilgin, M. F. & Alakavuklar, O. N. Gender as symbolic capital and
violence: The case of corporate elites in turkey. Gender, Work. & Organ. 23, 125-146, DOLI:
10.1111/gwao.12115 (2016). https://onlinelibrary.wiley.com/doi/pdf/10.1111/gwao.12115.

Murphy, R. Promises unfulfilled: American religious sisters and gender inequality in the post-vatican
ii catholic church. Soc. Compass 61, 594-610 (2014).

Oluwaniyi, O. O. No more glass ceiling? negotiating women’s leadership role in eternal sacred order
of cherubim and seraphim. J. Pan Afr. Stud. 5, 128 (2012).

Rasool, S. & Suleman, M. Muslim women overcoming marital violence: breaking through ‘structural
and cultural prisons’ created by religious leaders. Agenda 30, 39-49 (2016).

Davies, L. Women, educational management and the third world: A comparative framework for
analysis. Int. J. Educ. Dev. 6, 61 —75 (1986).

Wong, A., McKey, C. & Baxter, P. What’s the fuss? gender and academic leadership. J. Heal. Organ.
Manag. 32, 779-792 (2018).

Kalaitzi, S., Czabanowska, K., Fowler-Davis, S. & Brand, H. Women leadership barriers in
healthcare, academia and business. Equal. Divers. Inclusion: An Int. J. 36, 457-474 (2017).

Tate. The turner prize.

Lincoln, A. E., Pincus, S., Koster, J. B. & Leboy, P. S. The matilda effect in science: Awards and
prizes in the us, 1990s and 2000s. Soc. Stud. Sci. 42, 307-320 (2012).

Hargittai, I. The road to Stockholm: Nobel Prizes, Science, and Scientists (Oxford, Oxford University
Press, 2007).

Cejka, M. A. & Eagly, A. H. Gender-stereotypic images of occupations correspond to the sex
segregation of employment. Pers. Soc. Psychol. Bull. 25, 413—-423 (1999).

Riordan, C. Sex as a general status characteristic. Soc. Psychol. Q. 46, 261-267 (1983).

23/25


10.1111/gwao.12115
https://onlinelibrary.wiley.com/doi/pdf/10.1111/gwao.12115

93.

94.

9s.

96.

97.

98.

99.

100.

101.

102.
103.

104.

105.
106.

107.

108.

109.

110.

111.

Pratto, F. & Walker, A. The bases of gendered power. In Eagly, A., Beall, A. & (Eds.), S. R. (eds.)
The Psychology of gender, 2nd edition, 242-268 (NY: Guilford Publications, 2004).

Haley, H. & Sidanius, J. Person-organization congruence and the maintenance of group-based social
hierarchy: A social dominance perspective. Group Process. & Intergroup Relations 8, 187-203
(2005).

Pratto, F. & Stewart, A. L. Group dominance and the half-blindness of privilege. J. Soc. Issues 68,
28-45 (2012).

Vandello, J. A., Bosson, J. K., Cohen, D., Burnaford, R. M. & Weaver, J. R. Precarious manhood. J.
Pers. Soc. Psychol. 95, 1325-1339 (2008).

Kuchynka, S. L., Bosson, J. K., Vandello, J. A. & Puryear, C. Zero-sum thinking and the masculinity
contest: Perceived intergroup competition and workplace gender bias. J. Soc. Issues 74, 529-550,
DOI: 10.1111/j0s1.12281 (2018). https://spssi.onlinelibrary.wiley.com/doi/pdf/10.1111/josi.12281.

Dahl, V. T. . W. K., J. How threats to masculinity sequentially cause public discomfort, anger, and
ideological dominance over women. Soc. Psychol. 46, 242-254 (2015).

Weaver, J., Vandello, J., Bosson, J. & Burnaford, R. The proof is in the punch: Gender differences in
perceptions of action and aggression as components of manhood. Sex Roles 62, 241-251 (2010).

Dimuccio, . K. E., S. The political significance of fragile masculinity. Curr. Opin. Behav. Sci. 34,
25-28 (2020).

Gokariksel, B., Neubert, C. & Smith, S. Demographic fever dreams: Fragile masculinity and
population politics in the rise of the global right. Signs: J. Women Cult. Soc. 44, 561-587 (2019).

Pettigrew, T. F. Intergroup contact theory. Annu. Rev. Psychol. 49, 65-85 (1998).

Merton, R. K. The matthew effect in science: The reward and communication systems of science are
considered. Science 159, 5663 (1968).

Merton, R. K. The matthew effect in science, ii: Cumulative advantage and the symbolism of
intellectual property. isis 79, 606-623 (1988).

Rossiter, M. W. The matthew matilda effect in science. Soc. Stud. Sci. 23, 325-341 (1993).

Lynn, F. B., Podolny, J. M. & Tao, L. A sociological (de) construction of the relationship between
status and quality. Am. J. Sociol. 115, 755-804 (2009).

Gould, R. V. The origins of status hierarchies: A formal theory and empirical test. Am. journal
sociology 107, 11431178 (2002).

Manzo, G. & Baldassarri, D. Heuristics, interactions, and status hierarchies: An agent-based model
of deference exchange. Sociol. Methods & Res. 44, 329-387 (2015).

Deffuant, G., Carletti, T. & Huet, S. The leviathan model: Absolute dominance, generalised distrust,
small worlds and other patterns emerging from combining vanity with opinion propagation. J. Artif.
Soc. Soc. Simul. 16, 5 (2013).

Axelrod, R. The dissemination of culture: A model with local convergence and global polarization.
J. conflict resolution 41, 203-226 (1997).

Byrne, D. An overview (and underview) of research and theory within the attraction paradigm. J.
Soc. Pers. Relationships 14, 417-431 (1997).

24/25


10.1111/josi.12281
https://spssi.onlinelibrary.wiley.com/doi/pdf/10.1111/josi.12281

112.

Mark, N. P. Culture and competition: Homophily and distancing explanations for cultural niches.
Am. sociological review 319-345 (2003).

113. Takécs, K., Flache, A. & Mis, M. Discrepancy and disliking do not induce negative opinion shifts.
PloS one 11, e0157948 (2016).

114. Castellano, C., Fortunato, S. & Loreto, V. Statistical physics of social dynamics. Rev. modern
physics 81, 591 (2009).

115. Flache, A. et al. Models of social influence: Towards the next frontiers. J. Artif. Soc. Soc. Simul. 20
(2017).

116. Crano, W. D. & Cooper, R. E. A Preliminary Investigation of a Hyperbolic Model of Attitude Change
(Distributed by ERIC Clearinghouse, Washington, D.C., 1972).

117. Pornpitakpan, C. The persuasiveness of source credibility: A critical review of five decades’ evidence.
J. applied social psychology 34, 243-281 (2004).

118. Tormala, Z. L. & Rucker, D. D. Attitude certainty: A review of past findings and emerging
perspectives. Soc. Pers. Psychol. Compass 1, 469—492 (2007).

119. Huet, S., Edwards, M. & Deffuant, G. Taking into account the variations of neighbourhood sizes in
the mean-field approximation of the threshold model on a random network. J. Artif. Soc. Soc. Simul.
10 (2007).

120. Young, H. P. Innovation diffusion in heterogeneous populations: Contagion, social influence, and
social learning. Am. economic review 99, 1899—-1924 (2009).

121. Uhlmann, E., Korniychuk, A. & Obloj, T. Initial prejudices create cross-generational intergroup
mistrust. PLoS ONE 13 (2018).

122. Huet, S. The social functions of gossip and the leviathan model. In Cordier, S. et al. (eds.) Under-
standing Interactions in Complex Systems: toward a science of interaction, 137-177 (Cambridge
Scholar Publishing, 2017).

Acknowledgements

We thank Ilaria Bertazzi for her advice and what she brings into this study about the glass ceiling effect.

Author contributions statement

S.H.,

F.G. and F.P. wrote the paper and conceived of the model in relation to social sciences research about

gender inequality. S.H. conceived the model and ran the simulation. S.H. and F.G. analyzed the data. E.G.
performed the data visualization.

25/25



	0.0.1 Short state-of-the-art
	0.0.2 How gender inequality emerges from the agent-based model in our study
	References

