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1. Audience design
Classic models of language use, towards a model of language users

2. Egocentric vs. sociocentric basis
Speeded decisions, prefrontal brain activations

3. Imitated vs. self-generated behavior
Development, prefrontal patients

Today’s docket



Anecdotal evidence
Audience design



Audience design

Classic models of language use

Pragmatics as peripheral rather than the foundation of language use



Tailoring utterances
Audience design



Tailoring utterances
Audience design



Audience design

•Definite reference
- Descriptions more specific than linguistic models predict

(“look at the dog” vs. “look at the living thing”)
- References in conversation are dynamic 

(“woman who sold me Chanel No. 5”, “perfume lady”)
•Anaphora

- Require listeners to make bridging inferences
(“picnic supplies out of the car”, “the beer was warm”)

•Word meaning
- Novel coinages and contextual expressions 
(“Houdini her way into the office”)

Evidence of tailoring



Towards a model of language users
Audience design



1. Audience design
Classic models of language use, towards a model of language users

2. Egocentric vs. sociocentric basis
Speeded decisions, prefrontal brain activations

3. Imitated vs. self-generated behavior
Development, prefrontal patients

Today’s docket



Egocentric vs. sociocentric basis

Shared context

Evidence for egocentrism

“The small circle moved right to left"



Egocentric vs. sociocentric basis

Privileged context

Evidence for egocentrism

“A small circle moved right to left"



Egocentric vs. sociocentric basis

Evidence for egocentrism

Effect of time pressure



Egocentric vs. sociocentric basis

Evidence for sociocentrism

Intentional stance



Egocentric vs. sociocentric basis

Evidence for sociocentrism

Intentional stance
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Imitated vs. self-generated behavior

Stack the blocks

Development of audience design



Imitated vs. self-generated behavior

Age 5

Age 6

Age 8
Age 10

Development of audience design

Stack the blocks



Imitated vs. self-generated behavior

Find the acorn

Computer-mediated communicative interactions



Five-year-olds spontaneously tailor their communication to an addressee 

Imitated vs. self-generated behavior

Find the acorn



Effect of daycare attendance on communicative adjustment

Imitated vs. self-generated behavior

Find the acorn



Prefrontal patients

Prefrontal patients are able to select communicatively effective behaviors

Imitated vs. self-generated behavior



Prefrontal patients are able to select communicatively effective behaviors

Communicative decisions
Imitated vs. self-generated behavior



Audience design

However, their decisions are not tuned to knowledge of a social partner

Imitated vs. self-generated behavior



Audience design

However, their decisions are not tuned to knowledge of a social partner

Imitated vs. self-generated behavior



Take-home concepts

•Audience design is a critical yet overlooked 
feature of ordinary language use

•People spontaneously adjust their utterances to 
a mental model of their addressee

•Not imitated, but self-generated behavior  

•A competence shaped by social experience, and 
critically supported by prefrontal cortex



Next up

•Conceptual Pacts


