
2.  Study 1 + 2: From Acceptance to Engagement
• Focus on AI-DSS usefulness but optimal reliance requires a deep 

engagement, to discern when to intervene enhancing performance
• User experiences (fun, stimulation, control), facilitate engagement
• Performed 17 interviews and surveys (400 AI-DSS users), finding:

• Experiential mentioned more than instrumental (useful) aspects, by users, 
consisting of pleasure, stimulation and agency (control)

• Instrumental attitudes: shaped by system features, predict use intentions
• Experiential attitudes: shaped by task features, predict motivation and 

absorption. 
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1.  Background
• Increased use of AI decision-support 

systems, suboptimal reliance persists
• Critical monitoring AI-DSS requires 

effort.
• Yet, most research focuses on AI-DSS 

features (e.g., reliability) to improve 
acceptance.

• We propose that optimal reliance on 
AI-DSS also depends on:

1. User Experiences of Engagement and 
Agency

2. Task features that facilitate deep 
involvement

3. Social Influences in Organizations.

Task + AI Features 
Intervention Social 

Influences
Human-AI Decision-
Making performance

3. Beyond Explainable AI: Human Explainability
• Explainable (XAI) focus to improve reliance, but 

reduces accuracy of the system
• Human Explainability (XH): prompts users to 

explain (dis)agreement with AI-DSS advice
• A low-cost, system-agnostic intervention leads 

to reflection “do I have a reason to adjust advice?”
• Sub-Study 1: does XH improves performance?
• Sub-Study 2:  tests if combining with XAI is 

complementary: XAI frees up cognitive resources 
to engage critically, XH nudges this engagement

4. Social Biases influence Human-AI Decision-Making
• Human-AI decision-making research focuses on system-

features and individual biases (e.g., optimism, confidence)
• Yet, operational decisions rarely made in isolation, but 

influenced by stakeholders, trying to influence planners
• 40k decisions linked to relational survey data on planner-

sales relationships showing
• Cost of Good Relations: High energy × low competence = 

relying on engaging by inaccurate human over AI-DSS 
• Cost of Bad Relations: Low energy × high competence = 

underuse of valuable human insights, defaulting to AI-DSS.
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