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Pauser, S., and Wagner, U. (2018). “The dose makes the poison”: Investigating the 
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and the use of heuristics in decision making, Journal of Business Economics, 1-24,  
doi: 10.1007/s11573-016-0811-y.  
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facial expressions and customers impressions – an experimental study. Global Marketing 
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Pauser, S., and Wagner, U. (2020). Hearing what isn’t said: Measuring facial 
expressiveness and its impact on customer responses in real-time. Society for Marketing 
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proceedings in Paetz, F., et al. (2020). Report on the First Working Group Meeting of the 
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comprehensibility, physical appearance and acceptance of sign language avatars. EMAC 
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06.09.06.2018 (electronic proceedings USB).  
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Pauser, S., and Wagner, U. (2017). The charismatic salesperson: The effects of charisma 
training on customer responses in personal selling – An experimental study. Conference 
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Pauser, S., and Wagner, U. (2017). How to increase a salesperson’s charisma - Assessing 
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Pauser, S., Ebster, C. and Wagner, U. (2016). Charismatic selling: The impact of a 
charismatic salesperson on customers’ approach behaviors in personal selling – An 
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24.27.05.2016. (electronic proceedings USB).  

Pauser, S., Wagner, U. and Ebster, C. (2016). Charismatic selling: An investigation of 
charismatic nonverbal behaviors in personal selling. Global Marketing Conference 2016. 
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Pauser, S. (2016). Customer reactions to responsible business practices: An investigation of 
SMEs across industries. Proceedings of Conference on Business Ethics and 
Competitiveness in SMEs. Vienna (Austria), 14.-16.11.2016. 70-73.  
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