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     A B S T R A C T    A R T I C L E  I N F O

Introduction: This study aims to analyze how the existence of branchless banking in 
rural areas affects the economic behavior of the micro and small business households, 
and vice versa. Background Problem:  Within the framework at inclusive finance 
program, Indonesia has implemented the branchless banking model. However, the 
impact of the branchless banking system to micro and small business household has 
not discussed yet. Research Method: The research was conducted in Bogor District, 
with many remote villages adjacent to Jakarta, a capital city of Indonesia. A total of 97 
samples of micro and small business households were selected from 13 sub-districts. 
The estimation was conducted using 2SLS method. The model describes the existing 
condition that explains the uniqueness of the economic behavior of the micro and 
small business households in a branchless banking system. Novelty: Studies related 
to branchless banking generally analyzed from the perspective of banking institutions. 
However, this study focusses on supply side, namely it analyzDe the household 
economic behavior using simultaneously equation model. Findings: The results 
show that the presence of branchless banking agents, as measured by the value of the 
transactions conducted by the households, have little effect on the economic behavior 
of the micro and small business households. On the other hand, the economic behavior 
variables which are expected to affect the value of the transactions do not occur. The 
results explain that the utilization of the banking services provided through agents in 
the branchless banking system is in the form of payment transactions. In addition, the 
presence of branchless banking in rural areas has not affected production activities 
and vice versa. Conclusion: This study suggests a further study to find out the 
factors that make business actors unwilling to perform financial transactions related 
to their production activities through branchless banking agents.This study aims to 
analyze how the existence of branchless banking in rural areas affects the economic 
behavior of the micro and small business households, and vice versa. The analysis is 
based on the economic behavior model of an agricultural household, where there is 
a relationship between production and consumption decisions, using a simultaneous 
equation model. The research was conductedin Bogor District, with many remote 
villages adjacent to Jakarta, a capital city of Indonesia. A total of 97 samples of micro 
and small business households were selectedfrom 13 sub-districts. The estimation 
was conducted using 2SLS method. The model describes the existing condition that 
explains the uniqueness of the economic behavior of the micro and small business 
households in a branchless banking system. The results show thatthe presence of 
branchless banking agents, as measured by the value of the transactions conducted 
by the households,have little effect on the economic behavior of the micro and 
smallbusiness households.On the otherhand, the economic behavior variables which 
are expected to affect the value of the transactions do not occur.The results explain 
that the utilization of the banking services provided through agents in the branchless 
banking system is in the form of payment transactions. In addition, the presence of 
branchless banking in rural areas has not affected production activitiesand vice 
versa. Therefore, this study suggests a further study to find out the factors that make 
business actors unwilling to perform financial transactions related to their production 
activities through branchless banking agents.
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Introduction: This study examines the influence of accountability pressure toward information search behavior and the subsequent tax recommendation. Background Problem: Prior research has shown that tax consultants are subject to confirmation bias during their information search when providing recommendations to their clients. Nevertheless, less attention has been given to identifying boundary condition or mitigating factors. This study proposes accountability pressure to mitigate such bias. Novelty: This study broadens the understanding of the effect of different accountability pressures on an individual’s effort and judgement making.  Research Method: The research was conducted by an experimental approach using a 1x2 between-subjects design using an Internet-based instrument. Accountability pressure is manipulated into 2 levels (strong or weak). The experiment involved 82 tax professionals. Findings: The results show that accountability pressures influence the depth of the consultant information search. That is, a tax consultant those faced a high accountability pressure performed a deep search, while those who faced a weak accountability pressure conducted a shallow search. Then, a deep search leads to more conservative recommendations, while a shallow search leads to an aggressive recommendation. Furthermore, the results of interaction and simple effect tests show that the information search depth can mitigate confirmation bias occurred during information search processes. Conclusion: These findings imply that accountability within the organization needs to get more attention from tax consultants. While any prior research found that confirmation bias was proofed to have pervasive character and hard to be eliminated,  this study pointed out that the accountability pressure could mitigate such bias.
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1. INTRODUCTION

A tax consultant has two roles in a taxation 
system, which areas the agent of the government 
(enforcer) and the advocate for the client 
(exploiter) (Klepper et al., 1991). A tax 
professional is a decision maker who is goal-
oriented, with the aim of maintaining the client’s 
preference (Cuccia and McGill, 1990) while 
assisting to structurize the client’s transactions 
in a consistent matter at the client’s request 
(Klepper and Nagin, 1989). This advocating role 
makes judgments on tax decisions separate from 
other accounting domains, especially auditing 
(Roberts, 1998). Regarding to this role, American 
Institute of Certified Public Aaccountants (1995, 
2008) suggests that the advocation role should 
not ignore objectivity in an information search 
and evaluation.

Professional standards do not prohibit a 
tax consultant from acting, based on the clients’ 
interest,as long as there are proper supports 
for such a position. In fact, a tax consultant is 
viewed more as the client’s advocate and can 
interpret the law in the best interests of the 
client (AICPA, 1995, 2008). Ayers et al., (1989) 
found that the tax consultants are more pro-
taxpayers in their judgment when faced with 
ambiguous transactions. This bias could inhibit 
their ability to find the information objectively 
and subsequently lead to them making a biased 
decision (Bobek, Hageman and Hatfield, 2010; 
Kadous et al., 2008). A biased weighing of the 
evidence by tax professionals can unconsciously 
lead them to make a suboptimal decision (Kahle 
and White, 2004) and provide an improper tax 
recommendation (overaggressive) (Johnson, 
1993; Cloyd and Spilker, 1999). The tendency 
of decision makers to prefer and to weigh as 
more important, and assess as more relevant 
the information that supports their initial 
belief or the desired conclusion,is known as 
“confirmation bias” (Nisbett and Ross, 1980). 
Andre (2008) states that tax consultants are not 
immune to this bias. This condition potentially 
exposes the clients and the tax professionals to 
some sanctions from the government, or might 
lead to damaging their professional reputation 
(Cloyd and Spilker, 1999; Kadous et al., 2008).

Considering the potential risk of the 
confirmation bias, it is important to pay 
attention to mitigate such bias. Some prior 
researchers have offered various mechanisms 
for confirmation bias’s mitigation, such as 
the group process (Schulz-Hardt et al., 2000), 
decision maker experiences (Jones and Sugden, 
2001) and the use of judgment aids (Wheeler 
and Arunachalam, 2008), however, not all those 
mechanisms seemed effective. The one thing 
that had been forgotten by the priorresearchers 
was the bias identification type and how the 
bias can occur. Kennedy (1993) classified bias 
into two categories, whichare data-related bias 
and effort-related bias. The confirmatory bias 
is included in the effort-related bias; therefore 
the mitigation mechanism that induces the 
effort (effort-inducing) might be more effective. 
Accountability pressure is considered to be 
an effort-inducing mechanism.Accountability 
pressure is the pressure perceived by individuals 
to fulfill the requirements requested by the source 
of the accountability (the party to whom they 
are accountable) for the work assigned to them. 
Hence, this research proposesaccountability 
pressure as a bias mitigation mechanism 

Ditto and Lopez (1992) and Ditto et al. 
(2003) suggest that the effect of directional 
preference toward the behavior should con-
sider how the information is searched for and 
processed. Therefore, to get a deeper insight 
about how information search behavior 
influences tax recommendations, it is important 
to do some research about the factors which 
affect information search behavior, and their 
subsequent effect on tax recommendations. 
Although there are already several studies on the 
information search by tax professionals (Such as 
Cloyd and Spilker, 1999; Kadous et al., 2008), 
these studies only focus on the type of information 
search and ignore the depth of the information 
search. Solely focusingon the information 
search type restricts the understanding of the 
nature of any bias that may be incurred during 
the information search process. This research 
wants to broaden the prior research by testing 
both information search categories and their 
impact on tax recommendations. This research 
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aims to investigate the effect of accountability 
pressure on the information search depth and 
it’s effectiveness to mitigate the confirmation 
bias found in Misra et al., (2018a). Specifically, 
the objectives of this research are (1) to 
examine the effect of accountability pressure 
on the information search depth, and on the 
subsequent tax recommendation provided, and 
(2) to examine the interaction effect and the 
simple effect between the information search 
type and information search depthon the tax 
consultant’s recommendation, to describe how 
accountability pressure could mitigate the 
confirmation bias. 

This paper contributes to the existing 
literature in several ways. Firstly, this study 
broadens the understanding of the effect of 
different accountability pressures on an indi-
vidual’s effort and judgment making. Second, 
this research shows how a debiaser can mitigate 
a confirmation bias in the information search 
and evaluation processes. Finally, for the tax 
consultants’office, this study provides a deeper 
insight concerning fulfilling the supervision 
requirements which are stipulated  into the 
codes of ethics and the Professional Standards 
of Tax Consultants. With this, it will encourage 
tax consultants to balance their role as client 
advocates and government agents in a better 
way. For the government and the tax consultants 
association, this research will be beneficial as 
an input to the policymakers, particularly when 
related to the supervision and monitoring in a 
tax consultant’s office.

The paper follows with a literature review 
and hypothesis development, method, results, 
and discussion.

2. LITERATURE REVIEW AND HYPOTHESIS 
DEVELOPMENT

2.1	 The	Role	of	a	Tax	Consultant	and	Confir
ma toryBehavior

Among the various advisory services offered by  
accounting firm, the tax consultancy service has 
become one of the most important components. 
This service requires a high quality advice from 
tax professional (Andre, 2008). Furthermore, 

when a client needs advice, the tax consultant 
may face the possible situation of there being 
some uncertainty about the correct action for the 
client’s transaction. When facing this uncertainty, 
a tax consultant has to conduct research into the 
tax regulations, and if any cases have appeared 
previously in the tax court related to the client’s 
problems, until a solution is reached (Marshall 
et al., 1992). Considering the massive amount 
of cases on certain issues, and the limitation of 
time, Wheeler and Arunachalam (2008) suggest 
that a researcher consultant has to be selective in 
choosing the authoritative evidence which will 
be read and used as a consideration in making 
a judgment

Findings from the psychological research 
show that individuals tend to exhibit a bias when 
making a judgment and decision, or when veri-
fying an assumption. With this bias, people tend 
to limit their attention to the preferred hypothe-
sis, and tend to choose evidence or information 
which supports their beliefs. Thus, they search 
mostly in the positive cases, give more weight 
to confirmatory cases, and tend to  interpret in-
formation in ways that increase their confidence 
in favored hypothesis (Nickerson, 1998). Wason 
(1960) and Nisbett and Ross (1980) explain this 
situation as “confirmation bias”.

Consistent with findings in the psychology 
and other accountingdomains (especially in 
auditing), research about tax professionals 
has also found confirmatory bias in several 
tax settings. The previous researchers such 
as Johnson (1993), Cloyd and Spilker (1999), 
Kadous et al.(2008) and Cloyd et al. (2012) 
found that duringresearch into a client’s issues, 
tax professionals tend to focus their search on 
the positive cases anddiscount the negative ones, 
even  to the point of improper aggressiveness. A 
positive case is a case that leads to a consistent 
conclusion for the client’s tax position, while 
a negative one is a case which leads to an 
opposite conclusion to the preferred tax position 
suggested by the client.  As suggested by Kadous 
et al. (2008), confirmation bias might cause a 
suboptimal judgment and expose the client and 
tax consultant  to several risks, such as sanctions 
from those in authority and damage to their 
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professional reputation. Therefore, the bias 
should be mitigated.

2.2 Accountability Pressure

Lerner and Tetlock (1999) define accountability 
as individual expectation, and that they probably 
will be asked to justify their behavior to the 
audience. A similar definition is provided by 
Turner (2001), who defines accountability as an 
obligation to justify someone’s position in front 
of someone important. DeZoort et al. (2006) 
present two theoretical perspectives to explain 
why accountability pressure influences the 
judgment of the decision maker. First, Schlenker 
and Leary (1982) discuss the social anxiety 
created when accountability pressure appears. 
They conceptualize the accountability-based 
anxiety using a model of “self-attention” from 
Carver (1979), in this case, self-attention raises 
a concern about the standard perception of 
behavior. Second, Tetlock (1992) proposed the 
social contingencies model which implies that 
accountability pressure may stimulate the need 
for political motivationto maintain a positive 
imagefor the important evaluative constituent. 

Gibbins and Newton (1994) implied 
that there are three parts to the process of 
psychological mechanisms behind accoun-
tability pressure. First, individuals must be 

aware of this pressure. Second, awareness must 
direct the individuals to get approval or to avoid 
sanctions. Last, an individual must become 
involved in cognitive strategies to achieve their 
goals.

The prior literature also considers that 
accountability is a complex construction with 
several different levels, which has the power 
to influence a person’s judgment and decision 
making. Lerner and Tetlock (1999) show the 
need for these researchers to consider the 
empirical differences among some types of 
accountability, which are(1) the attendance 
of someone else (i.e, a participant expecting 
to observe a performance, (2) identifiability 
(i.e, the participant expecting any follow-up 
dealing with their performance achievements), 
(3) reason-giving (participant can be expected 
to justify their actions toward other people), 
and (4) evaluation (participant expected that 
there are several asssesments in measuring the 
performance). DeZoort et al. (2006) classify the 
first two types as weak accountability pressure 
and the rest of the types as strong accountability 
pressure. 

2.3 Hypothesis Development

Figure 1 below is the research framework 
for the development of the hypotheses. This 

Figure 1. Research Framework 
Figure 1. Research Framework  
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research focuses on examining the role of the 
accountability mechanism to mitigate the 
confirmation bias as shown by Misra et al. 
(2018a).

2.4 Accountability Pressure Strength and 
Infor mation Search Depth

Gibbins and Newton (1994) state that there are 
three psychological mechanisms behind the 
accountability pressure, that is, the individual 
has to recognize the existence of the pressure, 
then, the recognition leads the individual to 
get the approval, or avoid the sanction, and 
the individual will be committed to acognitive 
strategy to reach her/his purpose. Gibbins and 
Newton’s(1994) explanation is relevant to define 
accountability in the working environment of tax 
consultants due tovarious reasons. First, the tax 
consultant’s staff recognize the accountability 
pressure from their supervisor. Second, the 
consultant pays attention to the sanctions which 
may be issued by the government if his/her 
performance is not in accord with the applicable 
regulations. Meanwhile, the consultant’s staff pay 
attention to the need to get approval from their 
supervisor for the result of their work. The last 
one, based on Tetlock (1985) refers to someone 
who is under accountability pressure, and will 
make any effort to achieve their objectives. 

Tetlock et al. (1989) states that one of the 
ways to answer the accountability demand is to 
let more cognitive effort out, such as thinking ac-
curately about the alternatives or using a deeper 
and more detail analytical technique. DeZoort et 
al. (2006) state that in an ambiguoussetting, any 
increment in accountability pressure willincrea-
seawareness, and motivate the auditor to make a 
positive impression on the evaluative audience. 
Hoffman and Patton (1997) found that justifica-
tion pressure leads to a more conservative risk 
and fraud evaluation. 

Psychological research implies that acco-
un tability pressure can motivate someone to 
use more cognitive effort (Tetlock 1983). This 
is part of the result of someone’s attention 
toward the personal consequences. Simonson 
and Staw (1992) state that an individual, in 

an accountability condition,will increase their 
cognitive effort and involve themselves in a more 
comprehensive processing of the information. 
Individuals in the accountability environment 
also shown more attention to self-criticism and 
carefully analyze all the relevant information 
which is available to them (Lerner and Tetlock, 
1999). In general, the accountability literature 
implies that an accountable subject leads to 
more effort than the non-accountable subjects 
put out. For example, DeZoort et al. (2006) found 
that astronger accountability pressure positively 
related to the time spent to conduct a task, to 
making a longer explanation of their judgment, 
and to consideringqualitative materiality 
factors. Cloyd (1997) found that the feedback 
pressure increased the amount of time spent 
by tax professionals searching and evaluating 
information in their tax research assignments. 
The findings of the accountability effect toward 
the information search depth are also shown by 
Olvera (2012), Chen et al. (1996), and Raush and 
Brauneis (2015).  

The explanation and findings imply that 
when the staff conduct a search for information 
under accountability pressure from their 
supervisor, they will be involved at a different 
effort level, which in this research is referred 
to as the informationsearch depth. Therefore, 
it could be predicted that staff under stronger 
accountability pressure will be involved in a 
deeper search, while the staff underweak acco-
untability pressure will undertakea shallow 
search. The information search depth is 
manifested by the duration spent reviewing all 
the provided information and the information 
items used as guidance in providing a 
recommendation. This explanation leads to 
Hypothesis 1 (H1) below:
H1: Tax consultant staff who receive strong accoun-

tability pressure will spend more time and 
save more information items,rather than those 
who receiveweak accountability pressure. 

2.5 Information Search Depth and Tax 
Recom mendation

The previous research (i.e DeZoort et al., 2006; 
Kennedy,1993; Ashton, 1992; Cloyd, 1997) have 
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shown the effect of accountability pressure 
on performance. DeZoort et al. (2006) found 
that when accountability pressure increases, 
an auditor will exert more effort into making a 
materiality judgment, which results in a more 
conservative judgment and a lower variability 
in the judgment. Other studies show that 
accountability pressure decreases the auditors’ 
judgment bias (Kennedy, 1993) and increases 
the auditors’ judgment accuracy (Ashton,1992). 
Cloyd (1997) argues that once more effort is 
expended on a case, a more productive searching 
strategy will be found, and as consequence, it 
will enable someone to identify the relevant 
information more easily. The result of his study 
supports the argument by finding out that 
anincrease in the effort’s duration, which can 
be attributed to accountability manipulation, 
increases the effectiveness of the information 
search process. 

The first hypothesis states that the tax 
consultant staff under a higher accountability 
pressure condition,will search for more 
information rather than the tax consultant under 
a lower accountability pressure condition. This 
assertion can be broadly based on the findings 
of prior research (such as by Olvera, 2012; Cloyd 
et al., 2012), in this case, a tax consultant using 
a deeper information search will acquire more 
information, both supporting and opposingthe 
client’s preferences. This condition will lead 
the tax consultant to make a more careful 
and conservative recommendation. However, 
the consultant who is involved in a shallow 
information search has less information to make 
a judgment, and most of it isinformationthat 
is consistent with the client’s preference. This 
situation subsequently leads them to  suggest 
a more aggressive tax recommendation. It 
means that the depth of the information 
search influences the tax professional’s re-
com    mendations. This explanation leads to 
Hypothesis 2 (H2) as follows:
H2: The longer the search duration and the greater 

the number of items saved by staff during the 
information search process are negatively 
related to the tax recommendation.

2.6 Information Search Type, Information 
Search Depth, and Tax Consultant’s 
Recom mendations

To gain a deeper understanding about how 
directional preferences affect the exhibited 
behavior, it is necessary to consider how 
information is searched for and processed 
(Ditto and Lopez, 1992; Ditto et al., 2003). Hales 
(2007) states that an understanding of the basic 
determinants of information processing helps to 
provide a better understanding about what kind 
of conditions might trigger a judgmental bias, 
and what conditions make it worse or mitigate 
it. Andre (2008) states that understanding 
information processing will facilitate the 
mitigation efforts toward confirmation bias 
that arise during the information search and 
evaluation. As a result, it is expected to prevent 
tax consultants from providing inappropriate 
recommendations.

The information search type shows the 
confirmation bias level they are experiencing. 
The consultants who are involved in a decision-
focused search are the consultants with a stronger 
confirmation bias, while the consultants involved 
in information-focused searches represent a 
weaker bias or an unbiased situation. Previous 
studies such as by Kennedy (1993), Schafer and 
Schafer (2009) and De Zoort et. al (2006) found 
that accountability successfully mitigated the 
bias experienced by professional accountants in 
searching and evaluating information. Based on 
the explanations of Ditto and Lopez, 1992; Ditto 
et al., 2003 and the above empirical findings, 
Hypothesis 3 (H3) is formulated as follows:
H3:  The information search depth moderates the 

effect of the information search types toward 
the tax recommendation

Olvera (2012) classified the type of 
information search into two categories: infor-
mation-focused and decision-focuced. Based 
on that classification, Misra et al., (2018a) 
predicted and found that tax consultants who 
receive a tax preferred position explicitly 
from their clients engaged in an information-
focused search, while tax consultants who 
receive preference statements implicitly will 



Journal of Indonesian Economy and Business, Vol. 34, No. 1, 2019

81

make a decision-focused information search. 
Consultants who are involved in a decision-
focused information search will pay greater 
attention to any information that supports 
their client’s preferences. This tendency 
shows that they engage in a confirmatory 
bias during the information search process. 
Furthermore, cconsultants who are involved 
in a biased and shallow information search are 
predicted to consider information that supports 
their client’s preferences as being the most 
important. Consequently, they tend to discredit 
or discount information that is contradictory 
to the client’s preferences, since the main focus 
of their information search is their client’s 
preference. Therefore, tax recommendations 
from consultants with a decision-focused and 
shallow search will closely approach the facts 
and support the evidence presented by the 
client. However, when consultants are engaged 
in a decision-focused and deep search, referring 
to the accountability demands they face from 
supervisors, they exert greater cognitive efforts 
in their information search, to avoid potential 
errors in the judgment they made. Thus, in 
providing tax recommendations the consultant 
will consider the evidence or information in a 
more comprehensive and balanced manner. As 
a result, these tax consultants provide a more 
conservative recommendations than consultants 
involved in a decision-focused and shallow 
information search. This explanation leads to 
Hypothesis 3a (H3a), as follows:
H3a:  When a consultant is involved in a decision-

focused search, there will be a large difference 
in the tax recommendation between the 
consultant undertaking a shallow search and 
the consultant conducting a deeper search.

 
Misra et al., (2018a) also found that tax 

consultants who received explicit statements 
about client preferences performed an 
information-focused search.This type of search 
can be interpreted as a search for various 
bits of information during their information 
search process. Consultants who performed 
an information-focused search followed by a 
shallow search should already have sufficient 

information as the basis for the recommendations 
they will provide. However, consultants who 
carry out an information-focused search 
complement by a deep information search may 
have obtained a wider variety of information, 
and more detailed information, during their 
information search process. According to 
Olvera (2012), professionals involved in this 
search condition not only get information with 
content that supports their judgment, but also 
show content that reflects their efforts. Due to 
an unbiased information search and sufficient 
information being held by the tax professional 
to make a proper recommendation, Hypotheses 
3bis formulated as follows:
H3b: When the consultant is engaged in an 

information-focused search, there will be a 
smaller difference in the tax recommendation 
between the consultant conducting a shallow 
search and the consultant employing a deeper 
search.

3. RESEARCH METHOD

3.1 Research Design

A controlled laboratory experiment was con-
ducted to test the hypotheses,using a 1 x 2 be-
tween-subjects design. The independent variable 
isthe accountability pressure (strong or weak). 
Given the type of information search which con-
tains confirmation bias,as experienced by the 
participants during the information search pro-
cess, this study was able to examine the influence 
of accountability pressure on information search 
behavior, and whether such behavior affects tax 
recommendations. The experiment is conducted 
using a web-based instrument. Prior to perform-
ing the experiment, a focused group discussion 
and a series of pilot tests were conducted to ve-
rify the validity and reliability requirements of 
the research instrument.  

3.2 Experimental Task and Procedures
The task concerns corporate taxation and 
whether several accounts can be taken as 
deductions. The task specifically relates to 
tax research, i. e., collecting and assessing tax 
evidence in relation to a tax reporting issue. The 
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participants performed the task by providing 
advice toward the client’s fiscal reconciliation 
draft. The task contains tax issues that are often 
decided at tax audit findings or are subject to 
correction by the tax authorities. Cases are 
developed hypothetically by abstracting the 
real cases and other inputs which are relevant 
to the purpose of the study. The experimental 
task of searching for information items is built 
by studying the tax court cases obtained from 
the tax court’s decision directory. The cases can 
be accessed through the official website of the 
Indonesian Supreme Court1. Each case is written 
in similar style to the actual tax court’s decree.

The experiment was conducted on an 
internet-based basis and the research was 
designed by a computer-assisted randomization, 
through systems which are built into research 
instruments. The participants get the access 
code to log-in to the experimental instrument 
site. From the main menu on the research 
instrument, the participants can access 
assignment memos, client facts, case databases 
and notebooks. They are allowed to search for 
information from a database that is available 
for 30 minutes. During the search period, the 
participants can review: (1) an assignment 
memo, (2) an overview of a meeting with clients, 
(3) client facts and (4) databases containing 
14 cases / information. After completing their 
information search, the participants were asked 
to report the strength of the recommendations 
they advised. Then, participants were asked to 
complete the demographic data and answer 
the manipulation check questions. Finally, the 
researcher delivered a debriefing.

3.3 Research Variables
The primarily focus of this research is into 
accountability pressure, information search 
depth and tax recommendations. However, since 
it is necessary to test how the confirmation bias 
happened, the influence of client preferences 
toward the information search type were tested 
first. Client preference is the client’s desire 
regarding their tax reporting position. Misra 

1 Cases can be accessed through https://putusan.mahkamahagung.
go.id/pengadilan/pengadilan-pajak.

et al., (2018a) examined the influence of client 
preference statements on the information 
search type.  They showed that tax consultants 
who received an implicit client preference 
exhibit a stronger confirmation bias (engaged 
in a decision-focused search type). This bias 
subsequently lead them to provide an aggressive 
recommendation. 

The accountability pressure is the pres-
sure perceived by individuals to fulfill the 
requirements requested by the source of the 
accountability (the party to whom they are 
accountable) for the work assigned to them. 
Accountability pressure arises when a judgment 
or decision must be justified to another party 
who is considered to be important (DeZoort et 
al., 2006).To manipulate accountability pressure, 
the participants were provided with a fictituous 
assignment memo indicating their supervisor’s 
pressure. The participants assigned to the 
“weak pressure” condition were given a memo 
containing a request to solve a tax issue without 
their identity becoming known (anonimity).  In 
contrast, the participants assigned to the “strong 
pressure” condition were given a memo stressing 
their supervisor’s pressure and requesting 
the participants’ identity and asked for their 
official feedback. The information search 
depth is measured by its duration and citation, 
while the tax recommendation was modified 
from Cloyd and Spilker (1999). The duration 
refers to the amount of time spent searching 
for information, both for information that is 
consistent and inconsistent with the client’s 
preference, while citation refers to information 
items cited to prepare the tax recommendation. 
Cloyd and Spilker (1999) measured the tax 
recommendation by requesting subjects to 
take a particular tax position on the client’s tax 
return at the range from -3 to +3.  This study 
modified that measure by dividing the excess 
claimed in the deductible expenses by the 
allowed expenses. To deliver the interaction 
and simple effect tests, the information search 
type tested in Misra et al., (2018) was included 
into the research framework (dashed line box 
in Picture 1). They split the information search 
into two levels: a decision-focused search and 
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an information-focused search. Meanwhile,the 
depth of the information search was classified 
into a deep search and a shallow search.These 
level classifications used a median-based split.
Furthermore, regarding the fact that some 
previous research (i.e., Cloyd 1995; Schafer, 
2007) had found that knowledge influenced the 
information’s search and evaluation process, 
this study inserted the knowledge variable into 
the model as a covariate. 

3.4 Participants and Manipulation Check

Libby et al. (2002) suggest that the researcher has 
to consider the requirements of the experiment to 
determine the proper participants. Professional 
tax consultants who work in the Tax Consultants 
Office (TCO) as well as those who work in the 
Certified Public Accountants Office (CPAO) and 
the Accounting Services Office are the subjects 
for this research. CPA offices is considered as an 
important part of tax advisory provider because 
they received a significant amount of revenue 
from tax services. Data shows that  about 20% 
to 25% (with the average is of 23%) of the total 
CPAO’s revenue come from tax services (Lee, 
2015; Big4, 2015). 

Participants are recruited by e-mail invi-
tation and by phone. The potential participants’ 
data was acquired from the Indonesian 
Tax Consultants’Association and the Public 
Accountants’Company directory. The subjects 
who are participating in the study should have 
a minimum of one year’s work experience. 
This requirement was applied to capture the 
subjects’ experience in solving clients’ tax issues. 
Data from the subjects who did not meet this 
requirement were dropped from the analysis.To 
ensure a proper control for  this experiment, the 
participants are told to complete the experimental 
task within an uninterrupted 40-minutes time-
frame. Manipulation checks were performed by 
asking the participants about their experiences 
during the experiment. Lastly,a debriefing was 
held for all the committed participants.

3.5 Data analysis

This research operationalizes the information 
search depth using two distinctive measures, 

which are its duration and citation. To test the 
first hypothesis, this study used Multivariate 
Analysis of Variance (MANCOVA) to compare 
the dependent measures (i.e information 
search depth) under an accountability pressure 
condition by considering the consultants’ 
knowledge as the covariate. To test the second 
hypothesis, this study conducted a regression 
analysis to examine the relationship of each 
search depth measure (duration and item) 
towards the tax recommendation. The third 
hypothesis was tested by using three measures 
for the information search type from Misra 
et al. (2018a) (rank, time and save) with the 
information search depth measures (duration 
and citation) using a median-based split. 
Rank refers to the amount of weight for 
consistent-information toward total weight, 
while time refers to time spent to prepare tax 
recommendation for consistent information 
divided by total time consumed. Lastly, save 
was measured by comparing information 
saved for consistent information divided by the 
total information item provided. The test was 
performed with Analysis of Variance (ANOVA) 
and SPSS syntax for ANOVA.

4.1 FINDINGS AND DISCUSSION

4.1 Participants and Manipulation Check 
Result

The participants in the study are tax professio-
nals employed at the Tax Consultants Office, 
the Certified Public Accountants Office and the 
Accounting Services Office. The participants 
completed an online experimental task. They 
started by opening the task website and logging-
in using a specified username and password. 
Out of the 172 usernames distributed, there are 
122 participants who have ever logged in to the 
system. From that number, only 87 participants 
finished the task and had their data recorded into 
the system. Based on the manipulation check 
test, five participants failed to give a proper 
response so their data were eliminated, resulting 
in 82 usable responses. Out of 82 participants, 45 
are male (58.88%) and the other 37 are female 
(45.12%). They have various levels of education, 
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ranging from a diploma degree (two persons) 
to a Ph.D. degree (three persons). The average 
working experience of the participants is 76.33 
months, or 6.4 years, with the average age being 
34.61 years old. Based on their affiliations, 40 
participants work in the CPAO (48.78%), 24 
work at the Tax Consultants Office (29.26%) 
and 18 were from the Accounting Services 
Office (21.96%). It was also found that there 
was no difference in the subjects’ characteristics 
among the experimental treament (cell). This 
result suggest that the randomization was 

effective. Table 1 below shows the result of the 
manipulation checks.

4.2 Statistics Descriptive and Result of 
Hypo thesis Testing

Hypothesis 1 aims to examine the effects of 
accountability pressure on the depth of the 
information search. The information search 
depth is measured by the amount of time spent 
to search for and evaluate the information 
(duration) and the amount of information 
cited as a reference in the subsequent tax 

Table 1. Result of Manipulation Check (Overall)

Panel A. Client Preference
Categorical Manipulation Checks

Client Preference
Implicit (N= 45) Explicit (N= 42)

Number of Correct Responses 43 39

Percentage of Correct Responses 95.55 92.85

Scale-based Manipulation Checks
Client Preference

Implicit (N=43) Explicit 
(N=39) df T Sig

Mean (DS) 2.53 (0.847) 3.92 (0.823) 80 7.560 0.000

Panel B. Accountability Pressure
Categorical Manipulation Checks

Accountability Pressure
Strong (N= 44) Weak (N= 43)

Number of Correct Respon 41 41
Percentage of Correct Respon 93.18 95.34

Scale-based Manipulation Checks
Accountability Pressure

Strong (N=44) Weak(N=39) df T Sig
Mean(DS) 4.39 (0.145) 2.64 (0.123) 80 8.734 0.000

Table 2. Mean and Deviation Standard of the Information Search Depth

AccountablePressure Mean Standard 
Deviation Participants Marginal Mean

Duration 
0 427.59 230.878 41 426.65
1 614.44 292.285 41 615.37
Total 521.01 278.114 82

Citation
0 7.51 1.846 41 7.503
1 9.95 2.469 41 9.960
Total 8.73 2.490 82

MANOVA results show a significant multivariate primary effect (Pillai’s Trace = 0.310, F = 17.779, p-value = 
0.000). The MANOVA model with the aggressiveness of the tax recommendation as its dependent variable is 
presented in the following table.
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recommendation (citation). In addition to the 
independent variables, the testing of Hypothesis 
1involves knowledge as the covariate in the 
model. The MANOVA assumptions test for 
Hypothesis 1 shows support for all the required 
assumptions. The participants’ responses are 
described in Table 2 below.

From Table 2, it can be seen that the 
consultants who were under weak accountability 
pressure spent, on average 426.65 seconds 
searching and studying the available infor-
mation, while the consultants under strong 
accountability pressure spent an average of 
615.37 seconds. From the MANOVA model, as 
presented in Table 3, the difference (the main 
effect of accountability pressure) is statistically 
significant (F = 10.347; p = 0.002). Furthermore, 
the descriptive statistics of the citation reflecting 
the amount of information cited as a reference 
in the making of the recommendation shows 
consistent results with the duration measure. 
Table 2 shows that consultants who worked 
under weak accountability pressure cited 7.503 
information items in average, while consultants 
under strong accountability pressure  averagely 
cited for 9,960 information  items. As can be 
seen in Table 3, the difference (the main effect 
of accountability pressure) is statistically 
significant (F = 25.627; p-value = 0.000). These 
results indicate support for Hypothesis 1 for the 
citation measure. Based on the descriptive and 
statistical descriptions above, it can be concluded 
that accountability pressure significantly affects 
the information search depth after controlling 
for the participant’s knowledge. These findings 
indicate support for Hypothesis 1 (H1) that 
predicted consultant staff who received strong 
accountability pressure will spend more time 
and save more information items rather than tax 

consultants who work underweak accountability 
pressure. Hypothesis 2 predicts the effect of 
the depth of the information search on tax 
consultants’ recommendations. Consultants 
who performed a shallow search will provide 
more aggressive tax recommendations to clients 
than consultants who performed a deep search. 
This prediction indicates a negative relationship 
between the information search depth and 
the aggressiveness level of the suggested tax 
recommendation. Considering the potential of 
multicollinearity between the two measures 
(duration and citation), then there will be 
two regression tests. The results of a simple 
regression test are presented in Table 4 below.

As can be seen from Table 4, both the 
measures for the information search depth 
(duration and citation) significantly influence 
the tax recommendation. The duration measure 
shows a t-stat of -3.033 (p = 0.003), and the 
citation measure shows a t-stat of-3.873 (p = 
0.000). Table 4 also shows that there is a negative 
relationship between these two measures for 
the search depth and the tax recommendations 
given. These findings indicate support for 
Hypothesis 2 (H2) that predicts a longer search 
duration and greater number of items cited by 
staff during the information search process 
are negatively related to the subsequent tax 
recommendation

Hypothesis 3 predicts that the infor-
mation search depth moderates the effect 
of the information search types on the tax 
recommendation prepared by tax consultants. 
There are six combinations of interaction 
between the three measures for the information 
search types (rank, time and save) in Misra et al., 
(2018) with two measures for the information 
search depth (duration and citation), that are: 

Table 3.  Between-Subject Effect of Information Search Depth

Source Account Pressure Df Mean Square F Sig.

Intercept Duration 1 861654.593 12.291 0.001
Citation 1 264.901 55.202 0.000

Knowledge Duration 1 11017.500 0.157 0.693
Citation 1 1.045 0.218 0.642

Account Pressure Duration 1 725424.670 10.347 0.002
Citation 1 122.979 25.627 0.000
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rank and duration, time and duration, save and 
duration, rank and citation, time and citation and 
save and citation. The conclusion of the ANOVA 
test results are as shown in Table 5 below:

Based on the data presented in Table 5, 
it can be concluded that of the six forms of 
interaction, there are two combinations that 
show a significant effect from their interaction 
(ranking*citation and time*citation). Meanwhile, 
two combinations showed marginal significant 
effects (save*duration and save*citation) and the 
other two interactions were insignificant. This 
finding indicates partial support for Hypothesis 
3.

Since the results of Hypothesis 3 indicate 
the presence of significant interaction effects on 
two independent variable combinations, testing 
for hypotheses H3a and H3b can be continued. 
Testing for H3a and H3b aims to see whether 
there are differences in the tax recommendations 
provided between consultants performing a 

shallow search and those doing a deep search, 
when the consultants are engaged in one type 
of search of information (decision-focused or 
information-focused). Descriptive statistics of 
the rank and citation measure interaction tests 
are presented as follows.

As can be seen from Table 6, there is a 
difference in the tax recommendations between 
tax consultants who conduct a shallow search 
and a deep search in a decision-focused search 
condition (F = 26.267; p = 0.000). These results 
indicate support for H3a. From Table 4.6,the 
result of the simple effect test in an information-
focused condition can also be seen. It shows that 
there is no difference in the tax recommendations  
between consultants conducting a shallow 
search or a deep search (F = 2.356; p = 0.129). 
This result shows support for Hypothesis 3b.

Meanwhile, descriptive statistics for the 
interaction of time (search type) and citation 
(search depth) are presented as follows:

Table 4. Simple Regression Results (H2)

Duration Citation

Standardized Beta t-stat
value

one-tailed
p-value Standardized Beta t-stat

value
one-tailed

p-value
Intercept 11.519 0.000 9.034 0.000
Duration -0.321 -3.033 0.003
Citation -0.397 -3.873 0.000
R2 0.103 0.158

Table 5.  Summary of Anova Test for Interaction Effect between Measures

No Variable Combination Score F Score-p Conclusion
1. Rank*Duration 0.068 0.794 Not Significant
2. Time*Duration 1.218 0.273 Not Significant
3. Save*Duration 3.363 0.071* Marginally Significant
4. Rank*Citation 6.445 0.013** Significant
5. Time*Citation 8.435 0.005** Significant
6. Save*Citation 2.839 0.096* Marginally Significant

Description: ** sig at p <0.05; * sig at p <0.1

Table 6. Univarate test for rank*citation

Rank Sum of Squares df Mean Square F Sig.

0
Contrast 1.,023 1 1.023 26.267 0.000
Error 3.,037 78 0.039

1
Contrast 0.092 1 0.092 2.356 0.129
Error 3.,037 78 0.039
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As can be seen from Table 7, there are 
differences in the tax recommendations between 
tax consultants who conduct a shallow search and 
those who perform a deep search in a decision-
focused search condition (F = 31.660; p = 0.000). 
This result suggests support for H3a. Table 7 
also provides the result of the simple effect test 
for the information-focused condition. It shows 
that there is no significant difference in the tax 
recommendation between the consultants with 
a shallow search and a deep search(F = 2.308; 
p = 0.133). This result indicates support for 
Hypothesis 3b.

5. DISCUSSION

Among the advisory service offered by accounting 
firm, tax consulting services represents a 
significant component and requires high quality 
advice (Andre, 2008). Given the uncertainty 
faced by a client’s tax condition and position, 
the tax professional must conduct research and 
should have the ability to localize the relevant 
evidence, or authorities, in support of the 
judgments made (Marshall et al., 1992). Rose and 
Wolfe (2000) suggest that the potential overload 
of information (information overload) is one 
of the characteristics of the tax professional’s 
environment. Considering the massive number 
of cases on certain issues, and the time 
constraints, the research consultant should be 
selective in choosing authoritative evidence 
to be read and used for consideration in their 
judgment making (Wheeler and Arunachalam, 
2008). Therefore, tax professionals need to gain 
a balanced view of the evidence and information, 
and do not focus preferentially on one condition 
that supports the preferred tax position, by 
ignoring the other. However, previous research 
(such as Cloyd and Spilker, 1999; Kadous et 

al., 2008; Wheeler and Arunachalam, 2008) 
showed that tax professionals may be engaged 
in a confirmation bias during their information 
search and judgment process. It means they 
placed more emphasis on information which 
is consistent with their client’s preference and 
discounted contrary information. Considering 
the risk potential due to the confirmation bias 
being exhibited, such bias and/or its effect 
should be mitigated.   

The findings of this study, as described in 
the previous section, show that accountability 
pressure from supervisors influences the 
information search depth, after controlling 
for the effects of the knowledge factor. These 
findings indicate that the accountability 
pressures provide an effective mechanism to 
induce participants’ cognitive efforts in their 
information search process. Participants in a 
high accountability pressure condition (official 
feedback) search the information to a greater 
depth and pay more attention to information in a 
more detailed and broader way than participants 
in weak accountability conditions (anonymity). 
This result suggest that tax consultants are 
aware of the accountability pressures they face. 
Moreover, this awareness leads them to obtain 
approval and/or avoid sanctions, and exert more 
cognitive efforts. The result is consistent with 
the expectation that the search behavior (i.e., 
information search depth) of those in the high 
accountability pressure condition and those in 
the weak accountability pressure do differ. This 
finding is consistent with the social contingency 
model proposed by Tetlock (1992) and the 
self-attention model by Carver (1979),where 
accountability pressure motivates an individual 
into a greater cognitive effort. This finding was 
confirmed by some previous research (e.g., 
DeZoort et al., 2006; Raush and Brauneis, 2015) 

Table 7. Univarate test for time*citation

Time Sum of Squares Df Mean 
Square F Sig.

0 Contrast 1.152 1 1.152 31.660 0.000
Error 2.838 78 0.036

1 Contrast 0.084 1 0.084 2.308 0.133
Error 2,838 78 0.036
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that found accountable subjects employ more 
cognitive effort than non-accountable subjects. 

Furthermore, the results indicate that the 
information search depth is negatively related 
to the tax recommendation. That is, a tax 
professional who performed a deep information 
search (shown by more time spent searching 
for information and citing more information 
when preparing his/her recommendations) 
provide more conservative (less aggressive) tax 
recommendations than those who performed 
a shallow search. The result indicated that a 
tax recommendation is strongly influenced 
by the depth of the information search. Tax 
consultants who performed a deep search are 
assumed to have already obtained sufficient 
and more balanced information. Furthermore, 
this condition leads them to consider all types 
of information during the preparation of their 
recommendations, which results in more 
conservative advice.On the other hand, a tax 
consultant who performes a shallow search 
tends to follow the client-preferred tax position. 
This findings contradicts  Olvera (2012), who 
found that the information search depth does 
not influence the documentation’s quality. She 
found that there is no difference in auditors’ 
documentation quality between participants 
who perform a deep search and those who 
conduct a shallow search.  

Andre (2008) states that an understanding 
of the processing of the information will facilitate 
efforts to mitigate the confirmatory bias that 
arises during the information search and 
evaluation. Previous studies such as Kennedy 
(1993), Schafer and Schafer (2009) and DeZoort 
et al. (2006) found that accountability may 
mitigate bias in an auditor’s considerations, 
in various contexts of audit work. This study 
confirms these results.

The results of Hypothesis 3’s testing show 
that two of the six forms of interaction between 
the search type measures and the search depth 
measures interact significantly. These findings 
indicate that the information search depth mo-
derates the relationship between information 
search types and tax recommendations. This 
result can be interpreted as a signal of account-

ability’s effectiveness in mitigating the confir-
mation bias. This finding implies a higher level 
of accountability will encourage a more complex 
and careful analysis of the available information.

Moreover, the results of the simple effect 
test of the two interactions (citation * rank and 
citation *time) show consistent results with the 
predictions (H3a and H3b). As predicted, the 
most aggressive tax recommendation occurs 
when the consultant is involved in a decision-
fo cused and shallow search. Meanwhile, con-
sultants involved in an information-focused 
search with a shallow search provide recom-
mendations that are not much different from 
consultants with a decision-focused search who 
conduct a deep search. The most conservative 
recommendations are shown by consultants 
with an information-focused and deep search. 
When the search type is information-focused, 
there is no significant difference between the 
deep and shallow searches. This finding im-
plies that the consultant can perform an effi-
cient search by not for feiting the quality of the 
given recommendations, when the consultant 
is not engaged in a biased search. In addition, 
though a tax consultant was engaged in a bi-
ased search, accountability pressure may play 
an important role to mitigate it through a deep 
information search. These findings suggest that 
internal accountability pressures, which lead 
tax consultants to perform a deep search is ef-
fective inmitigating the confirmation bias that 
occurs during the information search processes. 

Considering that the information search has 
long been recognized as an important component 
in the professional tasks of tax consultants, this 
study would like to reaffirm the importance 
of knowing how a client preferences their 
delivered,and how tax professionals respond 
their client’s preference request. Concern for 
that condition will help tax professionals to 
prapare an optimal tax recommendation.

6. CONCLUSIONS, IMPLICATIONS, AND 
LIMI  TATIONS

The study found accountability pressure influ-
ences tax consultants’ information search 
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behavior. These findings support the expla-
nation of the social contingency model from 
Lerner and Tetlock (1992). The results of 
this study are consistent with the findings 
of Cloyd (1997), DeZoort et al., (2006), and 
Raush and Brauneis (2015). The information 
search depth relates negatively to the given tax 
recommendations. A tax consultant who spends 
more time searching for information and who 
cites more items can be assumed to aquire more 
relevant and balanced information related to 
their client’s tax issue. Consequently, they make 
a more careful judgment when preparing their 
tax recommendation. As a result, they suggest 
a more conservative recommendation. In other 
word, tax consultants undertaking a deep search 
provide less aggressive recommendations than 
consultants involved in a shallow search.

Moreover, it was found that the information 
search depth moderated the relationship 
between the information search type and the 
tax recommendations provided. The results 
of Hypothesis 3 (H3) indicate that two of the 
six interactions have an effect. This finding 
implies that the information search depth, as 
a consequence of accountability pressure, can 
mitigate the negative effects of confirmation bias. 
Finally, this study shows that when consultants 
are involved in a decision-focused information 
search, the information search depth determines 
the tax recommendation. On the other hand, the 
search depth does not significantly influence 
tax recommendations when participants 
engage in an information-focused search. This 
finding implies that consultants can search 
more effectively and efficiently as long as they 
are not engaged in a confirmation bias when 
searching for information. The effectiveness 
of the evaluation of the information search is 
important to the consultant,due to the nature 
of their time-limited work. This study’s findings 
suggest that internal accountability pressure, 
stemming from the supervisors, is still effective 
as a mechanism to mitigate the confirmation 
bias experienced by tax professionals during 
their information search and judgment making. 

There are several limitations that can be 
identified from this study. First, the recom-

mendation process is not entirely self-employed, 
but involves a comprehensive group process, 
so it is possible that the group’s dynamics may 
eliminate or even reinforce an individual’s con-
firmation bias. Therefore, future research needs 
to consider the group process in examining the 
potential for confirmation bias in the search for 
information and making tax recommendations. 
Second, the participants searched for information 
from a limited database to resolve their clients’ 
tax issues. In practice, tax consultants may 
have almost unlimited access to information. 
Third, the study did not consider the effects 
of task characteristics (such as task structure 
and complexity) on the tax professionals’ job 
performance. O’Donnnel et al. (2005) state that 
task complexity is an important factor in the tax 
professionals’ work. Tax professionals routinely 
relate to the complexity of a task when making 
tax recommendations for their clients (Shields et 
al., 1995). Future research needs to investigate 
and /or control the task characteristics that may 
affect the individual’s performance.
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