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Abstract
This paper investigates the impact of sequential judgments on decision making.  Using NBA play-by-play data of over 1.2 million possessions from 6,538 games played during five seasons from 2006-2011, I examine the decisions of elite, highly-trained, and highly-monitored referees in potential “make-up call” situations to see if they may consciously or subconsciously be affected by sequential factors.  In particular, I analyze the probability of various judgment call turnovers on one team when a judgment call was recently made against the opposing team, using information on non-judgment turnovers to control for possible changes in player aggression and awareness.  Findings support a hypothesis of make-up calls, whether intentioned or not.  I also analyze situations in which the team of interest has itself recently been whistled for a judgment call.  Results do not support a hypothesis of make-up non-calls; i.e., that a referee is less likely to make a judgment call because a potentially incorrect call had recently been made on the same team.  This paper sheds light on an oft-suggested but seldom-studied type of bias and adds to the developing economics literature on referee bias in sports and sequential bias in general.
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A Short Biography of Dr. Paul Gift
Dr. Paul Gift is an Assistant Professor of Economics at Pepperdine University's Graziadio School of Business and Management in Los Angeles, California.  He earned a Ph.D. in Economics from UCLA, where he specialized in Econometrics, Industrial Organization, and Law and Economics. His research interests are in the areas of antitrust, sports economics, business ethics, and financial market reactions to new information.

Dr. Gift has served as a litigation consultant and management consultant for a wide variety of clients. As a litigation consultant, he provided expert witness support for antitrust and financial fraud cases involving monopolization, foreclosure, exclusive dealing, tying, bundling, horizontal price fixing, and estimation of economic damages. During this time, he worked on some of the largest antitrust cases in the United States. Dr. Gift has also worked as an economic advisor in the commercial real estate industry and as a management consultant in digital engagement and direct marketing.
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