Dr. M. C. Kaptein

CONTACT Maurits Clemens Kaptein \ Mobile: +31-06 21262211
INFORMATION Assistant Professor \ E-mail:
‘g‘srgzlli(;sg??t 13 } maurits @mauritskaptein.com
ymegen WWW: www.mauritskaptein.com
the Netherlands |
RESEARCH Research Methods, Treatment Personalization & Persuasion Profiles
INTERESTS Statistics & Research Methods, Online learning, Bandit problems,

Persuasion, Influence, Communication, Persuasion Profiles, Persuasive Technologies,
Marketing, (Online) Consumer Behavior, e-selling.

ACADEMIC Assistant Professor (Tenured) February 2016 to present
APPOINTMENTS Statistics and Research Methods, Tilburg University, Tilburg, the Netherlands.
o Current activities / working papers (selected):
— “The Bootstrap Bandit”, exploring resampling methods for Thompson sampling
in complex contextual bandit problems.
— “Lock in Feedback”, examination of the use of Lock in Amplification techniques
for dynamic pricing of product.
— “Online Generalized Linear Models, project examining online approximations
to the EstimationMaximization algorithm.
e Active in the Tilburg University & Technical University Eindhoven Data Science
Program.
e See www.nth-iteration.com for lab website.

Assistant Professor August 2014 to January 2016
Artificial Intelligence, Radboud University, Nijmegen, the Netherlands.
Donders Centre for Cognition.
e Track leader of the Web & Language Master Track.
e Development of new “Al at the Webscale” course.

Assistant Professor September 2012 to August 2014
Statistics and Research Methods, Tilburg University, Tilburg, the Netherlands.
e Selected papers (selected):
— Kaptein, M.C. (2014). The Use of Thompson Sampling to Increase Estimation
Precision. Behavior Research Methods, 47(2), 409-423.
— Kaptein, M.C. (2014). RStorm: Developing and Testing Streaming Algorithms
in R. R-Journal, 6(1), 123-132.
e Responsible for Bachelor level course “Analysis and Construction of Questionnaires”
(300+ Students), and Master level course “Multi-level models for categorical data”.

Postdoctoral Researcher September 2011 to December 2012
Aalto School of Economics, Marketing Department, Helsinki, Finland.
e Supervised by Prof. Petri Parvinen.
— “Dynamic Optimization of Profit Maximizing Sales Prices”, work on Bayesian
sequential learning of profit maximizing sales prices.
— “Adaptive e-selling”, project focussing on the real-time adaptation of persuasive
product advertisements online.

Distinguished MediaX Visiting Scholar 2009-2011, 4-5 months a year
Stanford University, Department of Communication, Stanford, CA, USA.
e Collaboration with Prof. Clifford Nass.
— “Persuasion Profiling”, several empirical studies on human responses to influence
strategies and persuasive communication. Work on the concept of persuasion
profiling.
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— “Similarity and Persuasion in Social Networks”, research project on the effects
of similarity and familiarity with nodes in ones social network on compliance to
persuasive communication.

PhD Student September 2008 to March 2012
Department of Industrial Design, Eindhoven University of Technology.
e Promotor: Prof. Emile Aarts.
e Co-promotors: Prof. Panos Markopoulos & Dr. Boris de Ruyter.

— “Personalised Persuasion in Ambient Intelligence”, PhD. thesis on on the effects
of personalising the choice of influence strategy in persuasive technologies. The
project combines both experimental studies as well as several field deployments
of a adaptive persuasive systems. Graduated with honours / cum laude.

— Persuasion Profiling featured in Wired US.

See: www.wired.com/magazine/2011/04/st_essay_persuasion_profiling/

EDUCATION Stanford University, Stanford, CA, USA.

Coursework, September 2009 to April 2011.

e During my stay as a distinguished MediaX visiting scholar at Stanford University I
have attended numerous graduate level methods and statistics courses (e.g.): Bayesian
Statistics, Time Series Analysis, Multi-level and Hierarchical Models.

Eindhoven University of Technology, Eindhoven, the Netherlands

PhD., Industrial Design, March 2012 (with honors).

Thesis Topic: “Personalized Persuasion in Ambient Intelligence”.
Promotor: Prof. Emile Aarts.

Co-promotors: Prof. Panos Markopoulos & Dr. Boris de Ruyter
Area of Study: Personalized persuasive communication.

PdEng., User System Interaction, September 2007.

e Thesis Topic: “The digital workbook: Methods and applications of online contextmapping”.

e Adyviser: Prof. Panos Markopoulos.

e Area of Study: Usage of the contextmapping procedure—a participatory design
method—in online environments.

University of Tilburg, Tilburg, the Netherlands

MS., Economic Psychology, June 2005.

e Thesis Topic: “An Exploration of Fad Products and Explanations for their Unusually
high Adoption Rates. ”

e Adviser: Prof. Fred van Raaij

e Area of Study: The emergence of Fads and Hypes. Quantitative analysis of factors
relating to product adoption.

BS., Economic Psychology, August 2004.

e Adviser: Prof. Fred van Raaij
e Area of Study: Economic Psychology. General Psychology introduction, marketing
communication, decision making.

University of Nijmegen, Nijmegen, the Netherlands

Minor Communication Science, September 2004.

e Area of Study: Additional Minor in Communication Science. Main focus on persuasive
communication and marketing communication.
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(Eds.), Persuasive Technology (pp. 94-105). Springer Berlin / Heidelberg.
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ARXIV [44] Kaptein, M.C. and Iannuzzi, D. (2015). Lock in Feedback in Sequential Experiments.
SUBMISSIONS http://arxiv.org/pdf/1502.00598.pdf

[45] Eckles, D. and Kaptein, M.C. (2014). Thompson Sampling with the Online Bootstrap.
http://arxiv.org/abs/1410.4009
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UNDER [47] Kaptein, M.C., & Tannuzzi, D. (2015). Lock in Feedback in Sequential Experiments.
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[48] Poyry, P., Kaptein, M.C., & Parvinen, P. (2015) Image-Motivated Pay What You Want
Price Decisions The Role of Customer Engagement. Journal of Business Research.

[49] Kaptein, M.C. (2015) Operative vs. Meta-Judgemental Measures in Interactive Marketing.
Journal of Research in Interactive Marketing.

[50] Ippel, L, Kaptein, M.C., & Vermunt, J. (2015). Streaming EM Approximation for
online Estimation of simple Multilevel Models. Psychometrika.
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WORKING PAPERS

OTHER
PUBLICATIONS

Books

MEDIA

GRANTS

TEACHING
EXPERIENCE

[51] Kaptein, M.C., & Eckles, D. Thompson Sampling with the Online Bootstrap. Statistics
and Computing.

[52] Kaptein, M.C., McFarland, R. & Parvinen, P. (2015). Persuasion Profiling: Dynamic
Adaptation of Promotional Web Content on the Fly.

[53] Kaptein, M. C., & Parvinen, P. (2015). Sequential Learning of Profit Maximizing
Sales Prices for Consumer Loans.

[54] Kaptein, M.C. (2012). Personalized Persuasion in Ambient Intelligence. PhD. thesis
at the Eindhoven University of Technology.

[55] Kaptein, M.C. (2007). The Digital Workbook: Methods and Applications of Online
Contextmapping. PdEng. thesis at the Eindhoven University of Technology

[56] Kaptein, M.C. (2005). An Exploration of Fad Products and Explanations for their
Unusually high Adoption Rates. Master Thesis at the University of Tilburg.

[57] Kaptein, M.C. & Robertson, J. (Forthcoming) Moderns Statistical Methods for Human
Computer Interaction. Springer, Berlin-Heidelberg. Expected January 2016.

[58] Kaptein, M.C. (Forthcoming) Wiskunde en het Web. Business Contact, Amsterdam.
Expected summer 2016.

[59] Kaptein, M.C. (2012). Digitale Verleiding: Hoe beinvloedingsprofielen de online
marketing op z’n kop zetten. Business Contact, Amsterdam, the Netherlands.
e Dutch popular book about my Ph.D. work.
o Currently in it’s fourth print (over 6000 copies sold).
e English Translation “Persuasion Profiling” published in April 2015.

Featured in popular media (selected):
e Speaker for “De Universiteit van Nederland” (link)
Personalized Persuasion (Volkskrant — 2014) (link)
Persuasion profiling (Wired — 2011) (link)
Interview Persuasion Profiling (Blink — 2012) (link)
Interview on “Digitale Verleiding” (Managementboek — 2012) (link)

FOM Valorisation grant
Grant for work on Lock-in Amplification.
PI: Prof. Dr. Davide lannuzzi (VU, Amsterdam). July 2015 (40k).

Donders Centre for Cognition Student Assistant Grant
Grant for a student assistant for software development. November 2014 (5k).

Aalto visiting Scholar Travel Grant
“Excellent visitors grant”, February 2012.
Visit to Aalto University school of Economics to lecture on the topic of persuasion
profiling (25k).

Qualified University Lecturer — “BKO” obtained in November 2014.
Radboud University, Nijmegen, the Netherlands.

Lecturer August 2014 to present

e Lecturer for the Master course “Al at a Webscale” .
e Lectures on Online Classification, Recommender Systems, Online Learning, etc.
e Part of 2 year master Artificial Intelligence program (30+ students).
o Fully responsible for the development of the course. Evaluated 8.5 out of 10.
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STUDENT
ADVISING
(SELECTION)

Tilburg University, Tilburg, the Netherlands.
Lecturer September 2012 to August 2014

e Lecturer for the courses “Multi-level models for categorical data” and “Analysis
and Construction of Questionnaires” .
e Lectures on the use of hierarchical models, cluster analysis & factor analysis.
e Teaching both Bachelor (350+) and Master level students.
e Average student evaluation 4.3 out of 5.
e Obtained Teaching Certificate (BKO)

Eindhoven University of Technology, Eindhoven, the Netherlands

Lecturer August 2011 to present

e Instructor for “Persuasive Technology”
e Full week course for post master program User System Interaction.
e [ectures and assignments on the topic of Persuasive Technology.

Aalto School of Economics, Helsinki, Finland.

Lecturer From October 2011 to April 2013

e Instructor for 23E52000: Sales Management.
e Lectures on e-selling and the use of persuasion in e-commerce.
e Student essay assignment on the differences between face-to-face persuasionand
human-computer persuasion.

Eindhoven University of Technology, Eindhoven, the Netherlands
Lecturer April 2007 to August 2010

e Instructor for “Quantitative Analysis Methods”.
e Lectures on parametric statistics and the use of analysis software (SPSS).
e Final analysis project concerned a re-analysis of a large usability study.

University of Tilburg, Tilburg, the Netherlands
Student Assistent August 2003 to August 2005

e Student Assistant on Several Research Method courses.
e Supervision of SPSS assignments.
e Small-scale lectures on research methods and parametric statistics.

Lianne Ippel MSc.,
Ph.D. Student Research Methods and Statistics. Supervision of Ph.D. Thesis “Bayesian
Online Estimation of Treatment Heterogeneity”. In progress. (Tilburg University)

Jasper van Whaa,
Master Student Artificial Intelligence “Interactive Reinforcement Learning”. Graduated
cum-laude. (Radboud Universiteit Nijmegen)

Vladimir Orekov,

Master Student Computer Science “Extensions of the PersuasionAPI algorithm”. Graduated

(8/20). (Eindhoven University of Technology)

Tess Speelpenning,
Master Student Human Technology Interaction. Supervision of Master Thesis project

“Your menu Choice: Exploring how tailored persuasive messaging influences the healthiness

of menu choices”. Graduated cum-laude. (Eindhoven University of Technology)

Deonne Casteneda,
Bachelor Student Computer Science and Engineering. Supervisor of Bachelor project
“Extending the Similarity-Attraction Effect: The Effects of When-Similarity in Computer-
Mediated Communication”. (Stanford University)
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PROFESSIONAL
SERVICE

PROFESSIONAL
EXPERIENCE &
APPOINTMENTS

PROFESSIONAL
MEMBERSHIPS

PUBLIC SERVICE

Referee Service (Selected)

— International Conference System Sciences (HICSS).
2012, 2013, 2014, 2015

— Journal of Interactive Marketing.

— British Journal of Mathematical Psychology.

— International Conference on Human Computer Interaction (CHI).
2010, 2011, 2012, 2013, 2014

— International Conference on Persuasive Technology (Persuasive).
2010, 2011, 2013, 2015

— Transaction on Interactive Intelligent Systems.

— Personal and Ubiquitous Computing.

PersuasionAPI / Science Rockstars, Amsterdam, the Netherlands
Founder, Owner, and Chief Scientist October 2011 to present

e Founder of a startup together with Arjan Haring, Jay de Groot, and Sjoerd Mulder.
e Provides an API for a set of machine learning algorithms to dynamically adapt
influence strategy selection to individual customers.
e Compay sold to Webpower B.V. in November 2014.
e Clients (e.g.): UPC, Booking.com, Rovio, KLM, NIBC, ING, G-Star, etc.
e http://www.sciencerockstars.com
http://www.persuasionapi.com
http://www.webpower.nl

Philips Research, Eindhoven, the Netherlands

Research Scientist September 2008 to August 2012

e Member of the Brain Body and Behaviour Group

e Research projects in collaboration with Philips DirectLife aimed at improving the
performance of their persuasive technology (the Philips Activity Monitor

e Supervisor: Dr. Boris de Ruyter

De Vos en Jansen Marktonderzoek, Nijmegen, the Netherlands

Research Development Manager September 2007 to September 2008

e Responsible for the development of new standardized research methods.

e Software engineer writing the online analysis software of the company. Implementing
(e.g.) linear regression and analysis of variance in PHP.

e Supervisor: Drs. Ronald Jansen

Vodafone Group R&D, Maastricht, the Netherlands

Customer Insight Specialist January 2007 to September 2007

e Member of the Customer Insight Group
e Development and implementation of digital research tools

Member of the ACM
Association for Computing Machinery.

Chairman of the board of the “Stichting Skateboarding Nijmegen”
e Chairman and end-responsible for a non-profit that runs an indoor skateboard park and
youth center called “Waalhalla Centrum” in the city of Nijmegen, the Netherlands.
e Turn-over of Waalhalla Centrum is around € 500.000, with five full time employees.

Active contributor to [R] packages
e RStorm author of a package for the development of online algorithms based on the
design of Storm. Released September 2013.
e nParLD package for non-parametric statistics. Provided an online interface to the
package for CHI 2011.

8 of 10


www.sciencerockstars.com
www.persuasionapi.com
http://www.webpower.nl

PUBLIC SPEAKING Active presenter at several academic and commercial conferences.
(SELECTION) Represented by “the Next Speaker”. http://thenextspeaker.com
e Academic (e.g.): Keynote speaker at: Ambient Intelligence 2014, Persuasive 2012.
Speaker at: IFCS 2013, HICSS 2013, Persuasive 2009, 2010, CHI 2010, 2011, 2012,
Interact 2009.
o Commercial (e.g.): Keynote speaker at: The Webanalytics conference, 2013, Neuro
Marketing World Forum 2013.
Speaker at:TEDxTilburg, 2012, Philips MediaX Summer Sessions 2010, TEDxHU 2011,
Design for Conversion 2011, Digital Marketing Life 2012. and many others.
e Speaker for “De Universiteit van Nederland” (October 2014). Public lecture series on
research methods and statistics broadcasted on national television.

SOFTWARE SKILLS Computer Programming:
e [R], Java, JavaScript, PHP, Phyton, HTML, UNIX shell scripting, SQL, MySQL,
ActionScript, SPSS scripting, MongoDB.

Statistics / statistical computing:

e [R]: Large scale experience with usage of R for analysis. Experience programming
own function. Experience with 1attice for graphing and 1me4 and nlme for model
fitting.

e MapReduce: Experienced writing map reduce queries for MongoDB and Hadoop.

e JAGS: Experience building Bayesian hierarchical models using [R] and JAGS.

e SPSS: Very experienced SPSS user. Ability to write SPSS syntax, scripts, and connections
to MS Office applications using Basic.

EXPERTISE Persuasion / Influence:
e Persuasion, Persuasive Technology, Influence, Similarity effect, (Social) Influence Strategies,
Computer-tailored education, Persuasion Profiles.

Research methods & Statistics:
e Experimental Methods, Correlational Methods, Model Fitting, Non-parametric Statistics,
Bayesian Statistics, Machine Learning.

AWARDS 2013: Outstanding Doctoral Research Award BCSI 2013
e For paper entitled: “Pricing new Products with Pay-What-You-Want”. Together with
Poyry, E. & Parvinen, P.

2013: Best Doctoral Thesis TU/e (Industrial Design) 2012
e Best doctoral thesis: “Personalised Persuasion in Ambient Intelligence.”

2010: Best Paper Award Persuasive 2010
e Best paper award for the paper entitled: “Individual Differences in Persuadability in the
Health Promotion Domain”

2005: Unilever Research Prize 2005
e Best master thesis 2005 for the thesis “An Exploration of Fad Products and Explanations
for their Unusually high Adoption Rates.”

REFERENCES Prof.Dr. Panos Markopoulos (e-mail: p.markopoulos @tue.nl; phone: +31 40 247 5247)
AVAILABLE TO e Professor Industrial Design, Technical University of Eindhoven
CONTACT Industrial Design

Den Dolech 2,
5600 MB Eindhoven.
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Dr. Martha Russell (e-mail: nass @stanford.edu; phone: +1-650-723-1616)
e Director, MediaX, Stanford University
450 Sierra Mall,
Stanford CA, USA.

Prof.Dr. Petri Parvinen (e-mail: petri.parvinen @aalto.fi; phone: +35-850 3120905)
e Professor of Sales Management
Aalto University School of Economics (Marketing Department)
P.O. Box 21230, FI-00076,
Aalto, Finland.

More references available upon request.

MORE For more information please contact Dr. Maurits Kaptein, (e-mail: maurits @mauritskaptein.com;
INFORMATION phone: +31-6 21262211)
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