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Abstract

This paper studies how firms adjust prices and wages in response to inflation expecta-

tions at different horizons, and how these responses relate to underlying price-setting

frictions. Using a survey of Swiss firms, we generate exogenous variation in inflation

expectations through randomized information provision and a complementary vignette.

Short-term inflation expectations pass through to both prices and wages, while long-term

expectations have no effect on prices and only modest effects on wages. The price re-

sponse is primarily due to changes in expected nominal costs, with no systematic adjust-

ment in expected markups. Pass-through also varies with price-setting behavior: firms

with Taylor pricing exhibit higher pass-through than firms with state-dependent pricing,

consistent with firms placing weight on inflation expectations only over the horizon rel-

evant for their price-setting decisions, which limits the role of longer-term expectations.
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1 Introduction

Inflation expectations play a central role in macroeconomic models. Yet, it remains unclear

which horizons of inflation expectations are most relevant for firms’ price- and wage-setting

decisions. While monetary policymakers place strong emphasis on anchoring long-term in-

flation expectations (e.g., Powell, 2021; Schnabel, 2022; Powell, 2025), firms may instead re-

spond primarily to short-term expectations, depending on how frequently and under which

rules they adjust prices. Since firms are the primary setters of prices and play a central

role in wage determination, understanding how inflation expectations at different horizons

affect pricing decisions across price-setting regimes is essential for assessing the impact of

inflation expectations on inflation.

Our empirical design combines two complementary sources of exogenous variation in

inflation expectations based on a survey experiment conducted among Swiss firms in 2022

and 2025. In an information provision experiment, firms are randomly exposed to different

information treatments, including the central bank inflation target and central bank inflation

forecasts. We then elicit their posterior inflation expectations as well as planned adjustments

in prices, wages, and nominal costs. In a complementary hypothetical vignette, firms are

assigned a counterfactual future inflation scenario and asked directly how they would adjust

prices and wages under this scenario.

We first establish that information treatments based on central bank forecasts and the

inflation target significantly shift firms’ inflation expectations, while leaving their expected

real costs largely unaffected. This pattern suggests that the experimental variation primarily

operates through perceived changes in the aggregate price level rather than through changes

in firm-specific real variables, providing exogenous variation in inflation expectations.

Building on this variation, we document three main findings. First, short-term infla-

tion expectations play a central role in firms’ price- and wage-setting decisions. Increases in

short-term expectations lead to statistically and economically significant adjustments in both

expected prices and wages, whereas long-term expectations have essentially no effect on

prices once short-term expectations are accounted for. For wages, pass-through is positive

at both horizons but smaller at longer horizons. These results indicate that firms’ decisions

are primarily driven by short-horizon expectations. The information provision experiment
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and the hypothetical vignette yield consistent estimates, suggesting that vignette-based ap-

proaches can complement randomized information treatments in identifying expectation

pass-through.

Second, we examine how inflation expectations map into firms’ pricing decisions by de-

composing the price response into expected nominal costs and implied markups. We find

that the pass-through of short-term inflation expectations into prices is mirrored almost one-

for-one by expected nominal costs. By contrast, implied markups do not respond systemat-

ically to inflation expectations. This pattern indicates that firms interpret higher short-term

inflation expectations primarily as anticipated nominal cost pressure rather than as an op-

portunity for margin expansion. Further decomposing nominal cost growth into labor costs,

measured by wage growth, and non-wage costs, we find that wages account for most of the

response, while non-wage input costs contribute a smaller but still significant share.

Third, we show that the extent of pass-through and the relevance of short-term inflation

expectations are closely related to firms’ price-setting behavior. Consistent with the the-

oretical predictions in Werning (2022), firms that follow Taylor-type pricing pass through

changes in short-term inflation expectations with a coefficient close to one half, reflecting

that they set prices as an average over the expected path of desired prices during the period

of price stickiness. At the same time, they place essentially no weight on inflation expecta-

tions beyond their price-adjustment horizon. Firms with state-dependent pricing respond

even less, with smaller and sometimes insignificant pass-through estimates. Taken together,

these results indicate that firms primarily respond to inflation expectations over horizons

that lie within their next expected price-adjustment window.

The paper contributes to and builds upon two main strands of the literature. First, it

builds upon work on the formation of firms’ inflation expectations. Existing evidence shows

that firms’ expectations differ systematically from those of other agents. Using firm-level

survey data, Coibion et al. (2018), Candia et al. (2023, 2024), and Savignac et al. (2024) doc-

ument that firms’ inflation expectations are less dispersed and better informed than those

of households, but more dispersed and less informed than those of professional forecasters.

This work also shows that firms update their expectations in response to new information

in a manner broadly consistent with Bayesian learning.
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The second strand examines how inflation expectations relate to firms’ price and wage

setting. Estimates of the effect on prices are often close to zero (Coibion et al., 2018; Rosolia,

2024) or positive but clearly below one (Coibion et al., 2020; Gautier et al., 2025).1 For wages,

estimated pass-through rates are more tightly clustered and typically lie between 0.1 and

0.3 (Coibion et al., 2018; Savignac et al., 2024; Buchheim et al., 2024; Baumann et al., 2024;

Gautier et al., 2025). Related evidence from the household side also points to modest but

positive pass-through into wage expectations of households (Hajdini et al., 2023; Jain et al.,

2024). Our estimates of pass-through are largely consistent with these findings.

This paper contributes to the literature in three main ways. First, we show that the hori-

zon of inflation expectations is central for firms’ decisions: short-term expectations drive

price and wage adjustments, whereas longer-term expectations play a limited role. Sec-

ond, we provide direct empirical evidence that expectation pass-through, and the impor-

tance of short-term expectations, depend systematically on firms’ price-setting behavior,

thereby providing empirical support for the mechanisms derived in Werning (2022). Link-

ing expectation-driven price adjustments to observed pricing rules, we show that firms

with Taylor-type pricing exhibit substantially higher pass-through than firms with state-

dependent pricing, while the pass-through of longer-term expectations is very limited for

both types of firms. Third, we show that pass-through into prices reflects expected nominal

cost adjustments rather than changes in markups. Decomposing price responses, we find

that higher inflation expectations are primarily interpreted as cost pressure rather than as

an opportunity for margin expansion.

The remainder of the paper is structured as follows. Section 2 outlines the theoretical

framework and its implications for the IEPT. Section 3 describes the survey design and data.

Section 4 presents the empirical strategy and the main results. Section 5 concludes.

1Related evidence on how firms’ prices respond to new information includes Enders et al. (2019) and Dör-
renberg et al. (2025), who show how German firms update own-price expectations in response to monetary
policy announcements and central bank inflation forecasts, respectively, which could at least partially work
through the effect of these news on inflation expectations. Di Pace et al. (2024) show similar results for UK
firms, and Yotzov et al. (2024) document rapid updating of UK firms’ own-price expectations following CPI
releases. Gödl-Hanisch and Menkhoff (2023) study firms’ price responses to cost shocks and find that prices
respond more strongly to aggregate than to idiosyncratic shocks.
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2 Theoretical motivation

This section outlines the theoretical foundations and examines the role of underlying as-

sumptions in price-adjustment mechanisms, using the framework presented in Werning

(2022). This framework is specifically designed to address the question of how firms’ price-

setting behavior influences the magnitude of the inflation expectation pass-through (IEPT).

It also highlights that the relative importance of long-term versus short-term expectations is

directly related to the underlying price-setting mechanisms.

To illustrate this, consider the standard equation for the optimal price in the canonical

New Keynesian Model, derived from the optimization problem of a representative firm that

faces a Calvo pricing nominal rigidity (see Appendix A for details). This equation can be re-

written, following Werning (2022), to isolate the effect of changes in inflation expectations

on prices as

p∗t − Pt−1 = (1 − θβ)
∞

∑
k=0

(θβ)kEt−1{Pt+k − Pt−1}+ at, (1)

where p∗t denotes the reset price of a firm adjusting prices in period t, θ the probability of

not adjusting the price in a given period, β the discount factor. All variables are in logs.

The term at ≡ µ + (1 − θβ)∑∞
k=0(θβ)kEt−1{mct+k} collects all the terms of the reset price

equation that are not related to expected inflation and is assumed to remain unchanged,

such as the markup µ and the expected path for the real marginal cost mct. Meanwhile, no

assumption is necessary for the formation of inflation expectations.

As detailed in Appendix A, this suggests that the pass-through of an increase in short-

term expectations into prices—assuming long-term expectations remain unchanged—tends

to be below one, with a pass-through into aggregate inflation of (1 − θ). Conversely, the

pass-through of long-term expectations is 1−θ
1−θβ , which is close to one. These pass-through

effects are primarily driven by the nature of Calvo pricing, where firms must account for the

risk of being unable to adjust prices for an extended period. As a result, firms substantially

front-load increases in long-term inflation expectations, resulting in a high IEPT.

Pass-through in a model with Taylor pricing. It is well understood that Calvo pricing

is widely used to model price stickiness due to its appealing theoretical properties and its

ability to produce reasonable macroeconomic predictions. However, when addressing the
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specific question at hand, it is important to acknowledge that firms typically do not face

an indefinite and highly uncertain horizon of price stickiness. In practice, firms are aware

that they will have opportunities to adjust prices within a relatively predictable time frame,

whether through regular intervals, such as annual adjustments, or by reassessing prices

periodically and changing them when the benefits of adjustment outweigh the associated

‘menu’ costs. In a Taylor-pricing framework, firms know that they can adjust prices exactly

every Nth period. Firms optimize reset prices to keep the average price over time of non-

adjustment as close as possible to the desired price they would set in a flexible-price setting;

thus,

p∗t − Pt−1 =
1

∑N−1
k=0 βk

N−1

∑
k=0

βkEt−1{Pt+k − Pt−1}+ at, (2)

where at has the same function as before: to collect the terms on markups and expected real

marginal costs. This reflects the well-known result that with Taylor-pricing, firms set prices

as a weighted average of the future optimal prices during the period of non-adjustment.

Now assume that firms expect inflation to increase only for a short time period and re-

turn to zero thereafter. Since prices are typically adjusted about once per year, according

to survey evidence2, suppose that expected inflation is non-zero over the next N periods,

i.e., πe
t+k ̸= 0 for 0 ≤ k < N, and πe

t+k = 0 for all k ≥ N. Assuming that the discount

factor is equal to one, it can be seen from Equation (2) (see Appendix A for details) that the

pass-through into the aggregate inflation rate is close to 1
2 .

Suppose that the increase in expected inflation is an increase in the long term, implying

that firms expect πe
t = πe

t+k ̸= 0 for all future periods k, in the Taylor-pricing model. In this

case, only inflation expectations over a horizon shorter than N are passed through into reset

prices of close to 1/2. But beyond the horizon after N periods, that is, after the next price-

resetting opportunity, the pass-through is zero because firms know that they will be able to

re-adjust prices before long-term inflation expectations materialize. There is no risk as in the

Calvo model that prices may not be re-adjusted for longer than N periods. Since prices are

typically adjusted relatively frequently, any changes in long-term inflation expectations be-

yond the price-stickiness horizon N should have a pass-through of zero when conditioning

2Around 30% of firms in the KOF business tendency surveys report to change prices once per quarter on
average (Lein, 2010).
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on inflation expectations over a horizon of N periods.

State-dependent price-setting mechanisms. Of course, firms may follow alternative price-

setting mechanisms, most notably state-dependent menu-cost pricing, where firms incur

costs when adjusting prices and therefore choose the timing of price changes endogenously.

The implied IEPT in such models depends critically on the strength of selection effects.3

In the short run, firms arguably take their existing pricing bands—the inaction region

in which price gaps are too small to justify adjustment—as given, reflecting the costs of

revising price-setting policies. Conditional on predetermined bands, the optimal reset price

can therefore be approximated by

p∗t − Pt = 1
2 T∗(Et[πt+1]

)
Et[πt+1], (3)

where T∗(Et[πt+1]) denotes the expected duration until the next price adjustment implied

by the existing bands. Higher inflation expectations reduce T∗(Et[πt+1]), as firms anticipate

adjusting prices sooner, which attenuates the incentive to front-load expected inflation into

current prices. As a result, the short-run IEPT for state-dependent pricing firms is strictly

below one-half.

At longer horizons, firms may in principle optimally adjust their pricing bands in re-

sponse to higher expected inflation. Quantitatively, however, the changes in expected infla-

tion required to trigger immediate re-optimization of pricing bands are an order of magni-

tude larger than the expectation changes observed in our data (exceeding 10 percent accord-

ing to calibrations in Werning (2022)). We therefore treat pricing bands as approximately

fixed for the purpose of current price setting. As a consequence, inflation expectations be-

yond the horizon of the next expected price re-adjustment T∗ receive zero weight in current

reset prices. A summary of the predictions for IEPT is given in Table 1.

3It is a well-known property of many state-dependent pricing models that selection effects can be strong,
leading prices to respond very rapidly to shocks, as shown, for example, in Golosov and Lucas (2007).
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Table 1 – Theoretical predictions IEPT into prices

Short-term Long-term (Horizon h)
Price-setting behavior

Calvo pricing 0 < (1 − θ) < 1 1−θ
1−θβ ≈ 1

Taylor pricing 1
2 ≈ 0 for h > N

State-dependent pricing (0, 1
2) ≈ 0 for h > T∗

Notes: Parameters are illustrative. θ is the probability of not adjusting the price in a given period, β represents the discount factor, N the
frequency of price adjustments and h the horizon of inflation expectations. We assume a discount factor of β = 1. Calvo pricing: If prices
are fully flexible (θ → 0), the pass-through coefficient would be one. If prices are very sticky (θ → 1), the pass-through would converge to
zero. Taylor pricing: We assume that firms change prices at a faster frequency (i.e. once per year, N = 1) than long-term expectations (5
years).

3 Survey design

Firm panel and survey waves. The survey data were collected in two waves conducted

between November 2022 and January 2023 (Wave 1) and between September 2025 and De-

cember 2025 (Wave 2). The survey was administered by the KOF Swiss Economic Insti-

tute (ETH Zurich), which has a long-standing tradition in conducting business surveys and

compiling survey-based economic indicators in Switzerland. The questionnaire was sent to

10,194 Swiss firms, most of which participate in regular KOF surveys: 3,398 firms in Wave

1 and 9,049 firms in Wave 2, with 2,253 firms contacted in both waves. Across both waves,

firms were selected using a stratified design by industry and firm size, covering all firm sizes

except those with fewer than two full-time equivalent employees.4

Respondents. The questionnaire was typically sent to personal email addresses main-

tained by KOF. Respondents are predominantly senior managers: more than 80% are mem-

bers of the executive management, and over 60% are Chief Executives, Managing Direc-

tors, or Owner-Managers (see Appendix B, Table B.3). Surveying senior executives is well

suited to studying price and wage setting, as they are directly responsible for and informed

4Most firms in our sample are drawn from panels that KOF regularly maintains for its business tendency
and investment surveys. These panels are mainly based on a stratified sample from the business register of
the Federal Statistical Office, with strata defined by industry and firm size measured by full-time equivalent
employment. The panel covers most private-sector industries, excluding agriculture, public or non-profit ser-
vices, and selected sectors of general interest such as energy and wastewater treatment. Manufacturing is
over-represented due to its cyclical sensitivity. Further details on the panels and their sectoral coverage are
provided in Appendix B, Tables B.1 and B.2.
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about such decisions (Candia et al., 2024; Savignac et al., 2024). The questionnaire was avail-

able in German, French, Italian, and English, with translations reviewed by native-speaking

economists to ensure consistency.

Timing. Firms completed the questionnaire between November 24, 2022, and January 4,

2023, in Wave 1, and between September 15, 2025, and December 9, 2025, in Wave 2. Inflation

was a salient issue during the first wave, though it rose less sharply than in many other

countries, peaking at around 3% in early 2023. During the second wave, inflation was close

to zero (see Figure B.1 in Appendix B). Accordingly, our analysis spans both a moderately

elevated inflation environment and a low-inflation environment, reducing the likelihood

that strong non-linearities in price- or wage-setting behavior drive our results.5

Pilot phase. We pre-tested the survey questions on inflation, price, wage, and cost expecta-

tions prior to each survey wave. Ahead of Wave 1, we conducted semi-structured cognitive

interviews in January 2022 and an online test survey in March 2022.6 Prior to Wave 2, the

adapted questionnaire was pre-tested using seven semi-structured cognitive interviews con-

ducted in July and August 2025.7 Firms participating in the pre-tests were not included in

the final sample. Most interviews were conducted via online video meetings, with two in-

terviews held in person. Participants were asked to think aloud while completing a sample

questionnaire, and interviews were recorded with consent to produce transcripts (see Ap-

pendix E). The cognitive interviews indicate that the questions were well understood and

that respondents were familiar with the concept of consumer price inflation. Most numerical

responses were reasonable and economically meaningful.8

Survey questionnaire. The survey is designed as a randomized controlled trial (RCT) that

combines questions on inflation expectations at different horizons with questions on price

5See, for example, Dedola et al. (2024) for evidence on changes in price-setting behavior, and Gödl and
Gödl-Hanisch (2024) for similar evidence regarding wage-setting behavior in high-inflation environments, or
more recently Akarsu et al. (2025), who examine the effect of inflation expectations on firm choices in a high-
inflation environment in Turkey.

6We conducted ten cognitive interviews in January 2022. The online test survey in March 2022 was con-
ducted on the same panel as the final survey.

7The pre-tests for Wave 2 focused on the newly added questions on costs, hypothetical scenarios (vignettes),
and wage-setting rigidities. For more details see Appendix E.

8Respondents typically reported forming their inflation expectations based on a combination of input cost
developments, personal experiences, official statistics, and published forecasts.

8



and wage setting. The RCT includes an information provision experiment in which prior

and posterior expectations are elicited before and after firms are presented with information

on inflation in Switzerland. The information treatment is shown to a randomly selected

subset of firms, while the remaining firms serve as a control group. The full questionnaire is

provided in Appendix D.

In the first part of the survey, we elicit expectations of consumer price inflation at the

one-year and five-year horizons, as well as expected wage, own-price, and cost growth over

the next year, the latter only in Wave 2.9 The survey also includes questions on firms’ stan-

dard price- and wage-setting practices which subsequently enables us to categorize firms

following Taylor-pricing and state-dependent pricing.10

Measuring firms’ marginal costs directly is challenging, as marginal cost is not directly

observable in survey or accounting data. Empirical analyses therefore rely on proxy mea-

sures or infer marginal costs from accounting data under assumptions about production

structures (e.g., De Loecker and Warzynski, 2012). In our pre-tests for Wave 2 (see Ap-

pendix E), we initially explored eliciting expectations about “unit costs”. However, many

respondents had difficulty interpreting this concept, in particular outside manufacturing

contexts where the relevant notion of a “unit” is less clear, and they also had difficulties

telling which cost components they should include. Based on feedback from the pre-tests,

we therefore asked about expected operating cost growth instead and explicitly clarified

that labor costs should be included. The pre-tests further showed that the term “operating

costs” was a concept firms understood much better, but was interpreted heterogeneously

when used in isolation, which motivated this clarification in the final questionnaire. With

this wording, respondents consistently referred to regularly incurred production-related in-

put costs, including wages, material inputs, energy, and other intermediates. Expressed in

growth rates, our cost measure therefore provides a proxy for marginal cost growth.11

9Expected inflation six-months ahead was additionally elicited in Wave 1, but since expectations six-month
ahead are highly correlated with one-year ahead expectations, and as both measures reflect short-term expec-
tations, we decided to discard the six-month ahead expectation question in Wave 2. This helps to maintain the
brevity of the survey.

10To differentiate the aggregate results for heterogeneous price-setting behavior as developed in Section 2,
we distinguish firms’ price-setting patterns by their answers to question 10a of the questionnaire for Wave 1
(Appendix D.1) respectively to question 7 of the questionnaire for Wave 2 (Appendix D.2). We define Taylor-
pricing firms as those that change prices at least once a year and usually at the same time of the year (first
answer option) and state-dependent pricing firms as those that adjust prices in irregular frequency, responding
to shifting circumstances when necessary (third answer option).

11For example, in Interview 12 (construction sector), the respondent initially interpreted “unit costs” as re-
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In each survey wave, respondents are randomly assigned to two treatment groups and

one control group. Firms in the treatment groups are presented with information as shown

below, while firms in the control group proceed through the questionnaire without receiv-

ing additional information.12 The information treatments in Wave 1 (first two blocks) and

Wave 2 (third and fourth block) are phrased as follows:

Treatment Energy Prices (TE):Energy price inflation for consumers in Switzerland

has risen from its average of 0% over the ten years before the Covid pandemic to 26% in

October 2022.

Treatment Inflation Target (TT):The Swiss National Bank has achieved its inflation

target of 0-2% on average over the past 20 years. During this period, the consumer price

inflation rate was 0.4% on average.

The Swiss National Bank’s (SNB) mandate is to ensure price stability, while taking ac-

count of economic developments. The SNB defines price stability as a rise in the Swiss

consumer price index of less than 2% per annum.

Treatment Inflation Forecast Short Term (TFS):According to its forecast, the Swiss

National Bank expects consumer price inflation to be 0.3% over the next 12 months.

Treatment Inflation Forecast Long Term (TFL):According to its forecast, the Swiss

National Bank expects consumer price inflation to be 0.7% in the medium term (3-5

years).

The selection of information treatments is motivated by prior work that provided infla-

tion forecasts as information treatments. Informing agents about the central bank’s inflation

ferring primarily to price per unit of input materials and explicitly excluded wages. Similarly, in Interview
13 (car body shop), the interviewee asked for clarification and indicated that “unit costs” is not a concept
they typically track in their business practice. In contrast, when we asked about operating costs and explic-
itly defined them to include labor costs, respondents predominantly referred to changes in the prices of raw
materials, intermediate inputs, energy, and wages. For instance, Interview 11 (construction) immediately cited
material costs and wage developments as the key drivers, and Interview 16 (retail) pointed to energy and input
prices as the main sources of cost pressure. In this sense, the operating-cost question appears to capture firms’
perceptions of nominal cost pressure very well.

12Some RCTs include additional placebo information in addition to a control group that is not treated, or
both. This is often not pivotal for the results (see, e.g., Draeger et al. (2024)). Coibion and Gorodnichenko
(2025) argue that an active control group may be inappropriate when the objective is to study how information
provision per se affects beliefs. We therefore refrain from providing additional information to the control
group.
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target, inflation rates, or the central bank’s or professional forecasters’ inflation forecasts has

been shown to influence inflation expectations of households (for example, Coibion et al.,

2022) and firms (Hunziker et al., 2022; Coibion et al., 2018). Moreover, research shows that

energy prices play a role in shaping households’ inflation expectations (see, for example,

Coibion and Gorodnichenko, 2015; Binder, 2018; Kilian and Zhou, 2022) as well as firm in-

flation expectations (Wehrhöfer, 2026). In Wave 2, we aimed to further explore differences

across expectation horizons. Consequently, we use the SNB’s inflation forecasts at two hori-

zons as treatments: the near term (one year ahead) and the medium term (three to five years

ahead).

Following the information treatment, all respondents, including the control group, were

given the opportunity to update their inflation, wage, price, and, in Wave 2, cost expec-

tations. To elicit these posterior expectations, we first reminded participants of their prior

answers and then explicitly asked whether they wished to revise their expectations after

completing the survey up to that point.13

In addition to the information provision experiment, we include a hypothetical vignette

experiment to cross-validate our RCT estimates. A vignette provides an alternative way to

generate exogenous variation in firms’ expectations in a more controlled environment.14 In

our case, we present scenarios with a randomized hypothetical future inflation rate for the

next twelve months, in both waves, and for five years ahead, only in Wave 2, and subse-

quently elicit price and wage growth expectations conditional on this inflation expectation.

This randomization allows us to examine whether firms’ responses differ across inflation

levels.

The scenario inflation rate for both the short-term (w) and long-term (x) scenarios is ran-

domly and independently drawn as an integer between 0% and 5%, inclusive, in Wave 1

and between -1% and 4%, inclusive, in Wave 2. In the questionnaire, the short term vignette

13Presenting respondents with their prior response offers two advantages. First, we explicitly ask firms
whether they wish to update their previous response, which helps prevent confusion that may arise from de-
mand effects when respondents are asked the same question twice. Because the control group is also asked
to update their prior response, but does not receive any information treatment, we can detect whether fac-
tors other than the treatments potentially affect expectations through observed revisions in the control group.
Second, this approach ensures that respondents are aware of their earlier assessment of inflation expectations,
allowing us to interpret any revision as an intentional update rather than one driven by imperfect recall. Fur-
thermore, by re-eliciting inflation expectations in the same format (a point estimate), rather than, for example,
eliciting the full distribution, we avoid challenges related to aggregation, bandwidth choice, or differences in
responses arising from heterogeneity in statistical literacy.

14Vignettes have recently been used in this context, for example in Gödl-Hanisch and Menkhoff (2023).

11



followed by the long term vignette are phrased as follows:

We now present two different hypothetical scenarios and for each two hypothetical ques-

tions. For the questions, assume that all other factors—such as demand, productivity,

and competitive conditions—remain unchanged. Please answer each question based on

the scenario, regardless of how realistic it may seem to you.

Suppose you already knew that consumer price inflation will be [w% over the next 12

months] OR [x% in 5 years].

Given the inflation rate described above,

...by how much do you think your company will change gross wages over the next 12

months? Enter zero if no change is expected, a negative number if wages will decrease.

Please give your answer in percent:____

...by how much would you change the price of your main product or your main service

in the Swiss market over the next 12 months? Enter zero if you would not adjust, a

negative number if you would decrease the price. Please give your answer in percent:____

Summary statistics. Across both waves, we received a total of 3,840 responses, corre-

sponding to a response rate of 30.9%. In Wave 1, 1,330 firms responded out of 3,398 in-

vitations (39.1%), while in Wave 2, 2,510 firms responded out of 9,094 invitations (27.7%)

(see Table B.1 in Appendix B).15 This response rate is comparatively high for a voluntary

firm survey and may be attributed to the brevity of the questionnaire, extensive pre-testing,

and KOF’s established reputation and relationship with participating firms. The number of

respondents is well balanced across treatment and control groups, consistent with random

assignment (see Table B.4 in Appendix B).16 Out of the responding firms, 360 participated in

both waves, and in 97% of these cases the same person responded.17

15The lower response rate in Wave 2 reflects the extension of the KOF panel with external firm contacts that
were surveyed for the first time.

16Treatment assignment occurred when the questionnaire was opened, and some firms did not complete the
survey. As a result, the number of respondents is not exactly identical across treatment groups. Responses are
balanced across main variables, except for prices, as some firms report that prices are administered and not
freely set.

17As a robustness check reported below, we exclude firms that participated in both waves to account for
potential learning effects. We find little evidence of such effects even after three years, consistent with the short-
lived impact of information treatments documented in the literature, see Coibion et al. (2018), for example.
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We exclude one observation with inflation expectations above 150% and ten observa-

tions with wage growth above 100%, as such values appear implausible given the empirical

distributions shown in Figure B.2 in Appendix B.

Table 2 – Summary statistics: Information provision experiment

Prior Posterior

CW1 CW2 TE TT TFS TFL CW1 CW2 TE TT TFS TFL

Median
Inflation exp. short 2.5 1.0 2.5 2.5 1.0 1.0 2.5 1.0 2.5 2.0 1.0 1.0
Inflation exp. long 2.0 2.0 2.0 2.0 2.0 2.0 2.0 2.0 2.0 2.0 1.5 1.1
Price change next year 2.0 1.0 3.0 2.5 1.0 1.0 2.0 1.0 3.0 2.0 0.5 0.7
Wage growth next year 2.5 1.0 2.5 2.5 1.0 1.0 2.2 1.0 2.5 2.2 1.0 1.0
Cost growth next year - 2.0 - - 2.0 2.0 - 2.0 - - 1.5 1.5

Standard deviation
Inflation exp. short 5.5 3.2 3.9 2.2 1.7 4.2 5.4 1.6 3.8 2.1 1.3 5.9
Inflation exp. long 6.0 4.2 3.9 3.8 3.7 4.0 6.0 3.8 3.7 3.3 2.9 3.6
Price change next year 7.7 3.6 4.6 6.1 3.3 4.4 7.8 2.7 4.4 5.7 3.0 3.8
Wage growth next year 5.1 4.3 1.7 3.1 5.5 2.0 1.4 4.1 2.9 2.6 4.0 1.6
Cost growth next year - 5.5 - - 5.6 4.6 - 5.6 - - 6.9 4.5

Notes: Median and standard deviation of inflation expectations, expected price change, wage and nominal costs growth in the next year
by treatment group. Inflation expectation short (long) refers to the 1-year (5-year) expectation horizon. The columns indicate the prior
respectively posterior expectations by either the control group in Wave 1 (CW1), the control group in Wave 2 (CW2), Treatment Energy
(TE) and Treatment Target (TT) of Wave 1 and Treatment Forecast Short Term (TFS) and Treatment Forecast Long Term (TFL) of Wave 2.
Prior corresponds to the expectations before receiving the information treatment, posterior to the expectations after having received the
information treatment (the control group did not receive any information).

Table 2 reports median and standard deviation by variable and treatment group.18 Prior

expectations are very similar across treatment arms, indicating effective randomization.

Prior one-year-ahead inflation expectations have a median of 2.5% in Wave 1, close to re-

alized inflation at the time, and 1.0% in the low-inflation environment of Wave 2. Long-run

inflation expectations have a median of 2.0% in both waves. According to prior expecta-

tions in Wave 1, firms expect wages to increase by about 2.5%, while prices are expected to

rise by roughly 2–3%, with price expectations exhibiting substantially higher cross-sectional

dispersion than wage expectations.19 Finally, cost growth for the coming year is expected

to be 2.0%. The full distributions of prior responses are illustrated in Figures B.2 and B.3 in

the Appendix. Short-term inflation expectations cluster between 0 and 5%, while long-term

expectations are more dispersed. Expected price changes are more dispersed than expected
18Corresponding mean values and interpolated medians are reported in Appendix B in Table B.5 and Ta-

ble B.6, respectively.
19For example, studies based on micro CPI data find that absolute average price changes are around 10% for

consumer prices (see, for example, Kaufmann, 2009) and around 12% for producer prices (see, for example,
Karadi et al., 2024), even if their unconditional mean is small.
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wage growth, which exhibits almost no nominal declines, consistent with downward nom-

inal wage rigidity.20 Posterior long-term inflation expectations decline following the Treat-

ment Target and the two inflation forecast treatments, while no clear effect is observed for

Treatment Energy.21

Tables B.7 through B.10 in Appendix B report summary statistics for the vignette experi-

ment. Firms are randomly assigned hypothetical inflation scenarios for the next 12 months,

ranging from 0 to 5% in Wave 1 and from −1 to 4% in Wave 2. In Wave 2, firms additionally

receive a randomized long-term inflation scenario five years ahead.

Prior expectations are very similar across scenario groups, indicating effective random-

ization. Median short-term inflation expectations are 2.5% in Wave 1 and 1.0% in Wave 2,

while median long-term expectations in Wave 2 are 2.0%. Posterior price and wage expecta-

tions adjust systematically with the assigned scenario: in Wave 1, firms revise expectations

downward across all scenarios, with larger downward revisions for lower inflation scenar-

ios, while in Wave 2, firms revise expectations downward for low inflation scenarios and

upward for higher inflation scenarios.

Descriptive evidence on price- and wage-setting behavior. Appendix B reports addi-

tional descriptive evidence on firms’ price- and wage-setting behavior. Wage setting is pre-

dominantly time dependent: 83% of firms report adjusting wages at regular intervals, with

the majority doing so annually, and more than half adjusting wages in January (Tables B.11

and B.12).22

Price setting is more heterogeneous. About 34% of firms report adjusting prices at regular

intervals, while more than half follows state-dependent pricing (Table B.13).23 Among firms

with regular price adjustment, most adjust annually or more frequently, often in January

20See, for example, Card and Hyslop (1997) for the US or Fehr and Goette (2005) and Funk and Kaufmann
(2022) for Switzerland.

21Between 19% and 23% of firms update their expectations after the information provision, with update rates
of 22% for one-year inflation expectations, 23% for five-year expectations, 19% for prices, 20% for wages, and
22% for costs.

22The cognitive interviews corroborate this pattern. Respondents across sectors frequently described wage
adjustments as occurring once per year, typically at the beginning of the calendar year, often linked to estab-
lished internal review processes or collective agreements. Several interviewees explicitly mentioned January
as the standard adjustment month. See Appendix E for details and transcripts.

23This is consistent with the cognitive interviews in Appendix E, where some firms described fixed review
cycles, for example annual or semi-annual price revisions, whereas others emphasized reacting to changes in
input costs, demand conditions, or competitive pressures. This qualitative evidence supports the survey-based
distinction between time-dependent and state-dependent pricing.
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(Table B.14). Cost factors are the dominant drivers of pricing decisions, with input and labor

costs reported as very important by a large fraction of firms, while expected consumer price

inflation is also an important factor (Table B.15), consistent with recent descriptive evidence

for the US (Schwartzman and Waddell, 2024) and Canada (Asghar et al., 2023).24 Consistent

with state-dependent pricing, when faced with a large unexpected increase in input costs,

43% of firms report that they would raise prices immediately, while around one third report

being unable to adjust prices in the short run due to contractual or institutional constraints

(Table B.16).25

4 Estimates of Inflation Expectation Pass-Through

In this section, we first estimate the effects of our four information treatments on inflation

expectations. Since the treatments provide exogenous variation in firms’ inflation expecta-

tions through information about central bank forecasts and the inflation target, they allow

us to identify how expectation changes induced by policy-relevant information carry over

to firms’ pricing and wage-setting decisions in a second step. We then analyze the pass-

through effects of these expectation changes on prices and wages, and in an extension, also

nominal costs, implied markups, and non-wage nominal costs.

Updating of inflation expectations. To estimate the effect of information treatments on

inflation expectations, we decompose the average treatment effect into a slope and an inter-

cept component following Coibion et al. (2022). This allows us to assess the weight firms

place on the information treatment when forming their inflation expectations.

We report coefficient estimates based on the following regression specification (see, for

example Coibion et al., 2022; Hajdini et al., 2023):

πe
i,h,post = α0 + α1πe

i,h,prior + ∑
j

β j πe
i,h,prior × T j

i + ∑
j

γjT
j
i + δXi + ϵi, (4)

24Consistent with this, interview respondents typically referred first to developments in input prices, energy
costs, and wages when explaining price adjustments. Inflation expectations were mentioned less frequently as
a direct trigger, but more often as part of the broader economic environment informing cost projections.

25Several interviewees explicitly noted contractual rigidities, long-term customer relationships, or agreed
price lists as limiting immediate price adjustments, even in the presence of cost shocks. Others stated that
sufficiently large cost increases would trigger out-of-cycle price revisions, in line with state-dependent pricing
considerations.
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where πe
i,h,post denotes the posterior inflation expectation at horizon h (one year or five years)

for firm i, and πe
i,h,prior is the corresponding prior expectation. The variables T j

i are treatment

dummies indicating whether firm i belongs to treatment group j; all T j
i equal zero for firms

in the control group. The vector Xi includes control variables for survey-sector wave, cap-

turing potentially sector-specific inflation environments across waves, survey language, and

indicators for whether the firm considers expected inflation very important for its price set-

ting or wage setting decisions. The term ϵi denotes the error term.

For five-year expectations, we implement an adjustment that separates short- and longer-

term components, ensuring that the long-term measure is not mechanically driven by vari-

ation in one-year-ahead expectations. This is particularly useful in our setting, where the

same information treatments can shift expectations at different horizons in similar ways,

making it difficult to separately identify their effects when included jointly. Specifically, we

interpret the reported five-year expectation πe
i,5y as capturing the average annual inflation

rate over the next five years and use the one-year-ahead expectation πe
i,1y to recover the

implied average inflation rate over years t + 2 to t + 5:

πe
i,long =

5
4

(
πe

i,5y −
1
5

πe
i,1y

)
.

We use πe
i,long as the measure of long-term inflation expectations in all regressions.26 This

transformation allows us to isolate variation in longer-horizon expectations beyond the

short-run component.

The coefficient estimate for α1 indicates the weight firms in the control group place on

their prior inflation expectations, while β j measures the slope effect, indicating the reduc-

tion of the weight they assign to their prior expectations if they receive new information in

treatment j. Thus, if firms use the information from our treatments, they should reduce the

weight they place on the prior inflation expectations. Therefore, the β j’s are expected to be

negative.

Table 3 reports estimates of Equation (4) in Columns 1 through 6. We present horizon-

26The unconditional correlation between short-run and unadjusted long-run expectations is 0.4. This corre-
lation may partly reflect a mechanical overlap or a general comovement. After the adjustment, the correlation
declines to 0.3 but remains positive.
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specific results using Huber-robust regressions.27 These regressions constitute the first stage

of the instrumental-variables specifications used below to estimate the IEPT. The second-

stage results are reported separately. Columns 1–3 show how short-term inflation expec-

tations respond to the information treatments for three samples: firms responding to the

price question (Column 1), the wage question (Column 2), and the nominal cost question

(Column 3), the latter available only in the second wave. Columns 4 and 5 report the effects

of the treatments on long-term expectations for two samples: prices (Column 4) and wages

(Column 5).28

In each case, firms in the control group revise their expectations only minimally and

place almost full weight on prior beliefs, with estimates of α1 ranging from 0.94 to 0.97, close

to one.29 Meanwhile, the information treatments tend to reduce the weight placed on prior

expectations, as reflected in the predominantly negative interaction coefficients correspond-

ing to the β j terms in Equation (4). The treatment providing the central bank’s short-term

inflation forecast has a statistically significant effect across all samples and affects both short-

and long-horizon inflation expectations (Columns 1 to 5). In contrast, the treatment provid-

ing the central bank’s long-term forecast affects only long-horizon expectations, consistent

with the information content of the signal (Columns 4 and 5). The treatment informing

firms about the central bank’s inflation target (Treatment Target) generates negative and sta-

tistically significant effects across both expectation horizons and for both price and wage

samples, with one exception: the interaction coefficient for short-term inflation expectations

in the wage sample is negative but not statistically significant (p-value = 0.12).

By contrast, the treatment providing information on the contribution of energy prices to

CPI inflation (Treatment Energy) does not induce a statistically significant revision in expec-

tations. In that narrow sense, the treatment does not shift beliefs. However, this absence of
27We employ Huber regressions, a robust regression technique that down-weights the influence of extreme

observations. This is a standard approach in the literature on survey-based inflation expectations of house-
holds and firms (see, among others, Coibion et al. (2023)). We compute Huber weights in R, consistent with
the default setting of the Stata function rreg (we verified consistency), only for firms that revise their inflation
expectations after the information treatment or in the vignette, while assigning a weight of one to unrevised
responses. As only around 20% of firms revise their expectations in our sample, applying Huber regressions
to the unrestricted sample would classify many plausible but non-zero revisions as outliers.

28As discussed below, costs are primarily used to decompose prices into costs and markups, and total costs
into wage and non-wage components. Since we elicit cost expectations only at the short horizon, long-term
inflation expectations (years t + 2 to t + 5) are not meaningful for the nominal cost variable.

29This is consistent with firms not updating their inflation expectations between the prior and posterior
stages and suggests that the additional questions asked between the two do not materially affect reported
expectations.
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an effect is itself informative. Given the extreme salience of energy price developments in

late 2022—widely covered in the media and directly observable in firms’ input costs—it is

plausible that firms had already incorporated this information into their prior beliefs. The

treatment therefore added little new information at the margin. The contrast with the sig-

nificant response to the central bank forecast and central bank inflation target treatments

reinforces this interpretation. Firms react when presented with new, policy-relevant infor-

mation, but show no response when the signal merely reiterates information that is already

internalized. This pattern is also consistent with recent evidence that information treatments

are less effective when agents are already highly attentive (Weber et al., 2025).

The impact of our information treatments on firms’ inflation expectations can be illus-

trated graphically. Figure B.4 in Appendix B displays for each horizon a binned scatterplot

together with a fitted line, where posterior inflation expectations are plotted on the verti-

cal axis and the corresponding prior expectations on the horizontal axis for each treatment.

Firms in the control group, represented by the black regression line, exhibit a close alignment

with the 45-degree line (dashed gray line), indicating that their prior and posterior expec-

tations are nearly identical. In contrast, the regression lines representing the four different

treatment groups demonstrate the effects of these information treatments, with posterior

expectations diverging from prior expectations in response to the provided information.

The information treatments may, in principle, affect not only inflation expectations but

also beliefs about other aspects of the economic environment, such as demand conditions or

the policy stance, which could in turn influence expected real marginal costs, captured by

the term at in Equation (1). Although the treatments are designed to shift inflation expec-

tations, they could induce cross-learning about other aspects of the economic environment

that feed into expectations of real marginal costs. Such cross-learning would not invalidate

our empirical strategy, but implies that our estimates should be interpreted as capturing the

effect of inflation expectations as induced by policy-relevant information.30

We can assess this potential channel more directly for the model component at using

firms’ reported cost expectations. In our survey, firms report expectations about the growth

30As emphasized by Coibion et al. (2022) and Coibion and Gorodnichenko (2025), IV estimates based on
information provision recover the total effect of changes in inflation expectations on price and wage setting,
even if treatments additionally affect other determinants of pricing decisions. In that case, the IV estimates
capture not only the direct effect of inflation expectations on prices and wages, but also any indirect effects
operating through other variables.
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of nominal costs, defined as operating costs including labor costs. To test whether treatments

affect real cost expectations, we construct expected real costs for both the prior and poste-

rior stages as the difference between expected nominal operating cost growth and one-year-

ahead inflation expectations, and replace inflation expectations with this real cost measure

in Equation (4). We find no evidence that the treatments systematically affect this measure

of real cost expectations: the estimated coefficients are close to zero and statistically insignif-

icant, as shown in Column 6 of Table 3. This suggests that the treatments primarily operate

through inflation expectations rather than through systematic changes in expected real costs,

although we cannot fully rule out broader belief updating along other dimensions.

Table 3 – Updating of inflation expectations (first stage)

First stages IEPT

Infl. short posterior Infl. long posterior Real cost
exp. post

FS prices FS wages FS costs FS prices FS wages
(1) (2) (3) (4) (5) (6)

Prior 0.97∗∗∗ 0.97∗∗∗ 0.94∗∗∗ 0.96∗∗∗ 0.96∗∗∗ 0.97∗∗∗

(0.03) (0.03) (0.02) (0.02) (0.02) (0.02)

Prior × Treatm. Infl. Fcst Short -0.29∗∗∗ -0.29∗∗∗ -0.27∗∗∗ -0.18∗∗∗ -0.18∗∗∗ -0.02
(0.10) (0.10) (0.10) (0.04) (0.04) (0.03)

Prior × Treatm. Infl. Fcst Long 0.006 0.006 0.04 -0.16∗∗ -0.16∗∗ -0.02
(0.03) (0.03) (0.03) (0.07) (0.07) (0.03)

Prior × Treatm. Energy -0.01 0.01 0.03 0.03
(0.04) (0.03) (0.02) (0.02)

Prior × Treatm. Target -0.12∗∗ -0.08 -0.12∗∗ -0.10∗∗

(0.05) (0.05) (0.05) (0.05)

Controls Yes Yes Yes Yes Yes Yes

Sector-Wave fixed effects Yes Yes Yes Yes
Sector fixed effects Yes Yes

Observations 3,094 3,235 1,935 3,048 3,186 2,024
F-Stat 18.7 19.3 41.7 18.9 19.3 0.34
R2 0.96 0.96 0.95 0.91 0.91 0.96

Notes: The table reports the results of estimating Equation (4) by Huber-robust regressions for short- respectively long-term inflation
expectations (Columns 1-5), respectively real cost expectations (Column 6). Prior refers to the prior expectation of the variable indicated
in the column headers (inflation expectation short/long resp. real cost expectation). ”FS” in the column headers refers to the first
stage used to fit posterior expectations that we use in the IV regressions according to Equation (5). Treatment dummies, firm-specific
control variables, sector and survey wave fixed effects are included but not reported in the table. We control for the question-
naire language and additionally whether the firm deems expected inflation over the next year very important for their price setting
(Columns 1, 4) respectively wage setting (Columns 2, 5). Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).

Inflation expectation pass-through. How do changes in inflation expectations affect prices

and wages, and components thereof? To answer this question, we pursue two complemen-

tary approaches. First, we adopt a two-step procedure to causally estimate the transmission

from inflation expectations to wage and price adjustments in the information provision ex-

periment. This approach is analogous to the strategies used, for example, by Coibion et al.

19



(2022), Hajdini et al. (2023), and Coibion et al. (2023). The estimating equation is specified as

follows:

yi,post = α0 + α1yi,prior + α2πe
i,h,prior + βπe

i,h,post + γXi + ϵi, (5)

where yi,post denotes the posterior value of prices, wages, and, in more detailed results, nom-

inal costs and implied markups; yi,prior is the corresponding prior value; πe
i,h,prior is the prior

inflation expectation at horizon h; and πe
i,h,post is the corresponding posterior expectation.

Xi is the same vector of control variables as in the first stage. The coefficient β captures

the IEPT. We estimate β using a two-stage IV procedure. In the first stage, we estimate

Equation (4) using Huber-robust regressions to down-weight extreme revisions in inflation

expectations. In the second stage, we replace πe
i,h,post with its fitted value from the first stage,

as reported in Table 3. Observations in the IV regressions are weighted using the first-stage

Huber weights. In addition, following Coibion et al. (2023), we apply a Jackknife procedure

to the second-stage estimates and discard influential observations that shift the standard-

error-normalized coefficient by more than 0.05.31 Accordingly, our IV estimates capture the

causal effect of inflation expectations as shifted by our information treatments.

Second, as an alternative to the information provision experiment, we leverage the vi-

gnette experiment to estimate how the scenario inflation expectation assigned in the vignette

affects prices and wages. In contrast to the information provision experiment, the vignette

directly assigns firms a counterfactual inflation expectation rather than providing informa-

tion that firms incorporate into their beliefs. For this reason, it is less natural to model

responses using the updating equation above. Instead, we estimate how the difference be-

tween firms’ prior inflation expectations and the randomly assigned inflation expectation in

the vignette translates into price and wage adjustments. The estimating equation is given

by

∆yi = α + βvignette∆πe
i,h + γXi + ϵi, (6)

where ∆yi denotes the revision in prices or wages in the vignette (yi,vignette − yi,prior) and

∆πe
i,h is the corresponding difference in inflation expectations at horizon h (1-year or 5-year)

between the vignette and the prior (πe
i,vignette − πe

i,prior). The coefficient βvignette therefore

captures the IEPT in the vignette setting. Xi is a vector of control variables identical to those

31The outlier treatment closely follows the approach in Coibion et al. (2023).
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used in the main regressions based on the information provision experiment. We again use

Huber-robust regressions to mitigate the influence of potential outliers. Note that the vi-

gnette for short-term inflation expectations was included in both survey waves, whereas the

vignette for long-term inflation expectations was included only in the second wave. Since

the short- and long-term inflation scenarios in the vignette were randomized independently

of each other, we do not need to net out short-term expectations when analyzing responses

to the long-term scenario.

We next estimate the pass-through of inflation expectations into prices and wages. Be-

cause the information treatments affect short- and long-run inflation expectations to some

extent jointly, including both horizons simultaneously in the IV specification could intro-

duce collinearity and weaken identification of their separate effects. We therefore estimate

the effects by horizon separately, using the adjusted long-run measure to isolate variation

in longer-horizon expectations beyond the one-year component.32 Table 4 reports our main

estimates.

Short-term inflation expectations exhibit a pass-through into prices of around 0.25 to 0.30,

with very similar estimates obtained from the information provision experiment (Column 1)

and the vignette (Column 3), both well below one. In contrast, the pass-through from long-

term inflation expectations is substantially smaller. In the information provision experiment

(Column 2), the point estimate is 0.04 and statistically insignificant. In the vignette speci-

fication (Column 4), the estimate is 0.11 and statistically significant, but still economically

modest relative to the short-term effect.33 Overall, these results indicate that variation in

longer-horizon expectations beyond the short-run component plays at most a very limited

role for firms’ price-setting decisions relative to short-term expectations.

For wage adjustments, the pass-through from short-term inflation expectations is esti-

mated at 0.25 in the information provision experiment (Column 5) and 0.24 in the vignette

(Column 7), indicating a remarkably consistent magnitude across designs. The pass-through

from long-term inflation expectations is smaller but remains statistically significant in both

specifications, with a coefficient of 0.13 in the information provision experiment (Column 6)

32The first and second stage of the long-run expectations where short-run expectations are not netted out are
shown in Appendix Tables C.1 and C.2, respectively.

33While the vignette varies inflation expectations at a five-year horizon, respondents may interpret this as a
shift in inflation over the coming years rather than exclusively at a distant point in time. As such, the scenario
may still partly reflect shorter-horizon components. Despite this, the estimated pass-through remains small.
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and 0.06 in the vignette (Column 8). Thus, wages respond significantly to both horizons of

inflation expectations, but the effect of short-term expectations is consistently larger, indi-

cating that even in wage-setting decisions, near-term inflation expectations play the more

prominent role.34

Table 4 – IEPT into prices and wages

Information provision Vignette Information provision Vignette

Prices posterior ∆Prices Wages posterior ∆Wages
(1) (2) (3) (4) (5) (6) (7) (8)

Prices prior 0.90∗∗∗ 0.83∗∗∗

(0.02) (0.06)
Wages prior 0.60∗∗∗ 0.79∗∗∗

(0.13) (0.04)

Infl. exp. short 0.25∗∗ 0.30∗∗∗ 0.25∗∗∗ 0.24∗∗∗

(0.12) (0.02) (0.08) (0.01)
Infl. exp. long 0.04 0.11∗∗∗ 0.13∗∗∗ 0.06∗∗∗

(0.07) (0.01) (0.03) (0.007)

Controls Yes Yes Yes Yes Yes Yes Yes Yes

Sector-Wave fixed effects Yes Yes Yes Yes Yes Yes
Sector fixed effects Yes Yes

Observations 2,875 2,842 3,183 2,177 3,179 3,117 3,495 2,286
F-Stat 18.7 18.9 19.3 19.3
R2 0.89 0.80 0.11 0.03 0.52 0.58 0.22 0.03

Notes: The table reports the results of estimating Equation (5) by Huber-robust IV regressions where the posterior inflation expectation
(Inflation expectation short respectively Inflation expectation long) is instrumented using Equation (4) (Columns 1–2 and 5–6). The
second stage uses a Jackknife resampling procedure to identify influential observations. An influential observation is dropped if it
moves the second stage IV IEPT-coefficient (standardized) by more than 0.05. The table reports the results of estimating Equation (6) in
Columns 3–4 and 7–8. Control variables, sector and survey wave fixed effects are included but not reported in the table. We control for
the questionnaire language as well as whether the firm deems expected inflation over the next year very important for their price setting
(Columns 1–4) respectively wage setting (Columns 5–8). Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).

Price changes can be decomposed into changes in nominal costs and a residual compo-

nent, which we refer to as an implied markup. We therefore examine whether the effect

of inflation expectations on prices operates primarily through expected nominal costs or

through this residual component. To this end, we estimate Equation (5) separately for prices,

expected nominal costs, and implied markups, where the latter are defined as the difference

between expected price growth and expected nominal cost growth. While this residual can

capture changes in markups, it may also reflect differences between true marginal costs—

which are difficult to measure directly in surveys, as discussed above—and the nominal

costs reported by firms, as well as other measurement-related discrepancies. Because both

variables are typically not directly observed, empirical analyses of costs and markups of-
34While the significant response to long-term inflation expectations may at first appear inconsistent with

the predominantly Taylor-type annual wage adjustments described above, Abberger et al. (2026) show theo-
retically that downward nominal wage rigidity implies that firms must account for the risk of being unable
to reduce nominal wages in the future. This precautionary motive leads firms to respond to longer-term in-
flation expectations even when re-optimization is anticipated in the short-term, as higher long-term inflation
expectations relax the downward nominal wage rigidity constraint, thus firms can adjust wages by more.
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ten rely on strong assumptions and are subject to measurement issues (see, e.g., Basu, 2019;

Syverson, 2019). To the extent that the non-markup components in our implied markup are

not directly affected by the information treatments (i.e., are orthogonal to the instruments),

they do not bias our estimates of pass-through into implied markups. Under this exclu-

sion restriction, we interpret the coefficient on the implied markup as capturing the effect of

inflation expectations on markups.

The results are reported in Table 5. Our primary focus is on short-term inflation expec-

tations, as this horizon is most relevant for price adjustments, and nominal cost expecta-

tions are available only for the next 12 months. Since cost expectations were elicited only

in Wave 2, the corresponding sample comprises nearly 2,000 firms. All regressions in Ta-

ble 5 are estimated on the same underlying sample; accordingly, the first stage is identical

across specifications (as reported in Column 3 of Table 3). Minor differences in the number

of observations arise from the jackknife procedure applied in the second stage.

Short-term inflation expectations in the Wave 2 sample pass through to prices with a

coefficient of 0.24 (Column 1), which is essentially identical to the baseline estimate of 0.25

obtained for the full sample comprising both waves. This effect is entirely driven by the

response of expected nominal costs, which exhibits a quantitatively almost identical coeffi-

cient of 0.25 (Column 3). In contrast, implied expected markups do not respond significantly

to short-term inflation expectations (Column 5).

We next decompose the response of nominal costs. Firms were explicitly asked to in-

clude labor costs in their expected nominal costs. Using firms’ reported labor cost share in

total costs from our survey, denoted by ωlabor, we write expected nominal cost growth as

nom.costs = ωlabor ·wages+ (1− ωlabor) · nom.costsex. wages. We then back out expected non-

wage cost growth as nom.costsex. wages =
nom.costs−ωlabor·wages

1−ωlabor . The results show that most

of the response of expected nominal costs is driven by the response of wages to inflation

expectations, with a pass-through of 0.26 (Column 3) in this sample of the second wave,

similar to our baseline estimate of 0.25 in the full sample. Expected non-wage costs, which

firms in the cognitive interviews frequently associate with input and raw material prices

(see Appendix E), also respond significantly, but the magnitude is smaller, with a coefficient

of approximately 0.10 (Column 4).
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Taken together, these findings indicate that the pass-through of inflation expectations to

prices mainly operates through expected changes in nominal costs rather than through an-

ticipated increases in markups.35 In this sense, short-term inflation expectations resemble

a cost shock rather than an opportunity to expand profits. Firms adjust prices to preserve

their desired markups, consistent with the standard New Keynesian assumption of approxi-

mately constant desired markups. Furthermore, the pass-through of short-term inflation ex-

pectations into nominal costs operates primarily through wage expectations and, to a lesser

extent, through expectations regarding other non-labor costs. When firms revise their short-

term inflation expectations upward, they anticipate higher nominal input costs, including

wages, but they do not expect to widen margins.

Table 5 – IEPT into nominal costs and markups

Posterior expectations

Prices Nominal Wages Nominal costs Markups
costs ex. wages

(1) (2) (3) (4) (5)

Prior 0.82∗∗∗ 0.96∗∗∗ 0.88∗∗∗ 0.93∗∗∗ 0.92∗∗∗

(0.03) (0.01) (0.03) (0.02) (0.02)

Infl. exp. short 0.24∗ 0.25∗∗ 0.26∗∗ 0.10∗ -0.07
(0.13) (0.10) (0.12) (0.05) (0.16)

Controls Yes Yes Yes Yes Yes

Sector fixed effects Yes Yes Yes Yes Yes

Observations 1,912 1,910 1,924 1,915 1,913
F-Stat 41.7 41.7 41.7 41.7 41.7
R2 0.81 0.96 0.81 0.92 0.91

Notes: The table reports the results of estimating Equation (5) by Huber-robust IV regressions where the posterior inflation expectation
(Inflation expectation short respectively Inflation expectation long) is instrumented using Equation (4). ”Prior” refers to the prior
expectation of the variable indicated in the column headers. The second stage uses a Jackknife resampling procedure to identify
influential observations. An influential observation is dropped if it moves the second stage IV IEPT-coefficient (standardized) by more
than 0.05. The sample is restricted to Wave 2 observations. The control variable for the questionnaire language and sector fixed effects are
included but not reported in the table. Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).

Our baseline IEPT estimates pool firms with heterogeneous price-setting behavior, which

may imply different degrees of pass-through, as discussed in Section 2. We next examine

whether pass-through differs systematically with firms’ reported price-setting behavior. We

focus on prices, as wage adjustment behavior exhibits less heterogeneity: more than 80%

of firms report adjusting wages on a regular basis following a Taylor-type rule with fixed

horizons (Table B.11 in the Appendix), suggesting limited scope for state-dependent wage

adjustment.
35The finding that expected cost movements are the main driver of expected price changes is consistent with

related work documenting a strong link between cost expectations and prices; see, for example, Gödl-Hanisch
and Menkhoff (2023). Similarly, Asghar et al. (2023) document using the Bank of Canada’s Business Outlook
Survey that firms’ output price expectations are strongly correlated with input costs and wages.
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We classify Taylor-pricing firms as those reporting pricing horizons of one year or less.36

Firms reporting that they adjust prices at irregular intervals depending on circumstances

are classified as state-dependent price setters.37 As discussed in Section 2, state-dependent

pricing implies lower pass-through, as higher inflation expectations affect both the size and

the timing of price adjustments. While the theoretical framework emphasizes reset-price

decisions and the timing of adjustments, our survey measure of firms’ expected own prices

captures expected cumulative price changes over a 12-month horizon. We therefore can-

not directly test whether firms plan more frequent price adjustments within this horizon.

However, we can assess whether their pass-through is relatively low, as predicted by the

theoretical framework.

Table 6 – IEPT and price-setting behavior

Taylor SDP
Information provision Vignette Information provision Vignette

Prices posterior ∆Prices Prices posterior ∆Prices
(1) (2) (3) (4) (5) (6) (7) (8)

Prices prior 0.90∗∗∗ 0.91∗∗∗ 0.90∗∗∗ 0.78∗∗∗

(0.04) (0.03) (0.02) (0.09)

Infl. exp. short 0.55∗∗ 0.40∗∗∗ 0.16 0.27∗∗∗

(0.26) (0.05) (0.17) (0.03)
Infl. exp. long 0.18 0.14∗∗∗ -0.04 0.10∗∗∗

(0.12) (0.03) (0.10) (0.02)

Controls Yes Yes Yes Yes Yes Yes Yes Yes

Sector-Wave fixed effects Yes Yes Yes Yes Yes Yes
Sector fixed effects Yes Yes

Observations 638 637 722 507 1,656 1,635 1,827 1,233
R2 0.93 0.94 0.26 0.07 0.87 0.70 0.08 0.04

Notes: The table reports separately the estimated coefficients of Equation (5) (Columns 1–2 and 5–6) respectively of Equation (6)
(Columns 3–4 and 7–8 for firms that conduct Taylor pricing with price adjustment frequencies of at least one adjustment per year
(Columns 1–4) and state-dependent pricing firms (Columns 5–8). The second stage uses a Jackknife resampling procedure to identify
influential observations. An influential observation is dropped if it moves the second stage IV IEPT-coefficient (standardized) by
more than 0.05. Control variables, sector and survey wave fixed effects are included but not reported in the table. We control for the
questionnaire language, whether the firm deems expected inflation over the next year very important for their price setting, and the
duration since the last price adjustment. Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).

Table 6 reports IEPT estimates separately for firms that follow Taylor pricing with a one-

year adjustment horizon and firms that employ state-dependent pricing. Among Taylor-

pricing firms, the pass-through into prices is larger than in the baseline for all firms. In

the information provision experiment, short-term inflation expectations pass through with

36These firms account for 20.9% of respondents (Table B.13 in Appendix B). They are expected to adjust prices
within the relevant horizon of the experiment. Firms reporting lower adjustment frequencies are arguably
unable to adjust prices within this period, yielding an IEPT of zero mechanically, which is why we exclude
them from the heterogeneity analysis.

37Firms’ self-reported price-setting behavior is inferred from their responses to Question 10a in Wave 1 and
Question 7 in Wave 2; see the questionnaires in Appendix D.
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a coefficient of 0.55 (Column 1), while the corresponding estimate in the vignette is 0.40 (Col-

umn 3), both close to the theoretical prediction of an IEPT of 0.5 under Taylor pricing. While

both estimates are statistically significant, they differ in precision, with the vignette estimate

being more tightly estimated. By contrast, long-term inflation expectations do not exhibit

a statistically significant pass-through for Taylor-pricing firms in the information provision

experiment, with a point estimate of 0.18 (Column 2). In the vignette, the corresponding

estimate is 0.14 and is statistically significant (Column 4).

Firms that report following state-dependent pricing display substantially lower pass-

through coefficients. In the information provision experiment, short-term inflation expec-

tations pass through with a point estimate of 0.16 (Column 5), while the estimate for long-

horizon inflation expectations is close to zero (Column 6). Both coefficients are not statisti-

cally different from zero. In the vignette specification, the corresponding estimates are 0.27

for short-term inflation expectations (Column 7) and 0.14 for long-term expectations (Col-

umn 8), and both are statistically significant. This is consistent with the results above, which

indicate that the vignette yields more precise estimates. Overall, the estimated IEPT for

state-dependent pricing firms is roughly one third to one half of the IEPT for Taylor-pricing

firms. Consistent with the baseline estimates for all firms and across both the information

provision experiment and the vignette, the point estimates decline with the horizon of infla-

tion expectations, suggesting very small effects at longer horizons.

We show robustness for these baseline estimates in Appendix C. In particular, although

the energy treatment does not affect inflation expectations, it could still have a direct effect

on prices and wages. We therefore show in Table C.3 that there is no direct effect of this

treatment on prices or wages, as the estimated reduced-form effect is also very close to zero.

Furthermore, we show in Tables C.4 and C.5 that the first and second stage results are very

similar to the baseline when we exclude firms in the energy treatment group (this exclusion

is unproblematic because firms are randomly assigned to the treatment). Moreover, we show

robustness to excluding control variables in the first and second stage regressions, as well

as in the IEPT by price setting behavior, in Tables C.6, C.7, and C.8, respectively. The results

are again similar to the baseline. In addition, some firms leave the posterior question, where

we ask whether they want to update their expectations, unanswered.38 This may partly

38In the baseline, we treat unanswered posterior responses as missing values; thus, these firms are not in-

26



reflect that they do not wish to update their expectations rather than that they are unable

or unwilling to respond to the question. We therefore also report our regressions under an

alternative interpretation of leaving the posterior blank, namely that firms do not want to

update their expectations and therefore keep their posterior equal to the prior. When we

impose this assumption and impute the prior response for firms that do not answer the

posterior question but still complete the survey, we report the first and second stage results,

as well as the IEPT by price setting behavior, in Tables C.9, C.10, and C.11, respectively.

Our main results remain robust to this adjustment. Finally, excluding the 360 firms that

responded in both waves from the second wave does not materially affect the estimates in

either the first or the second stage (see Tables C.12 and C.13).

5 Conclusion

Inflation expectations play a central role in macroeconomic models and in the conduct of

monetary policy, as firms incorporate beliefs about future inflation into current pricing and

wage-setting decisions. Understanding how changes in inflation expectations translate into

firms’ behavior is therefore essential for assessing inflation dynamics, inflation persistence,

and the transmission of monetary policy.

This paper provides causal evidence on the pass-through of inflation expectations to

firms’ prices and wages using a survey of Swiss firms. Exploiting exogenous variation in in-

flation expectations generated by randomized information provision and a complementary

hypothetical vignette, we document several key findings. Changes in inflation expectations

lead to statistically and economically significant adjustments in both prices and wages. The

pass-through, however, is incomplete: firms do not translate changes in expected inflation

one-for-one into price or wage adjustments.

The pass-through depends strongly on the horizon of inflation expectations. Short-term

inflation expectations exhibit substantially greater pass-through into prices than longer-term

expectations, often by a factor of two or more. This pattern is robust across empirical speci-

fications and across both experimental approaches. For wages, pass-through is also positive

and significant, though less sensitive to the horizon than prices.

cluded in the baseline regression.
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Inflation expectations primarily affect prices through expected nominal costs rather than

through changes in markups. Short-term inflation expectations feed into expected nominal

costs, and through those into prices, while firms do not anticipate systematic adjustments

in markups. Accordingly, we find no evidence that firms expand markups in response to

higher inflation expectations.

Heterogeneity in price-setting behavior helps explain both the limited magnitude of

pass-through and the greater relevance of short-term expectations. Firms that adjust prices

at fixed intervals, consistent with Taylor-type pricing, exhibit higher pass-through, partic-

ularly at short horizons, whereas firms with state-dependent pricing respond substantially

less. These patterns are consistent with theoretical frameworks in which firms respond to

inflation expectations within their expected price-adjustment horizon.

These findings carry several implications for monetary policy. Short-term inflation ex-

pectations emerge as a key determinant of firms’ pricing and wage-setting decisions and

therefore warrant greater attention in policy implementation and communication. Even

when long-term expectations remain stable, movements in short-term expectations can ex-

ert meaningful pressure on prices and wages. A strategy focused exclusively on anchoring

long-term expectations may therefore overlook an important channel through which expec-

tations affect firm behavior. Moreover, we do not find strong evidence that firms system-

atically expand markups in response to higher inflation expectations. This suggests that

expectation-driven inflation operates primarily through cost channels rather than profit ex-

pansion, providing little support for the “greedflation” hypothesis in our setting.

More broadly, the aggregate strength of inflation expectation pass-through depends on

the composition of price-setting behavior in the economy. Firms with state-dependent pric-

ing exhibit substantially lower pass-through than firms with Taylor-type pricing. Economies

with a larger share of Taylor-pricing firms are therefore likely to display stronger aggre-

gate transmission of short-term inflation expectations into realized inflation. This highlights

that the structure of price-setting frictions is an important determinant of how prices, and

thereby aggregate inflation, respond to changes in inflation expectations.
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A Derivation of reset price response to inflation expectations

This appendix section shows more detailed derivations of the effect of exogenous changes

in inflation expectations on prices and their interaction with the horizon of inflation expec-

tations, following Werning (2022).

Pass-through in a model with Calvo pricing. First, consider the standard equation

for the optimal price in the canonical New Keynesian Model, derived from the optimiza-

tion problem of a representative firm that faces a Calvo pricing nominal rigidity. The log-

linearized approximation of the equation for the reset price is given by

p∗t = µ + (1 − θβ)
∞

∑
k=0

(θβ)kEt−1{ψt+k}, (A.1)

where p∗t denotes the reset price of a firm adjusting prices in period t, µ is the constant

markup, θ the probability of not adjusting the price in a given period, β the discount factor,

and ψt = Pt +mct denotes nominal marginal costs, or equivalently, the sum of the aggregate

price level P and the real marginal cost mc. All variables are in logs. Here, one assumption

is that firms do not know the price level in t when resetting prices in period t. This would be

consistent with price adjustment in the beginning of the period, where prices of other firms

cannot be observed and firms have to form expectations about the aggregate inflation in t

and all other future periods. Thus, Et−1[Pt] = Pt−1 + πe
t , where πe

t ≡ Et−1[Pt − Pt−1] is the

expected inflation rate for period t.

Then, in order to isolate the effect of changes in inflation expectations on prices, Wern-

ing (2022) defines a temporary equilibrium, where all other terms are held constant on the

right-hand side of equation (A.1). At the same time, there is no assumption necessary for the

formation of inflation expectations. These assumptions also quite closely resemble our sur-

vey: We isolate the effect of inflation expectations on prices and wages. Other variables, for

example, expectations on real marginal costs, are not changed. Isolating the effect, equation

(A.1) can be rewritten as

p∗t − Pt−1 = (1 − θβ)
∞

∑
k=0

(θβ)kEt−1{Pt+k − Pt−1}+ at, (A.2)

where the term at ≡ µ + (1 − θβ)∑∞
k=0(θβ)kEt−1{mct+k} includes all terms not related to
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expected inflation and is assumed to be held constant. This is equation (1) in the main text.

Increase in near-term expectation with Calvo pricing. To examine the role of short-

term inflation expectations for IEPT, Werning (2022) assumes that inflation expectations are

πe
t ̸= 0 only for the next period t, and zero for all other future periods k, thus πe

t+k = 0

∀k > 0. Under this assumption, equation (A.2) can be simplified to

p∗t = πe
t + at + Pt−1, (A.3)

which shows that the pass-trough coefficient of a temporary expected inflation increase (in-

crease in the near-term expectation) on the reset price is 1.

To obtain the pass-through rates into aggregate inflation, these resetting firms must be

aggregated with firms that do not adjust prices. Thus, in the case of Calvo pricing, the effect

on the reset price has to be multiplied by (1− θ) to obtain the effect on the aggregate inflation

rate in period t. The expected IEPT into aggregate inflation would be (1 − θ).

Increase in long-term expectation with Calvo pricing. Suppose the increase in expected

inflation is reflecting a persistent increase, implying that firms expect πe
t = πe

t+k ̸= 0 for all

future periods k. Under this assumption, equation (A.2) can be simplified to

p∗t =
1

1 − θβ
πe

t + at + Pt−1, (A.4)

which shows that the pass-through coefficient of an expected permanent increase into re-

set prices, 1
1−θβ , can be above one: the stickier the prices, the more firms front-load future

inflation. Consequently, reset prices overshoot in period t to accommodate the possibility

that the firm will not be able to adjust prices for a longer period of time and that inflation

will erode their relative price in every future period until the next adjustment. Note that

these coefficients show the effect on the reset price, that is, the price that would be set if

firms could adjust their prices. The effect on aggregate inflation is weighted by the share of

firms resetting prices, thus 1−θ
1−θβ , which is close to one for standard assumptions about the

discount factor.

Pass-through in a model with Taylor pricing. As shown in the main text, in a Taylor

pricing framework, firms know that they can adjust prices exactly every N periods, thus
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prices change every N periods. Firms optimize resetting prices to keep the average price

over time of non-adjustment as close as possible to the desired price they would set in a

flexible-price setting, thus

p∗t =
1

∑N−1
k=0 βk

N−1

∑
k=0

βkEt−1[Pt+k] + at, (A.5)

where at has the same function as before to collect the terms on markups and expected real

marginal costs. This reflects the well-known result that with Taylor pricing, firms set prices

as a weighted average of the future optimal prices during the period of non-adjustment.

Increase in near-term expectations with Taylor. Note that the result above applies to

a one-period increase in inflation expectations. For Taylor pricing, it is more interesting to

consider the case in which expected inflation is elevated over the entire adjustment horizon,

i.e. h = N, which is according to our survey evidence largely one year or even less. In this

case, the expected price level increases throughout the period of price stickiness, and the

optimal reset price is given by

p∗t =
1

∑N−1
k=0 βk

N−1

∑
k=0

βk(k + 1)πe
t + at + Pt−1. (A.6)

Assuming β = 1, the response of the reset price is then (N + 1)/2, and the pass-through

into inflation is given by (N + 1)/(2N), which converges to 1/2 as N becomes large.39

Increase in long-term expectations with Taylor. Suppose the increase in expected infla-

tion is an increase in a long-term inflation expectation. We assume that the long term (in our

survey 5 years) is beyond the typical price adjustment horizon, thus firms adjust prices more

frequently. Then the expectations of inflation for the horizon h ≤ N (which we relate to the

short term, given the typical adjustment frequency is much less than five years), the price

adjustments take into account only the period of price stickiness, since the firms know for

sure that they can readjust prices after N periods, thus all inflation expectations with a hori-

zon longer than N are irrelevant for the decision in t − 1 and therefore have a pass-through

rate of zero. Thus, changes in long-term inflation expectations beyond the price-stickiness

horizon should have a pass-through of zero when conditioning on the inflation expectation

39Werning (2022) formulates the model in continuous time and shows that, for empirically relevant param-
eter values, the IEPT coefficient in a Taylor model is close to 1/2.
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over the horizon of N periods.

B Descriptive statistics

Table B.1 – Sample and response rates

Sample Response rates Responses per group Responses per group
Survey panels (share in % of total sample) (number) (share in % of responses)

2022 KOF panel 3,398 39.1 1,330 34.6
2025 KOF panel 6,820 32.4 2,207 57.5
2025 external 2,229 13.6 303 7.9

Notes: Wave 1 (2022) is based on the KOF investment survey panel. The panel was expanded for Wave 2 (2025): Both the KOF Investment
Survey panel and the KOF Business Tendency Survey panels were used. Firms that participate in multiple standard KOF surveys were
only invited once for our survey. Additionally for Wave 2, addresses from the private provider Dun & Bradstreet were used to increase
the sample size. As these addresses often do not contain personal email contact details, the invitations to take part in the online survey
were sent by post. ”Sample” displays the number of firms invited to participate in the survey. ”Responses” displays the number of
survey participants that responded to at least one question and closed the questionnaire.

Table B.2 – Sectoral distribution of firms

Share of firms in response sample (%) Share of firms in economy (%)

Sector group Wave 2022 Wave 2025

Manufacturing 34.3 24.7 9.3
Construction 6.0 10.0 11.4
Retail Trade 4.1 7.4 6.4
Financial and Insurance Activites 6.1 5.5 3.0
Other Service Activites 41.6 51.8 53.6
Other 8.0 0.6 16.3

Notes: The first and second columns refer to the sample of firms that responded in Wave 1 (1,330) and in Wave 2 (2,510). Sector group
”Other Service Activities” includes all services excluding retail trade and financial and insurance activities. Sector group ”Other” includes
agriculture, forestry, fishing, mining, electricity, gas, water supply, waste, public administration, education, activities of households as
employers, activities of membership organisations, activities of extraterritorial organisations. The third column shows the number of
firms per sector group as a share of the economy in the year 2025.
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Table B.3 – Respondents’ roles within the firm

Share of firms (%)

Chief Executive Officer / Managing Director / Owner-Manager 62.5
Chief Financial Officer 19.7
Chief Sales or Procurement Officer 1.6
Chief Human Resources Officer 3.6
Other function in Finance / Controlling / Accounting 7.1
Other function in Sales / Procurement 0.3
Other function in Human Resources 1.1
Other (please specify) 3.0

of which: Member of the Board of Directors (from free text) 0.6
of which: Other C-level position (from free text) 0.4

No answer (in finalized questionnaires) 1.2

Notes: The data stem from the survey’s Wave 2 at the end of 2025. The shares are given relative to the finalized responses.
Owner-managing directors who were specified in the corresponding open field under ”Other” were recoded as Chief
Executives / Managing Directors / Owner-Manager, reflecting their role as the firm’s highest executive authority. C-level
functions not listed in the answer list but entered in the open field under ”Other” are additionally shown as a sub-item of
”Other”. The same applies to information on functions as a member of the board of directors. ”No answer” shows the
share of non-responses to this question for all participants which finalized the survey.

Table B.4 – Number of responses by treatment arms and vignettes

All Treatment Control

Energy Target Forecast
Short

Forecast
Long

Wave 1 Wave 2

Responses total 3,840 457 461 857 822 412 831
Wage growth next year 3,782 443 448 853 811 403 824
Price changes next year 3,368 374 354 807 749 319 765
Cost growth next year 2,382 - - 823 771 - 788
Inflation exp. 1y 3,628 425 421 824 782 386 790
Inflation exp. 5y 3,588 420 411 816 775 381 785

Posterior wage growth next year 3,456 429 434 769 717 397 710
Posterior price changes next year 3,064 359 343 724 663 315 660
Posterior cost growth next year 2,106 - - 739 685 - 682
Posterior inflation exp. 1y 3,278 399 400 736 693 369 681
Posterior inflation exp. 5y 3,263 399 397 730 691 370 676
Posterior wage growth n.y. (Vignette 1y) 3,717
Posterior price growth n.y. (Vignette 1y) 3,666
Posterior wage growth n.y. (Vignette 5y) 2,421
Posterior price growth n.y. (Vignette 5y) 2,391

Notes: Number of responses to survey questions corresponding to main variables inflation, wages, prices, and costs before (rows 2-6) and
after (”posterior”, rows 7-11) the information provision experiment respectively after the presented scenario in the vignette experiment
(rows 12-15). For the information provision experiment, the table distinguishes all responses (column 1) and responses by treatment arms
(columns 2-5) respectively control groups (columns 6-7). The costs and the 5-year ahead inflation scenario (Vignette 5y) were only elicited
in survey Wave 2.
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Figure B.1 – Aggregate inflation in Switzerland 2010–2025

Notes: The figure illustrates the monthly evolution of the year-on-year inflation rate in Switzerland. The grey shaded area indicates the
survey period of survey Wave 1 respectively Wave 2. The data is based on the Consumer Price Index for all items from the Swiss Federal
Statistical Office.

Table B.5 – Summary statistics: Information provision experiment (sample means)

Prior Posterior

CW1 CW2 TE TT TFS TFL CW1 CW2 TE TT TFS TFL

Mean
Inflation exp. 1y 3.2 1.5 3.1 3.0 1.4 1.5 3.1 1.4 3.1 2.7 1.0 1.5
Inflation exp. 5y 3.3 3.1 3.1 3.2 2.8 2.9 3.2 2.9 3.2 2.8 2.3 2.1
price change next year 3.4 1.7 3.4 3.6 1.7 1.6 3.4 1.5 3.3 3.5 1.4 1.3
Wage growth next year 2.8 1.2 2.5 2.7 1.0 1.1 2.3 1.1 2.6 2.4 0.9 1.0
Cost growth next year - 2.1 - - 2.1 2.3 - 2.1 - - 1.9 2.1

Standard deviation
Inflation exp. 1y 5.5 3.2 3.9 2.2 1.7 4.2 5.4 1.6 3.8 2.1 1.3 5.9
Inflation exp. 5y 6.0 4.2 3.9 3.8 3.7 4.0 6.0 3.8 3.7 3.3 2.9 3.6
Price change next year 7.7 3.6 4.6 6.1 3.3 4.4 7.8 2.7 4.4 5.7 3.0 3.8
Wage growth next year 5.1 4.3 1.7 3.1 5.5 2.0 1.4 4.1 2.9 2.6 4.0 1.6
Cost growth next year - 5.5 - - 5.6 4.6 - 5.6 - - 6.9 4.5

Notes: Mean and standard deviation of inflation expectations, expected price change, wage and nominal costs growth in the next
year by treatment group. Inflation expectation short (long) refers to the 1-year (5-year) expectation horizon. The columns indicate the
prior respectively posterior expectations by either the control group in Wave 1 (CW1) (2022), the control group in Wave 2 (CW2) (2025),
Treatment Energy (TE) and Treatment Target (TT) of Wave 1 and Treatment Forecast Short Term (TFS) and Treatment Forecast Long Term
(TFL) of Wave 2. Prior corresponds to the expectations before receiving the information treatment, posterior to the expectations after
having received the information treatment (the control group did not receive any information).
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Table B.6 – Summary statistics: Information provision experiment (interpolated medians)

Prior Posterior

CW1 CW2 TE TT TFS TFL CW1 CW2 TE TT TFS TFL

Interpolated median
Inflation exp. short 2.5 1.0 2.4 2.5 1.0 1.0 2.5 1.0 2.4 2.1 0.9 1.0
Inflation exp. long 2.0 1.9 2.0 2.0 1.9 1.9 2.0 1.9 2.0 2.0 1.6 1.1
Price change next year 2.3 1.0 2.8 2.6 0.9 0.8 2.4 1.0 2.6 2.3 0.6 0.8
Wage growth next year 2.5 1.0 2.4 2.5 1.0 1.0 2.2 1.0 2.4 2.2 0.9 1.0
Cost growth next year 1.9 1.9 1.9 1.9 1.5 1.4

Standard deviation
Inflation exp. short 5.5 3.2 3.9 2.2 1.7 4.2 5.4 1.6 3.8 2.1 1.3 5.9
Inflation exp. long 6.0 4.2 3.9 3.8 3.7 4.0 6.0 3.8 3.7 3.3 2.9 3.6
Price change next year 7.7 3.6 4.6 6.1 3.3 4.4 7.8 2.7 4.4 5.7 3.0 3.8
Wage growth next year 5.1 4.3 1.7 3.1 5.5 2.0 1.4 4.1 2.9 2.6 4.0 1.6
Cost growth next year - 5.5 - - 5.6 4.6 - 5.6 - - 6.9 4.5

Notes: Interpolated median and standard deviation of inflation expectations, expected price change, wage and nominal costs growth in
the next year by treatment group. Inflation expectation short (long) refers to the 1-year (5-year) expectation horizon. The columns indicate
the prior respectively posterior expectations by either the control group in Wave 1 (CW1) (2022), the control group in Wave 2 (CW2) (2025),
Treatment Energy (TE) and Treatment Target (TT) of Wave 1 and Treatment Forecast Short Term (TFS) and Treatment Forecast Long Term
(TFL) of Wave 2. Prior corresponds to the expectations before receiving the information treatment, posterior to the expectations after
having received the information treatment (the control group did not receive any information).

Table B.7 – Summary statistics: Vignette experiment (Wave 1)

All 0% 1% 2% 3% 4% 5%

Median
Inflation exp. short (prior) 2.5 2.5 2.3 2.5 2.5 2.5 2.5
Price change next year (prior) 2.8 2.2 2.5 3.0 2.2 3.0 3.0

Price change next year (posterior) 0.0 0.0 0.0 0.0 0.5 2.0 2.0
Wage growth next year (prior) 2.5 2.3 2.5 2.5 2.5 2.5 2.5

Wage growth next year (posterior) 1.5 1.0 1.0 1.5 2.0 2.0 2.5

Standard deviation
Inflation exp. short (prior) 4.0 1.5 2.0 3.1 2.4 4.5 7.6
Price change next year (prior) 6.2 4.9 5.0 7.4 5.6 4.0 9.4

Price change next year (posterior) 4.7 2.1 2.2 7.8 2.0 6.4 2.7
Wage growth next year (prior) 3.5 1.9 2.0 1.6 1.8 7.3 1.4

Wage growth next year (posterior) 4.2 1.8 2.1 7.4 1.3 5.4 1.8

Notes: Median and standard deviation of inflation expectations, expected price change and wage growth in the next year by assigned
hypothetical inflation scenario (vignette) in Wave 1 (2022). Inflation expectation short refers to the 1-year horizon. Column 1 shows
the expectations of all respondents, the remaining columns the expectations of the respondents grouped by randomized hypothetical
inflation scenario (0%, 1%, 2%, 3%, 4% and 5%). Prior corresponds to the expectations at the beginning of the questionnaire, posterior to
the expectations conditional on the provided inflation scenario.
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Table B.8 – Summary statistics: Vignette experiment (Wave 1)

All 0% 1% 2% 3% 4% 5%

Mean
Inflation exp. short (prior) 3.1 2.7 2.8 3.1 2.9 3.3 3.6
Price change next year (prior) 3.5 3.3 3.2 4.0 3.4 3.2 3.9

Price change next year (posterior) 1.8 1.3 0.8 2.0 1.6 2.9 2.3
Wage growth next year (prior) 2.7 2.5 2.5 2.5 2.5 3.2 2.7

Wage growth next year (posterior) 1.8 1.2 0.9 2.0 1.8 2.5 2.4

Standard deviation
Inflation exp. short (prior) 4.0 1.5 2.0 3.1 2.4 4.5 7.6
Price change next year (prior) 6.2 4.9 5.0 7.4 5.6 4.0 9.4

Price change next year (posterior) 4.7 2.1 2.2 7.8 2.0 6.4 2.7
Wage growth next year (prior) 3.5 1.9 2.0 1.6 1.8 7.3 1.4

Wage growth next year (posterior) 4.2 1.8 2.1 7.4 1.3 5.4 1.8

Notes: Mean and standard deviation of inflation expectations, expected price change and wage growth in the next year by assigned
hypothetical inflation scenario (vignette) in Wave 1 (2022). Inflation expectation short refers to the 1-year horizon. Column 1 shows
the expectations of all respondents, the remaining columns the expectations of the respondents grouped by randomized hypothetical
inflation scenario (0%, 1%, 2%, 3%, 4% and 5%). Prior corresponds to the expectations at the beginning of the questionnaire, posterior to
the expectations conditional on the provided inflation scenario.
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Table B.9 – Summary statistics: Vignette experiment (Wave 2)

All -1% 0% 1% 2% 3% 4%

Panel A. Vignette 1y scenario

Median
Inflation exp. short (prior) 1.0 1.0 1.0 1.0 1.0 1.0 1.0
Price change next year (prior) 1.0 1.0 1.0 1.0 1.0 1.0 1.0

Price change next year (posterior) 0.0 0.0 0.0 0.0 1.0 2.0 2.0
Wage growth next year (prior) 1.0 1.0 1.0 1.0 1.0 1.0 1.0

Wage growth next year (posterior) 1.0 0.0 0.5 1.0 1.5 2.0 2.0

Standard deviation
Inflation exp. short (prior) 3.2 2.5 1.7 2.9 1.8 6.0 2.1
Price change next year (prior) 3.8 3.9 4.1 2.9 3.0 3.2 5.2

Price change next year (posterior) 2.4 2.0 3.0 2.0 2.1 1.9 2.4
Wage growth next year (prior) 4.2 1.8 6.7 3.2 2.5 6.3 1.5

Wage growth next year (posterior) 2.6 1.2 5.3 1.5 1.6 1.3 1.6

Panel B. Vignette 5y scenario

Median
Inflation exp. long (prior) 2.0 2.0 2.0 2.0 2.0 2.0 2.0
Price change next year (prior) 1.0 0.8 1.0 1.0 1.0 1.0 1.0

Price change next year (posterior) 0.0 0.0 0.0 0.0 1.0 1.5 1.5
Wage growth next year (prior) 1.0 1.0 1.0 1.0 1.0 1.0 1.0

Wage growth next year (posterior) 1.0 0.0 0.5 1.0 1.2 1.5 1.5

Standard deviation
Inflation exp. long (prior) 4.0 3.3 5.7 3.5 4.4 2.9 3.2
Price change next year (prior) 3.8 3.1 3.6 3.9 4.8 4.0 3.0

Price change next year (posterior) 2.1 1.4 2.5 1.4 1.8 2.2 2.6
Wage growth next year (prior) 4.2 4.5 3.3 7.4 3.5 2.2 2.2

Wage growth next year (posterior) 2.6 1.1 1.5 5.3 1.2 1.6 1.9

Notes: Median and standard deviation of inflation expectations, expected price change and wage growth in the next year by assigned
hypothetical inflation scenario (Panel A: inflation scenario 1y, Panel B: inflation scenario 5y) in Wave 2 (2025). Inflation expectation short
(long) refers to the 1-year (5-year) expectation horizon. Column 1 shows the expectations of all respondents, the remaining columns the
expectations of the respondents grouped by randomized hypothetical inflation scenario (-1%, 0%, 1%, 2%, 3%, and 4%). Prior corresponds
to the expectations at the beginning of the questionnaire, posterior to the expectations conditional on the provided inflation scenario.
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Table B.10 – Summary statistics: Vignette experiment (Wave 2)

All -1% 0% 1% 2% 3% 4%

Panel A. Vignette 1y scenario

Mean
Inflation exp. short (prior) 1.5 1.4 1.3 1.4 1.5 1.7 1.5
Price change next year (prior) 1.7 1.8 1.7 1.5 1.5 1.6 1.8

Price change next year (posterior) 1.3 0.6 0.7 0.9 1.4 1.7 2.3
Wage growth next year (prior) 1.1 1.3 0.8 1.2 1.0 1.0 1.1

Wage growth next year (posterior) 1.2 0.5 0.6 1.0 1.4 1.8 2.2

Standard deviation
Inflation exp. short (prior) 3.2 2.5 1.7 2.9 1.8 6.0 2.1
Price change next year (prior) 3.8 3.9 4.1 2.9 3.0 3.2 5.2

Price change next year (posterior) 2.4 2.0 3.0 2.0 2.1 1.9 2.4
Wage growth next year (prior) 4.2 1.8 6.7 3.2 2.5 6.3 1.5

Wage growth next year (posterior) 2.6 1.2 5.3 1.5 1.6 1.3 1.6

Panel B. Vignette 5y scenario

Mean
Inflation exp. long (prior) 2.9 2.6 3.5 2.9 2.9 2.8 2.7
Price changes next year (prior) 1.7 1.7 1.7 1.8 1.7 1.8 1.3

Price changes next year (posterior) 1.2 0.4 0.8 0.9 1.3 1.8 2.0
Wage growth next year (prior) 1.1 1.0 1.3 0.6 1.3 1.0 1.0

Wage growth next year (posterior) 1.2 0.6 0.9 0.8 1.4 1.6 1.8

Standard deviation
Inflation exp. long (prior) 4.0 3.3 5.7 3.5 4.4 2.9 3.2
Price changes next year (prior) 3.8 3.1 3.6 3.9 4.8 4.0 3.0

Price change next year (posterior) 2.1 1.4 2.5 1.4 1.8 2.2 2.6
Wage growth next year (prior) 4.2 4.5 3.3 7.4 3.5 2.2 2.2

Wage growth next year (posterior) 2.6 1.1 1.5 5.3 1.2 1.6 1.9

Notes: Mean and standard deviation of inflation expectations, expected price change and wage growth in the next year by assigned
hypothetical inflation scenario (Panel A: inflation scenario 1y, Panel B: inflation scenario 5y) in Wave 2 (2025). Inflation expectation short
(long) refers to the 1-year (5-year) expectation horizon. Column 1 shows the expectations of all respondents, the remaining columns the
expectations of the respondents grouped by randomized hypothetical inflation scenario (-1%, 0%, 1%, 2%, 3%, and 4%). Prior corresponds
to the expectations at the beginning of the questionnaire, posterior to the expectations conditional on the provided inflation scenario.

Table B.11 – Firms’ wage-setting behavior: Frequency (Wave 1 only)

Share of firms %

Regular, at least once a year 57.7
Regular, less than once a year 25.5
Flexible/irregular 14.8
No information 2.0

Notes: The table reports the shares of responses to question 2a of the
Wave 1 questionnaire (see Appendix D).
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Table B.12 – Firms’ wage-setting behavior: Month to reset wages (Wave 1 only)

Share of firms (%)

January 52.2
February 0.3
March 3.4
April 7.9
May 1.1
June 0.9
July 2.2
August 0.9
September 0.4
October 0.9
November 1.4
December 6.8
No information 26.3

Notes: The table reports the shares of responses to question 2b of
the Wave 1 questionnaire (see Appendix D). Multiple months per
firm possible, thus shares do not necessarily add up to unity. No
information indicates firms that did not tick any box. One firm is
re-assigned to no information due to having ticked all 12 months.

Table B.13 – Firms’ price-setting behavior: Frequency

Share of firms %

Regular, at least once a year 20.9
Regular, less than once a year 12.8
Flexible/irregular 55.8
No information 10.5

Notes: The table reports the shares of responses to question 10a of
the Wave 1 questionnaire respectively question 7 of the Wave 2
questionnaire (see Appendix D). Half of the firms giving no
information have administered prices.
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Table B.14 – Firms’ price-setting behavior: Month to reset prices (Wave 1 only)

Share of firms (%)

January 61.4
February 4.8
March 7.2
April 10.4
May 2.7
June 3.9
July 6.5
August 5.1
September 5.3
October 8.2
November 4.3
December 7.7
No information 16.4

Notes: The table reports the shares of responses to question 10b of
the Wave 1 questionnaire (see Appendix D). Multiple months per
firm possible, thus shares do not necessarily add up to unity. No
information indicates firms that did not tick any box. Only regular
price adjusters (tick box 1 or box 2 in question 10a) were asked this
question.

Table B.15 – Firms’ price-setting behavior: Important factors for price changes next year

Very im-
portant

Moderately
important

Not impor-
tant

No answer

Consumer price infl. over the current year 14.8 38.3 32.2 14.7
Expected cons. price infl. over next year (Wave 1) 10.1 35.7 36.5 17.7
Expected cons. price infl. over next year (Wave 2) 12.4 41.0 39.7 6.9
Prices for raw material, energy or interm. goods 48.0 22.7 14.5 14.7
Labour costs 36.1 40.1 9.2 14.6
Demand for own products/services 30.3 40.5 14.0 15.3
Sales prices/market shares 24.2 43.5 16.0 16.2
Prices of competitors 27.6 39.6 18.1 14.7
Exchange rate 13.8 27.0 41.8 17.4
Financing costs/availability 5.6 21.1 55.9 17.4

Notes: The table reports the shares of responses to question 12 in Wave 1 questionnaire respectively in Wave 2 questionnaire (see
Appendix D).

Table B.16 – Firms’ price-setting behavior: Response to large unexpected shock (Wave 1 only)

Share of firms (%) thereof

Raise prices right away 43.2
Keep prices unchanged 33.7

Rigidity: Cannot change prices immediately 50.4
Rigidity: Decrease markups to maintain market share 42.4
Rigidity: Wait to see persistence 40.8
Rigidity: Other/no information 13.2

Other reaction 10.2
No information 12.9

Notes: The table reports the share of responses to questions 11a and 11b of the Wave 1 questionnaire (see Ap-
pendix D). Reaction in selling prices to an unexpectedly large increase in input prices. Rows 3 to 6 show the reasons for
keeping prices unchanged (question 11b). Shares in rows 3 to 6 do not sum up to unity since multiple answers were possible.
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Figure B.2 – Distribution of wage growth, price changes, and cost growth

(a) Wage growth

(b) Price changes
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(c) Cost growth
Notes: The figures display the histograms of prior expectations for wage growth, price changes, and cost growth, pooled for all treatment
groups and the control groups in both survey waves. The distributions are truncated at values smaller than -5% and larger than 15% for
illustration purpose.

47



Figure B.3 – Distribution of inflation expectations

(a) Inflation short term

(b) Inflation long term

Notes: The figures display the histograms of prior long-term inflation expectations (1 year) and prior long-term inflation expectations (5
year), pooled for all treatment groups and the control groups in both survey waves. The distributions are truncated at values smaller
than -5% and larger than 15% for illustration purpose.
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Figure B.4 – Effect of information treatments: Updating inflation expectations

Notes: The data points represent the mean prior and posterior inflation expectations (sorted in 10 bins) across treatment group for the
1-year (left figure), and 5-year (right figure) horizon. The black squares show the control group, the blue triangles the Treatment Energy,
the red points the Treatment Target, the purple squares the Treatment Forecast ST and the golden rhombuses the Treatment Forecast
LT. The regression lines display the intercept and slope coefficients from estimating Equation (4). The solid black line shows the fitted
regression line for the control group, the dotted blue line for Treatment Energy, the two-dashed red line for Treatment Target, the dashed
purple line for Treatment Forecast ST, the dot-dashed golden line for Treatment LT, the 45-degree line is dashed gray. Huber weights are
applied.
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Figure B.5 – Previous price adjustments

(a) Wave 1

(b) Wave 2

Notes: The figures display the histograms of the timing of firms’ previous price adjustments, corresponding to the responses to question 9
in the Wave 1 questionnaire respectively question 6 in the Wave 2 questionnaire (Appendix D). The upper figure shows the previous price
adjustments prior to the survey period November 2022 to January 2023 (Wave 1), the lower figure shows the previous price adjustments
prior to the survey period September to December 2025 (Wave 2). We assume the adjustment occurred in January if only the year was
given and the adjustment occurred in 2022 respectively 2025 if only the month of the last adjustment was given.
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Figure B.6 – Previous wage adjustments (Wave 1 only)

Notes: The figure displays the histogram of the timing of firms’ previous wage adjustments prior to the survey period November 2022
to January 2023 (Wave 1), corresponding to the responses to question 1 in the Wave 1 questionnaire (Appendix D). We assume the
adjustment occurred in January if only the year was given and the adjustment occurred in 2022 if only the month of the last adjustment
was given.
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C Additional regressions and robustness

Table C.1 – Updating of inflation expectations (first stage): long-term expectations (not adjusted
for short-term expectations)

First stages IEPT

Infl. exp. short post Infl. exp. long post Real
cost
exp.
post

FS
prices

FS
wages

FS
markups

FS
prices

FS
wages

FS
markups

(1) (2) (3) (4) (5) (6) (7)

Prior 0.97∗∗∗ 0.97∗∗∗ 0.92∗∗∗ 0.95∗∗∗ 0.95∗∗∗ 0.92∗∗∗ 0.97∗∗∗

(0.03) (0.03) (0.03) (0.02) (0.02) (0.03) (0.02)

Prior × Treatm. Infl. Fcst Short -0.29∗∗∗ -0.29∗∗∗ -0.24∗∗ -0.17∗∗∗ -0.17∗∗∗ -0.14∗∗ -0.02
(0.10) (0.10) (0.10) (0.05) (0.05) (0.05) (0.03)

Prior × Treatm. Infl. Fcst Long 0.006 0.006 0.06∗ -0.14∗ -0.14∗ -0.10 -0.02
(0.03) (0.03) (0.03) (0.07) (0.08) (0.08) (0.03)

Prior × Treatm. Energy -0.01 0.01 0.05∗ 0.04
(0.04) (0.03) (0.03) (0.03)

Prior × Treatm. Target -0.12∗∗ -0.08 -0.14∗∗ -0.10∗

(0.05) (0.05) (0.06) (0.06)

Controls Yes Yes Yes Yes Yes Yes Yes

Sector-Wave fixed effects Yes Yes Yes Yes
Sector Yes Yes Yes

Observations 3,094 3,235 2,107 3,083 3,226 2,096 2,024
F-Stat 18.7 19.3 38.5 20.5 21.3 35.9 0.30
R2 0.96 0.96 0.95 0.90 0.91 0.87 0.96

Notes: The table reports the results of estimating Equation (4) by Huber-robust regressions for short- respectively survey-elicited
long-term inflation expectations (unadjusted) (Columns 1-5), respectively real cost expectations (Column 6). Prior refers to the prior
expectation of the variable indicated in the column headers (inflation expectation short/long resp. real cost expectation). ”FS” in the
column headers refers to the first stage used to fit posterior expectations that we use in the IV regressions according to Equation (5),
displayed in Table C.2. Treatment dummies, firm-specific control variables, sector and survey wave fixed effects are included but not
reported in the table. We control for the questionnaire language and additionally whether the firm deems expected inflation over the next
year very important for their price setting (Columns 1, 4) respectively wage setting (Columns 2, 5). Robust standard errors in parentheses
(***: 0.01, **: 0.05, *: 0.1 significance levels).
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Table C.2 – IEPT into prices and wages: long-term expectations (not adjusted for short-term
expectations)

Information provision

Prices posterior Wages posterior
(1) (2) (3) (4)

Prices prior 0.90∗∗∗ 0.83∗∗∗

(0.02) (0.06)
Wages prior 0.60∗∗∗ 0.80∗∗∗

(0.13) (0.03)
Infl. exp. short 0.25∗∗ 0.25∗∗∗

(0.12) (0.08)
Infl. exp. long 0.14∗ 0.14∗∗∗

(0.08) (0.04)

Controls Yes Yes Yes Yes

Sector-Wave fixed effects Yes Yes Yes Yes

Observations 2,875 2,864 3,179 3,145
F-Stat 18.7 20.5 19.3 21.3
R2 0.89 0.83 0.52 0.75

Notes: The table reports the results of estimating Equation (5) by Huber-robust IV regressions where the posterior inflation expectation
(short-term respectively survey-elicited long-term inflation expectation (unadjusted)) is instrumented using Equation (4), displayed in
Table C.1. The second stage uses a Jackknife resampling procedure to identify influential observations. An influential observation is
dropped if it moves the second stage IV IEPT-coefficient (standardized) by more than 0.05. Control variables, sector and survey wave
fixed effects are included but not reported in the table. We control for the questionnaire language as well as whether the firm deems
expected inflation over the next year very important for their price setting (Columns 1–2) respectively wage setting (Columns 3–4).
Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).
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Table C.3 – Reduced form treatment effects

Posterior
Prices Wages Nominal costs

(1) (2) (3)

Prior 0.91∗∗∗ 0.85∗∗∗ 0.97∗∗∗

(0.03) (0.05) (0.02)

Prior × Treatm. Infl. Fcst Short -0.08∗ -0.01 0.005
(0.04) (0.07) (0.02)

Prior × Treatm. Infl. Fcst Long -0.04 -0.23 -0.05
(0.05) (0.19) (0.04)

Prior × Treatm. Energy 0.04 -0.04
(0.03) (0.09)

Prior × Treatm. Target 0.02 -0.68∗∗∗

(0.03) (0.14)

Controls Yes Yes Yes

Sector-Wave fixed effects Yes Yes
Sector Yes

Observations 2,875 3,179 1,910
F-Stat 2.7 6.6 6.4
R2 0.89 0.61 0.96

Notes: The table reports the results of estimating Equation (5) by Huber-robust regressions where the
dependent variable is posterior expectations for price change, wage growth, respectively nominal
costs next year. Prior refers to the prior expectation of the variable indicated in the column headers.
Treatment dummies, firm-specific control variables, sector and survey wave fixed effects are included
but not reported in the table. We control for the questionnaire language and additionally whether the
firm deems expected inflation over the next year very important for their price setting (Column 1)
respectively wage setting (Columns 2). The samples are restricted to the baseline samples used in
Table 4. Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).

54



Table C.4 – Updating of inflation expectations (first stage): Information provision excluding
Treatment Energy

First stages IEPT

Infl. exp. short post Infl. exp. long post

FS prices FS wages FS prices FS wages
(1) (2) (3) (4)

Prior 0.97∗∗∗ 0.97∗∗∗ 0.96∗∗∗ 0.96∗∗∗

(0.02) (0.02) (0.02) (0.02)

Prior × Treatm. Infl. Fcst Short -0.27∗∗∗ -0.27∗∗∗ -0.18∗∗∗ -0.18∗∗∗

(0.09) (0.09) (0.04) (0.04)

Prior × Treatm. Infl. Fcst Long 0.005 0.006 -0.15∗∗ -0.16∗∗

(0.03) (0.03) (0.07) (0.07)

Prior × Treatm. Target -0.11∗∗ -0.07 -0.13∗∗ -0.10∗∗

(0.05) (0.05) (0.05) (0.04)

Controls Yes Yes Yes Yes

Sector-Wave fixed effects Yes Yes Yes Yes

Observations 2,759 2,845 2,717 2,800
F-Stat 24.8 25.9 22.6 23.4
R2 0.96 0.96 0.90 0.91

Notes: The table reports the results of estimating Equation (4) by Huber-robust regressions for short- respectively long-term inflation
expectations while excluding all observations of Treatment Energy. Prior refers to the prior expectation of the variable indicated
in the column headers (inflation expectation short/long). ”FS” in the column headers refers to the first stage used to fit posterior
expectations that we use in the IV regressions according to Equation (5), displayed in Table C.5. Treatment dummies, firm-specific
control variables, sector and survey wave fixed effects are included but not reported in the table. We control for the question-
naire language and additionally whether the firm deems expected inflation over the next year very important for their price setting
(Columns 1, 3) respectively wage setting (Columns 2, 4). Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).

55



Table C.5 – IEPT into prices and wages: Information provision excluding Treatment Energy

Information provision
Prices posterior Wages posterior

(1) (2) (3) (4)

Prices prior 0.89∗∗∗ 0.83∗∗∗

(0.02) (0.06)
Wages prior 0.57∗∗∗ 0.74∗∗∗

(0.13) (0.06)
Infl. exp. short 0.27∗ 0.22∗∗

(0.14) (0.09)
Infl. exp. long 0.04 0.12∗∗∗

(0.10) (0.03)

Controls Yes Yes Yes Yes

Sector-Survey wave Yes Yes Yes Yes

Observations 2,561 2,536 2,795 2,743
F-Stat 24.8 22.6 25.9 23.4
R2 0.88 0.80 0.49 0.75

Notes: The table reports the results of estimating Equation (5) by Huber-robust IV regressions where the posterior inflation expectation
(short-term respectively long-term inflation expectation) is instrumented using Equation (4) while excluding all observations of
Treatment Energy, displayed in Table C.4. The second stage uses a Jackknife resampling procedure to identify influential obser-
vations. An influential observation is dropped if it moves the second stage IV IEPT-coefficient (standardized) by more than 0.05.
Control variables, sector and survey wave fixed effects are included but not reported in the table. We control for the question-
naire language and additionally whether the firm deems expected inflation over the next year very important for their price setting
(Columns 1, 2) respectively wage setting (Columns 3, 4). Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).
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Table C.6 – Updating of inflation expectations (first stage): Excluding control variables

First stages IEPT

FS prices/wages FS costs

Infl. exp. short
post

Infl. exp. long
post

Infl. exp. short
post

Real cost exp.
post

(1) (2) (3) (4)

Prior 0.97∗∗∗ 0.96∗∗∗ 0.94∗∗∗ 0.97∗∗∗

(0.03) (0.02) (0.02) (0.02)

Prior × Treatm. Infl. Fcst Short -0.28∗∗∗ -0.18∗∗∗ -0.27∗∗ -0.02
(0.10) (0.05) (0.10) (0.03)

Prior × Treatm. Infl. Fcst Long 0.007 -0.16∗∗ 0.04 -0.02
(0.03) (0.07) (0.03) (0.03)

Prior × Treatm. Energy 0.01 0.03
(0.03) (0.02)

Prior × Treatm. Target -0.08 -0.09∗∗

(0.05) (0.05)

Controls No No No No

Sector-Survey wave Yes Yes
Sector Yes Yes

Observations 3,272 3,221 1,935 2,024
F-Stat 19.1 18.8 41.7 0.30
R2 0.96 0.91 0.95 0.96

Notes: The table reports the results of estimating Equation (4) by Huber-robust regressions for short- respectively long-term inflation
expectations, respectively real cost expectations (Column 4). Prior refers to the prior expectation of the variable indicated in the column
headers (inflation expectation short/long). ”FS” in the column headers refers to the first stage used to fit posterior expectations that we
use in the IV regressions according to Equation (5), displayed in Tables C.7 and C.8. Treatment dummies and sector and survey wave
fixed effects are included but not reported in the table. Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).
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Table C.7 – IEPT into prices and wages: Excluding control variables

Information provision Vignette Information provision Vignette

Prices posterior ∆Prices Wages posterior ∆Wages
(1) (2) (3) (4) (5) (6) (7) (8)

Prices prior 0.90∗∗∗ 0.82∗∗∗

(0.02) (0.06)
Wages prior 0.60∗∗∗ 0.79∗∗∗

(0.13) (0.04)
Infl. exp. short 0.22∗∗ 0.29∗∗∗ 0.26∗∗∗ 0.24∗∗∗

(0.11) (0.02) (0.08) (0.01)
Infl. exp. long 0.06 0.12∗∗∗ 0.14∗∗∗ 0.06∗∗∗

(0.08) (0.01) (0.03) (0.007)

Controls No No No No No No No No

Sector-Wave fixed effects Yes Yes Yes Yes Yes Yes
Sector Yes Yes

Observations 2,911 2,879 3,228 2,181 3,213 3,148 3,529 2,293
F-stat 19.1 18.8 19.1 18.8
R2 0.88 0.83 0.12 0.03 0.48 0.58 0.22 0.02

Notes: The table reports the results of estimating Equation (5) by Huber-robust IV regressions where the posterior inflation expectation
(Inflation expectation short respectively Inflation expectation long) is instrumented using Equation (4) (Columns 1–2 and 5–6), displayed
in Table C.6. The second stage uses a Jackknife resampling procedure to identify influential observations. An influential observation is
dropped if it moves the second stage IV IEPT-coefficient (standardized) by more than 0.05. The table reports the results of estimating
Equation (6) in Columns 3–4 and 7–8. Sector and survey wave fixed effects are included but not reported in the table. All regressions
exclude the baseline control variables. Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).

Table C.8 – IEPT and price-setting types: Excluding control variables

Taylor SDP
Information provision Vignette Information provision Vignette

Prices posterior ∆Prices Prices posterior ∆Prices
(1) (2) (3) (4) (5) (6) (7) (8)

Prices prior 0.89∗∗∗ 0.89∗∗∗ 0.90∗∗∗ 0.78∗∗∗

(0.04) (0.04) (0.02) (0.09)

Infl. exp. short 0.45∗∗ 0.40∗∗∗ 0.10 0.26∗∗∗

(0.22) (0.05) (0.14) (0.03)

Infl. exp. long 0.26∗ 0.14∗∗∗ -0.06 0.11∗∗∗

(0.15) (0.03) (0.14) (0.02)

Controls No No No No No No No No

Sector-Wave fixed effects Yes Yes Yes Yes Yes Yes
Sector Yes Yes

Observations 651 651 737 511 1,725 1,486 1,908 1,270
R2 0.93 0.94 0.29 0.08 0.87 0.71 0.07 0.03

Notes: The table reports separately the estimated coefficients of Equation (5) (Columns 1–2 and 5–6) respectively of Equation (6)
(Columns 3–4 and 7–8 for firms that conduct Taylor pricing with price adjustment frequencies of at least one adjustment per year
(Columns 1–4) and state-dependent pricing firms (Columns 5–8). The second stage uses a Jackknife resampling procedure to identify
influential observations. An influential observation is dropped if it moves the second stage IV IEPT-coefficient (standardized) by more
than 0.05. Sector and survey wave fixed effects are included but not reported in the table. All regressions exclude the baseline control
variables. Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).
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Table C.9 – Updating of inflation expectations (first stage): Impose zero revisions

First stages IEPT

Infl. exp. short post Infl. exp. long post

FS prices FS wages FS prices FS wages
(1) (2) (3) (4)

Prior 0.98∗∗∗ 0.98∗∗∗ 0.96∗∗∗ 0.96∗∗∗

(0.02) (0.02) (0.01) (0.01)

Prior × Treatm. Infl. Fcst Short -0.22∗∗ -0.22∗∗ -0.15∗∗∗ -0.15∗∗∗

(0.09) (0.09) (0.04) (0.04)

Prior × Treatm. Infl. Fcst Long 0.0008 0.0009 -0.15∗∗ -0.16∗∗

(0.03) (0.03) (0.07) (0.07)

Prior × Treatm. Energy -0.02 0.006 0.03 0.02
(0.03) (0.02) (0.02) (0.02)

Prior × Treatm. Target -0.10∗∗ -0.07∗ -0.13∗∗ -0.09∗∗

(0.04) (0.04) (0.05) (0.04)

Controls Yes Yes Yes Yes

Sector-Wave fixed effects Yes Yes Yes Yes

Observations 3,428 3,581 3,394 3,544
F-Stat 18.9 19.4 19.4 19.8
R2 0.96 0.96 0.91 0.91

Notes: The table reports the results of estimating Equation (4) by Huber-robust regressions for short- respectively long-term inflation
expectations. Prior refers to the prior expectation of the variable indicated in the column headers (inflation expectation short/long).
Missing values of posterior expectations were imputed with the prior value, assuming zero revisions. ”FS” in the column headers refers
to the first stage used to fit posterior expectations that we use in the IV regressions according to Equation (5), displayed in Tables C.10
and C.11. Treatment dummies, firm-specific control variables, sector and survey wave fixed effects are included but not reported in the
table. We control for the questionnaire language and additionally whether the firm deems expected inflation over the next year very
important for their price setting (Columns 1, 3) respectively wage setting (Columns 2, 4). Robust standard errors in parentheses (***: 0.01,
**: 0.05, *: 0.1 significance levels).
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Table C.10 – IEPT into prices and wages: imputed zero revisions for posterior non-response

Information provision
Prices posterior Wages posterior

(1) (2) (3) (4)

Prices prior 0.90∗∗∗ 0.84∗∗∗

(0.01) (0.05)
Wages prior 0.63∗∗∗ 0.75∗∗∗

(0.12) (0.05)
Infl. exp. short 0.37∗∗∗ 0.37∗∗∗

(0.13) (0.12)
Infl. exp. long 0.08 0.12∗∗∗

(0.07) (0.04)

Controls Yes Yes Yes Yes

Sector-Survey wave Yes Yes Yes Yes

Observations 3,195 3,174 3,533 3,497
F-Stat 18.9 19.4 19.4 19.8
R2 0.89 0.81 0.50 0.59

Notes: The table reports the results of estimating Equation (5) by Huber-robust IV regressions where the posterior inflation expectation
(short-term respectively long-term inflation expectation) is instrumented using Equation (4), displayed in Table C.9. Missing values
of posterior expectations were imputed with the prior value, assuming zero revisions. The second stage uses a Jackknife resampling
procedure to identify influential observations. An influential observation is dropped if it moves the second stage IV IEPT-coefficient
(standardized) by more than 0.05. Control variables, sector and survey wave fixed effects are included but not reported in the table. We
control for the questionnaire language and additionally whether the firm deems expected inflation over the next year very important for
their price setting (Columns 1, 2) respectively wage setting (Columns 3, 4). Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1
significance levels).

Table C.11 – IEPT and price-setting types: imputed zero revisions for posterior non-response

Prices posterior
Taylor SDP

(1) (2) (3) (4)

Prices prior 0.90∗∗∗ 0.91∗∗∗ 0.91∗∗∗ 0.80∗∗∗

(0.03) (0.03) (0.02) (0.08)

Infl. exp. short 0.61∗∗ 0.33∗

(0.29) (0.19)
Infl. exp. long 0.20 0.02

(0.12) (0.10)

Controls Yes Yes Yes Yes

Sector-Wave fixed effects Yes Yes Yes Yes

Observations 727 727 1,829 1,815
R2 0.93 0.95 0.88 0.72

Notes: The table reports separately the estimated coefficients of Equation (5) for firms that conduct Taylor pricing with price adjustment
frequencies of at least one adjustment per year (Columns 1–2) and state-dependent pricing firms (Columns 3–4). Missing values of
posterior expectations were imputed with the prior value, assuming zero revisions. The second stage uses a Jackknife resampling
procedure to identify influential observations. An influential observation is dropped if it moves the second stage IV IEPT-coefficient
(standardized) by more than 0.05. Sector and survey wave fixed effects are included but not reported in the table. Control variables,
sector and survey wave fixed effects are included but not reported in the table. We control for the questionnaire language, whether the
firm deems expected inflation over the next year very important for their price setting, and the duration since the last price adjustment.
Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).
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Table C.12 – Updating of inflation expectations (first stage): Excluding repeated participation

First stages IEPT

Infl. exp. short post Infl. exp. long post

FS prices FS wages FS costs FS prices FS wages
(1) (2) (3) (4) (5)

Prior 0.97∗∗∗ 0.97∗∗∗ 0.93∗∗∗ 0.96∗∗∗ 0.96∗∗∗

(0.03) (0.03) (0.03) (0.02) (0.02)
Prior × Treatm. Infl. Fcst Short -0.35∗∗∗ -0.35∗∗∗ -0.32∗∗∗ -0.22∗∗∗ -0.22∗∗∗

(0.11) (0.11) (0.11) (0.05) (0.05)
Prior × Treatm. Infl. Fcst Long 0.007 0.007 0.05 -0.13∗ -0.14∗

(0.03) (0.03) (0.03) (0.07) (0.07)
Prior × Treatm. Energy -0.02 0.01 0.04 0.03

(0.04) (0.03) (0.03) (0.02)
Prior × Treatm. Target -0.12∗∗ -0.08 -0.12∗∗ -0.10∗∗

(0.05) (0.05) (0.05) (0.05)

Controls Yes Yes Yes Yes Yes

Sector-Survey wave Yes Yes Yes Yes
Sector Yes

Observations 2,765 2,907 1,631 2,725 2,864
F-Stat 17.6 18.0 38.2 16.5 16.8
R2 0.96 0.96 0.96 0.91 0.91

Notes: The table reports the results of estimating Equation (4) by Huber-robust regressions for short- respectively long-term inflation
expectations where Wave 2-answers of 360 respondents that participated in both Wave 1 and Wave 2 are excluded. Prior refers to
the prior expectation of the variable indicated in the column headers (inflation expectation short/long). ”FS” in the column headers
refers to the first stage used to fit posterior expectations that we use in the IV regressions according to Equation (5), displayed in
Tables C.13. Treatment dummies and sector and survey wave fixed effects are included but not reported in the table. We control for the
questionnaire language and additionally whether the firm deems expected inflation over the next year very important for their price
setting (Columns 1, 4) respectively wage setting (Columns 2, 5) Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance
levels).
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Table C.13 – IEPT and into prices, wages, nominal costs: Excluding repeated participation

Information provision

Prices posterior Wages posterior Nominal costs
posterior

(1) (2) (3) (4) (5)

Prior 0.90∗∗∗ 0.82∗∗∗ 0.51∗∗∗ 0.75∗∗∗ 0.95∗∗∗

(0.02) (0.06) (0.13) (0.04) (0.02)

Infl. exp. short 0.27∗∗ 0.20∗∗ 0.25∗∗

(0.11) (0.08) (0.10)
Infl. exp. long 0.06 0.13∗∗∗

(0.07) (0.04)

Controls Yes Yes Yes Yes Yes

Sector-Survey wave Yes Yes Yes Yes
Sector Yes

Observations 2,558 2,538 2,858 2,787 1,608
F-Stat 17.6 16.5 38.2 18 16.8
R2 0.89 0.82 0.46 0.61 0.94

Notes: The table reports the results of estimating Equation (5) by Huber-robust IV regressions where the posterior inflation expectation
(short-term respectively long-term inflation expectation) is instrumented using Equation (4), displayed in Table C.12. Wave 2-answers of
360 respondents that participated in both Wave 1 and Wave 2 are excluded from the estimation sample. Prior refers to the prior expectation
of the variable indicated in the column headers (prices, wages, nominal costs). The second stage uses a Jackknife resampling procedure to
identify influential observations. An influential observation is dropped if it moves the second stage IV IEPT-coefficient (standardized) by
more than 0.05. Control variables, sector and survey wave fixed effects are included but not reported in the table. We control for the ques-
tionnaire language and additionally whether the firm deems expected inflation over the next year very important for their price setting
(Columns 1, 2) respectively wage setting (Columns 3, 4). Robust standard errors in parentheses (***: 0.01, **: 0.05, *: 0.1 significance levels).
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D Survey questionnaire
D.1 First wave (2022)

Page 1/8

Survey on price and wage setting and inflation
expectations

The survey focuses on how Swiss companies set wages and the role of price expectations in the wage setting process.
We ask you questions on wage setting, the influencing factors in your company, whether and how you are able to
adjust prices and your price expectations.

By taking part, you are supporting a research project conducted by the ETH Zurich, the University of Basel and the
Leuphana University Lüneburg.

The special survey takes 5-10 minutes to complete. Your assistance is completely voluntary and the information you
provide will be treated as strictly confidential. No inferences can be drawn about individual companies.

Wages and wage setting behavior
1. When was the last time you adjusted wages?

Year:
# 2018
# 2019
# 2020
# 2021
# 2022

Month:
# January
# February
# March
# April
# May
# June
# July
# August
# September
# October
# November
# December

2a. How often do you typically adjust wages per calendar year? Please choose one of the following three
options that best describes your wage adjustment mechanism:
# We change wages at least once per year and usually at the same point in time during the year.
# We do not change wages every year. But when we change wages, then usually at the same point in time.

We usually change wages once in every years
(enter a number in years)

# We do not change wages at predetermined dates/months, but flexibly whenever costs or demand change
and make the necessary wage adjustments accordingly.
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2b. In which month(s) do you usually change wages? You can choose multiple months.1

2 January
2 February
2 March
2 April
2 May
2 June
2 July
2 August
2 September
2 October
2 November
2 December

3. How important are the following mechanisms in setting existing wages for your company?

Very important Moderately important Not important Don’t know
Union negotiations # # # #

Individual negotiations
with workers # # # #

Minimum wages # # # #

Wage indexation to
consumer price inflation # # # #

Firm specific decision # # # #

Parent company guidelines
# # # #

Guidelines by political /
other institutions # # # #

Other very important:

4. How important do you expect the following factors to be when setting wages over the next twelve
months for your company?

Very important Moderately important Not important Don’t know
Consumer price inflation
over current year # # # #

Expected consumer price
inflation over next year # # # #

Profit margins # # # #

Labour market tightness # # # #

Labour productivity # # # #

Input goods prices # # # #

Sales prices/
market shares # # # #

Demand for own products
or services # # # #

1Is only asked if answer options 1 or 2 to question 2a is given.
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Other very important:

5. By how much do you think your company will change gross wages on average per employee in 2023?
Give a quantitative answer in percent:

6. What is the approximately average annual wage growth rate per employee in your company over the
past ten years? Give a quantitative answer in percent:

7. What is the share of labor costs of total costs in your company? Give a quantitative answer in percent:

Prices and price setting behavior

8. Are your prices administered and fully determined by public authorities?2

# Yes # No

9. When was the last time you adjusted the price of your main product or your main service?
Year:
# 2018
# 2019
# 2020
# 2021
# 2022

Month:
# January
# February
# March
# April
# May
# June
# July
# August
# September
# October
# November
# December

2Questions 9 to 13 are not asked if the respondent answers Yes here.
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10a. How often do you usually change the price of your main product or your main service per calendar
year (excluding seasonal sales or discounts)? Choose one of the following three options that best
describes your price adjustment mechanism:
# We change prices at least once per calenar year and usually at the same point in time during the year.
# We do not change prices every year. But when we change prices, then usually at the same point in time.

We usually change prices once in every years
(enter a number in years)

# We do not change prices at predetermined dates/months, but flexibly whenever costs or demand change
and make the necessary price adjustments accordingly.

10b. In which month(s) do you usually change prices? You can choose multiple months.3

2 January
2 February
2 March
2 April
2 May
2 June
2 July
2 August
2 September
2 October
2 November
2 December

11a. Suppose you are facing an unexpectedly large increase in input prices (for example prices of inter-
mediate goods or wages), what would you do in the short term?
# We usually increase our selling prices right away, so that margins and profits remain more or less stable
# We usually keep our selling prices more or less unchanged in the short term and absorb that via mar-

kups/profits
11b. Why do you keep your selling prices unchanged after an unexpected increase in input? You

can choose multiple answers.
– We cannot change prices immediately (longer term contracts, costs of changing catalogues/menus,

etc.)
– We choose to decrease markups in order maintain market share
– We wait until we know whether the increase in input prices is temporary or permanent
– Other

# Other

3Is only asked if answer options 1 or 2 to question 10a is given.
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12. How important do you expect the following factors to be when setting prices (in Swiss francs) over
the next twelve months?

Very important Moderately important Not important Don’t know
Consumer price inflation
over current year # # # #

Expected consumer price
inflation over next year # # # #

Prices for raw material, energy
or intermediate goods # # # #

Labour costs # # # #

Demand for own products
or services # # # #

Sales prices /
market shares # # # #

Prices of competitors # # # #

Exchange rate # # # #

Financing costs /
availability # # # #

Other very important:

13. By how much percent are you planning to change the price of your main product or your main service
in 2023 (excluding seasonal sales or discounts)? Enter a zero if you will not adjust. Enter a negative
sign if you decrease prices. Give a quantitative answer in percent:
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Inflation expectations

14. What do you think the rate of consumer price inflation will roughly be in six months? Give a quan-
titative answer in percent:

15. What do you think the rate of consumer price inflation will roughly be in one year? Give a quanti-
tative answer in percent:

16. What do you think the rate of consumer price inflation will roughly be in five years? Give a quanti-
tative answer in percent:

The following information box is shown while presenting questions 14, 15, and 16:

Consumer price inflation is the percentage change of the consumer price index compared to
the year before. The consumer price index measures the change in prices of goods and services
which are representative for the private households’ consumption in Switzerland. If you expect
decreasing consumer prices, please enter a negative sign.
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Scenarios

We now ask you hypothetical questions on how your company would respond to consumer price inflation
in terms of wage and price setting.

17a. Suppose you know already today that the consumer prices will increase by x%4 over the course
of 2023 and you were still able to adjust gross wages. By how much would you adjust gross wa-
ges in 2023 (in percent)? Write zero if you do not adjust at all. Give a quantitative answer in percent:

17b. Suppose you know already today that the consumer prices will increase by x%4 over the course of
2023. If you were to adjust the prices of your main product or your main service in 2023, by how
much would you adjust? Write zero if you do not adjust at all. Give a quantitative answer in percent:

Treatments5

Information on consumer price inflation (Treatment 1)
Energy price inflation for consumers in Switzerland has risen from its average of 0% over the ten
years before the Covid pandemic to 26% in October 2022.

Information on consumer price inflation (Treatment 2)
The Swiss National Bank has achieved its inflation target of 0-2% on average over the past 20
years. During this period, the consumer price inflation rate was 0.4% on average.

The Swiss National Bank’s (SNB) mandate is to ensure price stability, while taking account of
economic developments. The SNB defines price stability as a rise in the Swiss consumer price
index of less than 2% per annum.

18a. You expect gross wages to change by z1%6 on average in 2023. After having answered the survey
until here and suppose you were still able to adjust wages in 2023, you are now able to provide a
new estimate and confirm or change your previous answer.

By how much do you think your company will change gross wages on average in 2023? Give a
quantitative answer in percent:

4 A randomized scenario value of either 0%, 1%, 2%, 3%, 4%, or 5% is shown for x.
5Before being presented with questions 18a to 18e, the participant is shown either no information box at all (Treatment 0),

information box for Treatment 1, or information box for Treatment 2 (randomized).
6 The answer value that the participant has given previously for question 5 is shown for z1.



Page 8/8

18b. You expect the price of your main product or your main service to change by z2%7 on average in
2023. After having answered the survey until here, you are now able to provide a new estimate and
confirm or change your previous answer.

By how much do you think your company will change the price of your main product or your main
service in 2023? Give a quantitative answer in percent:

18c. You expect consumer price inflation to be z3%8 in six months. After having answered the survey until
here, you are now able to provide a new estimate and confirm or change your previous answer.

Where do you think consumer price inflation will be in six months? Give a quantitative answer in
percent:

18d. You expect consumer price inflation to be z4%9 in one year. After having answered the survey until
here, you are now able to provide a new estimate and confirm or change your previous answer.

Where do you think consumer price inflation will be in one year? Give a quantitative answer in percent:

18e. You expect consumer price inflation to be z5%10 in five years. After having answered the survey until
here, you are now able to provide a new estimate and confirm or change your previous answer.

Where do you think consumer price inflation will be in five years? Give a quantitative answer in
percent:

7 The answer value that the participant has given previously for question 13 is shown for z2.
8 The answer value that the participant has given previously for question 14 is shown for z3.
9 The answer value that the participant has given previously for question 15 is shown for z4.

10 The answer value that the participant has given previously for question 16 is shown for z5.
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Survey on wage and price setting
Thank you for participating in this survey. It focuses on how Swiss companies set wages and prices. The results of
the study will provide valuable insights for economic policy makers.

The information provided by your company will be used exclusively for research purposes and is strictly confidential.
Data will be processed solely at the KOF Swiss Economic Institute at ETH Zurich. The survey results will be published
in aggregated form, so that no reference can be made to individual companies.

Answering the questionnaire will take about 10–15 minutes.

Wages and wage setting behavior

1. By how much do you think your company will change gross wages on average across employees over
the next 12 months? Enter zero if no change is expected, a negative number if wages will decrease. Please
give your answer in percent:

2. Over the past 12 months, by how much have gross wages on average across employees in your
company changed? Enter zero if there was no change, a negative number if wages decreased. Please give
your answer in percent:

3. Over the past 10 years, what was the approximate average annual wage growth rate per employee
in your company? Enter zero if there was no change, a negative number if wages decreased. Please give your
answer in percent:

4. What is the share of labor costs of total costs in your company? Please provide the share in percent:
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Prices, price setting behavior and costs
The following questions relate to the main product or main service of your company in the Swiss market.

5. Are your prices administered and fully determined by public authorities?1

# Yes # No

6. When was the last time you adjusted the price of your main product or your main service in the
Swiss market?
Year: [Dropdown menu]
# Before 2022
# 2022
# 2023
# 2024
# 2025

Month: [Dropdown menu]
# January
# February
# March
# April
# May
# June
# July
# August
# September
# October
# November
# December

7. How often do you usually change the price of your main product or your main service in the Swiss
market per calendar year (excluding seasonal sales or discounts)? Choose one of the following three
options that best describes your price adjustment mechanism:
# We change the price at least once per calendar year and usually at the same points in time.
# We do not change the price every year. But when we change the price in a certain year, then usually at

the same point in time.
We usually change prices once in every years (enter a number in years).

# We adjust prices on an irregular basis, responding flexibly to changes in costs and demand.
The next price adjustment is expected to happen in about months (enter a number in months).

8. By how much percent are you planning to change the price of your main product or your main service
in the Swiss market over the next 12 months (excluding seasonal sales or discounts)? Enter zero if no
adjustment is planned, a negative number if you plan to decrease the price. Please give your answer in percent:

1If the answer to this question is “Yes,” the following information text will be displayed prior to the subsequent pricing questions:
”The following questions on pricing on the next page may be difficult for your company to answer, as your prices are admi-
nistered or set entirely by public authorities. However, if you do have some leeway, please try to answer the questions. If not,
skip this section and continue with the inflation expectations.”
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9. How do you expect your overall operating costs (i.e., all regularly incurred cost components, inclu-
ding labor costs) to change over the next 12 months? Enter zero if no change is expected, a negative
number if costs are expected to decrease. Please give your answer in percent:

Inflation expectations
The following information box is shown while presenting questions 10-12:

Consumer price inflation is the percentage change in the consumer price index of a given month
compared with the same month of the previous year. The consumer price index measures the
prices of goods and services in the basket of a representative household in Switzerland. If you
expect a decline in consumer prices, that is, negative inflation, please indicate the percentage
with a negative sign.

10. What do you think the rate of consumer price inflation will be over the next 12 months? Please give
your answer in percent:

11. What do you think the annual rate of consumer price inflation will be in 5 years? Please give your
answer in percent:

12. How important is the expected rate of consumer price inflation over the next 12 months for your
company...

Very important Moderately important Not important Don’t know
... when setting prices? # # # #

... when setting wages? # # # #
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Scenarios for future inflation
We now present two different hypothetical scenarios and for each two hypothetical questions. For the questions,
assume that all other factors — such as demand, productivity, and competitive conditions — remain unchanged.
Please answer each question based on the scenario, regardless of how realistic it may seem to you.

Suppose you already knew that consumer price inflation will be w%2 over the next 12 months.
13a. Given the inflation rate described above, by how much do you think your company will change gross

wages over the next 12 months? Enter zero if no change is expected, a negative number if wages will
decrease. Please give your answer in percent:

13b. Given the inflation rate described above, by how much would you change the price of your main
product or your main service in the Swiss market over the next 12 months? Enter zero if you would
not adjust, a negative number if you would decrease the price. Please give your answer in percent:

Now suppose you already knew that the annual rate of consumer price inflation will be x%3 in 5 years.
14a. Given the inflation rate described above, by how much do you think your company will change gross

wages over the next 12 months? Enter zero if no change is expected, a negative number if wages will
decrease. Please give your answer in percent:

14b. Given the inflation rate described above, by how much would you change the price of your main
product or your main service in the Swiss market over the next 12 months? Enter zero if you would
not adjust, a negative number if you would decrease the price. Please give your answer in percent:

2A randomized scenario inflation rate of either -1%, 0%, 1%, 2%, 3%, or 4% is shown for w.
3A randomized scenario inflation rate of either -1%, 0%, 1%, 2%, 3%, or 4% is shown for x.
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After these hypothetical scenarios, we are now again interested in your expectations based on the specific
situation of your company.

Your expectations in the specific situation 4

We would like to inform you about the inflation forecast of the Swiss National Bank.
Information on consumer price inflation (Treatment 1)
According to its forecast, the Swiss National Bank expects consumer price inflation to be 0.3%
over the next 12 months.

Information on consumer price inflation (Treatment 2)
According to its forecast, the Swiss National Bank expects consumer price inflation to be 0.7%
in the medium term (3-5 years).

After having answered the survey up to this point, you are now able to provide a new answer and either
confirm your previous estimate or change it. (*)

(*) In both cases, please give your answer in percent5.

15a. 6Change in gross wages in your company on average per employee over the next 12 months [Your
previous answer: <answer to question 1>]:

15b. 7Change in the price of your main product or your main service in the Swiss market over the next
12 months [Your previous answer: <answer to question 8>]:

15c. 8Change in overall operating costs over the next 12 months [Your previous answer: <answer to question
9>]:

15d. 9Rate of consumer price inflation over the next 12 months [Your previous answer: <answer to question
10>]:

15e. 10Rate of consumer price inflation in 5 years [Your previous answer: <answer to question 11>]:

4Before being presented with questions 15a to 15e, the participant is shown either no information box at all (Control group), the
information box for Treatment group 1, or the information box for Treatment group 2 (randomly assigned).

5For each answer field below (15a–15e), an information button again prompts ”Please enter either your previous estimate or a
new estimate here in percent.”

6Question only shown to participants that responded to question 1.
7Question only shown to participants that responded to question 8.
8Question only shown to participants that responded to question 9.
9Question only shown to participants that responded to question 10.

10Question only shown to participants that responded to question 11.
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Scenarios for wage and price setting
Below, we would like to ask you some more hypothetical questions about wage and price adjustments.
Please answer each question based on the scenario, regardless of how realistic it may seem to you.

16. Suppose your company faced a sustained decline in demand or profits. How likely would it be that
you reduce the base wage of current employees (alongside or instead of other measures such as
short-time work, bonus cuts, adjustments to working hours, or layoffs)?

0 # 1 # 2 # 3 # 4 # 5 # 6 # 7 # 8 # 9 # 10 #
(Scale: 0: highly unlikely, 10: most likely)

17. Suppose consumer price inflation will be w%11 over the next 12 months. Would this be a reason for
you to adjust the price of your main product or your main service in the Swiss market earlier than
planned?
# Yes
# No
# Don’t know

18a. Suppose that, due to higher inflation expectations, the change in gross wages in your company over
the next 12 months will be 1 percentage point higher and therefore amounts to [<answer to question
15a> + 1]% instead of [<answer to question 15a>]%.
Given this scenario, the price adjustment for our main product or our main service in the Swiss
market over the next 12 months, compared to our previous plans, would be ...
# lower. [1]
# unchanged. [2]
# higher. [3]
# Don’t know [4]

18b. 12To what extent would you pass through the additional 1 percentage point wage increase to
the price of your main product or your main service in the Swiss market?
Please indicate by how many percentage points you would increase the price in addition to
your previously planned price change:

Additional increase in percentage points:
0.1 0.2 0.3 0.4 0.5 0.6 0.7 0.8 0.9 1.0 >1.0
# # # # # # # # # # #

For example, if your price now increases by 1.5% instead of 1.0%, please answer 0.5 percentage points. If your
price now increases by 0.5% instead of decreasing by -0.5%, please answer 1.0 percentage point.

11A randomized scenario inflation rate of either 2%, 3%, 4%, 5%, 6%, or 7% is shown for w.
12Is only asked if answer option 3 (”higher”) is given to question 18a.
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General Information
19. Which of the following best describes your role/function within the company?

# Chief Executive Officer / Managing Director
# Chief Financial Officer
# Chief Sales or Procurement Officer
# Chief Human Resources Officer
# Other function in finance/controlling/accounting
# Other function in sales/procurement
# Other function in Human Resources
# Other (please specify):

20. You now have the option to provide your e-mail address to be invited to future surveys on Human
Resources topics. You may also provide the e-mail address of another person in your company who
is responsible for Human Resources:

We thank you for your participation.
Please press ≪Send final data≫ to finalize your answers.



E Transcript pretests

In this section, we report the transcripts from the cognitive interviews conducted during

the pretesting phase. These interviews were designed to assist us in formulating the final

survey questions to ensure they are understandable to the firm representatives and to gain

insight into how the respondents think about topics like aggregate inflation when asked to

think aloud. The interviewees were presented with a selected subset of questions to test and

were asked to read them for themselves first. The interviewees granted us permission to

record and transcribe the interviews. We translated the transcripts from German to English

and replaced names, company names, and any street or town names with ’X’ to maintain

anonymity. Since the cognitive interviews were not intended to be part of the final survey,

their responses are not included in our sample. We did not explicitly ask interviewees in

Wave 1 to provide a quantitative number–as our primary focus was the understandability

of the questions–but some did so nevertheless. In cases where the interviewees provided

quantitative responses, we have compiled these into a table (Table E.1). The cognitive in-

terviews for the Wave 2 questionnaire in 2025 were translated from German to English and

transcribed with the assistance of artificial intelligence.

E.1 Numerical answers (cognitive interviews)

Table E.1 – Numerical answers provided in the interviews

Interview Wage growth next year Inflation expectations 1y Inflation expectations 5y

1 2 2-3 6-7
2 2 2
3 2.3-2.8 1.2-1.3 1.5-2
4
5 2 2-3 1.5-2
6 3-4
7 1-2 3-4
8
9 3
10 0-1

Notes: The table shows the numerical answers in percent to the questions asked in the cognitive interviews. Questions in columns (wage
growth next year, inflation expectations 1 year ahead, respectively 5 years ahead). If no value is provided, the specific interviewee did
not provide a numerical answer. Interviews were conducted in January 2022 (before Wave 1). Note that the goal of the cognitive
interviewing was to check the comprehensibility of the question, not to collect answers. The test survey conducted in March 2022
collected numerical answers on a large scale.
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E.2 Interview 1 (For Wave 1, 2022)

E.2.1 Presentation

Interviewee: We have a nursery and flower shop in X, a suburb of X. Our company has existed

for X years and we are the fourth generation to run the business. We have an annual turnover of

about X million, mainly in cut flowers, boutique (home accessories) and some gardening services.

The majority, about 80%, we sell in our own shop.

We have taken over the company since X. My role is very diverse: owner, business manager and

generally "girl for everything". We take care of everything ourselves, from emptying boxes to payroll.

There is a very wide range of processes that I am involved in, so I can give information on all questions.

E.2.2 Comprehensibility and thoughts on the three new questions

Interviewer: [Question 1] In your company, how will the gross wages on average of the

employees change in percent in the next twelve months?

Interviewee: I find the question understandable and I can answer it easily. I am part of two profes-

sional associations, they issue a directive every year on what the range of wages should be. I increased

the wages by 2% at the beginning of the year. I think about the wage increases at the beginning of

each year and consider who deserves a little more pay.

Interviewer: [Question 2] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in the next twelve months?

Interviewee: A lot of emotion goes into this question. Based on what you see in the media, I assume

that prices are going up. I notice that prices go up when I buy boutique goods from abroad, like Ger-

many, Denmark and Scandinavia, although these goods usually come originally from Asia. But also

in Switzerland I have noticed that transporters and raw materials have become more expensive, so it

follows that prices will go up everywhere. There are various places where I can follow this develop-

ment. It’s not difficult to determine a percentage, but a lot of feeling goes into it, which makes it a

bit spongy. But in general I would have said between 2% and 3%. I can answer that without much

difficulty.
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Interviewer: [Question 3] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in five years’ time?

Interviewee: By feel, I would have said 6% or 7% I take the information for the answer to the

questions mainly from what I read in the newspapers and what I have seen on the daily news. From

the point of view of my business, I rely mainly on my feeling to tell me how the future will go. Despite

the uncertainties of the future, I could give a quick figure and thus answer the question.

E.2.3 Additions to question 1

Interviewer: Do you know how the recommendations for the wages of the professional

association are determined? What factors are included in the wage determination?

Interviewee: Flower shops tend to be small businesses with little business management knowledge.

There is a lot of competition with the big distributors. A lot of work is done, but little is earned.

Florist, they are creative people and therefore trust their instincts. Wages are therefore not strictly

based on an accounting system. In the association, wages have risen to 4000 francs in the last 2 or 3

years because it was said that there should be no wages below 4000 francs. The minimum wage was

also made an issue there. We have tried to implement the recommendations of the association, which

is why trained florists with professional experience earn between 4100 and 4300 francs. Because of

our proximity to X, we have contact with many people who are willing to spend money on flowers.

So we make enough turnover to keep up with the wages.

Among the gardeners there is the workers’ organisation "the green professions Switzerland".

Wage negotiations are conducted between the employees and the employers’ associations. It is a bit

of a rope pull. I have the feeling that the negotiations have a stronger background compared to the

florists. It looks at where we are in the whole wage structure of the economy. The gardening business

can generate a higher return, so it is possible to pay higher wages.

Interviewer: Regarding gross wages, what wages are you thinking of? How is this made

up?

Interviewee: For me, gross salary is the salary without social deductions. We pay the florist 4400

francs gross per month. In addition, she gets half a 13th month’s wage. This wage is communicated

and is also stated in the employment contract. We usually talk about the monthly wage. The annual
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wage is not so important for us.

Interviewer: How would you answer question 1 if you had not adjusted wages at the be-

ginning of the year anyway? What would your answer have been at a different time, for

example, in the summer?

Interviewee: I would have left the wages as they are. Especially as a flower and nursery business,

the earnings are slim. You don’t make much more than you have to. For us, a 14th month wage

would be unthinkable. I tend to stay on the lower range and make enough to still remain attractive

to employees. It is slowly becoming difficult to fill positions. We have been looking for a florist since

September. We even used social media to advertise for the first time. Unfortunately, we still haven’t

found anyone. I have already thought about wage adjustments. But I can’t pay a fantasy wage either,

because that would be unfair to the others.

E.2.4 Additions to question 2 and 3

Interviewer: Can you well imagine the time frame of five years?

Interviewee: I understand the question well. However, five years is already very far away. Perhaps

three years would be enough. The Corona pandemic changed my confidence in the future. Before the

pandemic, I had confidence that everything would remain as it is. It was a big shock for me to have to

close my business for six weeks. I am now more cautious with long-term plans.

In general, we don’t have much fluctuation in terms of sales. However, during the pandemic we

clearly noticed that people bought more flowers and plants. It was important to people that their

homes and gardens looked nice. The year 2021 was an exceptionally good year for us. We were also

able to achieve a higher turnover in 2020, despite the closures. However, you can’t know how buying

behaviour will continue to change in three or five years.

Interviewer: Does the consumer price index mean anything to you?

Interviewee: I imagine a defined shopping basket that is adjusted according to how society has

developed. The basket is used to see how expensive the products are. On the basis of the shopping

basket, comparisons can be made.
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E.2.5 General questions and closing words

Interviewee: I was surprised by your request, as I see myself as a small fish with my 12 employees.

The monthly surveys have become routine. Basically, our turnover fluctuates very little. People

know us here in X. We have a large number of loyal regular customers. That’s why my answers

hardly change. There are no big outliers. I see the sense behind the survey and for me the survey

is not so much effort. I think the survey is good as it is and would expand too much, otherwise the

answers would become too inaccurate.
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E.3 Interview 2 (For Wave 1, 2022)

E.3.1 Presentation

Interviewee: I have been working for Company X for X years. I was Chief Financial Officer of

Company X for the last X years and since 1 January I have taken on the role of CEO.

Company X is active in the electrical installation sector. We mainly install on the building, i.e.

on the structure itself.

E.3.2 Comprehensibility and thoughts on the three new questions

Interviewer: [Question 1] In your company, how will the gross wages on average of the

employees change in percent in the next twelve months?

Interviewee: I can answer this question well, it’s not a problem. We will increase the wage bill,

in terms of employees, by 2% on average, on the level we currently have. In Switzerland there are

different types of gross wages. The AHV gross wage is clearly and unambiguously identified. That is

why I would refer to the AHV gross wage.

Interviewer: [Question 2] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in the next twelve months?

Interviewee: I think that is also easy to answer. Consumer price index is clear, inflation is a clear

expression and the time horizon is defined. That is good. I would have answered that from the point

of view of the company. I would base my answer on the information from material prices that we

buy ourselves and the personnel costs. That would be 0.3% for the material prices and 1.5% for the

personnel costs. Adding the two together would give us an inflation rate of about 2%.

Interviewer: [Question 3] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in five years’ time?

Interviewee: That would be more of a hypothetical question. I would answer the question from my

personal point of view and support it in a less well-founded way. Not as I did with question 2. Here

my subjective assessment would come in. However, I would not feel comfortable giving a subjective

estimate and would rather not write anything down.
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E.3.3 Additions to question 1

Interviewer: Now, when you think about your wage round or your wage bill, do you take

inflation into account or does it not matter?

Interviewee: I have to answer the question a little differently. Inflation does play a role. But the

wages result from the collective agreement and it is based on inflation. If inflation is one per cent, for

example, then wages are automatically raised by one per cent.

Interviewer: In answering the first question, they are very much influenced by the collective

agreement, does it then matter at what time we ask the question? For example, could you

already make a statement in January for the next 12 months?

Interviewee: Yes, that is a good indication. If the question is asked in November or December, we

know exactly how wages will develop. In February, on the other hand, there is more uncertainty. I

could still answer the question in January, I would just feel 80% comfortable with that answer. Ba-

sically, there is no exorbitantly large range, so you could already estimate the answer based on past

years.

Interviewer: You mentioned that you would base your answer to question 1 on the current

stock and on the AHV wage. If you are now planning a large increase in employment,

would you simply abstract that and relate the answer only to those currently employed?

Interviewee: Yes, that’s what I would do.

E.3.4 Additions to question 2 and 3

Interviewer: When we talk about the inflation rate for the consumer price index, can you

imagine what that means? Can you imagine what goods the index includes and answer the

question on the basis of those goods, or do you answer the question on the basis of your

own material prices?

Interviewee: Of course, the consumer price index tells me something. However, I could not say

concretely what exactly is in it and what weights the various goods have. To answer this question, I

would rather start from my own situation and think less about the goods in the index.
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E.3.5 General questions and closing words

Interviewer: Do you find the topic of inflation exciting and relevant for companies?

Interviewee: Inflation is certainly an exciting topic. Everyone is talking about inflation anyway, so

it makes sense to include it in the survey.

Interviewer: Do you have any suggestions for improvement regarding the question?

Interviewee: I would specify the gross wages more and write AHV gross wages. Otherwise, I have

no suggestions for improvement.

Interviewer: Does the data provide a benefit to your business? Do you look at our reports

each time or just always fill out the survey?

Interviewee: I must confess that I have not looked at the reports so far and have only filled in the

survey.

Interviewer: What is your opinion on the time required for the survey?

Interviewee: I think the time required for the survey is fine. Basically, I think surveys should not

take longer than ten minutes, otherwise it becomes tedious and you don’t think so much about the

answer.

Interviewer: What impact does the pandemic have on your business?

Interviewee: We had two problems to deal with at the beginning of the pandemic. The first problem

was the complete closures. In X and X we had to close completely for 12 weeks. The second problem

was that we were not prepared enough for such a pandemic. We had to deal with productivity losses

due to poor organisation. Fortunately, these problems have been solved in the meantime. You can say

that the construction industry is doing very well compared to other industries.

Interviewer: How does the problem of the shortage of skilled workers manifest itself for

you?

Interviewee: We have far too few well-trained skilled workers. The problem has neither worsened

nor eased, but is still acute. To counteract the shortage of skilled workers, we are trying to train the
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next generation ourselves and to catch up.

If this Energy Strategy 2050 should really be implemented as planned, then the shortage of skilled

workers will become even more acute. There is a lot of potential in buildings where CO2 emissions

can be reduced. In Switzerland, there are over one million buildings that need to be renovated in

terms of energy efficiency. To achieve these goals, we need more workers.

Interviewer: What is your current situation with the shortage of materials?

Interviewee: The shortage of materials has never been one of our biggest problems. We have had

material price increases, on average between 8% and 10%. For the customer, the price increase is

noticeable to the extent of about 2% to 3%. This is calculated by the fact that materials account for

about 30 per cent of our business. If you apply that to the 10% material price increase, you are left

with about 2% to 3%.

Depending on the form of the contract for work, this material price increase could be passed on

to the client. If the costs cannot be passed on due to the contract, one has to discuss with the client.

Normally, in about 80% of the cases, the clients are accommodating.
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E.4 Interview 3 (For Wave 1, 2022)

E.4.1 Presentation

Interviewee: I’ve been Head of Human Resources at Company X since autumn 2017. I’m a career

changer and have a diverse background in private industry. I finally decided to join Company X

because I didn’t want to travel so much anymore.

E.4.2 Comprehensibility and thoughts on the three new questions

Interviewer: [Question 1] In your company, how will the gross wages on average of the

employees change in percent in the next twelve months?

Interviewee: I find the question very understandable. Since we are a public company, we have

framework conditions. That makes it easy for me to answer the question. We have fixed step increases

every year if you are not yet at the top of the system. These are between 100 and 150 francs per year.

That’s about 1% to 1.5%. In addition, we got a 1.3% wage increase in X this year because of inflation.

But this is set up in a degressive way. It is a very structured system.

Interviewer: [Question 2] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in the next twelve months?

Interviewee: I from HR can only make vague guesses on this question. I think future inflation

depends mainly on energy prices. I know the basket of goods, but I don’t know that much about it

in detail. I think inflation will stay about what it is now, so about 1.2% or 1.3%. That is a feeling

decision and is not based on in-depth knowledge. I don’t have any information in the company that

I could refer to, but that would be my personal assessment. Personally, I am concerned about the

interest on the mortgages. I could certainly answer the question. But I would refer to my personal

knowledge.

Interviewer: [Question 3] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in five years’ time?

Interviewee: If I had to fill out this questionnaire, I would ask someone from finance. I myself have

too little in-depth knowledge to answer this question. I know that the people in Finance deal with
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medium-term planning issues and could therefore give a more informed answer. It is a bit unclear

here whether the cumulative inflation rate is meant or the one in five years. I once spoke to someone

in finance and I think he would say between 1.5% and 2%.

E.4.3 Additions to question 1

Interviewer: What do you understand by gross wages? Is the wording clear to you?

Interviewee: That is quite clear. This means that the salary includes everything that flows into the

salary, for example social insurance and other allowances.

E.4.4 Additions to questions 2 and 3

Interviewer: On the third question, would you really go to the trouble of asking someone

else for advice, or would that be too much trouble for you?

Interviewee: If the survey questionnaire consists of the three questions, then I think I would already

make the effort to ask the head of finance for advice. I don’t think a quick phone call would take much

time. I’m sure our chief financial officer would have an answer ready very quickly. Maybe with this

question you could mention that you would also need to get someone else to help. The people who

work in human resources know that the people who work in finance have the information they need

to answer these questions in a more informed way. Often, human resources is even subordinate to

finance.

E.4.5 General questions and closing words

Interviewer: Is there somehow a period where it is easier for you to answer the first ques-

tion?

Interviewee: In January, the question is easier to answer because the wage increases take place in

January. In November and December it is also easy to answer because that is when you set the wage

increases. The ideal time to answer this question is the last quarter of the year.
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E.5 Interview 4 (For Wave 1, 2022)

E.5.1 Presentation

Interviewee: I work as a junior controller at Company Y, which is the parent company of Company

X. However, I fill out the business surveys for Company X. The parent Company Y is responsible for

all central services for our subsidiaries. This includes services like finance, HR, controlling, market-

ing, etc.

E.5.2 Comprehensibility and thoughts on the three new questions

Interviewer: [Question 1] In your company, how will the gross wages on average of the

employees change in percent in the next twelve months?

Interviewee: Let me explain in my own words how I understand the question now. The question

actually asks how the average wage of all employees will change in the next year. The question itself

is understandable to me. If I don’t take into account the performance-related components, then the

answer is relatively simple for Company X. We have clear starting wages for new employees. The

average is relatively constant over the last few years. So there has not been a big increase. However,

if you include the performance-related wage increases, the answer to the question could become more

difficult.

Interviewer: [Question 2] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in the next twelve months?

Interviewee: This is a difficult question for me to answer. I do have a background in economics. But

I don’t have to deal with it in my daily work. Of course, you always hear about inflation in the media.

But to estimate inflation in a meaningful way without having to make a very rough estimate is very

difficult for me. I could only answer the question based on what I currently hear from the newspapers

and the media.

I don’t have any information from the company from which I could somehow deduce that. Com-

pany X has relatively fixed pricing models. When we want to place a person, the company gives us

the annual salary they want to pay the newly hired person. We charge ourselves a percentage of the

annual salary as a fee. Our prices only change with discounts.
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Interviewer: [Question 3] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in five years’ time?

Interviewee: If this question was in the questionnaire and I wanted to answer it, it would really

only be a rough estimate for me. Without reading up a lot, I would not be qualified enough from

my level of knowledge and education to be able to give an answer that could help you. I think if this

question were to appear in the questionnaire now, I would certainly discuss it with my boss, with the

CFO of the group. Probably he could give me some tips then. He could tell me what internal figures

I could look at that could help me answer this question. If I’m going to fill out the questionnaire, I

want to fill it out as well as possible.

E.5.3 Additions to question 1

Interviewer: Do you have any input on the wording of question 1? What do you understand

by gross wages, do you understand that with bonuses?

Interviewee: Gross wages I definitely understand with bonuses. When I read that first question, I

probably read over the gross. In my view, gross wages are everything that is subject to AHV. In our

case, that includes bonuses. If you don’t read over gross, as I did, the question is still relatively clear

to me. So, I certainly wouldn’t recalculate that month by month. I would certainly factor in turnover,

though. Long-time employees have a higher salary than new hires and Company X is a company that

always has a relatively large number of new hires. It’s a junior position and when people feel ready,

they usually go into HR from a larger company. I would certainly include that next time. But I

wouldn’t recalculate that every time, but the estimate would be relatively similar month by month.

Interviewer: Does inflation play a role in wage setting at Company X?

Interviewee: I have been with this company for 2 years now and the starting salaries have not really

changed since then. I would have to ask colleagues what it was like in the past. The starting salaries

are certainly not changed every year. I could imagine that the wages are adjusted every 4 or 5 years.

Interviewer: Does the increase in wages from existing employees relate mainly to the per-

formance components?
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Interviewee: At the end of each year, we look at the performance of the employees. Depending on

their performance, the employees receive a higher monthly salary. The performance component is

then additional. But there are pretty fixed rules. If you perform well, you can earn very good money.

Basically, we mainly have junior positions, so the opportunities for promotion are limited. There is

the possibility to climb the ladder a bit in the organisation chart. You can take on additional tasks and

then get paid more accordingly. But that applies to very few people. Perhaps these are people who

have really been with us for a long time, who have a higher fixed salary and then usually do quite well

in the success component. Otherwise, we have a fairly strong fluctuation, which leads to a constant

average wage.

E.5.4 Additions to questions 2 and 3

Interviewer: Would you feel more comfortable answering question 3 if we gave them cate-

gories? Would you be more likely to give an answer if we wrote:-1% to 0%, 0% to 1%, 1% to

2%, 2% to 3%, 3% to 4% etc.?

Interviewee: Yes, I think having such a range of possibilities will probably help a bit. Then you

can imagine something more in it. I’ve never been interested in inflation before, and inflation is not

relevant to doing my job. I’ve read about it cursorily, but I’ve never really read into it in depth. I

think I can evaluate the question more qualified with a range of possibilities.

E.5.5 General questions and closing words

Interviewer: Have you been able to benefit from the Corona pandemic?

Interviewee: Company X was unfortunately not able to benefit at all from the pandemic. In 2020,

turnover declined. Uncertainty was very high and companies did not hire any more people, or at

least not many. This naturally had strong consequences for recruitment agencies and staff leasing.

Fortunately, the trend quickly changed again. The year 2021 was already a much better business year.

Interviewer: How do the staff shortages manifest themselves in your company? Can you

benefit from the fact that demand for your services is increasing?

Interviewee: Especially in the second half of 2021, there was quite a strong increase in demand. So

we are back at the same level as before the crisis. But we also have staff shortages. Of course, we
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reduced staff a bit during the crisis. With the increasing demand, there is an ambitious new budget

and slight adjustments in strategy. So, at the moment we are short of staff because we simply can’t

find them or can’t find them fast enough.
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E.6 Interview 5 (For Wave 1, 2022)

E.6.1 Presentation

Interviewee: I am responsible for finance and operations at Company X. Company X is a research

subsidiary of Company Y. Mostly we get orders from the location of Company Y. So the company is

pretty centrally controlled. We do have a few customers of our own, but these are smaller orders. So

it’s difficult for me to answer the questions about what the clients think. The budget for research is a

percentage of the total turnover. This is then given globally to Research and Research distributes the

budget to the different labs. Most of the time there is already some cost pressure. You have to look at

how best to use the resources.

E.6.2 Comprehensibility and thoughts on the three new questions

Interviewer: [Question 1] In your company, how will the gross wages on average of the

employees change in percent in the next twelve months?

Interviewee: I would say about 2%. That is relatively difficult to answer. Some employees have a

wage increase of 0% and others have a wage increase of 5% or 7%. Most of the time we are given a

target that is in the order of 2%. Nevertheless, you can never say exactly. For budgeting purposes,

I usually calculate an average of 2% across all salaries. Inflation, however, does not play a role in

salaries; that has been taken out of the equation.

Interviewer: [Question 2] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in the next twelve months?

Interviewee: And I expect inflation, which will probably go up. I think it will rise at least 2% to

3%. When calculating the inflation rate in Switzerland, fuel is not taken into account. It’s not like in

the US. So I assume that inflation will probably be in that range. I think that makes sense. Everyone

has a different basket of goods, and in general you can expect 2% to 3%.

Interviewer: [Question 3] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in five years’ time?

Interviewee: I assume you mean the average per year here, right? I expect about 2% per year. So
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that would be 10% in five years. So, I expect something like 1.5% to 2% on average per year. But I

can only base this answer on what I know today.

E.6.3 Additions to question 1

Interviewer: When they talk about gross wages, which wage exactly does that refer to?

Does it include the bonuses, for example?

Interviewee: That is basically the basic wage. For me, the basic wage is without bonuses and other

supplements. The bonuses are determined by the US, depending on the business performance you get

a bonus or not. The percentage increase I refer to is the average per capita and not the total wage bill.

E.6.4 Additions to questions 2 and 3

Interviewer: Is this a personal estimate of the inflation rate or is there also planning in the

company?

Interviewee: No, there is no planning in the company. But inflation is already in the back of your

mind. The sales departments naturally look at the inflationary influence of prices. But that is not

communicated to me. I’ve read that worldwide or in the USA about 3% is expected. But that is a

topic I deal with privately. Our company is mainly affected in purchasing. I reckon with about 1.5%

or 2%. Sales do not exist in our company in that sense. Our prices are fixed. We have a fixed budget.

Inflation plays no role in the salary.

E.6.5 General questions and closing words

Interviewer: Do you have any input for us on the wording of the question or missing

information?

Interviewee: The questions are actually clear. For the inflation rate in 5 years, I would specify that

the inflation rate per year is meant and not cumulatively from today to five years from now.

Interviewer: How do the negative interest rates affect you?

Interviewee: We get money from the EU and the SNF. The money is of course in our bank account.

For statutory reasons, we are not allowed to transfer it to a central treasury. Then it stays with us

and we have to pay negative interest. That hurts, of course, when I see every quarter how much we
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have to pay.
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E.7 Interview 6 (For Wave 1, 2022)

E.7.1 Presentation

Interviewee: In 2 months I will have been managing director of Company X in X for 10 years. We

have turnover of just under X million. Our company includes a shop and a petrol station with a small

shop. I am also on the board of directors of the cooperative association. So I get to know quite a lot

about what is going on in the whole area of the association.

E.7.2 Comprehensibility and thoughts on the three new questions

Interviewer: [Question 1] In your company, how will the gross wages on average of the

employees change in percent in the next twelve months?

Interviewee: Generally, I never give wage increases as a percentage. I always look at where our em-

ployees stand in a national comparison and adjust accordingly. The cooperative association publishes

an average salary every year, which is based on age and years of service. I make a budget, which is

approved by the board of directors. Within this budget I then plan the wage increase. Usually there

is an increase of about 50 or 100 francs. The decisive factors are the performance and the change in

function. Some people got nothing and about 2 or 3 people got a good raise. We don’t have a general

wage increase. For me, the question is still easy to answer. I can quickly calculate the percentage. This

year the wage increases over the whole wage bill were one per cent. Basically, I have been trying to

keep wages the same for years. When someone comes out of an apprenticeship, he earns 4100 francs,

after 2 years 4300 francs. When we hire someone new, the wage bill increases.

Interviewer: [Question 2] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in the next twelve months?

Interviewee: That is difficult to estimate. But I would say that the inflation rate is high. Just looking

at the price adjustments that have been made to our entire product range. I would estimate between

3% and 4%. I derive this figure from our product prices. We get an update in the system almost

every day, which tells us the price increase. Nevertheless, I cannot calculate the total price increase,

but only give an estimate.
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Interviewer: [Question 3] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in five years’ time?

Interviewee: No one can know what will happen in five years. I would not answer that question.

Eventually. When the pandemic is over, things will probably return to normal. If consumer sentiment

is good and money is being spent, we will go down with prices as soon as possible. Our prices go up

when the cost prices go up. If they go down again, we will go down again with the price. Even if the

question is phrased differently, I would not feel comfortable giving an answer. We didn’t know two

years ago where we are today either.

E.7.3 Additions to question 1

Interviewer: Does inflation have an impact on your wages?

Interviewee: That has never been an issue with us, that we correlate inflation and wages. I realise

that you can buy less with the same money. But if we want to pay out more wages, we would also

have to increase the income situation in percentage terms.

Interviewer: You mentioned that you make your own budget, where you also take into

account the extent to which the wage bill can increase. When do you do that? Is there

somehow a period where you would feel more comfortable to answer the first question?

Interviewee: I answer the question similarly all year round. I feel equally comfortable answering

the question all year. I do the budget in the last quarter of the financial year. The pay rise is then

given from 1 January each year. My answer for the whole of the following year relates to this pay rise.

The only changes in my answer would relate to a change in staff during the year. So, if I had to hire

or fire new staff during the year, I would adjust my answer accordingly.

Interviewer: When we talk about gross wages, what would you understand by that?

Interviewee: By gross payroll I mean the wage without additional benefits, such as social benefits

and staff discount.

E.7.4 General questions and closing words

Interviewer: Do you have any comments on our survey?
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Interviewee: I don’t really have anything to say. The surveys come by mail, you can do them. It’s a

short job. Sometimes it gets forgotten, then another reminder email comes. That’s fine. I take part in

several surveys, both in my business and in my private life. I think that’s important.
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E.8 Interview 7 (For Wave 1, 2022)

E.8.1 Presentation

Interviewee: I have been with Hotel X for 8 years, but have been in the hotel industry for 30 years.

I work in general management. I am responsible for the development of the hotel, from quality to

profitability. I am also responsible for the long-term strategy of the hotel. With our location, we are

directly in touch with society. We immediately feel what is happening, what is changing, how our

customers are changing. We always have to react relatively quickly to these changes. That is perhaps

the most exciting thing about this job.

E.8.2 Comprehensibility and thoughts on the three new questions

Interviewer: [Question 1] In your company, how will the gross wages on average of the

employees change in percent in the next twelve months?

Interviewee: I think that’s something you can answer for sure as an entrepreneur. This question

is very interesting in relation to the current situation. Due to the shortage of employees, national

collective labour agreements are now breaking down. You have to pay more wages at certain points in

key positions, which then have to manage these active workers. We have a wage budget and we have

the data, so I think we can certainly answer that. Wage increases are a very big issue in my industry

at the moment. You always hear that all employees want more money. So the question is certainly

justified.

Interviewer: [Question 2] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in the next twelve months?

Interviewee: At the moment it’s a small thing, maybe 1% to 2%. But we know that inflation is a

problem in America and in Germany. From my side, it’s difficult to answer that. I don’t know the

economic data. I would rather ask someone else to make a forecast. To answer that question, you have

to be an economist and you have to have all these economic data. But I think that’s the wrong question

for us.

Interviewer: [Question 3] What do you expect the inflation rate (for the consumer price
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index, in percent) to be in Switzerland in five years’ time?

Interviewee: That’s really just a guess now. I can’t answer that. At the moment it is very uncertain

what will happen in the future, so we can’t say anything about it. If I were to say it’s 4% or 3%, that

would be a pure guess with no basis. One doesn’t like to venture into such a question where one has

no influence at all. There are so many different influencing factors, such as the euro, the dollar and

what is happening in Ukraine. I think the question would be easier to answer if you had the choice of

whether the inflation rate goes higher, much higher or lower. With this approach, I would feel more

confident to answer the question. Otherwise, the question suggests a precision that one cannot fulfil

at all. I would also be more likely to give an answer if you gave a more detailed choice, for example:

-1% to 0%, 0% to 1%, 1% to 2%, etc.

E.8.3 Additions to question 1

Interviewer: How is it with you when wages are set, does inflation play any role?

Interviewee: Basic wages in our industry depend on the national collective agreement. In this con-

tract, it is the contracting parties who negotiate the wages. But there are also wages that are not

bound to the contract. These wages tend to be above the collective agreement. With these wages, how-

ever, one does not look at inflation, but rather at the benefit that the employees bring to the company.

It is about the necessity of the qualification of the employees. We have a range in which wages can

move. If there is a greater supply of employees, then we pay lower wages and vice versa. We do not

have a clear structure, but rather adjust wages spontaneously to the conditions. The lack of staff is a

big issue in our industry. That’s why we are currently leaving these structures of national collective

agreements a bit. The fact is that we have moved from fixed personnel costs, which were relatively

high before the pandemic, to a high variability in wages.

Interviewer: What exactly do you mean by gross wages, which components would you

include?

Interviewee: In addition to the salary, there are of course all the benefits that are perhaps unique

in the industry. Hotellerie Suisse is in the middle of developing an offer for employees of the hotel

industry in Switzerland. This offer allows employees within Switzerland to stay overnight for little

money if they are available. Another idea would be that employees can buy food from large selected
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suppliers at much better conditions. With these means, inflation can be countered without taking

money out of the business. Before wages go up, we need to think about how to work with all partners

and all stakeholders to make working in this industry more attractive and people feel they have more

money in their wallets.

Interviewer: If you increase the workforce, would you already answer here in such a way

that it affects the average wages?

Interviewee: The majority of staff costs relate to the common employees, such as the simple waiter

or the lady who takes care of the room. There are comparatively few specialists such as front-desk staff

or cooks. But the gross wages on average will increase because of the specialists, and little will happen

to the wages of the ordinary staff.
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E.9 Interview 8 (For Wave 1, 2022)

E.9.1 Comprehensibility and thoughts on the three new questions

Interviewer: [Question 1] In your company, how will the gross wages on average of the

employees change in percent in the next twelve months?

Interviewee: It’s actually not possible to answer that because the salaries are controlled centrally by

our HR. We have salary bands where our employees are classified according to their function. How

exactly that works operationally, I’m too far away. You would have to ask someone else to answer that

question. I would not give an answer here.

Interviewer: [Question 2] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in the next twelve months?

Interviewee: There we have the information from the market that I can refer to. It’s difficult to esti-

mate that for 12 months. We know approximately at the time of procurement when prices will drop

again somewhat. We tend to refer less to the consumer price index and more to the import and pro-

ducer price index. Basically, when it comes to long delivery times and price increases, we refer to the

experience and information we get from our suppliers. We then try to implement this for ourselves.

I can’t really give you any well-founded information on this. It is mainly informal discussions with

suppliers and less systematically prepared information.

Interviewer: [Question 3] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in five years’ time?

Interviewee: Yes, it is difficult to answer that. We are probably not travelling systematically enough

for me to be able to say anything about this question over 5 years. That would be pure guesswork for

me. So, that would simply be an assessment without any basis.

E.9.2 Additions to questions 2 and 3

Interviewer: When you talk about the inflation rate, do you refer to the products you pur-

chase yourself or do you also think of the consumer price index?

Interviewee: When we make a submission over several years, there is a point somewhere where the

supplier is also allowed to adjust his prices. The producer price index is used as an aid. We want to
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absorb inflation sensibly and in partnership, so that the supplier is not simply tied to the price for 4

or 5 years. I know that the consumer price index means something else. But I would kind of polish

up our information from the producer price index for a question like that and thus give an answer.

Interviewer: If we ask about the consumer price index, which products would you think

of? Do you understand what the consumer price index is?

Interviewee: Yes, it is clear to me. But I don’t know the shopping basket in such detail. We are at

home in capital goods. Our business in civil engineering is very long-term. We have to keep stocks of

certain things for 10 to 20 years. It is not as volatile for us as it is for the consumer price index.

E.9.3 General questions and closing words

Interviewer: If you read the questions like this now, would you feel we should ask some-

thing else or change the wording of the questions to make it more understandable?

Interviewee: I feel I can interpret the questions.

Interviewer: Do you use this report with the results of the surveys and look at these results?

Interviewee: I get the report electronically and go through it. Not very detailed, but on the whole I

look at the curves so that I get the tendencies from the whole.

Interviewer: Do you complete the questionnaire alone? How long does it take you to com-

plete the questionnaire?

Interviewee: I fill out the questionnaire on my own and it doesn’t actually take me very long. It has

become a bit longer with the Corona-specific questions. But otherwise it’s always the same questions,

so you can answer them relatively quickly.
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E.10 Interview 9 (For Wave 1, 2022)

E.10.1 Presentation

Interviewee: I have been running the Hotel X for almost eleven years now. This hotel has been

around for many years. It has always been family-owned and we hope that the hotel can continue to

exist as a family business for a long time.

E.10.2 Comprehensibility and thoughts on the three new questions

Interviewer: [Question 1] In your company, how will the gross wages on average of the

employees change in percent in the next twelve months?

Interviewee: So, the first question seems relatively clear. It simply means what kind of wage in-

creases we plan to make in the next 12 months. This is probably the wrong moment to answer that

for the next 12 months. Most of the time we don’t decide what to do until the middle of the season in

the summer. We then increase the wages to the beginning of winter, because we have more turnover

in the winter season. The situation on the labour market and inflation play a decisive role in setting

wages. Most of the time we base our wage increases on the minimum wage increases in the collective

agreement. Last summer we decided for this year that we would do a 2% wage increase. We made a

conscious decision to increase wages higher than the collective agreement’s recommendation of 0.5%.

It is important to note that two thirds of our employees live in the euro area. Of course, the exchange

rate also plays a decisive role. But of course it is difficult to predict the exchange rate.

Interviewer: [Question 2] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in the next twelve months?

Interviewee: That is a good question. Personally, I expect a bigger number here than in question

3. I think inflation will go up a bit in the near future and then go down again. In the company, we

feel inflation in energy, construction and food. Apart from personnel costs, we have the highest costs

in these areas. In these three areas, the price increases are in the double digits. Overall, I would say

about 3%.

Interviewer: [Question 3] What do you expect the inflation rate (for the consumer price
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index, in percent) to be in Switzerland in five years’ time?

Interviewee: I would have to guess heavily here. I could give you a figure. However, the number

would not be very solid. With this question, I am unsure whether inflation in 2026 or over the five

years is meant.

E.10.3 Additions to question 1

Interviewer: Would you have taken changes in the workforce into account or would you

have assumed that you would employ exactly the same number of people next year as you

did this year?

Interviewee: I would have assumed that the average of staff would stay the same. Fortunately, we

don’t have a lot of staff turnover. I think the current pay increase is the average for all staff.

Interviewer: When we talk about gross wages, what would you understand by that?

Interviewee: By gross wage I mean the wage that is written in the employee’s contract.

Interviewer: In the first question, you said that it was the wrong time to give an answer to

the question at the moment. Would you then have just left the question blank?

Interviewee: I would still have given an answer. From past experience, I might have said 1%.

E.10.4 Additions to questions 2 and 3

Interviewer: Now, when we talk about the inflation rate for the consumer price index, what

would you understand by that?

Interviewee: I think I could say roughly what the consumer price index contains. However, I could

not say that in such detail, of course.

Interviewer: For question 3, would you give an answer despite the uncertainty or would

you leave the question blank? How relevant is this question for you?

Interviewee: The result would certainly be exciting and relevant. However, I don’t think I person-

ally could give a reasonable answer to this question. For me, it would be a pure guess based on a lot

of ignorance. In the past, it would probably have been easier for me to give an answer. But because
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of everything that has happened in the past, I would now be more cautious to make a statement about

the future.

E.10.5 General questions and closing words

Interviewer: Do you have any other comments for us regarding the wording or relevant

topics?

Interviewee: I think this is a very exciting topic that you are bringing into the survey here. I think

it is very good.

Interviewer: Do you also use our data or our reports?

Interviewee: I actually always take a quick look at it. During the pandemic, the statistics were only

relevant to a limited extent because the current situation was constantly changing.
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E.11 Interview 10 (For Wave 1, 2022)

E.11.1 Comprehensibility and thoughts on the three new questions

Interviewer: [Question 1] In your company, how will the gross wages on average of the

employees change in percent in the next twelve months?

Interviewee: Spontaneously my first thought is that we and all the SMEs I have worked for only

change wages once a year. I have the figures, of course. That is not a problem. But in January I have

no idea what I will do in the next budget. Around summer I will have a feeling what the budget will

look like. Then in October I do the budget and then I can tell you what it will look like with the gross

wages next year. On top of that, there is the gut feeling whether someone will leave us. But the way

the question is posed now, I have to guess without much basis. If you asked it back in time, it would

be easier to answer. I would still answer the question. I would say maybe 0% to 1%.

Interviewer: [Question 2] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in the next twelve months?

Interviewee: That is a good question. I would probably indicate that inflation is going up. We see

it in the input material that costs are going up. At some point we also have to increase prices. I have

now also seen for the first time at the bakery that prices are going up. Still, of course we don’t know

if it’s just local price fluctuations that are so strong. It is difficult to say what it really means for

the inflation rate over months and years. I would look for the current inflation rate on the internet

and then I would predict a rise. I relate the information for the increase mainly to the increase in our

prices of the input material.

Interviewer: [Question 3] What do you expect the inflation rate (for the consumer price

index, in percent) to be in Switzerland in five years’ time?

Interviewee: So I have a feeling that what is happening now will not last for a long time. I think the

current inflation is caused by the pandemic, the lack of staff and transport trucks that have collapsed.

I see in our industry that consumer demand has changed. The whole supply chains can’t adapt as

quickly and you can see that now. But I think that will recover. I would just make an estimate here. I

would have a hard time answering the question.
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E.11.2 Additions to question 1

Interviewer: Regarding the first question, would you also have taken into account in the

gross wages that your workforce is changing?

Interviewee: We have employees in production with a low level of education. When we made cuts,

it was mostly these employees who were affected. When we ramp up production again and have to

hire more production workers, the average wages go down again. I base this on the wage bill of the

entire company.

Interviewer: When we talk about gross wages here now, what would you understand by

that?

Interviewee: I would have referred to the gross wages reported to the AHV. For shift workers, I

would have taken the shift into account, as it is almost a fixed part of the wage.

Interviewer: You said that this process of finding wages starts next year, around October,

for them. Does it always take place regularly like this exactly 3 months before there is this

salary increase for all employees?

Interviewee: Every autumn, our parent company makes a budget for the sales quantities for the next

year. This budget influences our sales quantities because our mother company is a big buyer of our

production. Then I also make a budget myself. At that moment, I start to think about whether I need

more employees in production. That happens in October or November. Of course, I then also think

about whether or not to increase wages next year. Of course, I have to include these wage increases in

my budget.

E.11.3 Additions to questions 2 and 3

Interviewer: What kind of products do you think are included in the inflation rate?

Interviewee: I would have assumed that this refers to the prices that my employees or I are exposed

to in daily life. I would have simply made an estimate based on the prices I have seen in my company.

I assume that these price increases will eventually have an impact on consumers.
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E.11.4 General questions and closing words

Interviewer: We ask for decimal places in the percentages, is that relevant to you at all?

Interviewee: Of course, it’s nice to have the option of entering the decimal place. I don’t think it

would have been absolutely necessary. But it would be important to expand the range of possible

answers. During the pandemic, our turnover dropped to 20% of the original turnover. This answer

was not possible for you.

Interviewer: Do you prefer being able to enter numbers or having scales to click on?

Interviewee: For questions about turnover, I have to look up the figures anyway, then I could also

enter the exact figure directly. But for estimates like the inflation rate, it would be better to have a

scale so you don’t feel so pressured.

Interviewer: Do you have any input or comments on the comprehensibility of the question-

naire?

Interviewee: I find your survey very pleasant and understandable. It covers relevant topics. If you

do the monthly closing anyway, you can combine this directly with the survey and insert the figures

directly.

Interviewer: How much time does it take to complete the questionnaire?

Interviewee: If I do the survey right after the end of the month, it takes maybe about ten minutes.

Interviewer: Do you look at the reports from us or have you not used it that way before?

Interviewee: My predecessor used to read these surveys intensively and I continue to send them to

him now that he works for the parent company. I mainly read the more specific questions, such as the

investment surveys. But I only look at the monthly reports sometimes.
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E.12 Interview 11: Construction Sector firm 1 (For Wave 2, 2025)

The interview was conducted with the CEO of a construction firm.

Question: How do you expect your unit costs to grow over the next 12 months? Please

indicate the expected change in percent. Use a minus sign if you expect a decrease.

Interviewee: Uh, unit costs. That is difficult, because electronics, mechanics, and plastics

are included. Do you mean manufacturing costs or sales costs?

Interviewer: It is clear to us that this is somewhat more difficult for construction firms.

I don’t want to prime you too much yet. What would you most likely answer if you were

stuck and had this questionnaire?

Interviewee: If we are speaking of costs, I would probably really take the costs. At the

moment, I would tend to say that they will likely remain the same – not decrease sharply,

but not really rise either, since energy is becoming cheaper again and materials are more

available. Therefore, I would rather say that they will stagnate.

Interviewer: What number would you enter if you are talking about staying the same?

Practically speaking?

Interviewee: I would say minus 0.5 to plus 0.5. That would be the range.

Interviewer: You mentioned something about costs earlier. I want to follow up on that:

What would you take into consideration there? What different things did you think of?

Interviewee: On the one hand, material costs. That is special for us. Since we buy a lot,

that is the biggest cost driver for us, and at the same time, of course, wage developments.

Question: Suppose your firm faced a sustained decline in demand or profits. How likely

would it be to reduce the base wage of current employees (alongside or instead of other

measures such as bonus cuts, adjust hours, short-term work, lay off workers)? Scale: 1

(highly unlikely) to 10 (most likely)

Interviewee: Yes, I cannot imagine reducing the base wage. That would rather be com-

pensated through bonuses. Another measure that would certainly happen first and simul-

taneously is a hiring freeze. But I do not assume that anyone would be laid off.

Interviewer: So, base wage reduction is rather low on the spectrum for you?

Interviewee: Yes, I would set that low. As of today. We have existed for 50 years.

Interviewer: Out of interest, if you had to answer this question during Covid-19 in 2022?
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You probably did a hiring freeze then too.

Interviewee: Since we were system-relevant and always remained capable of delivering,

it wasn’t that low for us. We were actually privileged in that regard.

Interviewer: I see. You never got into the situation where that would have been binding

for you.

Interviewee: Exactly, we could deliver at any time and were always available. What

was more the case is that we sacrificed margin. We bought expensive products without

passing the costs one-to-one to our customers. We had never had anything like that before.

We did a price increase twice in a year. Normally we do that once a year. That was our

measure against rising costs. For the first time in the company’s history, a price increase was

implemented in the middle of the year. That is the same as we did in the USA. In June we

raised prices.

Question: Suppose you already know today that the inflation rate will be 4% over the

next 12 months. All other factors (such as demand, productivity, and competitive condi-

tions) remain unchanged. Given this inflation rate, by how much would your firm adjust

gross wages over the next 12 months? Please provide a quantitative answer in percent.

Interviewee: If the inflation rate were 4%, I would assume that wages would probably

be increased by about 4 to 4.5%. We are usually slightly above the inflation rate to achieve

wage increases.

Question: Now suppose that your firm adjusts wages by the amount you just reported.

Assume that this wage adjustment is the only change, and abstract from any direct effect of

expected or actual inflation on your selling prices. By how much would your firm adjust

selling prices as a result of this wage adjustment? Please provide a quantitative answer in

percent.

Interviewee: Selling prices we would raise by about 6 to 7%. So somewhat above the

inflation rate.

Interviewer: I’ll just repeat: If you assumed a high inflation rate – as a follow-up ques-

tion: What do you look at then? Do you simply look at the inflation rate published by the

SFSO, or would you rather look at sector-specific input prices? What would be your refer-

ence variable if you do a price-wage calculation? First question: Does that play a role for
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you at all? Do you price that in?

Interviewee: Yes.

Interviewer: And the second question concerns wages: Do you simply orient yourself to

the published inflation rate? What do you look at most?

Interviewee: On the one hand, certainly the published inflation rate. At the same time,

we certainly also look at how the company is doing. If the company is doing well, the prices

are there, the margin is there, then we certainly have to take that into account and probably

respond to it. If the company is doing less well, we probably have to stay somewhat below

the inflation rate. It is a mix of market outlook: How does one assess the market? How will

the market develop further? Then also the order backlog, so we have an outlook for the next

year. What is important for us is that we can maintain the EBITDA. That is an important

parameter.

Interviewer: Yes, in this case you are addressing the last channel.

Interviewee: Exactly. But also there the question arises how the market develops. Possi-

bly one cannot pass everything on directly. Fortunately, this is not only related to Switzer-

land. We are also somewhat dependent on surrounding countries within Europe. We tend

to be, if I remember correctly, just above the forecasted inflation rate.

Interviewer: This is my very last question. We in theory have the feeling that the outlook

is relevant for firms, the expected inflation rate. That’s why we chose a scenario with 4%

here, to be a bit more extreme. Do you have tools where you refer to expectations?

Interviewee: That is certainly the case for us in HR with finance, where one looks at that.

In foreign countries, it is often the case that this is prescribed. There is no discussion there.

Interviewer: We are much more flexible here. But you pass it on.

Interviewee: We pass it on, but also look at how the company is doing. Fortunately, the

situation was mostly good, so one could be more generous. However, there have also been

wage rounds without increases because the inflation rate was low.
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E.13 Interview 12: Construction Sector firm 2 (For Wave 2, 2025)

The interview was conducted with a manager at a construction firm.

Question: How do you expect your unit costs to grow over the next 12 months? Please

indicate the expected change in percent. Use a minus sign if you expect a decrease.

Interviewee: I am thinking of material costs now, because "unit costs" implies the mate-

rial side to me. I would not feel addressed on the wage side if I read this question. On the

material side, these indices come to mind that are also published. We have other risks that

are more relevant to us than material costs. But if you look at certain indices, e.g., if copper

becomes significantly more expensive, then that is quite tedious again. But if you can cover

that contractually upon receipt of order, then you can smooth that. I expect a number below

two percent. That concerns the material we buy.

Interviewer: You are referring to material costs now?

Interviewee: Yes, when I read that.

Interviewer: That is important.

Interviewee: Not to the wage. Perhaps because of the word costs, material costs come to

mind as an entrepreneur.

Interviewer: If we had asked for costs per produced unit, would that have changed

anything?

Interviewee: Ah, really? Yes, then more likely. There, one sees rather the total perfor-

mance. Or the "performance per unit", there it is material and personnel costs.

Interviewer: Your answer is very helpful.

Interviewee: I assume you want to include wage and personnel costs too.

Interviewer: We would like everything that goes into production. That is good feedback.

Interviewee: Would it be interesting for the survey if we split that?

Interviewer: If we split wage costs and material costs? We are trying to map the entire

economy. It is very clear to us that with one word we also have to cover service providers,

for example. They have no material at all.

Interviewee: Ah, then they feel excluded if they think of material. True, yes.

Question: Suppose your firm faced a sustained decline in demand or profits. How likely

would it be to reduce the base wage of current employees (alongside or instead of other
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measures such as bonus cuts, adjust hours, short-term work, lay off workers)? Scale: 1

(highly unlikely) to 10 (most likely)

Interviewee: The base wage is sacred. No, wage reduction? No. One really tries to set

the other levers in motion first. The bonus component is a classic. If profit doesn’t come as

budgeted, then there are bonus cuts to the limit. And then short-term work rather less, then

rather layoffs. If demand decreases or base costs are too high compared to turnover, then

you have a problem with operating costs. That has to do with employees. If less turnover

is made, then you also have less work. Then that will have an impact on headcount. First

come the bonuses, then comes personnel reduction. In my view, a working time adjustment

is not very effective for a more efficient or cost-conscious activity. Working time adjustment

is more for the employee.

Interviewer: Good, what would you have said on the scale for base wage cuts?

Interviewee: "Not likely at all", rather at two.

Question: Suppose you already know today that the inflation rate will be 4% over the

next 12 months. Given this inflation rate, by how much would your firm adjust gross wages

over the next 12 months?

Interviewee: There, based on the past, I would project into the future. Then I would

rather say 1.5%. 4% inflation?

Interviewer: Yes, 4%.

Interviewee: Then I would say 50:50. 2%. I wouldn’t do more. I would do 2%. It is also

smoothed. The negotiations with the CLA partners. If it is 6% once, one doesn’t adjust by

6%. One tries to smooth that. It was also not the case that we went down with wages during

negative inflation.

Question: Now suppose that your firm adjusts wages by the amount you just reported.

Assume that this wage adjustment is the only change, and abstract from any direct effect of

expected or actual inflation on your selling prices. By how much would your firm adjust

selling prices as a result of this wage adjustment?

Interviewee: The thought is that one can bind the material. I would exclude that to be

more marketable. I would only take the 2% of wages. That is, I would increase pricing by

2%. The wage increase has to be put into pricing very quickly. We as a company cannot say
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we do nothing if the CLA says we do 2%.

Interviewer: Then you just go along.

Interviewee: Yes, then they go up. To be more precise, the staff consists of CLA employ-

ees and non-CLA employees. Only CLA personnel has this agreed tariff, which is agreed at

the industry level.

Interviewer: My question is, based on the formulation of the question, where we want

the wage component, how much the wage drives up prices if we ask only for the separate

effect. That’s why my question would be whether you would have included material costs

in price inflation in your answer?

Interviewee: Yes, also.

Interviewer: Would we, conversely, have to specify again more precisely that we only

ask for wage components? That is a valuable insight. One last question. Now we are simply

speaking of a scenario of 4% inflation for the next 12 months. What do you think of at all?

You said inflation is a component you consider in pricing. What resources do you use?

Interviewee: That is seasonal. When these negotiations take place with our associations,

who work out the CLA. As soon as that is published, one has a better overview of expecta-

tions and prices them in very quickly. If these results are not yet known, then one goes to

your forecast (KOF). That is quite clear. That UBS also does certain publications.
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E.14 Interview 13: Car Body Shop (For Wave 2, 2025)

The interview was conducted with the owner of a car body shop.

Question: How do you expect your unit costs to grow over the next 12 months? Please

indicate the expected change in percent. Use a minus sign if you expect a decrease.

Interviewee: What do you understand by unit costs?

Interviewer: By unit costs we basically understand how much it costs to offer one prod-

uct or one service more. How will that change? These are material costs, wage costs, simply

all costs to produce the most important product or service.

Interviewee: I expect a slight increase, in percent, perhaps around two, three percent.

Question: How do you expect your operating costs to change over the next 12 months?

Please indicate the expected change in percent. Use a minus sign if you expect a decrease.

Interviewee: Operating costs I also expect in this magnitude: two, three, four percent.

Interviewer: What makes the difference for you between unit costs and operating costs?

You asked about unit costs. Is that simply a concept that you don’t track? But operating

costs rather yes?

Interviewee: Rather yes. The other rather not.

Question: Suppose your firm faced a sustained decline in demand or profits. How likely

would it be to reduce the base wage of current employees (alongside or instead of other

measures such as bonus cuts, adjust hours, short-term work, lay off workers)? Scale: 1

(highly unlikely) to 10 (most likely)

Interviewee: I would title that with 5.

Question: Have there been situations in the past where you consciously refrained from

lowering the base wage of existing employees – although wages were too high from your

economic view? [1] Yes, multiple times [2] Yes, occasionally [3] No, we lowered wages in

such cases [4] No, such a case has never occurred [5] Don’t know

Interviewee: No, such a case has never occurred.

Interviewer: Because you never felt like you wanted to cut base wages?

Interviewee: Yes.

Interviewer: Can I ask briefly about the third point again? There is the concept in eco-

nomics that base wages are not lowered downwards, for fairness arguments or so. Why do
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you think here it would be rather 5, so medium likely?

Interviewee: Difficult, we have never experienced something like that. Wage cuts?

Never experienced. It is also difficult towards the employees. We were never in the po-

sition...

Interviewer: Was never an issue?

Interviewee: It was never an issue.

Question: Suppose you already know today that the inflation rate will be 4% over the

next 12 months. All other factors remain unchanged. a. Given this inflation rate, by how

much would your firm adjust the prices of your most important product or service in the

Swiss market over the next 12 months? b. Given this inflation rate, by how much would

your firm adjust gross wages over the next 12 months?

Interviewee: I would say, in percent, two [for prices].

Interviewer: What are your thoughts? How do you come to two percent?

Interviewee: That is still difficult... simply by gut feeling... Is that good?

Interviewer: Yes, great.

Interviewee: I would title that parallel also in the magnitude of two percent [for wages].

Interviewer: Okay, also simply by gut feeling?

Interviewee: Yes.

Question: Now suppose that your firm adjusts wages by the amount you just reported.

Assume that this wage adjustment is the only change, and abstract from any direct effect of

expected or actual inflation on your selling prices. By how much would your firm adjust the

prices of your most important product or service in the Swiss market as a result of this wage

adjustment?

Interviewee: I would rather stay at zero percent, also for competitive reasons. Due to

large partners we have, we are also obligated partially not to raise prices over two to three

years.

Interviewer: Where you have fixed prices?

Interviewee: Yes, where we have fixed prices.

Interviewer: That means it can be that higher inflation leads to wage increases, but not

directly to price adjustments?
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Interviewee: Exactly, that doesn’t run in parallel.

Interviewer: You cannot pass that on directly?

Interviewee: Exactly, correct, that is so.

Interviewer: Which question was the most difficult or most unnatural to answer, in the

context of your business activity?

Interviewee: Yes, that is rather five and six [the scenarios]. For us that is always also a

matter of feeling, not so strictly dependent on numbers.
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E.15 Interview 14: Veterinary Sector (For Wave 2, 2025)

The interview was conducted with the owners of a veterinary practice.

Question: By how much have you adjusted your gross wages on average for employees

in the last twelve months? Enter a zero if no adjustment was made, a negative number if

wages decreased.

Respondent 1: On the first question: We increased the gross wage sum for everyone. For

younger employees, we have a certain wage spectrum where we should be. For those who

have been with us longer, we can actually adjust it freely. I think that will be about 2 to 3%.

Respondent 2: The Society of Swiss Veterinarians provides a wage band for younger

employees, in which one should roughly move.

Respondent 1: Exactly. And for apprentices it is prescribed exactly, so much in the first

year, so much in the second and so much in the third year.

Question: Have there been economically difficult situations in the past where you thought

about reducing the base wage of the existing workforce? [1] Yes, in such situations we low-

ered the base wage of the workforce at least once [2] Yes, but we always consciously refrained

from a reduction [3] No, we were never in such a situation [4] Don’t know

Respondent 1: No, we were never in such a situation, so answer 3.

Interviewer: What was the reason? Did it always go well and there were never difficul-

ties?

Respondent 2: Our industry was lucky that it was not affected by Covid, on the contrary.

There were very many animals acquired during this time.

Respondent 1: Since we took over the practice in 2003, revenues and everything have

really always increased. It was actually better every year than the previous year. Or at least

never significantly worse.

Question: How often do you usually adjust the regular price of your main product or

service per calendar year (excluding seasonal sales or discounts)? Please choose one of the

following three answer options that best describes your price adjustment behavior: [1] We

adjust prices at least once within a calendar year, usually at the same time. [2] We do not

adjust prices every calendar year, if there is an adjustment in a year, then usually at the same

time within the year. [3] We adjust prices irregularly. We react flexibly to cost and demand
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developments.

Respondent 2: Well, prices for medications are adjusted continuously, depending on

how purchasing prices are. We adjust that accordingly. For services, on average once a year.

Respondent 1: So it would actually be the first point for services and the third point for

medications. So services means what one does by hand. Everything that is not a medication

that is applied or sold.

Interviewer: If you had to answer here now and it simply says for your "main product"

or your "main service"?

Respondent 2: The main product is actually the service we provide.

Respondent 1: The first one. At least once within a calendar year.

Respondent 2: Yes, in this case. For our industry I would prefer to differentiate this

question. We have the services we provide and the medications and material we need,

virtually separated. That is also systemic, because we have to keep accounts of inputs and

outputs for medications.

Question: When is the next planned point in time you will change the price of your main

product or your main service? Please provide your best estimate.

Respondent 1: That would be for services now?

Interviewer: Exactly.

Respondent 1: January 2026.

Interviewer: If you had selected answer 3 to the question before [irregularly], then this

question would have come, which is very similar: Given your current business situation,

when is the next point in time you most likely will change the price of your main product or

your main service in the Swiss market? Would you have been able to answer that well?

Respondent 2: No, that is actually continuous, since it depends on price development

and availability of medications.

Respondent 1: That can be in September 2025 for one medication, in December 2025 for

another and in February 2026 for a third. That depends totally on how much we pay for a

product.

Interviewer: Do you have a fixed margin, like for example 2%, that you add on?

Respondent 2: Exactly. That is a fixed margin that depends on the purchase price. Here,
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there should be a possibility for me somewhere to answer not with a date, but really with

"continuously" or "constantly".

Question: How do you expect your operating costs to change over the next 12 months?

Please provide your answer in percent.

Respondent 1: Well, operating costs, that would be rent, expenses for telephone, all those

things? Operating expenses?

Interviewer: Yes, exactly, that’s how we would understand it too.

Respondent 1: Um, I hope slightly lower. Because interest rates will be slightly lower

but otherwise roughly the same. So plus minus the same.

Respondent 2: It will actually adjust corresponding to turnover, I think.

Respondent 1: The medications we buy belong to that, don’t they, or do they?

Interviewer: That is the question, how one defines that. Do you perhaps have other

costs that you rather track or monitor? If operating costs as a concept is not really relevant

for you, are there other costs where you can rather make a forecast?

Respondent 1: If I look at the accounting or the annual financial statement, for example,

then one line item is what we spend on personnel, one line item is I think really called "op-

erating expenses" and there would be costs for cars, advertising, telephone, office material

and such things. These have remained practically identical, also this year. Therefore I expect

that remains plus minus similar. And medications and lab things that we buy to resell are

not in the operating cost share for us. Therefore, that remains roughly the same.

Interviewer: Suppose your company faced a sustained decline in demand or profits.

How likely would it be that you reduce the base wage of current employees (alongside or

instead of other measures such as bonus cuts, adjust hours, short-term work, lay off work-

ers)? Scale: 1 (highly unlikely) to 10 (most likely)

Respondent 1: So, I think I would consider a cut in the base wage last – bonus cuts

possibly. I would rather ask if someone wouldn’t mind working less. At the moment we

pay weekend work separately, possibly one could also solve that differently... Difficult, it is

also so unrealistic. We rather have the problem that it always rises.

Respondent 2: I think if we had less demand, then simply certain turnover would not be

replaced, or to a smaller extent.
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Respondent 1: "How likely would a cut in the base wage be?" So actually about a one or

a two.

Respondent 2: Base wage is actually not an issue.

Respondent 1: They don’t work worse then.

Respondent 2: That is one thing. The other is, you have trouble finding good people.

That is also an issue for us, that one has trouble finding good people. And then to scare

them away with a cut in the base wage, that would not be an option for me. Then I would

rather employ one person less.

Question: Suppose that due to higher inflation expectations, the change in gross wages

in your company over the next 12 months turns out to be 1 percentage point higher on

average for employees. In this scenario, our price change for our main product or main

service in the Swiss market compared to our previous plans over the next 12 months would

be... [1] lower [2] unchanged [3] higher [4] don’t know

Respondent 1: I have to read the first sentence two or three times now, I find it difficult

like that. So if gross wages were to rise more than one percent, then I would have to make

prices higher so that I have the same amount left at the end as now. So if I pay more wages...

Do I misunderstand something here? If I had significantly more gross wage sum because

of higher inflation expectations, and wanted to stand equally well at the end, then I would

have to increase services.

Interviewer: That would be answer option 3?

Respondent 1: Yes, I think so.

Question: How strongly would you pass on the additional wage increase of one per-

centage point to your selling prices? Please indicate by how many percentage points you

would adjust your prices additionally to the previously planned price change. Scale: 0.1 to

>1.0 percentage points

Respondent 1: Here it is assumed that everyone earns one percent more than I would

increase anyway, right?

Interviewer: Yes, exactly.

Respondent 1: Approximately 0.3, I would have said now. For us, about a third of gross

turnover is wages, a third is medications and operating expenses. Therefore I arrive at 0.3,

122



so that I could roughly absorb that.

Interviewer: And if you have a cost increase due to wages, can you pass that on directly

proportionally in prices?

Respondent 1: Basically we do that rather by gut feeling. And certain services we adjust

more upwards than others. We say for example that the visit shouldn’t cost the farmer more,

it is important that he still calls us, but what one does on the farm, that is then adjusted more.

Respondent 2: With small animals you also have much more possibilities. The emotional

bond is completely different. If you have a sick dog, you don’t calculate whether it costs a

franc more or less. The farmer naturally calculates because it generates his income. The

economic efficiency with pets is not relevant.

Respondent 1: Generally, horses are also looked at rather like small animals. It is not

exactly the same across the board how one adjusts that.

Interviewer: That means it can be that for farm animals the increase is less than 0.3 and

for small animals perhaps more or simply the 0.3?

Respondents 1+2: Exactly.
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E.16 Interview 15: Software SME (For Wave 2, 2025)

The interview was conducted with the CEO of a software SME.

Question: How do you expect your operating costs to change over the next 12 months?

Please provide your answer in percent.

Interviewee: Here I would have inserted a zero, because they do not change roughly,

but remain more or less the same. Of course, we have a budget, we see how costs develop

because we expect more users. But it will not change by an extremely large amount, but

in the single-digit percent range. What is somewhat unclear here: what does "no change"

mean? Because there is always a bit of change. But I would have entered a zero here.

Interviewer: And what do you have in mind for "operating costs"? Is that firmly defined?

Interviewee: Yes, operating costs would be all expenses we have in this case. In our

case, that would be servers, licenses for applications or libraries. Office rent would also

be operating costs, all expenses, devices that one would have to purchase – simply general

operating expenses. I just opened my sheet: accounting costs, insurance, radio and TV fees,

hosting of all kinds like the payment provider, travel costs and so on. What technically also

goes under operating costs for us are the two freelancers I mentioned earlier. What does

not go under operating costs in my perception are personnel expenses. But I don’t know if

everyone understands it that way or if I understand it correctly, the way you meant it. But I

did not understand that under operating costs now.

Interviewer: You said that you would enter a zero here, but you said that costs change

in the single-digit percent range. Can you perhaps specify that again?

Interviewee: Yes. So, what does zero mean? What does no change mean? I know that

there is somehow always a change. But that is so minimal. In our business – this is perhaps

important to understand – the biggest expense is personnel costs. Operating costs only

make up a smaller share and therefore fluctuations here do not matter so much for us as a

business. But if you write here "if no change is expected": Yes, a bit of change is expected,

but from what range is it still "no change" or how long is it rounded down to "no change"? I

would have inserted zero because I simply feel that there are no major changes we expect.

Question: Suppose your company faced a sustained decline in demand or profits. How

likely would it be that you reduce the base wage of current employees (alongside or instead
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of other measures such as bonus cuts, adjust hours, short-term work, lay off workers)? Scale:

1 (highly unlikely) to 10 (most likely)

Interviewee: I would set a 2, or even a 1. Because before we would cut the base wage,

we would choose one of the other measures. Mainly layoffs. We probably wouldn’t manage

short-term work in our company, we wouldn’t get a hearing there. Bonus cuts: We haven’t

implemented bonuses at all. Working time adjustment: I don’t know if that would really

have the big effect. Yes, perhaps. Working time adjustment or layoffs would come before

cutting the base wage. Therefore answer: a 2.

Interviewer: Can I ask why that would not be a preferred variant?

Interviewee: I think taking something away from someone is very difficult. That is

incredibly difficult. I think we want to keep the people who are good motivated. I feel that

first there are one or two people who are perhaps not quite as efficient, whom one would

rather remove from the team entirely, than that we would cut the base wage for everyone. I

have to say, we are hypothetical here. I haven’t really made many layoffs in my seven-year

history as CEO. So that would really be the last measure. We had layoffs very occasionally,

but that was really – and we also had difficult times. There we decided to make layoffs

instead of general wage cuts. What we do of course, and that is perhaps the better way,

we have had years where we simply had no general wage increase. We had a difficult year

two years ago and there we generally informed that we cannot give a wage increase in the

following year. That is actually like a general wage cut, but that is like when you don’t take

anything away from anyone, but simply don’t give anything additional. That is significantly

easier.

Interviewer: Basically, not increasing the wage is a cut by the inflation rate.

Interviewee: That is correct, but communicatively quite a bit easier.

Question: Suppose that consumer price inflation over the next 12 months were 6%.

Would that be a reason why you would adjust the price of your main product or main service

in the Swiss market earlier than planned? [1] Yes [2] No [3] We adjust prices continuously

anyway [4] Don’t know

Interviewee: No. The answer is no. In our industry – and maybe you don’t necessarily

want to hear that from theory – for us, the price is not that decisive in our eyes. In the digital
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industry, it simply stands and falls with the marketing of the product and the quality of the

product. And whether we increase or decrease the price by a few percentage points doesn’t

matter so much. We already had that and we noticed that it actually has no influence. Ulti-

mately, we have had the same price for fifteen years now. Depending on the perspective, it is

very high or, if compared with other products, perhaps somewhat low. We decided at some

point, we keep it as it is for now and don’t waver like a flag. That is also communicatively

not quite easy to communicate such a thing. People know us, know our prices and know

what they get. And therefore one stays with these prices. We prefer to try to reach more

customers through better marketing and compensate a bit that way. The answer is no.

Interviewer: You said quality is decisive. Can it be that what one gets for the price

can change? So that the price remains the same, but that there are perhaps more or fewer

modules?

Interviewee: Yes, but not quite. That is relatively static. We cannot decide quickly to give

something more or less. But what we have with our products are three different models: a

cheaper one, a middle one, and a more expensive one and one receives different features for

these models. And we ask ourselves, when we develop new features: Where does this go?

Does this go to everyone? Does it possibly get around a bit and we become better known

or do we only give it to those who pay a bit more? Where we also have some short-term

leeway, and that works very well, we always have promotions and campaigns during the

year. Actually discount campaigns but we don’t sell them like that. We have Bronze, Silver

and Gold packages and we make an offer that one receives Silver at the price of Bronze

now. So one can also compensate somewhat, that one also gets to the better features without

paying more.

Question: Suppose that due to higher inflation expectations, the change in gross wages

in your company over the next 12 months turns out to be 1 percentage point higher on

average for employees. In this scenario, our price change for our main product or main

service in the Swiss market compared to our previous plans over the next 12 months would

be... [1] lower [2] unchanged [3] higher [4] don’t know

Interviewee: Based on my answer to question 3 – I am not quite sure if I understood it

correctly – would actually also be unchanged.
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E.17 Interview 16: Retail Sector (For Wave 2, 2025)

The interview was conducted with the manager of a retail firm.

Question: How do you expect your operating costs to change over the next 12 months?

Please provide your answer in percent.

Interviewee: I would say, it is minimal for us, because we strive to compensate all rising

costs somewhere with efficiency increases. We cannot increase prices arbitrarily. Energy and

certain raw materials that we cannot influence, such as coffee and chocolate, drive prices.

But otherwise operating costs actually remain stable. The question is understandable.

Interviewer: What exactly do you understand by operating costs? What would you

roughly include there?

Interviewee: Everything that is needed for operation. Rent does not belong to that for

me, for example. But all logistics costs such as processing and transport, I would summarize

that under operating costs.

Interviewer: And wage costs?

Interviewee: Those are separate. Otherwise one would perhaps have to write "total

operating costs" or something like that.

Interviewer: Is there perhaps a term like "total running costs" or a similar term? Is there

a term from your point of view that is common? Is there a term that would also include e.g.

wage costs for you?

Interviewee: I would then use "total costs" or also "costs" without "operating".

Interviewer: What concerns us with total costs is that if companies plan any acquisitions

and other such one-off large costs, these should not be included.

Interviewee: I would definitely not understand that under it. If I read running operating

costs, then that is the running operation. If we buy a company, which we also do from time

to time, then that will certainly not be subsumed under that.

Question: Suppose your company faced a sustained decline in demand or profits. How

likely would it be that you reduce the base wage of current employees (alongside or instead

of other measures such as bonus cuts, adjust hours, short-term work, lay off workers)? Scale:

1 (highly unlikely) to 10 (most likely)

Interviewee: I would say "little likely" in our case. There would really have to be a
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collapse in the range "greater than 5%" or so. That is hard to imagine at the moment. But the

question is understandable.

Interviewer: A follow-up question. The phrasing is "faced a sustained decline in demand

or profits". Would you interpret that as a negative shock that would only affect [Company

Name] or would that be a macroeconomic event? Would competitors also be affected in

your view? Or does it not matter to answer the question?

Interviewee: For me that actually doesn’t matter. In retail, everyone would then be

affected to a similar extent. In retail, I cannot imagine that only a single company would be

affected, meaning the larger ones.

Interviewer: If a shock of over 5% came, what would be the considerations? Why do you

cut the base wage or not? And how broadly based would one do that in such a scenario?

Interviewee: For us, such a measure would be relatively far back. If turnover decreases

because we have 5% less volume, then we would also have to move less and then one would

simply cut the hours used. Ultimately jobs would be lost or people who currently work 60%

would then only work 40%. Those would certainly be the first measures. And otherwise

we have CLAs [Collective Labour Agreements]. As a first measure, there would then be no

wage increase in the relevant year, then in the following years perhaps again none. But until

one really would proceed to cuts in the base wage, I can hardly imagine that at the moment.

We have CLAs. From my point of view, we have a very stable situation in this area. For us

that would take effect very late.

Question: Suppose that consumer price inflation over the next 12 months were 6%.

Would that be a reason why you would adjust the price of your main product or main service

in the Swiss market earlier than planned? [1] Yes [2] No [3] We adjust prices continuously

anyway [4] Don’t know

Interviewee: For us, 3 certainly applies. We need a certain margin. Retail is a relatively

simple business. We buy goods and need a certain margin to cover our costs, and at the end

there remains, depending on the retailer, between 0 and 3%. And if purchasing prices rise,

then selling prices inevitably rise too and there is of course always great pressure on prices

there. Transparency has increased incredibly within the last 10 years. Today you can see

with one click how it is everywhere. That has led to a great leveling. At the moment there
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is little leeway and that will remain so. Formerly that was completely different. Now an

ongoing adjustment is actually the normal case for us.

Interviewer: I also asked myself here whether one could perhaps add that one could

adjust prices to "current conditions".

Interviewee: Yes, one could do that too. I find "anyway" a funny term in this context. It

would also work for me if it stood: "We adjust prices continuously".

Question: Suppose that due to higher inflation expectations, the change in gross wages

in your company over the next 12 months turns out to be 1 percentage point higher on

average for employees. In this scenario, our price change for our main product or main

service in the Swiss market compared to our previous plans over the next 12 months would

be... [1] lower [2] unchanged [3] higher [4] don’t know

Interviewee: Yes, that would lie somewhere between 2 and 3 for us. Or "either or" would

be the right answer. So one percent higher on average, if I look back over the last years,

then that is actually the normal case. Gross wages have always risen rather more. In the

last four or five years perhaps somewhat less but in the years before there were also much

larger jumps. We try of course to absorb that continuously with efficiency increases. Every

business has to do that somehow.

Interviewer: The question, how we intend it: if 1% had been an answer, then we would

have said, it would then be 2% instead of 1%. So one percentage point higher than the

planned wage growth.

Interviewee: Aha, then it would be higher by 1 percent?

Interviewer: Yes.

Interviewee: Then it works.

Question: How strongly would you pass on the additional wage increase of one per-

centage point to your selling prices? Please indicate by how many percentage points you

would adjust your prices additionally to the previously planned price change. Scale: 0.1 to

>1.0 percentage points

Interviewer: If you had indicated slightly "higher" as an answer. How would you answer

this follow-up question?

Interviewee: In the current situation I think it is difficult to pass anything on at all, one

129



sees that now also in how thin margins have become. But in the normal case I would say,

perhaps 0.5. Part one tries to compensate and a part impacts products. I can imagine that

this is probably very industry-specific. In a fully automated operation that is probably more

difficult than where one can still achieve a performance increase with skillful deployment of

people. But as a question that is I think also understandable.

Interviewer: If you make a calculation of 0.5, so a part, what role does for example the

share of wage costs in total costs play or what are other factors how you come to a number

like 0.5?

Interviewee: I am not sure. That is the part that is perhaps not compensable, which then

has to be passed on.

Interviewer: Okay, one more question: We have "due to higher inflation expectations" in

here. With that we want to simulate an increase in wage growth due to expected inflation.

Would you say that this insertion changes the question? Is that relevant information? Or

does the reason for wage growth not matter to you?

Interviewee: I would say that does not matter. In arguments during wage negotiations

I cannot imagine right now how one wants to bring that in. These are always coupled to

some extent. One considers how things develop, how inflation is and what employees must

be able to manage with their wage. And so that gives a level from which one starts. And

if inflation rises for whatever reasons and one sees that, then that flows into the negotiation

during the wage round.
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E.18 Interview 17: Horticulture Sector (For Wave 2, 2025)

The interview was conducted with the owner of a horticulture firm.

Question: How do you expect your operating costs to change over the next 12 months?

Please provide your answer in percent.

Interviewee: I actually expect no changes. The question is clear. It is not bad enough for

us yet.

Interviewer: What do you understand, roughly, under "operating costs"?

Interviewee: That goes for example from wage costs to cars to machines. Insurance also

belongs to that.

Interviewer: Also rent or such things?

Interviewee: Exactly, also rent. For operating costs I actually expect no large change.

Question: Suppose your company faced a sustained decline in demand or profits. How

likely would it be that you reduce the base wage of current employees (alongside or instead

of other measures such as bonus cuts, adjust hours, short-term work, lay off workers)? Scale:

1 (highly unlikely) to 10 (most likely)

Interviewee: First, I do not expect a decline. But if I sensed a decline, then I would first

not continue to employ the temporary employees in our operation. That is the first buffer

we have. Then I would reduce the percentage of some employees who want to step back

anyway. Short-term work would be the absolute emergency solution for me.

Interviewer: What is the ratio between free staff and permanent staff? How does the

business model look there?

Interviewee: The business model in horticulture is generally seasonal for us. In winter

we need fewer people and therefore many work with such temporary employees whom

they hire seasonally. That means, season is April to June/July and then one reduces one’s

temporary employees and hires them again in autumn until perhaps end of December and

then again in April. For a time I hired employees like that. I hired them at fifty percent

and they then worked more or less seasonally. People who want that are difficult to find

today. They are mostly young people who say they want to work more in summer anyway

and then go traveling in winter. And regarding the ratio: I calculate on average with 2 to

maximum 3 temporary workers. That is an extra team for us.
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Interviewer: How does one do that practically nowadays? Does one go to a temporary

employment agency?

Interviewee: Exactly.

Interviewer: You don’t do that yourself, but there are temp agencies that do that?

Interviewee: Exactly. The administrative effort is relatively large for hourly wage earn-

ers, since one has to record everything exactly. One can also exchange them much faster.

The biggest problem is simply the quality of employees. But that is so with all craft firms.

That is actually the problem. One finds no people. Qualified people are difficult to find.

Interviewer: If a very bad scenario occurred and the company was doing very poorly,

how difficult would it be to lower wages for the existing workforce? Is that an option at all

or is that de facto not implementable?

Interviewee: That becomes extremely difficult. We are in the low-wage segment in horti-

culture. In [our city] we have a minimum wage anyway of, I think, [Number] CHF and there

one cannot do much more. And there short-term work was one of the possible solutions.

Question: Suppose that consumer price inflation over the next 12 months were 6%.

Would that be a reason why you would adjust the price of your main product or main service

in the Swiss market earlier than planned? [1] Yes [2] No [3] We adjust prices continuously

anyway [4] Don’t know

Interviewee: Yes, quite clearly. At six percent I have to raise prices. We adjust prices

every year anyway, but minimally.

Question: Suppose that due to higher inflation expectations, the change in gross wages

in your company over the next 12 months turns out to be 1 percentage point higher on

average for employees. In this scenario, our price change for our main product or main

service in the Swiss market compared to our previous plans over the next 12 months would

be... [1] lower [2] unchanged [3] higher [4] don’t know

Interviewer: This question is a bit complicated. It implies that your expected wage

growth for next year is 1 percentage point higher than you previously stated.

Interviewee: Difficult question. The last two years I was present at wage negotiations

between employers and employees. We are always, as mentioned before, a low-wage seg-

ment and the pressure – now we have to elaborate again. We are currently at negotiations
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for a CLA... Difficult, it will certainly be higher. One cannot do that to one’s own people. If

one has such low wages and inflation is high, then we have to go along.

Interviewer: If you expect one percent but unexpectedly it is two: What effect would

that have on the pricing of your most important product?

Interviewee: I will calculate that. Our prices will rise evenly.

Interviewer: And what is the calculation behind that, if I may ask?

Interviewee: Yes, the whole thing becomes more expensive. I would have to look at

it again. From the gut I would say: Because prices rise on the whole, prices of purchased

products rise, since there are so many working hours and everyone will raise prices, I would

increase that accordingly right away. I would calculate that through straight away.

Interviewer: Okay, then that would be the answer "higher", right?

Interviewee: Yes.

Question: How strongly would you pass on the additional wage increase of one per-

centage point to your selling prices? Please indicate by how many percentage points you

would adjust your prices additionally to the previously planned price change. Scale: 0.1 to

>1.0 percentage points

Interviewee: That is difficult... Yes, if it were one, I would increase it by one and if wages

are two percent higher, then I would also increase it by two percent.

Interviewer: Okay. That would then be 1.0 as an answer option.

Interviewee: Yes, you have to consider: I am in the luxury position that I have very

many individual customers who are, let’s say, not so strongly affected by inflation. And the

position of my operation is that we also have a very good customer base and they will not

cancel because of two or one and a half percent. Unless [two large firms] move out of the

city but then we have other problems anyway.

Interviewer: Does it make a difference to you whether it is three percent instead of two

percent more due to such an argument [inflation expectations], or simply, if wages rise, then

you adjust prices?

Interviewee: No, if it was unexpected, then I would certainly do it too. But the wage

increase that I expected anyway this year, I would perhaps not pass through in prices as

much as if it was unexpected now.
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