
door in the face psychology

door in the face psychology is a fascinating concept in social psychology
that explores how people can be influenced to comply with a request after
being confronted with a much larger initial request that they are likely to
reject. This technique plays on the principles of reciprocity and concession,
leading to a greater likelihood of agreement to a more reasonable request. In
this article, we will delve into the intricacies of door in the face
psychology, examine its development through various studies, discuss its
practical applications in everyday life, and highlight its effectiveness
across different contexts. By the end of this piece, you will have a
comprehensive understanding of how this psychological principle works and how
it can be effectively utilized.
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Understanding Door in the Face Psychology

Door in the face psychology is a compliance technique that involves making a
large request that is expected to be refused, followed by a smaller, more
reasonable request. The strategy is based on the idea that after turning down
the initial request, individuals will feel a sense of obligation to comply
with the subsequent, smaller request. This psychological phenomenon is rooted
in the social norms of reciprocity, where individuals feel compelled to
return favors or concessions made by others.

The term "door in the face" itself paints a vivid picture: imagine someone
knocking on your door with a huge favor, only to leave when you decline, but
shortly after, they return with a much smaller request. This approach can
lead to a higher compliance rate compared to just asking for the smaller
favor outright. The effectiveness of this technique can be attributed to
various factors, including the perceived reasonableness of the second request
and the social pressure to reciprocate the concession made by the requester.

Theoretical Background

To fully grasp the mechanics of door in the face psychology, we need to
explore the theoretical underpinnings that contribute to its effectiveness.
One of the primary theories is the principle of reciprocity. When someone
makes a concession (the smaller request after the larger one), it creates a
social obligation to respond favorably. This principle is deeply ingrained in



human interactions, as people generally prefer to maintain social harmony and
balance in their relationships.

Another relevant concept is the contrast effect, where the perception of the
second request is influenced by the context of the first. When someone is
presented with an extreme request, the subsequent smaller request appears
even more reasonable by comparison. This cognitive bias can lead to a
favorable shift in how the second request is perceived, prompting compliance.

Reciprocity Principle

The reciprocity principle suggests that people feel an inherent obligation to
return favors. When a person makes a large request, they are essentially
setting the stage for a negotiation. Once the large request is rejected, the
act of making a smaller request is seen as a concession. This concession
prompts a social pressure to reciprocate, leading the target of the request
to feel more inclined to agree.

Contrast Effect

The contrast effect plays a crucial role in how requests are perceived. When
an initial extreme request is made, the subsequent request is viewed in a
different light. This perceptual shift can significantly enhance the
likelihood of compliance, as the second request seems more reasonable in
contrast to the first. For example, if someone initially asks you to donate
$1000 and then follows up with a request for $100, the latter may feel like a
much smaller and more manageable obligation.

Key Studies and Findings

Various studies have been conducted to examine the effectiveness of door in
the face psychology, providing empirical support for its principles. One of
the most notable studies was conducted by Cialdini et al. in the 1970s, which
laid the groundwork for understanding this compliance technique.

Cialdini's Study

In Cialdini's seminal experiment, participants were first asked to volunteer
for a two-year commitment to mentor juvenile delinquents, a request that was
overwhelmingly declined. Following this, the same participants were presented
with a much smaller request to volunteer for just two hours at a local youth
center. The results showed a significant increase in compliance with the
smaller request after the larger one was rejected, thus validating the door
in the face technique.

Other Notable Research

Since Cialdini's initial study, further research has continued to support the
effectiveness of door in the face psychology across varied contexts. For
instance, studies have demonstrated its applicability in different scenarios,
such as fundraising, marketing, and even everyday interpersonal requests.



Researchers have found that the size of the initial request can influence
compliance rates, with larger requests typically leading to higher compliance
for the subsequent smaller request.

Practical Applications

The door in the face technique is not just an academic concept; it has
practical implications in everyday life. Understanding how to effectively
utilize this strategy can benefit various fields, including sales,
negotiation, and social interactions.

Sales and Marketing

In sales, professionals often employ the door in the face technique to
encourage customers to make purchases. For example, a salesperson might start
by presenting a high-priced item, which the customer declines, only to follow
up with a more affordable option. This strategy not only increases the
likelihood of a sale but also enhances customer satisfaction, as clients feel
they are making a more informed choice.

Negotiations

In negotiations, employing door in the face psychology can be advantageous.
By starting with an exaggerated request, negotiators can set the stage for
concessions. As the negotiation progresses, the other party may feel
compelled to agree to the smaller requests, perceiving them as reasonable in
light of the initial proposal.

Everyday Interpersonal Requests

In personal relationships, individuals can also use this technique to
influence friends or family. For instance, if someone wants a friend to help
them move, they might first ask for a week-long commitment, which is likely
to be declined. Following this, asking for just a few hours of help may lead
to a more favorable response.

Limitations and Ethical Considerations

While door in the face psychology can be a powerful tool for persuasion, it
is essential to consider its limitations and ethical implications. One
significant limitation is that not everyone will respond favorably to this
technique. Some individuals may perceive it as manipulative, leading to
resistance rather than compliance.

Potential for Negativity

Using door in the face psychology can sometimes backfire, resulting in
negative feelings or resentment towards the requester. If individuals feel
they have been manipulated, it can damage trust and harm relationships.



Therefore, it is crucial to use this technique judiciously and with
consideration for the other person's feelings.

Ethical Considerations

Ethically, practitioners of door in the face psychology must ensure that
their intentions are not exploitative. The technique should be used in
situations where the requests are reasonable and where compliance does not
harm the individual being asked. The goal should be to foster positive
interactions rather than to manipulate or deceive.

Conclusion

Door in the face psychology offers a unique lens through which to understand
compliance and persuasion. By leveraging the principles of reciprocity and
the contrast effect, individuals can effectively influence others' decisions
in various contexts, from sales to personal relationships. However, it is
essential to apply this technique ethically and thoughtfully, as misuse can
lead to negative repercussions. Ultimately, understanding and utilizing door
in the face psychology can enhance interpersonal communication, negotiation
strategies, and overall social dynamics, making it a valuable tool in both
professional and personal settings.

Q: What is door in the face psychology?

A: Door in the face psychology is a compliance technique in social psychology
that involves making a large request that is expected to be rejected,
followed by a smaller request. The initial refusal makes the second request
feel more reasonable, increasing the likelihood of compliance.

Q: How does the door in the face technique work?

A: The door in the face technique works by leveraging principles of
reciprocity and the contrast effect. After rejecting a large request,
individuals often feel a social obligation to comply with a smaller request,
viewing it as a concession made by the requester.

Q: Can door in the face psychology be used in
marketing?

A: Yes, door in the face psychology is commonly used in marketing and sales.
By starting with a high-priced offer and then presenting a more affordable
option, sellers can increase the chances of making a sale while also
enhancing customer satisfaction.

Q: What are some examples of door in the face
psychology in everyday life?

A: Examples include asking a friend for a large favor, such as a week-long



commitment, followed by a smaller request like helping for just an hour. In
negotiations, making an exaggerated initial proposal and then scaling down
can also illustrate this technique.

Q: Are there any limitations to door in the face
psychology?

A: Yes, limitations include the risk of negative feelings or resentment from
the person being asked, especially if they perceive the request as
manipulative. Not everyone will respond positively, which could lead to
resistance rather than compliance.

Q: What ethical considerations should be kept in mind
when using door in the face psychology?

A: Ethical considerations include ensuring that requests are reasonable and
do not exploit the other person. The technique should be used to foster
positive interactions rather than manipulate or deceive individuals.

Q: What are the implications of door in the face
psychology in negotiation settings?

A: In negotiations, using door in the face psychology can create a framework
for concessions, making it more likely for the other party to agree to
smaller requests after rejecting larger ones, thus facilitating a more
favorable outcome.

Q: How can I apply door in the face psychology in my
daily interactions?

A: You can apply door in the face psychology by starting with a larger
request in your interactions, then following up with a smaller, more
reasonable request. This approach can improve your chances of getting
compliance from others while ensuring the requests are appropriate and
considerate.
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